THE  UNIVERSITY 


OF  ILLINOIS 
LIBRARY 

3'5'?.e>5' 


Digitized  by  the  Internet  Archive 
in  2018  with  funding  from 

University  of  Illinois  Urbana-Champaign  Alternates 


https://archive.org/details/groceryworldgene52unse 


Published  every 
Monday. 


Grocery  World 


Circulates  In  every 
State  of  the  Union 
and  Canada. 


flflD 


e 

General  Merchant 

Entered  at  the  Philadelphia  Post-Office  as  Second-class  Matter. 


/ 


Vol  LII. 


Philadelphia,  New  York  and  Pittsburg,  July  3,  1911 


No.  1. 


Grocery  World 

AND 

General  Merchant 

BUSLIMBD  WKBKLY  BY  TBS 
GROCERY  WORLD  PUBLICATION  CO., 
AT 

•37  Arch  Street,  Philadelphia. 
TBLBFBONBS: 

Keystone,  Race  746. 


r,  „  f  Filbert  3286. 
Bel1  t  Filbert  3*87. 
Private  Exchange. 


Naw  Yoar  Ornca: 

Office  of  “Tea  and  Coffee  Trade  Journal,” 
Suite  606-607,  No.  91  Wall  Street, 
Telephone,  3168  Broad. 

Pittsiubo  Ornca: 

835  Lewis  Building. 

P.  and  A.  Phone,  4731-M.  Bell  Phone,  1804  Grant. 


All  Checks  and  Drafts  payable  to  the  Gro¬ 
cery  World  Publication  Co. 


An  independent  Journal  published  ex¬ 
clusively  in  the  interests  of  retnU  grocers 
and  general  merchants. 


Subscription  Bates,  Including  Postage, 
Payable  in  Advance : 

FBB  YBAB 

To  United  States  and  Mexico . $3-°° 

To  Canada  .  3-5° 

To  Great  Britain  and  Continent  of  Europe 

and  Asia  .  4-5° 

Single  Copies  . 10 


ELTON  J.  BUCKLEY, 

Editor. 

DAVID  EZEKIEL, 
Advertising  Manager. 

WILLIAM  H.  NAYLOR, 
Manager  Circulation  and  Prices-Current 


Contents. 


The  Advertising  Slogans  that  Did  and 
Did  Not  Succeed .  6 

Parcels  Post  Bill  Will  be  Reported  if 
Merchants  Do  Not  Vigorously 
Oppose .  S 

Smedley  Leaves  Acme  Tea  Co.  Septem¬ 
ber  1st .  8 

Stock  of  Federal  Biscuit  Combine  Offered 
for  Sale .  9 


Editorial . . 

Important. 

Po  You  Sell  Munyon  Medicines  ? 
The  National’s  Attitude  Toward 
guying  Exchanges. 


10 


BAGS 

..  II 


Among  the  Trade . 

The  New  York  Letter .  12 

Jots  from  a  Jobber’s  Note  Book .  13 

The  Science  of  Advertising .  14 

Pennsylvania  News  Items .  14 

Legal  Department . 16 

CIX  —  Some  Investments  Offered 
Business  Men. 

Quaker  Oats  Co.  Buys  Mother's  Oats .  17 

The  Stroller’s  Column  (Contributed) .  18 

If  Your  Boy’s  in  the  Store  With  You. 

Grocers  Do  Better  than  General  Stores...  18 

The  Grocery  Markets .  19 

Individual  Market  Reports .  19 

Selling  Talks  With  Clerks .  20 

Market  Notes .  *i 

Unless  it  is  Mustard  the  Label  Must 
Tell .  si 

Association  News .  ai 

Window  Dressing  Ideas .  S2 

Magazine  Notes .  22 

Want  Department .  28 

“  Grocery  World”  Prices  Current .  30 


Index  to  Advertisement!. 


“Advertising  World” .  28 

American  Starch  Co .  17 

Anker’s  Bouillon  Capsules . 17 

Bell  &  Sons,  Samuel . 37 

Bosnian  &  Lohman  Co...  . U 


YAOB 

Brown  &  Co.,  P.  F .  35 

Buckley,  Elton  J .  n 

Burk,  Louis  «•••••  MM*4  •#•••«  «••••  27 

Climax  Coffee  and  Baking  Powder  Co .  31 

Corn  Products  Ref.  Co .  35 

Crescent  Manufacturing  Co .  9 

Croft  &  Allen  Co . 37 

Crulkshank  Bros.  Co .  41 

Davis  &  Davis . - .  21 

Diamond  Crystal  Salt  Co .  15 

Dunnigan  Paper  Bag  Holder  Co .  13 

Duryee  &  Bar  wise .  15 

Enterprise  Mfg.  Co.  of  Pa.,  The .  33 

Falrbank  Co.,  N.  K . .  31 

Fels  &  Co._ .  18 

Fischer  &  Co.,  B .  4 

Flelschmann’s  Yeast .  21 

Forbes,  J.  P .  41 

Franklin  Sugar  Refining  Co . Cover  4 

Glthens,  Rexsamer  &  Co .  9 

Gold  Medal  Flour .  37 

Grocery  &  Allied  Trade  Press  of  America.  29 

Helm  Company,  H.  J. . Cover  • 

Hires  Condensed  Milk  Co . Cover  2 

Indexed  Ceupon  Books .  41 

Kellogg  &  Sons,  H .  9  and  21 

Lautz  Bros.  &  Co . ....Cover  2 

Lowney  Co.,  Walter  M . . 27 

Manufacturers’  Trade-Mark  Association..  33 

Maplelne .  9 

Mason  Company,  Jas.  ••••*,*••  *•«••*•«,  4 


McCahan  Sugar  Ref.  Co.,  The  W.  J.. Cover  3 

McCaskey  Register  Co.,  The.- .  39 

Moneywelght  Scale  Co.,  The._ .  3 

National  Biscuit  Co .  9 

Oakdale  Baking  Co .  15 

P.  C.  Pure  Food  Co .  21 

Pacific  Coast  Borax  Co . . . Cover  3 

Penn  Square  Automobile  Co .  11 

Peters  &  Reed  Pottery  Co.,  The .  21 

Philadelphia  Electric  Co.,  The .  15 

Piqua  Bracket  Co . - .  41 

Quaker  Oats  Company,  The . . . 7 

Ritter  Conserve  Co.,  Philip  J .  13 

Royal  Specialty  Co .  17 

Runkel  Brothers .  35 

Sauer  Co.,  C.  F . ......Cover  4 

Scott  &  Co.,  Inc.,  John .  9 

Shinn  Bl  Kirk  — — .. — . .............  Cover  2 

Shredded  Wheat  Company,  The .  41 

Silver  &  Co.,  Wm . Cover  4 

Swift  &  Co . 15  *nd  39 

Tanglefoot— . Cover  4 

Troemner,  Henry .  37 

Van  Camp  Packing  Co .  3 

Walker  Bin  Co .  15 

Washburn-Crosby  Co.. .  37 

Watson  &  Co.,  Angus .  17 

Weasels  Co.,  The  C.  M .  29 

Wheatens  Co.,  The . Cover  2 

Wilmsen,  B .  27 

Young  &  Co.,  Chas.  W...., .  41 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


The  Advertising  Slogans  that  Did  and 

Did  Not  Succeed 


Interesting  Revelations  of  a  Guessing  Contest  Held  by  Grocers’ 
and  Importers’  Exchange.  Fifty-six  People  Guessed  What 
Goods  Were  Meant  by  Fifty  Advertising  Catch  Phrases. 
Correct  Guesses  Ranged  from  One  to  Fifty-four  Out  of 
Fifty-six.  List  of  Food  Products  Guessed  Upon  and  a  Tally 
of  the  Guesses. 


One  of  the  biggest  hits  pro¬ 
vided  by  the  Entertainment  Com¬ 
mittee  for  the  edification  of  the 
Grocers’  and  Importers’  Ex¬ 
change  excursionists  at  Lake  Ho- 
patcong  last  week  was  a  guessing 
contest  with  well-known  adver¬ 
tising  catch  phrases  as  subjects. 
The  idea  was  Jay  F.  Garber’s,  of 
H.  O.  Wilbur  &  Sons,  and  it  was 
cleverly  and  clearly  worked  out. 
Mr.  Garber  had  printed  fifty  signs, 
each  one  bearing  some  advertis¬ 
ing  slogan,  but  without  clue  to 
the  identity  of  the  manufacturer 
using:  it.  The  contestants — there 
were  fiftv-six — then  wrote  guesses 
on  cards  prepared  for  the  pur*'~ 
and  the  makers 
numb®" 


ntty  catch 
.  Gated  to  food  products, 
and  among  them  were  some  of  the 
most  widely  advertised  and  best 
known  in  the  United  States.  To 
note  the  wide  variance  in  the 
percentage  of  contestants  who 
guessed  these  various  slogans 
correctly  is  to  receive  an  exceed¬ 
ingly  valuable  inside  view  into  the 
sort  of  advertising  catch  lines 
which  have  really  made  an  im¬ 
pression.  The  guesses  range  all 
the  way  from  one  correct  out  of 
fifty-six,  up  to  fifty-four  correct. 

The  subject  is  so  vital  that  the 
following  compilation  has  been 
made  of  all  the  guesses  on  food 
product  advertising,  together  with 
such  explanation  or  comment  as 
seems  pertinent: — 

1 —  “Twenty  Varieties.”  Used 
by  Curtice  Bros,  for  Blue  Label 
soups.  This  is  scarcely  a  catch 
phrase  in  the  ordinary  sense  and 
this  may  explain  the  fact  that 
only  five  guessed  correctly  to 
whom  it  belonged.  Many  guessed 
Campbell  soups  and  some  guessed 
Franco- American. 

2 —  “Better  than  Stove  Polish.” 
Used  by  the  manufacturers  of 
Vulcanol  polish.  Only  ten 
guessed  this,  six  guessing  Enam- 


elinc,  twelve  guessing  X-Ray  and 
five  guessing  Sapolin.  Which 
means,  apparently,  that  the  Vul 
canol  people  have  spent  at  least 
some  of  their  money  for  adver¬ 
tising  that  benefited  their  com¬ 
petitors  even  more  than  it  bene 
fited  them. 

3 —  “The  Little  Chocolate  Cone 
with  a  Flavor  all  its  own.”  Used 
in  connection  with  Wilbur’s  Buds. 
This  was  guessed  correctly  by 
forty-five  out  of  the  fifty-six.  One 
intelligent  contestant  guessed 
“Tootsie  Rolls.” 

4 —  “Shot  From  Guns.”  Used 
by  th**  ^  :r  Oats  Co.  for  puffed 

lis  received  fifty-one 
ses  out  of  fifty-six 
who  guessed  at  all 
guessed  right.  The  phrase  used 
here  is  so  completely  unlike  any¬ 
thing  else,  not  only  in  arrange¬ 
ment,  but  in  meaning,  that  it 
probably  represents  the  most 
valuable  type  of  the  advertising 
phrase  which  is  coined  to  attract 
attention  to  an  idea. 

5 —  “Just  Add  Hot  Water  and 
Serve.”  Used  for  Campbell’s 
soups.  The  vote  here  was  fifty 
guesses  for  Campbell,  one  for 
Blue  Label,  and  one  for  Van 
Camp. 

6 —  “There’s  a  Reason.”  Used 
for  Postum  Cereal.  This  also  re¬ 
ceived  fifty  correct  guesses  and 
none  incorrect. 

7 —  “Save  41.”  Used  by  Finley 
Acker  Co.  to  advertise  their  39- 
cent  bon  bons.  It  received  47 
correct  guesses. 

8 —  “Ask  Gently  But  Firmly 
For — .”  The  catch  phrase  of  the 
Skipper  sardine  peope.  Forty  of 
the  guesses  were  correct,  one  vote 
going  to  Quaker  Oats,  one  to 
Turkish  Trophies  and  three  to 
other  products. 

9 —  “It  Floats.”  Advertised  all 
over  the  country  by  the  Ivory 
soap  people.  This  phrase  received 
next  to  the  highest  percentage  of 
correct  guesses — 53.  One  vote 
went  to  Pearline  and  one  to  Life 


Buoy,  which  shows  that  it  takes 
all  sorts  of  people  to  make 
world. 

9 — “And  it  won’t  hurt  the 
hands.”  Used  by  Lautz  Bros,  for 
Snow  Boy  washing  powder.  This 
received  twenty-seven  correct 
guesses.  Hand  Sapolio  received 
fifteen,  Fels  Naptha  three,  Gold 
Dust  two,  Ivory  soap  one,  and 
Dutch  Cleanser  one.  Another 
case  where  competitors  got  some 
benefit. 

‘The  taste  that  lingers.” 


The  catch  line  used  for  Post 
Toasties.  Only  six  got  it  right:. 
Postum  Cereal  received  six 
guesses,  the  Heinz  products  one, 
Lowney’s  cocoa  four,  Lea  &  Per¬ 
rins  sauce  eleven,  and  Hunter 
whiskey  one.  The  latter  guess 
was  probably  made  by  somebody 
who  was  giving  his  personal  ex 
perience. 

1 1 —  “Fifty-seven.”  FromHeinz 
&  Co’s,  famous  fifty-seven  varie 
ties.  This  received  the  highest 
percentage  of  correct  guesses — 
fifty-four  out  of  fifty-six. 

12 —  “Chases  Dirt.”  Used  for 
Old  Dutch  Cleanser.  Received 
fifty-one  correct  guesses.  One 
guess  went  to  Gold  Dust  Powder. 

13 —  “I’se  in  Town  Honey 
Aunt  Jemima  Pan  Cake  Flour. 
Received  forty-three  correct 
guesses.  Hecker’s  Buckwheat  re 
ceived  two  and  Gold  Dust  two 

14 —  “Uneeda  C  C.”  The  prop¬ 
erty  of  Coca-Cola,  though  only 
twenty  people  knew  it.  The  Na¬ 
tional  Biscuit  Co.  received  fifteen 
guesses  from  persons  who 
couldn’t  understand  how  anybody 
else  could  use  the  famous  Uneeda. 

15 —  “Hasn’t  Scratched  Yet. 
Used  for  Bon  Ami.  Forty-five 
persons  guessed  correctly,  and 
one  guessed  Dutch  Cleanser. 

16 —  “The  Sweetheart  of  the 
Corn.”  The  catch  line  of  Kel 
logg’s  Toasted  Corn  Flakes. 
Forty-three  guessed  correctly,  one 
guess  went  to  Shredded  V  heat 
Biscuit,  one  to  Kornlet  and  one  to 
“Shoepeg”  corn. 

17 —  “The  Dirt  Killer.”  Soap- 
ine’s  old  slogan,  which  was  re¬ 
membered  by  only  four  people. 
Gold.  Dust  got  fifteen,  Nodust 
one,  “Swift’s”  one,  Sapolio  three, 
Fairbank  &  Co’s,  cleaner  one. 
This  is  a  little  lesson  on  not  keep 
ing  up-to-date. 

18 —  “The  Kind  Your  Grand 
mother  Used.”  Babbitt  s  soap. 
The  successful  guessers  here  also 
numbered  only  four.  “Soap  Pow 


der”  got  two,  Millbourne  flour 
fifteen,  Karo  Syrup  five,  Acker’s 
one  and  Hecker’s  two. 

19 —  “Made  Him  Sunny  Jim.” 
Used  by  Force  in  its  palmy  days. 
Forty-six  people  remembered  this, 
which  shows  the  lasting  quality  of 
impression  once  made. 

20 —  “Should  be  in  every  bath¬ 
room.”  Hand  Sapolio.  There 
were  twenty-eight  correct  guesses 
here.  Eight  people  guessed  for 
Life  Buoy,  two  for  Pears  and  one 
for  Malted  Milk! 

21 —  “It  Nurses  from  Infancy  to 
Old  Age.”  Eskay’s  Food,  made 
by  Smith,  Kline  &  French,  of 
Philadelphia.  Only  one  knew 
anything  about  this.  Twenty- 
four  thought  it  was  Horlick’s 
Malted  Milk,  four  thought  it  was 


Cream  of  Wheat  and  two  thought 


it  was  Mellin's  Food. 

22 —  “The  Taste  That  Lasts.” 
Spearmint  Gum.  This  phrase 
was  advertised  in  every  street  car 
in  the  United  States  for  one 
month,  yet  only  thirty-four  people 
knew  about  it.  Three  guessers 
said  Taylor’s  Ham,  two  said  \\  il- 
bur’s  and  two  said  Lea  &  Perrins. 

23 —  “Have  you  a  Little  Fairy 
in  your  Home?”  Fairy  soap. 
Received  fifty-four  correct  guess¬ 
es.  Ivory  soap,  rather  strangely, 
received  one. 

24 —  “Best  by  Test.”  Pearline. 
This  only  received  twelve  guesses. 
Pillsbury’s  flour  received  six. 


Gold  Medal  three,  Colgate’s  tal¬ 


cum  powder  two,  yellow  trading 
stamps  ( !)  one,  condensed  milk 
two,  and  Royal  baking  powder 
three.  Here  is  a  firm  which  has 
spent  thousands  of  dollars  to  cre¬ 
ate  a  trade-mark  which  people 
would  associate  with  its  own 
goods,  vet  it  has  succeeded  in  im- 
pressing  only  twelve  out  of  fifty- 
six.  Worse,  the  rest  have  been 
lead  by  the  trade-mark  to  think  of 
other  things. 

25 —  “The  secret  of  good  cook- 
Colburn’s  Red  Label 

Spices.  Only  three  guessed  this. 
Detroit  Gas  Ranges  received  six, 
Cottolene  three,  Cocoa  Oil  two, 
Campbell’s  Fireless  Cooker  one, 
and  Wesson  cooking  oil  five. 

26 —  “Aunty  Drudge.”  Used 
by  Fels  &  Co.  for  Fels  Naptha. 
The  correct  guessers  here  were 
thirty-eight.  Swift’s  soap  powder 
got  one  and  Pearline  one. 

27 —  “Made  on  the  Farm.” 
Hershey’s  milk  chocolate.  Only 


six  guessed  correctly.  The  bal- 


I  ance  guessed  all  sorts  of  things : 

1  O 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


Prof.  A.  P.  Anderson  had  the 
grocer  in  mind,  as  well  as  other 
folks,  when  he  invented  Puffed 
Foods. 

Some  grocers  seem  to  think  good  things  are  only 
invented  for  their  customers. 

Do  you  eat  Puffed  Rice  and  Puffed  Wheat?  We 
know  you  sell  it — but  do  you  eat  it? 

If  you  do,  you  know  why  the  sales  have  jumped 
so  rapidly. 

If  you  don't,  you  are  missing  one  of  the  most 
delicious  breakfast  and  luncheon  dishes  ever  invented 
for  man. 

Take  a  couple  of  packages  (one  of  each)  home 
to.day — try  them  with  cream  or  fruit  for  breakfast 
— in  a  bowl  of  milk  for  supper. 

Puffed  Foods  eat  as  well  as  they  sell 

The  Quaker  Qats  (ompany 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


Parcels  Post  Bill  Will  be  Reported  if 
Merchants  Do  Not  Vigorously  Oppose 

National  Secretary  Green  Calls  to  Arms  Against  Sulzer  Bill. 
National  Convention  Resolutions  Tell  Why  Parcels  Post 
Would  Hurt  All  but  Large  City  Merchants. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant." 


eighteen  for  Gurnse  butter,  twelve 
for  Meridale  butter,  four  for  Deer- 
foot  sausage,  one  for  Allen’s 
sausage,  one  for  Burk’s  B.  B.  B. 
B.,  and  one  for  Milhen  eggs, 
which  seems  to  show  that  “made 
on  the  farm”  is  more  suggestive 
of  farm  products  than  of  choco¬ 
late. 

28 —  “Its  use  is  a  Health  Habit.” 
Purock  water,  but  only  one 
guessed  it.  Life  Buoy  soap  got 
seven  votes,  Sapolio  three,  and 
Postum  Cereal  one. 

29 —  “In  the  Tenpin  Bottle.” 
Walker’s  grape  juice.  Two 
guessed  correctly  here.  Six 
guessed  at  Welch’s  grape  juice, 
three  guessed  lithia  water,  and 
one  guessed  Thermos  Bottle. 

30 —  “The  Ham  That  Am.”  Ar¬ 
mour’s  Star  Ham.  Received 
twenty  correct  guesses.  Mitchen- 
er’s  ham  got  fifteen,  Swift’s  eight, 
Beechnut  two  and  Smithfield  one. 

It  should  be  remembered  that 
nearly  all  of  these  fifty-six  guess- 
ers  were  associated  with  the  dis¬ 
tribution  of  these  very  products. 
The  chance  is  if  they  were  not  im¬ 
pressed  by  the  catch  lines,  nobody 
would  be. 


Smedley  Leaves  Acme  Tea  Co. 

September  1st. 

Former  Secretary  of  Philadelphia  Retail 
Grocers’  Association  and  Allied  Inter¬ 
ests,  Who  Joined  Acme  Staff  Two 
Years  Ago,  Resigns  to  Take  Effect 
Two  Months  Hence.  One  of  Best 
Known  Men  in  Trade  and  Association 
Circles  in  Country. 

Mr.  William  Smedley,  who  for 
two  years  has  been  the  secretary 
of  the  Acme  Tea  Co.,  owner  of 
about  250  retail  stores  in  Philadel¬ 
phia  and  surrounding  territory, 
has  resigned  his  position  to  take 
effect  September  1,  1911.  His 
plans  for  the  future  are  not  yet 
settled. 

Up  to  the  time  when  Mr.  Smed¬ 
ley  joined  the  Acme  Company 
two  years  ago,  he  was  secretary 
of  the  Philadelphia  Retail  Gro¬ 
cers’  Association  and  the  Girarc 
Grocery  Co.  He  probably  has  a 
wider  acquaintance  in  trade  anc 
association  circles  throughout  the 
country  than  any  other  man  in 
the  land. 


Strawberries  are  winding  up 
New  York  berries  are  coming  for¬ 
ward  at  high  prices — 15  to  22 
cents,  and  Jerseys,  which  are 
much  poorer,  are  6  to  8  cents. 
The  demand  is  fair. 


Cleveland,  Ohio, 

June  28,  1911. 

The  1911  convention  of  the  Na¬ 
tional  Retail  Grocers’  Association 
is  a  thing  of  the  past. 

The  representative  men  in  the 
trade  were  there  by  the  hundreds, 
and  they  attended  the  convention 
and  took  part  in  the  debates, 
'everything  pertaining  to  the  wel¬ 
fare  of  the  retailers  was  thorough- 
y  thrashed  out. 

While  buying  exchanges  were 
deplored,  it  was  agreed  that 
where  necessary  it  was  the  only 
way  by  which  the  retailer  could 
successfully  meet  competition. 

“Free  deals”  was  considered  a 
menace  to  safe  business,  and  in¬ 
stead  of  being  a  benefit  it  brought 
nothing  but  disaster  to  all  con¬ 
cerned. 

The  convention  favored  a  Fed¬ 
eral  net  weight  bill  and  recom¬ 
mended  the  abolishment  of  all 
measures  and  the  selling  of  all 
bulk  goods  by  weight. 

Trading  stamps  came  in  for  a 
share  of  the  attention  of  the  con¬ 
vention,  but  no  sure  legislation 
that  would  eliminate  them  was 
reported,  although  several  of  the 
States  had  passed  bills  that  had 
been  signed  by  the  Governor  and 
were  waiting  for  the  opinion  of 
the  courts.  The  Massachusetts 
Supreme  Court  had  given  a  deci¬ 
sion  against  a  bill  while  the  Gov¬ 
ernor  of  Ohio  had  vetoed  a  bill 
which  would  have  been  of  much 
help,  as  it  provided  for  the  re¬ 
demption  of  stamp  books  in  cash 
instead  of  merchandise. 

Inasmuch  as  parcels  post  legis¬ 
lation  is  receiving  considerable  at¬ 
tention  by  members  of  Congress, 
the  resolution  along  this  line 
called  for  a  positive  co-operation 
among  the  retailers  with  all  other 
bodies  opposed  to  this  kind  of 
legislation. 

It  is  also  deemed  necessary 
that  in  order  to  reduce  the  tax  on 
oleomargarine  that  this  should  re¬ 
ceive  the  attention  of  the  loca 
associations. 


The  bankruptcy  act  came  in  for 
its  share  of  disapproval  and  will 
have  the  attention  of  Congress 
called  to  its  injustice. 

*  *  * 

Great  pressure  is  being  brought 
to  bear  on  the  Committee  on  Post 
Offices  and  Post  Roads  to  have 
them  recommend  the  Sulzer  bill, 
mown  as  H.  R.  No.  14.  This  bill 
provides  for  a  weight  limit  ex¬ 
tending  on  general  merchandise 
fom  four  to  eleven  pounds,  re¬ 
ducing  the  16  cents  a  pound  rate 
to  8  cents,  inaugurating  a  local 
service  on  the  rural  routes  with 
rates  as  follows :  One  pound,  1 
cent ;  1 1  pounds,  5  cents ;  25 
rounds,  10  cents,  and  establishing 
a  general  system  of  postal  insur¬ 
ance. 

A  circular  sent  out  by  the 
Postal  Progress  League  contains 
the  following  paragraph  : — 

While  falling  far  short  of  the 
public  need,  the  enactment  of  this 
bill  into  law  will  greatly  simplify 
the  postal  business,  increasing  its 
revenues  by  scores  of  millions  of 
dollars  a  year,  saving  the  public 
hundreds  of  millions  and  paving  the 
way  for  the  early  passage  of  a  more 
comprehensive  measure. 

It  is  absolutely  necessary  that 
this  bill  be  given  the  most  earnest 
attention,  that  every  State  secre¬ 
tary  take  it  upon  himself  to  at 
once  have  as  many  letters  sent 
from  dealers  on  their  own  station¬ 
ary  as  it  is  possible  to  send  to  this 
committee. 

Mr.  James  T.  Lloyd  is  chairman 
of  the  sub-committee  having  this 
matter  in  charge.  A  letter  ad¬ 
dressed  to  him,  House  of  Repre¬ 
sentatives,  Washington,  D.  C., 
and  to  your  Senator  and  Con¬ 
gressman,  will  have  its  effect. 

This  must  be  done  at  oyce;  de¬ 
lay  is  exceedingly  dangerous. 

The  resolution  adopted  by  the 
National  convention  regarding 
parcels  post  was  as  follows : — 

Whereas,  The  recommendations 
to  Congress  of  the  Postmaster-Gen¬ 
eral  and  the  President  that  a  rural 
parcels  post  be  inaugurated  on  rural 
mail  delivery  routes,  observing 
eleven  pounds,  the  international 
weight  limit,  as  the  maximum 
weight  of  parcels  in  such  post,  has 
„  encouraged  the  Postal  Progress 


League  of  Massachusetts,  and  other 
advocates  of  parcels  post,  to  re¬ 
double  their  efforts  to  have  Con¬ 
gress  adopt  an  extended  parcels 
post.  These  theories  point  out  the 
present  differences  in  postal  rates 
and  weights  operated  in  the  United 
States  and  those  for  like  service  in 
Europe,  and  charge  undue  discrimi¬ 
nation  against  the  people  of  this 
country. 

They  urge  that  it  is  obligatory 
upon  Congress  to  establish  an  ex¬ 
tended  parcels  post  as  a  means  of 
cheapening  express  rates  and  as  an 
economic  necessity  in  behalf  of  the 
whole  people;  that  the  opposition 
comes  from  retailers  who  desire  to 
keep  out  competition  of  the  manu¬ 
facturer  and  to  combine  for  higher 
prices. 

We  submit  that  the  industrial  and 
economic  conditions  in  this  country 
are  in  no  wise  comparable  to 
those  in  Europe,  that  the  com¬ 
parisons  offered  are  extremely  fal¬ 
lacious,  grossly  misleading  and 
hence  of  no  effect  in  proving  dis¬ 
crimination  or  injustice  against  the 
American  people ;  that  an  extended 
'  parcels  post  in  this  country  will 
promote  the  "shop  by  mail"  prac¬ 
tice,  with  consequent  centralization 
of  trade  in  the  cities  to  which  the 
money  of  the  rural  millions  will 
pour,  to  the  detriment  and  distress 
of  mercantile  and  financial  institu¬ 
tions  of  all  classes  and  character  in 
the  thousands  of  secondary  distrib¬ 
uting  centres,  primary  market  places 
and  rural  communities  throughout 
the  land,  which  have  been  estab¬ 
lished  and  have  grown  up  in  nat¬ 
ural  accord  with  the  evolutionary 
and  economic  development  and  need 
of  the  whole  people. 

That  the  parcels  post  is  the  agency 
that  will  dethrone  the  general 
growth  and  prosperity  of  this  na¬ 
tion,  because  when  carefully  ana¬ 
lyzed  it  is  found  to  be  the  embodi¬ 
ment  of  all  that  is  opposed  to  the 
"trade  at  home"  spirit,  the  princi¬ 
ple  upon  which  local  industry  and 
commerce  is  founded.  This  princi¬ 
ple  is  as  broad  as  the  country  itself, 
and  our  reiteration  that  it  is  to  be 
superseded  cannot  be  truthfully 
charged  to  be  an  opposition  of  nar¬ 
row  and  selfish  conception  against 
a  great  public  economy;  therefore 
be  it 

Resolved,  That  we,  the  represen¬ 
tatives  of  the  National  Association 
of  Retail  Grocers  of  the  United 
States,  in  convention  assembled,  this 
day  in  Denver,  June  13,  1911,  do 
hereby  most  earnestly  protest 
against  the  passage  of  any  bill  hav¬ 
ing  for  its  purpose  the  inauguration 
of  a  parcels  post  system,  either  gen¬ 
eral,  limited  or  rural. 

John  A.  Green, 
Secretary  National  Retail  Gro¬ 
cers’  Association. 


Dry  Measures  Abandoned  in  Ohio. 

The  new  Ohio  law,  which  pro¬ 
vides  for  the  sale  of  groceries, 
fruits,  vegetables  and  other  pro¬ 
duce,  except  bread  and  berries,  bv 
weight  or  numerical  count,  which 
was  passed  by  the  Legislature 
May  iSth,  and  signed  by  Gov¬ 
ernor  Harmon  a  few  days  ago, 
has  become  effective.  In  accord¬ 
ance  with  the  law  grocers,  huck¬ 
sters  and  other  dealers  in  the 
stipulated  commodities  are  re¬ 
quired  to  cast  aside  all  dry  meas¬ 
ures  in  favor  of  scales. 
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Stock  of  Federal  Biscuit  Combine  Offered 

for  Sale 


Concern  Organized  to  Take  Over  Seventy-eight  Plants  Has  a 
$30,000,000  Delaware  Charter  and  Starts  Out  to  Sell  Stock. 
Already  has  Four  Plants  and  Options  on  Balance.  Will 
Make  Bread  and  Sell  it  Everywhere.  Roster  of  Officers 
and  Something  of  Scheme. 


There  are  now  two  large  new 
bakery  combines  in  the  United 
States — the  Federal  Biscuit  Co., 
which  was  organized  several 
months  ago,  and  which  consists  of 
cake  and  cracker  plants  rather 
than  bread  bakers,  and  the  Na¬ 
tional  Baking  Co.,  which  was 
formed  only  very  recently,  and 
which  consists  practically  entirely 
of  bread  manufacturers. 

The  stock  of  the  Federal  Bis¬ 
cuit  Co.  has  been  offered  for  sale 
in  the  leading  daily  newspapers 
during  the  past  week.  According 
to  the  prospectus,  the  concern 
consists  of  78  independent  baker¬ 
ies  scattered  through  thirty 
States,  on  the  most  of  which, 
however,  the  concern  only  has  op¬ 
tions.  The  names  of  these  plants 
are  not  given,  but  they  are 
claimed  to  have  done  $27,650,000  in 
1910,  and  to  have  combined  assets 
of  $25,000,000.  The  net  profits  of 
the  whole  seventy-eight  for  1910 
are  given  as  $1,300,000.  The  com¬ 
pany  is  incorporated  under  the 
laws  of  Delaware  with  a  capital  of 
$18,000,000  common  and  12,- 
000,000  7  per  cent,  preferred. 

According  to  the  prospectus, 
the  combining  of  the  seventy- 
eight  plants  will  produce  .the  fol¬ 
lowing  advantages: — 

(1)  Economies  in  the  cost  of  ma¬ 
terials  purchased  in  large  quantities. 

(2)  Reduced  cost  of  distribution. 

(3)  Elimination  of  duplicate  sales¬ 
men,  delivery  wagons,  warehouses, 
etc.,  in  the  same  territory. 

(4)  Increased  output  of  products. 

The  officers  of  the  combine  are 
as  follows : — 

President,  Charles  Royce  Boss, 
former  president  C.  D.  Boss  &  Sons, 
Inc.,  New  London,  Conn.,  biscuit 
and  cracker  manufacturers ;  presi¬ 
dent  Biscuit  and  Cracker  Manufac¬ 
turers’  Co.,  New  York.  Secretary 
and  treasurer,  Hartwell  B.  Grubbs, 
secretary  and  manager  Biscuit  and 
Manufacturers’  Co.,  New  York; 
founder  Union  Biscuit  Co.,  St. 
Louis,  Mo.  Directors,  Charles 
Royce  Boss,  Hartwell  B.  Grubbs. 
Thomas  G.  Robinson,  Cleveland, 
Ohio;  Adam  J.  Lang,  W.  &  J.  Lang 
Co.,  biscuit  manufacturers,  Wil¬ 
mington,  Del.;  John  A.  Anger.  An¬ 
ger  Baking  Co.,  New  York;  Her¬ 
man  A.  Metz.,  122  Hudson  street. 
New  York,  ex-comptroller  of  the 
city  of  New  York;  Clinton  G.  Ed¬ 


gar,  William  Edgar  &  Son,  director, 
First  National  Bank,  Detroit,  Mich.; 
Phelan  Beale,  counsellor-at-law,  2 
Wall  street,  New  York. 

It  appears  from  the  literature 
of  the  promoters  that  the  concern 
will  shortly  make  bread  to  be 
known  as  “Federal”  bread,  which 

m 

it  says  it  expects  to  sell  in  every 
State  of  the  Union.  All  of  its 
products  will  be  advertised  large- 
y.  The  company  controls  the 
patents  to  an  airtight  carton 
cnown  as  the  “Aertite,”  which 
will  be  used  for  all  its  cakes  and 
crackers. 

According  to  the  prospectus, 
only  four  of  the  proposed  seventy 
eight  plants  are  now  the  property 
of  and  in  operation  by  the  Fed¬ 
eral  Company.  They  are  at  New 
Lond  o  n,  G  o  n  n. ;  Bridgeport, 
Conn. ;  Detroit,  Mich.,  and  South 
Bend,  Ind.  Upon  the  others  the 
concern  presumably  has  options; 
they  “will  be  added  as  rapidly,’ 
says  the  prospectus,  “as  the  com¬ 
pany  is  able  .to  finance  them.” 

Stock  is  offered  at  $100,  par,  one 
share  of  common  being  given  as  a 
bonus  with  every  two  shares  of 
preferred.  The  concern  talks  a 
great  deal  about  the  success  of  the 
National  Biscuit  Co.  as  an  ex¬ 
ample  of  what  another  such  com¬ 
bination  could  do.  It  says  the 
National  pays  7  per  cent,  on  its 
preferred  and  8  per  cent,  on  its 
common  stock,  operating  forty 
plants. 

CORRESPONDENCE. 


To  Sell  Renovated  Butter. 

Scranton,  Pa.,  June  26,  1911. 
To  the  Editor. 

Dear  Sir: — Will  you  kindly 
give  me  the  name  and  address  o 
a  firm  that  is  in  the  renovate( 
butter  business  and  buys  old  but 
ter. 

Thanking  you  in  advance  and 
enclosing  stamp  for  reply  by  mail, 
I  remain. 

Yours  truly. 

Geo"  FI.  Lincoln', 

Write  Nice  &  Schriber,  No.  8 
South  Water  street,  Philadelphia. 
Pa. 


The  Most  Valuable 
Acquisition 


/ 


NATIONAL 

BISCUIT 

COMPANY 


Mr.  Dealer-  -in  all  your 
business  experience,  what  is 
your  most  valuable  acqui¬ 
sition;  in  other  words,  what 
at  present  is  your  most  valu¬ 
able  asset  ?  It  isn’t  your 
bank  account ;  it  isn’t  the 
cash  value  of  your  stock — 
the  measure  of  your  success 
is  gauged  by  the  selling 
price  your  business  will 
command  over  a7td  above 
the  actual  money  value  of 
stock  and  fixtures.  In  short, 
the  extent  of  your  “good¬ 
will”  determines  the  value 
of  your  business  —  the 
probability  that  old  cus¬ 
tomers  will  retu?~n  to  the 
old  place. 

With  a  full  line  of  the  National 
Biscuit  Company  celebrated  prod¬ 
ucts  in  stock  —  both  in  the 
famous  In-er-seal  packages  and 
glass-front  cans — you  will  enjoy 
a  goodwill  that  money  cannot 
buy.  It  builds  better  business 
—assures  profits. 


HEIIE 

is  now  Thoroughly  Estab¬ 
lished  in  Public  Favor  as  the 
Flavor  de  Luxe  for 
Puddings,  Cake  Fillings 
and  Ices,  Ice  Cream  and 
all  Confections. 

By  its  use  with  sugar  syrup 
an  unsurpassed  table  deli- 
cacy  may  be  made  at  home. 
Be  sure  that  it  is  on  your 
shelves. 

Cohsult  Your  Jobber 

Crescent  Mfg.  Co. 
SEATTLE,  WA8H. 


PACKERS  OF 

“THE  400” 

COFFEE 
Githens,  Rexsamer  &  Co. 

PHILADELPHIA,  PA. 

IMPORTERS  ROASTERS 
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John  Scott  &  Co. 

INCORPORATED 

PHILADELPHIA 

WHOLESALE  GROCERS 

and  Direct  Importers  •( 

Ceylon  and  Assam  Teas 

These  Teas  are  becoming 
more  popular  every  day. 

Our  prices  are  always  correct’’ 


TILL  Youa  CUSTOliaaa  THAT 

RAE’S 

Lucca  Olive  Oil 

la  the  product  of  perfectly  sound,  ripe, 
freehly  picked,  freehly  crushed  end 
preaecd  olives,  grown  in  Tuscany,  Italy, 
the  one  place  In  the  world  where  the 
olive  reaches  perfection.  You  will  not 
only  please  them  but  yen  will  build  up 
a  splendid  trade  on  Lucca  Oil  at  a  good 
profit.  Prices  In  Prices  Current. 

H.  Kellogg  &  Sons 

Philadelphia 
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WITH  THE  EDITOR 


'Fourteen  secretaries  of  retail 
lvim^eV  organizations,  mostly  in 
the  West,  were 
indicted  in  Chi- 

Important.  . 

cago  last  Aveek, 
at  the  instance  of 
the  United  States  Government, 
charged  with  violating  the  Sher¬ 
man  anti-trust  law  in  a  way  which 
will  interest  the  organized  retail 
and  wholesale  grocery  trade  very 
keenly.  The  organizations  repre¬ 
sented  by  the  indicted  secretaries 
are  composed  of  retail  dealers  in 
lumber,  and  their  alleged  offense 
is  operating  various  plans  to  pre¬ 
vent  manufacturers  and  jobbers 
in  lumber  from  selling  consumers 
over  retailers’  heads.  Whether 
the  aim  itself  is  held  to  be  illegal, 
or  merely  the  way  it  was  carried 
out,  remains  for  the  court’s  de¬ 
termination.  It  is  certain  that  the 
secretaries  left  no  stone  unturned 
to  win  their  point.  1  heir  strong¬ 
est  weapon  was  a  blacklist  of 
manufacturers  and  jobbers  who 
insisted  upon  their  right  to  sell  di¬ 
rect  to  consumers. 

The  attitude  assumed  by  the 
retail  lumber  dealers,  not  to  speak 
now  of  the  way  they  enforced  that 
attitude,  is  exactly  the  attitude  of 
wholesale  and  retail  grocers  to¬ 
day.  Not  only  the  National 
Wholesale  Grocers’  Associations, 
but  every  other  wholesalers’  or¬ 
ganization,  is  on  record  with  a 
belief  that  no  retail  grocer,  how¬ 
ever  large,  has  the  moral  right  to 
buy  of  the  manufacturer.  He 
should  buy  of  the  jobber,  they 
contend,  because  the  well-estab¬ 
lished  custom  of  the  trade  is  that 
manufacturers  should  sell  only  to 
jobbers,  jobbers  only  to  retailers, 
and  retailers  only  to  consumers. 
And  believing  that,  they  do  every¬ 
thing  they  can  to  persuade  manu¬ 
facturers  to  see  the  thing  in  the 
same  way  and  have  so  persuaded 
a  large  percentage  of  them.  They 
have  never  yet  boycotted  a  manu- 


acturer  who  refused  to  see  it  in 
lie  same  way,  but  they  sell  as 
ittle  of  his  goods  as  they  can, 
which  is  within  their  clear  and 
legal  right.  Whether  the  jobbers’ 
organizations  have  ever  gone  il¬ 
legally  far  in  bringing  pressure  to 
bear  upon  manufacturers,  it  is  not 
for  the  writer  to  say. 

Organized  retailers  take  the 
same  attitude  toward  jobbers  sell¬ 
ing  large  consumers ;  their  view 
is  that  consumers’  trade,  no  mat¬ 
ter  how  extensive,  belongs  to  the 
retail  store,  and  any  jobber  who 
goes  after  it  is  crossing  the  dead 
line.  In  certain  sections  retail  as¬ 
sociations  have  given  a  very  bad 
quarter  of  an  hour  to  jobbers  who 
sold  large  consumers,  but  whether 
they  have  gone  beyond  legal 
bounds  is  for  the  court  and  not 
for  the  writer. 

As  nearly  as  can  be  determined 
from  the  surface,  the  United 
States  Government  appears  to  be 
taking  the  position  that  there 
should  be  no  trade  divisions  at  all. 
That  the  consumer  should  buy  as 
high  up  in  the  scale  as  he  can,  and 
so  should  the  retailer.  Whether, 
as  stated  before,  its  objection  is 
to  be  directed  against  the  aim,  or 
against  the  method  of  getting- 
after  it,  can  only  be  told  when  the 
case  is  tried.  In  other  words,  the 
question  is  this:  Is  any  effort 
whatever  to  keep  manufacturers 
from  selling  retailers,  or  whole¬ 
salers  from  selling  consumers, 
illegal,  or  are  only  those  efforts 
illegal  which  amount  to  a  boy¬ 
cott  ? 


This  journal  has  had  consider¬ 
able  to  say  from  time  to  time  re¬ 
garding  patent 

Do  You  Sell  medicines,  which- 
Munyon  Medicines?  are  largely  Sold 

through  general 
stores.  Many  proprietary  reme¬ 
dies,  so-called,  are  not  only  frauds, 
but  a  serious  menace  to  the  health 
and  well-being  of  the  community.. 


One  of  the  most  generally 
known  line  of  patent  medicines  is 
that  made  by  the  Munyon  Go., 
and  many  a  general  store  con¬ 
stantly  keeps  Munyon  “medi¬ 
cines”  on  its  shelves  and  sells 
them  in  large  quantities.  The 
Munyon  “remedies”  are  not  hurt¬ 
ful,  since  they  are  homoepathic 
and  consist  largely  of  sugar.  As 
to  whether  they  are  frauds,  evi¬ 
dence  has  been  furnished  by  the 
United  States  Government.  Dur¬ 
ing  the  week  the  Department  of 
Agriculture  has  placed  with  this 
journal  the  complete  report  of  the 
criminal  action  recently  brought 
against  the  Munyon  concern  for 
fraud  under  the  Federal  Food  and 
Drug  Act.  It  seems  that  the 
prosecution  involved  three 
“cures” — Asthma  Cure,  Liquid 
Blood  Cure  and  Blood  Cure  (not 
liquid).  This  is  the  false  repre¬ 
sentation  on  which  Munyon  had 
obtained  money  from  purchasers 
of  his  asthma  cure : — 

Munyoti’s  Asthma  Cure  perma¬ 
nently  cures  Asthma  by  eradicating 
from  the  system  the  conditions 
which  produce  this  disease.  It 
should  always  be  used  in  connection 
with  Munyon’s  Asthma  Herbs. 
Munyon’s  Asthma  Cure,  in  conjunc¬ 
tion  with  the  Asthma  Herbs,  will 
positively  relie\-e  the  worst  form  of 
Asthma  in  three  minutes  and  speed¬ 
ily  cure. 

The  truth  was  found  by  the 
Government  to  be  as  follows: — 

Said  article  was  not  effective  to 
accomplish  the  purposes  claimed  in 
the  aforesaid  statement,  and  it  was 
not  effective  to  permanently  cure 
asthma  and  to  eradicate  from  the 
system  the  conditions  which  produce 
said  disease;  “Munyon’s  Asthma 
Cure"  was  not  a  cure  for  asthma. 

The  Munyon  claim  for  Liquid 
Blood  Cure  was  this: — 

Munyon's  Special  Liquid  Blood 
Cure  eradicates  Syphilis  and  Scrof¬ 
ula  from  the  Blood,  and  acts  as  a 
tonic  to  the  general  system.  It  cures 
enlarged  tonsils  or  glands,  ulcers 
and  all  forms  of  sores  and  erup¬ 
tions.  It  cures  Syphilitic  Diseases 
of  tlie  Bones,  syphilitic  ulcers, 
syphilitic  and  scrofulitic  skin  dis¬ 
eases,  removes  all  impurities  from 
the  blood  and  tones  up  the  whole 
system. 

Which,  upon  being  investigated 
'by  the  Government  disclosed  the 
following : — 

The  statements  are  false  and  mis¬ 
leading  for  the  reason  that  said 
preparation  was  not  effective  to 
eradicate  syphilis  and  scrofula  from 
the  blood  and  act  as  a  tonic  to  the 
general  system  or  cure  enlarged  ton¬ 
sils  or  glands,  ulcers  and  all  forms 


of  sores  and  eruptions;  was  not  ef¬ 
fective  to  cure  syphilitic  diseases  of 
the  bones,  syphilitic  ulcers,  syphil¬ 
itic  and  scrofulitic  skin  diseases, 
remove  all  impurities  from  the  blood 
and  tone  up  the  whole  system ;  was 
not  effective  to  tone  uo  the  blood, 
eradicate  syphilis  from  the  system, 
cure  syphilitic  diseases  of  the  bones, 
syphilitic  ulcers  and  syphilitic  and 
scrofulitic  skin  diseases. 

Munyon’s  Blood  Cure  (not 
liquid)  had  been  represented  by 
the  manufacturers  thus: — 

Munyon’s  Blood  Cure  will  posi¬ 
tively  cure  all  forms  of  Scrofula. 
Erysipelas,  Salt  Rheum.  Eczema, 
Pimples,  Syphilitic  Affections,  Mer¬ 
curial  Taints.  Blotches,  Liver  Spots. 

Tetter  and  all  Skin  Diseases.  It 
eradicates  all  impurities  from  the 
blood  and  cures  Scrofulitic  Erup¬ 
tions,  Rash  on  the  Scalp,  Scald 
Head,  Itching  and  Burning,  and  any 
form  of  unhealthy,  blotchy,  pimply 
or  scaly  skin. 

Whereas  the  truth,  as  found  by 

the  Government,  tvas  this: — 

The  statement  was  false  and  mis¬ 
leading,  because  said  preparation 
was  not  effective  to  positively  cure 
all  forms  of  scrofula,  erysipelas, 
salt  rheum,  eczema,  pimples,  syphil¬ 
itic  affections,  mercurial  taints.  -*■ 
blotches,  liver  spots,  tetter  and  all 
skin  diseases :  was  not  effective  to 
eradicate  all  impurities  from  the 
blood  and  cure  scrofulitic  eruptions, 
rash  on  the  scalp,  scald  head,  itch¬ 
ing  and  burning,  and  any  form  of 
unhealthy,  blotchy,  pimply  or  scaly 
skin ;  was  not  an  effective  remedy 
for  the  purposes  claimed  in  the 
foregoing  statement,  and  did  not 
contain  any  ingredients  which  had 
medicinal  virtue  to  cure  scrofula, 
enlarged  tonsils  or  glands,  ulcers 
and  all  forms  of  sores  and  eruptions 
caused  by  impure  blood. 

The  Munyon  concern  was  ar¬ 
raigned  in  the  United  States 
Court  at  Philadelphia,  being  rep¬ 
resented  by  one  of  the  leading 
criminal  latvyers  of  the  city.  \  et 
it  plead  guilty  and  Avas  fined  $200 
in  each  case,  or  $600  in  all. 

What  did  a  plea  of  guilty  mean 
here?  This — "It  is  true  that  we 
have  sold  to  the  sick,  medicines  1 
under  false  claims;  medicines  ■ 
which  Avere  claimed  to  be  specifics  < 
in  serious  diseases,  but  which  we 
now  confess  to  have  been  absolute 
frauds.”  A  fine?  The  man  Avho  j 
does  a  thing  like  that  should  rot  i 
in  jail  for  twenty  years!  What  : 
justice  is  there  in  sending  a  Phila-  *j 
delphia  produce  jobber  to  prison  j 
for  two  months  because  he  sold  j 
rotten  eggs,  and  letting  a  man  like  J 
Munyon  go  who  criminally  and  j 
cold-bloodedly  deceives  the  sick? 
Of  course  he  is  glad  to  pay  a  fine 
of  $600,  for  it  represents  but  an 
infinitesimal  fraction  of  what  he 
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has  made  by  the  very  frauds  he 
was  arraigned  for.  What  male¬ 
factor  who  stole  a  hundred  thou¬ 
sand  dollars  wouldn't  be  eager  to 
give  back  a  thousand  for  the 
privilege  of  keeping  the  rest? 


The  resolution  adopted  by  the 
National  Retail  Grocers’  Associ¬ 
ation  at  its  con- 
Thc  National’s  vention  in  Den- 

Buying  Exchanges,  vei*,  Col.,  and  t 

ported  in  this 
journal  at  the  time,  favoring  the 
creation  of  buying  exchanges 
“wherever  they  are  necessary,’ 
has  aroused  considerable  com 
ment  throughout  the  United 
States.  Most  of  the  comment  has 
been  cautious,  as  there  is  appar¬ 
ently  no  clear  understanding  as  to 
what  is  meant  by  “wherever  they 
are  necessary.” 

The  natural  assumption  is  that 
it  means  where  jobbers  treat  re¬ 
tailers  unfairly.  What  is  unfair 
treatment  by  jobbers?  Of  course 
it  could  arise  in  all  sorts  of  ways, 
but  probably  the  National  Associ¬ 
ation  would  consider  that  the  two 
most  likely  \yays were  :  I,  charging 
too  much  money  for  goods ;  anc 
2,  selling  the  hotel  and  restaurant 
trade,  which  retailers  contend  be 
longs  to  them.  As  to  charging 
too  high  prices,  who  is  to  be  the 
judge  of  that  and  what  is  to  be 
the  standard?  Can  it  be  safely 
argued  that  the  jobbers  of  one 
territory  should  sell  a  given  arti¬ 
cle  at  50  cents  because  the  jobber 
of  another  territory  does?  Never 
for  the  conditions  of  the  two  sec 
tions — and  the  two  houses — may 
be  far  apart.  So  may  the  two  job 
bers’  ideas  of  profit.  There  is,  in 
fact,  no  criterion  as  to  what  are 
“too  low’  prices  except  such  as  an 
investigation  of  the  conditions  or 
each  house  would  supply.  And  o 
course  such  an  investigation  is 
wholly  impracticable. 

As  for  the  old  mooted  question 
of  selling  hotels  and  restaurants 
that  will  probably  figure  more 
largely  than  the  other.  This 
problem  has  never  had  any  officia 
settlement,  and  may  never  have 
The  jobber  who  believes  that  no 
retailer,  however  large,  shoulc 
buy  of  the  manufacturer,  must 
also — if  he  admits  a  hotel  is  a  con 
sumer — believe  that  no  hote 
however  large,  should  buy  of  the 
jobber.  There  are  some  jobbers 
however,  who  contend  that  hotels 
and  restaurants  are  retailers.  In 
a  word,  the  question  is  much  un 


settled,  but  will  have  to  reach 
some  conclusion  before  it  can  be 
used  as  a  foundation  for  a  fight. 

These  suggestions  are  indulged 
in  for  the  purpose  of  showing  that 
the  recommendation  of  the  Na¬ 
tional  Retail  Grocers'  Association 
probably  doesn’t  mean  very  much, 
either  as  the  basis  of  hope  for  the 
retailer  or  fear  for  the  jobber. 


AMONG  THE  TRADE. 


The  Philadelphia  Grocers’  and 
mporters’  Exchange  took  its 
thirty-ninth  annual  excursion  last 
week,  the  objective  point  being 
Lake  Hopatcong,  N.  J.  As  usual 
the  affair  was  perfectly  managed, 
the  hotel  accommodations  at  the 
Breslin  were  unexceptionable,  and 
the  event  was  generally  conceded 
one  of  the  most  successful  of  the 
entire  series.  The  party  left  in  a 
special  train  on  Thursday  morn¬ 
ing  and  returned  Saturday  even- 
Sf.  The  excursionists  did  a 
graceful  thing  to  John  Price,  the 
West  Philadelphia  wholesale  gro¬ 
cer,  who  always  attends  the  ex¬ 
cursions  when  he  can,  but  wbo 
was  this  year  confined  to  his  home 
by  serious  personal  illness.  They 
prepared  a  little  memorial  of  re¬ 
gret  at  his  absence  and  sent  it  to 
him  after  all  had  signed.  The 
Excursion  Committee  consisted  of 
Wm.  C.  Halpen,  Jr.,  chairman, 
John  W.  Cooper,  N.  J.  Schmuck- 
er,  Herbert  H.  Brown,  A.  M. 
Warren,  Ellsworth  L.  Posey, 
Wm.  J.  McCahan,  H.  L.  Trimble, 
Samuel  Cowan,  Alexander  Henry, 
Herman  Schwacke,  Jay  F.  Garber. 
The  Entertainment  Committee 
were  Ellsworth  L.  Posey,  chair 
man,  Herbert  H.  Brown,  A.  M. 
Warren,  Samuel  Cowan,  Herman 
Schwacke,  Jay  F.  Garber. 


John  McCay,  formerly  with  the 
A.  Colburn  Co.,  and  latterly  tea 
buyer  for  the  Acme  Tea  Co.,  will 
shortly  go  back  to  the  Colburn 
Co.  as  manager.  The  death  of 
William  West  made  the  opening. 


ELTON  J.  BUCKLEY 


Editor  “Grocery  World  and  General  Merchant" 


Attorney  and  Counselor  at  Law 
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TRADE  MARK 


RC6ISTCR&0 


Put  This 
!0-lb.  Box  of 
After  Dinner 
Salted  Peanuts 

On  Your  Counter 


and  you’ll  be  surprised  how  fast  they  SELL.  They  are  the 
delicious,  skinless,  greaselets,  clean,  wholesome  kind,  and  the 
more  your  customers  eat  them  the  more  they’ll  want. 


TRY  A  SAMPLE  SHIPMENT 

Let  your  jobber  send  you  a  io-lb.  box  (it  contains  50  paper  bags 
and  measure  holding  %  lb.).  They’ll  net  you  25  to  30c.  per  lb., 
selling  at  a  nickel  per  bag,  and  you  never  saw  anything  sell 
faster. 

If  your  jobber  does  not  keep  them,  write  us  and  wTe  will 
give  you  name  of  one  who  does.  Samples  for  the  asking. 


BOSMAN  &  LOHMAN  CO. 


NORFOLK,  VIRGINIA 


Western  Office  and  Warehouse: — 331-335  River  Street,  Chicago 


Over  200  Rebuilt 
Cars  Here 


Every  One  Has  Been  Put  in  Perfect  Order 


Here’s  a  splendid  chance  to  get  the  make  you’ve  set  your 
heart  on.  Because  it  has  been  used,  you’ll  get  it  at  a  big  dis¬ 
count.  Have  it  torn  down  for  your  inspection,  and 


PAY  MONTHLY  WHILE  YOU’RE  USING  IT 


Our  five-months’  guarantee  and  your  delayed  payments  are 
all  the  protection  you  could  wish.  Come  in  and  look  over  our 
stock — no  obligation  to  buy. 


Your  car  put  in  order  without  cost  to 

Car  Owners :  you.  Cash  for  you  when  it  is  sold— no 

■==^===  matter  if  the  customer  buys  on  time. 


Penn  Square  Automobile  Co. 


J.  F.  BROWN,  Proprietor 

1420-22-24-26-28  South  Penn  Square,  100  Yards  South  of  Broad  St.  Station 
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The  New  York  Letter 

Talk  Over  Amending  Federal  Food  and  Drugs  Act.  Manufac¬ 
turer  Cuts  Jobbers’  Discount  as  Result  of  Complaint  to 
United  States  Attorney.  Market  Summary. 

Special  Correspondence  of  “Grocery  World  and 
General  Merchant.’’ 


New  York,  June  29,  1911. 

Increased  interest  is  indicated 
in  conversation  among  the  gro¬ 
cers  of  the  West  Side  in  the 
movement  for  amending  the  Fed¬ 
eral  Food  and  Drug  Act.  As  the 
original  proposition  was  to  amend 
the  section  relating  to  drugs,  so 
that  improper  claims  as  to  their 
curative  qualities  could  not  be 
made,  the  grocers  were  at  first  in¬ 
different,  and  even  the  officers  of 
the  various  societies  seemed  to 
think  that  this  was  not  a  subject 
of  any  moment  in  the  grocery 
trade. 

Reports  received  here  of  late, 
however,  make  it  seem  probable 
that  if  the  drug  section  of  the  law 
is  to  be  amended  efforts  will  be 
made  also  to  amend  the  food  sec¬ 
tions.  It  appears  to  be  certain 
that  the  question  of  amending  the 
law  so  as  to  require  the  marking 
of  weights  and  measures  of  pack¬ 
age  goods  will  be  raised. 

The  question  of  requiring  the 
real  names  of  the  packers  to  ap¬ 
pear  on  the  packages,  it  is  said, 
will  also  be  brought  up  in  the 
form  of  a  proposed  amendment. 

Various  changes  in  the  admin¬ 
istration  and  enforcement  of  the 
law  will  also  be  proposed. 

In  fact,  it  is  now  said  that  once 
the  subject  is  brought  up  for  dis¬ 
cussion  and  action  in  Congress 
there  will  be  a  sort  of  a  field  day 
for  advocates  of  various  changes 
in  the  law,  and  so  the  representa¬ 
tives  of  the  trade  must  watch  the 
developments  very  closely  in  or¬ 
der  to  safeguard  the  progress  al¬ 
ready  made  in  pure  food  legisla¬ 
tion  and  to  prevent  if  possible  any 
mistakes  or  unwise  legislation. 

It  is  claimed  in  some  quarters 
that  the  Congress  has  been  cow¬ 
ardly  in  dealing  with  the  food 
questions  out  of  regard  for  vari¬ 
ous  interests  and  that  this  is  one 
of  the  reasons  why  the  law  is  am¬ 
biguous  in  some  respects.  Those 
who  think  so  would  like  to  see 
the  statute  so  amended  as  to  make 
its  meaning  clear.  As  to  this,  it 
seems  to  be  pretty  well  agreed 
that  it  would  be  better  for  all  to 
have  uncertainty  removed. 


In  this  connection  it  is  pointed 
out  that  one  of  the  largest  whole¬ 
sale  firms  has  been  conducting  a 
big  advertising  campaign,  based 
on  the  idea  that  the  food  law  is 
good  enough  as  far  as  it  goes,  but 
that  it  does  not  go  far  enough, 
and  so  the  best  way  for  the  public 
is  to  buy  the  products  of  this 
company,  which  does  more  than 
the  law  requires,  it  says,  and  has 
standards  higher  than  those  es¬ 
tablished  by  the  law. 

*  *  * 

There  is  talk  in  the  West  Side 
of  further  developments  affecting 
the  question  of  fixed  prices.  Ac¬ 
cording  to  the  rumor,  a  soap 
manufacturer  cut  off  one  of  the 
jobbing  companies  for  cutting 
prices  and  there  followed  a  repe¬ 
tition  of  an  incident  of  nearly  a 
year  ago. 

The  jobber  again  visited  the 
United  States  Attorney’s  office 
and  there  followed  an  intimation 
to  the  manufacturer  that  he  would 
have  to  modify  his  selling  meth¬ 
ods  or  legal  proceedings  would  be 
instituted. 

As  a  result,  it  is  said,  the  manu¬ 
facturer  cut  the  jobbers’  discount 
from  10  to  5  per  cent,  so  that 
there  would  not  be  so  much 
temptation  for  them  to  cut  prices. 
The  cut  in  discount  affected  all 
of  the  jobbers,  it  is  said,  and  so 
this  policy,  if  continued,  might 
affect  the  manufacturer’s  sales,  as 
the  jobbers  would  not  be  inclined 
to  push  a  product  on  which  the 
margin  of  profit  had  been  reduced. 
There  has  been  talk  of  having  the 
New  York  Jobbers’  Association 
making  a  fight  against  the  cutting- 
down  of  the  discount,  but  the  as¬ 
sociation  as  a  body  has  not  taken 
any  action  yet  as  far  as  I  can 
learn. 

*  *  * 

An  execution  was  received  sev¬ 
eral  days  ago  by  the  Deputy 
Sheriff  against  the  Dart  Cereal 
Co.,  manufacturers  of  pea  and 
bean  soup  flour  at  105  Hudson 
street.  He  seized  the  office 
effects  and  was  about  to  sell  them 
at  auction  when  he  was  notified 
that  the  company  had  filed  a  pe¬ 
tition  in  bankruptcy  at  Trenton. 
N.  J. 


Summarized  Market  Con-  • 

DITIONS. 

Spot  coffees  are  firm  and  hold¬ 
ers  of  Brazils  are  asking  full 
prices.  A  large  part  of  the  busi¬ 
ness  this  week  has  been  in  the 
low  grades.  The  country  is  not 
much  disposed  to  anticipate 
needs,  but  continues  to  buy  for 
requirements  only.  Some  of  the 
brokers  are  predicting  a  steady 
and  possibly  higher  market  for 
the  remainder  of  the  summer.  It 
is  said  that  some  who  sold  stocks 
a  few  weeks  ago  in  the  expecta¬ 
tion  of  getting  cheaper  coffee 
about  this  time  are  now  buying 
again.  The  brokers  say  that  the 
covering  of  European  contracts 
will  surely  prevent  any  decline 
for  the  present. 

The  withdrawals  of  refined 
sugar  are  now  using  up  the  con¬ 
tract  supplies.  Consumption  in 
the  country  is  said  to  be  heavy 
because  of  the  hot  weather  de¬ 
mand  for  ice  cream  and  soft 
drinks,  and  the  preserving  season. 
The  refiners  are  asking  5  cents, 
less  2  per  cent,  for  standard 
granulated.  The  Federal  took 
some  business  at  4.95  cents  and 
then  went  back  to  the  5-cent  level. 
As  the  4.90  cent  contracts  are 
nearly  exhausted,  an  increase  in 
new  business  is  expected  and 
there  is  even  talk  of  a  further  ad¬ 
vance  in  prices. 

Old  Japan  teas  are  in  demand, 
all  available  lots  being  picked  up, 
largely  because  of  uncertainty 
about  the  effect  of  the  new  regu¬ 
lations  as  to  standards.  It  is  re¬ 
ported  in  the  trade  that  the  qual¬ 
ity  of  the  second  crop  of  new 
Japans  is  not  satisfactory,  so  that 
the  buyers  are  likely  to  take  hold 
slowly. 

An  upward  trend  of  prices  is 
noted  in  canned  vegetables,  both 
spot  and  future.  Some  of  the 
local  jobbers  seem  to  be  ready  to 
pay  as  much  as  77^/2  cents  f.  o.  b. 
for  early  season  deliveries.  It  is 
said,  however,  that  most  of  the 
packers  are  inclined  to  hold  out 
for  a  little  more  money  than  this. 
The  general  quotation  of  the  sell¬ 
ers  is  80  cents  for  standard  No. 
3s.  Future  No.  2s  are  quoted 
from  5 to  60  cents.  Occasional 
carload  sales  of  spot  tomatoes 
are  made  and  the  prices  are  about 
87^2  cents  for  No.  3s  and  65  cents 
for  No.  2s.  There  is  a  good  de¬ 
mand  for  peas,  with  scarcity  of 
spot  supplies  in  some  grades. 
Supplies  of  spot  corn  are  light  and 


there  is  some  inquiry.  Some 
Western  corn  from  nearby  points 
has  been  sold  at  75  cents  factory. 
There  have  been  offerings  of  State 
standard  corn  in  carload  lots  at 
85  cents  delivered.  Fancy  State 
cor.n  is  held  at  87 J4  to  90  cents; 
Maine  corn  at  97^2  cents  to  $1. 

There  is  little  doing  in  canned 
California  fruits  and  the  market 
will  be  quiet  until  the  announce¬ 
ment  of  the  association  prices, 
which  is  expected  to  come  direct¬ 
ly  after  the  4th.  There  is  con¬ 
siderable  activity  in  gallon  apples. 
The  Baltimore  market  is  said  to 
be  almost  bare  of  peaches. 

Future  prunes  are  quiet.  The 
brokers  report  that  the  growers 
are  stiff  in  their  ideasand  the  pack¬ 
ers  are  not  generally  willing  to 
pay  the  prices  asked.  Some  brok¬ 
ers  were  offering  to  sell  40s  to  60s, 
October  shipment,  at  4J4  cents 
f.  o.  b.  There  is  considerable 
dickering  around  this  figure. 
There  is  a  fair  jobbing  demand 
for  spot  California  prunes.  There 
is  little  doing  in  future  apricots 
because  of  diverging  views  as  to 
values  between  buyers  and  sell¬ 
ers.  There  is  some  jobbing  busi¬ 
ness  in  spot  apricots  at  steady 
prices.  Future  peaches  are  dull 
and  easy.  Seedless  raisins  are 
firmly  held,  but  there  is  an  ea>v 
feeling  for  loose  muscatels  and 
seeded  stock. 

The  flour  market  drags  along 
without  animation.  Spring  wheat 
patents  may  be  had  for  $5  in  bar¬ 
rels  and  it  is  likely  that  some  sales 
are  made  a  little  below  that  quo¬ 
tation. 

Receipts  of  butter  have  declined 
in  volume  and  the.  average  qual¬ 
ity  is  not  as  high  as  it  has  been 
at  this  season  in  some  years. 
There  continues  a  fair  amount  of 
buying  for  consumption  and  some 
for  speculative  purposes.  As  a 
result  of  these  conditions  the  mar¬ 
ket  has  ruled  firm  in  the  higher 
grades,  but  the  lower  grades  still 
have  a  weak  and  irregular  ten¬ 
dency.  Most  of  the  sales  are  on  a 
basis  of  25  .cents  for  specials  and 
24  cents  for  extras. 

Prices  of  eggs  continue  irregu¬ 
lar  as  a  result  largely  of  the  wide 
range  in  the  quality  of  much  of 
the  receipts.  The  accumulation 
of  medium  and  under-grade  eggs 
is  said  to  be  less  than  it  was  a 
couple  of  weeks  ago.  The  fancy 
eggs  are  getting  a  little  better 
prices  than  they  did  recently. 
Much  of  the  business  in  the  cur- 
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rent  receipts  of  Western  eggs  is 
done  at  14  to  15  cents.  The 
strictly  fancy  nearby  eggs  bring 
easily  25  cents  and  a  trifle  more 
in  some  instances.  Fresh  gath¬ 
ered  Western  extras  are  sold  at 
20  to  22  cents;  firsts  and  extra 
firsts  at  15  to  18  cents. 

Fred.  A.  McGill. 


JOTS  FROM  A  JOBBER’S 
NOTE  BOOK. 

Ever  since  the  Federal  Food 
and  Drug  Board  made  the  ruling, 
which  I  think  was  published  by 
this  journal  at  the  time,  forbid¬ 
ding  the  artificial  ripening  of  fruit 
by  putting  it  in  a  hot  room  to 
ripen  up  after  having  been  picked 
green,  the  wholesale  fruit  re¬ 
ceivers  have  been  speculating 
over  the  effect  which  the  new  or¬ 
der  of  things  will  likely  have.  It 
will  be  remembered  that  the  de¬ 
cision  excepted  one  variety  of  or¬ 
anges  which  were  sweet  and  ripe 
even  when  they  were  green.  This 
was  a  variety,  I  believe,  known  as 
the  “Parson  Brown,”  an  orange 
which  comes  North  in  fair  quan¬ 


tities  during  the  season.  One 
veteran  and  well-informed  re¬ 
ceiver  made  this  prediction  in  my 
presence  during  the  week,  viz., 
that  as  a  result  of  the  order,  the 
supply  of  Parson  Brown  (?)  or¬ 
anges  which  come  North  next 
season  would  be  greater  than  ever 
before  in  the  history  of  the  busi¬ 
ness.  Since  Parson  Browns  are 
exempted  from  the  ruling,  how 
easy  to  label  any  old  orange 
Parson  Brown  and  thus  get  your 
oranges  through  without  trouble. 
I  inquired  whether  such  a  decep¬ 
tion  could  be  detected,  and  was 
told  that  it  could  not  be.  If  this 
is  so,  it  would  appear  to  be  an¬ 
other  case  in  which  the  food  au¬ 
thorities  have  made  an  order 
which  they  cannot  possibly  en¬ 
force. 

*  *  * 

The  coffee  market  is  certainly 
in  an  unsettled  condition  at  the 
present  time,  and  the  values  of 
the  different  grades  bear  a  very 
different  relation  to  each  other 
than  they  usually  bear.  For  in¬ 
stance,  side  by  side  in  a  coffee 
importer’s  office  last  week  I  saw 


two  samples  of  green  coffee.  One 
was  as  good  a  grade  of  Mocha  as 
comes  into  the  country;  it  costs 
17  cents  green  and  in  large  lots. 
The  other  sample  was  a  poor 
grade  of  Santos,  a  Brazilian 
coffee.  It  was  about  a  No.  4, 
which  is  considerably  below  the 
standard.  Yet  this  coffee  was 
worth  thirteen  cents  green  and  in 
a  large  way.  Only  four  cents 
between  a  fine  Mocha  and  a  poor 
Santos.  Hardly  ever  in  my  ex¬ 
perience  have  good  and  poor 
coffees  been  so  close  together. 

*  *  * 

When  these  two  grades  of 
coffee  are  followed  through  their 
path  of  distribution  to  the  con¬ 
sumer,  however,  the  difference 
between  them  ceases  to  be  slight. 
The  17-cent  Mocha  is  worth  20J/2 
cents  roasted,  and  the  jobber 
ought  to  get  22  to  22^3  cents'  for 
it  in  small  lots.  The  retailer 
would  expect  to  sell  it  at  35  cents, 
which  is  not  exorbitant  as  coffee 
profits  go.  The  13-cent  Santos 
would  cost  15.8  cents  roasted, 
and  the  jobber  would  sell  it  for 
17  to  18  cents.  The  retailer  who 


sells  coffee  of  this  class  often 
sells  it  at  20  cents.  Even  if  he 
gets  25  cents  for  it — and  no  re¬ 
tailer  will  ask  more — there  is  10 
cents  difference  between  the  retail 
selling  price  of  the  two,  as  against 
only  4  cents  difference  in  the  im¬ 
port  cost. 

*  *  * 

A  still  more  striking  illustra¬ 
tion  of  the  upset  which  the  coffee 
advance  has  had  upon  coffee  val¬ 
ues  is  seen  in  the  present  differ¬ 
ence  between  the  price  of  Santos 
and  Rio.  Rio  coffees  are  rela¬ 
tively  scarcer  than  Santos  and 
are  commanding  relatively  higher 
prices.  Last  week  I  heard  two 
samples  quoted,  one  of  No.  4 
Santos  at  13  cents,  and  the  other 
of  Rio  7s  at  12%  cents.  By  all 
coffee  standards  there  are  150 
points  of  difference  between  the 
quality  of  these  two  coffees, 
which  is  equivalent  to  a  differ¬ 
ence  of  1)4  cents.  This  difference 
would  ordinarily  exist.  To-day, 
however,  the  market  is  in  such  a 
condition  that  there  is  only  j4 
cent  between  them. 

Tiie  Jobber. 


RITTER  S  APPLE  BUTTER 

C&.n  be  sold  profitably  10c  per  pound 


Gives 


to  the  consumer 


DUNNIGAN  ROTATING  PAPER  BAG  HOLDER 

THE  FIRST  AND  ONLY  Rotating  Paper  Bag  Holder  ever 
devised.  Being  triangular  in  shape  it  gives  three  sides  that 
revolve  in  the  space  of  one.  It  is  the  most  novel,  compact 
and  complete  Bag  Holder  ever  placed  on  the  market. 

It  takes  but  twelve  inches  SQUARE  of  COUNTER  SPACE 
and  holds  three  times  the  amount  of  bags  of  any  other  holder.  It 
holds  50  bags  under  each  wire.  Holds  any  size  bag  up  to  20-lb. 

PRICE,  $6.00 


MANUFACTURED  BV 


DUNNIGAN  PAPER  BAG  HOLDER  COMPANY 


Amaterdam,  IV.  Y. 


Patented  Feb.  22.  1910 


Patented  Feb.  22.  1910 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


ADVERTISING 


Hoboken,  N.  J.,  June  26,  1911. 
Editor  “Science  of  Advertising.” 

Dear  Sir:— I  am  considering  an 
advertising  plan  and  should  like 
your  judgment  of  it.  I  have  tried 
advertising  in  the  newspapers  here, 
hut  have  never  had  much  success, 
and  I  have  also  tried  circulars  and 
other  means,  with  only  slightly  bet¬ 
ter  results.  The  plan  I  am  consid¬ 
ering  now  is  to  offer  to  give  to  any 
church  holding  an  entertainment  of 
any  character  their  programmes 
free.  I  would  then  have  them 
printed  with  my  advertisement  on. 
Nothing  cheap,  but  something  good. 
I  figure  that  in  this  way  I  -would 
he  getting  my  advertisement  directly 
into  the  hands  of  the  people,  and 
under  conditions  that  ought  to  in¬ 
sure  its  being  read.  This  would 
cost  considerable  money,  if  I  made  it 
general,  and  before  going  into  it  I 
should  like  the  opinion  of  somebody 
who  knows  more  about  advertising 
than  I  do. 

Respectfully  yours, 

T.  J.  R. 


Off  hand,  this  plan  of  advertis¬ 
ing  doesn’t  impress  me.  Hoboken 
is  a  city  of  about  70,000  people, 
and  this  correspondent's  store  is 
not  one  of  the  large  central  stores. 
If  he  gives  free  programmes  to 
every  church  in  the  place  it  is  in¬ 
evitable  that  he  will  be  distribu¬ 
ting  his  advertising  in  sections  of 
the  city  from  which  he  can  hardly 
expect  to  get  business.  If  he 
were  distributing  circulars  in  the 
ordinary  way,  would  he  go  into 
any  territory  but  his  own?  It 
doesn't  seem  to  me  that  he  would, 
and  for  the  same  reason  he  might 
hesitate  to  go  into  foreign  terri¬ 
tory  through  programmes.  Par¬ 
ticularly  as  the  programmes 
would  be  much  more  expensive 
than  the  circulars. 


*  *  * 


This  correspondent  doesn't  say 
whether  he  is  counting  on  the 
gratitude  of  the  church  people  to 
give  him  trade  that  he  otherwise 
would  not  get,  but  if  he  is,  my 
opinion  is  that  he  will  be  sadly 
disappointed.  Church  people 
aren’t  very  grateful,  and  in  most 
cases  they  aren’t  even  loyal  to 
each  other  when  they  can  make  a 
few  cents  by  buying  somewhere 
else.  Time  was  when  the  mem¬ 
bers  of  a  church  would  patronize 


the  grocer  who  was  one  of  them¬ 
selves,  as  a  matter  of  duty,  but 
with  the  advent  of  chain  stores 
and  trading  stamps,  that  time  has 
passed.  This  correspondent  can 
take  my  word  on  it,  he  will  get  no 
trade  from  gratitude,  no  matter 
how  much  he  does  for  the 
churches. 

*  *  * 

Of  course  this  criticism  only  ap¬ 
plies  to  that  part  of  the  scheme 
which  comprehends  giving  free 
programmes  to  all  the  churches  in 
the  city.  It  might  not  hurt  to  do 
it  with  the  churches  in  his  im¬ 
mediate  territory.  Whether  there 
are  enough  of  those  to  completely 
cover  the  field  he  knows  better 
than  I.  Even  with  these,  how¬ 
ever,  the  plan  is  bound  to  be  more 
or  less  ineffective.  It  is  almost 
impossible  to  do  anything  more 
than  very  general  advertising  in 
programmes,  and  their  issuance, 
would  surely  be  very  infrequent 
and  irregular.  Experience  has 
demonstrated  as  clearly  as  experi¬ 
ence  can,  that  programme  adver¬ 
tising  has  little  or  no  value,  and 
many  associations  of  merchants 
in  various  sections  of  the  country 
have  bound  their  members  not  to 
waste  money  in  them.  Every¬ 
thing  considered,  I  do  not  advise 
this  correspondent  to  do  much 
with  programmes.  The  plan 
might  have  some  general  public¬ 
ity  value  as  an  adjunct  of  a  regu¬ 
lar  advertising  campaign,  but 
standing  alone  I  should  hardly  ex¬ 
pect  to  get  any  returns  whatever 
from  it. 

*  *  * 

Please  send  in  more  advertis¬ 
ing  matter  for  discussion,  in  this 
department. 


addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


Pennsylvania  News  Items. 


Items  Gathered  from  Correspondents, 
Etc.,  as  to  What  is  Going  on  Around  Us. 


A  committee  of  the  Pennsyl 
vania  State  Grange  met  at  Sun 
bury,  Pa.,  last  Wednesday  and  set 
on  foot  plans  which  if  successful 
will  result  in  the  sale  of  the  mem¬ 
bers’  farm  products  direct  to  con¬ 
sumers.  The  plan  is  for  the  asso¬ 
ciation  to  receive  the  farm  prod¬ 
ucts  of  its  members  and  distribute 
them  to  association  stores  in  the 
large  centres  of  population.  Auto 
trucks  will  be  the  carriers  and  the 
association  will  be  operated  on 
the  per  cent,  system.  The  main 
object  of  the  association  is  to 
lower  the  cost  of  farm  products 
for  the  benefit  of  both  farmer  and 
consumer,  by  dispensing  with  the 
middle  men,  who  it  is  claimed,  re¬ 
ceive  the  greatest  profit  and  are 
largely  responsible  for  the  high 
cost  of  living.  The  scheme  still 
has  to  be  adopted  by  the  Grange. 


Cassidy  in  Philadelphia,  225  by 
Special  Agent  H.  L.  Banzhoff  in 
thirty-five  cities  and  towns,  and 
25  by  Special  Agent  C.  C.  Linton 
in  six  cities  and  towns,  represent¬ 
ing  in  all  about  forty-two  coun¬ 
ties  of  the  Commonwealth.  The 
nature  of  the  goods  bought  is  sug¬ 
gested  by  some  of  the  brand 
names,  such  as  “rainbow  suckers, 
almond  tops,  revolvers,  hummer 
eggs,  cigars,  happy  bunnies, 
strawberry  plates,  candy  bolsters, 
candy  sweet  potatoes,  candy  fish, 
ice  cream  cups,  red  jumbos,  light¬ 
ning  rods,  tootsie  rolls,  flag  suck¬ 
ers,  lime  barrels,  ball  player  cara¬ 
mels,  log  cabin  kisses.”  These 
samples  have  been  delivered  to 
Dr.  Chas.  H.  La  Wall,  of  Philadel¬ 
phia,  chemist  to  the  Bureau,  for 
complete  analysis.  If  the  findings 
show  violation  of  law  the  guilty 
will  be  vigorously  prosecuted. 


Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis- 1 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original  j 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 


Dairy  and  Food  Commissioner 
Foust  announced  during  the  week 
the  undertaking  of  an  investiga¬ 
tion  into  the  cheaper  candies,  the 
so-called  “penny  goods,”  so  large¬ 
ly  sold  at  the  little  shops  and  near 
the  school  houses.  There  has 
been  a  good  deal  of  talk  about 
these  products,  some  alleging 
even  that  certain  of  the  chocolates 
owe  their  color  not  to  the  de¬ 
licious  paste  from  the  cocoa  bean, 
but  to  paint  stuffs  or  ochre ;  that 
some  of  the  fudges  contain  arsenic 
in  considerable  amounts;  that  the 
bright  hues  are  not  of  wholesome 
vegetable  kinds,  but  are  made 
from  coal  tar ;  and  that  talc  or 
soapstone  is  sometimes  used  to 
give  weight.  About  three  hun¬ 
dred  samples  have  been  collected, 
about  50  by  Special  Agent  H.  P. 


As  has  repeatedly  been  pub¬ 
lished  in  this  journal,  there  is  a 
law  in  Pennsylvania  (which  has 
no  garnishment  law)  prohibiting 
the  sale  of  Pennsylvania  accounts 
to  residents  of  other  States  which 
do  have  a  garnishment  law.  The 
scheme  was  frequently  worked  be¬ 
fore  the  law  was  passed,  and  is 
occasionallv  worked  even  yet,  the 
object  being,  where  the  debtor’s 
employer  is  somebody  like  a  rail¬ 
road  company  which  has  offices  in 
both  States,  to  attach  his  wages  in 
the  State  whose  laws  allow  it.  It 
appears  that  a  number  of  New 
Castle,  Pa.,  merchants  recently 
sold  some  claims  in  this  way  to  a 
Wheeling,  W.  Ya.,  collection 
agency.  The  agency  represented 
that  West  Virginia  allowed  the 
attachment  of  wages  and  they 
could  thus  easily  get  the  money 
from  the  debtor’s  employer,  the 
American  Sheet  and  Tin  Plate  Co. 
The  collection  agency  did  get  the 
money,  but  the  debtors  whose 
wages  were  attached  promptly 
sued  the  New  Castle  merchants 
who  had  sold  the  claims  and  they 
have  all  recovered  judgment  for 
the  full  sum  garnisheed,  with 
heavy  costs.  This  the  Pennsyl¬ 
vania  law  gives  them  the  right  to 
do  in  such  a  case.  The  New 
Castle  merchants  sold  the  ac¬ 
counts  to  the  collection  agency 
outright  at  a  big  reduction  from 
their  face  value  and  thought  they 


were  finding  money. 


New  Jersey  potatoes  at  75  to 
go  cents,  which  is  about  15  cents 
above  last  vear’s  price. 


GROCERY  WORLD  AND  GENERAL  MERCHANT 
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Be  an  Expert 
on  Hams 

You  will  be  surprised  to  see 
how  many  hams  you  can  sell 
by  being  able  to  guarantee 
every  one.  Kach  and  every 
one  of  SWIFT’S  PREM¬ 
IUM  HAMS  will  back  up 
the  strongest  guarantee  you 
can  give  it. 

You  can  satisfy  your  trade 
and  increase  it  by  selling 

SWIFT’S  PREMIUM 
HAMS  because  their  quality 
never  fails. 

We  keep  PREMIUM 
HAMS  well  advertised,  and 
that  makes  them  easy  to  sell. 

Swift  &.  Company,  U.  S.  A. 


Its  Advertising 
Never  Stops 

Besides  the  big  magazine  and  Sunday 
paper  advertising  we’re  doing  every 
month,  reaching  55,000,000  readers  and 
telling  them  about 

SHAKER  SALT 

“The  Salt  That’s  Always  Dry’* 

the  dryness,  looseness  and  purity  of  the 
salt  itself  is  a  constant  advertisement, 
and,  the  Library  Slips  and  the  pre¬ 
miums  we  are  giving,  keep  up  the  con¬ 
sumer’s  interest,  so  it’s  easy  as  well  as 
profitable  for  you  to  push  sales  of 
SHAKER  SALT. 

“ Co-operate  and  Co-profit  with  us” 


ST 


CLaTr 


Have  won  and  deserve  the  reputation  of 

“HIGHEST”  GRADE 
“CLEANEST”  MADE 

Baked  in  TEN  Varieties 

Packed  in  packages  to  retail  at 
5  cents,  10  cents  and  15  cents. 
Packed  in  boxes  and  barrels  to 
retail  by  the  pound. 

More  pretzels  are  being  sold 
every  year  because  doctors  are  rec¬ 
ommending  them  as  appetizing, 
wholesome,  nourishing,  accept¬ 
able  to  a  weak  stomach  and  better 
for  the  children  than  candy  or 
cake — and  because  “Oakdale” 
Pretzels  are  so  good  everybody 
likes  them. 

Write  for  samples  and  prices,  or 
better — let  us  send  you  a  trial  box, 
returnable  at  our  expense  if  it  does 
not  sell.  Write  to-day. 


Oakdale  Baking  Co. 

Tenth  and  Susquehanna  Ave. 

_ PHILADELPH  I  A  =  : 


Grocery 
Store  :  : 
Lighting 


<Jf  Electric  Eight  in  the  Gro¬ 
cery  Store  is  desirable  all  the 
year  round.  It  is  particu¬ 
larly  useful  and  economical 
during  the  summer  months. 
The  temperature  of  a  Grocery 
Store  is  a  very  important  fac¬ 
tor  in  the  preservation  of 
fruit  and  vegetables — Electric 
Eight  is  the  only  illuminant 
which  causes  no  appreciable 
increase  in  the  temperature. 

<|  Electric  Fans  are,  ofcourse, 
a  necessity. 


The  Philadelphia 
Electric  Company 

TENTH  AND  CHESTNUT  STS. 


Walker  Bins 

Save  Space  Save  Time 

Cost  Least 

Display  Your  Goods 
Best 

SEND  FOR  OUR  BEAUTIFULLY  ILLUSTRATED  CATALOG 

,  I 

stowing  the  different  styles  and  sizes  in  which  Walker 
Bins  are  made.  You  should  have  it  before  you  pur¬ 
chase  bins  for  wall  or  counter  display.  You  can  order 
from  this  catalogue  exactly  what  you  need.  It  gives 
height,  width  and  full  description  of  each  section.  You 
can  set  up  Walker  Bins  without  the  help  of  a  car¬ 
penter.  It  also  contains  letters  from  grocers  whose 
stores  have  been  equipped  with  Walker  Bins.  Remem¬ 
ber,  “Walker  Bins  cost  least.” 

WALKER  BIN  COMPANY 

121  Lake  Street,  Penn  Yan,  N.  Y. 

24  SOUTH  7th  STREET,  PHILADELPHIA 


Do  fou  Positively 
Know  Tfiai  Too 
aie  Buying  Collee 
Bigm  ? 


If  you  say  yes,  we  ask  how 
you  know,  if  you  have  never 
gotten  our  samples  and  prices? 
We  sell  Coffee  by  mad — no 
salesman’s  salaries — and  we 
are  bound  to  sell  cheaper  than 
the  concern  that  sells  through 
salesmen.  That's  as  funda¬ 
mentally  clear  as  anything 
can  be. 

Don’t  let  this  slip  from 
your  mind — send  to  us  for 
samples,  or  let  us  match  your 
own  samples. 

DURYEE  4  BARWISE 

Roasters  and  Packers  Teas  and  Coffees 

89  FRONT  STREET,  NEW  YORK 

BSTKBLISHBD  1897 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


CIX. — Some  Investments  Offered  Business  Men. 


Chicago,  Ill.,  June  25,  1911. 

Elton  J.  Buckley,  Esq., 

Philadelphia,  Pa. 

Dear  Sir:— ^  am  sure  that  the 
regular  readers  of  your  legal  arti¬ 
cles  would  be  interested  and  in¬ 
structed  to  have  you  discuss  the 
legal  position  of  the  business  man 
who  puts  money  into  the  various 
land  and  mining  schemes  which  are 
constantly  being  offered  to  all  busi¬ 
ness  men.  Has  he  any  chance  to 
win?  And  if  the  person  inducing 
him  to  buy  stock  has  made  false 
statements  about  it,  what  is  the 
victim’s  chance  to  get  his  money 
back?  Can  he  get  it  back  from 
the  corporation  in  such  a  case? 

Respectfully  yours, 

A.  O.  Engard. 

Several  months  ago  I  wrote  an 
article  on  “How  a  Business  Man 
Should  Invest  His  Surplus 
Money,”  in  which  I  stated  in  sub¬ 
stance  that  no  form  of  pure  in¬ 
vestment  was  so  safe,  satisfactory 
and  profitable,  in  the  long  run,  as 
first  mortgages  on  improved  real 
estate.  The  class  of  investments 
to  which  the  correspondent  refers 
are  good  to  let  alone.  The  man 
who  buys  stock  in  them,  especial¬ 
ly  if  it  is  a  small  block  of  stock, 
as  it  usually  is,  has  about  one 
chance  in  fifty  thousand  of  get¬ 
ting  his  money  back  or  anything 
back. 

These  wildcat  investment 
schemes  which  are  offered  busi¬ 
ness  men  are  practically  always 
in  corporate  form.  So  far  as  my 
recollection  goes,  never  once  have 
I  seen  them  offered  either  in  part¬ 
nership  or  individual  form.  They 
are  corporations  for  several  rea¬ 
sons:  The  promoters  can  get  the 
benefit  of  apparent  large  capital¬ 
ization  with  a  small  sum  actually 
paid  in ;  they  are  safe  so  far  as 
their  personal  holdings  go;  and 
the  stock  and  bonds  of  a  corpora¬ 
tion  offer  the  easiest  known  meth¬ 
od  of  turning  something  intangi¬ 
ble  into  money  quickly. 

All  these  investment  schemes 
use  bushels  of  advertising  liter¬ 
ature,  most  of  it  exceedingly  high 
grade  and  expensive.  Prospec¬ 
tuses  of  enterprises  of  this  char¬ 


acter  have  been  many  times  be¬ 
fore  the  courts,  and  their  status  is 
pretty  clearly  fixed.  The  law  in  a 
nutshell  is  this:  A  prospectus 
that  is  offered  for  the  purpose  of 
inducing  persons  to  buy  stock  or 
bonds  must  not  only  speak  with 
absolute  truth  as  to  what  it  ac¬ 
tually  says,  but  it  must  conceal 
nothing  which  ought  to  he  told.  The 
last  clause  is  exceedingly  impor¬ 
tant.  Many  a  corporate  pros¬ 
pectus  tells  the  truth,  but  it  doesn't 
tell  all  of  it.  It  puts  its  best  foot 
foremost  and  conceals  facts  which 
would  greatly  depreciate  the  at¬ 
tractiveness  of  the  investment  if 
they  were  known.  If  any  person 
has  been  led  to  buy  stock  through 
the  concealment  of  facts  which, 
had  he  known  them,  would  have 
changed  his  opinion  as  to  the  en¬ 
terprise,  he  can  recover  his  money, 
always  provided  there  is  anything 
to  recover. 

The  law,  as  in  all  other  com¬ 
mercial  transactions,  allows  a  cer¬ 
tain  amount  of  exaggeration  in 
prospectuses  and  advertising  lit¬ 
erature,  but  it  must  not  pass  the 
border  line  into  actual  deceit. 

It  is  very  seldom  that  a  corpo¬ 
ration  of  the  doubtful  class  we 
are  discussing  offers  its  own  stock 
for  sale.  If  it  does,  and  the  rep¬ 
resentations  made  are  false,  it  is 
of  course  itself  liable  to  an  action 
for  recovery  of  the  money  on  the 
ground  of  deceit,  and  the  officers 
who  personally  uttered  and  cir¬ 
culated  the  false  representations 
can  be  arrested  and  sent  to 
jail. 

As  I  say,  however,  this  is  not 
the  usual  method.  The  corpora¬ 
tion  usually  gets  an  agent,  or  a 
broker,  or  an  underwriter,  or  a 
promoter,  and  they  go  ahead  and 
offer  the  stock  or  the  bonds,  and 
thereby  become  personally  liable. 
Where  the  promoter  goes  out  to 
sell  stock  before  the  corporation 
is  formed,  as  sometimes  happens, 


the  promoter  is  personally  liable 
for  false  representations,  and  can 
be  sued  for  the  return  of  the 
money.  He  can  also  be  arrested 
for  false  pretense.  In  a  case  like 
this,  the  corporation,  when  it  is 
finally  born,  is  not  responsible  for 
what  its  promoter  did  or  said,  un¬ 
less  it  can  be  shown  that  in  some 
way  it  ratified  his  acts,  or  stood 
behind  and  connived  at  them,  or 
knowingly  took  the  benefit  of 
them'. 

Usually  the  corporation  is 
formed  before  stock  is  offered  for 
sale,  and  if  the  stock  offered  is 
the  corporation’s  own  treasury 
stock,  and  the  person  offering  it 
is  the  agent  of  the  corporation,  the 
company  is  liable  for  any  false 
representation  leading  to  the  sale 
of  its  stock,  and  can  be  sued. 
Quite  frequently,  the  person  offer¬ 
ing  the  stock  of  an  existing  cor¬ 
poration  offers  stock  which  has 
been  issued  to  himself  for  services 
or  as  some  sort  of  a  bonus,  and 
which  is  therefore  his  own  per¬ 
sonal  property.  No  matter  what 
he  does  or  says  in  a  case  like  that 
the  corporation  is  not  liable. 

What  is  false  representation  in 
the  sale  of  stock,  bonds,  etc.? 
That  well-known  old  tale  that  the 
enterprise  will  certainly,  or  almost 
certainly,  or  probaby,  pay  25  or 
30  per  cent,  dividends  within  six 
months  is  never  considered  a  false 
representation — it  is  merely  a  pre¬ 
diction  or  an  expression  of  opin¬ 
ion.  There  is  this  to  be  said,  how¬ 
ever — that  if  it  can  be  proven,  as 
it  has  been  in  some  cases,  that  the 
persons  making  such  prophecies 
knew  when  they  made  them,  cer¬ 
tain  facts  which  made  it  abso¬ 
lutely  impossible  that  the  concern 
could  pay  any  dividends  by  that 
time,  it  amounts  to  a  false  pre¬ 
tense. 

A  few  months  ago  I  was  able  to 
recover  from  the  promoter  of  a 
gold  mining  scheme  several  hun¬ 


dred  dollars  paid  to  him,  in  re¬ 
turn  for  stock,  by  a  business  man 
who  had  been  hypnotized  by  some 
of  the  most  beautiful  advertising 
literature  I  ever  saw.  In  the 
course  of  several  interviews,  the 
promoter  had  urged  with  great 
vigor  the  fact  that  the  mine  was 
not  an  experiment — it  had  ac¬ 
tually  taken  and  was  taking  ore 
out,  which  ore  had  assayed  a  sub¬ 
stantial  percentage  of  gold. 

After  receiving  his  beautifully 
engraved  stock  certificate,  the 
merchant  became  suspicious  and 
came  to  me.  I  obtained  informa¬ 
tion  that  the  mine  had  never 
taken  a  dollar's  worth  of  ore  out, 
and  represented  nothing  more 
than  a  prospect  based  on  the  hope 
that  land  situated  near  a  success¬ 
ful  mine  would  also  show  gold. 
Of  course  this  does  not  necessar¬ 
ily  follow  at  all,  as  anybody  ac¬ 
quainted  with  mining  knows. 

Upon  the  theory  that  this  con¬ 
stituted  false  representation  upon 
a  material  point,  I  demanded  the 
return  of  my  client’s  money,  and 
after  some  show  of  fight  on  the 
part  of  the  promoter,  collected  it 
all.  If  the  promoter  consulted 
counsel,  as  he  probably  did,  he 
was  without  doubt  advised  that  if 
his  statement  regarding  the  ore 
was  untrue,  he  was  liable  both  to 
civil  and  criminal  action. 

Chances  for  alluring  invest¬ 
ment  come  to  every  business  man 
more  or  less  often,  and  all  of  them 
are  plausible  and  promise  more 
than  the  ordinary  4,  5  or  6  per 
cent,  investment.  To  the  man  who 
has  saved  a  little  money,  and  who 
sees  nothing  before  him  but  work, 
these  chances  to  get  rich  quickly 
are  often  exceedingly  tempting. 
The  money  which  has  been  lost  in 
them — put  in  without  one  cent  of 
return — would  probably  pay  the 
national  debt.  Naturally  there 
can  be  no  rule  for  judging  them, 
but  it  can  be  adopted  as  a  safe 
guide  that  999  out  of  1,000  min¬ 
ing  schemes  are  either  fakes  or 
hopeless  ventures  from  the  start ; 
that  only  one  land  scheme  out  of 
probably  160  brings  any  return  to 
the  small  stockholder;  and  that 
if  the  proposed  investment  has  its 
headquarters  some  distance  away 
from  him,  and  is  officered  by 
strangers,  and  represents  not  a 
going,  prosperous  business,  but  a 
mere  possibility  of  success,  it  is  as 
I  said  in  the  beginning,  a  good 
thing  to  let  alone.  There  is  hard¬ 
ly  a  man  with  money  to  invest 
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but  can  find  his  best  chances  right 

at  his  own  door. 

( Copyright ,  July,  1911,  by 
Elton  J.  Buckley.) 

Note. — Requests  for  informa¬ 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstruction.  Write 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 


in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un¬ 
less  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 


Raspberries  are  cheap  and 
plenty — 3 y2  to  6  cents  per  pint. 
The  demand  is  good. 


Quaker  Oats  Co.  Buys  Mother’s  Oats 

Takes  Over  Two  of  Great  Western  Cereal  Co.’s  Plants  and 
Rights  in  “Mother’s”  Brand.  Most  Important  Cereal 
Merger  in  Years.  Great  Western  Co.  Had  Not  Been 
Successful,  According  to  President  Morton’s  Statement. 


The  Quaker  Oats  Co.,  of  Chi- 
:ago,  manufacturers  of  Quaker 
Dats  and  various  other  cereal 
products,  has  purchased  two  of 
the  mills  of  the  Great  Western 
Cereal  Co.,  its  chief  competitor, 
together  with  all  rights  in  the 
brand  “Mother’s  Oats.”  This  is 
Dne  of  the  most  important  cereal 
combinations  in  many  years,  as 
both  companies  and^both  brands 
are  very  widely  known. 

The  Great  W estern  mills  pur¬ 
chased  were  those  at  Fort  Dodge, 
Iowa,  and  Joliet,  Ill.  T  he  Great 
Western  Co.  still  holds  mills  at 
Akron,  Ohio;  Muscatine,  Iowa, 
and  Nebraska  City,  Neb.  What 
it  will  do  with  these,  however,  is 
not  yet  determined.  The  com¬ 
pany  may  liquidate  or  reorganize; 
it  depends  on  the  stockholders, 
who  have  not  yet  taken  action. 
According  to  a  statement  given 
out  during  the  week  by  the  Great 
Western’s  president,  Jay  Morton, 
the  business  of  the  concern  has 
not  been  successful.  Its  state¬ 
ment  follows: — 

The  Great  Western  Cereal  Co. 
has  had  no  working  capital  for  sev¬ 
eral  years.  Its  business  has  not 
been  profitable,  and  on  the  showing 
made  during  the  past  year  a  con¬ 
tinuance  of  the  credit  it  has  here¬ 
tofore  enjoyed  is  unwarranted. 

Under  the  circumstances  it  has 
been  considered  advisable  to  dis¬ 
pose  of  a  part  of  its  property. 
This  has  now  been  accomplished  in 
a  manner  which  safeguards  to  the 
utmost  extent  the  interest  of  the 
Great  Western  Cereal  Co. 

Just  what  its  future  operations 
are  to  be  will  depend  upon  the  ac¬ 
tion  of  its  stockholders. 

The  Quaker  Oats  Co.  has  sent 
this  journal  considerable  matter 
regarding  the  deal.  The  terms  on 
which  the  properties  were  pur¬ 


chased  is  not  revealed.  The 
Quaker  Oats  Co.  may  sell  com¬ 
mon  stock  at  par  to  cover  the  cost 
of  the  acquisitions.  The  com¬ 
pany’s  junior  shares  advanced  to 
190  on  the  Chicago  exchange  im¬ 
mediately  after  the  sale,  the  high¬ 
est  price  at  which  they  have  ever 
sold.  The  Quaker  Oats  Co.  has 
a  surplus  of  more  than  $3,000,000, 
part  of  which  probably  could  be 
devoted  to  the  purchase  of  addi¬ 
tional  properties.  There  is  also 
$500,000  (par  value)  of  common 
stock  still  unissued,  being  the  re¬ 
mainder  of  the  issue  of  $1,000,000 
authorized  more  than  a  year  ago. 

The  Great  Western  Cereal  Co., 
which  is  controlled  by  the  Morton 
family,  was  organized  in  April, 
1901,  taking  over  a  number  of 
plants.  It  has  $500,000  8  per  cent, 
cumulative  preferred  stock,  $2,- 
500, ood  common  stock  and  first 
mortgage  6  per  cent,  bonds  to  the 
amount  of  $975,000  outstanding, 
according  to  the  last  financial  re¬ 
port  issued  under  date  of  April  30, 
1910.  The  report  for  the  last  fis¬ 
cal  year  was  not  made  public. 

In  the  1910  fiscal  year  the  com¬ 
pany's  gross  earnings  were  $754,- 
223  and  the  net  earnings  $138,401. 

The  company's  securities, which 
never  were  listed  on  any  ex¬ 
change,  have  been  dragging  along 
in  the  curb  market  for  some  time 
past.  The  preferred  stock  is 
quoted  nominally  at  80  to  85,  the 
common  6  to  8  and  the  bonds  be¬ 
tween  85  and  90. 

Without  doubt  the  Great  West¬ 
ern  Co.  had  a  very  large  sale  of  its 
chief  brand,  Mother’s  Oats,  par¬ 
ticularly  in  the  East. 


SKIPPER  SARDINES 

A  GOOD  THING 

SKIPPER  SARDINES  are  the  fineat  Norwegian 
Sardines  that  come  to  this  country,  from  a  land 
that  packs  the  finest  Sardines  in  the  world.  Ten¬ 
der,  spicy  little  fish  in  pure  olive  oil  or  tomato 
sauce.  Your  customers  are  sure  to  like  them. 

There  has  never  been  a  Sardine  success  like 
SKIPPER  SARDINES;  why?  First,  because 
of  quality,  of  course,  but  second,  because  we 
guarantee  both  the  sale  and  your  profit. 

Aneus  Watson  &  Co. 
BOLE  PROPRIETORS  "Skipper”  Sardines . 

IOII  Chestnut  Street,  Philadelphia,  Pa. 

Bruch  of  A 1  fill  Watson  &  Co.,  Nawcaatlo-upom-Tyno,  England 


Here  Is  a  Good  Scheme! 


Grocers  sometimes 
demonstrate  these 
with  fine  results.  The 
demonstration  shows 
two  things — first,  the 
ease  with  which  beef 
tea,  bouillon  or  soup 
is  made  from  these 
capsules  ,  one  of 
which  has  simply  to 
be  dropped  in  a 
cup  of  hot  water ; 
then  it  shows  the 
delicious,  spicy 
flavor. 

You  can  sell  hun¬ 
dreds  of  boxes,  and 
every  one  at  a  profit. 


Sole  Manufacturers 

ROYAL  SPECIALTY  CO. 

92  Reade  St.  NEW  YORK 


25%  Discount 


We  Are  An  Independent  Company 

WE  HELP  KEEP  THE  PRICES  DOWN 

BIGGEST  FREE  DEAL  ON  STARCH  YOU  EVER  HAD 


We  have  a  $300  order,  in 
exchange  for  advertising,  on 
one  of  the  best  piano  houses 
in  the  country,  which  we  will 
sell  for  cash  at  a  25 fo  dis¬ 
count. 

Address  L.  S.,  "Grocery 
World  and  General  Mer¬ 
chant,"  927  Arch  Street, 
Philadelphia,  Pa. 


Until  AUGUST  1st,  with  each  6  Containers  24  1-lb.  PENN. 
GLOSS  (package  blue  and  white),  16  oz.  Net  Weight,  we  will 
give  FREE  40  lbs.  of  Garantee  Corn  Starch. 

Garantee  Corn  Starch  is  Advertised  by  the  Philadelphia  North 
American  AS  THE  ABSOLUTELY  PURE  CORN  STARCH. 

For  6  Containers  PENN  GLOSS  at  92c.  each  you  pay  us  $5.52 
We  give  you  free  1  Case  40  1-lbs.  Garantee  Corn  Starch 

at  5b2C.  per  lb . 2.20 

Net  cost  for  the  6  Containers  PENN  GLOSS  $3.32 

This  is  55c.  for  40  One  Pound ,  Net  Weight  packages. 

The  best  our  competitors  do  is  65Jjc.  for  24  short  weight 
packages. 

Freight  allowed  to  YOUR  TOWN,  terms  2  per  cent.  10 
days,  30  days  net.  This  means  30  days  sure. 

HOW  CAN  WE  DO  IT? 

We  sell  you  direct.  All  middle  men  cut  out.  No  pap  for  anyone. 
Yours  for  HONEST  weight  and  Good  Starch, 

AMERICAN  STARCH  CO.,  Lititz,  Pa. 

HENRY  PARR,  Sales  Manager. 

Are  You  With  Us  ? 

Brokers  calling  on  BEST  retail  trade  in  Territory  we  arc  not  represented  in 
can  get  A1  Contract. 
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If  Your  Boy’s  in  the  Store  With  You. 


Got  any  boys? 

Are  they  in  the  business  with 
you,  or  have  you  got  a  hunch  that 
you'll  take  ’em  in? 

Take  my  advice  and  treat  ’em 
white.  Don’t  look  on  ’em  as  good 
things  and  push  ’em  along,  like  a 
good  many  dads  do. 

“Why  in  thunder  should  I  pay 
him  wages ;  don’t  I  feed  him  and 
buy  his  clothes?” 

That’s  what  the  father  of  a  big 
husky  fellow  twenty-two  years 
old  said  to  me  six  months  ago 
about  his  boy.  The  boy  was 
clerking  in  his  father’s  general 
store,  and  he  was  on  the  job  from 
6  in  the  morning  to  7  at  night. 

He  didn’t  even  get  regular 
spending  money — had  to  go  to  the 
old  man  for  every  cent  he  got. 

Know  what?  As  soon  as  he 
could,  he  got  a  job  where  he’d  get 
paid.  The  old  man  was  as  sore 
as  a  corn  for  a  month  or  two,  but 
he  got  over  it,  and  the  two  of  ’em 
fixed  it  up. 

But  the  boy  still  keeps  his  job. 

Wasn’t  that  a  fool  thing  for  the 
old  man  to  do?  He  lost  the  best 
clerk  he  ever  had —  a  good  consci¬ 
entious  boy  that  really  had  an  in¬ 
terest  in  the  business.  And  of 
course  when  he  quit  him  he  had 
to  go  right  out  and  hire  somebody 
to  take  his  place. 


This  wasn’t  stinginess  on 
father’s  part.  He’s  real  open- 
handed  about  most  things.  It 
simply  never  occurred  to  him  that 
he  ought  to  pay  wages  to  his  own 
boy. 

Only  last  month  I  was  in  an¬ 
other  store  up-State — grocery 
store  this  time — where  the  owner 
has  two  sons  in  business  with  him. 
Not  partners,  only  clerks.  One 
of  ’em  drives  the  delivery  wagon. 

When  I  got  there  the  father 
was  out  and  while  I  waited  the 
oldest  boy  came  up  to  me  and 
said : — 

“Don’t  know  anybody  who 
wants  a  clerk,  do  you?” 

“In  town  here?”  I  asked. 

“Anywhere,”  he  said,  “I’d  just 
as  soon  go  somewhere  else.” 

“ You ?”  I  said,  “you  don’t  mean 
you  want  a  job  for  yourself,  do 
you  ?” 

“Sure  I  do,”  he  said.  “I’ll  take 
another  job  the  minute  I  can  get 
one.” 

“But  what’s  the  matter  with 
what  you’ve  got?”  I  asked.  “In 
your  own  father’s  store — you 
can’t  beat  that.” 

“I  can’t,  eh?  Well,  I’m  out  to 
try  to!”  he  said.  “I  want  to  work 
where  I  can  get  some  money.” 

“Don’t  your  father  pay  you 
anything?” 


“No,  he  never  has.  He  gives 
me  a  little  spending  money,  but 
he’s  never  paid  either  me  or  Bill 
any  regular  wages.” 

“It  would  be  a  shame  to  leave 
the  old  man,  wouldn’t  it?”  I  asked. 
“He’s  getting  along.  It  seems  to 
me  it  would  be  foolish,  too,  for 
he’ll  want  to  pull  out  before  long, 
and  then  you  and  Bill  will  have 
the  store.” 

“That’s  where  you’re  wrong,” 
he  said.  “Father’s  been  talking 
for  over  a  year  of  selling  out  and 
buying  a  farm.  Then  where'll  we 
be?  I  suppose  we  can  go  on  the 
farm  with  him  and  milk  the  cows 
for  nothing!  Not  me — he  never 
has  had  much  consideration  for 
me,  why  shouldn’t  I  look  out  for 
myself?” 

“How  old  are  you?”  I  asked 
him. 

“Twenty-six,”  he  said,  “and 
never  got  a  week’s  wages  in  my ! 
life,  though  I’ve  been  earning 
wages  for  seven  years!” 

See  that  ?  That  boy  is  sore  on 
his  own  father.  By  George,  but  I 
do  hate  to  see  that!  You  know,  a 
boy  has  a  right  to  expect  his 
father  to  go  a  big  bit  further  for 
him  than  anybody  else,  and  when 
his  own  father  throws  him  down, 
things  get  all  tumbled  up.  Know 
1  what  I  mean  ? 


I  know  a  lot  of  stores  where  the 
boy — or  the  boys;  in  one  store 
there’s  three  of  ’em — work  with 
the  father,  and  as  I  know  my 
people  pretty  well,  I  know  a  good 
bit  of  what  goes  on.  Mighty  few 
of  ’em  pay  their  sons  the  same 
wages  they’d  pay  a  stranger  for 
the  same  work. 

That  comes  pretty  darned  close 
to  doing  less  by  your  own  flesh 
and  blood  than  you’d  do  for  a 
stranger.  Don’t  sound  good,  does 
it  ? 

As  I  see  it,  a  father  that  has  a 
good  boy  in  his  store  ought  to  pay 
him  more  than  he'd  pay  a  stranger. 
Why?  Because  he’s  worth  more. 
If  lie’s  a  good  boy,  understand, 
he'll  take  as  much  interest  in  the 
place  as  if  he  owned  it.  And 
maybe  that  ain’t  worth  more  than 
the  kind  of  work  that  never  goes 
further  than  keeping  busy  till  the 
clock  strikes  quitting  time. 

Brace  up  there,  pop  ! 

The  Stroller. 


Grocers  Do  Better  than  General 
Stores. 


Reports  of  Many  Failures  Show  Less 
Grocery  and  More  General  Store 
Failures  as  Compared  With  May,  1910. 

The  official  report  of  failures  in 
the  grocery  and  general  store 
lines,  just  received,  shows  that 
more  general  stores  failed  in  May, 
1911,  than  in  May,  1910,  and 
fewer  grocers. 

The  figures  are  as  follows: — 
General  Stores — May,  1911,  89: 
liabilities,  $618,523;  May,  1910, 
71  ;  liabilities.  $537, 398- 

Grocers — May,  1911,  168;  lia¬ 
bilities.  $598,996:  May,  1910,  182; 
liabilities,  $509,387. 

Lima  beans  are  scarce  and 
high — $4  to  $5.25  per  basket.  The 
demand  is  light. 


The  development 

(and  decline)  of  imitations  of  Fels-Naptha  soap  have  always 
been  accompanied  by  frequent  changes— of  appearance, 
packing  and  quality. 

Fels=Naptha  soap’s  whole  career  has  been  unique 
for  absolute  general  uniformity— especially  of  quality. 
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THE  GROCERY  MARKETS 

L__ - - - - - - - 


Tea. 

The  tea  market  has  shown 
some  activity  during  the  week, 
md  a  fair  business  is  reported. 
Considerable  excitement  is  mani¬ 
fested  in  low  grade  greens  on  this 
side,  which  have  advanced  about 
7  cents  per  pound  from  the  begin¬ 
ning  of  the  season.  The  color 
situation  has  been  responsible  for 
nearly  all  of  this.  New  Japans, 
Congous  and  Formosas  are  com¬ 
ing  forward,  all  on  a  very  firm 
basis.  Advices  from  Japan  indi¬ 
cate  that  Japans  below  24  cents 
per  pound  in  a  large  way  may  be 
much  less  merchantable  than 
usual,  on  account  of  absence  of 
artificial  color.  The  tea  market  is 
in  a  healthy  condition  and  the 
consumptive  demand  is  fair. 

Coffee. 

The  coffee  market  is  firm  and 
shows  an  additional  advance  for 
the  week.  Both  Rio  and  Santos  of 
all  grades  are  from  J4  t o  cent 
higher  than  a  week  ago,  due  to 
continued  bad  crop  reports  from 
Brazil.  The  demand  is  fair,  but 
there  is  some  little  disposition  to 
buy  against  future  wants.  Mild 
coffees  are  scarce  and  firm ;  they 
show  an  advance  of  Y\  cent  for 
the  week.  Java  and  Mocha  are 
firm  and  unchanged. 

Sugar. 

Raw  sugars  are  firmer  and  re¬ 
finers  have  been  taking  them 
quite  freely  during  the  week.  Ap¬ 
parently  there  is  considerable 
chance  that  refined  may  advance 
10  points,  and  the  trade  seem  to 
be  preparing  for  that.  The  Fed¬ 
eral  refinery  cut  prices  5  points  on 
Wednesday,  but  this  does  not 
affect  the  possibility  of  an  ad¬ 
vance  by  other  refiners.  The  de¬ 
mand  for  refined  sugar  is  good. 

Fish. 

New  shore  mackerel  has  re¬ 
ceded  somewhat  from  its  high 
prices  during  the  week,  and  prices 
are  50  cents  to  $1  per  barrel  below 
a  week  ago.  Other  mackerel  are 
unchanged,  and  the  demand  for 
mackerel  generally  is  only  fair. 
Cod,  hake  and  haddock  are  un¬ 
changed  and  quiet.  Domestic 
sardines  are  unchanged,  both  as 
to  new  and  old,  but  the  talk  from 
the  packing  districts  is  very  firm 
on  account  of  unsatisfactory  run 


of  fish.  Imported  sardines  are  un¬ 
changed  and  quiet.  Salmon  is  ex¬ 
ceedingly  high  and  firm ;  demand 
light. 

Syrup  and  Molasses. 

Glucose  has  advanced  5  points 
since  the  last  report,  on  account 
of  a  flurry  in  corn,  and  compound 
syrup  advanced  J4  cent.  The  de¬ 
mand  for  compound  syrup  is  in¬ 
active.  Sugar  syrup  is  un¬ 
changed  and  quiet.  Molasses  dull 
at  ruling  prices. 

Canned  Goods. 

Spot  tomatoes  are  very  firm  and 
show  an  advance  to  90  cents  in  a 
large  wav.  This  is  due  to  the  fact 
that  the  available  stocks  for  use 
during  the  balance  of  the  season 
are  much  smaller  than  usual.  Fu¬ 
ture  tomatoes  are  also  higher, 
being  quoted  now  at  80  cents  in 
a  large  way.  Bad  crop  prospects 
due  to  drought  are  responsible. 
Spot  corn  is  exceedingly  scarce, 
but  no  special  change  has  oc¬ 
curred  either  in  it  or  futures. 
Peas,  both  spot  and  futures,  are 
unchanged  and  steady  to  firm. 
The  early  Southern  pack  has  been 
absorbed  at  high  prices  and  rep¬ 
resents  but  a  small  part  of  what 
it  should  have  been.  Some  pack¬ 
ers  delivered  as  little  as  19  per 
cent.  The  spot  stocks  of  toma¬ 
toes,  corn  and  peas,  not  only  in 
packers’,  but  in  jobbers’  hands, 
are  much  smaller  than  usual,  and 
prices  are  relatively  very  high. 
California  canned  goods  are 
wanted  in  a  moderate  way  at 
about  unchanged  prices.  No  fu¬ 
tures  have  been  named  yet,  ex¬ 
cept  here  and  there,  and  the  situ¬ 
ation  appear.?  very  unsettled.  For 
example,  future  prices  on  extra 
standard  lemon  cling  peaches 
have  been  named  all  the  way 
from  $1.30  in  a  large  way,  coast, 
to  $1.70.  Small  standard  canned 
goods  are  unchanged  and  quiet. 

Dried  Fruits. 

Future  prunes  are  slightly 
higher,  and  the  basis  price,  on  the 
coast,  and  in  a  large  way,  is  from 
4 to  5  cents,  according  to  date 
of  shipment.  The  demand  is  only 
fair.  Spot  prunes  are  very  scarce, 
very  high  and  in  very  light  de¬ 
mand.  Spot  peaches  are  getting 
cleaned  up,  but  the  demand  is 
only  fair.  Futures  are  probably  a 


cent  below  the  opening  price,  and 
the  demand  has  been  only  fair. 
Spot  apricots  are  very  scarce  and 
cut  but  little  figure.  Futures  are 
so  high  that  almost  nobody  is 
buying  them.  Raisins  are  un¬ 
changed  and  quiet.  Currants  in 
moderate  demand  at  ruling  quo¬ 
tations. 

Beans  and  Peas. 

Domestic  pea  beans,  as  re¬ 
ported  last  week,  took  a  wild 
flurry  during  which  they  touched 
$2.38  per  bushel  in  a  large  way. 
This  is  an  advance  of  25  cents  in 
a  comparatively  short  time.  The 
advance  was  purely  speculative, 
however,  and  almost  at  once  a  de¬ 
cline  occurred  of  15  cents  per 
bushel.  Domestic  marrows  are 
unchanged  and  quiet.  California 
limas  are  unchanged,  but  seem 
due  to  advance,  as  stocks  are  low. 
Green  and  Scotch  peas  are  un¬ 
changed  and  dull. 

Butter. 

The  butter  market  is  firm  at  an 
advance  of  1  cent  per  pound  on 
both  solids  and  prints,  nearby  and 
Western.  This  is  due  to  the  in¬ 
creased  demand  caused  by  the  ap¬ 
proaching  holiday,  coupled  with 
the  good  speculative  demand  for 
fine  butter.  The  make  of  butter 
is  fully  up  to  the  average  for  the 
season,  and  the  quality  is  running 
good.  The  weather  has  been  gen¬ 
erally  favorable  to  the  making  of 
fine  butter  all  over  the  country, 
and  a  considerable  quantity  has 
been  sold  for  storing.  The  mar¬ 
ket  is  healthy  and  the  future  de¬ 
pends  on  the  demand. 

Eggs. 

The  egg  market  is  firm  at  an 
advance  of  I  cent  per  dozen,  due 
to  the  falling  off  of  the  produc¬ 
tion.  The  receipts  of  eggs  have 
decreased  considerably  during  the 
past  few  weeks,  as  usual  at  the 
season.  Owing  to  heat,  the  qual¬ 
ity  of  the  eggs  arriving  is  show¬ 
ing-  the  effects  of  the  heat,  and  the 
percentage  of  fancy  eggs  is  very 
small.  The  market  is  in  a  healthy 
condition  on  the  present  basis  and 
any  change  will  likely  be  an  ad¬ 
vance. 

Cheese. 

There  is  an  active  consumptive 
demand  for  cheese,  and  the  mar¬ 
ket  is  firm  at  Jd  cent  advance. 


There  is  also  a  speculative  de¬ 
mand  for  high  grade  cheese,  and 
all  receipts  are  being  cleaned  up 
on  arrival.  The  average  quality 
of  the  cheese  arriving  is  very  fine 
and  there  will  likely  continue  to 
be  a  good  speculative  and  con¬ 
sumptive  demand  at  practically 
unchanged  prices  for  some  time. 

Provisions. 

Everything  in  smoked  meats  is 
firm  at  unchanged  prices.  The 
recent  advance  has  curtailed  the 
demand,  and  smoked  meats  are 
not  selling  as  well  as  usual  at  the 
season.  Pure  lard  is  firm  at  J4 
cent  advance,  and  compound  is 
steady  and  unchanged.  Both 
show  normal  consumptive  de¬ 
mand.  Barrel  pork  is  unchanged 
and  is  only  in  fair  demand.  Dried 
beef  and  canned  meats  are  un¬ 
changed  and  quiet. 


INDIVIDUAL  MARKET  REPORTS. 


Salmon. 

The  market  on  spot  salmon  has 
been  very  good ;  small  amount 
carried  over — sockeyes  and  medi¬ 
um  reds  are  now  meeting  with 
ready  sale. 

Only  a  few  cars  remain.  This 
year  will  be  known  as  a  short 
pack  year  on  high-grade  salmon. 
An  extremely  small  pack  of  sock- 
eyes  is  anticipated  and  red  Alas¬ 
ka  will  probably  bring  down  its 
usual  quantity. 

This  year  interest  will  centre 
principally  around  red  Alaska 
salmon  for  high  grades,  and 
chums  and  pinks  for  the  cheaper 
grades.  Some  sales  of  future  red 
Alaska  for  early  shipment  have 
been  made  at  $1.50  and  many 
offers  at  $1.45  have  been  declined. 
Some  sales  of  future  pinks  have 
been  made  at  92^  cents,  which 
seems  very  cheap  in  comparison 
to  the  present  price  of  spots  of 
$1.15  to  $1.20 — practically  none 
available.  For  many  years  there 
has  been  no  profit  in  packing 
pinks,  and  it  is  probable  that 
packers  will  try  to  hold  pinks 
around  $1  per  dozen  and  put 
chums  at  a  price  that  will  induce 
trade  to  use  them  for  their  South¬ 
ern  customers.  Should  the  pack 
of  pinks  be  light,  which  is  not  ex¬ 
pected.  they  will  surely  open  up 
at  least  at  $1.  Of  course  most  of 
the  future  business  has  been  done 
subject  to  approval  of  opening 
prices.  As  the  canners  go  North 
with  a  stated  quantity  of  cans, 
thev  know  if  they  had  a  short 
pack  of  red  fish  it  will  almost 
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surely  result  in  a  large  pack  of 
cheap  fish,  as  it  is  better  to  fill  the 
cans  than  to  carry  any  of  them 
over  empty.  The  chances  are  that 
prices  will  not  be  named  on  pinks 
until  after  they  have  a  line  on  the 
pack  of  reds.  ’  Some  future  busi¬ 
ness  has  been  done  in  chums  at 
about  87^2  to  90  cents;  pinks  at 
about  92^  to  95  cents;  medium 
red  Alaska,  $1.40  to  $1.55;  red 
Alaska,  $1.50. 

It  is  reasonable  to  suppose  that 
the  large  factors  on  red  Alaska 
salmon  will  open  prices  slightly 
higher  than  last  year,  encouraged 
by  the  phenomenal  clean-up. 
Never  have  we  seen  such  a  strong 
market  with  high  prices  and  good 
packs  at  the  same  time  as  during 
the  past  season.  The  field  for  the 
cheaper  grades  of  salmon  like 
pinks  and  chums  has  been  greatly 
enlarged  owing  to  the  immense 
quantities  now  being  used  in  the 
Orient,  the  Philippines  and  South 
America.  The  prediction  made 
many  years  ago  that  packers  will 
go  out  and  prepare  specially  for 
larger  packs  of  pinks  is  about  to 
be  realized,  as  several  new  can¬ 
neries  have  been  started  this  year. 

Apparently  there  will  be  lower 
rates  made  via  steamer  via  the 
Tehauntepec  to  points  on  the  At¬ 
lantic  from  the  Gulf  of  Mexico  to 
New  York,  including  the  large 
shipping  ports,  and  up  the  river 
from  New  Orleans  to  St.  Louis, 
and  we  are  to-day  quoted  a  rate 
of  45  cents  to  New  York  and  this 
salmon  can  be  landed  in  Chicago 
for  26  cents  additional.  From 
here  to  St.  Louis  via  New  Or¬ 
leans,  intimation  is  that  there  is  a 
rate  as  low  as  60  cents.  These 
rates  apply  on  carload  lots  and 
up.  It  will  be  practically  four  or 
five  months  before  any  future 
salmon  is  in  the  hands  of  the 
trade.  Philip  J.  Brady. 

Seattle,  Wash. 

Standard  Canned  Goods. 

Continued  unfavorable  weather 
conditions  for  the  tomato  crop, 
coupled  with  an  increasing  de¬ 
mand  for  the  canned  article  com¬ 
ing  from  nearly  all  sections, 
caused  a  stronger  and  active  mar¬ 
ket  again  last  week,  and  at  the 
close  the  outlook  is  for  further  ac¬ 
tivity,  with  an  upward  trend  to 
the  prices.  Both  spot  and  future 
tomatoes  shared  in  the  activity. 
The  light  supply  of  spot  tomatoes 
and  the  wide  scattering  of  the 
goods  is  the  basis  of  the  advance 
in  them.  The  same  conditions 
are  expected  to  prevail  during 
July  and  until  the  next  canning 
season  opens  in  August.  It  is 
given  out  by  the  growers  that  the 
crop  will  be  later  than  usual  this 
season  because  the  results  of  the 
unfavorable  weather  during  the 
spring  months  cannot  be  fully 
overcome,  even  though  the  condi¬ 
tions  prevailing  from  now  on 
prove  to  be  favorable.  Those  can- 
ners  who  have  sold  freely  for  fu¬ 


ture  delivery  are  feeling  a  bit  un¬ 
easy.  The  rather  extraordinarily 
late  spring  kept  the  ground  too 
hard  and  too  dry  for  plowing  and 
the  setting  out  of  the  tomato 
plants  around  the  usual  time  for 
such  work.  When  the  drouth 
was  broken  all  sections  of  the  to¬ 
mato  growing  country  did  not 
share  equally  in  the  rainfall. 


What  Are  You  Doing  With  Soap 
Powder? — Meeting  cut  prices  on 
the  advertised  kinds  at  a  gross 
profit  of  10  per  cent,  is  losing 
money,  because  no  growing  indi¬ 
vidual  business  can  be  run  on  a 
10  per  cent,  expense.  If  you  don’t 
experience  this  cut  rate  all  the 
better.  If  you  do  and  you’re  a 
“digger”  get  out  your  4-pound 
package  even  although  99  per 
cent,  of  the  women  you  talk  to 
never  heard  of  it.  Understand, 
we’re  not  knocking,  and  you 
mustn’t  knock  the  advertised  arti¬ 
cle  nor  practice  substitution.  But 
when  conditions  are  such  that  you 
are  pushing  out  a  lot  of  stuff  that 
shows  a  loss,  that  condition  must 
be  to  some  extent  overcome. 

“Here,  madam,  is  a  full  weight 
4-pound  package  of  washing  pow¬ 
der  for  15  cents.  It’s  just  as  good 
for  cleansing  your  best  clothes  as 
it  is  for  mopping  your  dirtiest 
floor.  It  isn’t  a  grainy  powder 
like  some  and  it  isn’t  the  kind  that 
sinks  in  a  lump  to  the  bottom  of 
the  pan.  It  dissolves  quickly  and 
is  a  great  sud  maker.  It  leaves 
one’s  hands  clean  and  soft,  same 
as  the  best  white  soap  does;  it’s 
more  convenient  than  soap  and 
far  cheaper  to  use  when  you  fol¬ 
low  the  directions  you  see  printed 
here.” 

*  *  * 

“That’s  Our  Own  Vanilla.”— You 

know  of  course  that  flavoring  ex¬ 
tracts  sell  best  in  summer.  More 
puddings  are  used.  More  cake 
is  baked.  More  home-made  ice 
cream  is  consumed. 

D EMONST RAT E  VANILLA. 

Demonstrate  it  yourself  by  put¬ 
ting  a  few  drops  in  the  palm  of 


Some  got  too  much  at  one  time, 
while  the  others  got  but  little  of 
it.  The  southern  half  of  the  Pe¬ 
ninsula  continues  to  suffer  from 
lack  of  rain,  and  the  northern  half 
has  been  favored  only  in  spots. 
These  are  the  facts  as  they  exist 
at  this  time,  and  it  seems  to  be 
solely  a  question  of  weather  con¬ 
ditions  from  now  on  so  far  as  the 


your  (clean)  hand;  rub  hands  to¬ 
gether  vigorously;  place  one  hand 
near  the  nose  of  your  customer 
and  say  that’s  our  new  vanilla 
flavor. 

There’s  nothing  new  about  this 
method.  It  has  been  done  at  the 
desk  of  every  grocery  buyer  prob¬ 
ably  since  extracts  for  flavoring 
were  first  introduced.  But  it’s 
effectual. 

*  *  * 

What!  Horseradish  in  Summer? — 

Why  certainly.  That’s  just  the 
thing  to  give  tone  to  the  cold 
meat  on  a  hot  day.  It  can  be 
bought  by  the  gallon  anywhere 
from  40  to  75  cents.  Price  de¬ 
pends  on  the  experience  of  the 
buyer  or  the  smartness  of  the 
seller.  Have  your  jelly  glasses 
ready  and  fill  up.  You’ll  get  fif¬ 
teen  glasses  out  of  a  gallon  at  10 
cents  a  glass. 

(Better  let  the  boss  read  this 
paragraph.) 

*  *  * 

This  Is  Good  Business. — “Shall  I 
save  you  a  watermelon  for  Sun¬ 
day?  Going  to  have  ten  crates  of 
these  ripe  California  cantaloupes 
to-morrow ;  do  you  want  a  half 
dozen  of  them?  Mr.  Taylor  just 
left  us  20  dozen  fresh  country 
eggs ;  can  you  use  a  dozen  or  two? 
There’s  a  new  English  Breakfast 
tea  the  boss  bought  in  New  York 
last  week  at  a  bargain.  He  said 
‘sell  it  for  37  cents,  it'll  be  a  good 
ad.’  I  believe  you  inquired  about 
pineapple  for  preserving?  We’ll 
have  lots  of  them  this  afternoon  at 
$1.50  and  $2  a  dozen.” 

Of  course  it  is  understood  that 
you  talk  facts — that  you  really 
have  fresh  eggs  and  that  you  have 
a  tea  bargain,  etc. 


market  fluctuations  are  concerned. 
Meantime,  protect  your  require¬ 
ments  in  tomatoes  to  some  extent 
at  least.  « 

The  string  bean  season  is  now 
on,  and  already  the  demand  for 
them  is  excellent  from  the  job¬ 
bing  trade  because  the  opening 
prices  are  considered  to  be  reason¬ 
able  and  the  small  pack  and  high 
prices  of  peas  is  expected  to  bene¬ 
fit  them.  The  small  surplus  stock 
of  peas  here  will  not  cut  any  fig¬ 
ure  in  the  market  for  that  article. 
Pick  up  any  good  trades  offered 
in  them.  Sweet  potatoes  for  fu¬ 
ture  delivery  are  quite  active  and 
stronger.  Spot  corn  is  getting 
scarce  here  and  future  corn  is  very 
firm.  Every  line  of  vegetables  is 
firm  to  strong  with  but  one  or  two 
exceptions. 

Strawberries  are  over  and  the 
surplus  stocks  here  are  the  light¬ 
est  in  many  years.  Cherries  are 
over  also.  Raspberries  are  now 
on,  red  and  black,  and  the  reports 
about  the  size  of  the  crop  are 
mixed.  The  oanners  have  started 
the  season  at  rather  a  high  cost 
for  the  berries,  as  if  they  think  the 
crop  is  light.  Gooseberries  are 
also  coming  in,  and  they  are  not 
cheap  as  yet.  Blackberries  will  be 
due  next  week,  and  it~is  said  the 
crop  will  be  another  disappoint¬ 
ment.  Some  crop  reports  should 
be  taken  with  a  grain  of  salt.  Six 
or  eight  weeks  ago  a  fair  peach 
crop  was  reported  in  sight ;  this 
week  the  crop  is  reported  to  be 
almost  a  failure.  Surely  nothing 
occurred  in  the  last  couple  of 
months  to  hurt  the  peaches,  and 
yet  both  canners  and  jobbers  are 
buying  peaches  freely,  spots  and 
futures,  at  advanced  prices.  Fresh 
pineapples  advanced  too  high  this 
week  for  canning  purposes,  and 
the  Baltimore  canners  stopped 
work  on  them  to  await  further  de¬ 
velopments.  They  will  not  again 
pack  a  big  surplus  stock,  after 
their  unprofitable  experience  the 
last  two  years.  Spot  apples  and 
pears  are  being  cleaned  up  and 
futures  are  fairly  active.  All 
canned  fruits  are  strong  without 
any  exception. 

Cove  oysters  are  firm,  though 
not  so  active.  Herring  roe  is  sold 
out. 

Thos.  J.  Meehan  &  Co. 

Baltimore,  Md. 

Spices. 

The  market  continues  steady, 
with  very  good  spot  demand. 
Prices,  however,  are  practically 
unchanged  during  the  week. 
There  has  practically  been  no 
cables  from  London  during  the 
week  owing  to  the  holidays  there. 

Pepper  somewhat  firmer  during 
the  week.  Spot  demand  contin¬ 
ues  exceedingly  good.  Stocks  are 
small.  White  pepper  is  moving 
in  a  most  satisfactory  way  at 
steadily  advancing  prices. 

Red  peppers  somewhat  firmer 
and  in  good  demand.  Prices  un¬ 
changed. 


Selling  Talks  With  Clerks 

BT  A  MAN  WHO  HAS  BEEN  ONE 

Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Stores,  Trenton,  N.  J. 
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Cloves  slightly  easier.  Demand 
very  good.  Far  off  shipments  are 
held  dt  fairly  firm  prices. 

Pimento  (Allspice)  firmer  for 
spot.  It  is  reported  that  the  crop 
is  a  small  one. 

Nutmegs  firmer  for  spot  stocks. 
Futures  are  unchanged.  Nutmegs 
are  a  safe  buy  at  present  values. 

Mace  in  very  good  demand  at 
unchanged  prices.  Values,  how¬ 
ever,  are  firm. 

Gingers  in  fair  demand  at 
steady  prices.  Crop  arrivals  are 
practically  over  and  prices  are 
likely  to  advance  rather  than  de¬ 
cline. 

Tapioca  is  very  firm.  Prices 
are  likely  to  advance  during  the 
summer  months. 

Seeds  and  herbs  are  all  in  good 
demand  at  steady  prices,  -  except 
celery,  which  is  easier.  New  crop 
Coriander  is  offered  at  very  at¬ 
tractive  prices. 

Green  Ginger  Root. — First  ar¬ 
rivals  are  in  and  the  stock  is 
strictly  prime.  Higher  prices  are 
anticipated  during  the  summer. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 

Evaporated  Apples,  Etc. 

Prices  hold  very  strong  on  fu¬ 
ture  evaporated  apples,  and  the 
demand  varies,  being  very  brisk 
one  day  and  somewhat  quieter 
the  next.  The  entire  demand  is 
from  Europe,  and  it  is  great 
enough  to  absorb  all  the  offerings. 
On  to-day’s  market  it  is  impossi¬ 
ble  to  buy  October  prime  in  50- 
pound  boxes  under  9^/2.  cents;  No¬ 
vember,  9%  cents,  and  December, 
9  cents. 

Offerings  of  new  crop  raspber¬ 
ries  are  very  limited,  as  it  is  im¬ 
possible  yet  to  tell  how  much  the 
output  will  be.  The  market  is 
quotable  at  22 y2  to  23  cents  f.  o.  b. 
shipping  point  in  barrels. 

C.  C.  Hall. 

Rochester,  N.  Y. 


MARKET  NOTES. 

California  cantaloupes  are  plen 
tiful  and  comparatively  low- — $2 
per  crate.  Georgias  bring  75 
cents,  but  very  few  are  good. 

Georgia  peaches  are  ruling  high 
— $2.50  to  $3.25  per  crate.  Scarc¬ 
ity  is  the  cause ;  only  three  to  four 
cars  are  coming  per  day,  against 
20  to  40  cars  last  year,  when  the 
price  ranged  from  75  cents  to 
$1.50.  This  year’s  crop  of  Geor¬ 
gia  peaches  is  only  700  cars,  as 
against  5,000  cars  last  year.  The 
quality  is  good,  but  the  demand  is 
light. 

The  first  Jersey  tomatoes  are 
in,  and  are  ruling  at  very  high 
prices — $2  to  $3  for  good  stock  in 
small  truck  baskets.  Mississippi 


and  Texas  tomatoes  range  from 
90  cents  to  $1. 

North  Carolina  huckleberries 
are  ruling  comparatively  high — 9 
to  11  cents  for  North  Carolinas 
and  12  to  14  for  Pennsylvanias. 
The  demand  is  good. 

The  first  Jersey  corn  is  in  mar¬ 
ket  at  $1.25  per  basket,  and 
Southern  corn  rules  at  about  the 
same  figure.  The  quality  is  fair 
and  the  demand  good. 


PERSONAL. 

Charles  M.  Wessels  has  re¬ 
signed  as  president  and  general 
manager  of  the  United  Stores’  As¬ 
sociation,  of  New  York  City,  and 
will  devote  his  entire  attention  to 
the  business  of  the  C.  M.  Wessels 
Co.,  representatives  of  the  Gro¬ 
cery  and  Allied  Trade  Press  and 
the  National  Retail  Grocers’  As¬ 
sociation. 


Unless  it  is  Mustard  the  Label 
Must  Tell. 

Federal  Food  and  Drug  Board  Says 
Manufacturers  Must  Not  Use  Char¬ 
lock  for  Mustard  Without  Saying  so 
on  the  Label. 

The  Federal  Food  and  Drug 
Board  has,  during  the  week, 
issued  the  following  new  ruling 
regarding  the  use  of  a  substitute 
for  mustard  in  plain  “mustard” 
and  also  prepared  mustard : — 

It  has  come  to  the  attention  of  the 
Board  of  Food  and  Drug  Inspection 
that  the  seed  of  charlock  ( Brassica 
arvensis  L.)  is  being  substituted  by 
some  manufacturers,  in  whole  or  in 
part,  for  that  of  the  true  mustards, 
viz.,  yellow  or  white  mustard  ( Sin- 
apis  alba  L.,  synonym  Brassica  alba 
[L,]  Boiss),  brown  mustard  ( B . 
junceau  L.),  and  black  mustard  ( B . 
nigra  L.). 

It  is  the  opinion  of  the  Board 
that  when  charlock  is  substituted  in 
part  for  mustard  the  label  should 
clearly  indicate  this  fact.  A  condi¬ 
ment  prepared  from  mustard  or  mus¬ 
tard  flour  and  charlock  with  salt, 
spices  and  vinegar  is  not  “'Prepared 
Mustard,”  but,  provided  a  greater 
quantity  of  mustard  than  of  char¬ 
lock  is  used,  it  should  be  called 
“Prepared  Mustard  and  Charlock.” 


Western  Farmers  Turn  Down  Mail 
Order  Houses. 

According  to  a  dispatch  printet 
in  a  Port  Huron  daily  paper,  a 
number  of  farmers  met  a  few  days 
ago  in  the  vicinity  of  Plainwell, 
Mich.,  and  pledged  themselves  to, 
in  future,  patronize  -only  the 
stores  in  neighboring  towns  anc 
not  to  send  away  to  the  large  cit¬ 
ies  for  any  supplies  which  they 
may  need.  The  decision,  it  is 


said, <  was  the  result  of  some  very 
unsatisfactory  transactions  which 
the  farmers  in  that  vicinity  have 
lad  when  purchasing  goods  by 
mail.  They  have  been  brought  to 
realize  that  quality  considered, 
they  can  buy  just  as  cheaply  from 
their  local  ilierchants,  and  instead 
of  being  disappointed  after  pur¬ 
chasing,  on  the  strength  of  some 
elaborately  described  article  as 
shown  in  a  catalogue,  they  will  in 
future  see  the  goods  in  the  stores 
of  their  home  merchants  and 
enow  exactly  what  they  are  buy¬ 
ing  before  they  pay  out  any 
money. 


ASSOCIATION  NEWS. 

Chicago,  III. 

In  order  to  convict  the  Chicago 
newspapers  of  misrepresenting 
the  percentage  of  profit  made  by 
retail  meat  dealers,  President 
Edward  Levey,  vice-president  of 
the  United  Master  Butchers  of 
America,  and  president  of  the 
North  Side  Master  Butchers’  As¬ 
sociation  of  Chicago,  took  a  rep¬ 
resentative  of  the  Chicago  “Trib¬ 
une”  around  with  him  among 
some  retail  meat  stores.  The  fol¬ 
lowing  is  from  the  “Tribune’s” 
story  of  the  tour: — 

At  only  one  place,  an  “independ¬ 
ent”  concern,  was  a  loin  offered  at 
the  i3G-cent  wholesale  price  quoted. 

It  was  not  first  class.  At  the  Swift 
depot  15  cents  was  asked  and  at 
the  Armour  depot  16  cents. 

At  each  of  these  places  it  was 
admitted  that  a  loin  should  be  hung 
up  for  eight  or  ten  days  before 
being  cut,  which  period  it  will 
shrink  about  two  pounds  and  will 
accumulate  a  mold,  to  remove  which 
causes  another  two-pound  loss.  This 
means  about  a  cent  a  pound  addi¬ 
tional  as  the  real  price  paid  for 
a  loin.  President  Levey  says  his 
profits  on  retailing  a  loin  are  20 
per  cent.,  out  of  which  he  must 
pay  all  of  his  expenses,  rent,  sal¬ 
aries,  etc. 

To  illustrate  the  profits  in  bacon 
he  bought  a  piece  weighing  seven 
pounds  for  23  cents  a  pound.  This 
he  trims  and  slices,  after  which  it 
weighed  but  six  pounds.  It  was 
worth  in  his  market  30  cents  a 
pound,  a  profit  of  19  cents  on  the 
investment,  not  counting  the  ex¬ 
pense  of  handling. 

On  the  day  before  Mr.  Levey 
made  this  practical  test  of  meat 
prices  in  the  packing  house  depots, 
the  market  at  the  Union  Stock 
Yards  averaged  $5.99  for  hogs,  the 
lowest  price  paid  for  several  months. 
Cattle  were  bought  for  $6  and  $6.15 
a  hundred,  which  was  about  $2  a 
hundred  less  than  the  market  a  year 
ago. 


PATENTS 

and  Trada-mark*  procured  promptly  and 
proparly  In  all  aoontrlaa. 

Bnls  &  Dnls,  Wiskltitall.lL 


FLEISCHMANN’S 

COMPRESSED  YEAST 

HRS  NO  EQUAL 


Here’s  a  chance  for 
one  grocer  in  each 
town  to  make  bigger 
profits  and  draw  new 
customers. 

To  one  grocer  in  each  town  we 
offer  the  distributing  agency  for 
P.  C.  Health  Breads  and  our  other 
specialties. 

We  give  you  exclusive  territory 
and  help  you  get  business  coming 
your  way. 

Write  quick  for  full  particulars 
because  territory  is  being  snapped 
up. 

P.  C.  PURE  FOOD  CO. 

1745  North  12th  St.,  Philadelphia 


The  One  Pure  Sugar  Syrup 

Lyle'a  Golden  Syrup— perfectly 
clear,  a  beautiful  goldem  color,  ao 
aeutral  micro-organiama  can't  lire 
in  it.  Absolutely  free  from  prener- 
▼atlvea.  A  product  which  every  one 
lutpt  buying.  If  you  want  ta  plaaae 
your  trade  tall  them  about  it. 

26<*  PROFIT 
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Tea  Display. 

Tea,  the  old  stand-by  article,  with  which  the  average  grocer  can 
always  make  a  nice  window  display,  is  popular  at  any  time,  especially 
now  in  warm  weather,  when  a  great  many  people  have  it  iced.  This  is 
a  good  time  to  make  a  window  display  of  it.  To  arrange,  first  cover  the 
bottom  of  the  window  with  yellow  crepe  paper.  In  front,  at  each  side, 
place  two  paper  napkins,  on  which  have  a  small  pile  of  loose  tea,  black 
and  green,  and  a  glass  of  iced  tea  on  a  plate.  Put  a  slice  of  lemon  on 
the  rim  of  the  glass  and  a  slice  on  the  plate.  In  the  centre  place  a  large 
sign  card  and  letter  like  illustration  if  you  intend  to  give  some  a  sample 
in  the  store.  If  you  do,  this  will  help  you  sell  tea.  Have  a  couple  of 
small  wineglasses  and  a  pitcher  of  iced  tea  on  the  counter  and  give  a 
taste  to  your  customers. 


Root  Beer  Display. 

This  is  root  beer  season.  Every  grocer  handles  one  or  more 
brands  of  the  extract,  so  why  not  have  a  window  display  of  it  and 
increase  your  sales  ?  It  is  arranged  in  the  following  manner:  First 
cover  the  bottom  of  the  window  with  any  color  crepe  paper  that  will 
show  up  your  packages  to  the  best  advantage.  Along  the  front 
of  the  window  place  several  rows  of  corks.  On  two  high  cake  stands 
display  some  pound  cake  and  some  small  cakes.  Spread  three  paper 
napkins  and  on  each  one  place  a  tumbler,  in  which  place  black  coffee, 
which  will  serve  to  imitate  the  real  beverage.  Cut  cardboard  round 
just  to  fit  over  the  top  of  the  glass.  This  is  to  prevent  the  cotton 


At  each  side  of  the  window  place  small  pyramids  of  the  packages. 
In  the  centre  in  the  rear  place  a  few  boards  slanting,  curve  them  outwards 
to  form  a  semicircle  and  at  the  bottom  cover  them  with  wrapping  paper. 
Now  place  package  tea  all  around  the  boards  at  the  bottom,  as  they  are 
to  prevent  the  loose  tea  from  spreading  over  the  window.  Now  fill  the 
slant  with  loose  tea.  Run  packages  along  the  edge  of  the  slant  in  the 
rear.  Place  a  Japanese  parasol  at  the  top.  At  each  corner  in  the  rear 
build  a  pyramid  of  the  packages.  Suspend  seven  Japanese  lanterns  in 
the  rear — four  small  ones  and  three  large.  The  letters  can  be  painted 
on  or  cut  from  black  paper  and  pasted  on.  This  is  a  neat  window  and 
will  show  up  fine,  especially  at  night. 


from  becoming  wet,  of  which  some  should  be  used  on  the  top  of  each 
glass  to  imitate  the  foam  or  froth.  Pull  out  one  or  two  little  ends 
over  the  edge  of  each  glass,  as  though  the  contents  was  running  over. 
Now  back  of  this  display  your  extract  on  small  boxes,  which  are 
covered  with  the  crepe  paper.  Letter  each  particular  brand  on  the 
front  of  each  box.  Make  the  background  of  thin  boards  and  cover 
them  with  the  crepe  paper  and  letter  like  in'  illustration.  The  letters 
are  made  with  corks  and  are  held  in  place  with  a  drop  of  glue.  Paste 
the  large  end  of  the  cork  to  the  board  and  the  small  end  out. 


MAGAZINE  NOTES. 

And  now  .comes  the  vacation  season,  j 
when  the  out-of-doors  calls  -to  us  in 
tones  that  will  not  be  denied.  Even  our 
reading  is  done  in  the  open,  so  far  as 
possible,  while  as  for  the  kind  of  read¬ 
ing — well,  no  involved,  problematical 
fiction  need  apply.  We  want  stories  of 


love  and  adventure,  full  of  action  and 
incident — stories  of  live  people.  One 
such  storv  is  the  complete  novel  in  the 
July  “Lippincott’s” :  ‘-From  the  Car  Be¬ 
hind,”  by  Eleanor  M.  Ingram,  author 
of  those  successful  books,  ‘‘The  Game 
and  the  Candle”  and  “Stanton  Wins.” 
Like  her  other  stories,  “From  the  Car 
Behind”  has  to  do  with  motoring,  es¬ 
pecially  motor  racing.  The  love  interest 


is  captivating,  the  action  tense,  the 
humor  abundant,  the  mystery  long-sus¬ 
tained.  It  is  the  sort  of  tale  one  must 
finish  at  one  reading,  for  nowhere  in  it 
does  there  seem  a  place  where  one  is 
willing  to  lay  it  aside.  All  the  charac¬ 
ters  are  intensely  human,  being  neither 
holy  saint  nor  wholly  sinner.  In  short, 
the  novelette  has  all  the  ear-marks  of 
a  “best-seller,”  and  it  is  pretty  sure  to 


take  rank  as  such  when  it  is  brought 
out  in  book  form. 


Watermelons  range  from  15  to 
35  cents  each  and  are  coming 
from  Georgia  and  Florida.  The 
quality  and  demand  are  good. 
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Here  is  a  New  Grocery  Jobbing  Scheme 

— 

Mr.  Newberry,  of  Los  Angeles,  Cal.,  Invents  a  Plan  of  Selling 
Retailers  on  a  Brokerage  Plan.  Says  He  has  Worked  it 
for  Two  Years  Past. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant. ” 


Los  Angeles,  Cal.,  July  2,  1911. 

Most  of  the  grocery  trade 
throughout  the  United  States 
know  the  J.  R.  Newberry  Co., 
which  maintains  a  chain  of  retail 
stores  here,  and  which  has  come 
before  the  trade  in  various  ways 
for  several  years.  Mr,  Newberry 
has  been  taken  quite  an  interest 
in  organization  work,  both  in  the 
California  and  National  Associ¬ 
ations. 

He  now  has  a  new  enterprise, 
which  is  unlike  anything  in  the 
way  of  a  jobbing  business  which 
has  ever  been  started  in  this  coun¬ 
try.  His  company  retired  from 
the  retail  business  yesterday,  July 
1st,  and  he  will  henceforth  do  a 
jobbing  business.  The  new  feat¬ 
ure  of  his  plan  is  the  way  he  fixes 
his  prices. 

Mr.  Newberry  gave  a  state¬ 
ment  regarding  his  new  plan  to 
the  local  trade  paper,  and  I  take 
the  following  extracts  from  it : — 


We  believe  that  the  distance  be¬ 
tween  the  producer  and  the  con¬ 
sumer  is  too  great,  being  represented 
on  an  average  by  70  per  cent,  in 
profit  and  expense.  There  are 
many  causes,  the  principal  one  being 
the  formidable  organization  of  cap¬ 
ital  known  as  trusts.  The  Sugar 
Trust  to-daiy  is  absolutely  responsi¬ 
ble  for  sugar  being  $1.50  higher 
per  cwt.  than  it  should  be,  and  the 
tariff  at  $1.68  per  cwt.  gives  them 
an  opportunity  to  wield  this  unjust 
and  discriminating  monopoly,  without 
benefit  to  the  producer  or  the  con¬ 
sumer.  The  Coal  Oil  Trust,  the 
same ;  the  flour  and  packing  house 
propositions  are  in  the  same  cate¬ 
gory.  These  four  lines  consist  of 
fully  40  per  cent,  of  the  average 
family’s  living  expense.  We  make 
this  preliminary  statement  simply 
that  the  retailers,  the  wholesalers 
and  the  consumers  of  Southern  Cal- 
fornia  may  know  exactly  that  we 
thoroughly  understand  the  step  we 
are  taking. 

We  retire  from  the  retail  grocery 
field  July,  1,  1911.  In  retiring  from 
the  retail  distributing  business  we 
do  so  because  we  feel  that  we  can 
be  of  more  service  to  the  producer, 
the  retailer  and  the  consumer  by  en¬ 
tering  the  absolute  jobbing  line  than 
we  can  to  remain  in  the  retail  and 
jobbing  lines  together.  We  expect 
to  place  ourselves  squarely  in  the 
position  of  distributing  to  retail  dis¬ 
tributers  only.  We  expect  to  liter¬ 
ally  carry  out  the  resolution  as 
adopted  by  the  National  Retail  Gro¬ 
cers’  Association  at  Portland,  that 


the  jobber  has  his  legitimate  place 
as  well  as  the  retailer,  but  there 
should  be  a  well  and  clearly  defined 
line  drawn  between  the  wholesaler 
and  the  retailer.  We  shall  use  the 
Government  definition  upon  this 
proposition,  and  whenever  a  man 
buys  goods  that  are  consumed  upon 
his  premises,  such  as  hotels,  restau¬ 
rants,  railroads,  logging  camps,  rail¬ 
road  camps,  etc.,  these  are  denomi¬ 
nated  by  us  as  consumers,  and  will 
be  treated  as  such.  The  retailer  is 
a  man  who  takes  the  goods  into 
his  house  and  redistributes  them, 
and  does  not  consume  those  goods 
upon  his  premises.  A  jobber  is  a 
man  who  distributes  to  the  retail 
distributing  trade  only.  Those  are 
the  principles  set  down  by  us  in  our 
new  venture  in  entering  the  jobbing 
trade.  We  believe  that  preferential 
dealing  must  be  stopped.  The  days 
of  25  and  50  per  cent,  jobbing  profit 
have  gone  by.  We  should  eliminate 
all  hypocrisy  and  double  dealing  in 
all  of  our  transactions.  Therefore 
we  shall  carry  out  the  principles 
that  we  adopted  several  years  ago. 
and  are  successfully  carrying  out 
to-dav,  of  billing  all  of  our  goods 
to  the  retail  trade  at  the  jobber’s 
cost,  plus  a  brokerage  that  we  agree 
upon  before  the  purchase  is  made. 
This  plan  has  been  in  existence  with 
us  for  two  years  and  is  as  follows : 
All  dealers  who  give  us  business  to 
the  amount  of  $2,000  per  month 
are  entitled  to  the  lowest  possible 
brokerage,  which  is  3  per  cent. 
Those  who  give  us  a  business  of 
from  $1,000  to  $2,000  per  month  will 
be  upon  a  5  per  cent,  basis ;  those 
who  give  us  a  business  of  from 
$500  to  $r,ooo  per  month  will  be 
upon  a  6  per  cent,  basis;  those  from 
$500  to  $100  per  month  will  be  upon 
an  8  per  cent,  basis.  We  shall  not 
undertake  to  handle  any  business 
that  does  not  aggregate  at  least  $100 
per  month.  All  bills  are  payable 
on  the  Monday  following  the  day 
of  purchase.  In  order  to  protect 
our  customers  we  will  sell  but  one 


man  in  an  ordinary  town,  giving 
him  exclusive  control  without  a  di¬ 
rect  competitor  at  our  basis,  in  his 
city  and  surrounding  community. 
This  is  for  the  outside  and  ship¬ 
ping  points. 

The  city  of  Los  Angeles  will  be  di¬ 
vided  into  71  different  districts,  giv¬ 
ing  each  district  a  certain  territory, 

!  limiting  each  store  in  their  delivery 
to  this  particular  territory.  Where 
they  have  customers  call  from  any 
territory  in  the  city  to  buy  goods 
from  them,  who  take  the  goods  with 
them,  there  is  no  restriction  what¬ 
ever.  In  order  to  establish  thor¬ 
ough  confidence  between  the  dealer 
and  the  consumer  we  are  arranging 
a  schedule  of  standardized  prices 
which  will  show  the  goods  upon 
which  the  dealer  makes  10  per  cent., 
or  on  which  there  will  be  a  profit 
of  10  per  cent,  between  the  manu¬ 
facturer  and  the  consumer.  There 
will  be  another  list  showing  the 
goods  bearing  20  per  cent.;  another 
bearing  a  profit  of  30  per  cent.,  the 
object  being  to  make  the  average 
profit  between  the  producer,  manu¬ 
facturer  and  the  consumer  20  per 
cent,  on  the  average.  This  will  give 
the  jobber  his  3  per  cent,  profit  and 
the  retailer  his  17  per  cent,  and  27 
per  cent,  profit.  All  of  our  custom¬ 
ers  in  the  city  of  Los  Angeles  will 
be  upon  the  same  basis. 

This  plan  is  arousing  a  great 
deal  of  attention,  and  Mr.  New¬ 
berry  is  receiving  many  communi¬ 
cations  from  various  sections  of 
the  country  asking  for  more  de¬ 
tails. 

R.  O.  Taylor. 


Georgia  peaches  keep  com¬ 
paratively  high — $1.50  to  $3!  on 
account  of  comparatively  light  re¬ 
ceipts.  The  demand  is  good. 


Thinks  Tomatoes  Would  Sell  Better  if 
They  Could  Retail  at  Ten  Cents 

% 

Maryland  Packer  Suggests  Packing  Them  in  Smaller  Cans  so  They 
Could  be  Sold  at  that  Price.  At  Present  Market  Tomatoes 
Can’t  be  Retailed  for  Less  than  Twelve  to  Fifteen  Cents. 


A  Maryland  canned  goods 
packer  believes  that  one  way  to 
increase  the  consumption  of  to¬ 
matoes  is  to  pack  them  in  smaller 
cans  so  that  the  retailer  can  sell 
them  at  10  cents.  He  admits  that 
at  the  present  market  tomatoes  in 
No.  3  cans  cannot  be  profitably  re¬ 
tailed  at  10  cents,  and  this  with¬ 
out  doubt  has  an  influence  on 
(jales.  Here  is  his  arsxmnent : — 

If  grocers  feeUftl?y  cannot  J'iffford 
to  retail  at  10  cents  an  article  cost¬ 
ing  them  as  tomatoes  do  on  the 
present  basis,  and  that  to  sell  freely 
canned  tomatoes  must  be  a  10-cent 
article,  then  it  is  up  to  the  packer 
to  get  to  work  at  once  and  pack  his 
tomatoes  in  a  smaller  can  and  to 
sell  them  at  72 /  cents  per  dozen 
or  less.  This  can  be  done  by  using 
a  regular  California  2 G  can.  The 
average  buyer  does  not  seem  to  be 
able  to  realize  any  special  difference 
in  the  size  of  the  can. 


In  order  to  retail  goods  at  10 
cents  a  retailer  must  buy  them  at 
not  to  exceed  95  cents.  Tf  a  job¬ 
ber  pays  80  cents  and  8  cents 
freight,  1  cent  cartage,  his  cost  is 
89  cents,  and  if  he  sells  at  95  cents 
he  actually  loses  money,  for  it  costs 
him  an  average  of  8G  per  cent,  or 
9  per  cent,  to  do  business,  or  fixed 
charges  added,  the  jobbers  cost  is 
96 y2  cents.  He  should  then  sell  at 
$1.02 Yi  to  $1.05. 

The  retailer’s  cost  of  doing  busi¬ 
ness  is  15  per  cent,  on  sales.  If  he 
pays  for  tomatoes  $1.0 2j4  and  he 
adds  his  cost  of  doing  business,  it 
makes  tomatoes  cost  him  Ji.175^, 
and  he  cannot  r^ajl  ffidin .  at  10 
cents.  Whenev^ri  you  pit  the 
Standard  No.  3  tomato  above  10 
cents  retail,  you  heavily  and  disas¬ 
trously  reduce  the  sale  of  it. 

If  penny  change  was  universally 
used  it  would  not  matter  much,  but 
it  is  not,  and  from  10  cents  the  price 
goes  to  two  for  a  quarter,  or  15 
cents  straight,  and  then  sales  begin 
to  fall  off. 

I  am  decidedly  in  favor  of  the 
No.  2j4  can  and  think  it  is  the  true 
solution  to  the  difficulties  described. 


California  is  using  it  almost  exclu¬ 
sively  and  neither  consumers  nor  re¬ 
tailers  seem  to  attach  much  import¬ 
ance  to  the  small  difference  of  about 
four  ounces  gross  between  the  No. 
3  and  No.  2 G  can  of  tomatoes. 


Future  Pickles  Take  Sharp 
Advance. 


Dry  Weather  Reduces  Crop  Prospects 
and  Causes  Packers  to  Advance 
Prices  Two  Dollars  Per  Barrel. 

Very  strong  pickle  news  comes 
from  the  West.  Dry  weather  out 
there,  according  to  the  packers, 
has  reduced  the  crop  prospects 
very  seriously. 

As  yet,  Williams  Brothers  Co., 
of  Detroit,  Mich.,  are  about  the 
only  firm  to  name  prices  on 
pickles  for  future  delivery.  They 
named  a  list  of  quite  .moderate 
prices  only  a  short  time  ago,  but 
since  that  have  advanced  them 
about  25  per  cent. 

For  example,  the  opening  price 
on  45  gals.,  1,000s,  was  $8  deliv¬ 
ered  in  Philadelphia  in  a  large 
way.  The  price  to-day  is  $10.50. 
The  opening  price  of  45  gals., 
i,200s,  was  $8.50  delivered;  to¬ 


day  it  is  $11.  The  price  of  30 
gals.,  1. 200s,  which  originally  was 
$6.60,  is  now  $8.60.  Ten  gals., 
600s,  which  opened  at  $2.60,  are 
now  $3.  The  reduction  in  the 
crop  expectations  is  the  only  rea¬ 
son.  The  advance  prices  are 
about  $1  per  barrel  higher  than 
spot  prices. 

Jersey  tomatoes  are  coming  for¬ 
ward  in  large  quantities,  and  the 
price  has  taken  a  sharp  drop.  At 
present  it  is  75  cents  to  $1.  against 
at  least  twice  that  a  week  ago. 
Mississippi  and  Florida  tomatoes 
are  still  coming  forward,  but  they 
are  not  wanted  because  of  the  low 
price  of  the  Jerseys,  and  are  sell¬ 
ing  at  very  low  prices. 

ELTON  J.  BUCKLEY 

Editor  “Grocery  World  and  General  Merchant” 

Attorney  and  Counselor  at  Law 

643-648  Land  Title  Building,  Phlla.,  Pa. 

Telephones  J  Key’stone,  Race  746 

Corporation  Practice,  Cases  Under  Food  Laws 
Trade- Mark  Registration 
General  Practice 
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This  is  the  new  Show  Case  package  that  makes  it 
easy  for  you  to  sell  candy. 

It  is  a  remarkably  attractive  display,  and  keeps  your  stock  in  a  space 
2  feet  by  ii  feet  on  the  end  of  one  of  your  counters. 

It  has  an  extra-thick  glass  top,  metal-edged,  with  double  hinge.  Take  the  wooden 
lid  off  and  your  display  is  ready. 

Grocers  all  over  the  country  are  netting  big  profits  on  this  new  proposition.  It  will 
make  your  candy  trade  one  of  the  best  paying  features  of  your  business. 

Here’s  the  proposition : 

50  pounds  of  candy  brings  -  $7-5° 

Candy  with  Show  Case  costs  -  5  °° 

Your  profit  is  $2.50 

And  the  Show  Case  belongs  to  you.  Refills  cost  8  cents  a  pound,  and  you  sell  them 
at  15  cents.  Your  profit  is  87^4  per  cent.,  and  there  is  no  limit  to  the  sales  you  can  make. 


MYscO. 


Order  to-day,  or  write  for  full  particulars. 


Novelty  Candy  Company 

726-727  Singer  Building,  New  York 


JERSEY  CITY,  N.  J. 
PITTSBURG,  PA. 


CHICAGO,  ILL. 
MEMPHIS,  TENN. 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 
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The  New  York  Letter 

Government  to  Publish  Average  Retail  Grocery  Prices.  Gossip 
Over  New  Vinegar  Labeling  Law.  Various  Trade  News 
Items  and  Market  Summary. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

New  York,  July  6,  1911. 

It  is  announced  that  the  Gov¬ 
ernment  is  to  compile  and  publish 
bi-monthly  the  comparative  retail 
prices  of  eighteen  grocery  staples 
in  forty  representative  cities. 
Anybody  who  has  ever  tried  to 
obtain  the  prevailing  prices  in  a 
single  city  will  appreciate  that 
this  task  of  the  Government  is  of 
some  magnitude  and  difficulty. 

It  is  to  be  admitted,  however, 
that  the  Department  of  Commerce 
and  Labor,  which  is  to  do  the 
work,  presumably  through  the 
Bureau  of  Statistics,  has  been  col¬ 
lecting  and  presenting  vast 
amounts  of  information  along 
other  lines  and  so,  with  its  un¬ 
limited  facilities  it  can  no  doubt 
get  fairly  complete  information 
on  retail  grocery  prices.  The 
variations  in  the  prices  of  differ¬ 
ent  stores,  especially  of  those  in 
different  parts  of  large  cities,  is 
one  of  the  puzzling  features  and 
calls  for  .a  wide  range  in  the  quo¬ 
tations  even  on  the  staples. 

When  the  range  of  prices  is 
pretty  wide  the  figures  hardly  in¬ 
dicate  much  to  the  person  seek¬ 
ing  exact  information,  except  per¬ 
haps  that  there  is  free  competi¬ 
tion  and  that  seems  to  accord  with 
the  present  demands. 

*  *  * 

Now  it  is  charged  that  the  new 
law  as  to  labeling  vinegar,  which 
went  into  effect  in  New  York 
State  this  week,  was  passed  in 
the  interest  of  the  manufactreurs 
and  dealers  in  bottled  vinegar. 

It  appears  that  under  this  law 
not  only  must  the  original  pack¬ 
age  be  labeled  to  show  the  nature 
of  the  contents,  but  also  any  vine¬ 
gar  sold  in  bottles  or  in  bulk  must 
be  similarly  labeled.  This  is 
likely  to  prove  a  serious  annoy¬ 
ance  to  the  retailers  in  selling 
vinegar  by  measure  out  of  a  bar¬ 
rel.  The  law  may  be  interpreted 
to  mean  that  a  label  must  be  at¬ 
tached  to  the  bottle,  jug  or  pitcher 
which  the  customer  takes  to  the 
store  to  be  filled.  The  customer 
may  object  to  having  labels  stuck 
on  their  pitchers  and  then  what 
is  the  grocer  to  do?  At  the  best, 


the  sticking  of  the  labels  on  every 
purchase  of  a  few  cents’  worth  of 
vinegar  is  inconvenient. 

So  some  are  predicting  that  the 
vinegar  barrel  will  pass  from  most 
j  retail  stores,  anyway  in  the  cities, 
and  follow  the  molasses  and  syrup 
;  barrels  of  former  years.  It  may 
be  another  victory  for  package 
goods,  and  of  course  many  gro¬ 
cers  take  kindly  to  the  packages 
that  have  replaced  so  much  of  the 
bulk  goods  of  other  days. 

There  is  some  talk,  however,  as 
to  why  the  Legislative  Commit¬ 
tees  of  the  grocers’  associations 
did  not  give  information  as  to  the 
effect  of  the  law  before  it  was 
enacted.  It  is  even  said  that  the 
measure  slipped  through  without 
their  noticing  it.  It  was  well 
enough  known  during  the  recent 
months  that  a  bill  for  labeling 
vinegar  was  pending  in  the  Legis¬ 
lature.  References  to  it  were 
made  by  your  correspondent  in 
his  letters.  Apparently,  however, 
the  full  effect  of  the  bill  was  not 
noted  by  the  Legislative  Commit¬ 
tees  until  after  it  became  a  law, 
and  the  associations  began  to  re¬ 
ceive  communications  from  the 
manufacturers  of  bottled  vinegar 
calling  attention  to  the  subject 
and  offering  to  supply  vinegar  in 
bottles  properly  labeled  to  con¬ 
form  with  the  law. 

*  *  * 

Renewed  talk  is  heard  as  to  the 
possibility  of  the  Government 
looking  into  recent  movements  in 
valorization  coffee.  According  to 
the  reports  there  is  a  sort  of  gen¬ 
tlemen’s  agreement  or  something 
of  that  kind  in  recent  restricted 
sales  of  valorization  coffee  which 
is  not  to  be  delivered  on  the  Cof¬ 
fee  Exchange  and  so  does  not 
affect  the  options. 

Gentlemen’s  agreements  are 
hard  things  to  prove,  however, 
being  only  oral,  and  so  the  talk 
may  not  lead  to  any  action. 

*  *  * 

It  is  said  that  Government 
agents  have  been  busy  in  Brook¬ 
lyn  of  late  inquiring  as  to  blends 
of  coffee,  vanilla  and  various  other 
food  and  drug  powders  that  are 
not  uj>  to  the  standards  of  the 


pure  food  law.  The  chief  dif- . 
ficulty  of  the  agents,  it  is  under¬ 
stood, has  been  in  getting  evidence  | 
that  the  articles  actually  enter  | 
into  interstate  commerce.  It  is 
said  that  Brooklyn  has  been  quite 
a  big  field  for  the  sale  of  prod¬ 
ucts  which  are  not  labeled  under 
the  Federal  food  law,  and  which, 
according  to  the  manufacturers, 
are  packed  and  sold  only  in  this 
State  so  that  they  are  not  subject 
to  the  Federal  regulations. 

The  Government’s  agents  are 
trying  to  prove  that  the  products, 
or  some  of  them,  at  one  or  an¬ 
other  stage  in  their  development, 
do  enter  into  interstate  commerce. 

*  *  * 

A  charter  has  been  obtained 
this  week  in  Delaware  by  a  new 
$12,000,000  fruit  combination 
known  as  the  Atlantic  Fruit  and 
Steamship  Co.  It  is  said  that  this 
company  will  prove  a  formidable 
competitor  of  the  United  Fruit 
Co.,  commonly  called  the  Fruit 
Trust.  The  new  company  is  to 
own  and  operate  a  fleet  of  thirty 
steamships  to  ply  between  New 
York,  Philadelphia,  Baltimore  and 
the  tropics,  and  will  also  culti¬ 
vate  land  in  Cuba,  Jamaica  and 
Nicaragua. 

*  *  * 

The  Peninsular  Sugar  Co.  was 
incorporated  early  in  the  week  in 
New  Jersey,  with  an  authorized 
capital  stock  of  $1,700,000.  The 
incorporators  mentioned  in  the 
papers  are  H.  O.  Coughland,  J.  R. 
Turner,  L.  H.  Gunther,  all  of 
Jersey  City. 

*  *  * 

Retail  grocers  are  being  urged 
by  the  officers  of  their  local  as¬ 
sociations  to  give  the  most  hearty 
support  to  the  city  authorities  in 
the  present  movement  to  remove 
sidewalk  obstructions. 

It  is  pointed  out  that  while 
there  may  be  some  slight  incon¬ 
venience  here  and  there  for  the 
retailers  the  ultimate  effect  will 
be  most  beneficial,  as  the  regula¬ 
tions  should  eliminate  much  of 
the  business  carried  on  by  curb¬ 
stone  merchants  and  itinerants, 
with  carts  or  temporary  stands, 
who  move  about  from  place  to 
place. 

Many  of  the  Italian  and  Greek 
dealers  who  sell  fruits  and  vege¬ 
tables  at  outside  sidewalk  stands, 
competing  with  regular  grocers, 
will  have  to  go  if  the  sidewalk 
ordinances  are  strictly  enforced. 

In  this  connection  it  is  noted 
that  a  vast  fruit  business,  in  the 


aggregate,  is  carried  on  by  the 
street  hawkers  with  curbstone 
carts  in  downtown  New  York, 
and  that  this  business  is  mostly 
taken  from  the  regular  grocers  by 
the  peddlers  who  pay  only  a  small 
license  fee  and  no  rent. 

Thousands  of  suburbanites  and 
commuters  make  a  practice  of 
buying  fruit  from  the  carts  to 
carry  home  and  of  course  most  of 
this  is  business  that  otherwise 
would  go  to  grocers. 


Summarized  Market  Con¬ 
ditions. 

Business  was  slackened  by  the 
holiday.  Many  brokers  and 
wholesalers  remained  away  from 
Saturday  to  Wednesday  because 
of  the  holiday  conditions  and  the 
hot  weather. 

The  spot  coffee  market  has  been 
of  a  routine  character.  It  is  clear, 
however,  that  the  bulls  will  try 
to  stimulate  buying  and  there  is 
a  lot  of  talk  about  manipulative 
methods. 

Withdrawals  of  refined  sugar 
continue  heavy  and  brisk  con¬ 
tracting  for  summer  requirements 
is  expected  to  begin  soon.  There 
is  talk  of  a  possible  advance  to 
5.10  cents,  less  2  per  cent.,  for 
standard  granulated. 

Rice  is  being  bought  only  to  eke 
out  supplies  and  this  condition  is 
likely  to  continue  for  several 
weeks  pending  the  arrival  of  new 
crop  supplies. 

Tea  is  quiet  but  steady.  The 
brokers  are  inclined  to  prophesy 
a  firm  market  for  some  months 
and  say  that  imports  will  be  in  an 
unsettled  condition  during  this 
period  because  of  the  new  stand¬ 
ards. 

There  has  been  no  special  de¬ 
velopments  as  to  canned  vege¬ 
tables.  Early  peas  are  in  rather 
eager  demand,  but  offerings  are 
light  as  most  of  the  packers  seem 
to  be  sold  nearly  up  to  the  ex¬ 
pected  size  of  their  pack.  Corn  is 
firm,  with  light  offerings  both  for 
future  and  spot  delivery.  There 
is  some-  increased  interest  in 
string  beans.  Asparagus  is  dull. 

Dried  fruits  have  been  selling 
for  requirements  only.  There  is 
a  strong  tone  in  prunes,  but  buy¬ 
ers  are  not  generally  disposed  to 
take  hold  at  this  time.  There 
seems  to  be  an  easy  undertone  to 
the  future  dried  peaches.  Some 
claim  that  certain  packers  sold 
peaches  short  and  are  now  trying 
to  bear  the  market  There  is  lit- 
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tie  doing  in  future  raisins.  Spot 
currants  arc  moving  slowly. 

At  this  writing  the  situation  in 
California  canned  fruits  is  one  of 
wating  for  the  association’s  open¬ 
ing  prices.  There  is  not  much  de¬ 
mand  for  Southern  fruits,  but 
holders  are  not  urging  sales  and 
prices  are  firm.  Spot  Hawaiian 
pineapples  are  reported  as  scarce. 
Packers  appear  to  be  unwilling  to 
book  further  orders  for  future  de 
livery  on  the  basis  of  present 
prices. 

Because  of  the  hot  weather, 
considerable  butter  arrived  some¬ 
what  soft  and  as  a  result  lines 
with  high  marks  have  been  firm 
in  price.  Most  of  the  wholesale 
business  has  been  on  the  basis  of 
25  cents  for  fresh  creamery  spe¬ 
cials,  with  a  fraction  of  a  cent 
more  for  very  fancy  quality.  Ex¬ 
tras  are  firm  at  24  cents;  firsts  at 
22  to  23  cents  and  seconds  at  20 
to  2i*/>  cents.  There  have  been  a 
number  of  out  of  town  buyers 
picking  up  grades  at  22  cents  or 
so. 

High-grade  eggs,  nearby  and 
Western,  continue  firm,  and  as  the 
heat  has  affected  the  quality  of  a 
large  part  of  the  arrivals  there  is 
an  upward  tendency  in  the  excep 
tionally  fine  qualities.  Most  of 
the  business  is  in  the  medium  and 
lower  qualities  at  12  to  16  cents 
and  holders  of  these  grades  are 
generally  urgent  sellers,  since  the 
quality  deteriorates  rapidly  these 
days.  The  fancy  grades  of  nearby 
white  eggs  from  henneries  bring 
from  22  to  25  cents  in  wholesale 
lots. 

In  the  trade  generally  it  is  ex¬ 
pected  that  there  will  be  more  ac¬ 
tivity  at  the  close  than  there  was 
at  the  beginning  of  the  week. 

Fred.  A.  McGill 


FLEISCHMANN’S 

COMPRESSED  YEAST 

HAS  NO  EQUAL 


Here’s  a  chance  for 
one  grocer  in  each 
town  to  make  bigger 
profits  and  draw  new 
customers. 

To  one  grocer  in  each  town  we 
offer  the  distributing  agency  for 
P.  C.  Health  Breads  and  our  other 
specialties. 

We  give  you  exclusive  territory 
and  help  you  get  business  coming 
your  way. 

Write  quick  for  full  particulars 
because  territory  is  being  snappec 
up. 

P.  C.  PURE  FOOD  CO. 

1745  North  12th  St.,  Philadelphia 


The  “Premium” 
Brand  on  Ham 


WE  must  make  EVERY 
ham  that  bears  “SWIFT’S 
PREMIUM”  brand  give  satis¬ 
faction,  or  the  brand  would 
cease  to  mean  anything. 

And  you  should  have  that 
ham  if  you  want  to  satisfy 
your  trade  and  build  up  a 
good  ham  business. 

SWIFT’S  PREMIUM 
HAMS  are  always  tender,  de¬ 
liciously  flavored,  properly 
cured.  What  we  tell  you 
about  them  you  can  tell  your 
customers  with  confidence. 

PREMIUM  HAMS  we  keep 
well  advertised,  and  that 
makes  it  easy  for  you  to  sell 
them.  - 

Swift  &  Company,  U.  S.  A. 


Silver  Incorporates  His  Company 

The  canned  goods  brokerage 
and  commission  business  con¬ 
ducted  at  Aberdeen,  Md.,  by  Win 
Silver  &  Co.  since  May  1,  1911, 
as  the  successor  to  Strasbaugh, 
Silver  &  Co.,  has  been  transferred 
to  Wm.  Silver  &  Co.,  Inc.,  a  com 
pany  organized  under  the  laws  of 
the  State  of  Maryland,  with  a 
capital  stock  of  $100,000  fully 
paid. 


You  Dare  Not  l 

Your  competitor,  who  buys  his  COFFEES  by  mail, 
and  thus  lops  off  a  substantial  fraction  of  the  price, 
has  the  advantage  over  you  at  every  turn. 

You  dare  not  fight  a  man  who  is  buying  below  you  ! 
Have  you  ever  considered  buying  COFFEE  by 
mail?  Will  you  let  us  send  you  samples,  or  will  you 
send  us  yours  to  match  ? 

The  advantage  is  that  you  save  salesmen’s  salaries, 
which  are  always  added  to  the  price  you  pay. 

HTimirr  c  ninn/icr  roasters  and  packers  teas  and  copfees 

DURYEE  &  BARWISE  89  front  Street  :  New  York 


-ESTABLISHED  1897- 


Huckleberries  from  nearby 
points  range  from  n  to  13  cents 
per  quart,  blackberries  7  to  8 
cents  and  raspberries  y/2  to  4 
cents  per  pint.  The  demand  is 
fair. 


9J9  <?j|? 


MANY  GROCERS 

Find  it  pays  them  to  read  the 
good  stuff”  in 

The  Advertising  World 

Columbus,  Ohio 

Sample  free,  or  four  moatha’  trial  for  10  cents 


“I’ll  Take  Wheatena” 

<|  Did  you  ever  sit  at  a  hotel  table  in  your 
life  without  hearing  somebody  say,  for 
breakfast,  “I’ll  take  Wheatena  ”  ? 

One  thing  sure,  you  never  saw  a  hotel 
menu  that  didn’t  have  Wheatena  on  it. 

That’s  because  so  many  people  who 
eat  it  in  their  homes  want  it  when  they  go 
to  hotels.  Let  us  tell  you,  Wheatena  is 
a  seller  and  a  repeater. 

C[f  The  tender  hearts  of  selected  wheat. 

THE  WHEATENA  CO.,  Rahway,  N.  J. 


The  One  Pure  Sugar  Syrup 

Lyle**  Golden  Symp  —  perfectly 
clear,  •  beautiful  (olden  color,  »o 
neutral  micro-orfaniama  can’t  lire 
in  it.  Abiolutely  frae  from  preaer- 
▼atiTea.  A  product  which  erery  one 
https  buying.  If  you  want  t»  pleaae 
your  trade  tell  theaa  about  It. 

2696  PROFIT 

•am  sales  and  pleased  customers. 

H.  Kellogg  &  Sons 

Philadelphia 


No.  1  Cuapidor 
6 H  Inch 


THIS  CUSPIDOR 

in  hand-paintad  colora  at 
$8.50  per  groaa.  no  drayeg# 
charge,  no  package  charge; 
the  entire  groaa  ia  youra 
for  $8.50  plua  the  freight. 

Tfci  Pitirs  k  Rut  Pittiry  Ci 

ZANceviLLr  nmn 


PATENTS 

and  Trade-marks  procured  promptly  and 
properly  in  nil  countries# 

Dnis&Biils.Wuhliitoi.I.C. 


These  trad^-i 

Cresc 
Crystal 

For  cases  sf  Stom 

Unlike  other 

FARWELL 


packag« 

arley 

DESSERT 
EAL  FOODS 

LnrEi  Tmoku 

U. 

mple,  write 

v,  u.  s.  a. 


Increase  Your  Sales  of 

BAKER’S 
Cocoa  and 
Chocolate 


ANY  GROCER  who 
handles  our  prepa¬ 
rations  can  have  a 
beautifully  illustra¬ 
ted  booklet  of  choc¬ 
olate  and  cocoa 
recipes  sent  with 
his  compliments  to 
his  customers  en¬ 
tirely  free  of  charge. 

Ask  our  salesman 
or  write 

Walter  Baker  &  Co.  Ltd. 

DORCHESTER,  MASS. 


Registered, 
U.S.l’at.  Off. 
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WITH  THE  EDITOR 


As  reported  in  another  column, 
the  Interstate  Commerce  Com¬ 
mission  has  an- 
Tht  Express  nounced  its  inten- 

Investieation.  tioil  0f  at  once 

.beginning  an  in¬ 
vestigation  into  the  rates  and 
methods  of  every  large  express 
company  in  the  United  States. 
The  making  of  this  investigation 
has  been  forecast  by  various 
publications  in  this  journal. 

Every  retail  dealer  is  vitally 
interested  in  this  investigation, 
for  two  reasons:  First,  because 
he  is  himself  a  user  of  express 
service,  and  if  the  rates  are  found 
to  be  excessive  and  reduced,  he 
will  gain.  Second,  the  express  in¬ 
vestigation  will  have  an  impor¬ 
tant  bearing  upon  the  parcels  post 
movement.  The  main  reason  for 
passing  a  parcels  post  law  is  the 
high  express  rates :  cheap  parcels 
post  would  remedy  this,  its  advo¬ 
cates  think.  And  without  doubt 
the  express  rates  are  excessive. 
As  proof,  the  Wells  Fargo  Co., 
one  of  the  leading  Western  com¬ 
panies,  has  made  and  invested  so 
much  money  that  if  it  never  car¬ 
ried  another  package  it  could  pay 
7  per  cent,  on  its  entire  capital 
stock  forever !  Every  express 
company  could  reduce  its  rates  to 
somewhere  near  the  postage  rate 
which  parcels  post  is  expected  to 
furnish  and  still  make  money,  and 
if  the  Interstate  Commerce  Com¬ 


mission  compels  it  to  do  this — as 
it  has  the  power  to  do — the  need 
for  parcels  post,  with  all  its  at¬ 
tendant  evils,  falls  to  the 
ground. 

The  writer  sees  some  hope  for 
the  anti-parcels  post  movement  in 
the  express  investigation. 


Mr.  Newberry,  of  California,  is 
an  exceedingly  versatile  and  in¬ 
genious  gentle- 
The  Newberry  man,  and  lllS 

jobbing  Plan.  ideas  on  the  gro¬ 

cery  business  are 
always  fresh  and  keenly  interest¬ 
ing.  Mr.  Newberry  now  comes 
forward  with  a  plan  of  revolution¬ 
izing  the  wholesale  grocery  busi¬ 
ness.  It  is  described  in  this  issue, 
and  is  quite  unique.  He  will  re¬ 
tire  from  the  retail  field — he  has  a 
chain  of  stores  in  Los  Angeles — 
and  will  henceforth  sell  to  retail¬ 
ers  only.  Not  on  the  usual  job¬ 
bing  basis,  but  on  what  he  calls 
a  brokerage  basis.  To  explain,  a 
retailer  who  buys  from  Mr.  New¬ 
berry  will  get  goods  at  the  price 
a  jobber  would  pay,  plus  a  broker¬ 
age  which  covers  Mr.  Newberry’s 
expenses  and  his  profit.  If  a  re¬ 
tailer  buys  as  much  as  $2,000  per 
month,  this  brokerage  will  be  only 
3  per  cent.  If  the  purchases  are 
as  low  as  $100  to  $500  per  month 
the  brokerage  will  be  8  per  cent., 
different  percentages  between  3 
and  8  per  cent,  being  provided  for 


monthly  purchases  between  $2,-j 
000  and  $100. 

The  point  of  this  scheme  is  of 
course  that  it  gets  goods  into  re¬ 
tailers’  hands  at  a  lower  jobbing 
cost  than  the  average  jobber  can 
deliver  them  for.  No  jobber  who 
uses  salesmen  can  do  business  for  j 
less  than  6  per  cent.,  to  which  he 
must  add  a  profit,  so  that  Mr. 
Newberry’s  “brokerage”  of  3  per 
cent  looks  good.  What  is  his 
royal  road  to  doing  business  on 
so  economical  a  basis  that  he  can 
sell  on  3  per  cent,  and  make 
money  is  not  disclosed. 


How  foolish,  illogical  and  de¬ 
ceptive  it  is  for  new  stock  com¬ 
panies  to  use  as 
an  argument  for 

Foolish  and  Bad. 

themselves,  the 
success  of  other 
companies  in  the  same  line.  Noth¬ 
ing  is  more  common  in  stock 
scheme  literature,  and  nothing  is 
more  lacking  in  force  for  the  pur¬ 


pose  used. 

For  instance,  before  the  writer 
is  a  prospectus  of  the  New  Eng¬ 
land  Cereal  Co.,  whose  stock 
proposition  is  discussed  in  an¬ 
other  column.  Half  the  available 
space  is  devoted  to  wild  talk  about 
the  Postum  Cereal  Co.,  the 
Quaker  Oats  Co.,  the  Cream  of 
Wheat  Co.,  the  Shredded  Wheat 
Co.,  and  the  Kellogg  Toasted 


Corn  Flakes  Co. ;  their  begin¬ 
nings,  original  and  present  capi¬ 
talization,  and  so  on.  The  idea  is 
to  twist  the  success  of  these  con¬ 
cerns  into  an  assurance  or  an  ar¬ 
gument  that  the  New  England 
Cereal  Co.  will  have  a  similar  suc¬ 
cess.  Not  only  does  this  not 
necessarily  follow,  but  the  con¬ 
trary  more  likely  follows,  because 
after  five  large  cereal  companies 
have  swept  the  country,  a  sixth 
concern  has  much  less  chance 
than  if  it  was  in  the  field  earlier. 

The  argument  that  because  Kel- 
logg’s  Toasted  Corn  Flakes  has 
succeeded,  the  New  England 
Co’s.  “Trix”  must  also — the  prod¬ 
uct,  the  selling  plan,  the  selling 
force,  and  the  opportunity,  all  being 
different — is  so  foolish  that  it  is 
remarkable  that  anybody  is  im¬ 
pressed  by  it.  Yet  people  are  im¬ 
pressed,  and  doubtless  thousands 
of  shares  of  worthless  stock  have 
been  unloaded  upon  that  selling 
talk  alone.  A  bill  was  introduced 
in  Congress  several  months  ago 
and  is  still  pending,  forbidding 
promoters  of  enterprises  like 
this  from  using  as  an  argument 
what  like  schemes  have  done. 
The  bill  probably  isn't  worth 
much,  because  in  the  writer's  $ 
judgment  it  is  unconstitutional, 
but  the  purpose  is  praiseworthy,  I 
and  if  it  can  be  attained  in 
any  other  way  it  should  be 
done. 


“Has  the  Food  LawDone  Good?” 


Every  once  in  a  while  you  hear 
the  question — “Has  the  food  law 
really  done  any  good?”  Every 
now  and  again  I  am  asked  that 
question  iffy's  elf  and  T  always 
have  the  same. aqswer.  In  fact 
there  is  only  one  answer  to 
make — the  food  law  has  done 
good ;  immense  and  incalculable 
good. 

Here  is  an  incident  which  was 
related  to  me  by  the  sales  manager 
of  one  of  the  best  known  confec¬ 
tionery  manufacturers  in  the 
East.  It  is  from  his  personal  ex¬ 


perience,  and  if  he  says  it  is  true, 
I  know  it  is. 

One  day  several  years  ago,  be¬ 
fore  there  were  any  food  laws, 
this  man  went  to  New  York  to  see 
why  certain  buyers  over  there 
were  buying  oLsome  other  Phila¬ 
delphia  manufacturer.  “Because 
you  don’t  sell  cheap  enough, 
seemed  to  be  the  general  answer, 
and  one  of  the  New  York  men 
proved  it  by  bringing  forward  a 
five-pound  box  of  mixtures. 

“I  buy  these  from  a  certain 
Philadelphia  manufacturer,”  he 


j  said,  “and  the  five-pound  box,  de¬ 
livered  on  my  pavement,  costs  me 
seventeen  and  one-half  cents.” 

Think  of  that  a  moment — less 
than  four  cents  a  pound  for  mix¬ 
tures  ! 

When  the  sales  manager  got 
back  to  Philadelphia  he  went 
frankly  to  the  manufacturer 
whose  goods  these  were  and  asked 
him — he  knew  him  well — how  in 
'the  name  of  everything  reason¬ 
able  he  could  sell  candy  at  that 
price. 

|  “I'll  tell  you,”  he  said.  “There 
isn't  any  sugar  in  this  candy  at  all. 
The  foundation  is  starch,  with  an 
admixture  of  cheap  glucose.  The  ; 
sweetening  is  a  little  saccharine, 
and  these  and  the  color  and  flavor 
make  up  the  whole  thing.  That 


five-pound  box  costs  me,  boxed  ] 
and  delivered,  15*4  cents!” 

Before  the  food  law  destroyed 
such  stuff  as  this,  it  was  sold  by  -j 
the  ton,  and  it  represented  a  form 
of  exceedingly  worrisome  compe- 
tition  both  to  the  manufacturer  of 
decent  candy,  and  to  the  retailer 
who,  rather  than  sell  trash,  would 
sell  nothing.  To-day  the  sale  of  j 
candy  of  that  grade  is  not  legally  j 
possible.  It  can  be  sold,  anil  no  ] 
doubt  is,  in  many  a  city  cellar,  < 
but  it  is  now  an  illicit  business.  J 
and  no  manufacturer  fears  it. 

Not  long  ago  there  was  re-  ; 
peated  to  me  a  statement  said  to 
have  been  made  by  a  wholesale 
dealer  in  chemicals  and  paints, 
who  said  that  before  food  laws 
were  passed  he  sold  more  brown 
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Nan  Instructs  Bobbie. 

“Whoop-e-e-e !”  says  Bobbie. 

“Bobbie,”  Nan  has  juft  explained,  “Mamma  says  she 
gives  us  Jell-O  because  it  is  good  for  us.  Ain’t  you  glad  ?” 
Of  course  Bobbie  answers,  “Whoop-e-e-e  ! 

XT’  TT 

£jLLd 

is  so  delicious  that  every  child  likes  it.  It  is  so  pure  and 
nutritious  and  light  that  it  never  “disagrees”  with  anyone, 
child  or  adult. 

And  a  Jell-O  dessert  can  be  made  in  a  minute. 

No  other  food  product  has  ever  attained  so  quickly  as 
Jell-O  the  great  popular  approval  of  American  housewives. 

THE  GENESEE  PURE  FOOD  CO., 
Le  Roy,  N.  Y.,  and  Bridgeburg,  Can. 


lint  to  manufacturers  of  cheap 
mfectionery,  to  use  as  “choco- 
te  coating,”  than  he  sold  to 
linters ! 

Seems  incredible,  doesn  t  it  .J 
et  I  know  that  that  sort  of  stuff 
as  used  up  to  a  comparatively 
:cent  time.  Not  so  many  years 
ro  I  represented  a  man  who 
might  a  large  Philadelphia  con- 
ctioners’  supply  business.  A 
irt  of  the  stock  was  a  brown 
lemical  resembling  both  choco- 
te  and  paint — my  recollection  is 
lat  it  was  oxide  of  iron — which 
le  former  owner  of  the  business 
lid  without  reservation  was  sold 
;  a  “cheap  chocolate  coating.” 
To-day  the  sale  of  such  out- 
igeous  stuff  for  human  food  is  a 
lisdemeanor,  and  the  man  guilty 
i  it  can  go  to  prison. 

Why?  Simply  because  of  the 
lod  law! 

E.  J.  B. 


Express  Companies  to  be 
Investigated. 

terstate  Commerce  Commission  Will 
Make  Them  Show  that  Their  Rates 
Are  Fair.  Twenty-seven  Large 
Companies  Involved.  Fourteen  Com¬ 
panies  Reduce  Rates  Just  as  Inves¬ 
tigation  is  Announced. 

iecial  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

Washington,  D.  C., 

July  5,  1911. 

After  months  of  secret  inquiry 
le  Interstate  Commission  during 
le  week  formally  notified  the  ex- 
ress  companies  that  their  rates, 
ractices  and  revenues  are  to  be 
lade  the  subject  of  a  general  in- 
estigation  under  the  terms  of  the 
:t  to  regulate  commerce.  All  of 
le  large  express  companies, 
venty-seven  in  all,  are  involved. 
When  the  public  hearings  are 
eld  the  express  companies  will 
e  at  liberty  to  introduce  testi- 
lony  to  show  the  value  of  the 
hysical  property  employed  in 
leir  business,  the  returns  from 
le  rates  they  charge  and  such 
ther  facts  as  the  commission  may 
esire. 

At  the  last  minute  of  the  day 
efore  the  above  announcement 
'as  made  fourteen  of  the  express 
ompanies  filed  tariffs  in  which 
ley  made  a  15  per  cent,  reduction 
n  10  or  15  per  cent,  of  the  busi- 
ess  they  do.  It  is  believed  the 
xpress  companies’  managers 
;arned  that  the  formal  order  of 
ivestigation  would  be  issued  and 


put  in  the  reduced  tariffs  for  the 
purpose  of  laying  a  foundation  on 
which  to  base  a  contention  that 
ever  since  express  companies 
were  brought  under  the  jurisdic¬ 
tion  of  the  commission  they  have 
been  laboring  to  bring  their  tar¬ 
iffs  into  harmony  with  the  line  of 
decisions  made  by  the  commis¬ 
sion  with  regard  to  freight  rates. 

The  concession  made  by  the 
companies  amounts  to  an  applica¬ 
tion  of  the  principle  that  a  joint 
through  rate  should  be  something 
less  than  the  sum  of  the  locals. 
The  new  rates  will  go  into  effect 
on  August  1  st.  On  that  day  if  a 
parcels  moves  over  the  lines  of 
two  express  companies  the  total 
charge  will  be  15  per  cent,  less 
than  it  would  have  been  before. 

From  85  to  90  per  cent,  of  ex¬ 
press  shipments  are  by  a  single 
line,  so  the  reduced  rates  will  ap¬ 
ply  to  only  a  comparatively  small 
volume  of  business. 

Hearings  probably  will  not  be¬ 
gin  until  October  or  November, 
because  the  commission  is  crowd¬ 
ed  with  other  work. 

Holt. 


Pennsylvania  News  Items. 

Some  interesting  questions 
arose  during  the  week  in  an  ar¬ 
gument  on  arrest  of  judgment  in 
a  prosecution  against  a  nut  dealer 
in  Altoona.  Tile  indictment  was 
drawn  under  that  clause  of  the 
food  act  which  declares  an  article 
of  food  to  be  adulterated  “if  it 

consists  of  - ,  a  diseased, 

contaminated,  filthy  or  unwhole¬ 
some  animal  or  vegetable  sub¬ 
stance.”  Counsel  of  the  defense 
argued  that  the  law  was  evidently 
intended  to  apply  solely  to  manu¬ 
factured  or  unmanufactured  food 
products,  and  not  at  all  to  such 
as  are  sold  in  the  state  of  nature. 
The  Commonwealth,  on  the  other 
hand,  denied  the  correctness  of 
this  interpretation  until  the  Su¬ 
preme  Court  decision  of  this  State 
calls  for  such  interpretation  of 
this  beneficial  act  as  shall  effec¬ 
tually  carry'  out  its  purposes,  and 
a^ked  the  court  to  rule  that  in 
such  cases  where  articles  are  con¬ 
cerned,  such  as  nuts,  apples  and 
potatoes,  for  example,  which  ap¬ 
pear  as  separate  units  in  the  lots 
sold,  the  word  “units”  applies  to 
the  several  units.  Owing  to  the 
importance  of  the  questions 
raised,  the  case  is  likely  to  be  ap¬ 
pealed  for  a  ruling  by  the  higher 
courts. 


Progressive  Grocers 

PUSH 

MAPLEINE 

(A  Flavoring) 

Good  Profit,  Strong  Demand 
Extensively  Advertised 
ITS  USES 

Mapleine  makes  better 
Syrup  than  real  maple  at 
half  the  cost,  and  is  de¬ 
licious  for  flavoring  pas¬ 
tries,  ice  cream  and  con¬ 
fections. 

Order  from  your  jobber  to-day,  or 

Smith,  Marquis  Co.,  Ltd. 
105  S.  Front  St. 

Creaoent  Mfg.  Co. 

SEATTLE,  WASH. 


PACKERS  OF* 

“THE  400” 

COFFEE 
(iithens.Rexsamer  &  Co. 

PHILADELPHIA,  PA. 

IMPORTERS  ROASTERS 


John  Scott  &  Co. 

INCORPORATED 

PHILADELPHIA 

WHOLESALE  GROCERS 

and  Direct  Importers  at 

Ceylon  and  Assam  Teas 

These  Teas  are  becoming 
more  popular  every  day. 

f*Our  prices  are  always  correct" 


TELL  YOU*  CUSTOMER*  TEAT 

RAE’S 

Lucca  Olive  Oil 

la  the  product  of  perfectly  aound,  ripe, 
freahly  picked,  freshly  crushed  and 
pressed  olives,  grown  1st  Tuscany,  Italy, 
the  one  place  In  the  world  where  the 
olive  reaches  perfection.  You  will  not 
only  please  them  but  ysu  will  build  up 
a  splendid  trade  on  Lucca  Oil  at  a  good 
profit.  Prices  in  Prices  Current. 

H.  Kellogg  &  Sons 

Philadelphia 
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ADVERTISING 

"i ii~  ~ii  t rriMt  r  •*-  —  i  i—  »  w'  »■>■■■■  ■  ■  »  — P 


Milton,  Pa.,  June  26,  1911. 
Editor  “Science  of  Advertising.” 

Dear  Sir : — Inclosed  find  a  circu¬ 
lar  which  we  used  recently  and 
which  brought  us  very  good  results. 
Our  town  has  a  population  of  7,000 
and  we  pass  from  door  to  door  a 
price  list  of  specials  every  month  or 
so.  We  find  they  bring  us  many 
strange  faces  with  orders  that  we 
otherwise  would  not  get. 

Will  be  pleased  to  have  you  pass 
views  and  criticisms  on  same  in 
your  ;olumns.  Any  suggestions  will 
be  gratefully  received,  especially  on 
the  grocery  items.  Yours  truly, 

S  Schreyer  Store  Co. 

The  circular  inclosed  was  of 
rather  a  clumsy  size — 8  x  16 
inches.  I  regret  that  I  cannot  re¬ 
produce  it  photographically,  as  I 
had  arranged  to  do;  the  original 
has  become  mislaid  and  cannot  be 
found. 

*  *  * 

I  believe  that  if  I  were  in  the 
retail  business  I  would  never 
issue  a  circular  this  shape.  It  is 


certainly  awkward  and  hard  to 
handle.  I  would  rather  print  it  on 
a  squarer  sheet,  which  could  eas¬ 
ily  be  done  by  setting  the  matter 
in  three  columns  instead  of  in 
two.  I  suppose  the  printer  has 
done  as  well  here  as  his  resources 
would  allow,  and  in  the  main  he 
has  done  very  well.  This  is  a 
good,  clean-cut  circular,  much 
better  than  often  comes  out  of  the 
average  country  office.  The  type 
in  which  the  word  “Schreyer’s”  is 
set,  however,  is  as  old  as  the  hills, 
and  if  I  were  Mr.  Schreyer  I 
should  ask  the  printer  not  to  have 
it  put  into  any  more  of  my  adver¬ 
tisements.  The  balance  of  the 
type  he  has  used  is  fairly  new  and 
looks  well.  I  notice  some  typo¬ 
graphical  errors,  however.  So 
much  for  the  typographical  ap¬ 
pearance. 


This  is  good  advertising.  I 
consider  it  well  written  and  well 
gotten  up.  It  is  so  much  stronger 
than  it  would  have  been  if  it  had 
been  like  a  great  deal  of  the  ad¬ 
vertising  that  comes  in  to  this  de¬ 
partment — simply  the  name  of  the 
goods  and  the  price.  There  is 
just  enough  said  here  to  feather 
the  arrow,  so  to  speak.  Can  any¬ 
body  doubt  that  “Canned  Toma¬ 
toes.  Large  Cans  Full  of  Big, 
Whole  Tomatoes,  3  cans  25c.” 
is  stronger  than  “Canned  Toma¬ 
toes,  3  can's  25c.”?  And  yet  I 
have  said  this  in  this  department 
so  many  times  that  I  am  almost 
ashamed  to  say  it  again  for  fear 
the  readers  hereof  will  get  the 
idea  that  I  am  a  creature  of  one 
idea.  The  point  is  that  very 
rarely  indeed  are  name  of  goods 


and  price  alone  sufficient  to  get 
results  for  an  advertisement. 

*  *  * 

One  other  thing  occurs  to  me 
about  this  advertisement,  and  that 
is  a  matter  of  policy — does  it  pay 
to  reduce  prices  on  so  many  goods 
at  one  time?  Personally  I  ques¬ 
tion  it  very  much.  If  I  were  con¬ 
ducting  a  special  sale  like  this  I 
would  much  prefer  using  fewer 
articles.  Of  course,  this  is  a 
three-day  sale,  but  I  have  known 
a  plan  of  taking  probably  this 
many  articles  and  reducing  a  third 
for  Friday,  another  third  for 
Saturday  and  the  balance  for 
Monday,  to  work  out  well.  Not 
so  well,  however,  in  strictly  farm¬ 
ing  communities  where  a  cus¬ 
tomer  might  be  able  to  get  to 
town  one  day  but  not  another. 

*  *  * 

Please  let  me  have  more  mat¬ 
ter. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


Selling  Talks  With  Clerks 


BT  ▲  MAN  WHO  HAS  BEEN  ONE 


Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Stores,  Trenton,  N.  J. 


As  To  Vacation. — To  “get  a  good 
rest”  i,s  the  desire  of  the  sober- 
minded.  To  “break  out”  is  the 
plan  of  the  fellow  of  joyous  spirit 
and  superabundant  energy. 

The  profitable  time  is  between 
the  two.  Great  is  the  New  York 
Art  Museum.  Great  is  the  origin¬ 
al  as  viewed  from  the  hilltops  and 
the  valleys. 

I  believe  the  best  vacation 
should  be  seeing  big  things,  in¬ 
cluding  the  inspection  of  a  trans- 
Atlantic  liner.  Life  with  us  gen¬ 
erally  is  just  one  sale  after  an¬ 
other. 

The  typical  "eye  opener”  isn’t 
what  you  want.  Mind  openers 


count.  Living  in  our  little  town, 
while  wholesome  enough,  limits 
our  vision.  Get  over  to  the  big 
city  for  a  day  or  two  and  see  what 
men  have  done  and  what  men  are 
doing.  You  can  work  in  your  lit¬ 
tle  fishing  trip  and  your  dip  or 
two  in  the  ocean  just  the  same. 
Come  back  with  gratitude  that 
you  work  for  a  man  who  takes 
pleasure  in  your  pleasure.  He 
does  it  because  you  take  pleasure 
in  his  success. 

*  *  >1= 

“I  Want  Something  For  Supper.” — 

We'll  assume  your  store  hasn’t 
a  delicatessen  department  (were 
this  paragraph  addressed  to  em¬ 


ployers  the  importance  of  such  a 
department  would  be  outlined) 
and  the  customer  “can’t  think  of 
anything.”  Why  should  she  do 
the  thinking?  Go  over  your 
shelves  and  make  out  your  canned 
goods  list  and  paste  that  list  back 
of  your  order  book.  Know  that 
soused  mackerel  is  spiced  and 
vinegared  and  that  a  15-cent  can 
is  as  much  as  any  two  ordinary 
people  care  to  eat.  Know  that 
Scotch  kippered  herring  makes 
one  of  the  spiciest  of  supper 
dishes  and  that  the  sauce  itself  is 
most  appetizing  and  should  al¬ 
ways  be  served.  You  have  clam 
chowder,  baked  beanS?  crab  meat, 
whole  tongue  and  twenty  other 
things  that  should  be  suggested. 

You  are  the  thinkers,  gentle¬ 
men — you  are  the  party  of  the 
first  part  and  you  must  land  that 
supper  dish. 

*  *  * 

Preserving  Orders. — Nice  thing  to 
find  out  what  your  trade  is  going 
to  preserve.  Nicer  still  to  follow 
it  up  and  ’phone  them  that  the 
J  “currants  are  here”  or  any  other 


thing  is  “here”  that  she  wanted. 

Don’t  you  see  that  this  is  good 
business?  Don’t  you  know  that 
a  woman  will  tell  how  “thought¬ 
ful  that  young  man  is”  and  that  if 
it  “hadn’t  been  for  him  she’d  have 
missed  her  peaches.”  That’s  the 
sort  of  service  that  makes  a  fellow 
feel  as  though  he  counted  for 
something  and  in  reality  makes 
his  store  count  for  something. 

*  *  * 

Pushing  Specials. — “Kindly  try 
this  catsup”  and,  while  you  say 
so,  pour  a  little  on  a  clean  tea¬ 
spoon. 

“This  is  a  sample  of  the  Sharp 
cheese  advertised  at  20  cents  a 
pound,”"  and  hand  over  your  plate 
of  saltines  with  a  little  cheese  on 
the  top  of  each  one. 

“It’s  pretty  hot  to-day  and  we’re 
serving  iced  tea  to  advertise  oui 
50-cent  blend.  Do  you  use  sugai 
in  yours?” 

“Would  you  mind  trying  a  pea¬ 
nut  butter  sandwich.  This  is  oui 
new  Virginia  brand.”  Fifteer 
j  cents  a  pound. 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


IS 


“That’s  the  kind  of  cake  our 
tvn  baking  powder  produces, 
lease  notice  how  light  it  is  and 
le  sweet,  wholesome  taste  it 


as. 


*  *  * 


Digging  and  Sticking.— The  dig 

sr  gets  there.  Not  the  slow. 
Liny,  disconsolate,  disgruntled 
ig-gfer,  but  the  fellow  that  buckles 
i  with  a  heart  and  a  half,  with 
ood  cheer  and  good  will,  with 
>rce  and  determination  that  says 
sink  or  swim,  I’ll  dig.” 

To  stick  to  it — that’s  the  rub 
hat’s  what  brings  your  will  into 
lay  and  tells  the  world  what  kind 
f  stuff  you’re  made  of. 

“No  future  here?”  Certainly 
ot,  so  long  as  you  think  that 
ray.  What  do  you  suppose  the 
iggers  dig  for?  What  do  you 
nagine  the  stickers  stick  for? 
'hese  fellows  don’t  do  it  for  the 
ake  of  their  love  for  the  boss 
le  may  be  a  good  man,  but  his 
igger  isn’t  purely  angelic. 


nother  Food  Product  Stock) 
Scheme  Offered  to  Public. 


ew  England  Cereal  Co*  a  Connecticut 
Breakfast  Food  Enterprise  with 
$2,500,000  Capital,  Offers  Stock  at 
$8  Per  Share  and  Expects  to  Pay 
Fifty  Per  Cent.  Trading  on  Other 
Companies’  Profits. 


The  stock  of  another  food  prod- 
ct  enterprise  is  being  offered  to 
le  public — that  of  the  New  Eng- 
ind  Cereal  Co.„  which  makes 
reakfast  food  at  South  Norwalk, 
!onn.  The  concern  is  capitalized 
t  $2,500,000,  all  common  stock. 
,tock  is  at  par,  at  $10,  but  is  being 
ffered  now  at  $8. 

The  officers  of  the  New  Eng 
ind  Cereal  Co.  are  as  follows 
homas  C.  Stearns,  president, 
Vestport,  Conn.  President  Heat 
ng  and  Plumbing  Co.,  Norwalk, 
?onn. ;  president  Board  of  Educa- 
ion,  Westport,  Conn.;  ex-pro- 
essor  Yale  Uuniversi.ty.  Robert 
N.  Post,  vice-president,  West 
>ort,  Conn.;  president  Westport 
3aper  Co.,  Westport,  Conn.  F. 
[.  Banks,  secretary  and  treasurer, 
:apitalist,  Bridgeport,  Conn. 
Tomer  Lee,  director,  New  York 
City ;  president  Homer  Lee  Bank- 
lote  Co.  C.  von  Egloffstein,  di¬ 
rector,  Cincinnati,  Ohio ;  chemist 
:o  the  American  Diamalt  Co. 
(controlled  by  the  Fleischmann 
Yeast  Co.).  James  M.  Satterfield, 
Erector,  Dover,  Del. 

As  a  matter  of  interest,  this 
journal  has  obtained  a  copy  of  the 


concern’s  prospectus.  It  appears 
that  it  makes  a  breakfast  food 
called  “Trix,”  which  is  not  known  I 
outside  of  New  England.  The 
prospectus  is  absolutely  silent  as 
to  the  character  and  quaity  of  [ 
“Trix,”  spending  the  most  of  its 
space  in  reciting  the  profits  of  sev¬ 
eral  other  large  cereal  companies. 
The  New  England  Cereal  Co.  de-| 
dares  that  it  expects  to  easily 
make  50  per  cent,  profit  for  its 
own  investors,  and  it  figures  this 
out  in  the  following  unique  way: 

50  PER  CENT.  DIVIDENDS  A  CONSERVA¬ 
TIVE  ESTIMATE. 

We  have  based  our  business  and 
our  estimates  of  dividends  on 
known  facts.  We  have  ascertained 
with  great  accuracy  the  cost  of 
production,  the  cost  of  selling  and 
the  ratio  of  consumption.  We  now 
know  what  our  profits  are,  and  what 
they  will  be.  The  initial  business 
we  get  from  100  families,  on  the 
average  nets  us  a  profit  of  at  least 
$100.  If  we  reach  only  one-quarter 
of  the  families  of  the  United  States, 
our  annual  profits  would  be  $5,000,- 
000,  or  over  200  per  cent. 

Reducing  this  estimate  again  to 
one-quarter,  which  surely  is  very 
conservative,  we  should  be  able  to 
pay  dividends  of  at  least  50  per 
cent,  on  the  business  of  this  country 
alone. 

This  is  not  counting  foreign 
business,  nor  the  fact  that  the  con¬ 
sumption  of  cereals  in  this  country 
is  not  more  than  one-fifth  of  its 
possibilities. 

These  facts  give  every  assurance 
of  increasingly  large  dividends. 

Even  50  per  cent,  dividends  mean 
an  increase  of  tenfold  in  the  mar¬ 
ket  value  of  the  stock,  or  profits 
of  1,000  per  cent.,  to  the  investor 
at  par. 

This  is  positively  the  only  ref¬ 
erence  in  the  entire  prospectus  to 
the  enterprise  in  which  stock  is 
being  offered.  The  balance  is 
givQrfi  over  to  general  puffery 
about  what  stockholders  may  get 
for  their  stock  if  large  dividends 
are  paid,  and  if  as  the  result  of 
those  large  dividends  the  stock 
increases  in  value. 


them  off,  and  that  is  to  take  the 
business  away  from  them. 

One  thing  is  sure,  as  long  as  our 
merchants  do  credit  business  they 
will  have  bad  accounts,  and  as  long 
as  they  have  bad  accounts  they  will 
get  some  one  to  collect  them.  If 
we  don’t  want  our  members  to  place 
these  accounts  with  collection  agen¬ 
cies,  we  must  collect  them  ourselves. 
We  can  collect  them  if  we  try.  We 
can  beat  all  the  collection  agencies 
combined.  I  may  see  the  thing 
wrong,  but  in  my  opinion,  the  sec¬ 
retary  who  refuses  to  take  these 
accounts  and  lets  agencies  have 
them,  is  making  a  big  mistake. 

Of  course,  you  can’t  collect  all 
of  them,  but  if  you  get  your  mem¬ 
bers  lined  up  you  can  collect  a  much 
larger  per  cent,  of  them  than  the 
best  agency.  In  the  first  four 
months  at  Mart,  the  association  has 
collected  for  five  members  an  ag¬ 
gregate  sum  of  $i,59S-  The  asso¬ 
ciation  at  Hubbard  was  equally  suc¬ 
cessful.  I  understand  that  Temple 
and  Gainsville  have  been  very  suc¬ 
cessful  at  collecting.  It  is  easy. 
The  whole  secret  lies  in  having  your 
members  well  lined  up.  Get  them 
to  the  point  where  they  will  call  for 
reports  before  extending  credit  and 
then  collection  will  come  easy. 

Very  truly, 

J.  E.  Surratt, 

Secretary  Retail  Merchants’  Sec¬ 
retaries’  Association  of  Texas. 


I  to  the  scale  at  once,  and  can  sell 
it  before  he  has  paid  for  it.  In 
Pennsylvania,  however,  it  has  al¬ 
ways  been  considered  a  lease,  and 
the  buyer  takes  no  title  to  it  until 
he  has  paid  all  his  rentals  and  a 
1  dollar  beside. 

This  was  the  attitude  which 
|  the  court  took  in  the  Kuhns  case. 
Kuhns  paid  part  of  his  rentals  and 
then  sold  his  business  to  Gal¬ 
braith  &  Kirk,  who  naturally 
claimed  the  scale  with  other  fix¬ 
tures  and  refused  to  pay  any  more 
on  it,  claiming  that  the  scale 
j  company  should  look  to  Kuhns 
for  the  balance  of  the  price.  1  he 
court  said  this  attitude  was 
I  wrong — Kuhns,  never  having 
owned  the  scale,  could  not  sell  it, 
and  it  still  belonged  to  the  scale 
|  company,  who  could  take  it  away 
from  Galbraith  &  Kirk.  This 
j  they  did.  The  latter  will  presum¬ 
ably  go  after  Kuhns. 


ASSOCIATION  NEWS 

Texas. 

J.  F.  Surratt,  secretary  of  the 
Retail  Merchants’  Secretaries’  As¬ 
sociation  of  Texas,  in  a  recent  let¬ 
ter  to  the  members  of  that  asso¬ 
ciation,  gives  the  following  advice 
on  “How  to  keep  out  collection 
agencies” : — 

To. the  Members  of  the  Retail  Mer¬ 
chants’  Secretaries’  Association  of 
Texas. 

Dear  Friends: — At  Wichita  Falls 
convention,  attention  was  called  to 
graft  worked  on  merchants  of 
Texas  by  the  so-called  “Collection 
Agencies.”  A  number  of  merchants 
told  of  being  caught  by  these  graf¬ 
ters.  There  is  no  doubt  that  this 
is  one  of  the  greatest  of  grafts  in 
existence,  and  that  they  bleed  our 
merchants  for  thousands  of  dollars 
annually.  I  see  but  one  way  to  head 


No  Man  Buying  Fixtures  on 
Installment  Contract  Can  Sell 
Them  Before  Making 
Full  Payment. 

So  Pennsylvania  Court  Decides  in  Case 
Involving  Merchant  Who  Sold  His 
Business  and  a  Scale  With  it  Before 
Completing  All  Payments.  Court 
Said  He  Had  Never  Had  Title  to  the 
Scale  and  Therefore  Couldn’t  Sell  It. 

An  interesting  case  which  hin 
ges  on  the  legal  status  of  a  com¬ 
mon  method  of  buying  computing 
scales  and  fixtures  has  just  been 
decided  in  Pennsylvania,  by  the 
courts  of  Westmoreland  County 
The  case  involved  the  right  of  a 
storekeeper  who  had  bought  a 
computing  scale  on  an  installment 
contract  to  sell  it  before  he  had 
made  all  the  payments. 

The  plaintiff  in  the  case  was 
the  Moneyweight  Scale  Co.,  of 
Dayton,  Ohio,  and  the  defendants 
were  Galbraith  &  Kirk,  who  had 
bought  the  business  of  one  Harry 
F.  Kuhns.  Kuhns  had  originally 
bought  the  scale  from  the  Money- 
weight  Co.,  signing  a  paper  which 
was  really  a  rental  of  the  scale  in¬ 
stead  of  a  purchase  of  it.  The 
paper  used  in  this  case  has  re¬ 
peatedly  been  pronounced  a  valid 
lease  by  the  Pennsylvania  courts. 
It  provides  for  regular  rentals,  and 
that  after  a  certain  amount  of  ren¬ 
tal  has  been  paid,  the  storekeeper 
can  have  the  scale  by  paying  one 
dollar  more.  In  some  States  this 
contract  is  considered  a  condi¬ 
tional  sale,  and  the  buyer  has  title 


CORRESPONDENCE. 

To  Sell  Baled  Waste  Paper. 

Bloomsburg,  Pa.,  June  30,  1911. 
To  the  Editor. 

Dear  Sir: — Will  you  kindly 
give  us  the  names  of  paper  mills 
who  buy  mixed  papers,  such  as 
would  be  accumulated  in  a  de¬ 
partment  store. 

Thanking  you  in  advance  for 
the  courtesy  of  a  reply,  we  re¬ 
main,  Yours  truly, 

The  Leader  Store  Co.,  Ltd. 

We  suggest  corresponding  with 
the  Little  Giant  Hay  Press  Co., 
Alma,  Mich.  They  have  a  list  of 
firms  in  all  sections  of  the  coun¬ 
try  who  buy  baled  waste  paper. 
*  *  * 

What  an  Alaskan  Grocer  Reads. 

Nome,  Alaska,  May  3,  1911. 
To  the  Editor. 

Dear  Sir: — “Success”  magazine 
is  the  only  monthly  magazine  I 
read.  Respectfully, 

W.  E.  Condell. 

Several  weeks  ago  this  journal 
asked  a  number  of  its  subscribers 
how  many  and  which  magazines 
they  read,  in  order  to  gauge  what 
percentage  were  taking  advantage 
of  the  chances  which  magazines 
afforded  to  keep  abreast  of  the 
times.  A  large  number  replied, 
and  their  answers  were  published 
at  the  time.  The  belated  answer 
is  from  Nome,  Alaska. 


The  first  New  Jersey  cucum¬ 
bers  are  in  market  and  average  $2 
per  basket.  They  are  wanted  to 
some  extent,  as  Southern  cues  are 
about  done. 
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THE  GROCERY  MARKETS 


Tea. 

The  tea  market  has  been  very 
dull  during  the  week,  clue  to  the 
holiday  and  the  heat.  'I  here 
would  be  a  demand  for  green  tea, 
if  it  was  to  be  had,  but  the  supply 
is  limited.  Prices  show  no  change 
for  the  week,  though  everything 
is  steadily  maintained. 

Coffee. 

The  holiday  and  the  heat  have 
not  prevented  the  coffee  market 
from  continuing  in  its  upward 
move.  All  grades  of  Rio  and  San¬ 
tos  are  firmer  and  show  a  shade 
advance  for  the  week,  and  the 
situation  is  extremely  strong. 
The  demand  is  fair  under  existing 
conditions.  Mild  coffees  are 
scarce  and  strong.  The  coffee 
market,  in  spite  of  its  several  re¬ 
cent  advances,  is  still  about  Rg 
cent  lower  than  the  highest  point 
reached  during  the  flurry  of  sev¬ 
eral  months  ago.  Java  and  Mocha 
are  unchanged  and  quiet. . 

Sugar. 

The  sugar  market  advanced  io 
points  on  Thursday,  as  expected. 
Raws  are  strong  and  higher,  and 
the  refiners  are  in  the  market  for 
supplies.  The  demand  for  refined 
sugar  is  very  fair,  and  altogether 
the  outlook  is  strong. 

Syrup  and  Molasses. 

The  corn  market  is  consider¬ 
ably  excited,  owing  to  the  drought 
in  the  corn-producing  sections  of 
the  West,  and  in  consequence 
glucose  has  advanced  22J/2  points 
since  the  last  report.  Compound 
syrup  went  up  1  cent,  both 
tinned  and  bulk.  The  demand  is 
exceedingly  light.  Sugar  syrup  is 
unchanged  and  dull.  Molasses 
dull  at  ruling  prices. 

Fish. 

There  has  been  no  change  in 
the  fish  market  during  the  week. 
New  shore  mackerel  are  about 
where  they  were  a  week  ago, 
\Chich  is  high,  though  somewhat 
below  the  opening  price.  Other 
grades  of  mackerel  are  unchanged 
and  the  demand  is  light.  Cod, 
hake  and  haddock  are  unchanged 
and  dull.  Domestic  sardines  are 
strong,  both  spo.t  and  futures,  and 
concessions  can  hardly  be  ob¬ 
tained  on  anything.  The  catch  in 
New  England  is  still  light.  Im¬ 
ported  sardines  are  in  somewhat 


better  demand,  though  prices  are 
unchanged.  Domestic  salmon  is 
scarce,  high  and  in  only  very 
moderate  demand. 

Canned  Goods. 

Tomatoes  are  strong  but  not 
especially  active.  Spot  goods  are 
quoted  by  almost  everybody  at  90 
cents  delivered,  but  there  are  a 
very  few  packers  who  will  sell  2R2 
cents  below  that.  This  is  a  con¬ 
dition  common  to  the  tomato 
market.  The  spot  supply  of  to¬ 
matoes  is  undoubtedly  light.  Fu¬ 
tures  are  unchanged,  but  strong. 
The  demand,  however,  is  not  ac¬ 
tive.  In  some  packing  sections  of 
the  South  the  drought  has  been 
very  severe,  and  packers  are  talk¬ 
ing  half  a  pack.  Other  sections 
are  in  good  shape,  however,  and 
the  deficiency  in  one  may  be  made 
up  in  another.  Corn,  both  spot 
and  future,  is  unchanged  and  not 
active.  The  hot,  dry  weather  has 
helped  corn,  and  the  outlook  is 
good.  Peas  are  scarce  and  high, 
no  change  having  occurred  dur¬ 
ing  the  week.  Apples  are  stead¬ 
ily  maintained  as  to  price  and  not 
very  plenty.  Eastern  peaches 
are  scarce  on  spot,  and  nobody 
has  named  prices  on  futures  as 
yet.  There  seems  little  or  no  au¬ 
thentic  information  about  the 
coming  crop.  California  canned 
goods  on  spot  are  in  fair  demand 
at  unchanged  prices.  No  future 
prices  have  been  named  as  yet, 
except  in  a  desultory  way.  The 
only  price  the  California  Fruit 
Canners’  Association  has  named 
has  been  on  cherries,  which  are 
$1.90  for  extra  standards,  as 
against  $1.60  last  year.  This 
shows  what  may  be  expected  in 
California  fruit  this  year.  Small 
standard  canned  goods  are  un¬ 
changed  and  fairly  active.  The 
only  change  has  been  in  spinach, 
which  has  advanced  to  $1.15  cents. 

Dried  Fruits. 

Spot  prunes,  are  about  out  of 
consideration.  Futures  are  tend- 
ing  higher,  and  the  outlook  is 
strong.  The  trade  are  not  much 
interested  in  buying.  Spot 
peaches  are  getting  cleaned  up, 
and  conditions  are  about  un¬ 
changed.  Future  peaches  are 
still  high,  and  the  opinions  from 
the  packing  districts  radically 


differ  as  to  what  prices  are  likely 
to  do.  Some  predict  advance, 
others  decline.  Spot  apricots  are 
very  scarce,  and  futures  remain 
high  and  dull.  Raisins  for  future 
delivery  remain  comparatively 
high,  and  with  no  takers.  Spot 
raisins  are  exceedingly  dull.  Cur¬ 
rants  are  moving  in  a  seasonable 
way  at  unchanged  prices. 

Beans  and  Peas. 

Domestic  pea  beans  are  dull, 
but  strong.  On  spot  the  quota¬ 
tion  is  $2.25  in  a  large  way,  but 
to  come  forward  it  is  $2.35.  Mar¬ 
rows  are  about  unchanged;  de¬ 
mand  fair.  California  limas  are 
unchanged  and  quiet.  Green  and 
Scotch  pgas  are  dull  at  ruling 
prices. 

Butter. 

The  butter  market  is  very  ac¬ 
tive  as  to  all  grades.  The  receipts 
of  fresh  butter,  owing  to  the  heat, 
are  less  than  normal  for  the  sea¬ 
son,  and  the  percentage  of  fine 
butter  is  very  light.  The  heat  has 
been  extreme  in  all  producing  sec¬ 
tions.  A  very  good  consumptive 
demand  is  reported,  and  the  re¬ 
ceipts  are  about  cleaned  up  each 
day.  The  market  will  probably 
continue  firm,  with  probable  fur¬ 
ther  advance  if  the  heat  continues 

Eggs. 

The  market  on  strictly  fancy 
eggs  is  very  firm,  owing  to  scarc¬ 
ity  due  to  the  heat.  The  largest 
percentage  of  the  receipts  is 
showing  the  effects  of  the  heat, 
and  these  eggs  are  selling  at  rela¬ 
tively  lower  prices,  according  to 
quality.  If  the  heat  continues  the 
receipts  will  become  even  lighter, 
and  the  percentage  of  fancy  eggs 
smaller.  This,  if  it  occurs,  will 
cause  further  advances.  The  con¬ 
sumptive  demand  for  eggs  is 
good. 

Cheese. 

The  receipts  of  cheese  are  be¬ 
low  normal  for  the  season,  and  all 
the  cheese  coming  forward  meets 
with  ready  sale  at  >4  to  R>  cent 
above  a  week  ago.  The  consump¬ 
tive  demand  for  cheese  is  very 
good  and  higher  prices  would 
seem  to  be  likely  in  the  near  fu¬ 
ture,  as  the  heat  is  affecting  mar¬ 
ket  conditions  very  seriously. 
Even  if  the  hot  spell  should  cease 
at  once,  the  receipts  for  some  time 


after  that  would  show  the  effects 
of  the  high  temperature. 

Provisions. 

The  recent  heat  has  stimulated 
the  demand  for  all  smoked  meats, 
and  as  a  result  the  market  on  all 
cuts  has  advanced  R4  to  Rz  cent 
per  pound.  Pure  lard  is  R4  to  )/* 
cent  higher,  while  compound  is 
firm  and  unchanged.  Barrel  pork 
is  steady  and  unchanged.  Dried 
beef  is  (firm  at  J4  cent  advance. 
Canned  meats  are  steady  and  un¬ 
changed. 


INDIVIDUAL  MARKET  REPORTS. 

Standard  Canned  Goods. 

Dry  and  very  hot  weather  pre¬ 
vailed  again  last  week  throughout 
this  section,  with  a  few  showers 
of  rain  in  those  parts  that  need  it 
the  least,  and  in  consequence  the 
growers  and  canners  of  tomatoes 
are  not  in  a  happy  frame  of  mind 
over  the  crop  prospects  and  con¬ 
ditions  surrounding  that  very  im¬ 
portant  product.  The  packers  are 
less  inclined  to  accept  further 
large  orders  for  the  canned  arti¬ 
cle,  at  the  advanced  prices,  than 
they  were  last  week.  They  hand 
out  a  dozen  and  one  plausible  ar¬ 
guments  why  tomatoes  are  going 
higher  and  stay  up  during  the 
season  of  1911-12,  any  one  of 
which  would  be  sufficient  iff  it 
comes  true.  Meantime  the  large 
buying  of  "futures’’  is  on  a  scale 
seldom  witnessed  in  the  month  of 
Tune,  and  the  outlook  is  for  con¬ 
tinued  activity  in  them  during 
July.  For  the  spot  goods  the  de¬ 
mand  continues  very  steady,  and 
many  a  carload  has  gone  into  line 
for  prompt  consumption  during 
the  month  of  June.  A  wider  dis-  ; 
tribution  of  them  at  this  time  in 
the  season  from  Baltimore  and 
vicinity  is  not  often  seen.  There 
are  about  six  weeks  left  in  which 
to  market  the  remainder  of  the 
spot  tomatoes,  and  the  carry-over, 
it  is  agreed,  will  be  the  smallest 
in  many  years.  The  holders  seem 
entirelv  content  with  their  posi¬ 
tion.  Unless  a  remarkable  change 
for  the  better  crop-wise  occurs 
during  July,  we  may  have  lo.tac^ 
a  still  stronger  market  in  August 
and  September,  a  thing  least  dej- 
sired  of  all  by  the  packers,  simply-’ 
because  they  have  no  stocks  on' 
hand  to  profit  by  it.  Protect  your 
requirements  in  tomatoes,  spots 
and  futures,  to  some  extent  at 
least. 

A  large  number  of  the  canners 
will  go  into  the  canning  season, 
when  it  opens  up  in  August,  with¬ 
out  having  made  any  contracts 
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[lead  with  the  growers,  intending 
i  depend  upon  the  open  markets 
ir  their  supplies  from  day  to  day, 
nd  that  is  the  peg  on  which  much 
f  the  uncertainty  hangs.  A  few 
easons  ago  a  number  of  canners 
•ho  had  made  contracts  with  the 
rowers  at  fair  prices  for  their 
eason's  supplies  were  compelled 
a  sue  out  injunctions  to  compel 
eliveries  and  prevent  the  horny- 
anded  son  of  toil  from  shipping 
is  raw  stock  to  the  open  mar- 
ets  where  the  prices  were  much 
igher  than  the  figure  at  which  he 
ad  sold  ahead.  If  the  same  con- 
itions  should  prevail  this  season 
he  packers  who  hold  such  con- 
racts  may  have  the  same  unpleas- 
nt  experience.  The  situation  has 
ts  uncertainties  in  more  direc- 
ions  than  one.  At  present  the 
endency  is  toward  higher  prices. 

The  Baltimore  canners  are 
triving  to  make  an  average  pack 
>f  string  beans  in  anticipation  of 
l  strong  market  later  on,  and  this 
nay  prove  to  be  a  good  time  for 
naking  your  purchase  of  them, 
specially  in  view  of  the  strong 
narket  for  peas,  corn  and  toma- 
oes.  The  demand  for  Baltimore 
leas  is  cleaning  up  the  best  trades 
lere  in  them.  Further  buying  of 
;pot  and  future  corn  is  noticed. 
Both  spot  and  future  sweet  pota- 
:oes  attract  more  attention,  and 
:he  demand  for  them  indicates 
ncreasing  popularity  everywhere. 
Every  line  of  vegetables  contin¬ 
ues  to  be  firm  with  but  one  or  two 
exceptions. 

Blackberries,  raspberries,  blue¬ 
berries  and  gooseberries  are  now 
being  canned  here.  The  demand 
for  them  is  excellent  and  the 
prices  are  firm  to  strong.  No 
pineapples  were  canned  here  dur¬ 
ing  this  week,  except  in  a  very 
small  way,  because  of  the  higher 
prices  for  the  fresh  fruit.  They 
will  cut  a  very  small  figure  this 
season  in  this  market  for  that  rea¬ 


son.  Spot  peaches  are  very 
strong,  and  they  are  nearly 
cleaned  up.  All  prices  on  future 
peaches  are  withdrawn  to  await 
further  developments,  though 
some  -packers  will  take  a  chance 
on  them  in  small  orders  when 
firm,  flat  offers  are  put  up  to 
them.  Spot  apples  and  pears  are 
gradually  being  closed  out.  and 
futures  are  not  selling  very  fast. 
All  canned  fruits  are  strong,  with¬ 
out  any  exceptions. 

Cove  oysters  are  unchanged 
this  week,  firm  and  quiet. 

Thos.  J.  Meehan  &  Co. 

Baltimore,  Md. 

Imported  Fish  Specialties. 

Imported  Oil  Sardines. — The 
recent  hot  weather  has  stimulated 
the  demand  and  business  has  been 
exceptionally  good.  Cables  from 
Norway  report  a  very  poor  catch 
of  sardines  so  far.  Of  course  it 
is  rather  early  in  the  season,  but 
the  prospects  are  not  very  good. 
In  Portugal  there  is  no  catch  at 
the  present  time.  In  Norway  the 
catch  is  just  only  about  begin¬ 
ning. 

The  catch  of  sprats  in  France 
has  proved  a  very  bad  failure 
very  few  sprats  were  packed  anc 
hardly  any  for  the  American 
market.  Prices  in  consequence 
have  advanced  quite  smartly  anc 
demand  is  very  good.  Naturally 
this  has  also  influenced  the  mar¬ 
ket  on  Norwegian  sardines,  the 
demand  for  which  continues  very 
good. 

Strohmeyer  &  Arpe  Co. 

New  York. 

Evaporated  Apples,  Etc. 

Prices  continue  to  hold  strong 
on  evaporated  apples,  with  a  con¬ 
tinued  demand  from  Europe  at 
full  prices.  October  and  Novem¬ 
ber  shipment  prime  is  not  obtain¬ 
able  under  to  9^  cents  f.  o.  b. 
in  50-pound  boxes,  with  the  later 


months  held  at  9*4  to.  9 'A  cents. 
Present  indications  still  point  to 
a  larger  output  than  last  season, 
jut  with  the  demand  keeping  np 
as  it  is,  higher  prices  are  expected 
to  continue.  The  raspberry  mar¬ 
ket  holds  firm  at  22^/2  to  25  cents 
f.  o.  b.  in  barrels,  with  indications 
of  higher  prices.  The  demand  is 
so  brisk  for  the  fresh  fruit  that  it 
looks  as  though  the  output  for 
dried  stock  would  be  limited. 

C.  C.  Hall. 

Rochester,  N.  Y. 


MARKET  NOTES. 

Strawberries  are  about  done, 
though  a  few  are  still  coming  for¬ 
ward  from  New  York  State.  The 
price  ranges  from  15  to  18  cents 
per  quart,  and  good  berries  are  in 
good  demand. 

California  cantaloupes  range 
from  $1.50  to-  $2  per  crate,  which 
is  low.  The  market  looks,  how¬ 
ever,  as  if  it  might  advance. 
Georgia  cantaloupes  range  from 
50  cents  to  $1  per  crate,  and  are 
about  done. 


The  Growth  of  a  Coffee  House. 

Eight  vears  ago  the  William  B.  Harris 
Co.  was  incorporated,  with  Wm.  B. 
Harris  as  president,  Chauncey  H. 
Marsh,  treasurer,  and  Frank  A.  Mead, 
secretary.  When  they  opened  their  door 
at  167  Front  street,  New  York,  they 
did  not  have  neither  a  customer  nor 
salesman.  Three  years  after  they 
started  they  were  compelled  to  double 
the  capacity  of  their  plant  and  eight 
years  after  they  were  compelled  to  move 
into  a  larger  building,  65  Front  street, 
where  they  are  now  comfortably  located. 
All  this  was  done  in  the  face  of  the 
statement  by  a  number  of  the  trade 
that  it  was  impossible  to  tell  the  grocer 
exactly  what  coffee  he  was  receiving. 
They  made  a  rule  at  the  start  of  their 
business  that  they  would  ship  only  the 
coffees  called  for  on  the  bills,  and  when 
chicory  was  used  to  plainly  state  so. 


They  established  the  phrase,  “Cup 
Quality  First  Consideration,”  and  the 
grade  of  the  shipments  they  make  has 
become  understood,  so  that  dealers  are 
willing  to  take  their  selections  without 
question.  Price  has  been  of  secondary 
consideration. 

All  the  machinery  in  their  plant  has 
been  entirely  overhauled  and  recent  im¬ 
provements  added,  so  that  they  have  the 
finest  roasting  room  in  their  section  of 
New  York.  That  this  is  realized  by 
others  is  shown  by  the  fact  that  some 
of  the  largest  importers  are  bringing 
out-of-town  buyers  in  to  inspect  th^ir 
roasting  room. 

Shortly  after  the  passage  of  the  Pure 
Food  Law,  Wm.  B.  Harris  was  ap¬ 
pointed  coffee  expert  for  the  United 
States  Department  of  Agriculture,  and 
he  still  holds  this  appointment.  In  their 
new  building  Mr.  Harris  has  fixed  up  a 
large  room  to  attend  to  his  duties  for 
the  Government. 


Helping  the  Retail  Merchant  to  Get 
Quick  Sales. 

The  alert  retail  merchant  is  prepared 
for  a  buying  demand  before  it  arrives.  He 
must  have  on  hand  whatever  in  his  line 
is  called  for  if  he  wants  quick  sales  and 
volume  of  business. 

“Good  Housekeeping  Magazine’s” 
campaign  to  retail  merchants  in  every 
line  ©f  business  drives  home  a  very  im¬ 
portant  point  when  it,  says  to  the  re¬ 
tailer  : — 

“You  watch  your  trade  journal  in 
order  to  keep  in  touch  with  the 
latest  manufacturing  productions. 
The  alert  housewife  watches  the 
trade  paper  of  her  home— Good 
Housekeeping  Magazine — in  order 
to  keep  posted  in  her  profession. 
And  if  you  read  what  she  reads  you 
will  know  beforehand  what  she  Is 
going  to  buy—  you  can  keep  in  touch 
with  the  latest  selling  productions.” 

In  a  four-page  advertisement  in  this 
issue  of  the  “Grocery  World  and  Gen¬ 
eral  Merchant,  “Good  Housekeeping 
Magazine”  shows  why  the  retail  mer¬ 
chant  must  follow  not  only  the  manu¬ 
facturers’  advertising  to  you  in  your 
trade  journal,  but  also  the  manufactur¬ 
er's  advertising  to  the  consumer  to 
create  a  demand  which  you  can  meet 
by  being  prepared  for  it. 

It  also  invites  you  to  send  for  free 
current  copies  of  “Good  Housekeeping 
Magazine,”  so  that  you  can  see  for  your¬ 
self  that  manufacturers  are  advertising 
to  the  woman  of  the  home — your  best 
customer.  This  plan  that  “Good  House¬ 
keeping  Magazine”  advances  is  bound  to 
work  to  the  retail  merchant's  business 
benefit.  It  is  worth  looking  into. 


^Scjgs.j 


How  about  your  stock  of  Syrup  ?  Look  it  over,  the  market  has  again 
advanced.  We  can  give  you  the  benefit  of  low-priced  stock. 
Order  NOW,  while  we  can  take  care  of  you. 


SYRUPS— Our  brands  are  well  established,  they  run  uniform  in  quality: 
Royal  Table  Syrup  is  bright  and  sparkling  and  delicious  flavor;  Gilt  Edge 
Table  Syrup ,  light  and  cloudy;  Extra  Amber  Syrup ,  White  Clover 
Brand ,  Quaker  City  Syrup,  Crescent  Syrup ,  King  B  Drips,  Cruiser 
Syrup,  No.  6  Syrup.  We  also  have  a  fine  line  of  Sugar  Syrups  and  New 
Orleans  Molasses. 

STRING  BEANS— The  new  pack  now  in  and  the  quality  equal  to  last  year; 
prices  are  low:  Victor  Brand,  No.  2  size,  per  doz.  60c.;  Spring  Garden 
Brand,  No.  2,  per  doz.  S1'AC- 


MACKEREL — The  present  prices  on  Mackerel  are  cheap  ;  as  a  food  for  hot 
weather  they  are  appetizing  and  wholesome.  Think  of  it,  Norway  No.  4, 
count  400,  at  I12.50  per  barrel  ;  Norway  No.  3,  count  350,  at  $15. 50  per 
barrel,  and  Norway  No.  2,  count  250,  at  $19  00  per  barrel.  These  are  Nor¬ 
way,  white  and  fat,  and  in  good  condition. 

PICKLES — Just  received,  a  lot  of  fresh  packed  Pickles,  crisp  stock,  guaran¬ 
teed  to  comply  with  the  Pennsylvania  Pure  Food  Laws,  barrels,  40 gallons, 
1  00s,  per  barrel  59- 50. 


KIRK,  FOSTER  &.  CO. 


WHOLESALE 

GROCERS 


NORTH  WATER  STREET 

PHILADELPHIA  -  PENNSYLVANIA 
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CX.— Giving  Powers  of  Attorney  and  Knowing  What  They  Mean. 


Powers  of  attorney,  or  as  they 
are  sometimes  called,  warrants  or 
letters  of  attorney,  are  given 
every  day  between  business  men, 
with  but  a  very  crude  idea  of 
what  they  mean!  or  what  they  in¬ 
volve.  A  power  of  attorney  in  its 
simplest  analysis  is  simply  the 
appointing  of  an  agent.  It  may 
be  a  general  power  of  attorney, 
authorizing  the  appointee  to  per¬ 
form  any  and  all  duties  for  the 
principal,  or  it  may  be  a  special 
power  of  attorney,  authorizing 
him  to  do  some  special  act  or  acts. 

No  special  form  is  necessary 
for  the  creation  of  a  valid  power 
of  attorney,  although  I  will  give 
two  approved  forms  below.  The 
form  must  clearly  show  what  is  in 
the  principal’s  mind,  however,  or 
it  may  be  declared  void  for  un¬ 
certainty  and  cause  all  sorts  of 
trouble.  A  good  power  of  attor¬ 
ney  must  inform  the  agent  exactly 
what  he  is  to  do,  and  it  must  in 
some  way  identify  the  agent  as 
well  as  describe  the  act.  Since 
the  legality  of  what  a  man  has 
done  under  a  power  of  attorney 
may  be  called  into  question  any 
time,  all  these  things  are  impor¬ 
tant. 

Not  long  ago  I  participated  in  a 
very  bad  mix-up  over  a  power  of 
attorney  which  a  man  had  given 
his  brother  to  sell  his  store.  The 
complication  was  that  he  owned 
two  stores,  and  while  he  and  his 
brother  understood  perfectly 
which  one  was  meant,  it  was  not 
sufficiently  stated  in  the  power  of 
attorney,  and  the  brother,  under 
his  power  of  attorney,  fraudu¬ 
lently  sold  the  wrong  store. 

Of  course  a  power  of  attorney 
should  be  in  writing  and  it  should 
also  be  under  seal ;  that  is,  the 
word  “seal”  should  be  placed  after 
the  principal’s  signature.  Some 
States  also  require  a  power  of  at¬ 
torney  to  be  acknowledged 
(sworn  to  before  a  notary)  and  re¬ 


corded.  As  to  this,  the  laws  of 
one’s  own  State  should  be  con¬ 
sulted. 

Here  is  a  good  short  form  of  a 
general  power  of  attorney.  It  can 
be  used  where  an  agent  is  to  be 
given  practically  unrestricted 
right  to  transact  all  of  one’s  busi¬ 
ness  : — 

Know  all  men  by  these  presents, 

that  I,  John  Jones,  of  — - - ,  have 

made,  constituted  and  appointed, 
and  by  these  presents  do  make,  con¬ 
stitute  and  appoint,  James  Smith, 
of - ,  my  true  and  lawful  attor¬ 

ney,  for  me  and  in  my  name  and 
on  my  behalf  to  ask,  demand,  re¬ 
cover  and  receive  all  and  any  sum 
or  sums  of  money,  debts,  dues,  mer¬ 
chandise  or  effects  due,  payable, 
coming  or  belonging,  or  which  may 
at  any  time  be  due,  payable  and  be¬ 
longing  to  me,  from  any  person  or 
persons  whatsoever ;  to  sell  all  or 
any  part  of  such  goods,  merchan¬ 
dise  and  effects,  as  well  as  real  es¬ 
tate,  which  may  come  into  his  pos¬ 
session  or  knowledge,  on  such  credit 
for  such  prices  and  on  such  terms, 
as  he  may  deem  meet;  to  purchase 
any  goods,  merchandise,  specie  or 
other  commodities  or  real  estate,  on 
my  account  for  such  prices,  to  such 
amount  and  on  such  terms  as  he 
may  deem  meet,  and  the  same  to 
sell  again  for  my  benefit  and  on 
my  account,  for  any  prices  what¬ 
ever,  and  for  these  and  all  other 
purposes  to  execute  any  _  bills  of 
sale,  deeds,  leases,  warranties,  cove¬ 
nants,  releases,  and  for  these  and 
any  other  purposes  to  generally  do 
and  perform  all  matters  and  things, 
transact  all  business,  make,  execute 
and  acknowledge  all  contracts,  or¬ 
ders,  deeds,  writings,  assurances  and 
instruments  which  may  be  requi¬ 
site  or  proper  to  effectuate  all  or 
any  of  the  premises,  or  any  other 
matter  or  thing  appertaining  to  or 
belonging  to  me,  with  the  same 
powers  and  to  all  intents  and  pur¬ 
poses  and  with  the  same  validity  as 
I  could  if  personally  present,  hereby 
ratifying  and  confirming  whatsoever 
my  said  attorney  shall  and  may  do, 
by  virtue  hereof,  in  the  premises. 

In  witness  whereof,  I  have  here¬ 
unto  set  my  hand  and  seal  this . 

day  of  .  in  the  year  of  our 

Lord  1911. 

. . . . [seal.] 

Signed,  sealed  and  delivered  in  the 
presence  of 


Under  such  a  power  of  attor¬ 
ney  as  this  an  agent  can  legally 
do  almost  anything  for  his  prin¬ 
cipal,  and  his  acts  will  bind  his 
principal  as  if  they  were  his  own. 


This  is  subject,  however,  to  cer¬ 
tain  limitations  which  I  will  ex¬ 
plain  later  on. 

Here  is  an  approved  form  of  a 
special  power  of  attorney,  author¬ 
izing  an  agent  to  do  one  thing 
only.  The  form  can  of  course  be 
adapted  to  any  act: — 

Know  all  men  by  these  presents, 

that  I,  John  Jones,  of  - ,  do 

make,  constitute  and  appoint  James 
Smith,  of  - ,  my  true  and  law¬ 

ful  attorney,  for  me  and  in  my 
name  to  transfer  and  assign  unto 
William  Jackson,  ten  shares  of 
stock  in  the  Exchange  Bank  of 
Pittsburg,  standing  in  my  name  on 
the  books  of  said  bank,  and  to  do 
all  necessary  acts  and  to  make  the 
necessary  acquittances  to  effect  the 
premises ;  hereby  ratifying  and  con¬ 
firming  all  my  said  attorney  shall 
lawfully  do  by  virtue  hereof. 

. [seal.] 

In  witness  whereof,  etc. 

I  spoke  a  while  ago  of  limita¬ 
tions  upon  general  powers  of  at¬ 
torney.  The  law  will  not  carry 
the  authority  conveyed  under 
them  beyond  a  certain  point,  and 
this  is  a  wise  means  of  protection 
for  the  man  who  appoints  an 
agent.  For  instance,  generally 
speaking,  the  law  will  refuse  to 
let  an  agent  under  a  general 
power  of  attorney  do  anything 
except  in  connection  with  the 
principal’s  separate  individua 
business  and  for  his  use. 

I  can  give  four  illustrations 
from  actual  experience. 

Recently  a  business  man  gave 
an  agent  a  power  of  attorney  to 
represent  him  in  all  his  interests 
in  a  given  locality.  The  agent 
tried  to  put  his  principal  into  an 
entirely  new  and  different  busi¬ 
ness,  but  the  courts  stopped  him 
with  the  ruling  that  even  a  gen¬ 
eral  power  of  attorney  was  not 
that  wide. 

A  member  of  a  partnership 
gave  his  partner  a  power  of  attor¬ 
ney  to  sign  any  paper  pertaining 
to  the  business.  The  partner  at¬ 
tempted  to  sign  his  fellow-mem¬ 
ber’s  name  to  a  paper  admitting 
a  new  partner  and  varying  the 


terms  of  the  partnership.  The 
courts  stopped  that  also,  on  the  | 
same  ground. 

A  business  man  gave  his  son  a 
general  power  of  attorney  to  “buy  , 
and  sell  real  estate  and  personal 
property,  and  to  collect  rents, 
money  or  debts,  and  to  do  every 
act  and  thing  necessarily  pertain¬ 
ing  thereto.”  Also  giving  full 
power  to  do  everything  “neces¬ 
sary  to  be  done  in  and  about  the 
premises.”  The  son  took  over  a 
tailoring  business  for  a  debt,  and 
attempted  to  run  it  in  the  name 
of  his  father,  but  the  court  held 
that  his  power  of  attorney  did  not 
go  that  far. 

A  controversy  arose  over  the 
validity  of  certain  promissory  > 
notes  which  has  been  issued  by 
an  agent  under  a  general  power  of 
attorney,  authorizing  the  issuing 
of  notes  in  the  principal’s  name. 
The  defense  was  that  the  power 
of  attorney  only  meant  notes 
issued  in  connection  with  the 
principal’s  business,  while  those 
in  dispute  had  been  issued  for  a 
purpose  quite  foreign  to  the  busi¬ 
ness.  The  court  sustained  the  de¬ 
fense  and  compelled  the  agent  to 
pay  the  notes  himself. 

Usually,  a  power  of  attorney 
can  be  revoked  at  any  time. 
There  are  two  main  exceptions — 
when  the  agent  has  a  financial  in¬ 
terest  in  the  business  represented 
by  the  power ;  and  where  a  power 
of  attorney  is  given  as  security  in 
some  way. 

Generally  speaking,  a  power  of 
attorney  can  be  revoked  in  any 
of  the  following  ways: — 

1 —  When  the  subject  matter 
passes ;  in  other  words,  when  the 
purpose  for  which  the  power  of 
attorney  was  given  is  accom¬ 
plished  and  there  is  no  longer  any 
need  for  it. 

2 —  When  the  agent  changes  his 
status,  so  that  he  can  no  longer 
act  as  agent  in  the  particular  mat¬ 
ter. 

3 —  When  the  principal  becomes 
bankrupt  or  insolvent. 

4 —  When  the  principal  marries. 
This  ends  the  validity  of  the 
power  of  attorney  as  to  all  prop¬ 
erty  in  which  the  new  wife  would 
have  an  interest. 

5 —  If  the  principal  became  in¬ 
sane  or  incapacitated  by  old  age. 

6 —  When  the  principal  dies,  ex-  | 
cept  where  the  power  of  attorney 
has  formed  part  of  a  contract,  or 
is  security  for  the  payment  of 
money  or  the  doing  of  an  act. 
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ien  it  is  irrevocable  and  not  af- 
:ted  by  death.  So,  if  the  agent 
s  only  partially  performed  the 
;k  given  him  by  the  power  of 
torney,  death  does  not  revoke  it 
he  will  be  allowed  to  finish. 
Except  in  very  trifling  matters, 

[  things  which  are  given  agents 
do  should  be  covered  by  pow- 
s  of  attorney.  This  does  not 
ed  a  lawyer— it  can  take  the 
rm  of  a  letter  addressed  to  the 
;ent,  but  it  should  be  carefully 
id  comprehensively  phrased. 

( Copyright ,  July,  1911,  by 
Elton  J.  Buckley .) 

Question:  A.  M.  Howes,  secre- 
ry  Retail  Merchants’  Associa- 
3n  of  Pennsylvania.  The  secre- 
ry  of  the  Pennsylvania  Hard- 
are  Dealers’  Association  asks 
e  four  questions : — 

1 —  Can  you  advise  me  whether 
e  have  here  in  Pennsylvania 
ly  special  laws  which  govern 
mcerning  the  purity  of  paints, 
Is,  turpentines,  etc.  ? 

2 —  'Are  there  any  laws  covering 
>rrect  weights  and  measures? 

3 —  Are  there  any  laws  covering 
le  correct  billing  of  goods  as  to 
rantity  and  quality? 

4 —  Are  there  any  other  laws 
hich  have  for  their  purpose  the 
rotection  of  the  merchant  or  the 
jblisher  ? 


In  connection  with  the  first 
question,  I  understand  that  a  pure 
paint  bill  was  attempted  during 
the  recent  session  and  failed  of 
passage.  That  the  weights  and 
measures  bill  passed  providing 
for  the  appointment  by  counties 
and  cities  of  sealers  of  weights 
and  measures,  but  that  no  appro¬ 
priation  accompanied  the  law  and 
that  it  becomes  inoperative  unless 
counties  or  cities  provide  for  the 
expense  of  the  inspector,  the  fee 
system  being  eliminated.  I  un¬ 
derstand  that  a  fraudulent  adver¬ 
tising  bill  was  introduced  in  the 
House  and  failed  of  passage.  I 
understand  so  far  as  other  #  laws 
designed  for  the  protection  of  the 
merchant  or  publisher  having 
reference  to  advertising,  that 
there  is  no  legislation  in  Pennsyl¬ 
vania.  Am  I  right? 

Answer. — 1 — 'There  is  no  Penn¬ 
sylvania  law  governing  the  purity 
of  paints,  oils,  turpentines,  etc. 

2 — There  are  several  Pennsyl¬ 
vania  acts  affecting  weights  and 
measures,  but  the  most  compre¬ 
hensive  one  was  passed  by  the 
last  session  of  the  Legislature.  It 
provides  for  the  appointment  of 
sealers  of  weights  and  measures, 
but  does  not  become  effective  un¬ 
til  the  cities  or  counties  appoint 
the  sealers  and  appropriate  money 
to  pay  them.  There  are  other 


weights  and  measures  laws  on  the 
statute  books,  but  most  of  them 
simply  create  standards  of  weights 
or  measures  for  various  commodi¬ 
ties.  One  old  act  punishes  the 
sale  of  groceries  or  dry  goods  by 
short  weight  or  measure,  but  does 
not  include  hardware. 

3 —  There  is  no  act  covering  the 
correct  billing  of  goods  as  to  qual¬ 
ity  or  quantity,  but  the  common 
law  would  punish  anybody  who 
billed  either  a  fraudulent  quality 
or  quantity. 

4 —  “Laws  which  have  for  their 
purpose  the  protection  of  the  mer¬ 
chant  or  the  purchaser”  is  not 
clear ;  I  scarcely  know  whjat  you 
mean.  There  was  no  fraudulent 
advertising  law  passed  at  the  last 
Pennsylvania  session. 

Note. — Requests  for  informa¬ 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstruction.  Write 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un¬ 


less  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
Editor  "Grocery  World  and  Gen¬ 
eral  Merchant.” 


AMONG  THE  TRADE. 

Albert  M.  Warren,  who  for  sev¬ 
eral  years  has  been  local  agent  of 
the  Great  Western  Cereal  Co.,  has 
been  appointed  Philadelphia 
sales  manager  for  the  combined 
concerns,  which  will  do  business 
under  the  name  of  the  Quaker 
Oats  Co.  Mr.  Banta,  formerly  in 
charge  of  the  Quaker  Oats  Co.’s 
local  business,  will  be  his  assist¬ 
ant.  Mr.  Warren  was  without 
doubt  the  logical  man  for  the 
place  he  has  been  given  (which 
is  some  job  as  jobs  go)  and  his 
friends  are  highly  gratified  at  his 
success.  The  Quaker  Oats  Co. 
will  sell  Mother's  Oats  and 
Quaker  Oats  upon  a  separate 
basis. 

The  Corn  Products  Co.  has  ad¬ 
vanced  the  price  of  starch  25  cents 
per  100  pounds  within  a  week 
on  account  of  the  advance  in 
corn. 
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Here’s  a  Thing  You’ll  Notice 

You  will  find  when  you  start  to  sell  Rumford  Baking  Powders,  that 
practically  nobody  who  once  uses  them  will  ever  give  them  up. 

As  leaveners,  Rumford  Powders  are  unsurpassed.  Not  only  are  they 
unsurpassed,  but  they  can  never  be  even  equalled  by  powders  that  are  simply 
chemicals.  Rumford  Powders  are  not  made  of  chemicals  but  of  substances 
with  real  food  value — phosphates,  starch  and  soda. 

Sell  goods  you  know  all  about. 


••  RUMFORD  CHEMICAL  WORKS,  PROVIDENCE,  R.  I 
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RITTER  S  APPLE  BUTTER 

C&.n  be  sold  profitably  &.t  IOc  per  pound 
Gives  satisfaction  to  the  consumer 
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Take  it  from  me,  we’re  likely  to 
have  some  trouble. 

I  see  it  coming  with  my  eyes 
half  shut. 

Trouble  over  this  buying  ex¬ 
change  business,  1  mean. 

I  see  by  the  “Grocery  World 
and  General  Merchant"  last  week 
that  the  National  Association  put 
a  resolution  through  that  retail 
grocers  ought  to  fix  up  a  buying 
exchange  wherever  it  was  neces¬ 
sary. 

Whatever  that  means. 

You’ve  heard  about  this  New 
York  scheme — the  United  Stores’ 
Association.  I  believe  they  call  it. 
They  said  in  the  beginning  that 
they  were  going  to  put  over  a  buy¬ 
ing  exchange,  too.  I  don’t  know 
how  they're  coming  on  over  there, 
but  I  haven't  seen  any  buying  ex¬ 
change  come  out  of  the  scheme 
yet. 

Now  what  I  mean  by  trouble  is 
this : — 

Say  a  little  bunch  of  retailers 
make  up  their  minds  that  they 
ain't  getting  the  right  sort  of  a 
deal  out  of  the  jobbers  that  they 
buy  goods  from.  ‘To  get  back 
they  decide  that  they’ll  get  up  a 
bureau  to  buy  together — buy 
straight  from  the  manufacturer 
over  the  jobber’s  head. 

You  can’t  say  they  ain't  got  the 
right  to  do  that — of  course  they’ve 
got  the  right  to  do  it.  Anybody's 
got  the  right  to  do  anything 
honest  that  will  let  him  buy 
cheaper. 

Of  course  the  jobbers  don't 
want  ’em  to  do  it — why  should 
they?  Who  would  like  anything 
that’s  going  to  hurt  him?  That’s 
the  reason  you  can’t  blame  the 
jobbers  for  fighting  like  Sam  Hill 
every  time  they  see  a  buying  ex¬ 
change  putting  its  head  up. 

And  the  ibig  manufacturers 
don’t  like  it  either.  You  see,  they 
don’t  make  anything  from  the 
buying  exchanges.  They’re  get¬ 
ting  all  that  trade  now,  through 


A  Croak  About  Trouble  Ahead. 

the  jobbers.  When  a  manufac¬ 
turer  sells  a  bunch  of  retailers  lie's 
only  selling  the  same  goods  to  dif¬ 
ferent  people.  He  don’t  make  any 
more  money  out  of  it — don’t  you 
see  that? 

That’s  why  the  manufacturer 
changes  the  subject  when  some¬ 
body  talks  buying  exchanges  to 
him.  If  he  sells  ’em  lie’s  in  wrong 
with  a  lot  of  jobbers,  and  if  he 
don’t  sell  ’em  they  get  sore  and 
smack  his  goods  on  the  wrist. 

D'ye  see  what  a  pesky  mix-up 
it  is? 

And  there’s  your  trouble  all 
ready-made  for  you.  When  the 
retailers  begin  to  get  up  their 
buying  exchanges,  which  I  say 
again  they’ve  got  as  much  right 
to  do  as  I’ve  got  to  eat  my  meals, 
they  start  the  jobbers  fighting  and 
stir  up  the  manufacturers  to  take 
sides  in  a  fierce  scrap. 

And  I  thought  I  was  going  to 
have  such  a  peachy  summer! 

There’s  another  thing  to  look 
at,  too — when  it  conies  to  a  fight, 
the  jobbers  have  the  biggest  end 
of  it.  I’m  rooting  with  the  retail¬ 
ers,  because  I  sell  ’em,  and  know 
'em  and  am  around  among  ’em  all 
the  time.  But  that  don’t  shut  my 
eyes  to  the  other  side  of  the  thing. 
Suppose  a  hundred  retailers  up 
here  in  some  town  in  New  York 
State  made  up  their  minds  to 
bunch  their  buying  and  take  their 
stuft'  in  jobbing  lots  straight 
from  the  manufacturer.  A  hun¬ 
dred  of  ’em  would  make  a  right 
respectable  bunch,  and  they  could 
put  over  an  order  that  would 
make  any  manufacturer  sit  up 
and  notice. 

If  a  hundred  retailers  up  in  New 
York  State  did  that  they’d  have 
all  the  jobbers  within  a  thousand 
miles  of  there  smelling  the  air  and 
loading  their  gun's.  Those  job¬ 
bers  would  slip  a  nice  note  under 
the  manufacturer’s  door  next 
morning,  and  it  would  be  up  to 
Mr.  Manufacturer  to  say  which 


hand  'he’d  take — the  order  of  the 
hundred  retailers  or  the  love  and 
affection  of  the  jobbers.  He 
couldn't  get  both,  that’s  sure. 

Which  would  he  take?  Well, 
if  he  didn't  look  at  anything  but 
the  dollars  and  cents  end  of  it  he’d 
turn  the  order  down.  If  he 
thought  the  one  hundred  retailers 
had  done  nothing  more  than  they 
had  a  right  to  do,  and  that  their 
order  was  big  enough  for  him  to 
fill,  he  might  say  “By  Pickles  (or 
words  to  that  effect),  I’m  going  to 
take  their  business  on  princi¬ 
ple!” 

I  say  he  might  say  that,  but  I'll 
bet  there  wouldn’t  be  one  out  of 
a  hundred  that  would.  Scraps 
ain’t  pleasant,  especially  in  hot 
weather — gee,  but  it's  hot  to-day 
all  right ! — and  I  suppose  you 
can't  knock  a  man  for  keeping 
clear  of  as  many  of  ’em  as  he 
can. 

But  it  means  trouble  and  sore 
feelings,  which  ain't  good  for 
business. 

The  Stroller. 


A  New  York  Scheme  that  has 
Brought  Grocery  Business 
to  Department  Stores. 

Modification  of  the  Old  Assortment 
Idea  Said  to  Have  Been  Highly 
Successful.  The  Fourteenth  Street 
Stores  Grocery  Box.  Twenty-four 
Samples  Donated  in  Addition. 

It  is  reported  that  the  New 
York  department  stores  have 
gotten  good  returns  from  a 
scheme  they  have  been  working 
for  some  little  time — the  assort¬ 
ment  scheme,  which  consists  o 
selling  a  number  of  articles  to¬ 
gether  in  a  package  for  a  lump 
sum.  The  Fourteenth  street 
store  worked  the  latest  modifica¬ 
tion  of  this  in  last  Sunday's  New 
York  papers.  It  was  called  the 
“Bargain  Grocery  Box,”  and  com¬ 
prehended  a  price  of  $3.95  for  the 
following  articles; — 


1 — 5-lb.  bag  granulated  sugar. .  .25 
1 — can  Campbell's  tomato  soup.  .09 

1 — pkg.  Washington  crisps . 10  j 

1 — 7-lb  bag  Hecker's  Superla¬ 
tive  flour  . 28  1 

1 — pkg.  Kingsford  cornstarch..  .09 

1— pkg.  Quaker  oats  . 09 

1 — pkg.  raspberry  bromangelon,  .10  , 
1 — can  Wesson  Snowdrift  oil..  .25  ‘ 
1 — can  Peter's  Swiss  milk  cocoa,  .25 
1 — can  Babbitts  cleanser  .....  .05 
1 — pkg.  Seero  bouillon  cubes...  .29 

1 — Can  Red  Labe)  Karo . 15 

1 — pkg.  Duryea’s  satin  gloss 

starch  . 09 

1 — pkg.  Mother's  corn  flakes...  .10 
1 — can  Gold  Cross  evaporated 

milk . 10 

1 — pkg.  Kellogg's  rice  flakes...  .10 
1 — pkg.  Quaker  rolled  Avena. .  .10 
1 — pkg.  Quaker  Oats  Co.’s  Fa¬ 
rina  . 08 

Zt- !b.  Wiemann's  Java  tea . 30 

1 — can  Medallion  brand  baked 

beans  in  tomato  sauce . 15  " 

1 — bottle  Waw  Waw  sauce . 24 

1 — bottle  Lord  Vernon  salad 

dressing . 15 

1 — bottle  Royal  Army  pickles. .  .25  , 
1 — pkg.  Father  Kneipp's  coffee.  .15 

1 — pkg.  X-Ray  stove  polish . 05 

1 — bottle  Bohemian  sauce......  .15 

3  lbs.  whole  grain  Carolina  rice,  .25 
1 — pkg.  Sunshine  butter  thins. .  .10 

1 — pkg.  Takhoma  biscuits . 05 

1 — pkg.  Fluffy  Ruffles  starch . io4 

5 — cakes  Swift's  borax  soap...  .25 

1 — cake  Life  Buoy  soap  . 05 

1 — pkg.  Lux  essence  of  soap... .10 
4 — pkgs.  custard  pudding  des¬ 
sert  . 20 

1 — bottle  pure  California  grape 

juice  . 25 

1— pkg.  Mother's  granulated 

hominy . «.  -to 

1 — pkg.  Mother's  yellow  corn 

meal  . 10 

1— jar  Anchor  peanut  butter...  .10 
1 — pkg.  Columbia  brand  maca¬ 
roni  . 12 

1 — can  Todd  Bros.’  red  ripe  to¬ 
matoes  . 10 

1 — jar  horseradish . 13 


Total  Cost  regular  way  $6.00 

In  addition,  tlje  box  contained 

samples  of  the  following  twenty- 

four  articles: — 

One  sample  pkg.  Post  Toasties. 
One  sample  pkg.  Postum  cereal. 
One  sample  pkg.  Lux. 

One  sample  cake  Lifebuoy  soap. 

One  sample  pkg.  Caramel  cereal. 
One  sample  pkg.  Toasted  Rice 
biscuit. 

One  sample  pkg.  Laxative  biscuit. 
One  sample  pkg.  Fluffy  Ruffle 
starch. 

One  sample  pkg.  puffed  wheat. 

One  sample  can  Babbitt’s  cleanser. 
One  sample  pkg.  Wiemann's  Java 
tea 

One  sample  pkg.  Sunshine  wafers.  ; 
One  sample  pkg.  Antistick. 

One  sample  pkg.  Beetsoll. 

One  sample  bottle  Waw  Waw 
sauce. 

One  sample  pkg.  Parawax. 

One  sample  bottle  Bohemian 
sauce. 

One  sample  pkg.  Hecker's  Super¬ 
lative  flour. 

One  sample  can  X-Ray  metal  pol¬ 
ish. 

One  sample  cake  Maxine  Elliott 
toilet  soap. 

One  sample  can  Peter's  cocoa.  A 
One  sample  pkg.  Kneipp's  coffee.  I 
One  sample  cube  Steero. 

One  sample  cake  Brewster's  milk  1 
chocolate. 

Query:  Whether  the  manufac-1 
turers  whose  goods  arc  featured 
in  this  sample  list  are  helping  the 
retail  trade  when  they  supply  free 
samples  to  be  given  out  by  de¬ 
partment  stores? 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


Cold  Food  Display. 

During  this  weather  almost  every  customer  that  comes  in  your  store 
ill  say,  “  I  don’t  know  what  to  get  for  the  table,  it’s  so  hot,  and  I  don  t 
,re  to  stand  over  a  hot  stove  and  cook.”  You  can  offer  plenty  of 
ggestions  by  having  this  neat  window  of  different  kinds  of  cold, 
.petizing  dishes.  It  will  take  but  very  little  of  your  time  to  arrange, 
irst  cover  the  bottom  of  the  window  with  white  crepe  paper.  In  the 
ntre,  in  front,  place  a  large  platter  of  sliced  cold  ham ;  to  the  left  a  jar 


platters  containing  meat.  Suspend  a  neat  sign  card  like  in  illustration 
and  the  window  is  complete. 


Watermelon  Display. 

To  the  grocer  who  sells  melons  this  window  display  of  them  will 
get  the  attention  of  everybody.  We  all  know  how  fond  the  colored 
man  is  of  the  melon,  therefore  I  think  it  is  quite  proper  to  suggest  the 
display  in  this  manner.  Of  course,  this  is  left  to  the  judgment  of  the 
storekeeper.  If  he  does  not  care  to  use  a  figure  like  the  illustration  a 
five  or  ten  cent  negro  doll  will  answer  just  as  well.  First  cover  the 
bottom  of  the  window  with  a  light  colored  crepe  paper,  pile  it  full 
of  melons  and  cut  one  or  two  and  place  the  halves  and  slices  along 
the  front,  like  in  the  illustration.  All  that  is  required  for  the  figure  is 
a  boy’s  waist  or  coat  and  a  pair  of  black  gloves.  Stuff  the  shoulders 
and  sleeves  of  the  coat  with  paper  and  also  the  gloves  and  pin  them  to 
the  cuff  of  the  coat.  Now  get  a  black  false  face  for  a  few  cents,  paste 


f  mustard,  a  pound  cake  and  a  few  glasses  of  jelly  or  preserves  ;  to  the 
ight  another  jar  of  mustard,  a  plate  cf  small  cakes  or  ladyfingers  and 
few  glasses  of  peanut  butter,  different  sizes.  Back  of  the  ham,  on 
iaper  napkins,  place  one  Dutch  and  one  pineapple  cheese.  To  the  left 
if  these  place  a  semicircle  of  French  sardines  around  a  few  bottles  of 
tickled  onions.  To  the  right  place  a  semicircle  of  kippered  herring  or 
oused  mackerel  around  a  few  bottles  of  chow  chow.  Back  of  the  two 
:heese,  in  the  centre,  place  a  dish  of  hand  cheese ;  back  of  this  a  semi- 
:ircle  of  olives,  and  back  of  these  place  a  pyramid  semicircle  of  canned 
obster.  To  the  left  place  a  platter  of  sliced  summer  sausage  or  veal 
oaf  and  at  each  side  place  a  bottle  of  mustard  dressing.  Back  of  this 
i  semicircle  of  sweet  gherkins  and  back  of  these  a  pyramid  semicircle 
>f  red  salmon.  To  the  right  a  platter  of  sliced  cold  tongue  or  cold 
■oast  beef.  At  each  side  place  a  bottle  of  sauce.  Back  of  this  a  semi- 
:ircle  of  sour  gherkins  and  back  of  this  a  pyramid  semicircle  of  shrimps, 
in  the  rear  make  a  background  of  milk  lunch  crackers,  Nabiscos, 
graham  crackers,  etc.  Use  lettuce  leaves  or  parsley  to  garnish  the 


white  paper  in  the  eyes  and  make  pupils  on  the  paper  of  black  paint 
or  ink.  Pin  the  face  on  the  neck  of  the  coat,  tie  a  red  handkerchief 
around  and  knot  it  in  front,  place  an  old  felt  or  straw  hat  on  the  head 
and  arrange  this  on  the  pile  of  melons  just  as  though  he  was  sitting 
and  surrounded  up  to  his  shoulders  with  the  melons.  Now  place  a 
nice  slice  of  the  melon  in  front  on  a  melon  and  arrange  the  hands  at 
each  end  of  the  slice  as  though  they  were  holding  it.  Stretch  a  piece 
of  white  paper  or  muslin  across  the  window  in  the  rear  with  lettering 

like  in  cut. 


Fewport  Grocer^Revoits  Against  against  the  system  of  giving  com-  opposed  to  this  practice,  and  in  ^erce  us  or  threat  of 

AederickCrVpllt Garretson  oro-  missions  t0  the  servants  of  cus-  his  public  announcement  last  trade  withdrawal  will  he  met  by 
•yman,  of  Newport,  R.  I.,  'and  tomers  for  the  sake  of  influencing  week  declared:  “Any  advances  the  statute  covering  bribery  in  the 
:w  York,  has  again  declared  trade.  Mr.  Garretson  is  bitterly  J  made  to  us  will  be  at  once  re-  State  of  Rhode  Islam. 


28 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


WANT  DEPARTMENT 


Answer*  to  Want  Adrertisementa  Inserted  In  this  department  may  b*  addreased  to  the  *  Grocery  World 
and  General  Merchant”  when  de.ired,  prorlded  the  adrortlaement  la  accompanied  by  10  oanta  In  poeta*e  to 
pay  for  remalllnf  the  earn*.  The  price  ot  each  Insertion  la  two  coats  par  word  In  edenne*. 


HELP  WANTED. 


WANTED.— We  need  salesmen  to  sell  a 
salve  that  is  a  wonder  for  corns,  bunions, 
warts,  eczema.  Liberal  commission.  Best 
of  testimonials.  W.  S.  Haupt,  Mfr.,  Sha- 
mokin,  Pa. 


stock.  Will  sell  all  for  $1,000,  including; 
fixtures.  Sold  to  settle  up  an  estate.  B.  L  , 
“  Grocery  World  and  General  Merchant,” 
9*7  Arch  St.,  Philadelphia,  Pa.  2 


WANTED.— Sales  agents  to  handle  com¬ 
plete  line  of  automatic  computing  scales, 
self-measuring  gasoline  and  oil  tanks  and 
cheese  cutters.  Exclusive  territory.  Good 
opportunity  for  high  grade  men.  Lacy  & 
Noblit,  1220  Filbert  St.,  Philadelphia,  Pa. 


tf 


WANTED. — Live  men  to  organise  retail 
merchants  In  Pennsylvania.  References 
necessary.  Address  A.  M.  Howes,  Secre¬ 
tary,  sio  Lincoln  Building.  Erie,  Pa.  Men¬ 
tion  the  ‘‘Grocery  World  and  General 
Merchant."  tf 


FOR  SALE. 


FOR  SALE.— One  of  the  best  located  and 
most  desirable  grocery  stores  in  Harrisburg. 
Pa.  Three  story  brick  building,  eleven 
rooms  and  bath,  three  large  halls,  steam 
heat,  all  improvement.  Up-to  date  store 
fixtures  and  fresh,  clean  stock  of  good?. 
Doing  a  business  of  over  $20.roo,  half  cash, 
balance  good  credit.  Business  can  be 
dmb'ed  by  adding  fresh  meats.  Owner 
will  sacrifice  over  $1,000  to  quick  buyer. 
Reasons  for  selling,  death  in  family  and 
broken  health.  $4„«co  require!  B dance, 
on  mortgage,  can  be  paid  monthly.  For 


price  and  full  details  address  W.  L.  V.  C., 
1518  N.  Sixth  St.,  Ha-risburg,  Pa.  7 


FOR  SALE.— Real  estate.  Edgewater  Park, 
N.  J.  New  modern  dwelling.  Corner 
property,  110x231  ft.  Ten  rooms.  Five 
minutes  to  train  and  river,  Unusually  sub¬ 
stantially  built  by  owner.  Porch  10  x34  ft., 
concrete  floor.  Economically  heated.  Cool 
in  summer.  Other  economical  features. 
Must  be  seen  to  be  appreciated.  Old  shade. 
A.  L.  Barnes,  116  S.  Delaware  Ave.,  Phila¬ 
delphia,  Pa. 


FOR  SALE  —Stock  and  fixtures  of  a  good 
corner  grocery  and  provision  store,  doing  a 
good  business.  Will  sell  to  a  quick  buyer 
for  $800.  Property  can  be  bought  tor  $4,200. 
Six  rooms  and  all  conveniences.  D.  M., 
‘‘Grocery  World  and  General  Merchant,” 
917  Arch  St.,  Philadelphia,  Pa.  10 


FOR  SALE.  —  Grocery  and  delicatessen 
store.  Sickness  the  cause  of  selling.  Good 
stand,  neighborhood  Fifty-second  St.  and 
Girard  Ave.  From  a  quick  buyer  will 
accept  $1,450.  Dwelling  contains  ten 
rooms  and  bath.  K.  G  ,  “  Grocery  World 
and  General  Merchant,”  927  Arch  St.,  Phila¬ 
delphia,  Pa.  5 


FOR  SALE. — Stock  and  fixtures  of  an  old 
estab'i-hed  corner  grocery,  provision  and 
delicatessen  store.  Has  a  good  trade  in 
serving  lunch.  Will  sell  at  the  low  figure 
of  $40 >.  Property  can  be  b  >ught  for  $4,800  ; 
eight  rooms,  bath  and  all  conveniences. 
1011  Grays  Ferry  Ave.,  Philadelphia,  Pa.  5 


FOR  SALE.— Stock  and  fixtures  of  grocery, 
provision,  cigar  and  confectionery  store, 
doing  a  good  business.  Will  sell  to  a  quick 
buyer  for  $1,475.  Rent,  $25  month  ;  eleven 
rooms  and  bath.  4065  Haverford  Avenue, 
Philadelphia,  Pa. 


FOR  SALE.— An  old  established  corner 
grocery  and  provision  store,  doing  a  good 
business  Will  sell  to  a  quick  buyer  for 
$1,200.  Will  sell  propet  ty  containing  eight 
rooms  and  bath  for  $8,oco  532  W.  Susque 
hanna  Ave.,  Philadelphia,  Pa.  ■ 


FOR  SALE.— Stock  and  fixtures  of  grocery 
and  provision  store  for  $750,  doing  a  good 
business  Property,  containing  six  rooms, 
with  all  conveniences,  can  be  bought  for  a  low 
figure,  $t,ooo.  Call  corner  Sansom  and 
Peach  Sts,  between  Fifty-third  and  Fifty 
fourth  Sts.,  Philadelphia,  Pa.  ( 


FOR  SALE.— Stock  and  fixtures  of  grocery 
and  provision  store,  also  fresh  meats.  Fine 
old  corner  doing  a  good  business.  Will  sell 
at  a  low  figure,  $1,450,  to  a  quick  buyer, 
Rent,  $40  a  month.  Eight  rooms  and  bath 
Will  sell  property  at  a  very  low  figure.  West 
Philadelphia,  near  Fifty-sixth  and  Market 
Sts  ,  Philadelphia.  D.  J .  2,  ‘  ‘  Grocery  World 
and  General  Merchant,”  927  Arch  St.,  Phila 
delphia,  Pa. 


BUSINESS  OPPORTUNITIES. 


EXCEPTIONAL  OPPORTUNITY  TO 
buy  an  old  established  grocery  and  meat 
business  in  best  residential  section  of  West 
Philadelphia.  Splendid  corner  situation. 
New  fixtures.  No  old  stock.  Fifty  percent, 
credit  business.  Highest  prices  prevail. 
Real  estate  can  be  bought  or  rented.  Desir¬ 
able  residence  and  stable.  Storeroom 
25x75  feet.  Can  have  ful  est  details  only 
by  calling.  L.  M.  H.,  "  Grocery  World  and 
General  Merchant,”  927  Arch  St  ,  Philadel¬ 
phia,  Pa.  1 


OROCERY,  MEAT  AND  PROVISION 
STORES. 


FOR  SALE  —Corner  grocery  and  provision 
store.  Would  do  good  with  fresh  meats. 
Will  accept  $t,ioo,  if  sold  at  once.  Property 
containing  six  rooms  and  conveniences,  can 
be  bought  for  $5,100.  Northwest  section. 
S.  B.,  ‘‘Grocery  World  and  General  Mer¬ 
chant,”  9?7  Arch  St.,  Philadelphia,  Pa.  10 


FOR  SALE.— A  combined  grocery,  meat, 
provision,  express  and  hardware  business  in 
best  section  of  District  of  Columbia.  No 
opposition.  Opportunity  to  carry  other 
lines.  A  chance  of  a  lifetime.  $6,oio.  Other 
interests  reason  for  selling.  F.  B  W., 
“  Grocery  World  and  General  Merchant,” 
917  Arch  St.,  Philadelphia,  Pa.  2 


FOR  SALE. —  Grocery  and  delicatessen 
store.  Good  stand.  Neighborhood  Fifty- 
second  and  Pine  Sts.  Will  sell  to  a  quick 
buyer  for  $1,450.  Dwelling  contains  six 
rooms,  bath  and  all  conveniences.  W.  B., 
‘‘Grocery  World  and  General  Merchant,’, 
927  Arch  St.,  Philadelphia,  Pa.  7 


FOR  SALE.— Two  Troemner  Power  Coffee 
Mills,  one  for  pulverising  and  one  for  granu¬ 
lating  ;  also  Automatic  Coffee  Roaster,  com¬ 
plete  with  fan.  Write  for  particulars.  H. 
F.  Heacock,  ji  North  Second  Street,  Phila¬ 
delphia,  Pa.  tf 


FOR  SALE.— Well  paying  grocery,  meat 
and  provision  store.  Good  neighborhood. 
Will  sell  to  a  quick  buyer  for  $1,250.  Will 
sacrifice  property  containing  six  rooms  and 
bath  for  $6,500.  Near  Sixtieth  and  Spruce  Sts. 
S.  N., ‘‘Grocery  World  and  General  Mer¬ 
chant,”  927  Arch  St.,  Philadelphia,  Pa.  22 
FOR  SALE.— One  second-hand  Gurney 
hot  water  boiler,  750  ft.  capacity.  $30  f.o.b. 
Lancaster.  F.  A.  Long,  Lancaster,  Pa. 


FOR  SALE.  —  Grocery  and  dairy,  with 
established  milk  and  ice  route,  doing  a  good 
business.  Will  sell  to  a  quick  buyer  for 
$875.  Rent,  $35  per  month.  Six  rooms, 
bath  and  all  conveniences.  Cor.  Oakdale 
and  Twenty-third  Sts.  Philadelphia,  Pa.  7 


FOR  SALE.— Grocery,  meat  and  provision 
store  established  eighteen  years.  Will  sell 
to  a  quick  buyer  for  $1,600,  with  privilege 
of  buying  the  property,  containing  seven 
rooms,  bath,  steam  heat,  etc.,  and  stable  in 
rear  for  three  horses;  price  $9  000.  K.  B., 
“Grocery  World  and  General  Merchant,” 
927  Arch  St.,  Philadelphia,  Pa.  6 


FOR  SALE.— An  old  established  grocery 
business  situated  fifteen  miles  out  from 
Philadelphia,  in  manufacturing  town.  Fine, 
good  trade.  Chance  for  butcher.  Good 


FOR  SALE. — An  old  established  grocery, 
meat  and  provision  store  in  the  south  section 
of  Chester,  Pa.  Will  sell  for  a  very  low 
price,  $4,500,  to  a  quick  buyer,  with  privi¬ 
lege  of  buying  property.  T.  F.,  “Grocery 
World  and  General  Merchant,”  927  Arch  St., 
Philad  lphia,  Pa.  9 


FOR  SALE.— An  old  established  grocery 
and  delicatessen  store,  doing  a  fine  business. 
Will  accept  $1,150,  if  sold  at  once.  Neigh¬ 
borhood  Forty-ninth  and  Woodland  Ave. 
Dwelling  has  ten  rooms  and  bath.  I.  E., 
“  Grocery  World  and  General  Merchant,” 
9*7  Arch  St.,  Philadelphia,  Pa.  9 


FOR  SALE.— Stock  and  fixtures  of  a  good 
corner  grocery  store.  Has  a  well  paying 
milk  route.  Will  sell  for  $1,275  to  a  quick 
buyer.  Rent,  $20  per  month.  Dwelling  con¬ 
tains  six  rooms,  bath  and  all  conveniences. 
1429  N.  Twenty-second  St.,  Philadelphia, 
Pa.  9 


FOR  SALE.— One  Lippinc.»tt  soda  fountain. 
Size,  434  ft.  high,  3  ft.,  9  in.  long,  2  ft.  wide. 
Twelve  syrup  and  five  latge  spigots.  Cost 
$1,400  new.  In  fi  st-class  condition.  Will 
sell  for  $210.  J.  B.  Hernley,  Lititz,  Pa.  2 


EVERY  ONE  A  GOOD  CHANCE. 

No.  60a.— We  have  to  offer  the  best  gro¬ 
cery  In  large  town  In  Northumberland 
County,  doing  $35,000  yearly,  practically 
a  cash  business.  On  account  of  executors 
desiring  to  settle  the  estate,  this  business 
can  be  bought  at  an  inventory  price,  about 
$3,500  required.  Can  either  be  paid  for  In 
cash  or  partly  cash  and  good  security. 

No.  603.— Meat  business,  doing  $300  a 
week,  all  cash.  Can  be  purchased  at 
Inventory  price.  This  business  Is  located 
In  a  good  business  section  of  Germantown 
Ave.,  Philadelphia,  has  very  little  competi¬ 
tion  and  rent  and  fixed  charges  very  low. 
About  $450  required.  Owner’s  reason  for 
selling  is  on  account  of  111  health. 

No.  604.— Grocery  and  produce  business 
In  thriving  town  about  ten  miles  from  Phila¬ 
delphia.  Doing  $15,000  yearly,  but  can 
easily  be  Increased  by  proper  party  taking 
hold.  Business  has  been  established  for 
twenty  years  and  commands  a  trade  in 
which  there  Is  a  good  profit.  Will  take 
about  $1,000  to  buy  entire  proposition. 
Worth  Investigation. 

No.  606. — In  West  Philadelphia,  delica¬ 
tessen  and  grocery  business,  doing  $200 
weekly,  all  cash,  of  which  there  Is  eighteen 
per  cent,  net  profit  above  all  expanses. 
Carries  a  stock  of  about  $900,  which  can 
readily  be  reduced.  Rent  and  other 
expenses  low.  Ill  health  causes  selling. 
About  $1,500  required. 

No.  616. — Grocery  and  meat  business  In 
Tioga,  Philadelphia,  doing  $200  a  week, 
mostly  cash.  On  account  of  owner  desiring 
to  move  In  another  section  of  the  city,  will 
sacrifice  business.  About  $1,000  will  buy. 

No.  618.— Grocery,  meat  and  provision 
business  In  New  Jersey  town  about  ten 
miles  from  Camden,  doing  for  the  last  five 
years  $40,000  yearly,  of  which  two-thirds 
Is  cash  and  balance  good  credit.  Carries 
about  $600  worth  of  stock,  which  will  sell 
at  Inventory.  Has  two  horses  and  four 
wagons  and  fixtures,  which  will  take  about 
$1,400,  making  a  total  Investment  of  about 
$2,000.  This  is  unquestionably  one  of  the 
best  business  locations  In  central  New  Jersey 
and  Is  worthy  of  Investigation. 

No.  621.— In  a  New  Jersey  town  about  ten 
miles  from  Camden,  grocery  and  provision 
business  doing  $20,000  yearly,  on  which  the 
gross  profits  are  $3,700 ;  expenses,  including 
everything,  about  $2,000;  leaving  a  clear, 
net  profit  of  practically  $1,700.  This  busi¬ 
ness  is  situated  in  a  section  of  the  town 
which  commands  practically  the  entire  trade 
of  that  section  and  caters  to  the  best  people 
In  the  town.  Store  has  the  name  of  always 
carrying  the  best  goods.  This  business  can 
be  increased  by  a  hustler  and  anyone  who 
desires  to  secure  a  well  paying  established 
business  Investigate  this  one  before  looking 
further.  About  $3,000  required ;  part  cash 
and  good  security  for  the  balance  will  be 
accepted. 

No.  62a.— In  Monroe  Co.,  Pa.,  genera) 
store  doing  over  $40,000  yearly,  all  cash,  on 
which  there  was  a  net  profit  of  $3,600  last 
year  and  business  is  growing  each  year. 
Expense  of  conducting  very  low.  Rent 
only  $50  monthly  and  on  account  of  being  a 
summer  resort  the  bulk  of  business  is  done 
with  low  expense  for  help.  About  $11,000 
will  be  required  to  buy  stock  and  fixtures, 
but  this  can  be  reduced  a  great  deal.  Busi¬ 
ness  Is  open  to  Investigation.  Full  Informa 
tion  will  be  given  on  request. 

No.  623. — General  merchandise  business 
In  Warren  Co.,  N.  J.,  doing  over  $17,000 
yearly,  all  cash.  Can  easily  be  increased. 
Expenses  very  low.  Rent,  $35  monthly 
Clerks,  $15  weekly.  Business  has  been 
established  thirty  years.  Always  a  money 
maker.  Write  for  Information. 

No.  6*5. — Northumberland  Co.,  In  town 
of  over  14,000,  general  store  doing  an  aver 
age  of  $34,000  yearly  for  the  past  five  years 
Clear  profits,  fifteen  per  cent.  Carries  about 
$10,000  stock  and  fixtures  $2,000.  W’ill  sell 


for  $10,000  for  cjulck  sale.  Expenses  low. 
The  nature  of  this  business  Is  such  that  It  is 
necessary  for  prospective  buyer  to  write 
for  information. 

No.  630. — Grocery  and  meat  store  in  small 
town  in  Burlington  Co.,  N.  J.,  doing  $250 
weekly,  mostly  cash.  A  most  desirable 
location.  Exclusive  trade,  which  can  be 
increased.  Owner  desires  to  sell  on  account 
of  Government  position.  About  $900  will 
buy. 

No.  632. — A  carefully  selected  stock  of 
first-class  groceries  and  up-to-date  store 
fixtures.  The  latter  includes  24  running 
feet  of  Walker’s  Pivoied  Bins,  three  tiers 
high,  and  same  length  in  two  counters  faced 
with  thirty-six  similar  bins  of  smaller  size  ; 
American  meat  slicing  machine  ;  floorccffee 
mill;  Perfection  showcase,  twenty-four 
drawers  with  double  fronts  for  display,  etc.; 
Acme  peanut  roaster;  refrigerator,  etc. 
The  building  has  been  sold  and  must  be 
vacated  quickly.  No  reasonable  offer  re¬ 
fused.  Fixtures  will  be  separated  from 
stock,  if  desired.  A  near-by  lot  is  ready  for 
a  new  building,  into  which  stock  could  be 
removed  and  allow  the  store  to  continue  in 
what  twenty  four  years’  occupancy  has 
proved  to  be  an  exceptionally  good  locality, 
but  the  health  of  the  owner  prohibits  this  on 
his  part. 

No.  633. — In  New  Jersey  town  about 
twenty  miles  from  Camden,  general  store 
doing  an  average  of  $20,000  for  the  last  five 
years,  and  on  the  increase,  of  which  75  per 
cent,  is  cash,  balance  good  credit.  Business 
now  netting  10  per  cent,  profit  above  all 
expenses.  Carries  about  $5,000 stock,  which 
can  be  reduced  to  about  $3,000.  Busioe-s 
will  be  sold  at  inventory.  Full  information 
given  on  request. 

No.  634  — Grocery  and  meat  business  in 
West  Philadelphia  doing  over  $400  weekly 
business,  mostly  cash.  Business  has  been 
increased  each  year  for  the  last  four  yea's 
and  still  increasing.  Expenses  low.  This 
business  shows  a  net  profit  of  8  per  cen‘. 
Anyone  desiring  the  business  can  go  in  and 
investigate  before  buying,  as  it  will  stand 
any  test  the  business  is  put  to.  About  $1, too 
will  buy. 

In  all  of  these  the  cause  of  selling  Is 
good,  and  the  fullest  Investigation  courted. 
Every  one  paying. 
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YOU  WANT  TO  SELL  o 
YOUR  BUSINESS? 

We  find  buyers  for  grocery  and 
general  store  businesses  —  nothing 
else.  We  are  specialists  In  that  and 
we  know  what  we  are  about. 

In  the  term  “grocery  stores”  we 
Include  butter  and  egg  stores,  tea 
and  coffee  stores,  green  groceries  and 
anything  else  in  the  same  line. 

If  you  want  to  sell  your  business 
we  have  a  customer.  If  you  want  to  o 
buy  one,  we  know  where  something 
is  that  we’re  sure  will  suit  you. 

Write,  call  or  telephone. 

WARNER  fit  CO., 

927  Arch  Street,  Philadelphia,  Pa. 
Phones  :  Bell,  Filbert  3286. 
Keystone,  Race  746. 


. : 
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SITUATION  WANTED. 


WANTED.— Position  as  grocery  clerk  by 
an  experienced  young  man  of  twenty-two. 
Good  habits  and  not  afraid  of  hard  work. 
Has  been  three  years  with  present  employer 
at  a  salary  of  $16.  Will  accept  less  for  a 
position  which  offers  chance  for  advance¬ 
ment.  Good  references.  C  53.  “Grocery 
World  and  General  Merchant,”  927  Arch 
St.,  Philadelphia,  Pa. 


WANTED.  —  MANUFACTURERS  AND 
PACKERS.  We  have  at  present  a  sales¬ 
man  in  our  employ  who  desires  to  connect 
h'mself  with  a  firm  as  salesman.  Has  been 
with  us  for  the  past  eight  years  and  while 
we  regret  to  lese  him  we  desire  to  place  him 
as  advantageously  as  possible.  He  can  pro¬ 
duce  the  business.  Thoroughly  acquainted 
with  trade  in  Pennsylvania,  New  Jersey  and 
Delaware.  For  information  address  W.  H. 
Naylor,  Circulation  Manager  “  Grocery 
World  and  General  Merchant,”  927  Arch 
St.,  Philadelphia,  Pa.  3 
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Written  tor  the  “Grocery  World  and  General  Merchant 


How  the  Austin  Co-operative  Buying 
Enterprise  is  Coming  On 


J.  T.  Austin,  President  and  General  Manager  of  the  United 
Grocers’  Company,  Describes  the  Plan’s  Progress  so  Far. 
Business  Increasing  and  Opposition  Decreases.  Present 
Business  Half  a  Million  Yearly. 


months  aeo  the  “Grocery  World  and  General  Merchant 
reported  the  formation  in  New  York  city  by  J.  T.  Austin,  former  Secretary 
ofPthe  American  Specialty  Manufacturers’  Association,  of  a  co-operative 
°f  “«  for  retail  erocers.  A  regular  wholesale  grocery  concern 

was  organ?z?d  under  the  name  of  the  United  Grocers’  Company,  with  a 
Coital  of  *soo  ooo  All  of  the  stockholders  are  retail  grocers  and  the  profits 
of  Pthe  business  are  distributed  to  them  again  in  the  form  of  dividends.  Mr. 
Austin  has  sent  the  “  Grocery  World  and  General  Merchant  the  following 
reponof  the  business  and  the  progress  of  bis  concern  up  to  the  present  time.] 


Feeling  that  the  trade  is  some¬ 
what  interested  in  the  progress  of 
our  company,  and  knowing  that 
most  of  your  readers  are  watching 
the  development  of  such  compan¬ 
ies  as  ours,  I  thought  I  would 
write  you  a  few  lines  to  let  you 
know  how  we  are  getting  along. 
As  you  are  aware,  there  was 


considerable  opposition  on  the 
part  of  the  jobbers  when  we 
started  doing  business,  even  to 
the  extent  of  their  having  com¬ 
mittees  call  on  some  of  the  manu¬ 
facturers  and  requesting  them  not 
to  sell  us  goods.  We  changed  the 
policy  of  our  business  to  conform 
with  the  manufacturers’  ideas  so 


there  could  be  no  legitimate  ex¬ 
cuse  for  manufacturers  refusing 
to  sell  us.  In  other  words,  we  are 
conducting  our  business  the  same 
as  any  wholesale  grocer,  and  are 
making  a  good  profit  on  the  goods 
we  are  handling.  We  are  also 
maintaining  the  manufacturers’ 
price-list  on  their  products. 

While  there  are  a  few  manufac¬ 
turers  who  are  not  selling  us  at 
the  present  time,  most  of  the  lead¬ 
ing  manufacturers  are  supplying 
us  with  their  goods.  We  started 
merchandising  the  first  of  May 
and  our  inventory  taken  on  July 
ist  shows  a  very  nice  profit  on  our 
first  two  months’  business. 

At  a  meeting  of  our  Board  of 
Directors,  held  yesterday  after¬ 
noon,  we  declared  a  io  per  cent, 
dividend,  which  will  be  paid  to 
our  stockholders  on  July  19th- 
We  are  at  the  present  time  doing 
business  equal  to  between  $400,- 
000  and  $500,000  annually  and  the 
indications  are  that  we  will  be 
doing  over  a  million  dollar  busi¬ 
ness  by  the  first  of  December. 


We  are  making  arrangements 
for  additional  room  to  handle  this 
business. 

Our  stockholders  represent 
about  230  stores  and  our  capital  is 
increasing  at  the  rate  of  $1,200  a 
week. 

We  sell  goods  to  other  dealers 
outside  of  our  own  stockholders. 

In  lieu  of  the  opposition  we  had 
in  the  beginning,  and  the  knock¬ 
ing  our  proposition  has  received, 
we  believe  we  have  reason  to  feel 
proud  of  the  showing  of  our  first 
two  months’  business. 

We  would  like  very  much  to 
have  you  pay  us  a  visit  some  time, 
when  it  is  convenient,  and  exam¬ 
ine  our  facilities  and  method  of 
conducting  our  business. 

There  is  no  secrecy  in  connec¬ 
tion  with  our  proposition.  Any 
manufacturer  with  whom  we  de¬ 
sire  to  do  business  is  at  liberty  to 
call  in  at  any  time  and  look  over 
our  methods. 

United  Grocers’  Co., 

J.  T.  Austin,  President 

New  York,  July  11,  1911. 


Dr.  Wiley  Asked  to  Resign? 


Direct  Statement  Made  in  Washington  that  on  Charge  of  Ille¬ 
gally  Employing  Assistant  Chemists  the  Chief  Government 
Chemist’s  Services  Will  be  Dispensed  With.  This  Believed 
a  Cloak  for  Real  Motive. 


Special  Correspondence  oi  "Grocery  World  and 
General  Merchant.” 


Wash.,  D.  C.,  July  13,  1911. 

It  is  understood  here  that  Dr. 
H.  W.  Wiley,  chief  Government 
chemist,  who  is  better  known  in 
connection  with  the  enforcement 
of  the  National  food  law  than  any 
other  Government  official,  has 
been  asked  to  resign.  None  of 
those  concerned  will  talk  about 
it,  but  the  information  comes 
bearing  the  stamp  of  authenticity. 

The  reason  for  the  reported  de¬ 
sire  of  the  Government  to  get  rid 
of  Dr.  Wiley  is  that  he  has  em¬ 
ployed  private  chemists  without 
legal  authority.  It  was  reported 
that  Dr.  Wiley  had  “illegally  em¬ 
ployed  an  expert  chemist”  to 
work  in  court  for  the  Bureau  in 
the  case  of  a  technical  dispute  be¬ 
tween  manufacturers  and  the  De¬ 
partment.  This  resulted  in  the 
appointment  of  a  committee  by 
Secretary  Wilson,  known  as  the 
“first  personnel  board  of  the  De¬ 
partment  of  Agriculture.”  It  con¬ 
sisted  of  Assistant  Secretary  of 


Agriculture  Hayes,  Chief  Clerk 
C.  C.  Clark  and  Solicitor  George 
P.  McCabe. 

The  Board,  after  an  investiga¬ 
tion,  is  said  to  have  advised  the 
Secretary  of  Agriculture  that  Dr. 
Wiley  be  allowed  to  resign  “for 
the  good  of  the  service.” 

The  investigation  disclosed  that 
Dr.  Wiley  and  Dr.  L.  F.  Kebler, 
the  latter  chief  of  the  division  of 
drugs,  Bureau  of  Chemistry,  re¬ 
cently  made  a  contract  with  H.  H. 
Rusby,  expert  in  pharmaceutical 
matters,  to  perform  expert  work 
for  the  bureau ;  that  he  was  to  re¬ 
ceive  $20  a  day  for,  ordinary  ex¬ 
pert  work  and  $50  a  day  when  he 
appeared  as  an  expert  in  court. 
The  committee  found  this  action 
of  Dr.  Wiley  was  illegal  and 
made  their  report  to  Secretary 
Wilson,  who  refused  to  take  the 
responsibility  of  asking  Dr.  A\  iley 
to  resign.  He  placed  the  matter 
before  President  Taft.  The  Presi¬ 
dent  is  said  to  have  instructed 
Secretary  Wilson  to  ask  Dr. 
Wiley  for  his  resignation. 


It  is  the  general  belief  here, 
however,  that  this  matter  is  a 
mere  cloak  for  the  real  motive. 
Dr.  Wiley  has  been  a  thorn  in  the 
flesh  of  the  Government  officials 
for  a  long  time.  There  have  been 
disagreements  and  the  Doctor  has 
been  several  times  overruled.  A 
large  number  of  newspapers  have 
also  put  him  in  the  position  of 
being  right  and  the  Government 


wrong. 


The  reported  attempt  upon  Dr. 
Wiley  has  aroused  great  comment 
among  the  members  of  Congress, 
and  the  whole  subject  will  prob¬ 
ably  be  investigated  by  the  House 
Committee  on  the  expenditures  of 
the  Department  of  Agriculture. 

Holt. 


Jobber  Warns  Against  Over¬ 
buying. 


Retailers  Told  Some  Straight  Truths 
About  the  Tendency  to  Buy  Slow- 
moving  or  Perishable  Goods  in  Too 
Large  Quantities. 


This  journal  has  come  into  pos¬ 
session  of  a  letter  issued  'to  the 
retail  trade  by  the  wholesale  gro¬ 
cery  house  of  Jett  &  Wood,  of 
Wichita,  Kan.  It  talks  so  wisely 
about  overloading  one’s  stocks 
that  it  is  considered  worthy  of  re¬ 
production  : — 

Some  grocery  men  do  not  know 
what  ails  them.  Do  you?  Have 


you  been  easy?  Look  over  your 
store  and  see  if  you  have  allowed 
special  salesmen  to  load  you  up. 
That  is  what  is  hurting  lots  of  re¬ 
tail  grocers,  and  jobbers,  too.  One 
of  the  worst  of  these  is  the  baking 
powder  “habit.”  Have  you  got  it — 
in  barrels  snugly  stored  away— 
enough  on  hand  to  last  you  until 
next  July  or  later? 

There  are  other  slow-selling  lines 
which  are  being  pushed  by  specialty 
men.  Off  brands  of  plug  and  smok-. 
ing  tobaccos,  shoe  blacking,  cocoa- 
nut,  chocolate  and  lots  of  other 
dead  weight  goods.  These  goods 
are  all  in  moderate  demand,  but  the 
way  they  are  purchased  by  some 
dealers,  it  would  seem  that  the  sup¬ 
ply  was  about  to  run  short. 

We  think  it  is  a  proper  time  to 
talk  about  this  overbuying.  This 
morning  only  we  told  one  manufac¬ 
turer  that  he  need  not  send  us  any 
orders  for  five  boxes  of  cocoanut 
to  one  man,  for  we  would  not  ac¬ 
cept  them,  as  we  thought  it  too 
much  of  such  perishable  goods  for 
dealers  to  have  at  one  time.  We 
are  not  in  with  the  class  of  job¬ 
bers  who  want  these  kind  of  or¬ 
ders. 

We  appreciate  the  consideration 
every  customer  gives  us  in  turning 
these  special  orders  through  us,  but 
for  goodness  sake,  take  them  in 
smaller  doses,  and  do  not  make  pur¬ 
chases  like  some  customers,  simplv 
to  get  rid  of  the  specialty  man,  and 
then  forget  to  send  in  the  can¬ 
cellation.  and  when  the  package  is 
handed  to  you  object  to  receiving  it. 
Think  before  you  buy,  and  stand 
pat. 


This  advice  is  worth  its  weigl 


in  gold. 


Watermelons  are  coming  fro 
Georgia  and  Florida,  with  a  fe 
from  South  Carolina.  The  pri 
ranges  from  15  to  40  cents,  at 
the  demand  is  only  fair. 
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This  is  the  new  Show  Case  package  that  makes  it 
easy  for  you  to  sell  candy. 

ZjrT  -<r,V>  i 

It  is  a  remarkably  attractive  display,  and  keeps  your  stock  in  a  space 
2  feet  by  ii  feet  on  the  end  of  one  of  your  counters. 

It  has  an  extra-thick  glass  top,  metal-edged,  with  double  hinge.  Take  the  wooden 
lid  off  and  your  display  is  ready. 

Grocers  all  over  the  country  are  netting  big  profits  on  this  new  proposition.  It  will 
make  your  candy  trade  one  of  the  best  paying  features  of  your  business. 

i 

Here’s  the  proposition : 

50  pounds  of  candy  brings  -  $7  5° 

Candy  with  Show  Case  costs  -  5°° 

Your  profit  is  $2-5° 

And  the  Show  Case  belongs  to  you.  Refills  cost  8  cents  a  pound,  and  you  sell  them 
at  15  cents.  Your  profit  is  per  cent.,  and  there  is  no  limit  to  the  sales  you  can  make. 

Order  to-day,  or  write  for  full  particulars. 


Novelty  Candy  Company 

726-727  Singer  Building,  New  York 


MYscO. 


JERSEY  CITY,  N.  J. 
PITTSBURG,  PA. 


CHICAGO,  ILL. 
MEMPHIS,  TENN. 


MyscO. 
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The  New  York  Letter 


Ice  Famine  Affects  Retail  Business.  Potato  Men  Will  Avoid 
Weight  Troubles  by  Shipping  in  Bushel  Bags.  Chinese 
Dumbness  Regarding  New  Colored  Tea  Regulation  Stirs 
Trade.  Soap  Manufacturer’s  Action  in  Abolishing  Limited 
Prices  Arouses  Jobbers’  Protest.  Market  Summary. 


on  having  their  teas  exported  or 
destroyed.  Unless  the  Chinese 
arc  willing  to  come  up  to  the  local 
regulations  it  looks  as  though  the 
larger  part  of  her  business  ^vith 
the  United  States  would  he 
dropped. 


*  *  * 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 


New  York,  July  13,  1911. 

With  the  thermometer  soaring 
up  into  the  nineties,  New  York  is 
having  great  trouble  in  getting  a 
sufficient  quantity  of  ice  to  sup¬ 
ply  the  needs  of  merchants  and 
private  families.  On  the  East 
Side  storekeepers  with  the  inhabi¬ 
tants  of  the  tenement  houses 
scramble  to  the  docks,  almost 
begging  that  the  companies  sell 
them  ice.  The  wholesalers  who 
supply  the  independent  ice  dealers 
in  this  section  have*  advanced 
their  prices,  so  that  the  independ¬ 
ent  retailer  now  pays  as  much  for 
the  ice  as  the  trust  sells  it  for  at 
retail. 

Besides  advancing  prices,  these 
wholesalers  refuse  absolutely  to 
sell  to  independents  at  times,  say¬ 
ing  that  they  have  not  enough  to 
go  around.  One  of  the  whole¬ 
salers  told  your  correspondent 
yesterday  that  he  is  trying  his 
best  to  ,provide  everyone  with  ice, 
but  that  the  extraordinary  warm 
weather  makes  it  impossible!  to 
bring  the  ice  to  the  city  fast 


horse.  Otherwise,  besides  the 
chance  of  being  brought  to  court 
and  fined,  one  is  liable  to  lose  his 
horse,  as  over  1,000  horses  have 
dropped  dead  from  the  heat  in  the 
past  ten  days. 


*  *  * 


might  be  a  good  one  and  promised  j 
to  look  into  the  matter. 


*  *  * 


The  activity  of  the  Bureau  of 
Weights  and  Measures  in  the 
WallaJbou/t  market  during  the 
past  year  and  the  numerous  seiz¬ 
ures  of  shipments  of  potatoes 
from  Long  Island  has  resulted  in 
a  movement  by  the  Long  Island 
Potato  Exchange  to  send  all  this 
year’s  crop  to  market  in  bags  of 
the  legal  bushel — 60  pounds. 
Many  of  the  grocers  in  the  city 
favor  this  iplan,  as  they  believe* it 


has  several  advantages.  The 


enough. 


While  the  East  Side  is  in  the 
worst  condition,  all  sections  of  the 
city  are  suffering  somewhat  from 
lack  of  ice.  Nearly  all  of  the  ice 
dealers  are  forced  to  cut  down 
their  orders  and  this  places  gro¬ 
cers  in  a  bad  position. 

Many  families  who  are  accus¬ 
tomed  to  purchase  their  foodstuffs 
in  fairly  large  quantities  are  now 
buying  only  sufficient  for  a  meal 
at  a  time,  because  they  are  unable 
to  keep  any  goods. 

Besides  the  scarcity  of  ice,  gro¬ 
cers  are  having  considerable  dif¬ 
ficulty  during  this  hot  spell  in 
in  a  k  i  n  g  deliveries  promptly. 
Agents  of  the  Society  for  the  Pre¬ 
vention  of  Cruelty  to  Animals  are 
unusually  active  and  hundreds  of 
arrests  have  been  made  for  over¬ 
loading  and  driving  lame  or  fa¬ 
tigued  horses.  So  the  grocer  has 
to  be  careful  in  loading  his  wagon 
and  in  impressing  on  his  driver 
the  necessity  for  taking  care  of  his 


dealer  when  he  buys  his  potatoes 
knows  exactly  what  quantity  he 
is  getting  and  so  can  figure  more 
accurately  on  his  profit.  It  is  also 
thought  that  such  a  plan  would 
encourage  families  to  buy  in  lar¬ 
ger  quantities,  as  a  bag  would  not 
be  too  much  for  the  average  fam 
ily  to  purchase  at  one  time. 

*  *  * 

The  tea  trade  in  this  city  are 
much  concerned  over  the  refusal 
of  the  Chinese  tea  merchants  to 
comply  with  ithe  new  regulation 
of  the  Treasury  Department  by 
eliminating  all  coloring  matter 
from  their  exports.  Messages 
were  received  this  week  from  the 
Chinese  saying  that  the  recent  ar¬ 
rivals  of  tea  have  all  been  colored. 
It  was  asked  that  this  statement 
be  made  known.  This  looks  to 
local  dealers  as  though  China 
thinks  that  dealers  here  will  bring 
such  pressure  to  bear  that  the 
Government  will  revoke  the  or¬ 
der.  This,  however,  it  is  said,  is 
not  possible.  Japan  has  issued  a 
proclamation  prohibiting  the 
manufacture  of  colored  teas.  This 
China  is  not  willing  to  do  as  it 
would  mean  the  installation  o' 
new  machinery. 

Usually  at  this  time  of  the 
year  a  great  deal  of  tea  is  on  its 
way  here,  but  this  year  the  deal 
ers  have  made  no  commitments 
as  they  wish  to  take  no  chances 


There  is  a  great  deal  of  dissatis¬ 
faction  on  the  West  Side  over  the 
action  of  a  large  soap  manufac¬ 
turer  in  abolishing  its  fixed  price 
policy  and  cutting  down  the  job¬ 
bers’  profit  from  10  to  5  per  cent. 
The  jobbers  feel  that  it  is  unfair 
for  them  all  to  suffer  simply  be¬ 
cause  one  or  two  of  their  number 
insist  on  cutting  prices.  It  is  un 
derstood  that  many  of  the  largest 
houses  in  the  city  have  registered 
protests  with  the  manufacturer 
and  that  an  organized  effort  will 
be  made  to  induce  the  manufac¬ 
turer  to  change  his  plans. 

The  jobbers  feel  that  the  cut 
ting'  of  their  profit  to  a  minimum 
so  as  to  protect  the  retail  price  is 
a  poor  policy  for  any  manufac¬ 
turer,  but  fear  that  if  they,  accept 
the  reduction  from  one  concern 
they  will  soon  find  others  adopt¬ 
ing  the  same  idea.  One  of  the 
obbers  suggested,  yesterday  that 
a  meeting  between  the  manufac 
turers  and  jobbers  be  held  to  try 
and  find  a  way  for  legitimately 
maintaining  prices  and  still  give 
obbers  a  fair  profit. 

Nothing  definite  has  as  yet  been 
settled.  Neither  jobbers  nor  the 
manufacturer  desire  to  publicly 
announce  their  plans  until  final 
action  is  taken. 


Arrangements  are  about  com-jj 
pleted  for  the  eleventh  annual  | 
convention  of  the  New  York  State  ; 
Retail  Grocers’  Association.  The 
convention  will  be  held  at  Buffalo 
on  August  7th,  8th,  9th  and  10th. 
The  committee  in  charge  prom¬ 
ises  to  have  several  well-known 
speakers  and  to  make  the  conven¬ 
tion  a  most  interesting  one.  Most  l 
of  the  time  will  be  given  to  "heart- 
to-heart’’  talks  on  the  problems 
which  the  grocers  in  this  State  are 
trying  to  solve.  George  Sulir.  j 
president  of  the  association,  has 
sent  out  the  notice  asking  that  all 
grocers  who  can  will  make  the 
trip  next  month.  The  head¬ 
quarters  for  the  convention  will 
be  in  the  Lafayette  Hotel. 


*  *  * 


*  *  * 


Many  grocers  in  Brooklyn  have 
been  visited  in  the  past  week  by 
agents  from  the  Department  of 
Agriculture.  The  chief  features 
of  their  visit  was  the  examination 
of  milk.  Although  over  150  stores 
have  been  examined  in  the  past 
week  not  a  single  can  of  milk 
which  did  not  pass  examination 
has  been  found  in  a  grocery  store. 
One  of  the  grocers  visited  sug 
gested  that  it  would  be  a  good  idea 
for  the  inspector  to  leave  some 
sort  of  a  certificate  behind  vouch¬ 
ing  for  the  purity  of  the  grocers 
goods.  He  said  that  if  their  goods 
were  not  up  to  the  standard  they 
would  suffer,  so  why  should  they 
not  benefit  when  their  goods  are 
pure?  The  inspector  to  whom 
this  suggestion  was  made  carried 
it  to  Henry'  Kracke,  Assistant 
Commissioner  of  Agriculture. 
Mr.  Kracke  thought  the  idea 


The  Department  of  'Agriculture 
in  New  York  is  sending  warnings 
of  the  appearance  of  species  of 
moths,  which  in  past  years  have 
done  great  damage  in  the  New 
England  States,  to  the  farmers  in 
the  southern  section  of  New  York 
State  and  in  Long  Island.  In¬ 
spectors  of  the  department  have 
found  traces  of  the  moths  anc' 
scores  of  them  are  scouring  th< 
country  to  ward  off  a  possible 
plague. 

The  species  are  the  brown  tai 
and  the  gypsy  nioth.  Both  were 
originally  imported  into  the  Nev 
Jand  States  with  nursery 
stock  from  Europe.  They  thriv 
especially  on  fruit  trees.  Once  : 
tree  becomes  infested  they  stri] 
it  of  both  leaves  and  bark.  At  on 
time  over  twenty  villages  in  th 
eastern  section  of  Massachusett 
and  the  adjacent  country  were  in 
fected.  Millions  of  dollars  hav 
been  spent  in  New  England  i 
fighting  the  pests. 

As  an  invasion  by  the  moth 
has  for  some  years  been  feared  bj 
the  Depatment  in  this  State,  a 
appropriation  was  secured  year 
ago  to  prevent  the  moths  froi 
getting  a  start  here.  The  farm 
ers  are  instructed  how  to  kill  botj 
moth  and  eggs  and  are  asked  t: 
send  all  suspected  insects  to  th 
department. 

Assistant  Commissioner  of  At 
riculture,  Henry  Kracke,  toll 
your  correspondent  that  the  insej 
was  one  of  the  most  destructiu 
which  the  authorities  of  tl> 
Northern  States  have  to  figh 
While  it  travels  slowly,  he  sai 
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it  reproduces  rapidly  and  once 
firmly  established  in  any  section 
it  takes  years  to  exterminate 
them. 

%  s{c* 

Tony  Belotta,  a  grocer,  of  1416 
Sixty-fourth  street,  Brooklyn, 
who  was  arrested  some  time  ago 
charged  with  selling  liquor  with¬ 
out  a  license,  was  this  week  fined 
$200  by  tbe  Court  of  Special  Ses¬ 
sions.  A  detective  alleged  that  he 
went  to  Belotta’s  grocery  store 
and  purchased  a  bottle  of  liquor. 

Summarized  Market  Con¬ 
ditions. 


Several  large  sales  of  Santos 
during  the  past  week  have  stimu¬ 
lated  the  spot  coffee  market  some¬ 
what.  Holders  are  asking  full 
prices,  claiming  that  the  stock  on 
hand  is  light.  Dealers  complain 
that  the  country,  by  its  holding 
oft*  policy,  has  played  into  the 
hands  of  the  bulls,  as  with  the 
stock  light,  prices  must  soon  go 
up,  as  it  will  be  impossible  to  ob¬ 
tain  new  stock  except  at  higher 
levels.  The  roasters  are  also  com¬ 
plaining  that  because  of  keen 
competition  they  are  unable  to 
make  a  profit. 

In  the  raw  sugar  market  much 
interest  is  shown  in  Javas  for  the 
fall  melting.  Little  has  hitherto 
been  done  on  this  grade.  Cubans 
are  selling  well,  stimulated  by  re¬ 
ported  advances  from  abroad. 

Refined  sugar  -continues  quite 
active,  withdrawals  being  heavy 
and  some  new  business  being 
done.  Most  of  the  new  business 
is  on  a  slightly  advanced  scale. 

A  little  more  interest  is  being 
shown  by  distributers  in  rice,  but 
buying  continues  light.  Smal 
lots  are  the  rule,  buyers  desiring 
only  to  fill  in  their  stock.  Prices 
are  steady. 

The  demand  for  teas  continues 
fairly  strong.  Prices  are  firm,  as 
the  supply  is  now  rather  small, 
most  of  the  stock  having  already 
passed  into  the  retailer’s  hands. 
Increased  interest  is  shown  in 
Japans  because  of  the  probability 
of  a  falling  off  in  the  Chinese 
grades. 

The  canned  vegetable  market  is 
quite  active.  Prices  are  firm  for 
nearly  all  grades.  Tomatoes  are 
attracting  attention  because  of 
unfavorable  crop  reports.  Pack 
ers  are  unwilling  to  take  on  much 
new  business,  however,  because 
of  the  large  sales  already  made 
from  the  1911  pack.  There  is  a 
good  demand  for  peas.  Prices  are 


steady.  There  is  a  tendency  to 
advance  prices  on  corn,  because  of 
the  small  spot  stocks  and  the 
probability  of  a  short  crop.  Little 
business  is  being  done  in  futures. 

The  canned  fruit  market  is  dull, 
although  prices  are  firm.  Both 
California  and  Southern  packers 
are  holding  for  full  prices  and 
buyers  seem  willing  to  pay,  but 
the  consumption  is  small.  State 
gallon  apples  are  most  active. 

The  hot  weather  has  seriously 
affected  the  demand  for  eggs. 
Much  of  the  incoming  stock  is  of 
a  poor  quality  and  this  is  a  drug 
on  the  market.  The  higest  grades 
are  in  some  demand,  with  prices 
firm,  as  the  supply  is  short.  Some 


interest  is  being  shown  in  eggs 
for  storage  purposes.  The  best 
grades  are  selling  at  22  cents. 

Increased  interest  has  been 
shown  in  the  best  grades  of  butter 
and  prices  advanced  about  cent 
on  the  better  grades.  Most  sales 
are  being  made  at  25L2  cents  for 
creamery  specials  and  a  cent 
lower  for  extras.  The  receipts  of 
process  butter  are  large  and  the 
demand  is  not  sufficient  to  absorb 
the  supply. 

Fred.  A.  McGill. 


CORRESPONDENCE. 

A  General  Wholesale  Store. 

Chambersburg,  Pa., 

July  17,  1911. 

To  the  Editor. 

Dear  Sir: — Could  you  give  me 
the  address  of  a  general  store  in 
Philadelphia  that  has  a  catalogue 
to  buy  from  ?  New  York  and  Bal¬ 
timore  have.  Thanking  you  in 
advance.  Yours  truly, 

C.  E.  Sites. 

There  is  no  wholesale  general 
house  in  Philadelphia.  What  you 
have  in  mind  is  a  house  like  But¬ 
ler  Bros.,  whose  nearest  branch  is 
in  New  York  City.  Addressing 
them  “New  York”  will  reach 
them. 


AMONG  THE  TRADE. 

Charles  A.  Rittenhouse,  who 
was  formerly  assistant  to  Albert 
M.  Warren  in  the  local  office  of 
the  Great  Western  Cereal  Co.,  has 
been  appointed  local  agent  for  Ar- 
buckle  Bros,  and  the  National 
Condensed  Milk  Co.  of  Chicago. 
Mr.  Warren  relinquished  the 
agency  for  these  two  concerns 
when  appointed  local  sales  man¬ 
ager  for  the  Quaker  Oats  Co.  Mr. 
Rittenhouse  is  a  clean,  substan¬ 
tial,  able  fellow,  and  the  trade  re¬ 
spect  him  thoroughly. 


Hot  Weather 


Meat  Loaf 

Composed  entirely  of  fine  selected  meats — contains 
no  flour  or  cereals.  Baked  fresh  daily  in  loaves  of 
about  five  pounds.  Makes  a  quick  and  delicious 
breakfast,  sliced  and  fried  in  a  little  butter. 

Cut  in  thin  slices  it  can  also  be  served  cold  for 
luncheon,  or  warmed  in  the  oven  in  one  piece  it 
takes  the  place  of  a  roast. 


Lunch  Roll 


(Trade-mark) 
Reg.  U.  S.  Pat.  Office 


Composed  of  lean,  tender  pieces  of  pork,  mildly 
cured,  stuffed  in  linen  container  and  boiled.  Far 
superior  and  more  delicious  than  boneless  boiled 
ham,  being  juicy,  mild  and  sweet;  also  less  expensive 
and  not  near  so  wasteful — in  fact  no  waste  at  all. 


Cervelat 


(Also  known  as  Summer  Sausage 
or  Winter  Bologna) 


Not  to  be  confounded  with  Lebanon  Bologna  or 
similar  cheap  products.  Very  choice  and  different 
from  the  numerous  brands  on  the  market  from  the 
fact  that  it  contains  no  cereals.  In  beef  and  hog 
casings. 

Bologna  Sausage 

Burk  quality.  From  animals  slaughtered  on  the 
premises.  No  cereals. 

Burk’s  Hams 

Different  from  others  in  cut  and  trim,  having  short 
shanks  and  round  butts.  No  salty  taste  being 
new  and  sugar  cured.  Bright  color,  smoked  with 
hickory  wood. 

These  goods  are  absolutely  pure — contain  no  adul- 

teration  and  are  free  from  artificial  preservatives. 


LOUIS  BURK 

Girard  Avenue  and  Third  Street 

PHILADELPHIA 
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WITH  THE  EDITOR 


Manufacturers  of  food  products 
seem  to  be  clinging  to  limited 
selling  prices,  in 

Is  There  Anythin*  Spite  of the  re¬ 
in  This?  cent  Supreme 
Court  decision  in 
the  Miles  case,  a  great  deal  more 
tightly  than  manufacturers  in 
other  lines.  So  far  as  the  writer 
has  seen,  but  two  food  manufac¬ 
turers  have  abandoned  the  plan 
since  the  Miles  decision,  though 
in  other  lines  a  considerable  num¬ 
ber  are  said  to  have  abandoned  it. 
The  latest  is  the  general  agent  of 
the  American  Printing  Co.,  manu¬ 
facturers  of  cotton  goods,  who 
has  just  issued  the  following 
statement  to  his  customers : — 

Having  been  advised  by  counsel 
that  the  restriction  of  prices  in  any 
form  is  contrary  to  law,  we  hereby 
notify  you  that  you  are  at  liberty 
to  sell  the  goods  purchased  from  us 
at  such  prices  as  you  may  think 
proper.  In  doing  so  we  may  ex¬ 
press  the  opinion  that  neither  the 
public  nor  the  consumer  is  profited 
by  ruinous  price  cutting. 

The  writer,  while  believing 
firmly  in  the  limited  price  princi¬ 
ple,  confesses  to  a  desire  to  see 
what  would  happen  if  all  fixed 
prices  were  eliminated  and  the 
wholesale  and  retail  selling  fig¬ 
ures  were  left  to  fix  themselves 


made — isn’t  it  probable  that  the 
erstwhile  cutter  would  think  a 
little  longer  before  pulling  down 
the  pillars  of  the  temple? 

This  thought  has  often  oc¬ 
curred  to  the  writer,  each  time 
with  more  force.  Nevertheless, 
the  limited  price  plan  works  well 
and  if  it  is  possible  to  keep  it 
legally  effective,  it  ought  to  be 
done.  The  above  suggestion  is 
only  intended  by  way  of  comfort 
in  case  limited  prices  must  go. 


The  “Grocery  World  and  Gen¬ 
eral  Merchant”  advises  its  South- 
em  subscribers 

A  Warning;  and  n<-F  to  Caught 
an  Opinion.  by  the  scheme  of 
the  “Associated 
Union,”  described  in  another  col¬ 
umn,  or  by  any  other  co-operative 
buying  enterprise  so  flimsy  and 
unsubstantial. 

This  is  the  day  when  co-oper¬ 
ative  buying  talk  is  more  than 
unusually  alluring,  and  there  is 
reason  to  expect  that  a  large 
number  of  small  schemes  of  this 
sort  will  break  out  in  various 
sections  of  the  country.  One  or 
two  have  shown  themselves  in 


St.  Louis  recently,  and  one  of  the 
moat  ambitious  was  Mr.  Austin’s 
company  in  New  York  City. 

The  “Associated  Union”  is  ask¬ 
ing  Louisville  retailers  to  buy 
memberships  outright.  The  con¬ 
sideration  for  the  membership,  as 
the  contract  makes  plain,  is  sim¬ 
ply  that  the  Union  will  sell  mem¬ 
bers  at  io  per  cent,  reduction 
any  goods  which  it  has  in  stock 
or  can  buy.  The  flat  offer  to  sell 
all  the  goods  in  stock  at  io  per 
cent,  less  than  the  regular  jobbing 
market  is  either  fraudulent  or 
foolish.  Such  a  thing  could  not 
be  done  without  selling  below 
cost. 

The  “Associated  Union’s” 
agreement  to  sell  members  what 

o 

goods  “it  can  buy”  is  the  keynote 
of  the  whole  present  co-operative 
buying  situation.  The  writer 
has  no  hesitation  in  declaring 
that  no  small  co-operative  buying 
exchange  has  a  shadow  of  a 
chance  to  succeed  to-day.  What 
is  meant  by  succeed  here  is  to 
buy  the  important  proprietary 
goods  direct.  It  can  always  buy 
bulk  goods,  if  its  purchases  are 
large  enough,  and  it  can  buy  a 


few  of  the  important  package 
goods,  but  it  is  reasonably  certain 
that  every  member  of  the  Ameri¬ 
can  Specialty  Manufacturers’  As¬ 
sociation — which  contains  the 
cream  of  the  manufacturing  busi¬ 
ness  of  the  country — would  re¬ 
fuse  to  sell  direct.  To  get 
anywhere  to-day  a  co-operative 
buying  enterprise  must  be  big, 
and  it  must  start  big,  which 
obviously  is  very  hard  to  do.  1  he 
organized  jobbers,  for  self-preser¬ 
vation,  have  arrayed  themselves 
so  strongly  against  co-operative 
buying  for  retailers  that  without 
lifting  more  than  a  finger  they 
can  scotch  any  small  scheme  that 
arises.  Whether  they  could  also 
scotch  the  big  ones  cannot  be  told 
until  one  appears  and  puts  them 
to  the  test. 


Consistency. 


In  another  column  appears  a 
letter  which  a  member  of  the 
Beatrice  (Neb.) 
Retail  Grocers’ 
Association  wrote 
and  had  read  at 
the  last  meeting.  Its  text  is  con¬ 
sistency — being  willing  that 
others  should  do  whatever  we  do, 
and  being  willing  to  do  ourselves 
whatever  we  insist  that  others 


according  to  the  natural  fluctua¬ 
tions  of  supply  and  demand. 
Would  the  expected  disaster  en¬ 
sue?  There  is  much  reason  to 
believe  not.  The  chance  really  is 
that  the  ensuing  condition  might 
prove  to  be  an  improvement.  Take 
an  unscrupulous  merchant,  for  in¬ 
stance,  who  signs  a  limited  price 
contract  which  he  has  no  inten¬ 
tion  of  keeping.  He  secretly  re¬ 
bates  under  it,  in  full  confidence 
that  his  more  conscientious  com¬ 
petitors,  even  if  they  learn  that 
rebating  is  being  done,  will  not 
follow  because  of  their  own  con¬ 
tracts. 

But  suppose  there  were  no  con¬ 
tracts,  and  one’s  competitors  were 
free  to  follow  any  cut  price  one 


Comment  Unnecessary 

f  - 

Baltimore,  Md.,  July  io,  1911. 

The  Grocery  World  and  General  Merchant, 

Philadelphia,  Pa. 

Bear  Sir : — Will  you  kindly  send  copies  of  “The  Grocery  World 
and  General  Merchant”  to  Mr.  W.  E.  Malkus,  Raspeburg,  Md.,  and 
to  Mr.  W.  E.  Cole,  Presbury  and  Mount  Streets,  Baltimore,  Md. 

I  never  neglect  an  opportunity  of  doing  a  little  missionary  work 
tor  “  The  Grocery  World  and  General  Merchant.”  It  seems  remark¬ 
able  that  there  are  so  many  retail  grocers  who  never  read  trade 
papers  and  who  consequently  do  not  know  what  is  vitally  necessary 
to  know  about  their  business. 

Only  a  few  days  ago  I  was  speaking  to  a  retail  grocer  who 
did  not  know  that  the  pure  food  and  drugs  act  of  1906  had 
become  a  law,  although  his  entrance  into  business  antedated 
that  time. 

Your  friend, 

Thos.  H.  Franz. 

Merchants  Supply  Co. 


should  do. 

There  are  grocers  whose  wives 
regularly  patronize  hucksters, 
and  who  defend  themselves  on 
the  ground  that  they  don’t  handle 
truck!  There  are  grocers  who 
contend  that  for  them  to  organ¬ 
ize  co-operative  buying  exchanges] 
is  right,  but  for  consumers  to  do] 
it  is  wrong.  There  are  grocers 
who  bitterly  arraign  consumers 
for  buying  groceries  from  a  mail¬ 
order  or  nearby  city  house,  while 
allowing  the  women  of  their  fam¬ 
ily  to  send  to  the  same  mail-order 
house  for  dry  goods,  though  there 
are  plenty  of  dry  goods  houses  in 
the  town. 

In  these  days  consistency  is  an 
unfashionable  jewel. 


Government  Makes  Wholesale  Olto 
Raid  in  Chicago. 

Indictment  charging  26  corpo¬ 
rations  and  individuals  with  hav¬ 
ing  defrauded  the  Government 
out  of  hundreds  of  thousands  of 
dollars  in  the  manufacture  and 


sale  of  imitation  butter  products 
were  returned  by  the  Grand  Jury 
in  the  United  States  District 
Court  last  Thursday.  The  follow¬ 
ing  were  indicted  :  Frank  P.  Cavi- 
ezel,  United  States  Revenue 
Agent;  Harry  Oldham,  special 


employee  of  the  Revenue  Depart¬ 
ment,  stationed  at  Chicago;  L.  C. 
LaRue,  formerly  a  Deputy  United 
States  Revenue  Collector;  John 
F.  Jelke,  president;  Francis  M. 
Lowry,  secretary,  and  William  M. 
Steele,  manager  of  the  John  F. 


Jelke  Co.;  John  Dadie,  secretary: 
Thomas  W.  Dudman,  purchasing 
agent;  Frank  H.  Harding,  cashier 
and  John  F.  Ryan,  order  clerk  ol 
the  William  J.  Moxley  Co.;  Wil¬ 
liam  P.  Jackson,  manager  of  the 
George  P.  Braun  Co. 
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Was  the  Pencil  Advertisement 
a  Success? 


If  merchants  and  manufactur¬ 
ers  would  realize  that  everything 
which  leaves  their  establishment 
— their  letter-heads,  their  sales¬ 
men,  their  wagons,  their  advertis¬ 
ing  matter — are  representatives  of 
the  establishment  and  exemplars 
of  it,  there  would  be  a  revolution 
in  the  quality  of  these  things. 

Consider  especially  the  adver¬ 
tising  matter  and  the  advertising 
novelties  that  so  many  houses  use. 
While  it  is  perhaps  illogical  to 
judge  the  purity  and  richness  of 
the  crackers  made  by  John  Smith 
&  Co.  by  the  lead  pencil  John 
Smith  &  Co.  give  out  as  an  adver¬ 
tisement,  there  is  still  a  strong 
human  tendency  to  do  so. 

Not  long  ago  I  was  present  on 
an  occasion  where  several  well- 
known  manufacturers  distributed 
souvenirs  to  a  large  number  of 
persons.  One  of  them  was  a  very 
good-looking  lead  pencil  which 
bore  the  name  of  an  important 
Eastern  mincemeat  manufacturer. 

That  pencil,  let  me  say,  was  the 
worst  thing  in  the  shape  of  a  pen¬ 
cil  that  I  ever  remember  using. 
The  lead  was  hard  and  when  you 
used  pressure  enough  to  make  a 
mark,  it  was  so  brittle  that  it  in¬ 
variably  broke. 

Four  times  one  broke  for  me 
and  had  to  be  sharpened  within 
ten  minutes. 

Now  I  know  somewhat  more 
about  the  case  than  the  average 
person,  and  therefore  it  would 
never  occur  to  me  to  judge  this 
firm’s  mincemeat  by  its  pencils. 

But  other  people  do  and  did  in 
my  presence. 

I  saw  a  couple  of  ladies  en¬ 
deavoring  to  write  with  them. 
The  pencils  acted  as  they  had 
with  me — as  they  did  with  prob¬ 
ably  everybody. 

“Mercy,  this  is  an  awful  pen¬ 
cil !”  one  of  them  ejaculated. 

When  it  broke  the  next  time  she 
said : — 

“Who  gave  these  pencils  away, 
anyway?”  Then  she  looked  at  the 
name  and  added  : — 

“Well,  if  his  mincemeat  isn’t 
any  better  than  his  pencils,  I  don’t 
want  any  of  it.” 

To  be  sure,  she  said  it  laugh¬ 
ingly,  but  nevertheless  the  little 


unfavorable  impression  was  there. 
I  would  prefer  that  it  shouldn’t  be 
there,  if  I  were  the  manufacturer. 

Suppose  two  hundred  people  re¬ 
ceived  those  pencils,  and  only  half 
the  pencils  turned  out  bad.  Was 
the  advertisement  a  success?  Or 
on  the  contrary,  was  it  worse  than 
no  advertisement? 

Not  long  ago  I  heard  a  manu¬ 
facturer  decide  to  save  $20  on  a 
plan  to  distribute  5,000  advertis¬ 
ing  novelties.  The  $20  repre¬ 
sented  the  difference  between  a 
really  good  article  and  one  that 
was  pretty  good.  In  one-half  the 
scale  he  put  his  $20,  and  in  the 
other  half  he  put  the  entire  suc¬ 
cess  of  his  advertising  plan.  He 
forgot  that  he  was  sending  his  ad¬ 
vertising  novelties  out  to  repre¬ 
sent  his  house,  and  that  they  were 
sure  to  create  for  the  house — a  lit¬ 
tle  more  faintly,  perhaps — the 
same  impression  they  created  for 
themselves. 

I  remonstrated  once  with  a  re¬ 
tailer  who  was  preparing  to  send 
out  several  hundred  egregiously 
cheap  calendars. 

“They  will  do  you  harm,”  I 
said.  “Nobody  will  respect  them 
— they  are  the  cheapest  of  the 
cheap.” 

The  retailer  refused  to  spend  a 
few  dollars  more  and  get  calen¬ 
dars  that  would  really  do  him 
credit.  “This  is  throwing  money 
in. the  street,  anyway,”  he  said, 
“and  I  don’t  propose  to  throw 
any  more  than  I  have  to.” 

So  he  got  out  something  that 
was  much  worse  than  nothing.  A 
representative  that  if  it  made  any 
impression  at  all,  made  a  bad  im¬ 
pression. 

How  very,  very  foolish ! 

Rather  than  send  out  a  cheap, 
poorly  printed  letter-head  or 
statement,  use  good  plain  paper. 

Rather  than  send  out  cheap, 
badly  printed  advertising  matter, 
send  none  out,  unless  it  is  to  go  to 
non-discriminating  people. 

If  you  can’t  bring  yourself  to 
give  away  advertising  novelties 
that  you  will  admit  to  yourself 
you  will  willingly  be  judged  by, 
give  none  away. 

For  while  it  is  considered  quite 
indelicate  to  look  a  gift  horse  in 


The  Most  Valuable 
Acquisition 


NATIONAL 

BISCUIT 

COMPANY 


Mr.  Dealer-  -in  all  your 
business  experience,  what  is 
your  most  valuable  acqui¬ 
sition;  in  other  words,  what 
at  present  is  your  most  valu¬ 
able  asset  ?  It  isn’t  your 
bank  account ;  it  isn’t  the 
cash  value  of  your  stock — 
the  measure  of  your  success 
is  gauged  by  the  selling 
price  your  business  will 
command  over  and  above 
the  actual  money  value  of 
stock  and  fixtures.  In  short, 
the  extent  of  your  “good¬ 
will’’  determines  the  value 
of  your  business  —  the 
probability  that  old  cus¬ 
tomers  will  return  to  the 
old  place. 

With  a  full  line  of  the  National 
Biscuit  Company  celebrated  prod¬ 
ucts  in  stock  —  both  in  the 
famous  In-er-seal  packages  and 
glass-front  cans — you  will  enjoy 
a  goodwill  that  money  cannot 
buy.  It  builds  better  business 
—assures  profits. 


Progressive  Grocers 

PUSH 

MAPLEINE 

(A  Flavoring) 


John  Scott  fit  Co. 

INCORPORATED 

PHILADELPHIA 


Good  Profit,  Strong  Demand 
Extensively  Advertised 


WHOLESALE  GROCERS 


ITS  USES 

Mapleine  makes  better 
Syrup  than  real  maple  at 
half  the  cost,  and  is  de¬ 
licious  for  flavoring  pas¬ 
tries,  ice  cream  and  con¬ 
fections. 


and  Direct  Importers  of 

Ceylon  and  Assam  Teas 


Order  from  ycur  jobber  to-day,  or 

Smith,  Marquis  Co.,  Ltd. 
105  S.  Front  St. 


Crescent  Mfg.  Co. 
SEATTLE,  WASH. 


These  Teas  are  becoming 
more  popular  every  day. 

f,Our  prices  are  always  correct” 


PACKERS  OF 

THE  400" 

COFFEE 
Githens,  Rexsamer  &  Co. 

PHILADELPHIA,  PA. 

IMPORTERS  ROASTERS 


TULL  TOUR  CUSTOMERS  THAT 

RAE’S 

Lucca  Olive  Oil 

la  the  product  of  perfectly  aound,  ripe, 
freahly  picked,  freahly  cruabed  and 
preaaed  olivea,  grown  in  Tuscany,  Italy, 
the  one  place  in  the  world  where  the 
olive  reachea  perfection.  You  will  not 
only  pleaae  them  but  you  will  build  up 
a  aplendld  trade  on  Lucca  Oil  at  a  good 
profit.  Pricea  in  Pricea  Current. 

H.  Kellogg  &  Sons 

Philadelphia 
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the  mouth,  nevertheless  people  do 
it,  and-  more  than  that,  they  have 
a  way  of  looking  to  see  whose 
wagon  it  is  hitched  to. 

E.  J.  B 


Parcels  Post  Enemies  Given 
Chance. 


House  Postal  Committee  Hears  Rep¬ 
resentative  of  National  Salesmen’s 
Organization,  Who  Says  that  Increase 
in  Mail  Order  Business  Would  Hurt 
Country  Merchants  and  Salesmen, 


Practical  Questions  of  Store 
Management 


Conducted  bv  HENRY  JOHNSON,  Jr. 


This  department  is  conducted  by  a  man  who  has  run  a  successrul  retail 
grocery  store  for  years  and  who  ha*  also  had  much  experience  with  larger 
enterprises  which  Involved  the  selling  of  merchandise  to  retailers.  He  is, 
therefore,  informed  upon  both  sides  of  the  general  questions  of  store 
management  and  will  discuss  those  questions  from  week  to  week.  The 
central  thought  of  his  articles  will  be  “  getting  the  best  service  and  the  most 
money  out  of  a  retail  store.”  Subscribers  are  Invited  to  submit  queries  on 
any  and  all  subjects  within  the  scope  of  the  department. 


Special  Correspondence  of  "Grocery  World  and 
General  Merchant.” 


Washington,  D.  C., 

July  14,  I911 
Opponents  of  the  pending  par¬ 
cels  posit  bills  were  given  their 
innings  before  the  House  Postal 
Committee  on  W  ednesday.  1  he 
first  address  was  made  by  W.  E. 
Jenkins,  of  Baltimore,  of  the 
United  Commercial  Travelers’ 
Association.  Mr.  Jenkins  did  not 
receive  a  great  deal  of  consider 
ation  from  the  committee.  He 
appealed  for  an  unfavorable  re¬ 
port  on  the  bills  on  the  ground 
that  the  extension  of  parcels  post 
would  destroy  many  country  mer 
chants.  The  burden  of  Mr.  Jenk 
ins’  argument,  however,  was  the 
effect  of  the  parcels  post  on  sales¬ 
men.  He  said  the  extension  of 
mail-order  business  would  reflect 
directly  and  -injuriously  upon  the 
traveling  salesman’s  vocation. 
Mr.  Jenkins  gave  some  striking 
figures.  He  said  there  were  60,- 
000  salesmen  in  the  United  States, 
and  that  their  maintenance  cost 
an  enormous  sum  of  money,  all  of 
which  was  paid  by  the  consumers. 
Mr.  Jenkins  admitted  that  sales¬ 
men  rarely  came  in  contact  with 
farmers,  to  whom  parcels  post 
would  be  a  benefit. 

Holt 


No  Saccharine  After  Next  Jan.  1st. 

The  Federal  Food  and  Drug 
Board  issued  a  new  modification 
of  the  saccharine  ruling  during 
the  week,  as  follows: — 


SACCHARIN  IN  FOOD. 

Paragraph  3  of  Food  Inspection 
Decision  No.  135  is  hereby  modified 
to  read  as  follows: — 

The  Secretary  of  Agriculture, 
therefore,  will  regard  as  adul¬ 
terated  under  the  food  and 
drug  act  foods  containing  sac¬ 
charin  which,  on  and  after  Jan¬ 
uary  1,  1912,  are  manufactured 
or  offered  for  sale  in  the  Dis¬ 
trict  of  Columbia  or  the  Ter¬ 
ritories,  or  shipped  in  interstate 
or  foreign  commerce,  or  offered 
for  importation  into  the  United 
States. 


General  Introduction. 

The  publishers  of  this  journal 
have  asked  me  to  write  a  series 
of  articles  on  Store  Management, 
with  special  reference  and  appli¬ 
cation  to  the  management  of  the 
Retail  Grocery  Store.  Naturally, 
the  management  of  a  retail  gro¬ 
cery  is,  in  many  respects,  similar 
to  that  of  any  other  retail  store; 
but  I  wish  very  carefully  to  de¬ 
fine  my  limitations  in  this  con¬ 
nection  so  that  there  may  arise 
no  misunderstanding  relative  to 
the  scope  of  what  I  expect  to 
cover.  I  know  the  grocery  busi¬ 
ness  fairly  well,  and  it  has  been 
my  fortune  to  have  intimate  con¬ 
nection  with  the  advertising,  gen¬ 
eral  exploitation  and  marketing 
of  foods  for  upwards  of  thirty 
years;  but.  the  best  thing  that  I 
have  learned,  and  I  say  it  sin¬ 
cerely,  is  that  I  know  only  the 
grocery  business  and  that  I  am 
open  to  conviction  on  everything 
connected  with  it,  for  I  realize 
how  much  there  is  not  only  that 
I  do  not  know  about  it  but  that 
none  of  us  know.  Please,  there¬ 
fore,  do  not  look  for  anything  be¬ 
yond  a  full,  frank  inquiry  into 
grocery  problems ;  a  discussion 
among  us  all  of  the  questions  and 
perplexities  with  which  we  are  all 
continually  confronted. 

It  must  be  remembered  that 
the  grocery  business  is  not  a  sci¬ 
ence,  but  an  art.  Yet  that  hardly 
covers  the  ground.  Maybe  it 
were  better  to  say  that  the  busi¬ 
ness  is  not  an  exact  science,  but 
very  inexact.  It  does,  in  fact, 
partake  both  of  science  and  art ; 
but  the  formulae  are  so  crude,  so 
unsettled,  in  many  respects  so  ac¬ 
tually  nebulous  that  there  is  room 
for  unlimited  inquiry  and  discus¬ 
sion  in  the  work  of  reducing  our 
ways  and  methods  from  what 
may  suit  us — apparently — to  what 
may  be  found  to  be  scientifically 
correct  and  ultimately  best,  io 


illustrate:  The  act  of  weighing  a 
quantity  of  prunes  is  capable  of 
reduction  to  an  exact  science 
so  many  motions  of  such  and  such 
a  character  in  an  exactly  formu¬ 
lated  routine  to  accomplish  the 
desired  result.  That  is  science, 
and  can  be  taught  as  such.  On 
the  other  hand,  the  dressing  of  a 
window  is  an  art  limited  by  few 
possible  rules  and  allowing  the 
widest  margin  for  individual  ex¬ 
pression.  The  landscape  gardener 
works  by  three  fundamental 
rules:  Open  space;  plant  in 
masses;  avoid  straight  lines.  A 
glance  around  at  our  public  and 
private  parks  and  ornamental 
grounds  will  indicate  what  can 
be  built  on  such  foundation. 

You  will  be  apt  to  remark  right 
here  that  the  prunes  are  not  sci¬ 
entifically  weighed  and  the  win¬ 
dows  not  artistically  dressed. 
Just  so.  That  is  what  we  are 
after.  Let  us  first  learn,  and 


then  teach  how  to  weigh  with 


few  motions,  without  overfilling 
and  digging  out  and  again  filling 
— false  motions  which  we  all 
know  take  up  a  lot  of  time  and 
reduce  efficiency.  Let  us  also 
learn  the  few  fundamental  rules 
of  the  art  of  window  dressing 
and  then  work  to  develop  our¬ 
selves  and  our  assistants  into 
capable  window  decorators.  In 
all  whereof  “in  the  multitude  of 
counsellors  there  is  safety !’’ 


“on  a  shoe  string”  and  been  suc¬ 
cessful. 

2.  Location,  its  advantages 
and  limitations. 

3.  Equipment — furniture,  fix-  '■ 
tures,  etc. 

4.  Organization ;  the  rock  on 
which  many  a  successful  small 
man  has  wrecked  himself  because 
he  had  not  the  capacity  to  grow. 

5.  Buying;  the  necessary  and 
immensely  important  preliminary 
to  Selling;  a  feature  about  which 
much  stuff  and  nonsense  has  not 
only  been  spoken  and  written, 
but  about  which  a  lot  of  folly  has 
bconie  accepted  maxims. 

6.  Cost  Accounting;  the  foun¬ 
dation  of  any  business  of  any  kind 
anywhere ;  without  which  no  man 
can  possibly  achieve  the  full 
measure  of  success. 

7.  Profit  Computation  and  Ac¬ 
counting;  a  scientific  feature 
about  which  less  is  scientifically 
formulated  and  properly  under¬ 
stood  than  any  other  important 
item  of  retail  education ;  the 
“answer”  in  numberless  instances 
to  the  question :  “Why  did  he 
fail?” 

8.  Selling;  the  greatest  blend 
of  science  and  art  in  the  grocery 
business,  wherein  is  possible  the 
exercise  of  the  utmost  individu¬ 
ality  with  the  most  exact  appli¬ 
cation  of  every  scientific  formula 
in  the  business. 

9.  Advertising;  something  I 
have  hitherto  characterized  as 
The  Whole  Business,  for  the  rea¬ 
son  that,  properly  understood  and 
applied,  it  really  comprises  all 
there  is  to  successful  merchandis¬ 


ing. 


*  *  * 


It  is  my  plan  to  endeavor  to 
treat  the  subject  by  logical  divi 
sions,  beginning  at  what  would 
naturally  be  the  beginning  of  a 
man  going  into  and  operating  a 
successful  grocery  store.  These 
divisions,  as  they  occur  to  me 
roughly,  are  as  follows : — 

1.  Capital;  the  sum  necessary, 
and  why,  giving  full  consideration 
to  and  making  proper  allowance 
for  the  fact  that  men  have  started 


10.  Bookkeeping;  a  science 
exceedingly  important  to  be  car¬ 
ried  on  correctly,  but  not  worth 
the  time  often  spent  on  its  need¬ 
lessly  laborious,  time-w  a  s  t  i  n  g 
old-fashioned  application. 

11.  Private  Brands;  when  anc 
how  useful  and  desirable — anc 
also  when  neither  useful  nor  de 
sirable. 

12.  Individual  Manufacturing 
such  as  coffee  roasting. 

13.  Comfort  and  Convenient 
of  Customers;  such  as  providing 
rest  rooms,  meeting  places,  tele 
phone  service,  postage  stamps 
stationery,  and  the  extent  ti 
which  such  provision  may  b 
valuable  to  the  grocer. 

14.  Adjustment  of  Complaints 
is  the  “customer  always  right? 

15.  The  Delivery  Department 
its  cost  and  efficiency ;  its  impot 
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RITTER’S  APPLE  BUTTER 

Caoi  be  sold  profitably  10c  per  pound 
Gives  satisfaction  to  the  consumer 


How  Many  of  Your  Customers  Buy 
Their  Coffee  From  You? 

About  50  to  70%  of  your  regular  grocery  customers  are  buying  their  coffee  elsewhere , 
and  the  loss  of  these  sales  cuts  down  your  profits.  Will  you  let  us  help  you  recover 
these  sales?  We  have  a  PLAN  FOR  SELLING 

.  Mrs.  Rorer’s  Coffee 

that  will  increase  your  business.  Instead  of  asking  you  to  sell  Mrs.  Rorer’s  Coffee  in  place  of  some  other,  we  11 
show  you  how  to  sell  it  where  you’re  not  selling  anything  now  ;  we’ll  show  you  hovf  to  secure  customers  for  Mrs. 

Rorer’s  Coffee  who  will  buy  other  articles  as  well.  When  you  take  hold  of  Mrs.  Rorer’s  Coffee  and 
make  up  your  mind  to  PUSH  it,  you’ll  get  the  benefit  of  the  biggest  co-operative  coffee-selling  enterprise 
in  the  United  States.  Write  us  for  circular  and  particulars  of  our  plan. 


Climax  Coffee  and  Baking  Powder  Co.,  Indianapolis,  Ind. 


mm 


P.  F.  Brown  6  Co. 

39-41-43  SOUTH  FRONT  STREET,  PHILADELPHIA,  PA. 


Tke  Wag  io  See  If  We’ie  Telling  me  Hum 

The  next  chance  you  get,  hunt  up  a  pound  of  GURNSE  butter  and  con¬ 
template  it.  Isn’t  that  carton  a  great  scheme  to  keep  it  fresh  and  clean 

Open  it.  See  that  brine-dipped  parchment  ?  That  shows  you  what  we 
think  of  GURNSE  butter,  when  we  go  to  such  trouble  to  pack  it.  Ever 
see  more  beautiful  butter  in  your  life?  It’s  always  like  that.  I  aste  it! 
Can  you  see  a  customer,  no  matter  how  finical,  coming  back  and  saying  that 
isn’ t  good  butter  ? 

The  truth  is,  GURNSE  is  the  best  butter  possible  to  make.  A  gilt- 
edged  product  of  our  own  dairies,  watched  and  tended  as  a  mother  tends 
her  child.  We’re  proud  of  GURNSE  and  so  will  you  be,  if  you'll  sell  it. 

Packed  in  20.  30  and  50-pound  boxes — pounds  and  half  pounds— 33  cents. 

Prices  subject  to  market  chan  kies. 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT’’ 
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tance;  horses  vs.  automobiles; 
delivery  clerks. 

16.  Mechanical  Refrigeration 
vs.  Ice  Boxes — an  important  ques’- 
tion  in  these  times  of  high-priced 
ice  and  the  demand  for  better 
storage  of  all  classes  of  perishable 
or  semi-perishable  goods. 

17.  Delicatessen  ;  a  department 
evidently  growing  in  favor  which, 
like  it  or  not,  we  appear  to  be 
about  to  be  compelled  to  instal 
or  enlarge. 

18.  Departmentizing  for  More 
Accurate  Profit  Analysis  and  Ac¬ 
counting;  a  discussion  for  the 
determination  of  the  presently  un¬ 
answerable  question  whether 
sugar  at  3  and  6  per  cent.,  flour 
at  7  and  10  per  cent.,  etc.,  are  pay¬ 
ing  their  own  way  and  yielding  a 
net  profit. 

19.  Computing  vs.  the  Old- 
Fashioned  Scales. 

20.  Salesmanship  vs.  Substitu¬ 
tion  ;  the  correct  definition  and 
the  ethics  involved. 

¥  ^  *1* 

Such,  in  barest  outline,  is  the 
treatment  I  hope  to  accord  to 
Store  Management.  I  wish  to 
emphasize  the  statement,  how¬ 
ever,  that  there  is  nothing  hard 
and  fast  about  this  arrangement. 
It  is  desirable  that  we  “speak  to 
the  question” — confine  our  vari¬ 
ous  discussions  to  the  subject 
presently  in  hand — in  order  that 
we  may  get  somewhere  and  reach 
some  conclusion.  But  the  most 
important  point  to  remember  is 
that  these  articles  are  written 
not  so  much  to  teach — “far  be  it 
from  me”  to  undertake  to  teach 
many  who  have  been  better 
trained  and  longer  in  the  business 
than  I ! — as  to  suggest  questions 
for  discussion ;  and  my  columns 
are  open  to  you  all.  Can  I  say 
that  any  more  plainly,  or  wil 
repetition  lend  emphasis?  If  so, 
I  repeat:  These  columns  are  your 
columns,  and  not  only  will  you  be 
welcomed,  but  you  are  eagerly  urged 
to  use  this  space  for  the  discus¬ 
sion  of  your  troubles  and  perplexi¬ 
ties.  By  such  open,  full,  free,  un¬ 
conventional,  informal  and  ever¬ 
lastingly  frank  talks  only  can  we 
hope  to  do  what  we  set  out  to  do 
- — improve  the  Management  of 
Retail  Grocery  Stores. 

A  final  word :  I  have  written 
this  kind  of  stuff  for  upward  of 
ten  years.  I  have  always  invited 
my  friends  to  write  me,  in  full  de¬ 
tail,  with  facts  and  figures,  about 
any  difficulties  they  might  have. 
It  is  understood  that  the  facts  will 


)e  used,  but  it  is  equally  under¬ 
stood  that  names  and  locations 
are  always  effectively  disguised, 
unless  the  writer  plainly  indicates 
that  his  stuff  may  be  identified. 
Please  understand:  You  take  no 
chance  of  unfortunate  or  unde¬ 
sired  exposure  because  (1)  even 
the  publishers  of  this  paper  will 
not  know  who  you  are  if  you  ad¬ 
dress  “Store  Management  Edi¬ 
tor,”  and  (2)  I  myself  will  not 


Don’t  Be  a  Blame  Shifter.— Do 

you  know  what  that  is?  It’s  the 
fellow  that  schemes  to  push  his 
mistakes  over  to  others.  He  is  a 
coward  and  a  weakling.  He  is  so 
despicable  that  soon  all  respect 
for  him  by  his  associates  is  gone. 

If  you  blundered,  stand  up  like 
a  man  and  take  the  consequences. 
You’ll  like  yourself  better  for  it. 
The  man  you  work  for  and  to 
whom  you  tnade  the  clean  break 
will  know  he  has  at  least  one 
man  in  his  employ  who  knows 
that  God  hates  a  crawler  just  as 
much  as  he  does  a  liar  and  acts 
upon  that  knowledge. 

*  *  * 

Specialty  Table. — W  onderful 
things  can  be  done  with  a  spe¬ 
cialty  table.  It  should  be  placed 
near  the  door  and  changed  every 
morning.  Last  Saturday  a  store 
put  on  their  door  table  fifty  6- 
ounce  jelly  glasses  filled  with 
peanuts.  The  card  8  x  12  said 
“10  cents.”  At  closing  time  there 
was  fourteen  left.  Had  it  not 
been  for  that  display  it’s  safe  to 
say  that  not  over  a  dozen  would 
have  been  sold. 

Your  buyer  can  easily  figure 
for  you  the  profit  on  the  thirty-six. 

Don’t  bother  about  a  cut  price, 
but  do  bother  about  the  article 
being  seasonable,  the  display  at¬ 
tractive  and  the  thing  itself  profit¬ 
able. 

*  *  * 

Hunting  Up  Business. — Oil  these 
quiet  July  afternoons  put  on  your 
coat  and  hat  and  get  out  after  a 
little  business.  Tell  about  the 
green  stuff  you  expect  in  the 


know  you  after  I  have  used  your 
stuff,  because  I  make  it  a  rule  to 
destroy  your  correspondence  as 
soon  as  I  have  copied  it. 

Let’s  get  together,  therefore, 
good  friends,  for  mutual  betterment. 


ASSOCIATION  NEWS 

Little  Rock,  Ark. 

The  Little  Rock  (Ark.)  Retail 
Grocers’  Association  last  week 


morning.  Quote  a  few  ready 
cooked  things  and  mention  your 
special  blend  tea  for  icing. 

Make  it  a  point  to  call  on  some 
old  trade  you  have  missed.  One 
personal  call  and  polite  business 
chat  will  be  more  effective  than 
ten  letters. 

*  *  * 

Lime  Juice  is  as  common  al¬ 
most  in  the  old  country  as  soda 
water  is  here.  A  tablespoonful 
turns  a  glass  of  water  into  a  most 
delightful  drink.  Keep  a  bottle 
on  the  counter. 

*  *  * 

Good  Ginger  Ale  is  sparkling, 
has  a  sharp  (not  bitey)  taste,  is 
absolutely  clear  as  your  bottle 
shows  and  has  the  natural  ginger 
taste.  The  poor  kind  bites,  looks 
flat,  has  a  slight  muddy  appear¬ 
ance  and  an  artificial  flavor. 

*  *  * 

Vanilla  Flavor. — Your  label  will 
tell  you  whether  it’s  an  extract 
from  the  vanilla  bean  or  an  imi¬ 
tation.  Don’t  say  rash  things 
about  the  latter.  Many  men  of 
repute  and  wide  experience  allow 
its  use  in  the  making  of  their 
cake.  It  lacks  the  delicacy  of  the 
genuine,  but  it  holds  the  flavor, 
and  the  difference  in  price  is  a 
boon  to  working  people. 

*  *  * 

Your  Kind  of  Lard  has  no  Stear- 
ine  in  it  and  it  isn’t  watered.  It 
isn't  “lovely  and  white”  and  has 
a  slight  yellow  cast.  In  the  pan 
it  doesn’t  spurt  and  evaporate,  the 
odor  from  it  is  pleasant  and  the 
thinsrs  that  are  fried  in  it  taste 
sweet  and  wholesoifie. 


issued  to  its  members  the  follow- 


There  will  be  a  meeting  of  all  the 
grocers  of  the  city  next  Tuesday 
night  at  8  o’clock.  At  the  last  meet¬ 
ing  held  two  weeks  ago  many  com¬ 
plaints  were  made  about  jobbers 
selling  to  the  consuming  trade,  and 
it  is  the  understanding  that  every 
grocer  who  -knows  of  specific  cases 
of  the  jobbers  selling  to  trade  that 
rightfully  belongs  to  the  retailers 
will  bring  the  evidence  to  this  meet¬ 
ing  so  that  the  facts  may  be  pointed 
out  to  the  offending  jobbers.  There 
are  other  matters  of  interest  to  the 
trade  that  should  be  taken  up  for 
discussion  also,  and  we  hope  that 
there  will  be  a  large  attendance  of 
the  retail  grocers  at  this  meeting. 

It  is  useless  to  sit  in  your  stores  and 
complain  of  conditions.  Come  out 
to  the  meetings  and  assist  in  devis¬ 
ing  ways  and  means  to  improve 
matters.  We  hope  to  see  many  gro¬ 
cers  at  this  meeting  who  have  not 
been  in  the  habit  of  attending 
lately. 

Beatrice,  Neb. 

At  the  last  meeting  of  the  Be¬ 
atrice  (Neb.)  Retail  Grocers’  As¬ 
sociation  the  following  letter, 
written  by  one  of  the  members, 
was  read : — 

Gentlemen  : — I  respectfully  submit 
to  you  the  following  list  of  ques¬ 
tions  :  Do  you  patronize  peddlers 
or  encourage  your  wife,  mother 
or  sister  to  do  so?  Is  your  wife  a 
member  of  the  Larkin  soap_  club? 
Do  you  dump  your  ashes  in  the 
street  in  front  of  your  residence? 
Do  you  feel  that  your  neighbor  who 
is  in  the  same  line  of  business  as 
you,  is  an  imposter,  a  crook  and 
a  fool  and  has  no  license  to  exist? 
Do  you  think  that  money  paid  for 
printers’  ink  in  sensible,  newsy  'ad¬ 
vertising,  is  thrown  away? 

Do  you  buy  any  portion  of  goods 
for  your  family  use  which  you  do 
not  handle  in  your  own  store  from 
out  of  town?  Do  you  kick  about 
what  the  other  feilow  does  and 
damn  the  administration  because 
things  are  not  run  according  to  your 
idea  ? 

Do  you  dump  your  waste  paper 
at  the  rear  of  your  store,  set  fire 
to  it  and  let  the  ashes  and  burn¬ 
ing  papers  be  caught  up  by  the 
winds  and  carried  away,  thus  en¬ 
dangering  your  own  and  your 
neighbor's  property,  and  causing  the 
streets  and  alleys  to  look  as  though 
a  scavenger  was  unknown? 

Do  you  curse  the  city  administra¬ 
tion  because  of  the  filth  in  the  al¬ 
leys,  and  yet  make  no  effort  to  clean 
or  keep  clean  your  own  section  of 
alley? 

Do  you  contribute  your  portion 
to  the  whirlpool  of  waste  paper, 
straw  and  excelsior  which  can  be 
seen  whirling  and  flying  in  all  di¬ 
rections  on  the  streets  of  our  beau¬ 
tiful  city  on  almost  any  windy  day? 

Do  you  subscribe  to  foreign  col¬ 
lection  agencies  on  the  representa¬ 
tion  of  a  stranger,  and  turn  down 
the  committee  from  your  retailers' 
association  by  saying:  ‘‘Oh!  I  have 
tried  several' of  those  schemes,  and 
they  have  never  been  successful; 
when  they  prove  to  me  that  you  are 
going  to  do  things,  then  perhaps  I 
will  join-*? 

Do  you  condemn  the  farmer  for 
patronizing  the  catalogue  houses, 
then  when  a  commercial  traveler, 
who  spends  his  money  in  your  ho¬ 
tels.  livery  baVns  and  so  on,  quotes 
you  a  price  on  an  article,  do  you 
reach  for  your  Butler  Bros.’  cata¬ 
logue,  or  that  of  some  other  whole¬ 
sale  catalogue  house,  and  quote  the 
salesman  from  it  on  perhaps  some 
inferior  article? 


rc  —  -  - 

Selling  Talks  With  Clerks 

BT  A  MAN  WHO  HAS  BEEN  ONE 

Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Stores,  Trenton,  N.  J. 

1  -  ■  =± 
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MAKES 

HEALTHY,  HEARTY 
CUSTOMERS 

Who  consume  more  groceries  than 
drinkers  of  tea  and  coffee  do  You 
may  make  more  money  at  first  on 
tea  and  coffee.  In  the  long  run  it 
will  pay  better  to  sell  cocoa. 

Wholesome  and  Appetizing 
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r  OAKDALE* 


PRETZELS 


Have  won  and  deserve  the  reputation  of 

“HIGHEST”  GRADE 
“CLEANEST”  MADE 

Baked  in  TEN  Varieties 

Packed  in  packages  to  retail  at 
5  cents,  10  cents  and  15  cents. 
Packed  in  boxes  and  barrels  to 
retail  by  the  pound. 

More  pretzels  are  being  sold 
every  year  because  doctors  are  rec¬ 
ommending  them  as  appetizing, 
wholesome,  nourishing,  accept¬ 
able  to  a  weak  stomach  and  better 
for  the  children  than  candy  or 
cake — and  because  “Oakdale” 
Pretzels  are  so  good  everybody 
likes  them. 

Write  for  samples  and  prices,  or 
better — let  us  send  you  a  trial  box, 
returnable  at  our  expense  if  it  does 
not  sell.  Write  to-day. 


Oakdale  Baking  Co. 

Tenth  and  Susquehanna  A ve. 


a 


Again  and  Again 
and  Again 

<J  Do  vou  sell  Wheatena  ?  If  you 
do,  this  advertisement  may  not 
interest  you.  If  you  don’t  sell  it, 
you’re  reasonably  sure  to  sooner  or 
later,  because  somebody  is  bound 
to  call  for  it — again  and  again — 
until  you  put  it  in. 

<3  For  steady,  sustained,  repeating 
sales,  Wheatena  will  be  a  revela¬ 
tion  to  you.  It  certainly  does  get 
in  to  stay  when  it  gets  in. 

<J  Nothing  else  like  it  on  the  mar¬ 
ket.  It  is  the  hearts— no  other 
part — of  selected  wheat. 

THE  WHEATENA  CO. 

RAHWAY,  N.  J. 


Over  200  Rebuilt 
Cars  Here 

Every  One  has  Been  Put  in  Perfect  Order 

Here’s  a  splendid  chance  to  get  the  make  you’ve  set  your 
heart  on.  Because  it  has  been  used,  you’ll  get  it  at  a  big  dis¬ 
count.  Have  it  torn  down  for  your  inspection,  and 

PAY  MONTHLY  WHILE  YOU’RE  USING  IT 

Our  five-months’  guarantee  and  your  delayed  payments  are 
all  the  protection  you  could  wish.  Come  in  and  look  over  our 
stock — no  obligation  to  buy. 

r  .  Your  car  put  in  order  without  cost  to 

Kj8LT  UWILcrS  •  you.  Cash  for  you  when  it  is  sold — no 
■■  matter  if  the  customer  buys  on  time. 

C&rs  Altered  Into  Delivery  Wagons 

We  use  your  old  body  or  build  you  a  new  one 
from  $25  to  $50. 

Penn  Square  Automobile  Co. 

J.  F.  BROWN,  Proprietor 

1420-22-24-26-28  South  Penn  Square,  100  Yards  South  of  Broad  St.  Station 


(T 


Sic  Semper  Flyrannis! 

T  The  fight  is  on  against  flies — 
flies  in  stores,  in  offices,  in 
homes.  The  demand  for 
weapons  is  greater  than  ever 
before. 

C.  Flinomore  is  without  doubt  the 
best  fly-catching  device  made.  It 
is  an  attractive  little  red  ribbon 
that  unwinds  from  a  spool ;  the 
spool  hangs  up  wherever  you  want 
it.  The  ribbon  is  Wz  inches  wide 
by  about  a  yard  and  a  quarter 
long,  and  the  preparation  that 
coats  it  will  never  let  a  fly  go  once 
he  puts  a  foot  on  it. 

C.  Demonstrated  by  hanging  up 
in  your  own  store.  Costs  you 
$3.60  per  gross  and  sells  at  5 
cents — 100%  profit.  Get  that  ? 


B.  WILMSEN 

212  Ionic  Street,  Philadelphia,  Pa. 


J 
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The  Post  Office  Department 
lias  shown  a  disposition  recently 
to  extend  the  laws  regarding  mis¬ 
use  of  the  mails,  to  cases  arising 
in  business  experiences  which 
have  not  heretofore  been  consid¬ 
ered  violations  of  the  law.  There¬ 
fore  an  article  on  what  is  misuse 
of  the  mails,  what  matter  is  safe 
to  mail  and  what  is  unsafe,  and 
so  on,  should  be  timely  and  useful. 

Let  me  first  puncture  a  delusion 
which  I  find  many  business  men 
have  concerning  the  mailing  of 
libelous  matter.  This  very  fre¬ 
quently  arises  in  matters  con¬ 
nected  with  collections.  It  is  not 
misuse  of  the  mails  to  mail  libel¬ 
ous  matter,  unless  the  libel  ap¬ 
pears  on  the  outside  of  the  en¬ 
velope  or  on  a  postal,  bor  ex¬ 
ample,  not  long  ago,  a  certain 
business  man  who  became  much 
incensed  at  the  refusal  of  a  cus¬ 
tomer  to  pay  a  large  account, 
wrote  him  a  sealed  letter  in  which 
he  called  the  customer,  in  plain 
terms,  a  thief.  The  latter  at¬ 
tempted  to  induce  the  postal  au¬ 
thorities  to  move  against  the 
writer  of  the  letter,  on  the  ground 
that  he  had  misused  the  mails, 
but  they  held  that  there  had  been 
no  misuse,  since  the  libel  was  not 
exposed.  This  decision  was  in 
exact  accord  with  all  decisions  on 
that  point. 

Of  course  if  there  was  libel  the 
recipient  of  the  letter  had  a  private 
action  against  the  sender,  with¬ 
out  regard  to  whether  the  mails 
had  been  misused.  It  should  be 
remembered  that  the  misuse  of 
the  mails  is  an  offense  in  itself, 
entirely  separate  and  distinct 
from  any  other  civil  or  criminal 
offenses  which  the  transaction 
may  involve. 

While  the  mailing  of  libelous 
matter  sealed  is  not  against  the 
postal  laws,  it  is  otherwise  with 
the  mailing  of  libelous  matter 
which  is  not  sealed  but  is  exposed. 


This  refers  especially  to  postals 
or  envelopes  bearing  printed  mat¬ 
ter  on  the  outside.  The  test  is 
whether  the  matter  is  “libelous, 
scurrilous,  defamatory,  threaten¬ 
ing,  or  calculated  in  any  way  to 
reflect  injuriously  upon  the  char¬ 
acter  or  conduct  of  another.” 

For  instance,  not  a  great  while 
ago  a  collection  agency  sent  out 
to  debtors  a  great  many  letters  in 
envelopes  which  bore  on  the  out¬ 
side  in  large  letters  the  words 
“Excelsior  Collection  Agency.” 
Somebody  who  received  one  of 
these  envelopes  took  the  matter 
up  with  the  postal  authorities  and 
the  collection  agency  at  once 
found  itself  in  serious  difficulties. 
The  department  ruled  that  the 
envelopes  were  unmailable, 
though  they  would  not  have  been, 
under  the  decisions,  if  the  words 
had  been  simply  printed  in  the 
form  of  a  small  business  card  in 
the  corner. 

Postal  card  duns  are  also  un¬ 
mailable  and  anybody  using  them 
can  be  criminally  prosecuted  un¬ 
der  the  United  States  laws.  It 
has  been  held,  however,  that  a 
postal  card  bearing  the  following- 
language  was  all  right:  “Please 
call  and  settle  account,  which  is 
long  past  due,  and  for  which  our 
collector  has  called  several  times, 
and  oblige.”  This  card  got  into 
the  courts,  and  it  was  held  that 
it  was  neither  threatening  or  of¬ 
fensive.  I  should  like  to  make  it 
emphatic,  however,  that  any  man 
who  writes  to  another  about  a 
debt,  on  a  postal  card,  is  taking 
great  risk.  He  may  think  he  is 
safely  within  the  line,  but  he  may 
not  be,  for  the  line  is  not  very  dis¬ 
tinct,  and  the  only  safe  plan  is  not 
to  do  it  at  all. 

Sendingobscene  matter  through 
the  mails  is  illegal,  whether  it  is 
sealed  or  not. 

Generally  speaking,  outside  of 
the  above,  there  are  three  classes 


of  matter  which  cannot  be  legally 
mailed. 

First — Matter  concerning  lot¬ 
teries  or  similar  gift  enerprises. 
In  an  early  article  in  this  series 
I  discussed  a  lottery  and  told  how 
to  tell  when  any  business  enter¬ 
prise  was  one.  In  a  nutshell,  a 
scheme  is  a  lottery  when  the  par¬ 
ticipators  pay  money  or  give  any¬ 
thing  for  their  chances,  and 
where  the  award  of  prizes  de¬ 
pends  on  chance  alone.  To  make 
this  a  little  plainer,  a  merchant 
could  legally  conduct  a  guessing 
contest  if  the  chances  were  free 
to  anybody  who  asked  for  them, 
even  if  the  winners  were  picked 
by  chance.  Or  he  could  legally 
conduct  one — and  charge  for  the 
chances — if  it  was  a  contest  of 
skill  and  not  of  chance.  In  neither 
case  would  the  enterprise  be  a 
lottery,  as  one  of  the  indispensa¬ 
ble  elements,  i.  e.,  payment  for 
the  chance,  and  decision  by 
chance,  would  be  absent.  Both 
elements  must  be  present  or  there 
is  no  lottery. 

But  where  the  plan  is  a  lottery, 
the  merchant  who  mails  circulars, 
or  newspapers  containing  an  ad¬ 
vertisement  of  it,  can  be  prose¬ 
cuted,  and  so  can  the  newspaper 
which  published  the  advertise¬ 
ment  and  mailed  copies  of  the 
paper  containing  it.  More  than 
this,  the  whole  edition  of  the 
newspaper  can  be  thrown  out  of 
the  mails,  and  this  has  frequently 
been  done. 

Second — Any  matter  concern¬ 
ing  confidence  games  or  any  en¬ 
terprise  intended  to  defraud. 

Third — Matter  exploiting  any 
scheme  whatever  the  object  .o: 
which  is  to  defraud.  This  is  a 
crime  whether  it  succeeds  or  not, 
and  even  if  it  has  no  possibilities 
of  success.  The  attempt  is  suf¬ 
ficient. 

The  third  head  is  very  wide, 
and  it  is  under  this  that  the  Gov¬ 


ernment  has  recently  branched 
out  in  new  ways.  Two  familiar 
instances  of  such  frauds  as  are 
referred  to  under  the  third  head, 
are  ordering  goods  by  mail  with¬ 
out  intending  to  pay  for  them, 
and  misrepresentations  by  the 
promoter  of  a  fraudulent  invest¬ 
ment  scheme  as  to  future  profits. 

In  all  such  cases  the  intent  to 
defraud  is  vital.  There  must  have 
peen  intent — the  sender  of  the 
etter,  or  whatever  the  matter 
was,  must  have  intended  to  de¬ 
fraud.  Naturally  intent,  being 
mental,  is  secret,  a  fact  which  the 
aw  recognizes,  and  it  therefore 
allows  intent  to  be  inferred.  That 
is,  where  a  man  is  accused  of 
using  the  mails  with  intent  to  de- 
raud,  the  law  will  look  at  all 
that  the  defendant  did  and  will 
allow  the  conclusion  to  be  drawn 
that  “no  man  could  do  these 
things  without  intending  to  de¬ 
mand. ” 

Two  examples  of  the  new  cases 
peing  brought  by  the  Govern¬ 
ments  are  as  follows: — 

Not  long  ago  the  Postal  De¬ 
partment  arrested  a  Pennsylvania 
salesman  who  had  simply  written 
a  letter  to  a  house  that  expected 
to  employ  him,  misrepresenting 
lis  experience  and  ability.  T  hey 
charged  him  with  misuse  of  the 
mails — mailing  matter  which  was 
not  true,  with  the  obvious  pur¬ 
pose  of  deceiving  the  recipient 
and  defrauding  him.  This  case 
has  not  yet  been  tried,  and  the 
issue  is  therefore  uncertain,  but 
on  the  surface  it  would  appear  as 
if  the  salesman  would  have  no 
defense  unless  he  could  prove  that 
his  statements  were  true. 

Still  another  arrest  was  made 
in  New  York  recently  for  an  of¬ 
fense  which  while  more  or  less 
common  had  never,  so  far  as  I 
know,  figured  in  just  that  way- 
under  the  postal  laws  before. 
The  Government  officials  arrested 
a  wholesale  merchant  who  had 
written  a  letter  misrepresenting 
his  financial  condition.  1  he  ob¬ 
ject  was  to  obtain  credit.  Here, 
too.  the  charge  was  misuse  of  the 
mails  in  mailing  false  statements 
which  could  have  no  motive  but 
to  defraud.  So  far  as  I  know, 
this  case  also  has  not  been 
tried. 

The  Government's  new  cam¬ 
paign  is  against  a  class  of  of¬ 
fenses  which  are  almost  as  numer¬ 
ous  as  the  sands  of  the  seashore, 
and  which  it  is  easy  for  any 
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siness  man  to  commit  if  he  is 
:  his  guard. 

It  has  been  held  that  it  is  not 
isuse  of  the  mails  to  exaggerate 
e  value  of  goods  offered  for 
le.  Always  provided,  however, 
at  this  remains  within  the  pale 
exaggeration,  and  does  not 
come  positive  misrepresenta- 
m.  If  it  is  actual  misrepre- 
ntation  it  is  as  much  fraud  as 

ything  else. 

( Copyright .  July,  1911,  by 
Elton  J.  Buckley.) 

Note. — Requests  for  informa- 
)n  in  this  Department  should 
rsely  set  out  in  full  all  the  facts 
:aring  on  the  case,  and  all  ques¬ 
ts  should  be  carefully  framed 
avoid  misconstruction.  Write 
1  one  side  of  the  sheet  only, 
etters  should  be  received  at  this 
fice  not  later  than  Tuesday  of 
,ch  week  to  ensure  an  answer 
the  Monday’s  issue  following, 
he  signature  and  address  of  the 
riter  must  accompany  all  in- 
liries,  and  will  be  published  un- 
ss  there  is  a  request  not  to  do 
>.  All  inquiries  received  will  be 
lswered  without  charge.  Ad- 
•ess  all  communications  to  Legal 
ditor  “Grocery  World  and  Gen- 
al  Merchant.” 


lore  Food  Brands  Condemned 
)y  United  States  Government. 

spartment  of  Agriculture  Certifies 
Reports  of  Additional  Cases  Under 
Federal  Food  and  Drugs  Act. 

This  journal  has  received  from 
te  United  States  Department  of 
.griculture  during  the  week  the 
dlowing  reports  of  additional 
rosecutions  brought  under  the 
ederal  Food  and  Drug  law.  All 
f  them  were  decided  against  the 
efendants : — 

Judgment  No.  802— Adulteration 
and  Misbranding  of  Maple 
Syrup. 

On  or  about  December  20,  1910, 
W.  L.  Baker,  Blodgetts  Mills,  N.  Y., 
shipped  from  said  town  to  the  city 
of  New  York  through  New  Jersey 
six  cases,  labeled :  “Hildreth  & 
Segelken.  Commission  Merchants, 
New  York,”  each  case  containing 
six  one-gallon  cans  of  a  product  la¬ 
beled :  “York  State  Brand  Maple 
Syrup.  This  syrup  is  refined  and 
pure  and  complies  with  the  pure  food 
laws.  Packed  and  shipped  by  W.  L. 
Baker,  Blodgetts  Mills,  N.  Y.” 
Analysis  of  samples  showed  it  to 
consist  largely  of  cane  sugar  syrup 
and  therefore  to  be  adulterated  and 
misbranded. 

Baker  did  not  defend  and  the 
goods  were  seized  and  forfeited. 

Judgment  No.  805— Adulteration 
of  Spiced  Catsup. 

On  or  about  December  23.  1910, 
there  were  offered  for  sale  in  the  city 
of  Washington  D.  C.,  five  barrels  of 
food  product,  labeled :  “Spiced  Cat¬ 
sup  Compound  of  Tomato  Pulp  and 
Spices.  Preserved  with  Benzoate  of 
Soda.  Manufactured  by  R.  C. 


Chance’s  Sons,  Mt.  Holly,  N.  J.” 
Examination  of  samples  showed  it 
to  contain  90,000,000  bacteria  per  cc, 
yeast  and  spores  at  the  rate  of  42 
per  one-sixtieth  cmm,  with  mold 
filaments  in  80  per  cent,  of  the 
microscopic  fields  examined,  and 
thus  to  be  adulterated,  in  that  it 
consisted  in  part  of  a  filthy  and  de¬ 
composed  animal  or  vegetable  sub¬ 
stance. 

The  court  ordered  the  goods  de¬ 
stroyed. 

Judgment  No.  806 — Misbranding  of 
Flavoring  Extracts. 

On  or  about  October  29,  1909, 
Sally  Gumpert  and  Harry  Horo¬ 
witz,  doing  business  under  the  firm 
name  and  style  of  S.  Gumpert  & 
Co.,  shipped  from  New  York  into 
Texas  two  consignments  of  vanilla 
extract  and  a  consignment  of  ex¬ 
tract  of  lemon  peel,  the  former  of 
the  vanilla  extracts  being  labeled: 
“Extract  of  vanilla.  S.  Gumpert 
&  Co.,  New  York”;  the  latter  be¬ 
ing  labeled:  “Ext.  Vanilla,  Guaranty 
Legend  Serial  No.  4-951-  S.  Gum¬ 
pert  Laboratory,  177-179  Hudson 
St.  and  27-29-31  Vestry  St.,  New 
York.  S.  Gumpert,  Manufacturing- 
Chemist  and  Distiller  of  Essential 
Oils,  Fruit  and  Liquor  Flavors.  La¬ 
boratory  177-179  Hudson  St.  and 
27-29-31  Vestry  St.,  New  York”; 
and  the  extract  of  lemon  peel  being 
labeled :  “Extract  of  Lemon  Peel. 
S.  Gumpert  &  Co.”  Also  on  Au¬ 
gust  19,  1909,  the  said  Sally  Gum¬ 
pert  and  Harry  Horowitz  shipped 
from  New  York  into  Ohio  a  quan¬ 
tity  of  Maple  Flavo,  labeled:  “Ma¬ 
ple  Flavo.  Flavo  for  Cake  Icing. 
Use  sufficient  to  get  a  rich,  brown 
color.  Colors  recommended  by  the 
Government  for  food  products.  A. 
Gumpert,  Importers,  Mfgrs.,  New 
York.  205  West  St.  Guaranty 
Legend  Serial  No.  4,951-”  Analy¬ 
ses  showed  the  former  of  the  va¬ 
nilla  extracts  to  be  a  liquid  con¬ 
sisting  of  alcohol  by  volume  23.06 
per  cent.,  vanillin  0.06  per  cent., 
coumarin  0.20  per  cent.,  and  color 
caramel;  and  the  latter  to  be  a  li¬ 
quid  containing  alcohol  23.10  per  cent., 
vanillin  0.60  per  cent.,  coumarin 
0.10  per  cent.,  and  colored  with  car¬ 
amel  ;  and  the  extract  of  lemon  peel 
to  be  a  liquid  containing  35.5  per 
cent,  alcohol.  0.104  per  cent,  citral 
and  lemon  oil  by  precipitation  none. 
Samples  of  the  Maple  Flavo  were 
also  analyzed  and  the  product  was 
found  to  be  a  compound  of  glucose 
and  sugar,  colored  with  caramel  and 
artificially  flavored. 

The  defendants  were  found  guilty 
and  sentenced  to  $400  fine. 
Judgment  No.  808 — Adulteration 
of  Crackers. 

On  or  about  July  26,  1910,  there 
were  transmitted  from  Illinois  into 
Pennsylvania  150  packages  of  a 
food  product  labeled:  “Non  plus 
ultra  I.  J.  S.  Wafles.  Made  in  Hol¬ 
land.  Creme  Wafles  2.25  K.  Sole 
Distributors  for  the  U.  S.  A.  De 
Boer  &  Dik,  Importers,  Chicago, 
Ill.”  Analysis  of  samples  showed 
it  to  contain  boric  acid  or  its  salts, 
and  therefore  to  be  adulterated. 

The  court  compelled  the  filing  of 
a  bond. 

Judgment  No.  812 — Adulteration 
of  Butter. 

On  or  about  July  7,  1910,  Frank 
Crawford,  New  York  City,  shipped 
from  New  York  into  Massachusetts 
70  tubs  of  a  food  product  labeled : 
“Hollis  &  Rich  Butter  Co.,  Boston, 
Mass.,”  and  invoiced  and  sold  by 
said  shipper  as  “Ladle  Butter.” 
Examination  of  samples  indicated 
that  the  product  was  adulterated, 
in  that  it  consisted  in  part  of  filthy, 
decomposed  and  putrid  animal  and 
vegetable  substances. 

The  court  compelled  the  claimant 
to  file  a  bond. 


Judgment  No.  81  i — Adulteration 
and  Misbranding  of  “Colum¬ 
bine  Brand  Compound” 

Fruit  Jellies. 

On  or  about  September  20,  1909, 
the  Colorado  Canning  Co.,  a  corpo¬ 
ration,  James  Turnbull  and  William 
J.  Lindenberger,  Canon  City,  Col., 
shipped  from  Colorado  into  New 
Mexico  a  quantity  of  five  varieties 
of  jellies,  one  of  which  was  labeled: 
“Columbine  Brand  Compound  Rasp¬ 
berries  and  Apple  Jelly.  Made  from 
fresh  fruit,  apple  juice,  granulated 
sugar  and  glucose.  Made  by  Col¬ 
orado  Canning  Co.,  Canon  City, 
Col.” ;  the  other  four  varieties  bear¬ 
ing  identical  labels  except  that  "the 
word  “raspberries”  was  substituted 
in  said  other  labels  by  the  words 
“currant,”  “blackberry,”  “grape” 
and  “plum,”  and  also  bore  the  words 
“1-10  of  1  per  cent,  benzoate  of 


soda”  stamped  very  inconspicuously 
and  illegibly  across  the  face  of  the 
latter  four  labels.  Samples  were 
analyzed,  with  the  result  that  the 
products  in  question  were  each 
found  to  contain  free  sulphuric 
acid  and  benzoate  of  soda,  and  not 
to  be  jellies,  but  viscous  syrups  with 
the  flavors  of  the  fruits  indicated 
scarcely  apparent. 

The  defendant  plead  guilty  to  the 
first  count  and  was  fined  $10. 

New  Jersey  corn  is  in,  and  good 
sugar  corn  can  now  be  bought  at 
65  cents  for  a  basket  of  fifty  ears. 
From  that  figure  the  price  de¬ 
clines  to  30  cents.  The  supply  is 
fair  for  the  first  and  the  demand 
moderate. 


SKIPPER  SARDINES 

A  GOOD  THING 

SKIPPER  SARDINES  are  the  fineat  Norwegian 
Sardines  that  come  to  this  country,  from  a  land 
that  packs  the  finest  Sardines  in  the  world.  Ten¬ 
der,  spicy  little  fish  in  pure  olive  oil  or  tomato 
sauce.  Your  customers  are  sure  to  like  them. 

There  has  never  been  a  Sardine  success  like 
SKIPPER  SARDINES;  why?  First,  because 
of  quality,  of  course,  but  second,  because  we 
guarantee  both  the  sale  and  your  profit. 

Wat  son  «$s  Co. 

.ol«f*of«i*tou  “Skipper”  Sardines* 

lOll  Chestnut  Street,  Philadelphia,  Pa. 

Branch  if  Ai|u  Watson  A  Cc.,  Nowcaatlo-apon-Tyno,  England 


There  is  not 

only  satisfaction  but 
pleasure  in  selling  goods 
that  are  well  known  to 
the  public. 

In  selling  Fels=Naptha 
there  is  also  the  satisfac¬ 
tion  of  knowing  person¬ 
ally  that  the  quality 
of  the  soap  is 
everything  that 
the  makers 
claim. 
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the 

STROLLER'S 

Hj|  ^filJ 

** 

Buying  Automobiles  on  Cut  Prices. 


These  pleasure  automobiles 
have  played  hen  with  a  lot  of 
people,  ain’t  they? 

They  ain’t  never  played  it  with 
me  yet,  but  there’s  no  telling  how 
soon  I  may  clap  a  mortgage  on  the 
old  hen  house  and  get  one. 

I  tell  my  wife,  whenever  she 
makes  a  crack  about  wishing  she 
had  a  car,  that  if  she’d  only  hustle 
out  and  get  a  few  washes  to  do, 
we  might  afford  it.  1  don’t  know 
how  soon  she'll  start  in,  but  there 
ain’t  any  signs  of  it  yet. 

There’s  a  fellow  down  in  Mary¬ 
land  that  I  sell  on  one  of  my  regu¬ 
lar  trips  that  bought  a  car  about 
eight  months  ago.  He  got  it  sec¬ 
ond-hand,  and  it  wasn’t  much  of 
anything,  but  it  seemed  like  it 
was,  in  his  town,  for  it  ain’t  a  very 
up-to-date  place  and  there  ain’t 
many  cars  there. 

Understand,  it  wasn’t  a  deliv- 


soaked  me  one  if  I’d  said  any¬ 
thing  more,  I  shut  up  and  talked 
business. 

But  I  got  the  story  before  I  left 
town  all  right. 

This  grocer  that  owned  the  car 
was  a  great  fellow  for  advertising 
cut  prices.  He  had  a  sort  of  slo¬ 
gan  that  he  worked  into  every¬ 
thing — “Everything  sold  at  cut 
prices  !’’  That’s  really  the  scheme 
he  did  business  on — selling  goods 
cheaper  than  anybody  else,  or 
saying  he  did. 

They  have  a  clever  little  local 
paper  down  there.  It’s  run  by  a 
fellow  that  used  to  be  a  news¬ 
paper  reporter  in  Baltimore,  and 
it’s  all  right.  Almost  all  the  local 
fellows  advertise  in  it,  this  gro¬ 
cer  among  the  rest. 

He  put  the  cut  price  stunt  over 
in  his  newspaper  advertisement 
in  every  way  he  could. 


got  sore.  I  -don't  know  whether 
it  hurt  his  business  any — I  should 
think  a  thing  like  that  might, 
though — but  I  do  know  that  he 
got  so  he  wouldn’t  run  the  thing 
except  at  night. 

So  that’s  why  little  me  got  it 
back  so  hot  when  I  went  in  with 
a  pleasant  smile  and  “How’s  the 
car,  old  man?” 

I  know  another  grocer  who  told 
me  that  his  car  cost  him  the  trade 
of  one  of  the  biggest  families  in 
his  town.  They  lived  right  next 
door  to  him,  and  when  he  got  his 
car  they  expected  he’d  take  ’em 
out.  He  did  take  ’em  out,  but 
there  was  so  blamed  many  of  ’em 
that  if  he’d  taken  ’em  all  out  he 
couldn’t  have  took  anybody  else. 
They  got  sore  after  a  while  and 
actually  took  their  trade  away. 

Wouldn’t  that  pour  gasoline  in 
your  hair? 


here  is  that  they  can  save  io  pei 
cent,  by  buying  through  the  or¬ 
ganization  : — 

This  is  to  Certify,  That 

having  subscribed  and  paid  for  a 
membership  in  The  Associated 
Union,  is  entitled  to  all  its  benefits 
and  advantages  from  the  date  of 
this  certificate,  during  the  term  men¬ 
tioned  hereon. 

.The  Association  agrees  that  it 
will  act  for  its  members  in  the  ca¬ 
pacity  of  contracting  agent,  supply¬ 
ing  at  a  io  per  cent,  reduction  any 
and  all  goods  in  its  warehouses  or 
goods  our  buyers  can  buy  (subject 
to  market  fluctuations)  and  also 
other  goods,  consistent  with  the 
character  of  such  Association,  upon 
which  a  saving  can  be  effected. 

This  Certificate  is  not  transfer¬ 
able,  and  members  bind  themselves 
not  to  avail  themselves  of  any  of 
the  privileges  of  membership  except 
for  their  own  personal  use  and 
benefit  and  that  of  their  immediate 
family.  A  violation  of  this  stipu¬ 
lation  will  render  this  Certificate 
null  and  void. 

The  number  of  this  Certificate 
must  be  given  in  all  orders  or  let¬ 
ters  written  by  members  to  the  As¬ 
sociation  or  to  our  contracted  deal¬ 
ers. 

Agents  are  not  authorized  to  col¬ 
lect  money,  except  the  membership 
fee  at  the  time  of  delivering  Mem¬ 
bership  Certificate. 

Orders  and  remittances  must  be 
sent  or  paid  to  the  Association's 
dealers  direct.  Their  charge  is  io 
per  cent,  less,  as  above. 

The  purchaser  having  paid  the 
membership  fee  is  exempt  from  all 
further  dues,  liabilities  and  assess¬ 
ments.  In  the  event  any  firm  men¬ 
tioned  hereon  fails  or  is  destroyed, 
the  Union  will  contract  another  to 
replace  it. 

We  reserve  the  right  to  cancel 
any  dealer  and  replace  same. 

E.  J.  WlTMORE. 


cry  wagon ;  it  was  a  pleasure  car. 

When  I  saw  this  fellow  the  last 
trip  before  last  week,  he  had  had 
his  car  about  a  month  or  two,  and 
was  feeling  his  oats  a  bit.  “All 
right !  Greatest  sport  on  earth  ! 
Never  knew  what  living  was! 
My  wife’s  better  than  she’s  been 
for  years!  You  want  to  get  one, 
my  boy !” 

That’s  the  sort  of  song  and 
dance  he  put  over  at  me. 

So  the  first  thing  I  said  to  him 
when  I  saw  him  last  week  was 
this : — 

V'Well,  old  man,  how’s  the  car?” 

He  hit  me  in  my  beautiful 
smiling  mug  with  the  sourest 
look  I’d  had  since  I  left  home. 

“Oh,  shut  up  about  the  car !” 
he  said,  “you  didn't  come  down 
here  to  talk  car,  did  you?” 

Just  imagine  your  uncle,  think¬ 
ing  I  was  playing  up  to  his  hobby, 
getting  a  tomat  in  the  neck  like 
that ! 

“Why — what — !”  I  gasped. 

“Never  mind,  I  tell  you  I  don’t 
want  to  talk  car !’’  he  said,  and  as 
1  believed  ’pon  my  soul  he’d  have 


After  he  had  had  the  car  two  or 
three  months,  and  everybody  in 
the  place  had  got  on  to  the  fact 
that  he  had  it,  one  of  the  other 
grocers  put  this  advertisement  in 
the  paper: — 


QUESTION 

How  can  a  merchant  who  sells 
all  his  goods  at  cut  prices 

Afford  an 

Automobile? 

MORAL 

Buy  your  groceries  here.  We 
don’t  talk  as  much  as  some 
about  selling  everything 
at  cut  prices,  but 
We  can’t  afford  automobiles 


Say,  wasn’t  that  some  stunt? 
The  whole  town  went  wild  and 
they  guyed  the  grocer  with  the 
car  until  his  teeth  came  loose.  At 
first  he  only  grinned,  but  when 
the  little  boys  in  the  street  got  to 
handing  him  the  laugh  he  soon 


It  seems  entirely  different 
when  a  fellow  buys  a  delivery 
car.  That’s  business,  and  nobody 
seems  to  remember  that  he  had  to 
buy  it  out  of  his  profits.  It’s 
when  he  buys  a  pleasure  car  that 
they  begin  to  sniff  and  talk  about 
him. 

The  Stroller. 


Another  Co-operative  Buying 
Scheme  Breaks  Out 
in  South. 


Promises  to  Supply  Retailers  Goods  at 
Ten  Per  Cent.  Reduction.  Has  a 
Branch  in  Ohio. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

Louisville,  Ky.,  July  io,  ign. 

A  new  co-operative  buying 
scheme  has  just  broken  loose  here 
— it  is  called  the  “Associated 
Union.”  The  local  president  is 
F.  Le  Marr,  and  it  is  said  to  be 
a  branch  of  other  places,  among 
them  Cincinnati,  Ohio. 

The  story  which  the  solicitors 
are  putting  up  to  retail  grocers 


Pash  Cracker  Sales  Now ! 

Grocers  lose  a  good  deal  of  the 
cracker  trade  to  which  they  are  entitled 
through  the  general  careless  manner  in 
which  the  goods  are  shown  and  packed. 
Although  packages  form  the  greater 
part  of  the  cracker  trade  at  the  present 
time,  still  there  is  a  large  amount  of 
bulk  goods  sold.  It  is  in  the  handling 
of  this  latter  class  where  the  average 
dealer  falls  down. 

Few  things  cause  the  housewife  more 
dissatisfaction  than  to  receive  a  parcel 
of  crackers  all  broken  up.  It  is  a  mis¬ 
take  to  throw  crackers  indiscriminately 
into  a  bag,  especially  if  they  contain 
much  sugar  or  are  easily  broken,  such 
as  Arrowroot  Afternoon  Teas,  Aber- 
nethy,  Vanilla  Bars,  Marshmallow  Dain¬ 
ties,  etc.  They  should  be  carefully 
placed  in  the  bag  to  prevent  breaking 
or  crushing.  The  little  extra  time  re¬ 
quired  to  do  this  will  be  repaid  in  the 
satisfaction  of  the  customer. 

Another  thing  the  dealer  should  avoid 
is  overstocking,  so  as  not  to  have  stale 
goods.  Customers  receiving  stale  crack¬ 
ers  form  a  poor  opinion  of  the  grocer's 
general  business  methods. 

The  cracker  end  of  the  business  is 
a  paying  proposition  if  it  is  properly 
looked  after,  and  it  is  surprising  that 
so  few  grocers  give  it  the  attention  it 
deserves.  -  The  variety  of  crackers  is 
so  large  that  the  dealer  may  never  be 
at  a  loss  to  present  something  new  to 
his  customers.  People  like  to  trade  at 
a  store  where  they  can  obtain  some 
novelty  in  the  form  of  foodstuffs. . 

Crackers  or  biscuits  are  simply  dif¬ 
ferent  forms  of  bread  put  up  in  con¬ 
venient  shapes  and  spiced.  Look  after 
the  cracker  business;  it  is  a  growing 
and  profitable  branch  of  the  trade. 
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THE  GROCERY  MARKETS 

_ _ _ _ 


Tea. 

The  tea  market  has  been  fairly 
active  during  the  week.  Those 
who  have  tea  to  sell  seem  to  be 
able  to  sell  it  at  steady  to  firm 
prices.  The  consumptive  demand 
is  fair,  and  prices  show  no  change 
from  a  week  ago. 

Coffee. 

The  coffee  market  continues 
strong,  and  the  demand  is  fair,  in 
spite  of  the  heat  and  the  general 
inactivity.  All  grades  of  Rio  and 
Santos  are  probably  34  cent  high¬ 
er  than  a  week  ago.  Strong  crop 
news  is  the  reason.  The  trade  are 
fighting  against  the  advance  all 
they  can,  and  stay  out  of  the  mar¬ 
ket  as  long  as  they  can,  but  they 
are  having  to  buy  something,  and 
when  they  buy  they  pay  full 
prices.  Mild  coffees  are  also 
firmer,  but  show  no  quotable 
change  for  the  week.  The  de¬ 
mand  is  fair.  Java  and  Mocha 
are  unchanged  and  steady  to  firm. 

Sugar. 

The  refined  sugar  market  has 
advanced  5  points  since  the  last 
report,  and  may  go  higher,  as  the 
raw  market  is  very  strong.  Quo¬ 
tations  from  Europe  show  a  very 
firm  market  over  there,  and  the 
general  outlook  is  strong.  Re¬ 
fined  sugar  is  in  excellent  summer 
demand. 

Syrup  and  Molasses. 

Glucose  shows  no  change  for 
the  week,  though  the  market  is 
very  strong,  due  to  the  high  corn 
market.  If  corn  advances  any 
further  glucose  and  all  corn  prod¬ 
ucts  wall  advance  also.  Com¬ 
pound  syrup  is  unchanged  for  the 
week  and  is  very  dull.  Sugar 
syrup  is  unchanged  and  inactive. 
Molasses  is  dull  at  ruling  prices. 

Canned  Goods. 

The  tomato  market  is  strong. 
The  market  for  spot  goods  in  a 
large  way  is  90  cents  county,  but 
some  packers  are  holding  out  for 
2J4  cents  more.  There  are  proph¬ 
ecies  of  $1  within  the  next  four 
weeks,  when  new  tomatoes  will 
become  available,  but  the  demand 
must  amount  to  something  to 
warrant  such  advances  as  that. 
Future  tomatoes  depend  on  the 
weather  for  the  next  months;  if 
there  is  plenty  of  rain  the  pack 
will  probably  be  fair  and  prices 


moderate.  There  is  no  change 
from  a  week  ago.  Spot  and  future 
corn  shows  no  change  from  a 
week  ago,  but  both  are  firm  with 
some  inquiry.  Peas  are  very 
strong,  due  to  lack  of  supplies. 
The  total  pea  pack  will  probably 
not  be  over  60  per  cent,  of  normal. 
Prices  are  high.  The  cheapest 
available  thing  costs  90  cents  in 
a  large  way.  The  average  price 
for  the  last  few  years  on  about 
the  same  grade  would  probably 
not  be  over  65  cents.  Apples  are 
unchanged  and  in  fair  demand. 
Eastern  peaches  are  cutting  no 
figure.  No  future  prices  have 
been  named  as  yet.  California 
canned  goods  on  spot  are  selling 
here  and  there,  mostly  from  job¬ 
ber  to  jobber,  at  fairly  maintained 
prices.  Future  prices  have  not 
been  named  as  yet.  Small  stand¬ 
ard  canned  goods  are  being 
packed  right  along  without  inci¬ 
dent. 

Fish. 

Mackerel  shows  no  change  for 
the  week.  New  Shores  rule  about 
where  they  did  a  week  or  even 
two  weeks  ago,  and  the  demand 
is  limited.  Irish  and  Norways  are 
both  unchanged  and  quiet.  Cod, 
hake  and  haddock  are  unchanged 
and  dull.  Domestic  sardines  are 
steady  to  firm,  but  dull.  Im¬ 
ported  sardines  are  quiet  at  ruling 
prices.  Spot  salmon  is  probably 
as  active  as  could  be  expected 
when  prices  are  considered. 

Dried  Fruits. 

Spot  prunes  have  sold  as  high 
as  15  cents  per  pound  for  40s  in  a 
large  way.  This  is  surely  a  rec¬ 
ord  figure.  Futures  are  un¬ 
changed  and  quiet.  Spot  peaches 
are  unchanged  and  so  are  futures. 
Future  apricots  are  still  main¬ 
tained  on  the  previously  quoted 
high  basis;  demand  slow.  Spot 
apricots  about  cleaned  up.  Fu¬ 
ture  raisins  are  unchanged  on  the 
previously  quoted  basis,  but  the 
demand  is  light;  spot  raisins  very 
dull.  Currants  quiet  and  un¬ 
changed. 

Beans  and  Peas. 

Domestic  pea  beans  are  a  shade 
higher  and  spot  stock  averages 
$2.40  in  a  large  way.  Domestic 
marrows  are  unchanged.  De¬ 
mand  is  fair.  California  limas  are 


unchanged  and  very  dull.  Green 
and  Scotch  peas  are  firm  and  mod¬ 
erately  active. 

Butter. 

The  receipts  of  butter  continue 
normal  for  the  season.  A  large 
percentage  of  the  receipts  show 
heat  defects  and  has  to  be  pushed 
for  sale  for  what  it  will  bring. 
The  consumptive  demand  is  fall¬ 
ing  off  to  some  extent,  owing  to 
the  extreme  hot  weather.  The 
speculative  demand  is  only  fair, 
owing  to  the  high  prices.  The 
market  may  show  a  slight  decline 
in  the  near  future.  The  make 
nearby  is  light,  and  the  receipts 
are  also  affected  by  the  heat. 

Eggs. 

The  bulk  of  the  receipts  of  eggs 
is  showing  the  effect  of  heat  and 
only  a  very  small  percentage  is 
fine  enough  to  bring  top  prices. 
The  market  is  steady  at  ruling 
quotations  and  the  demand  is 
about  normal  for  the  season.  No 
material  change  seems  in  sight  at 
this  writing. 

Cheese. 

The  make  of  cheese  is  normal 
for  the  season.  The  consumptive 
demand  is  active  and  the  quality 
of  the  cheese  arriving  is  also 
showing  up  well  considering  the 
weather.  The  market  generally  is 
in  a  healthy  condition  and  seems 
likely  to  remain  so  for  some  time. 

Provisions. 

All  cuts  of  smoked  meats  are 
firm  at  34  cent  advance  over  a 
week  ago.  Everything  is  in  ac¬ 
tive  consumptive  demand  and 
stocks  on  hand  seem  about  nor¬ 
mal  for  the  season.  There  will 
likely  be  a  firm  market,  possibly 
with  a  slight  advance,  during  the 
week.  Pure  lard  is  firm  at  34  cent 
advance.  Compound  is  firm  and 
unchanged.  Both  are  in  moderate 
demand.  Barrel  pork  is  slow  and 
unchanged.  Dried  beef  and 
canned  meats  in  fair  demand  at 
ruling  prices. 


INDIVIDUAL  MARKET  REPORTS. 

Standard  Canned  Goods. 

Growers  and  canners  of  toma¬ 
toes  throughout  this  section  have 
more  reason  to  feel  uneasy  over 
the  crop  conditions,  as  well  as 
the  outlook  generally.  So  many 
successive  days  of  exceedingly 


high  temperature  and  dry  weather 
combined  have  seldom  been  ex¬ 
perienced  in  this  and  the  adjacent 
States  without  some  rain  storms 
sandwiched  in  with  it.  The  to¬ 
mato  crop  Las  not  been  ruined  by 
it,  and  all  such  reports  must  be 
taken  with  a  large-sized  grain  of 
salt.  A  reasonable  amount  of 
moisture  in  the  shape  of  rain  dur¬ 
ing;  the  next  ten  days  or  two 
weeks  would  help  the  tomato  crop 
greatly,  though  it  would  be  going 
too  far  perhaps  to  say  that  it  is 
not  yet  too  late  for  a  complete 
recovery  of  the  ground  lost  by  the 
unfavorable  conditions  that  have 
prevailed  up  to  this  date.  The 
chances  of  that  are  rather  remote, 
it  must  be  admitted,  though  one 
is  obliged  to  consider  all  the  fac¬ 
tors  embraced  in  the  problem. 
The  buying  of  future  tomatoes 
this  week  was  again  on  a  large 
scale,  and  it  acts  as  a  sustaining 
force  to  the  market  prices.  It  is 
reasonable  to  expect  belated  buy¬ 
ers  to  add  to  the  stability  of  the 
market  values  when  they  become 
purchasers.  Increased  buying  of 
spot  tomatoes  stiffened  up  the 
market  still  more  this  week,  and 
the  holders  of  them  have  raised 
their  prices  another  peg  toward 
the  dollar  mark.  Desirable  orders 
were  turned  down  this  week  at 
prices  that  looked  tempting. 
Should  the  opening  of  the  can¬ 
ning  season  be  delayed  until  well 
into  the  month  of  August,  which 
seems  to  be  likely  at  this  time, 
there  will  be  sufficient  time  left 
to  dispose  of  the  present  holdings, 
and  upon  this  contingency  the 
packers  are  hanging  their  hopes. 
Protect  your  requirements  in  to¬ 
matoes,  to  some  extent  at  least, 
of  both  spots  and  futures. 

String  beans,  next  to  tomatoes, 
occupy  the  centre  of  the  stage, 
and  they  are  very  active  with  an 
upward  tendency  as  to  prices. 
The  high  prices  of  Baltimore 
peas  have  not  interfered  much 
with  the  sale  of  them,  and  the 
stocks  left  unsold  are  remarkably 
light,  with  twelve  months  ahead 
to  dispose  of  them.  Spot  corn 
is  cleaned  up  closer  than  for  many 
years,  and  the  floors  will  be  bare 
of  stock  when  the  fall  canning 
season  opens.  Future  corn  is 
selling  right  along  also.  Spot 
sweet  potatoes  were  sold  out  this 
week  at  $1.25  per  dozen,  a  re¬ 
markable  price  for  that  article. 
Spinach  is  likely  to  follow  suit. 
Every  line  of  canned  vegetables 
continues  firm  to  strong  with  but 
one  or  two  exceptions. 

Spot  peaches,  of  the  few  grades 
left  on  hand,  are  so  nearly  sold 
out  that  they  do  not  cut  much 
figure  in  this  market,  and  the 
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outlook  for  the  crop  this  year 
continues  to  be  quite  discour¬ 
aging.  No  prices  are  being  named 
on  any  grade  of  future  peaches, 
excepting  in  a  few  cases  where 
the  packers  are  willing  to  take  a 
chance.  Gooseberries  are  practi¬ 
cally  done  for  this  season,  with  a 
smaller  pack  than  usual.  Black¬ 
berries,  raspberries  and  blue¬ 
berries  are  still  coming  in,  but 
in  smaller  quantities.  The  mar¬ 
ket  continues  active  for  all  kinds 
of  berries,  especially  for  straw¬ 
berries,  blackberries  and  goose¬ 
berries,  this  week.  The  pack  of 
new  pineapples  is  remarkably 
small,  the  cost  of  the  fresh  fruit 
being  too  high  for  canning  pur¬ 
poses.  All  spot  apples  have  been 
sold  out,  and  no  futures  are 
offered  except  at  prohibitive 
prices.  Spot  pears  are  also  likely 
to  be  cleaned  up  shortly.  Rather 
unusual  to  report  so  many  arti¬ 
cles  sold  out.  White  cherries  are 
active.  Red  cherries  are  going 
out  slowly ;  not  so  active  as  the 
other  fruits.  All  canned  fruits  are 
strong,  without  any  exceptions. 
Cove  oysters  were  dull  this  week 
and  unchanged. 

Thos.  J.  Meehan  &  Co. 

Baltimore,  Md. 

Imported  Fish  Specialties. 

Herring. — A  little  too  early  yet 
for  the  new  Holland  herring. 
Weather  is  too  warm  to  risk  im¬ 
porting  them,  but  shipments  of 
new  Scotch  herring  are  now  be¬ 
ginning  to  come  in.  This  week’s 
steamer  brought  quite  a  little 
quantity,  which  will  mostly  have 
to  be  consumed  right  here  in  the 
city,  as  it  is  too  risky  to  ship  them 
out  of  town,  consequently  prices 
obtained  will  not  be  very  satisfac¬ 
tory  to  the  shippers,  as  the  ex¬ 
treme  hot  weather  interferes  with 
the  sale  of  this  perishable  article. 

Sardines. — The  catch  in  France 
continues  exceedingly  poor  and 
packers  are  rather  discouraged, 
as  it  begins  to  look  as  if  the  bulk 
of  sardines  has  really  moved  away 
from  the  French  coast. 

Sprat  fishing  in  France  has 
proved  one  of  the  biggest  failures 
on  record,  and  very  few,  if  any, 
French  sprats  are  to  be  had  over 
there  to-day,  while  the  demand 
for  sprats  continues  quite  good 
here. 

In  Portugal  there  is  of  course 
no  catch  just  now  and  the  de¬ 
mand  for  Portuguese  sardines  is 
good,  particularly  for  some  well- 
known  brands  of  which  not 
enough  can  be  furnished  to  satis¬ 
fy  the  trade. 

In  Norway  catch  has  only  just 
begun.  The  quality  is  said  to  be 
very  good,  but  price  paid  for  the 
fresh  fish  is  rather  high,  so  that 
packers  are  asking  more  money 
for  their  new  pack  than  they  did 
for  last  season's  goods. 

Stockfish. — The  catch  is  now 
ended.  The  quantity  caught  of 
round  fish  exceeds  by  a  few  mil¬ 
lions  the  quantity  of  fish  caught 


last  season.  Nevertheless  it  is 
hard  to  say  whether  prices  will 
open  up  any  lower  than  they  did 
last  season.  The  fish  itself  ap¬ 
pears  to  be  somewhat  smaller  in¬ 
dividually  than  it  was  last  year. 
No  records  are  kept  of  the  catch 
of  split  fish,  so  everything  that 
we  may  say  in  regard  to  the  quan¬ 
tities  caught  will  be  mere  guess 
work  that  is  based  on  rather  un¬ 
reliable  information.  Opening 
prices  seem  to  be  about  the  same 
as  last  season  for  split  fish. 

Strohmeyer  &  Arpe  Co. 

New  York,  N.  Y. 

Spices. 

The  market  is  becoming  more 
active.  Prices  are  generally  firm 
throughout  the  list.  Supplies  are 
reported  small.  Crops  are  more 
or  less  short  and  in  good  steady 
demand.  The  market  is  likely  to 
go  higher. 

Pepper. — Foreign  market  is  re¬ 
ported  higher  for  all  grades.  The 
spot  supply  here  is  exceedingly 
small.  All  indications  point  to 
higher  prices. 

Red  Peppers. — Futures  are  ac¬ 
tive.  Demand  fair  at  steady 
prices. 

Cloves. — Spot  goods  are  scarce. 
Foreign  prices  are  about  y2  cent 
above  prices  here.  It  is  now  re¬ 
ported  that  the  crop  will  be  much 
smaller  than  at  first  estimated. 

Pimento  (Allspice). — ’Crop  is 
reported  short.  Spot  demand  is 
fair  and  the  market  value  is  very 
firm. 

Nutmegs  in  fair  demand.  Ship¬ 
ments  from  the  East  are  reported 
falling  off.  Indications  would 
certainly  point  to  higher  prices. 

Tapiocas  are  in  short  supply. 
Prices  are  firm.  Indications  point 
to  a  higher  level  throughout  the 
year. 

Seeds,  Herbs,  Etc. — Prices  are 
steady  and  show  practically  no 
change.  Celery  is  very  active, 
also  Mustard  and  Coriander  seed. 

Green  Ginger  Root. — Stock  ar¬ 
riving  more  freely.  Goods  are 
strictly  prime  and  in  excellent  de¬ 
mand. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 


MARKET  NOTES. 

Georgia  peaches  are  about 
ready  to  wind  up.  The  season  is 
short  and  prices  have  been  high 
from  the  beginning.  Three  dol¬ 
lars  and  a  half  per  crate  is  top  at 
this  writing,  and  considerable  fruit 
is  going  into  cold  storage  for  bet¬ 
ter  prices. 

The  recent  sale  of  lemons  has 
been  very  large.  Twelve  thou¬ 
sand  boxes  were  3old  at  auction 
during  the  week  at  .an  average 
price  of  $4  per  box.  The  supply 
-is  large  and  prices  so  far  this  sea¬ 
son  have  been  quite  reasonable. 


There  are  about  200,000  boxes  of 
foreign  lemons  afloat  at  the  pres¬ 
ent  time.  California  lemons  have 
not  been  cutting  much  figure,  as 
they  are  coming  forward  in  bad 
shape. 

New  lima  beans  are  in  from  Jer¬ 
sey  and  range  from  $2  to  $2.50  for 
the  improved.  The  demand  is 
fair. 

Jersey  cucumbers  range  from 
40  to  50  cents  per  basket.  The 
quality  is  good,  but  the  demand 
only  fair. 

Florida  pineapples  are  glutted 
and  range  from  $1.50  to  $2.25. 
Almost  all  the  receipts  are  small 
sizes.  Good  24s  would  bring  $3 
to  $3.50. 

Potatoes  continue  very  high. 
Nearby  stock  is  bringing  75  cents 
per  basket,  against  40  cents  a  year 
ago.  The  quality  is  poor  at  that. 
Short  crop  almost  everywhere  is 
the  cause.  Potatoes  have  been 
high  during  the  whole  season, 
from  Florida  North. 

New  eggplants  are  in  from  Jer¬ 
sey  and  range  from  75  cents  to  $1 
per  basket.  The  demand  is  good. 


Drought  Pulls  Down  Food 
Crop  Prospects. 

Heat  and  Drought  Have  Marked  Effect 
on  Probable  Yield  of  Potatoes,  Wheat, 
Oats,  Corn,  Etc.  All  Crops  Worse 
Off  Than  a  Month  Ago. 

Some  weeks  ago  this  journal 
published  the  Government  fore¬ 
cast  that  this  was  to  be  a  year  of 
very  large  food  crops.  During 
the  week  the  Department  of  Ag¬ 
riculture  has  issued  another  re¬ 
port,  from  which  it  appears  that 
the  heat  and  the  drought  every¬ 
where  have  greatly  reduced  the 
probable  yield  in  many  lines. 

The  indicated  spring  wheat 
yield  is  244,933,000  bushels, 
against  284,371,000  last  month. 

Indicated  yield  of  winter  wheat 
is  457,958,000  bushels,  compared 
with  479,915,000  last  month. 

The  combined  wheat  crops  are 
703,000,000  bushels,  compared 
with  763,000,000  last  month. 

.  The  corn  acreage  is  the  largest 
ever  recorded,  but  the  condition 
of  the  crop  is  about  7  per  cent, 
below  the  average.  That  indi¬ 
cates  a  production  of  approxi¬ 
mately  5  per  cent,  less  than  last 
year’s  record  crop,  but  nearly  5 
per  cent,  more  than  the  average 


production  during  the  last  fiv^ 
years.  The  condition  of  the  corn 
crop  on  July  1st,  however,  was 
critical. 

The  potato  crop  promises  to  be 
unusually  short.  The  acreage 
has  ^fallen  off,  probably  on  acs 
count  of  unsatisfactory  prices 
during  the  last  year,  and  the  con¬ 
dition  of  the  crop  now  is  lower 
than  at  any  time  on  July  1st  in 
the  last  twenty-two  years.  Al¬ 
most  a  sensational  advance  in  the 
price  of  potatoes  has  been  made 
during  the  last  month.  The  aver¬ 
age  price  throughout  the  United 
States  on  June  1st  was  63.3  cents 
a,  bushel.  On  July  1st  it  was  96.3 
cents  a  bushel.  Ordinarily,  the 
variation  in  that  time  is  only  a 
few  cents  a  bushel. 

The  present  outlook  in  other 
crops  is  as  follows: — 

Oats. — Condition,  68.6  per  cent,  of 
a  normal,  compared  with  85.7  per 
cent,  on  June  1,  1911,  82.2  per  cent 
in  1910  and  86.3  per  cent.,  the  ten 
year  average ;  indicated  yield  per 
acre,  23.2  bushels,  compared  with 
i  1.9  bushels  in  1910  and  28.4  bush¬ 
els,  the  five-year  average. 

Barley. — Condition,  72.1  per  cent, 
of  a  normal,  compared  with  90.2  per 
cent,  on  June  1,  1911,  73.7  per  cent, 
in  1910,  and  87.9  per  cent.,  the  ten- 
year  average;  indicated  yield  per 
acre,  20.9  bushels,  compared  with 
22.4  bushels  in  1910  and  24.8  bush¬ 
els,  the  five-year  average. 

Rye. — Condition,  85  per  cent,  of  a 
normal,  compared  with  88.6  per  cent, 
on  June  1,  1911,  87.6  per  cent,  in 
1910  and  90.8  per  cent.,  the  ten- 
year  average ;  indicated  yield  per 
acre,  15.5  bushels,  compared  with 

16.3  bushels  in  1910  and  164  bush¬ 
els,  the  five-year  average;  area 
planted  to  rye  this  year,  2,003.664 
acres,  compared  with  2,028,000  acres 
in  1910. 

White  Potatoes. — Condition,  76 
per  cent,  of  a  normal,  compared 
with  86.3  per  cent,  in  1910  and  904 
per  cent.,  the  ten-year  average :  in¬ 
dicated  yield  per  acre,  81.7  bushels, 
compared  with  944  bushels  in  1910 
and  96.9  bushels,  the  five-year  aver¬ 
age  ;  area  planted.  3,495,000  acres, 
compared  with  3.591,000  acres  in 
1910.  _ 

Rice. — Conditions,  87.7  per  cent, 
of  a  normal,  compared  with  86.3 
per  cent,  in  1910  and  88.6  per  cent., 
the  ten-year  average ;  indicated 
yield  per  acre,  32.2  bushels,  com¬ 
pared  with  33.9  bushels  in  1910  and 

32.4  bushels,  the  five-year  average; 
area  planted,  705,000  acres,  com¬ 
pared  with  722.800  acres  in  1910. 

Hay. — Condition,  64.9  per  cent,  of 
a  normal,  compared  with  76.8  per 
cent,  on  June  x,  1911,  80.2  in  1910 
and  85.7  per  cent.,  the  ten-year  aver¬ 
age;  indicated  yield  per  acre.  1.08 
tons,  compared  with  1.33  tons  in 
1910  and  1. 41  tons,  the  five-year 
average. 


Jersey  tomatoes  are  coming 
along  more  freely,  and  the  price 
has  accordingly  declined  again 
Seventy-five  cents  per  basket  if 
top,  and  from  there  the  price  dropf 
to  40  cents.  The  heat  is  blistering 
the  fruit  and  much  of  it  is  coming 
in  bad  shape.  The  demand  is  fair 
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Jersey  City,  N.  J.,  July  io,  1911- 
Editor  “Science  of  Advertising.” 

Dear  Sir: — I  am  very  anxious  to 
bring  before  our  association  the 
plan  which  I  understand  is  in  suc¬ 
cessful  operation  with  various  asso¬ 
ciations  in  different  sections  of  the 
country— that  of  censoring  certain 
kinds  of  advertising  and  binding 
members  not  to  patronize  them.  We 
are  bothered  to  death  here  with 
cheap  advertising  schemes  of  var¬ 
ious  kinds,  most  of  them  gotten  up 
by  churches,  lodges,  etc.  Some 
members  of  those  wholare  customers 
always  solicit  advertising  from 
their  own  grocer,  and  it  is  very  hard 
to  refuse  them.  I  personally  spent 
$64  in  this  class  of  advertising 
schemes  during  1910,  and  get  no 
results  from  it  whatever.  Other  fel¬ 
low  members  of  our  association 
have  spent  in  some  cases  more. 
What  we  want  is  some  plan  by 
which  certain  kinds  of  advertising 
will  be  put  under  the  ban,  and  so 
no  member  of  the  association  can 
patronize  them  without  the  consent 
of  the  association,  which  of  course 
would  never  be  given.  In  other 
words,  a  good  excuse  to  give  peo¬ 
ple  who  solicit  advertising  for  such 
things,  so  that  we  can  get  out  of 
it  and  save  our  faces  without  losing 
trade.  Please  let  me  have  all  the 
information  you  have  on  the  sub¬ 
ject,  so  I  can  present  it  to  our  asso¬ 
ciation  at  its  next  meeting. 

Respectfully, 

O.  N.  K. 
This  correspondent  is  right — 
his  plan  is  in  successful  oper- 
,tion  in  a  large  number  of  places, 
.nd  Lhave  reason  to  believe  it  has 
aved  the  members  of  the  associ- 
itions  using  it  thousands  of  dol- 
ars.  The  plan  is  most  useful  in 
imall  places.  It  is  a  very  simple 
dan  to  work — the  association  first 
tscertains  that  its  members  are 
villingtobind  themselves  to  stand 
)y  such  a  rule,  and  then  has  a  list 
>repared  of  all  manner  of  adver¬ 
ting  schemes  which  are  con¬ 
sidered  undesirable.  In.  many 
Maces  this  list  includes  practi- 
:ally  every  form  of  advertising 
except  newspapers  and  circulars. 
A.nd  in  my  judgment  it  is  safer  to 
have  it  include  everything  but 
those.  There  are  some  advertis¬ 
ing  propositions  that  are  on  the 
border  line,  so  to  speak.  That  is, 
it  may  be  advisable,  for  some  rea¬ 
son,  to  occasionally  patronize 
them.  When  approached  to  take 
space  in  these,  a  member  will  still 


have  the  excuse  that  he  has  bound 
himself  not  to  do  it  without  the 
association’s  sanction,  and  if  he 
likes,  he  can  then  bring  the  mat¬ 
ter  before  the  association.  If 
there  is  good  reason  for  it,  the  as¬ 
sociation  can  make  an  exception 
to  its  rule  in  this  partcular  case. 
But  where  the  advertising  scheme 
presented  is  just  the  ordinary 
valueless  thing  like  a  church  pro¬ 
gramme,  which  the  association, 
under  no  circumstances  would 
pass,  the  merchant  approached 
could  simply  say  that  he  had 
bound  himself  not  to  patronize 
them. 

*  *  * 

The  experience  has  been  that 
this  for  a  while  causes  some  sore¬ 
ness  among  the  institutions  who 
have  been  accustomed  to  make 
money  out  of  programmes  and 
similar  advertising  schemes,  but 
if  all  the  grocers  of  a  town  stand 
by  it,  no  one  of  them  can  lose  any 
more  than  the  others  by  the  wrath 
of  the  people  who  are  turned 
down,  and  that  probably  means 
that  nobody  will  lose  anything. 

*  *  =1= 

Please  let  me  have  more  matter. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matte'r  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


Cost  of  Living  Still  High. 

An  investigation  by  the  Bureau 
of  Labor  of  the  prices  of  257  com¬ 
modities  in  1910 shows  that  whole¬ 
sale  prices  in  that  year  were  4  per 
cent,  higher  than  in  1909  and  1.6 
per  cent,  above  the  average  of 
1907,  which  was  the  year  of  high¬ 
est  prices  since  1890.  Some  ex- 
!  traordinary  variations  were  re¬ 


corded  in  1910.  Potatoes  in¬ 
creased  300  per  cent.;  eggs,  90 
per  cent. ;  coffee,  60  per  cent. ; 
mess  beef,  35  per  cent.  The 
wholesale  prices  of  farm  products 
were  7.5  per  cent,  higher  in  1910 
than  in  1909.  Wholesale  prices  in 
1910  were  19. 1  per  cent,  higher 
than  in  1900;  46.7  per  cent,  high¬ 
er  than  1897  (which  was  the  year 
of  lowest  prices  between  1890  and 
1910)  ;  16.6  per  cent,  higher  than 
1890  and  31.6  per  cent,  higher 
than  the  average  high  prices  be¬ 
tween  1890  and  1899.  The  high¬ 
est  prices  in  this  decade  were 
reached  in  October,  1907,  when  a 
general  decline  began  which  con¬ 
tinued  until  August,  1908.  A  rise 
then  set  in  and  there  were  month¬ 
ly  increases  without  a  break  up 
to  March,  1910,  when  wholesale 
prices  reached  the  highest  point 
in  twenty  years.  They  then  were 
21. 1  per  cent,  higher  than  the 
average  of  1900,  49.2  per  cent, 
higher  than  the  yearly  average  of 
1897  and  33.8  per  cent,  higher 
than  the  average  price  of  ten  years 
between  1890  and  1899.  Then 
followed  a  slight  decline,  and  from 
June  to  December,  1910,  prices 
remained  nearly  level,  and  at  the 
close  of  the  calendar  year  1910 
they  were  still  30  per  cent,  higher 
than  the  ten-year  average  between 
1890  and  1900  and  45.4  per  cent, 
higher  than  the  record  set  by  the 
high  price  year  1907.  Of  the  257 
commodities  considered  in  the  in¬ 
vestigation,  148  showed  an  aver¬ 
age  increase,  26  showed  no 
change  and  83  showed  decreases. 
During  1910  farm  products  in¬ 
creased  10.7  per  cent.,  foodstuffs 
3.2  per  cent. 


ELTON  J.  BUCKLEY 

Editor  “Grocery  World  and  General  Merchant” 


Attorney  and  Counselor  at  Law 

643-648  Land  Title  Building  Phils.,  Pa. 


Telephones 


Bell,  Spruce  2608  2609 
Keystone,  Race  746 


Corporation  Practice,  Cases  Under  Food  Laws 
Trade-Mark  Registration 
General  Practice 


The  One  Pure  Sugar  Syrup 

Lyle’a  Golden  Syrup  — perfectly 
clear,  a  beautiful  golden  color,  ao 
neutral  micro-organiama  can't  live 
In  it.  Absolutely  free  from  preaer- 
vativea.  A  product  which  every  one 
https  buying.  If  you  want  to  pleaae 
your  trade  tell  them  about  it. 
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Bare  sales  and  pleased  customers. 

H.  Kellogg  &  Sons 

Philadelphia 


PATENTS 

and  Trade-marks  procured  promptly  and 
properly  In  aU  countries. 

Daiis  &  Bails,  Washington  D.G. 


We  sell  these  handsome  em¬ 
bossed  Flower  Pots  from  open 
stock  in  any  quantity,  but  this 
assortment  has  been  selected 
for  those  who  lack  experience 
in  ordering.  The  price  being 
the  same  as  on  open  stock. 
No.  7-G  Assortment 


Per  100 

Each 

40  4-in.  Pots  and  Saucers  (m  1  50 

$  .60  sell®  $  03 

$1  20 

50  5-in. 

(( 

2.50 

1.25  " 

.05 

2  50 

70  6-in. 

“ 

3.50 

2.45  “ 

.06 

4  20 

50  7-in. 

It 

5.00 

2  50  “ 

.08 

4  00 

40  8-in. 

II 

7  00 

2  80  " 

.10 

4  00 

$9  60 

$15  90 

F.  O.  B.  factory.  No  charge  for  package.  Goods 
carefully  packed.  Prompt  shipment.  Order  now. 


The  Peters  &  Reed  Pottery  Company 
ZANESVILLE,  OHIO 


You  Must 
Choose — 
Which? 


If  it’s  too  hot  to-day  to 
seriously  consider  whether 
you  are  buying  Coffee  right, 
put  this  advertisement  away 
until  it’s  cooler — don’ t  lose  it! 

Here  are  the  two  proposi¬ 
tions  : — First — If  you  buy 
Coffee  through  salesmen, 
you  are  paying  more  than 
you  need  to,  because  you  are 
paying  those  salesmen’s  sal¬ 
aries. 

Second — If  you  buy  Coffee 
of  us  by  mail,  you  pay  no 
salesmen’s  salaries.  Could 
anything  be  clearer  ? 

Let’s  get  action — send  us 
some  samples  to  match  to¬ 
day. 


DURYEE  &  BARWISE 

Roasters  and  Packers  Teas  and  Coffees 

89  FRONT  STREET,  NEW  YORK 

ESTABLISHED  1S97 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT" 


Fruit  and  Vegetable  Display. 

A  nice  display  of  fruit  and  vegetables  always  attracts.  This 
window  is  a  fine  one.  Of  course,  it  requires  a  little  time  to  arrange  the 
pyramid — care  must  be  taken  or  it  will  not  look  well.  To  arrange, 
first  build  the  pyramid  of  boards.  Don’t  make  it  too  slanting,  as  the 
fruit  is  apt  to  roll.  Cover  the  bottom  of  the  window  with  green  crepe 
paper,  also  the  pyramid.  Now  place  it  in  the  centre  of  the  window,  a 


little  more  towards  the  rear,  as  the  fruit  is  just  to  be  placed  on  the 
three  sides.  The  back  of  the  pyramid  must  not  show.  Along  the 
bottom  of  the  slant,  in  front,  place  a  row  of  large  green  cabbages.  Now 
cut  a  fine,  large  melon,  place  it  like  in'  illustration  and  fill  the  slant 
between  and  all  around  the  halves  with  the  cabbages,  also  the  slants  at 
each  side.  They  should  reach  half  way  up  the  pyramid.  Place  a  bright 
skinned  orange  here  and  there  between  the  cabbage  heads.  Now  place 
a  little  strip  of  wood  about  three  or  four  inches  wide  on  the  cabbages 
all  around,  or  rather  the  three  sides.  Be  sure  it  rests  even  and  firm,  as 
this  is  to  be  a  sort  of  foundation  for  the  fruit  or  the  other  half  of  the 
pyramid.  On  the  board  place  a  row  of  nice  cantaloupes ;  on  them  a 
row  of  grape  fruit ;  next  a  row  of  California  apples ;  on  them  a  row 
of  oranges ;  then  two  rows  of  California  blue  plums ;  then  two  rows 
of  apricots.  The  top  of  the  pyramid  should  be  flat,  on  which  place  a 
few  stalks  of  celery.  Fill  the  space  between  the  celery  stalks  with 
lemons.  Now  arrange  the  bottom.  At  each  side,  in  front,  place  a  hand 
of  bananas  and  a  bunch  of  beets  and  carrots.  Back  of  them,  at  each 


side,  place  a  bundle  of  asparagus  in  a  shallow  dish  containing  water 
Garnish  around  it  with  parsley  or  salad.  Place  a  few  stalks  of  celen 
in  the  rear.  Make  a  background  by  running  the  green  crepe  pape 
across  the  window  in  the  rear  as  high  as  the  pyramid.  This  will  shov 
it  up  to  the  best  advantage. 


Ice  Cream  Supply  Window. 

In  this  torrid  weather  we  are  always  thinking  of  something  cok 
to  eat,  especially  in  the  dessert  line.  A  great  many  people  make  thei 
own  ice  cream  and  I  think  this  is  a  good  time  to  advertise  your  con 
densed  and  evaporated  milk,  flavors,  salt,  etc.  To  arrange,  first  cove 
the  bottom  of  the  window  with  any  shade  of  crepe  paper  you  desire  tc 
use.  Now  arrange  all  your  flavors  along  the  front  in  semicircles 
Place  a  neat  sign  card  with  the  name  of  each  flavor.  In  each  semi 
circle  place  a  pyramid  of  chocolate  at  each  side  of  the  window.  Asl 


one  of  the  hardware  dealers  for  the  loan  of  a  small  ice  cream  freezei 
and  place  this  in  the  centre  and  place  a  small  card  beside  it  with  th( 
dealer’s  name  on  it.  This  is  an  advertisement  for  him  also.  At  eacl 
side  and  back  of  it  place  small  pyramids  of  evaporated  milk  and  place 
a  bag  of  ice  cream  salt  between  them.  In  the  rear  build  pyramids  o 
condensed  milk.  More  or  less  of  the  goods  displayed  can  be  used ;  il 
all  depends  on  how  much  you  have  in  stock  and  the  size  of  the  window. 
Suspend  a  neat  sign  card  in  the  rear  with  lettering  like  in  cut. 


New  Patents  and  Trade-marks  in  the 
Grocery  Line. 

Messrs.  Davis  &  Davis,  Washington 
patent  attorneys,  report  the  grant  this 
week  of  the  following  patents : — 
Washington,  D.  C.,  June  13,  1911. 

994,767.  Coffee  urn.  S.  Mayer,  Chi¬ 
cago,  Ill. 


994,785.  Treating  and  roasting  coffee. 

E.  M.  Potter,  New  York,  N.  Y. 

994,850.  Dough-sheeting  machine.  J. 

J.  Linden,  New  York,  N.  Y. 

994,949.  Combination  pot.  J.  N. 
Papendry,  East  Liverpool,  Ohio. 

995,598.  Process  of  bleaching  nuts. 

F.  Haves  and  T.  H.  Lambert,  El  Monte, 
Cal. 


994,975.  Process  of  preparing  and  J 
dispensing  beverages,  such  as  tea  and 
coffee.  B.  H.  Calkin  and  E.  W.  May- 
field,  Chicago,  Ill. 

TRADE-MARKS  PUBLISHED  FOR 
OPPOSITION. 

Ser.  No.  55.942.  “Wizard”  for  coffee. 
J.  Zinsmeister  &  Sons,  Louisville,  Ky.  j 


Ser.  No.  52,392.  “Mi-ko”  for  wbeal 
flour.  The  Southwestern  Milling  Co- 
Jersev  City,  N.  J. 

Ser.  No.  50.160.  “Tourist”  for  candy. 
The  Chandler  &  Rudd  Co.,  Cleveland, 
Ohio. 

Ser.  No.  53,791.  “Polo”  for  canned 
goods.  Stoddard,  Gilbert  &  Co.,  New 
Haven,  Conn. 
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Lea  &  Perrins*  Sauce  in  America 


A  Great  Product  that  is  a  Favorite  in 
Every  Country  and  is  as  Staple 
as  Gold  in  the  Marketplaces 
of  the  World. 


JOHN  DUNCAN’S  SONS,  Agents. 


I..ea  &  Perrins’  Sauce  is  one  of  the  big¬ 
gest  little  things  in  existence. 

There  is  a  very  interesting  and  instruc¬ 
tive  story  about  this 
condiment,  in  favor  the 
world  around — the  best 
distributed  article 
known  to  commerce. 

Very  many  years  ago 
Lea  &  Perrins,  chem¬ 
ists  in  Worcestershire, 

England,  first  intro¬ 
duced  this  now  famous 
sauce  to  the  public 
and  three  generations 
have  been  engaged  in 
i  t  s  manufacture.  1 1 
stands  to-day  the  un¬ 
rivalled  table  sauce  the 
world  over,  through 
the  unwritten  decree 
of  nations.  So  staple 
is  Lea  &  Perrin  s’ 

Sauce,  so  unvarying 
in  quality,  so  uni¬ 
versally  used  that  it 
is  a  quick  world  asset. 

It  is  always  salable 
because  of  the  absolute 
fidelity  of  Lea  &  Per¬ 
rins  to  quality,  ad¬ 
herence  to  a  formula 
tested  for  three-quar¬ 
ters  of  a  century  and 
a  product  that  has 
never  been  successfully 
counterfeited.  Its  for¬ 
mula  has  defied  the 
researches  of  chemists 
the  world  around  be¬ 
cause  the  secret  of  its 
combination  is  an  un¬ 
solved  riddle.  It  is 
distributed  in  the 
United  States  by  John 
Duncan’s  Sons,  the 
original  agents.  In  the 
manufacture  of  this 
sauce,  fidelity  to  the 
highest  attainable  quality  is  observed,  not 
only  with  respect  to  ingredients  of  the 
sauce,  but  with  the  container.  Even  the 
paper  used  as  a  wrapper,  the  twine  used, 
and  the  labels  are  made  to  order  in  ac¬ 
cordance  with  rigid  standards.  Sanitary 
control  of  the  machinery  of  the  plant  is 
imperative,  and  the  result  is  a  plant  pala¬ 
tial  in  its  appointments,  fit  for  Lea  &  Per¬ 
rins’  Sauce,  the  finest  in  the  world. 

Its  sale  was  first  started  in  New  York 
about  1840  by  John  Duncan,  a  thrifty 
son  of  Scotland,  who  in  1819  established 
in  New  York  City  a  business  in  rare  and 
fine  groceries,  wines  and  liquors.  In  1835 
Mr.  Duncan  purchased  the  building  at  405 
Broadway,  a  property  still  owned  by  the 


j  Duncan  estate.  Mr.  Duncan  was  a  fine 
!  type  of  the  old  school  merchant,  wedded 
i  to  the  highest  principles  as  the  foundation 
i  of  success.  He  never  borrowed  a  dollar, 
never  would  take  a  note,  was  independent 
and  absolute  master  of  his  resources,  prin¬ 
ciples  that  have  been  followed  from  his 
|  day  to  the  present.  With  such  a  man  to 
introduce  and  push  Lea  &  Perrins’  Sauce, 
it  is  easy  to  solve  the  reason  for  its  pre¬ 
eminent  success.  The.  confidence  he  had 
in  the  article  and  exhibited  by  his  suc¬ 
cessors  is  so  strong  that  the  quality  of 
Lea  &  Perrins’  Sauce  is  guaranteed  with¬ 
out  limit,  whether  for  five  or  fifty  years, 
as  it  improves  with  age.  It  stopped  com¬ 


peting  for  gold  medals  away  back  in  1853 
when  it  received  the  highest  attainable 
award.  Its  growing  popularity  has  forced 
changes  in  headquarters.  First,  in  i860, 
from  405  Broadway  to  No.  1  Union 
Square,  corner  of  Fourteenth  Street,  then 
in  1887  to  29  Murray  Street;  next  to  26 
College  Place,  to  be  crowded  out  to  43 
Park  Place  and  from  that  to  392  Canal 
Street,  where  the  capacity  of  the  ware¬ 
house  was  soon  outgrown  and  a  move 
made  to  one  of  the  finest  edifices  in 
America.  The  building  at  241  West 
Street,  corner  of  Hubert,  is  used  exclu¬ 
sively  for  Lea  &  Perrins’  Sauce  and  is  a 
great  structure,  100  x  80  feet,  with  80,000 
square  feet  of  space.  It  is  nine  stories  in 


heighth,  with  basement,  all  steel  con¬ 
struction,  faced  with  granite  up  to  the 
third  floor  and  above  with  white  enameled 
brick.  There  is  not  a  stick  of  wood  in  the 
building  outside  of  the  mahogany  trim  of 
the  handsome  office.  The  doors  and  win¬ 
dow  frames  are  of  copper,  the  wainscot¬ 
ing,  trim  of  offices  of  the  finest  Tennessee 
marble,  worked  in  panels  of  two  colors, 
making  a  plant  that  is  in  reality  a  great 
bank  which  issues  as  currency  Lea  &  Per¬ 
rins’  Sauce,  as  good  an  asset  as  a  Bank  of 
England  note  and  negotiated  with  less 
trouble  in  any  part  of  the  world. 

A  building,  whether  a  log  cabin  on  a 
Southern  cotton  plantation,  a  castle  on 
the  Rhine,  a  hut  or  a 
palace,  is  a  history  of 
its  originator,  the  index 
to  character  and  deeds. 
Just  as  the  old  castles 
on  the  banks  of  the 
Rhine  tell  of  the 
Knights  of  feudal 
times,  how  they  lived 
and  made  war  a  busi¬ 
ness,  so  does  the  great 
commercial  structure  of 
John  Duncan’s  Sons  on 
the  right  bank  of  the 
Hudson  reflect  the 
worth  and  accomplish¬ 
ments  of  its  origina¬ 
tors.  Solid  and  sub¬ 
stantial  men  build  solid 
and  substantial  edifies. 

It  is  a  stretch  of 
ninety-two  years  since 
John  Duncan  began  an 
honored  career  in  this 
city  and  made  for  him¬ 
self  a  name  honored 
in  its  history.  He 
first  made  his  son 
David  a  partner  and 
the  firm  became  John 
Duncan  &  Son.  Later 
another  son,  John  P., 
entered  the  firm,  the 
title  becoming  John 
Duncan  &  Sons.  The 
senior  died  in  1864  and 
later  the  house  was 
styled  John  Duncan’s 
Sons,  now  led  by  Stu¬ 
art  Duncan,  the  son  of 
the  late  John  P.  Dun¬ 
can,  with  whom  is  as¬ 
sociated  George  E. 
Dunscombe  and  C.  E. 
Popp. 

John  Duncan’s  Sons 
are  believers  in  publicity  and  are  among 
the  most  adroit  and  successful  advertisers 
in  the  world,  creating  a  demand  for  Lea 
&  Perrins’  Sauce  from  every  nook  and 
corner  of  this  great  country.  Lea  &  Per¬ 
rins’  Sauce  has  had  for  76  years  unim¬ 
peachable  quality  and  there  is  a  founda¬ 
tion  lasting  and  strong  enough  to  build 
additions  as  fast  as  the  future  demands. 
There  cannot  be  growth  without  merit 
and  that  has  resided  with  John  Duncan’s 
Sons  and  the  great  product  they  represent 
and  distribute  ever  since  the  founder  of 
this  powerful  firm  in  1840  introduced  Lea 
&  Perrins’  Sauce  to  America  and  made  it 
as  good  currency  as  the  world  of  trade 
and  commerce  knows  and  uses. 


New  Building  of  Lea  &  Perrins  and  John  Duncan’s  Sons,  241  West  St.,  cor.  Hubert  St.,  New  York 
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One  of  the  Most  Vital  Points 


<]f  Do  you  realize  that  you  can’t  possibly  hold  your  business 
unless  you  sell  good  butter  ?  % 

That  may  never  have  occurred  to  you,  but  it’s  a  fact.  The 
reason  butter  is  so  important  is  that  so  much  of  it  is  used,  it’s 
so  easy  to  get  bad  butter,  and  people  are  more  particular  about 
it  than  about  anything  else. 

(]]  If  you  feature  GURNSE  butter,  you  may  lose  business 
from  other  causes,  but  you  will  never  lose  it  from  bad  butter. 
GURNSE  is  the  finest,  freshest  butter  possible  to  make  in  the 
cleanest  dairy  we  know  of.  We  make  GURNSE  butter,  and 
we  pack  it,  and  we  therefore  know  all  about  it.  We  offer  it  to 
you  knowing  it  will  not  only  protect,  but  advance  your  busi¬ 
ness. 

(If  Wrapped  in  a  brine-dipped  parchment  and  packed  in  a 
sealed  carton. 


Packed  in  20, 30,  and  50-pound  boxes  —  pounds  and  half  pounds  — 33  cents. 
Prices  subject  to  market  changes. 


P.  F.  BROWN  &  CO. 


39-41-43  SOUTH  FRONT  STREET 
PHILADELPHIA,  PA. 


The  Little  Red 


Ribbon  That 


Catches  the  Flies 


is  called  Flinomore,  and  if  you’ll 
use  it,  show  it  and  sell  it,  it  will 
make  you  ioo  per  cent,  profit. 

Will  that  pay  you  for  giving 
room  to  something  that  sells  it¬ 
self? 

Flinomore  unwinds  from  a 
spool,  and  is  inches  wide  by 
about  a  yard  and  a  quarter  long. 
It  is  coated  with  a  preparation  to  which  a  fly  sticketh 
closer  than  a  brother. 

Price  to  you,  $3  60  per  gross.  Retail  price,  5  cents. 


B.  WiLMSEN,  212  Ionic  St.,  Phila. 


THE  BEST  PROPOSITION 

In  the  line  of  a  High  Grade  Coffee  packed  in  tins  is 

Hotel  Astor  Coffee 

The  price  looks  mighty  attractive  just  at  this  time,  and  our  way  of  helping 
you  to  get  the  Coffee  started  proves  to  “Thinkers”  that*  we  consider  the  interests 
of  the  trade  as  well  as  our  own. 

If  there  ever  was  a  time  when  High  Grade  Coffees  should  be  sold  it’s  now. 
We  can  help  you  to  double  your  trade.  Ask  us  how.  “Be  Curious.” 


WRITE  THE  RIGHT  HOUSE 

B.  FISCHER  &  CO  190  Franklin  St.,  New  York 

IMPORTERS  AND  TRADERS 

Booklet-"  Fifty  Year*’  Pregreea  tells  you  about  us 
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Canned  Goods  Look  High  for  Fall  and 

Winter 


Bad  Weather  Causes  Short  Crops  and  Reduced  Packs  of  Almost 
All  Staple  Lines.  Tomatoes,  Corn,  Peas,  Strawberries, 
Spinach,  Cherries  and  California  Canned  Goods  All  Much 
Above  Normal.  Peas  About  Twice  Former  Prices. 


The  situation  in  the  leading 
staple  canned  goods  as  the  result 
of  the  unusual  weather,  followed 
by  damaged  crops  and  short 
packs,  is  beginning  to  attract  the 
attention  of  the  trade  all  over  the 
United  States.  In  a  nutshell, 
many  lines  of  standard  canned 
goods  will  begin  the  coming  fall 
higher  than  for  many  seasons.  In 
some  lines  prices  will  be  almost 
unprecedented. 

The  naming  of  new  prices  on 
the  1911  pack  of  California  canned 
goods  is  reported  in  another  col¬ 
umn.  The  figures  are  all  much 
above  not  only  last  year,  but  the 
year  before.  At  the  same  time, 
tested  by  what  could  be  consid¬ 
ered  ordinary  conditions,  they  are 
not  so  far  from  normal  as  they 
would  appear.  A  few  years  ago 
prices  were  even  higher. 

In  spite  of  all  this,  the  prices  of 
California  canned  goods  during 
the  coming  fall  and  winter  will 
•be  relatively  high.  The  cause  is 
shortage  of  fruit.  The  peach 
pack  is  not  expected  to  amount  to 
more  than  60  per  cent,  of  normal, 
and  cherries  are  short  also.  Apri¬ 
cots  are  probably  the  shortest  of 
all — the  pack  is  expected  to  be 
less  than  50  per  cent. 

One  of  the  firmest  articles  in 
the  canned  goods  line  is  spot  to¬ 
matoes,  whose  condition  has  been 
reported  from  week  to  week  in 
the  market  report.  At  the  pres¬ 
ent  writing  No.  3  Maryland  toma¬ 
toes,  in  a  large  way  at  the  fac¬ 
tory,  are  quoted  at  90  to  92  J4  to 
95  cents — whatever  the  owner  can 
get  for  them.  This  is  20  cents 
above  a  year  ago,  and  is  due  to 
the  small  available  supply,  ag¬ 
gravated  by  the  fact  that  there 
will  still  be  some  weeks  of  good 
demand. 

The  situation  as  to  the  new 
pack  is  also  responsible  in  part 
for  the  strength  of  spot  tomatoes. 
The  tomato  crop  situation  is  very 
spotty.  Where  the  fields  are  in 
good  shape,  “they  are  very,  very 
good,  and  where  they  are  bad 
they  are  horrid.”  Future  toma¬ 
toes  are  held  at  85  cents  f.  o.  b.  in 


a  large  way  at  the  present  writ¬ 
ing — 15  cents  above  a  year  ago. 
What  the  pack  will  be  depends  on 
the  weather  and  the  time  fall  sets 
in.  There  may  be  a  fair  pack  yet, 
but  some  authorities  say  the 
Eastern  section  won’t  produce 
over  50  per  cent.  The  West  ap¬ 
pears  to  be  in  bad  shape  also,  for 
the  buyers  out  there  are  buying 
heavily  in  the  East. 

The  corn  pack  outlook  is  fair, 
but  packers  are  feeling  firm  and 
many  of  them  will  sell  no  more 
corn  for  future  delivery.  The 
spot  stock  is  light.  Prices  show 
about  the  same  advance  over  last 
year  that  they  showed  at  the 
opening — 5  cents  a  dozen. 

Peas,  owing  to  sharp  scarcity, 
are  exceedingly  high.  Practically 
the  cheapest  peas  available  to-day 
are  worth  $1.10  in  a  large  way. 
The  same  grade  has  sold  at  60 
cents  without  being  considered 
extraordinarily  cheap.  There  is 
no  hope  for  peas — the  pack  is 
practically  over  in  all  sections, 
and  in  Europe  it  is  said  to  be 
short  also.  There  are  a  few  1910 
peas  left,  but  the  prices  asked  for 
them  are  high.  This  year's  pack 
will  not  exceed  60  to  75  per  cent, 
of  last  year,  which  means  around 
3,000,000  cases,  as  against  5,- 
000,000  in  1910.  Three  million 
cases  is  less  than  the  normal  con¬ 
sumption  of  over  4,000,000. 

Canned  strawberries  are  also 
very  high  by  reason  of  scarcity. 
The  pack  is  over  and  is  known  to 
be  short.  The  grade  selling  us¬ 
ually  for  $1.25  to  $1.30  per  dozen 
in  a  large  way  now  commands 
$1.60.  Maryland  and  nearby 
points  didn’t  pack  half  what  they 
usually  do,  though  New  York 
State  had  a  fair  pack. 

Spinach  is  another  high-priced 
product.  New  York  State  brands 
are  commanding  about  the  same 
price  as  usual — $1.35  per  dozen  in 
a  large  way,  but  Maryland  spin¬ 
ach  that  usually  sells  at  85  to  90 
cents  is  to-day  worth  $1.15. 

Beets  are  also  exceedingly 
strong,  though  no  special  advance 
in  price  has  occurred,  because 


there  is  nothing  to  sell.  In  this 
section  there  will  be  about  half  a 
crop,  with  more  large-sized  beets 
than  small. 

Pitted  cherries  in  syrup  are 
about  10  per  cent,  above  normal. 
No.  2  are  worth  $1.80  to-day  in  a 
large  way,  as  against  a  normal 
price  of  $1.60. 


Would  LowerSugar  DutyReduce 
Sugar  to  Consumers? 

F.  C.  Lowry,  of  the  Federal  Refinery, 
Tells  Congressional  Committee  So, 
But  Admits  that  When  Duty  Was 
Lower  Retail  Price  Was  Not  Corre¬ 
spondingly  Less. 

Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

Washington,  D.  C., 

July  20,  1911. 

Mr.  F.  C.  Lowry7  of  the  Federal 
Sugar  Refining  JCo.,  who  has  been 
booming  free  sugar  through  this 
and  other  journals,  was  a  wit¬ 
ness  before  the  House  Sugar 
Investigating  Committee  during 
the  week. 

The  theme  of  Mr.  Lowry’s  tes¬ 
timony  was  that  a  reduction  or 
elimination  of  the  duty  on  sugar 
would  lower  the  price  to  the  con¬ 
sumer.  Several  members  of  the 
committee  confronted  him  with 
facts  and  figures  of  other  times 
when  the  tariff  on  sugar  was 
much  reduced,  but  when  sugar 
was  not  materially  lower  to  the 
consumer.  Mr.  Lowry  was  com¬ 
pelled  to  admit  this,  but  did  not 
explain  it  in  any  way  which 
seemed  to  convince  the  commit¬ 
tee. 

Mr.  Lowry  also  told  the  com¬ 
mittee  that  the  beet  sugar  com¬ 
panies  in  Michigan  and  California 
add  the  amount  of  the  freight 
rates  from  New  York  to  their 
prices,  though  their  products  do 
not  travel-  any  appreciable  dis¬ 
tance,  cutting  off  just  a  point  or 
two  in  order  to  keep  out  compe¬ 
tition  from  the  East. 

The  investigation  has  been  very 
tame  during  the  last  few  days,  but 
little  being  elicited.  The  cane 
sugar  interests  of  the  United 
States  are  making  a  hard  press  on 
the  committee  to  convince  them 
that  the  reduction  of  the  duty 
would  destroy  the  sugar  cane 
business  of  the  country. 

On  Tuesday,  ex-president 
Washington  B.  Thomas,  of  the 
American  Sugar  Refining  Co., 
testified  and  reiterated  what  pre¬ 
vious  witnesses  had  said  about 


H.  O.  Havemeyer  ruling  the 
Sugar  Trust  with  a  rod  of  iron. 
Mr.  Thomas  denied  all  knowledge 
of  any  agreement  among  the  re¬ 
finers  to  limit  the  output  of  sugar 
and  fix  its  price,  and  referred  to  l 
the  different  fights  among  the 
various  refiners  as  having  ended 
because  the  parties  got  tired  of 
losing  money.  His  testimony  re¬ 
garding  the  Trust’s  relations  with 
Arbuckle  Bros,  was  as  follows: — 

“What  was  the  cause  of.  the  su¬ 
gar  war  between  Arbuckle  and  the 
American  Sugar  Refining  Co.?” 

“Arbuckle  wanted  a  discount  on 
the  sugar  he  purchased  and  Have¬ 
meyer  would  not  give  it.  Arbuckle 
put  up  a  sugar  refinery  and  we 
started  in  the  coffee  business  in  To¬ 
ledo  (the  Woolson  Spice  Co.).  The 
war  was  on,  and  it  was  a  merry 
one.” 

“What  brought  it  to  an  end?” 

“I  guess  they  got  tired  of  losing 
money.” 

“Did  Arbuckle  and  Havemeyer 
have  a  conference  just  before  the 
war  was  ended?” 

“Yes,  and  we  went  out  of  the 
coffee  business.” 

“And  Arbuckle  has  been  follow¬ 
ing  your  sugar  prices  since?” 

“Yes ;  he  makes  his  prices  the 
same  as  ours.” 

Before  Mr.  Thomas’  testimony 
ended  the  chairman  of  the  House 
Committee  appointed  a  sub-com¬ 
mittee  to  examine  all  the  books 
and  records  of  the  American 
Sugar  Refining  Co.  and  visit  all 
its  refineries  if  necessary. 

An  important  admission  made  1 
by  Mr.  Thomas  was  that  Ameri¬ 
can  refiners  could  make  sugar  in 
this  country  about  as  cheaply  as  ) 
anywhere  in  the  world.  Mr. 
Thomas  thought  it  was  only  the 
tariff  that  made  sugar  higher  here 
than  in  England. 

Air.  Thomas  told  of  some  of  the  : 
very  large  salaries  paid  officers 
and  lawyers  in  the  past,  but  said 
all  that  passed  with  the  ending  of  . 
the  H.  O.  Havemeyer  regime.  He 
denied  that  the  Trust  meant  to 
control  the  industry,  and  said  that 
they  only  made  less  than  50  per 
cent,  of  the  total  output. 

Representative  Raker  read  from 
the  minutes  of  the  Board  of  Di¬ 
rectors  for  the  meeting  of  August 
26,  1891,  a  passage  saying  that 
the  “president  reports  that  be¬ 
cause  of  the  decreased  consump¬ 
tion  of  refined  sugars  it  might  be 
necessary  to  reduce  the  output  so, 
as  to  maintain  the  price.” 

Mr.  Raker  asked  Mr.  Thomas  , 
if  the  company  had  ever  changed 
that  policy.  Mr.  Thomas  said  he 
never  knew  that  that  had  been  the 
policy  of  the  company,  and  would 
not  answer  the  question  other¬ 
wise. 

Holt. 
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This  is  the  new  Show  Case  package  that  makes  it 
easy  for  you  to  sell  candy. 

It  is  a  remarkably  attractive  display,  and  keeps  your  stock  in  a  space 
2  feet  by  ii  feet  on  the  end  of  one  of  your  counters. 

It  has  an  extra-thick  glass  top,  metal-edged,  with  double  hinge.  Take  the  wooden 
lid  off  and  your  display  is  ready. 

Grocers  all  over  the  country  are  netting  big  profits  on  this  new  proposition.  It  will 
make  your  candy  trade  one  of  the  best  paying  features  of  your  business. 


Here’s  the  proposition : 

50  pounds  of  candy  brings 
Candy  with  Show  Case  costs 

Your  profit  is 


$7-5° 

5-0° 

$2.50 


And  the  Show  Case  belongs  to  you.  Refills  cost  8  cents  a  pound,  and  you  sell  them 
at  15  cents.  Your  profit  is  87^  per  cent.,  and  there  is  no  limit  to  the  sales  you  can  make. 

Order  to-day,  or  write  for  full  particulars. 


Novelty  Candy  Company 

726-727  Singer  Building,  New  York 


MYscO. 


JERSEY  CITY,  N.  J. 
PITTSBURG,  PA. 


CHICAGO,  ILL. 
MEMPHIS,  TENN. 


MyscO. 
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The  New  York  Letter 


Comment  Over  the  Wiley  Case  Mostly  Favorable  to  the  Chemist. 
New  Lemon  Inspection  Displeases  Importers.  High  Ice 
Prices  Subject  of  Criminal  Investigation.  The  Ordinance 
Requiring  Certain  Sized  Produce  Barrels  to  be  Enforced. 
Exposing  Fruit  on  Sidewalk  Not  Against  the  Law.  Market 
Summary. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 


New  York,  July  20,  1911. 

Dr.  Harvey  W.  Wiley  in  his 
present  controversy  with  the  Gov¬ 
ernment  is  finding  many  cham¬ 
pions  in  the  grocery  trade.  Both 
wholesalers  and  retailers,  as  well 
as  manufacturers  in  the  city,  are 
loud  in  their  praise  of  the  admin¬ 
istrator  of  the  pure  food  law. 
While  he  was  severely  criticised 
at  times  for  his  methods  of  inter¬ 
preting  and  enforcing  the  law, now 
that  there  is  a  possibility  of  his 
being  forced  to  relinquish  his 
task,  the  trade  is  almost  a  unit  in 
defending  him.  One  of  the  whole¬ 
salers  said  yesterday  that  the 
resignation  or  dismissal  of  Dr. 
Wiley  would  be  a  national  calam¬ 
ity  and  would  be  looked  upon  as 
•such  by  the  consumers. 

None  of  the  dealers  cared  to 
'talk  on  the  specific  charges  which 
have  been  made  against  Dr. 
Wiley,  but. they  generally  believe 
that  in  view  of  the  great  work 
which  he  has  accomplished  a  tech¬ 
nicality  such  as  the  one  on  which 
the  charges  seem  to  be  based 
Would  hardly  be  brought  up 
against  him  unless  large  financial 
interests  were  interested  in  get¬ 
ting  rid  of  him. 

The  fact  that  a  continual  attack 
has  been  made  upon  Dr.  Wiley 
since  he  first  started  out  to  secure 
pfire  food  for  the  people  was 
brought  up  by  dealers.  Only  a 
'few  weeks  ago,  it  is  remembered, 
a  journalistic  campaign  against 
the  expert  .was  started  by  a  com¬ 
pany  which  could  be  identified 
only  by  a  mail  box  in  the  New 
York  post-office. 

“There  are  men  in  the  liquor, 
benzoate  and  patent  medicine 
lines,”  said  Alfred  W.  McCann,  of 
Francis  IT  Leggett  &  Co.,  “whom 
Dr.  Wiley  'has  antagonized  and 
who  have  decided  to  have  him  re¬ 
moved  from  his  post  at  all  costs. 
But  I  do  not  think  that  they  will 
succeed,  as  any  attempt  to  restore 
the  rotten  conditions  which  Dr. 
Wiley-  has  sought  to  cure  will  cer¬ 


tainly  be  resented  in  all  parts  of 
the  country.” 

*  *  * 

The  new  regulations  for  exami¬ 
ning  cargoes  of  lemons  which 
went  into  effect  two  weeks  ago 
are  proving  very  unsatisfactory  to 
the  lemon  importers.  The  exami¬ 
nation  under  the  new  regulations 
is  slow  and  because  of  the  close 
inspection  too  great  a  proportion 
of  the  fruit  is  damaged  to  suit  the 
importers.  Many  of  the  dealers 
are  not  taking  advantage  of  re¬ 
bates  on  duties  because  of  de¬ 
cayed  fruit,  as  they  claim  that  the 
allowance  given  them  by  the  Gov¬ 
ernment  does  not  offset  the  dam¬ 
age  done  by  the  inspectors  in  ex¬ 
amining  the  lemons. 

Collector  Loeb,  in  answer  to  the 
many  complaints  he  has  received, 
said  that  the  new  method  is  the 
only  fair  one  and  that  as  soon  as 
the  Government  inspectors  be¬ 
come  accustomed  to  it  things  will 
run  along  smoothly. 

Under  the  new  regulations  only 
a  small  number  of  boxes  of  fruit 
are  examined  as  samples,  just  as 
when  the  old  system  was  in  effect ; 
but  when  the  importer  files  a  pro¬ 
test,  seeking  an  allowance  in  duty 
for  the  rot,  then  customs  inspec¬ 
tors  are  assigned  to  examine  each 
lemon  in  the  sample  boxes.  As 
in  many  cases  the  tissue  paper 
must  be  removed  to  show  signs  of 
decay,  the  work  goes  on  very 
slowly,  one  inspector  not  being 
able  to  handle  more  than  twenty 
boxes  a  day.  This  delays  ship¬ 
ments  and  is  most  unsatisfactory. 

Besides  the  loss  of  time,  when 
the  boxes  are  unpacked,  it  means 
a  great  reduction  in  their  value. 
As  a  rule,  importers  say,  the  sam¬ 
ple  boxes  have  to  be  sold  at  about 
one-tliird  of  their  original  value. 

*  *  * 

A  fire  on  the  Brooklyn  water 
front  this  week  completely  gutted 
a  five-story  brick  building  con¬ 
taining  a  macaroni  factory  and  a 
dried  fruit  warehouse.  Cool  work 
on  the  part  of  foremen  saved  the 
lives  of  the  employees,  as  over 


two  hundred  girls  were  working 
in  the  building  at  the  time  the  fire 
started.  The  total  loss  was  fig¬ 
ured  at  $225,000.  P.  Dausa  &  Co., 
macaroni  manufacturers,  lost  $15,- 
000  and  the  Van  Hoven  Mercan¬ 
tile  Co.,  dealers  in  dried  fruits, 
lost  $10,000.  Both  were  insured. 

*  *  * 

Two  employees  of  the  Ameri¬ 
can  Sugar  Refining  Co.  were 
brought  to  the  Manhattan  Avenue 
Police  Court  in  Brooklyn  this 
week,  charged  with  obstructing 
the  entrance  to  Newtown  Creek 
by  allowing  large  numbers  of 
canal  boats  to  anchor  there.  For 
many  months  business  interests 
along  the  creek  have  been  com¬ 
plaining  that  the  entrance  to  the 
water  way  was  blocked  by  the 
canal  boats.  The  docks  at  this 
point  are  owned  by  the  sugar 
company  and  a  fee  is  collected  by 
them  for  all  boats  anchoring  at 
their  docks.  The  law  provides 
that  only  one  boat  shall  be 
moored  alongside  of  each  of  these 
docks,  but  of  late  it  has  not  been 
enforced.  The  police  this  ^week 
arrested  John  B.  Raubert,  the 
overseer  of  the  docks  for  the  com¬ 
pany,  and  George  Bischoff,  the 
company’s  superintendent  of 
properties.  The  case  was  ad¬ 
journed. 

*  *  * 

During  the  past  week  the  Dis¬ 
trict  Attorney  and  the  police  have 
been  investigating  the  alleged 
holding  up  of  ice  by  the  Trust. 
The  police  claim  that  they  have 
proof  that  the  Trust  has  cut  down 
its  supply  of  barges  which  bring 
the  ice  to  the  city  and  in  other 
ways  is  doing  what  it  can  to  raise 
the  prices.  The  big  company 
claims  that  it  has  not  cut  down  its 
force  of  barges  and  that  the  price 
has  not  been  raised.  The  daily 
press  is  paying  considerable  at¬ 
tention  to  the  matter,  one  of  them 
printing  a  photograph  of  a  receipt 
for  ice  signed  by  the  company  at 
an  advanced  price.  The  Trust  has 
used  the  newspapers  in  its  de¬ 
fense,  inserting  large  advertise¬ 
ments  in  trying  to  prove  that  it 
does  not  control  the  ice  supply  of 
the  city. 

The  police  and  District  Attor¬ 
ney,  however,  have  secured 
enough  evidence  to  lay  the  matter 
before  the  Grand  Jury  and  it  is 
possible  that  this  body  will  con¬ 
sider  the  question  next  week. 

*  *  * 

Produce  dealers  throughout  the 
city  received  a  warning  this  week 


from  Commissioner  Walsh,  of  the 
Bureau  of  Weights  and  Measures, 
that,  beginning  August  1st,  the 
ordinance  relative  to  the  size  of 
barrels  for  potatoes,  apples,  pears 
and  other  fruits  will  be  rigidly  en¬ 
forced.  In  previous  years  the 
officials  have  been  quite  lenient 
with  reference  to  this  ordinance. 
When  a  new  agitation  for  full 
weights  and  measures  began, 
about  a  year  ago,  the  barrels  used 
for  such  produce  were  inspected 
and  the  majority  of  them  found  to 
be  under  the  legal  size.  The  deal¬ 
ers  were  warned  that  they  must 
bring  their  barrels  up  to  the 
standard  size,  but  the  short  bar¬ 
rels  were  in  such  general  use  that 
it  was  decided  not  to  enforce  the 
ordinance  strictly.  Now  the  of¬ 
ficials  believe  all  the  farmers  have 
had  time  to  secure  standard  sized 
barrels,  and  so  propose  to  enforce 
the  law. 

*  *  * 

Magistrate  Gilroy,  in  the  Ja¬ 
maica  Police  Court  this  week,  de¬ 
cided  that  grocers  and  fruit  deal¬ 
ers  are  not  violating  the  law  in 
exposing  berries  to  the  air  outside 
their  stores.  Three  grocers,  Louis 
Cantoni,  363  Fulton  street;  Sam¬ 
uel  Montu,  387  Fulton  street,  and 
Caspar  Liviti,  3105  Jamaica  ave¬ 
nue,  were  arrested  by  John  Dist- 
ler,  of  the  Board  of  Health,  and 
arraigned  before  the  magistrate, 
charged  with  exposing  foodstuffs 
to  the  air.  When  the  magistrate 
heard  that  it  was  berries  which 
the  men  were  charged  with  ex¬ 
posing,  he  became  indignant. 
“Don’t  you  know  that  berries  are 
always  washed  before  being 
eaten,”  he  said.  “No  crime  has 
been  committed  here.” 

The  case  caused  much  comment 
among  the  grocers  throughout  the 
city,  as  the  associations  are  try¬ 
ing  to  stop  the  exposure  of  all 
foodstuffs.  One  of  the  grocers 
said  that  while  most  people  wash 
their  berries,  some  do  not,  and 
that  even  though  fruit  is  washed, 
dirt  and  germs  are  likely  to  re¬ 
main  on  it.  It  is  planned  to  bring 
the  matter  up  at  association  meet¬ 
ings. 

*  *  * 

A  petition  in  bankruptcy  was 
filed  Monday  by  Wilson  Bros., 
who  conducted  a  large  retail  gro¬ 
cery  business  at  675  and  955  Ful¬ 
ton  street,  Brooklyn.  Until  re¬ 
cently  both  stores  were  in  a  pros-  i 
perous  condition,  but  for  the  past 
couple  of  years  their  trade  has 
dwindled  down,  owing  to  the  ex-j 
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tension  of  the  business  district  of 
Brooklyn  and  the  moving  of  fam¬ 
ilies  to  suburban  parts  of  the  city. 
The  construction  of  the  subway 
has  also  driven  many  of  the  old 
customers  away.  The  schedules 
show  liabilities  to  be  about  $4,000 
and  assets  about  $10,000 
*  *  * 

In  the  Congressional  investiga¬ 
tion  of  the  Sugar  Trust,  now  pro¬ 
ceeding  in  the  Federal  building, 
evidence  is  being  obtained  in  an 
effort  to  show  that  the  Trust  fixed 
prices  of  sugar  as  well  as  the 
prices  to  be  paid  for  beets.  Much 
of  the  evidence  on  this  subject 
seems  to  establish  as  a  fact  that 
some  control  was  exercised  and 
further  details  as  to  the  extent  of 
the  control  are  now  awaited. 

*  *  * 

The  S.  Cushman’s  Sons  were  in 
corporated  this  week  to  manufac¬ 
ture  food  products,  with  an  au¬ 
thorized  capital  stock  of  $200,000. 
The  incorporators  are  L.  A.  Cush¬ 
man  and  L.  D.  Zeek,  New  York ; 
E.  S.  J.  Taylor,  East  Orange,' 
N.  J. ;  E.  Zeek  and  D.  L.  Zeek, 
Rutherford,  N.  J. 

Summarized  Market  Con¬ 
ditions. 


The  coffee  market  is  consider 
ably  lower  this  week,  the  increas 
ing  receipts  at  primary  points 
having  forced  prices  downwards. 
Santos  is  in  good  demand  and 
some  large  sales  are  being  made. 
Mild  coffees  are  dull,  with  prices 
about  the  same. 

Dealers  are  making  no  efforts 
to  force  sales  of  tea,  as  they  com 
plain  of  lack  of  supplies.  China, 
it  is  reported,  has  completed  ar¬ 
rangements  to  ship  to  other  mar¬ 
kets  and  this  means  a  shortage,  it 
is  said,  of  several  million  pounds. 
Black  teas  are  in  demand.  Con¬ 
gous  are  firm. 

Raw  sugar  is  dull,  buyers  and 
sellers  being  far  apart  on  prices. 
The  variable  cables  from  abroad 
make  neither  anxious  to  force 
trading. 

Refined  sugar  is  firm.  With¬ 
drawals  this  week  are  lighter ;  but 
as  the  country  has  been  buying 
heavily,  this  was  expected.  Busi¬ 
ness  is  expected  to  continue  satis¬ 
factory,  however,  as  a  good  pre¬ 
serving  demand  is  anticipated. 

There  has  been  a  better  demand 
for  rice  this  week.  Japans  of  fine 
quality  are  in  good  demand. 
Prices  are  naturally  firm,  as  the 
supply  is  decreasing. 


Offerings  of  both  spot  and  fu¬ 
ture  canned  vegetables  are  light 
and  business  is  quiet.  The  favor¬ 
able  weather  reports  have  given 
buyers  hope  of  a  full  crop  and  so  J 
they  are  willing  to  hold  oft.  Hold¬ 
ers,  however,  are  not  pressing 
sales,  but  are  holding  out  for  full 
prices.  Some  orders  have  come 
from  the  Middle  West  for  Mary¬ 
land  canned  tomatoes.  There  is  a 
good  inquiry  for  future  deliveries 
of  corn,  but  packers  are  not 
anxious  to  close  out.  A  good  por 
tion  of  the  new  crop  has  already 
been  sold,  so  the  packers  are  wil¬ 
ling  to  hold  the  rest  for  a  time. 
The  market  for  string  beans  con 
tinues  active,  with  prices  tending 
upwards 

An  active  demand  for  California 
canned  fruits  is  reported  this 
week.  Peaches  and  cherries  are 
attracting  the  most  attention  and 
it  is  likely  that  prices  will  ad¬ 
vance.  Apricots  and  plums  are 
almost  neglected. 

The  quality  of  the  receipts  of 
butter  continues  poor.  The  warm 
weather  in  the  producing  sections 
has  caused  dealers  much  trouble. 
At  present  it  is  difficult  to  find  a 
lot  which  does  not  in  some  way 
show  the  effects  of  the  heat.  The 
demand  continues  moderate,  but 
the  high  grades  are  firm  in  price. 
Lower  grades  are  selling  at  slight¬ 
ly  lower  prices. 

The  large  bulk  of  the  eggs  corn- 
ins’  here  are  still  defective  and  are 
being  pressed  into  sale  at  nominal 
prices.  Some  lots  are  showring  up 
better,  however,  and  for  these  full 
prices  are  asked.  The  demand  is 
light,  except  for  high  grade  near¬ 
by  eggs.  Further  movement  into 
storage  is  reported,  the  best 
grades  selling  at  21  cents. 

Fred.  A.  McGill. 


No.  2  Fancy  White  Fat  Fall-caught  Fish— 

240  to  260  fish . per  bbl.,  $19.00 

j/2-bbls.  (100  lbs.) . per  V2- bbl.,  10.00 

kj-bbls.  (50-lb.  blue-painted  tubs) . per  V4- bbl.,  5.10 

No.  3  Fancy  White  Fat  Fall-caught  Fish- 

330  to  350  fish  . per  bbl.,  $15.00 

V2- bbls.  (100  lbs.) . per  K-bbl.,  8.00 

kj-bbls.  (50-lb.  blue-painted  tubs) . per  V^-bbl.,  4.10 

No.  4  Fancy  White  Fat  Fall-caught  Fish- 

420  to  440  fish  . per  bbl.,  $12.75 

p2-bbls.  (100  lbs.) . per  H-bbl.,  6.88 

14-bbls.  (50-lb.  blue-painted  tubs) . per  H-bbl.,  3.54 


Count  and  Weight  Guaranteed 


QUALITY  positively  the  best  on  the  market 


Georgia  peaches  are  about -done, 
and  show  about  50  cents  advance. 
Even  higher  prices  are  expected. 
A  few  nearby  peaches  are  coming 
in  at  $1.25  to  $1.50  per  small  bas¬ 
ket,  but  they  are  not  worth  it. 


Norway  Mackerel  are  a  very  seasonable  and 
saleable  article  just  now,  and  the  above  are  under 
market  prices  on  fancy  stock. 

If  you  are  not  dealing  with  us  give  us  a  trial 
order,  we  can  serve  you  satisfactorily  and  save 
you  money. 

The  above  prices  good  for  week  July  24th  to  29th,  inclusive 


ELTON  J.  BUCKLEY 

Editor  “Grocery  World  and  General  Merchant" 

Attorney  and  Counselor  at  Law 

643-648  Land  Title  Building,  Phlla.,  Pa. 

_  .  .  (  Bell,  Spruce  2608-2609 

Telephones  |  Key’st0Vnt>  Race  746 

j  Corporation  Practice,  Cases  Under  Food  Laws 
Trade-Mark  Registration 
General  Practice 


WRITE  FOR  THE  “CASH  GROCER,”  CONTAINING  PRICES 
ON  A  FULL  LINE  OF  STAPLE  AND  FANCY  GROCERIES  II 

BARBER  &  PERKINS 

Wholesale  Cash  Grocers 

29, 31 , 33  N.  Water  Street  28  N.  Delaware  Avenue 

PHILADELPHIA,  PENNA. 
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The  attempt  to  oust  Dr.  H.  W. 
Wiley,  chief  Government  chem¬ 
ist,  from  the  De- 
The  d,.  Wiley  partment  of  A g- 

c*,e-  riculture  has 

aroused  deep  at¬ 
tention  over  the  whole  United 
States.  For  years  Dr.  Wiley  has 
been  a  commanding  figure  in  Fed¬ 
eral  pure  food  affairs,  and  during 
the  first  few  years  of  the  Federal 
food  law  of  1906  he  was  the  chief 
factor  in  its  enforcement.  Most  if 
not  all  the  original  regulations 
and  decisions  were  his,  and  the 
other  officials  in  the  department 
cut  a  very  minor  figure.  Later 
friction  arose  between  the  doctor 
and  his  fellow-officials,  many  of 
his  rules  and  decisions  were  re¬ 
versed,  and  his  ideas  regarding 
principle  and  procedure  were 
overthrown.  During  the  last  two 
years  at  least,  Dr.  Wiley  has  been 
more  or  less  of  a  figurehead,  being 
regularly  opposed  and  outvoted 
by  the  other  two  members  of  the 
Federal  Food  and  Drug  Board, 
Dr.  Dunlap  and  Solicitor  McCabe. 

The  news  has  now  become  pub¬ 
lic  that  Dr.  Wiley  is  to  be  forced 
entirely  out  of  the  Department, 
ostensibly  because  he  employed 
private  chemists  at  a  larger  com¬ 
pensation  than  the  law  allows. 
There  is  of  course  no  charge  of 
fraud,  or  of  chicanery  in  any  de¬ 
gree.  The  charge  is  more  or  less 
technical,  and  practically  amounts 
to  an  accusation  of  violation  of 
the  Department  rules. 

Of  course  nobody  believes  that 
the  Government  heads  would 
really  ask  Dr.  Wiley  to  resign  for 
any  such  reason  as  this.  Impor¬ 
tant  public  officials,  who  have 
been  in  the  public  service  so  long, 


and  achieved  such  prominence  as 
Dr.  Wiley,  are  not  displaced  for 
any  such  cause.  He  might  be 
corrected — he  might  even  be  rep¬ 
rimanded — but  as  for  being  dis¬ 
charged,  no.  Such  a  thing  would 
never  happen  unless  there  was 
something  else  back  of  it,  for 
every  day  the  other  Federal  De¬ 
partments,  notably  the  Attorney- 
General’s  Department,  are  em¬ 
ploying  outside  assistants  at  enor¬ 
mous  fees. 

What  could  be  back  of  it?  The 
writer  doesn’t  take  much  stock  in 
the  cry  that  special  interests  are. 
This  is  a  bad  year  for  special  in¬ 
terests  to  become  active,  and  the 
special  interests  realize  that  bet¬ 
ter  than  anybody  else  and  would 
not  dare  move  in  such  a  delicate 
matter.  Probably  the  cause  is 
simply  the  personal  dislike  of  the 
other  people  in  the  Department. 
Dr.  Wiley  has  been  much  courted 
and  quoted,  and  has  not  been 
modest  in  the  expression  of  his 
own  views.  The  chance  is  that 
his  fellow-officials  dislike  him  and 
want  him  out. 

To  eliminate  Dr.  Wiley  from 
the  Department  of  Agriculture 
would  be  in  the  writer’s  judgment 
a  serious  mistake.  In  a  sense  he 
has  been  a  disturber,  and  some  of 
the  positions  be  has  taken  on  mat¬ 
ters  vitally  affecting  legitimate 
business  have  been — in  the  writ¬ 
er’s  opinion — wholly  unjustified. 
But  withal  he  has  been  a  strong 
and  useful  check  on  what  might 
easily  have  become  license.  A 
man  admittedly  incorruptible,  he 
has  with  all  his  believed  idiosyn¬ 
crasies  been  far  easier  to  endure 
than  a  more  complaisant  and  per¬ 
haps  less  scrupulous  official. 


The  writer  predicts  that  Dr. 
Wiley  will  not  resign  from  the 
Department  of  Agriculture;  in 
fact,  will  not  be  asked  to. 


There  is  at  last  evidence  that 
love  and  the  grocery  business 
d  o  n’t  m  i  x,  at 

Love  and  the  least,  IlOt  ill  office 
Grocery  Business.  hours.  Read  the 

following  news  dispatch  from 
Scranton,  Pa. : — 

Scranton,  Pa.,  July  18th. 

Inattention  to  business,  resulting 
from  worry  over  the  .failure  of  Carl 
Gantz  to  make  good  his  promise 
of  marriage,  has  seriously  affected 
the  finances  of  Miss  Pearl  Coleman, 
according  to  allegations  in  her 
breach  of  promise  suit  begun  here 
to-day. 

Miss  Coleman  is  a  shrewd  busi¬ 
ness  woman,  having  built  up  a  profit¬ 
able  trade  in  a  grocery,  and  she  en¬ 
joyed  a  good  income  when  Gantz 
paid  court  to  her.  But  prospects  of 
leaving  spinsterhood  for  wedded 
bliss  caused  her  to  neglect  her  cus¬ 
tomers,  according  to  the  complaint, 
and  they  began  purchasing  onions 
and  strawberries  elsewhere. 

Now  the  receipts  of  the  business 
are  hardly  sufficient  to  pay  the  rent, 
and  with  Gantz  determined  not  to 
lead  her  to  the  altar,  she  says,  the 
outlook  is  anything  but  promising. 
Then,  too,  the  near-bride  has  in¬ 
vested  in  a  trousseau  and  she  re¬ 
gards  the  money  thus  spent  as  a 
complete  loss. 

To  reimburse  her  for  her  ex¬ 
penses  and  loss  of  profits  Miss  Cole¬ 
man  wants  $400  from  Gantz,  but 
she  demands  no  heart  balm.  She 
enumerates  her  losses  in  the  fol¬ 
lowing  list: — 

Loss  of  profits  from  busi¬ 
ness  . $200 


Of  course  Miss  Pearl  Coleman 
cannot  possibly  recover  for  her 
lost  business — there  was  nothing 
in  her  recreant  swain’s  dereliction 
to  cause  her  to  so  neglect  her  own 
interests.  The  incident  is  good 
for  a  moral,  however — that  busi¬ 
ness  hours  are  made  for  business. 


25 

50 

50 

25 

50 


New  hat  for  wedding  . 

New  gown  for  wedding 
Lingerie  for  wedding... 

Social  events  . 

Miscellaneous  expenses  . 

She  asks  that  a  capias  be  issued 
for  Carl  and  that  he  be  held  in  bail. 

Only  another  proof  that  when 
the  little  god  cupid  beckons, 
everything  must  give  way,  even  a 
good  grocery  business. 


The  “Grocery  World  and  Gen¬ 
eral  Merchant”  doesn’t  believe  in 
consuming  space 
Guide,  Philosopher  which  Subscrib- 
and  Friend.  ers  pay  to  have  in¬ 
terestingly  filled, 
in  making  blatant  boasts  of  its 
own  attractions.  In  spite  of  this, 
an  incident  is  at  hand  to  which  it 
proposes  to  point  with  pride. 
Read  the  following  letter: — 

Watkins,  N.  Y.,  July  19,  1911. 

To  the  Editor. 

Dear  Sir : — I  would  like  to  know 

if  the  firm  of  -  - ,  cider 

and  vinegar  company,  of - ,  has 

the  reputation  of  putting  out  vine¬ 
gar  which  is  up  to  the  requirements 
of  the  law,  and  do  you  think  I 
would  be  safe  in  buying  a  few 
barrels,  which  will  be  billed  as  pure 
cider  vinegar? 

Yours  very  truly, 

'*  *  * 

The  point  is  that  this  letter 
supplies  some  gratifying  proof 
that  the  aim  which  this  journal 
long  ago  set  before  its  face,  that 
of  being  to  its  subscribers  guide, 
philosopher  and  friend,  has  been 
in  some  measure  attained.  Let¬ 
ters  of  the  above  type  are  not  un¬ 
usual  ;  they  are  constantly  re¬ 
ceived  in  this  office  on  all  sorts  of 
subjects.  We  interpret  them  to 
mean  that  the  “Grocery  World 
and  General  Merchant”  has  won 
its  subscribers’  confidence,  not 
only  confidence  in  its  ability  to 
help  them,  but  confidence  in  its 
anxietv  to  do  so. 


ASSOCIATION  NEWS 


Washington,  D.  C. 

There  is  every  indication  that 
the  grocers  of  Washington  will 
have  the  most  notable  food  show 
in  their  history  this  fall  at  Con¬ 
vention  Hall.  It  will  be  held  No¬ 
vember  4th  to  18th,  two  weeks, 
under  the  auspices  of  the  Retail 
Grocers’  Protective  Association, 
and  is  the  fourth  national  food 
and  industrial  show  to  be  held  by 
that  body. 


Perry  P.  Patrick,  secretary  of 
the  grocers’  association,  has  the 
active  management  of  the  exhibi¬ 
tion  and  be  reports  that  space  in 
the  show  has  been  going  rapidly. 
One  of  the  latest  to  “sign  up”  is 
the  H.  J.  Heinz  Co.,  of  Pittsburg. 
The  Heinz  display  will  probably  | 
be  one  of  the  largest  in  the  exhi-  j 
bition,  being  situated  in  the  very ! 
center  of  the  great  convention 
hall.  This  hall  is  a  block  long, 
situated  in  the  center  of  the  city 
of  Washington,  and  has  the  same 


unbroken  exhibition  space  as 
Madison  Square  Garden,  New 
York. 

Contracts  have  been  let  to 
prominent  New  York  decorating 
and  illuminating  firms,  to  the  end 
that  a  wonderful  setting  may  be 
had  for  the  displays  of  goods. 
Valuable  prizes  will  be  given 
away  each  night  of  the  show. 
Band  concerts  will  be  had  both 
afternoon  and  evenings. 

Secretary-Manager  Patrick  has 
ordered  200,000  part-pay  tickets 


for  distribution  by  the  grocers  of 
Washington.  Each  and  every 
member  of  the  association  is  de¬ 
clared  to  be  taking  the  liveliest  in¬ 
terest  in  the  success  of  the  enter¬ 
prise,  and  there  is  every  reason  to 
expect  that  the  affair,  like  its  three 
predecessors,  will  be  a  wonderful 
success. 


Watermelons  are  coming  from 
Georgia  and  South  Carolina,  and 
range  from  20  to  40  cents  each. 
The  demand  is  fair. 
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No  Decision  in  Wiley  Case  Yet 

atter  Still  Under  Investigation.  Wiley  Files  Answer  to  Charges. 
His  New  York  Aid  Dismissed  for  Opposing  the  Department 
as  to  Benzoate.  Nobody  Expects  Wiley’s  Discharge. 
Resolutions  Come  in  Supporting  Him. 


ecial  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

Washington,  D.  C., 

July  20,  1911. 

The  Wiley  affair  continues  to 
:  the  talk  of  official  circles  here, 
othing  of  moment  has  trans- 
red  in  the  case  during  the  week, 
though  the  newspapers  have 
lblished  a  great  amount  of  gos- 
p  about  it.  The  dismissal  of  Dr. 
blcy  is  still  under  consideration 
id  investigation.  I  am  advised 
at  it  has  been  before  the  Cabi- 
:t  at  least  once  during  the  week, 
id  that  an  answer  filed  by  Dr. 
Mey  to  the  charges  against  him 
as  presented.  There  is  consider- 
>le  talk  that  the  President 
ames  Secretary  of  Agriculture 
'ilson  for  much  of  the  unpleas- 
lt  comment  which  has  gone  over 
e  country,  which  the  President 
quoted  as  saying  all  came  from 


friction  in  the  Department  of  Ag¬ 
riculture  which  the  Secretary 
should  have  quelled. 

Nobody  I  have  talked  with  has 
the  slightest  idea  that  Dr.  Wiley 
will  be  discharged.  It  is  expected 
that  after  the  investigation  is  over 
he  will  be  mildly  reprimanded  for 
employing  some  of  the  chemical 
experts  he  has  employed.  It  has 
developed  that  considerable  of  the 
friction  has  been  over  this  em¬ 
ployment  of  experts,  particularly 
as  to  the  price  to  be  naid  for  their 
services.  One  feature  of  this  was 
the  refusal  by  the  other  members 
of  the  Federal  Food  and  Drug 
Board  to  pay  certain  of  Dr. 
Wiley's  experts  the  sum  the  latter 
had  agreed  to  pay. 

Another  feature  of  the  imbrog¬ 
lio  is  the  discharge  of  Floyd  W. 
Robinson,  who  has  been  one  of 
Dr.  Wiley’s  chemical  aids  in  New 


York  City.  He  was  formerly 
chemist  to  the  Michigan  Dairy 
and  Food  Department.  Mr.  Rob¬ 
inson  has  always  been  opposed  to 
benzoate  of  soda,  and  his  dis¬ 
charge  was  for  insubordination,  in 
refusing  to  pass  goods  containing 
it,  as  he  was  directed  to  do  under 
the  Department  ruling  concerning 
benzoate.  This  also  will  be  in¬ 
vestigated  with  the  balance  of  the 
Wiley  matter. 

Meanwhile  resolutions  support¬ 
ing  Dr.  Wiley  and  condemning 
the  attempt  to  oust  him  are  com¬ 
ing  in  from  various  sources.  The 
Central  Labor  Union  adopted 
strong  resolutions  stating  that  Dr. 
Wiley’s  retirement  would  be  “a 
public  calamity.”  Another  set  of 
resolutions  also  came  in  from  the 
pharmaceutical  societies  of  Penn¬ 
sylvania  and  Philadelphia.  They 
testify  to  the  confidence  of  the 
drug  trade  in  Dr.  Wiley  and 
“earnestly  deplore  any  movement 
which  would  cause  Dr.  Wiley  to 
retire  at  this  time.” 

Holt. 


Lima  beans  from  nearby  points 
range  from  $2  to  $2.25  per  basket, 
which  is  high  compared  with  a 


year  ago,  when  the  range  was 
$1.25  to  $1.50.  The  demand  is 
fair. 


'“Royal”  Coffee  Mill  Wins. 

The  United  States  Circuit  Court  for 
the  Northern  District  of  the  State  of 
Ohio,  Western  Division,  has  issued  a 
decree  that  the  bill  of  complaint  of  the 
A.  J.  Deer  Co.,  Hornell,  N.  Y.,  be  sus¬ 
tained  as  to  the  infringement  of  the 
patents  affecting  certain  cutting  discs  in 
coffee  mills  manufactured  by  it  and  in¬ 
fringed  upon  by  B.  C.  Holwick,  of  Can¬ 
ton,  Ohio.  Mr.  Holwick  manufactured 
a  mill  fitted  with  cutting  plates,  which 
the  Deer  Co.  claimed  infringed  on  pat¬ 
ents  issued  to  Frank  Bartz,  dated  March 
29,  1910,  and  owned  by  the  A.  J.  Deer 
Co. 

The  A.  J.  Deer  Co.  brought  suit 
against  the  Bour  Co.,  of  Toledo,  last 
summer,  alleging  that  the  Bour  Co.  was 
handling  and  dealing  in  coffee  mills 
equipped  with  infringing  cutters.  These 
mills  were  manufactured  for  the  Bour 
Co.  by  B.  C.  Holwick,  who  assumed  the 
management  and  control  of  the  defense 
and  paid  the  necessary  expenses. 

When  the  cause  came  on  to  be  heard, 
and  the  above  facts  were  recited  to  the 
court,  the  judge  ordered  that  the  Bour 
Co.  and  B.  C.  Holwick  be  enjoined  and 
restrained  perpetually  from  further  in¬ 
fringing  the  letters  patent  owned  by  the 
A.  J.  Deer  Co.  and  from  making  or  sell¬ 
ing  the  coffee  mill  with  the  cutting 
plates  complained  of  or  any  cutting 
plates  substantially  like  them. 

The  settlement  of  this  suit  marks  the 
termination  of  the  first  case  of  infringe¬ 
ment  that  the  Deer  Co.  has  brought  to 
protect  the  patents  covering  its  Royal 
electric  coffee  mills.  The  Deer  Co.  an¬ 
nounces  that  it  is  its  intention  to  simi¬ 
larly  prosecute  all  other  infringers  of 
its  coffee  mill  and  meat  chopper  patents. 


Dandelion  Brand  Profits 

The  profits  from  Dandelion  Brand  Butter  Color  are  steady,  sure  profits. 

You  never  have  to  push  Dandelion  Brand.  It  sells  itself. 

More  than  90 oj0  of  the  buttermakers  in  the  country  use  it — and  it  only. 

Dandelion  Brand 

gives  the  true  June  shade.  It  never  turns 
Stock  up  with  this  staple  now. 


Wo  guaranty*  that  Daadalioa  Brand  Butter  Color  la  PURELY  VEGETABLE  and  that  tha  uia  of  sama  for  coloring  buttar  ia 
permitted  under  all  food  laws — State  and  National. 


w 


&,  Rlr  HARDSON  CO.,  Burlington,  Vt. 

Manufacturers  of  Dandelion  Brand  Butter  Color 


■■■fc 
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W«  would  be  pleased  to  have  or  publication  ha  this  column  the  ideas  of  our  readers  upon  trade  topics 
it  being  understood  that  we  de  not  bold  ourselves  responsible  for  say  views  expressed  therein.  AU  com¬ 
munications  must  be  accompanied  by  the  writer's  name  and  address  as  an  evidence  of  good  faith,  but  not 
necessarily  for  publication.  All  Inquiries  within  estr  power  to  answer  trill  also  be  noticed  In  this  department. 


A  Reliable  Collection  Agency, 


Northview,  Mo.,  July  I5>  I911- 
To  the  Editor. 

Dear  Sir: — Please  send  me 
name  and  address  of  some  reliable 
collection  agency.  Thanking  you 
in  advance. 

Yours  truly, 

Pamplin  &  Gregory. 

We  don’t  know  of  any. 

*  *  * 

Florida  Has  Important  New  Food 
Law. 

Jacksonville,  Fla.,  July  17,  1911. 
To  the  Editor. 

Dear  Sir: — No  doubt  you  have 
been  informed  of  the  recent  law 
passed  by  the  Legislature  of  the 
State  of  Florida  in  reference  to 
certain  measures  of  the  pure  food 
law  that  goes  into  effect  August 
3,  1911.  This  covers  principally 
the  weights  and  measures  clause, 
which  calls  for  the  net  weight  of 
the  contents  of  the  package  to  be 
shown  legibly,  conspicuously  and 
prominently  on  the  face  of  the 
label  of  the  package ;  also  the 
rigid  enforcement  of  that  portion 
of  the  law  in  reference  to  the  non¬ 
use  of  preservatives,  especially 
benzoate  of  soda. 

We  believe,  of  course,  that  we 
will  be  allowed  a  reasonable 
length  of  time  to  dispose  of  the 
present  stock  on  hand  and  those 
contracted  for  that  complied 
strictly  with  the  law  prior  to  the 
date  of  August  3d. 

If  you  desire,  we  can  furnish 
you  with  a  copy  of  this  law  in  or¬ 
der  that  possibly  more  of  the 
manufacturers  who  read  the  col¬ 
umns  of  your  journal  might  be 
notified  of  such  law. 

If  we  can  favor  you  with  any 
further  information  we  will  be 
pleased  to  do  so. 

Yours  very  truly, 

Baker  &  PIolmes  Co., 

H.  C.  Vanhorn. 

This  journal  wrote  for  a  copy 
of  the  new  Florida  act  and  duly 
received  it.  It  is  notable  in  two 
ways :  First,  the  eighth  clause  of 
.Section  4  provides  that  food  prod¬ 
ucts  shall  be  considered  adulter¬ 
ated  if  they  contain  “any  chemical 
preservative,  or  anti-ferment,  such 
as  formaldehyde,  salicylic  acid  or 
salicylates,  boric  acid  or  borates, 
benzoic  acid  or  benzoates,  or  flu¬ 
orides;  or  if  it  contains  any  arti¬ 


ficial  sweetener  such  as  saccha¬ 
rine,  dulcin  or  glucin. 

In  the  prohibition  against  ben¬ 
zoate  of  soda  and  saccharine  the 
act  is  in  conflict  with  the  Federal 
Government,  and,  as  to  benzoate, 
at  variance  with  all  the  States  ex¬ 
cept  a  very  few.  As  to  saccha¬ 
rine,  it  is  barred  at  once  under  the 
new  law,  which  under  its  strict 
terms  becomes  operative  immedi¬ 
ately.  The  Federal  Government 
has  also  barred  saccharine,  but  the 
order  does  not  take  effect  until 
January  1,  1912. 

From  now  on,  therefore,  all 
goods  shipped  into  Florida  which 
contain  benzoate  of  soda  or  sac¬ 
charine  will  be  illegal  if  sold  out 
of  the  original  package. 

•jp.  ^  * 

Warning — Look  Out  for  Fake  Soap 
Salesman  ! 

Philadelphia,  Pa.,  July  20,  1911. 
To  the  Editor. 

Dear  Sir: — About  the  15th  inst. 
Fels  &  Co.  were  informed  that  a 
man  representing  himself  as  a 
salesman  or  agent  was  soliciting 
orders  for  Fels-Naptha  soap  in 
Hazleton,  Pa.  As  Fels  &  Co.  had 
no  agent  thereabouts,  the  local 
trade  were  so  notified. 

It  developed  later  that  probably 
the  same  person  was  working  in 
Scranton,  Pittston,  Shamokin,  Mt. 
Carmel,  and  a  number  of  other 
towns  in  that  section  of  Pennsyl¬ 
vania. 

On  the  20th  inst.  Fels  &  Co. 
were  notified  by  the  First  Nation¬ 
al  Bank  of  Darby,  Pa.,  that  one 
J.  F.  Reegan  had  cashed  checks 
drawn  on  their  bank,  $30  at  Scran¬ 
ton,  $30  at  Hazleton,  and  $25  at 
Fox  Chase,  Philadelphia. 

Retail  grocers  should  be  on  the 
look  out  for  a  visit  from  this  fake 
salesman  and  at  once  notify  the 
police  department,  giving  the  of¬ 
ficials  full  particulars,  description, 
etc. 

The  description  of  the  man 
given  from  Hazleton  was  about  5 
foot  10  inches  in  height,  wore  a 
blue  suit  of  rather  soiled  appear¬ 
ance,  deep  set  and  sunken  eyes, 
thin,  straight  nose  slightly  colorec 
and  stiff  straw  hat. 

On  July  20th  Fels  &  Co.  were 
also  notified  that  Shiner,  Roth  & 
Weidenbach  had  cashed  a  check 


or  $30  for  a  person  presumably 
the  same  imposter. 

Respectfully, 

Fels  &  Co. 


has  been  reappointed  coffee  ex¬ 
pert  to  the  United  States  Govern¬ 
ment.  The  appointment  takes 
effect  from  July  1st. 


PERSONAL. 

-  New  crop  apples  range  from 


William  B.  Harris,  of  the  Wil-  40  cents  to  $1  per  basket.  The 
iam  B.  Harris  Co.,  of  New  York,  demand  is  fair. 


Selling  Talks  With  Clerks 

BY  A  MAN  WHO  HAS  BEEN  ONE 

Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’* 
Department  Food  Stores,  Trenton,  N.  J. 

- 1 

Being  a  Gentleman  is  about  the 
xeest  thing  going.  You  can’t  buy 
the  quality  if  you  try.  Doesn’t 
require  any  talent.  You  can’t  get 
the  secret  out  of  a  book — even 
though  it  were  a  secret.  If  you 
really  wish  to  be  rated  a  gentle¬ 
man  you  should  treat  the  other 
party  just  as  you  would  like  him 
or  her  to  treat  you.  If  your  con¬ 
versation  is  mixed  with  profanity 
you  are  still  out  of  the  gentleman 
class.  You  think  it  sounds  smart, 
but  the  person  who  is  listening  to 
you  may  conclude  'that  a  high 
school  course  in  English  would 
make  your  company  more  agree¬ 
able.  You  are  shy  on  words. 

A  gentleman  back  of  a  counter 
is  a  wholesome  thing.  A  gentle¬ 
man  at  all  times  is  a  blessed  thing. 
Start  in.  You  will  enjoy  it. 

*  *  * 

A  Few  Suggestions  On  How  To  Ap= 
proach  People  On  Different 
Things. 

Here  is  a  laundry  soap  that  isn’t 
advertised  very  much  and  it  has 
been  laying  around  this  store  for 
nearly  two  years.  It  feels  as  hard 
as  a  brick  bat  and  will  stand  twice 
the  rubbing  of  a  new  soap.  I  will 
sell  a  dozen  bars  for  50  cents. 

We  have  that  milk  in  now  that 
is  advertised  so  much  in  the 
magazines  (there  it  is).  It  keeps 
much  longer  than  fresh  milk  and 
they  say  it’s  fine  for  puddings, 
muffins,  custards  and  such  like 
and  is  really  the  best  for  coffee 
or  tea.  Three  of  these  tall  cans 
this  week  for  25  cents. 

We  have  some  very  nice  grape¬ 
fruit  in  the  vegetable  cooler  that 
we  bought  for  our  special  trade. 
It  is  a  scarce  article  as  you  know 


just  now,  yet  we  are  selling  it  for 
15  cents. 

May  I  include  in  your  order  one 
of  these  bottles  of  olives?  Notice 
if  you  please  the  size  of  the  fruit 
and  how  entirely  free  from  dark 
specks.  Thirty-five  cents.  Thank 
you. 

Mrs.  Smith,  I  neglected  asking 
you  how  you  liked  that  Ceylor 
blend  of  tea  I  sold  you  for  icing 

By  the  way,  we  have  some  more 
of  that  sharp  cheese  your  husbanc 
likes.  Why  not  let  me  send  five 
or  six  pounds  this  time.  I  think 
it  is  even  richer  than  the  last 
Five  pounds?  Thank  you. 

I  want  you  to  sample  this  mea- 
loaf  if  you  please.  It  is  made  b) 
the  Burk  people.  It  is  a  very  deli 
cate  thing,  most  excellent  for  1 
cold  lunch,  and  makes  a  splendic 
sandwich.  We  slice  it  very  thir 
on  our  machine  for  28  cents  pei 
pound. 

*  *  * 

A  Matter  of  Approach. — Th< 

above  suggestions  are  intended  t< 
suggest  easy  approach.  Avoit 
that  stiff,  cold  business  formalit} 
— just  as  much  as  you  shoult 
avoid  going  at  a  customer  witl 
hammer  and  tongs. 

People  warm  up  to  the  sales 
man  who  is  natural.  It  is  a  grea 
deal  better  to  say,  “I  have  : 
couple  dozen  fresh  eggs  in  th> 
box.  Do  you  want  them?”  thai 
to  remark,  “Any  eggs  wanted.”  1 

Read  this  stuff  over  again  s< 
you  will  catch  the  drift  of  it.  It  i 
really  very  important  for  yoi 
boys  to  study  the  art  of  approach 
ing  a  person. 
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RITTER’S  APPLE  BUTTER 

m  9 

Csai  be  sold  profitably  &t  10c  per  pound 
Gives  satisfaction  to  the  consumer 


OAKDALE 

PRETZELS 

have  won  and  deserve  the  reputation  of 

“HIGHEST”  GRADE 
“CLEANEST”  MADE 


Baked  in  TEN  Varieties 

Packed  in  packages  to  retail  at 
5  cents,  10  cents  and  15  cents. 
Packed  in  boxes  and  barrels  to 
retail  by  the  pound. 

More  pretzels  are  being  sold 
every  year  because  doctors  are  rec¬ 
ommending  them  as  appetizing, 
wholesome,  nourishing,  accept¬ 
able  to  a  weak  stomach  and  better 
for  the  children  than  candy  or 
cake — and  because  “Oakdale” 
Pretzels  are  so  good  everybody 
likes  them. 

Write  for  samples  and  prices,  or 
better— let  us  send  you  a  trial  box, 
returnable  at  our  expense  if  it  does 
not  sell.  Write  to-day. 


Oakdale  Baking  Co. 

Tenth  and  Susquehanna  Ave. 

--  -  -PHil.AnHI.PHIA- 


Over  200  Rebuilt 
Cars  Here 

Every  One  has  Been  Put  in  Perfect  Order 

Here’s  a  splendid  chance  to  get  the  make  you’ve  set  your 
heart  on.  Because  it  has  been  used,  you’ll  get  it  at  a  big  dis¬ 
count.  Have  it  torn  down  for  your  inspection,  and 

PAY  MONTHLY  WHILE  YOU’RE  USING  IT 

Our  five-months’  guarantee  and  your  delayed  payments  are 
all  the  protection  you  could  wish.  Come  in  and  look  over  our 
stock — no  obligation  to  buy. 

**  •  ^our  car  Put  order  without  cost  to 

L/ar  \JYi  UGiS  •  you.  Cash  for  you  when  it  is  sold — no 
■========:==:::=  matter  if  the  customer  buys  on  time. 

Cars  Altered  Into  Delivery  Wagons 

We  use  your  old  body  or  build  you  a  new  one 
from  $25  to  $50. 

Penn  Square  Automobile  Co. 

J.  F.  BROWN,  Proprietor 

1420-22-24-26-28  South  Penn  Sqnare,  100  Yards  South  of  Broad  St.  Station 


Kill  That 
Fly! 


f|T  The  fly  is  not  only 
J*  a  nuisance,  but  it 
is  a  real  menace  to  life 
and  health.  In  the 
Grocery  Store  it  is  the 
destroyer  of  all  food 
products.  Electric 
Lights  and  Electric 
Fans,  in  combination 
with  screened  windows 
and  doors,  will  mini¬ 
mize  the  fly  nuisance. 
<J  For  electricity  rates 
consult 

The  Philadelphia 

Electric  Company 

TENTH  AND  CHESTNUT  STS. 


BORDEN'S 
EVAPORATED 
L  MILK 

PEERLESS  BRAND 


Makes  your 
Customers 


Satisfied 


BORDEN’S  CONDENSED  MILK  CO. 

ML«aden  of  Quality” 

Eat.  1857.  New  York 
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ADVERTISING 


Hensel,  Pa.,  July  io,  1911. 
Editor  “Science  of  Advertising.” 

Dear  Sir: — Inclosed  please  find 
check  for  subscription  for  one  year. 
We  find  your  paper  very  helpful. 
Inclosed  we  are  sending  you  a  cir¬ 
cular  that  we  had  printed  last 
Christmas.  We  mailed  to  all  the 
families  of  the  surrounding  coun¬ 
try  and  it  brought  us  a  large  Christ¬ 
mas  trade.  We  advertise  each  week 
in  our  local  paper,  but  thought  we 
could  put  these  where  the  paper  did 
not  reach.  Please  tell  us  what  you 
think  of  it. 

Yours  truly, 

J.  W.  McSi’arran. 

The  circular  inclosed  with  this 
was  a  small  affair,  measuring  5J4 
x  9  inches.  Here  is  the  reproduc¬ 
tion,  reduced  probably  one-third : 


If  this  circular  got  results  it 
must  have  been  because  it  was  an 
announcement  that  Christmas 
goods  were  in.  If  that  is  so,  of 
course  a  bare  announcement  to 
that  effect  would  have  done  as 
well.  As  a  matter  of  fact,  I  see 
nothing  about  this  circular,  con¬ 


sidered  as  an  advertisement,  and 
not  as  an  announcement,  to  bring 
results.  The  articles  advertised 
in  it  are  only  briefly  and  generally 
described,  and  it  seems  as  sure  as 
anything  can  be  that  no  appreci¬ 
able  direct  returns  could  be  ex¬ 
pected  from  such  advertising,  un¬ 
less,  as  stated,  the  people  of  Hen¬ 
sel  regarded  it  as  a  signal  that 
dinner  was  ready ;  in  other  words, 
that  the  new  Christmas  goods 
were  in. 

*  *  * 

This  circular  is  very  well 
printed.  Mr.  McSparran  has  used 


good  paper  and  his  advertisement 
is  an  agreeable  change  from  many 
of  the  cheap  and  smudgy  circulars 
that  some  grocers  issue.  To  show 
the  very  slight  difference  between 
the  good  grade  of  paper  which 
Mr.  McSparran  has  used,  and  the 
poor  grade  which  many  advertis¬ 


ers  used,  I  have  submitted  this 
circular  to  an  expert  paper  buyer 
and  asked  him  to  let  me  know 
what  1,000  sheets  of  Mr.  McSpar- 
ran’s  paper  would  cost,  as  well  as 
the  cost  of  1,000  sheets  of  about 
the  average  poor  quality.  The  re¬ 
sult  is  as  follows:  1,000  sheets  of 
Mr.  McSparran’s  paper,  41  cents; 
1,000  sheets  ordinary  circular 
paper,  16  cents.  Of  course  I  can’t 
show  the  relative  qualities  here, 
but  the  readers  hereof  will  know 
about  what  I  have  in  mind.  This 
calculation  shows  that  really  good 
paper  costs  only  25  cents  a  thou¬ 
sand  more  for  a  circular  6x9 
inches  than  really  poor.  To  save 
a  quarter  and  reduce  the  whole 
quality  of  your  advertising  from 
high  grade  to  poor  is  certainly  not 
very  sensible  economy. 

*  *  * 

Please  let  me  have  more  matter. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


A  Remarkable  Success. 

The  largest  factory  for  the  manu¬ 
facture  of  flavoring  extracts  in  all  of 
the  South,  and  the  best  equipped  and 
most  up-to-date  establishment  of  its 
kind  in  all  the  country,  is  located  in 
Richmond,  and  its  history  is  well  worthy 
a  long  chapter  in  the  Industrial  Section. 
The  C.  F.  Sauer  Co.,  Incorporated,  are 
the  owners  and  operators  of  this  estab¬ 
lishment. 

In  the  year  1887  they  commenced  busi¬ 
ness  in  a  small  way  in  a  little  two 
and  a  half  story  frame  building  at  the 
corner  of  Seventeenth  and  Broad 
streets,  and  the  business  was  to  put  up 
firct-class  flavoring  extracts  of  all  kinds 
for  cooking  and  sweetening  purposes. 
The  products  of  the  little  factory  soon 
became  popular  with  housewives  and 
restaurant  keepers  and  ice  cream  parlor 
proprietors,  and  everybody  else  who  use 
extracts  in  any  way.  The  business  was 
at  first  purely  local,  but  in  time,  and 
very  short  time,  the  Sauer  extracts 


r 

j 


WE  INVITE  YOU  TO  OUR 
STORE  TO  INSPECT  OUR 

Large  Line  of 


CHRISTMAS 


”3  GOODS  j£ — 


Here  Are  a  Few  Hints  For  Gifts 

Imported  China,  25c  to  $1.35  per  piece,  they  are  fine. 
Dolls.  Balls,  Games  of  different  kinds;  Pictures,  Albums, 
Toilet  Cases,  Hand  Mirrors,  Work  Baskets,  Neck  Ties, 
Handkerchiefs,  Suspenders,  Knives,  Purses,  Post  Cards, 
Books,  Xmas  Tags,  Pianos,  Sleds,  Box  Paper,  10  to  75c; 
Rugs,  Lamps,  Toys  of  all  kinds,  etc.,  etc.  A 


Candies,  Nuts,  Oranges  and  Bananas, 
Oysters,  Cranberries,  and  everything 
that  is  good  to  eat.  a  fi  a  K 


WE  HAVE  THE  LARGEST  XMAS  STOCK  WE  EVER  HAD. 
Come  in  and  look  over  our  llne^hether  yon  buy  or  not. 

We  have  a  beautiful  Calendar  for  every  customer 


WE  WISH  YOU  A  MERRY  XMAS. 


j.  w.  McSparran, 


HENSEL,  PA. 


became  popular  beyond  the  borders  of 
Richmond,  and  in  order  to  supply  the 
growing  demand  in  all  parts  of  Vir¬ 
ginia,  the  company  had  to  enlarge  the 
plant  within  two  years. 

The  first  move  was  at  Fourteenth  and 
Main  streets,  where  a  much  larger 
building  was  secured,  and  the  members 
of  the  firm  thought  that  in  this  large 
four-story  building  they  were  fixed  for 
very  many  years  to  come.  However, 
the  business  grew  with  rapid  strides  and 
was  extended  beyond  the  borders  of 
Virginia  to  other  States,  until  the  Sauer 
flavors  were  known  in  more  than  half 
the  States  of  the  Union,  and  wherever 
known  were  popular,  and  retailers  found 
them  to  be  “fast  sellers.”  In  five  years 
larger  quarters  and  greater  factory 
room  became  necessities,  and  this  time 
the  company  bought  the  immense  build¬ 
ing  which  had  once  been  used  for  a 
tobacco  factory  on  Twenty-first  street, 
between  Main  and  Cary.  The  building 
was  enlarged  and  remodeled  and  several 
additions  made,  among  them  complete 
office  rooms.  Here  the  company  had 
more  than  double  the  former  factory 
space,  with  office  space  in  addition,  and 
thought  they  were  permanently  fixed. 
Since  then  the  firm  have  been  obliged 
to  enlarge  again,  and  now  have  very 
large  quarters  at  Broad  and  Meadow 
streets,  Richmond.  The  plant  is  one 
of  the  finest  in  the  world.  It  maintains 
its  own  box  factory  and  bottle-making 
plant. 


ECHOES. 


I  herewith  enclose  you  check  to 
renew  my  subscription  to  the 
“Grocery  World  and  General 
Merchant.”  I  do  not  want  to  miss 
a  single  copy  as  long  as  I  am  in 
the  general  store  business.  I  like 
the  paper  and  get  some  good  ideas 
from  it. — C.  E.  Sites,  Chambers- 
burg.  Pa. 


rhese  trademark 


tidney  and  liver 

r  uu 

Uch  in  Proteu^"  Ask  iMu r  j^sicun 
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(ery  pack, gw 
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DIABETICS 

itism,  Obesity 

Uric  Acid 

grocer*. 


Increase  Your  Sales  of  I 
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BAKER’S 


Cocoa  and 
Chocolate 


ANY  GROCER  who 
handles  our  prepa¬ 
rations  can  have  a 
beautifully  illustra¬ 
ted  booklet  of  choc¬ 
olate  and  cocoa 
recipes  sent  with 
his  compliments  to 
his  customers  en¬ 
tirely  free  of  charge. 

Ask  our  salesman 
or  write 


Walter  Baker  &  Co.  Ltd. 

DORCHESTER,  MASS. 
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liles  Co.  Out  With  New  Limited  Price  Plan 

'atent  Medicine  Company,  Whose  Case  in  the  United  States 
Supreme  Court  Recently  Tore  Holes  in  Every  Limited  Price 
Plan  in  Use,  Now  Have  Another  Scheme.  A  Modification 
of  the  Original  Agency  Plan.  Both  Jobbers  and  Retailers 
Become  Merely  Agents. 


Readers  hereof  will  remember 
hat  several  weeks  ago  the  United 
,tates  Supreme  Court  handed 
own  a  decision  that  a  limited 
rice  plan  operated  by  the  Miles 
dedicine  Co.  was  invalid  because 
t  comprehended  an  attempt  to  fix 
he  selling  price  of  goods  that  did 
ot  belong  to  the  fixer.  As  stated 
t  the  time,  the  decision  was  of 
tnmense  importance,  because  it 
>ore  directly  upon  every  limited 
irice  plan  in  use,  whether  the 
.rice  of  a  food  product  or  some- 
hing  else. 

The  Miles  Co.  has  made  an- 
ither  effort  to  devise  a  limited 
irice  plan,  and  is  now  out  with  a 
■cheme  which  its  attorneys  have 
ividently  advised  it  will  hold 
vater.  It  is  an  effort  to  use  the 
■uggestion  contained  in  Justice 
iolmes’  dissenting  opinion — that 
f  a  manufacturer  couldi  appoint 
vholesale  and  retail  dealers  his 
igents,  instead  of  selling  his 
roods  to  them  outright,  he  could 
:ontrol  the  selling  price  all  along 
he  line. 

In  the  new  Miles  fixed  price 
dan  the  title  to  the  Miles  prepara- 
dons  is  held  absolutely  by  the 
uanufacturers  until  the  sale  is  ac- 
:ually  made  to  the  consumer,  the 
jobber  and  retailer  merely  acting 
is  the  agents  of  the  Miles  Co.  If 
idvance  payments  for  goods  con¬ 
signed  on  each  invoice  are  not 
made  within  thirty  days  from  date 
af  shipments,  statements  of  sales 
must  be  made  not  later  than  the 
ioth  of  the  month  for  the  business 
of  the  month  preceding,  and  the 
remittances  to  cover  them  should 
be  for  the  invoice  value  of  the 
goods  less  25  per  cent.,  which  in 
this  instance  would  be  the  retail 
agent’s  commission,  or  a  net  cost 
of  $9,  $4.50  and  $2. 25  per 

dozen. 

If,  however,  such  advances  are 
made,  and  are  made  within  thirty 
days  from  date  of  consignment  in¬ 
voice,  a  discount  of  33R3  per  cent, 
from  the  invoice  price  should  be 
deducted  as  the  local  agent’s  com¬ 
mission,  or  a  cost  of  $8,  $4  and  $2 
per  dozen,  and  if  these  advances 


are  made  within  ten  days  from 
date  of  the  invoice  1  per  cent,  ad¬ 
ditional  may  be  deducted.  If  ad¬ 
vances  are  made  statements  of 
monthly  sales  will  not  be  de¬ 
manded.  The  entire  line  is  to  be 
invoiced  at  regular  retail  prices 
for  the  sake  of  convenience. 

The  local  agent  is  forbidden  to 


sell  or  transfer  the  Miles  goods  to 
any  other  dealer  at  any  price,  and 
his  sales  must  be  confined  to  con¬ 
sumers  for  actual  use. 

By  using  the  term  “advance 
payments  for  goods”  the  company 
evidently  means  to  avoid  the  dif¬ 
ficulty  encountered  before,  viz., 
the  court’s  ruling  that  when  a 
dealer  paid  for  the  goods  they 
were  his.  Instead  of  paying  for 
them,  the  Miles  Company  will 
henceforth  consider  that  the 
wholesale  and  retail  dealers  mere¬ 
ly  “make  advance  payments” 
when  they  remit  the  amount 
owed. 

It  remains  to  be  seen  whether 
the  plan  will  hold  water. 


AMONG  THE  TRADE. 

The  Penn  Beef  Co.,  of  48  North 
Delaware  avenue,  is  in  business 
troubles  and  on  Monday  last  the 
United  States  District  Court  ap¬ 
pointed  Arthur  Spruance,  of  Wil¬ 
mington,  Del.,  and  Arthur  Plum¬ 
mer,  of  Philadelphia,  receivers  of 
the  property  in  this  State.  The 
same  persons  had  previously  been 
appointed  receivers  in  Delaware, 
where  the  concern  was  incorpo¬ 
rated.  The  collapse  was  precipi¬ 
tated  by  an  equity  suit  recently 
brought  by  Frank  D.  Ellis,  for¬ 
mer  president  and  general  mana¬ 
ger,  who  swore  the  concern  was 
fraudulent  and  that  it  defrauded 
him  of  $24,000. 


Important  to  Grocers  and  Dealers 

A  PERPETUAL  INJUNCTION 

has  been  issued  by  the  U.  S.  Circuit  Court, 

Northern  District  of  Ohio,  Western  Division 

RESTRAINING 

THE  BOUR  COMPANY  OF  TOLEDO,  OHIO 

and 

B.  C.  HOLWICK  OF  CANTON,  OHIO 

from  MAKING  OR  SELLING  coffee  mills  with  cutting  plates 
like  or  similar  to  those  used  in 

“Royal”  Electric  Coffee  Mills 

patents  on  which  were  granted  to  the  A.  J.  Deer  Co.  M’ch  29,  1910 

Infringers  Take  Notice! 

The  infringement  suit  just  closed  against  the  Bour  Company 
and  B.  C.  Holwick  sustains  in  every  particular  the  A.  J.  DEER 
COMPANY’S  bill  of  complaint  as  to  the  infiingement  of  the 
“ROYAL”  ELECTRIC  COFFEE  MILL  patents.  Dealers 
should  be  very  careful  in  buying  electric  coffee  mills  in  the  future 
to  make  sure  they  are  not  buying  infringing  machines.  It  is  our 
intention  to  vigorously  prosecute  all  infringers  of  the  patents  on 
our  line  of  coffee  mills  and  food  choppers. 

We  manufacture  the  largest  and  most  complete  line  of  electric 
coffee  mills  in  the  world.  Prices  range  from  $75.00  up.  If  in¬ 
terested  we  will  be  pleased  to  forward  our  latest  1911  catalog 
which  explains  and  illustrates  our  complete  line. 

All  “ROYALS”  are  fully  protected  by  U.  S.  and  Foreign 
patents.  When  you  deal  with  us  you  get  the  best  mill,  a  full 
guarantee  and  absolute  patent  protection. 

The  A.  J.  Deer  Co. 

Manufacturers  of  “ROYAL”  ELECTRIC  Coffee  Mills 

(The  Mill  that  cuts  the  coffee.) 

Meat  Choppers,  Drills,  Meat  Slicing  Machines 
Coffee  Roasters 

SS  West  Street,  Hornell,  IN.  V.,  U.  S.  A. 
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CXII. — When  a  Compromise  to  Accept  Part  of  a  Debt  in  Full  Settlement  is  Good  and  When  Bad- 


I  have  been  asked  by  two  cor¬ 
respondents  to  throw  some  light 
on  the  status  of  a  creditor  who 
accepts  in  full  settlement  of  a 
claim  a  smaller  sum  than  the  en¬ 
tire  debt.  In  order  to  make  the 
point  absolutely  clear,  I  will  cite  a 
case  which  was  brought  to  me 
only  a  week  ago. 

John  Smith  &  Co.,  wholesale 
dealers,  had  a  claim  of  $850 
against  James  Jones,  a  retail  dealer, 
whose  credit  was  stretched  about 
to  bursting  point,  and  who  had 
persistently  hung  back  from  the 
payment  of  Smith’s  and  most 
other  claims.  As  it  subsequently 
appeared,  this  was  done  for  a  pur¬ 
pose. 

Finally,  when  Smith  &  Co.  had 
about  decided  to  sue  Jones,  or, 
with  other  creditors,  take  bank¬ 
ruptcy  proceedings  against  him, 
Jones  made  an  offer  to  pay  them 
$300  in  full  settlement  of  his  debt 
of  $850.  The  offer  was  accepted 
not  only  by  Smith  &  Co.,  but  by 
all  the  other  creditors,  to  whom  it 
was  also  made.  After  the  whole 
thing  was  cleared  up,  it  came  out 
that  a  few  days  before  he  made 
the  offer,  Jones  had  received  word 
that  his  father  had  died  in  the 
West  and  had  left  him  a  large  sum 
of  money.  At  the  time  he  was 
offering  his  creditors  less  than  50 
cents  on  the  dollar,  he  was  a  com¬ 
paratively  rich  man. 

The  question  that  arose  with 
Smith  &  Co.  is  the  question  that 
this  article  is  to  discuss,  viz.,  in 
such  a  case  is  the  compromise 
agreement  binding  on  Smith  & 
Co.,  and  are  they  prevented  from 
going  after  their  debtor  for  the 
balance? 

The  answer  is  that  they  are  not 
prevented  from  going  after  the 
rest  of  the  debt,  except  in  certain 
cases  which  I  will  describe.  If 
there  was  nothing  in  the  case  but 
an  offer  to  pay  a  certain  sum  in 
settlement  of  an  undisputed  debt 


for  a  much  larger  sum,  the  agree¬ 
ment,  even  if  the  money  has  been 
paid  and  the  creditor  has  given  a 
receipt  in  full,  is  worthless,  and  in 
spite  of  it  the  creditor  can  collect 
the  entire  balance  of  his  claim. 

Now  the  reason  this  is  so,  in  the 
ordinary  case,  is  this:  Every 
agreement,  to  be  binding,  must 
have  a  legal  consideration.  It  is 
not  a  legal  consideration  to  do 
what  one  would  be  obliged  to  do 
anyway.  The  debtor  would  of 
course  have  been  obliged  to  pay 
his  debt,  or  any  part  of  it,  to  his 
creditor;  therefore  the  consider¬ 
ation  for  the  agreement  was  no 
more  than  that  he  should  do  some¬ 
thing  he  was  obliged  to  do.  That 
being  so,  there  was  no  consider¬ 
ation  at  all  in  the  eyes  of  the  law. 
The  agreement  is  not  binding,  the 
creditor  having  merely  been  paid 
a  part  of  his  own,  and  he  can  there¬ 
fore  go  after  the  balance.  The 
debtor  can  show  his  agreement 
and  his  receipt  in  full  as  often  as 
he  likes,  but  he  won’t  last  a 
moment  after  the  court  learns  the 
facts  of  the  case. 

In  these  cases,  however,  the 
court  leans  a  little  to  the  side  of 
the  debtor,  and  if  it  can  find  any¬ 
thing  bona  fide  in  the  case  to  con¬ 
stitute  a  valid  consideration,  it 
will  hold  the  creditor  to  his  ar¬ 
rangement  and  force  him  to  be 
content  with  what  he  has. 

Cases  in  which  this  is  done  con¬ 
stitute  the  exceptions  to  the  above 
rule. 

For  instance,  suppose  the  claim 
is  a  promissory  note  for  $1,000, 
payable  in  sixty  days  from  Janu¬ 
ary  1st.  A  week  before  the  note 
comes  due,  the  maker  tells  the 
payee  he  can’t  pay  and  offers  $750 
in  full  settlement.  The  payee  ac¬ 
cepts,  and  one  week  before  the 
note  is  due,  that  sum  is  paid.  In 
this  case  the  agreement  is  bind¬ 
ing,  and  the  creditor  cannot  col¬ 
lect  the  $250  under  any  circum¬ 


stances,  because  there  was  a  legal 
consideration  here — not  the  pay¬ 
ment  of  the  $750,  but  the  payment 
of  it  before  it  was  due.  This  seems 
a  slight  consideration,  and  so  it  is, 
but  the  law  adopts  it  more  as  a 
means  of  getting  the  debtor  the 
benefit  of  his  contract  than  from 
any  other  reason. 

-  If  the  $750  offer  had  been  made 
and  accepted  on  the  day  the  note 
was  due,  however,  the  agreement 
would  not  have  bound  the  credit¬ 
or,  and  he  could  have  collected  the 
balance  for  the  reasons  set  forth 
above. 

Or,  if  on  the  day  the  note  was 
due  a  friend  of  the  maker’s  went 
to  the  payee,  and  said:  “You  hold 
A’s  note  for  $1,000,  which  is  due 
to-day.  He  can’t  pay  it  and  he 
can’t  even  pay  something  on  it 
and  renew  it.  If  you  will  take 
$750,  however,  and  call  it  square, 
I  will  take  the  note  up  myself.”  If 
the  creditor  accepted,  he  would  be 
done,  so  far  as  going  after  the  bal¬ 
ance  is  concerned,  for  here  there 
would  be  consideration.  The 
third  party  was  under  no  obliga¬ 
tion  to  pay  A’s  debt  at  all,  there¬ 
fore,  if  he  did  pay  it,  he  would  be 
supplying  a  consideration  which 
would  make  the  agreement  to 
take  $750  good. 

Another  exception  is  where  the 
sum  owed  by  the  debtor  is  not  a 
certain  sum,  and  where  a  smaller 
sum  is  accepted  in  full  payment. 
This  is  a  very  important  distinc¬ 
tion.  For  instance,  A  claims  that 
B  owes  him  $1,500.  B  contends 
it  is  only  $1,000.  If  B  offers  to 
pay  $1,200  in  full  and  A  accepts  it, 
he  will  have  to  be  content  with 
that,  for  in  this  case  the  agree¬ 
ment  was  the  compromise  of  a  dis¬ 
puted  unliquidated  account,  that 
is,  an  account  not  for  a  certain 
sum.  I11  this  case,  however,  B 
must  deny  owing  $1,500  in  good 
faith  ;  if  he  simply  trumps  up  the 
admission  of  the  smaller  sum  in 


order  to  give  legality  to  the  com-j 
promise,  he  will  be  thrown  out  of 
court  very  summarily. 

Another  way  in  which  an  agree-i 
ment  to  accept  part  of  a  debt  in 
full  settlement  of  the  whole  will' 
be  legal  and  binding  is  when  the) 
creditor  executes  a  paper  undet 
‘seal  making  a  gift  of  the  balance 
to  the  debtor,  or  releasing  him 
from  it. 

Or,  to  go  back  to  a  principle  dis¬ 
cussed  a  while  ago,  if  in  making 
his  part  payment  the  debtor  does 
it  in  any  way  which  benefits  the 
debtor  more  than  the  way  he 
would  ordinarily  have  done  it  in, 
the  agreement  is  binding.  For  in¬ 
stance,  if  he  pays  it  at  a  place 
more  convenient  to  the  creditor, 
or  in  a  more  convenient  form,  or 
trades  in  property  of  uncertain 
value,  the  contract  will  be  bind¬ 
ing. 

Perhaps  I  should  explain  what 
I  mean  by  trading  in  property,  as 
cases  very  frequently  arise  under 
this  phase  of  the  law.  Such  a  case 
recently  arose  in  my  own  experi¬ 
ence.  A  retail  dealer  owed  his 
jobber  $2,500.  The  jobber  was 
the  largest  creditor,  and  the  debt¬ 
or,  being  without  sufficient  funds, 
offered  the  jobber  his  entire  stock 
of  goods  in  settlement  of  the 
$2,500  debt.  He  thought  the 
stock  would  run  about  $2,400,  but 
admitted  he  wasn’t  sure.  The 
jobber  accepted  and  gave  a  receipt 
in  full.  When  he  took  account  of 
stock  he  found  the  stock  was 
worth  only  $1,800.  He  sued  for 
the  balance  of  his  claim,  but  lost, 
as  the  court  ruled  that  this  was 
a  valid  contract,  the  part  payment 
being  made  in  another  species  of 
property  from  what  it  should 
have  been  made  in,  and  property 
of  uncertain  value. 

To  put  the  whole  principle  of 
the  exceptions  in  other  and  clearer 
words,  if  the  court  can  find  that 
the  debtor,  in  making  his  part 
payment,  did  even  a  trifle  more 
than  he  was  obliged  to  do,  it  will 
hold  the  contract  good,  and  the 
creditor  can  collect  no  more.  As 
a  late  Pennsylvania  case  put  it,  if 
“the  debtor  does  something  which 
he  is  not  under  legal  obligation  to 
do,  this  constitutes  a  technical 
legal  consideration.” 

(Copyright.  July,  ign.  by 
Elton  J.  Buckley.) 


Question :  F.  T.  Geneste,  mana¬ 
ger  The  Ivy  Market,  Baltimore, 
Md. — Please  solve  me  the  follow¬ 
ing  difficulty:  I  cashed  a  couple 
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drafts  for  a  wife  on  her  hus- 
nd,  which  were  not  honored. 

I  sued  and  obtained  judgment 
;ainst  the  pair  jointly,  neither 
ipearing  at  the  trial. 

Here  is  the  difficulty: — 

The  husband’s  name  is  the  same 

his  father’s,  and  the  former 
erefore  affixes  a  ‘‘Jr.”  to  his 
une. 

I  want  to  know  whether  the 
dgment  can  be  executed  against 
e  son  in  the  case  where  the 
dgment  reads  without  the  ‘‘Jr.”? 
Moreover,  since  it  was  my  at- 
rney’s  fault  that  the  papers  were 
it  drawn  up  properly,  can  he 
insistently  require  me  to  pay  the 
ists  of  another  proceeding  he¬ 
re  the  magistrate  in  case  this 
rersight  of  his  should  require 
lother  suit? 

Answer. — The  absence  of  the 
ord  “Jr.”  will  not  void  your 
dgment.  Both  father  and  son 
ive  the  name  you  have  used  for 
;fendant,  therefore,  so  far  as  the 
icord  of  the  case  is  concerned, 
)u  can  issue  execution  against 
tlier.  If  you  levied  upon  the 
ther  when  you  had  really  sued 
le  son,  however,  he  could  stop 
3U  on  the  ground  that  the  judg- 
ent  was  not  against  him  but 
gainst  his  son.  The  court  would 
len  probably  order  the  record 
nended  by  adding  the  word  “Jr.” 

If,  however,  you  issued  execu- 
on  against  the  son,  he  could  not 
:op  you,  for  he  was  the  actual  de- 
:ndant.  Therefore  the  levy 
rould  be  good. 

If  for  any  reason  not  appearing 
our  judgment  should  be  bad  for 
le  want  of  “Jr.”,  and  you  should 
ave  to  bring  another  action,  your 
ttorney — if  he  knew  the  facts, 
nd  was  negligent — should  pay 
be  costs  himself. 

Note. — Requests  for  informa- 
ion  in  this  Department  should 
ersely  set  out  in  full  all  the  facts 
iearing  on  the  case,  and  all  ques- 
ions  should  be  carefully  framed 
o  avoid  misconstruction.  Write 
m  one  side  of  the  sheet  only, 
setters  should  be  received  at  this 
iffice  not  later  than  Tuesday  of 
:ach  week  to  ensure  an  answer 
n  the  Monday’s  issue  following 
rhe  signature  and  address  of  the 
vriter  must  accompany  all  in¬ 
quiries,  and  will  be  published  un 
ess  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
inswered  without  charge.  Ad 
dress  all  communications  to  Lega 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 


are  very  high — 8c 
a  basket  for  nearby,  as 
;t  30  cents  last  year.  Scarc- 
the  cause. 


Good  Profit  on 
Good  Goods 


So  far  as  we  know,  no  gro¬ 
cer  has  ever  complained  at  the 
profit  he  made  on  Rumford 
Baking  Powders.  They  are 
regarded  everywhere,  we  be¬ 
lieve,  as  one  of  the  few  lines 
that  have  been  let  alone  by 
cutters,  and  still  pay  the  whole 
trade  a  satisfactory  return. 

Of  course  that  gives  any 
grocer  great  satisfaction  in 
selling  them,  but  he  will  get 
even  more  satisfaction  when 
he  reflects  upon  what  sort  of 
products  Rumford  Powders  are. 
They  are  composed  of  phos¬ 
phates,  starch  and  soda,  and 
they  are  therefore  not  only 
leaveners,  but  foods.  The 
average  baking  powder  is  made 
only  of  chemicals. 

Rumford  Powders  are  also 
unique  in  this — they  are  bak¬ 
ing  powders  that  nobody  has 
ever  said  anything  bad  about. 


Rumford 
Chemical  Works 

Providence,  R.  I. 
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25%  Discount 


We  have  a  $300  order,  in 
exchange  for  advertising,  on 
one  of  the  best  piano  houses 
in  the  country,  which  we  will 
sell  for  cash  at  a  25%  dis¬ 
count. 

Address  L.  S. ,  “Grocery 
World  and  General  Mer¬ 
chant,”  927  Arch  Street, 
Philadelphia,  Pa. 


FLEISCHMANN’S 

COMPRESSEI  YFAST 
HAS  NO  EQUAL 


ATEESTS 

and  Trade-marks  procured  promptly  and 
properly  In  all  countries. 

Bails  &  Bails,  WasktogtDB,  D.  B, 


We  sell  these  handsome  em¬ 
bossed  Flower  Pots  from  open 
stock  in  any  quantity,  but  this 
assortment  has  been  selected 
for  those  who  lack  experience 
in  ordering.  The  price  being 
the  same  as  on  open  stock. 

No.  7-G  Assortment 
Per  100 

40  4-in.  Pols  and  Saucers  @  1  50 


50  5-in. 
70  6-in. 
50  7-in. 
40  8-in. 


2  50 
3.50 
5.00 
7  00 


Each 

$  .60  soli  @$  03 

»1 

20 

1  25  “ 

.05 

2 

50 

2.45  “ 

.06 

4 

20 

2  50  “ 

.08 

4 

00 

2  80  “ 

.10 

4 

00 

$9  60 

* 

$15 

90 

F.  O.  B.  factory.  No  charge  for  package.  Goods 
carefully  packed.  Prompt  shipment.  Order  no~<v. 

The  Peters  &  Reed  Pottery  Company 
ZANESVILLE,  OHIO 


The  One  Pure  Sugar  Syrup 

Lyle’s  Golden  Syrup  — perfectly 
clear,  a  beautiful  golden  color,  so 
nentral  micro-organ  isms  can’t  live 
in  it.  Absolutely  free  from  preser¬ 
vatives.  A  product  which  every  one 
k4tps  buying.  If  you  want  to  please 
your  trade  tell  them  about  it. 

26  <fo  PROFIT 

Sure  sales  and  pleased  customers. 

H.  Kellogg  &  Sons 

Philadelphia 


DRY  COLD  BUTTER 

Refrigerator 


SETS  ON  THE  COUNTER 

CAPACITY  100  LBS  BUTTER 

Has  double-thick  glass  with 
air  space  between  on  four  sides. 

Size  24x24—42  high 

Special  Price,  $20.00 


H.  F.  HEACOCK 

51  N.  Second  St.,  Phila.,  Pa. 


VALUE  OF 
riAGAZINE 
Advertising 


Magazine  advertising  makes 
people  familiar  with  the  name  and 
quality  of  Swift’s  Premium  Ham 
and  persuades  them  to  try  it. 

When  they  see  a  display,  a  show 
card  or  sign  in  your  store  the  ad¬ 
vertisement  is  recalled.  The  re¬ 
sult  is  a  sale. 

Therefore  it  will  pay  you  to  dis¬ 
play  Swift’s  Premium  Ham  con¬ 
stantly.  Keep  a  sign  in  plain 
sight  all  the  time. 

"IVE  SELL 

SWIFT’S  PREMIUM  HAMS” 

The  increase  in  sales  will  be 
large  and  steady  for  Swift's  Prem¬ 
ium  Ham  holds  trade  by  its  uni¬ 
form  quality. 

Swift  &  Company,  U.  S.  A. 
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THE 

STROLLERS 

COLUMN 


Pulling  Out  to  Take  Things  Easy. 


Say,  take  my  advice,  you  fel¬ 
lows  who  are  thinking  of  getting 
out  and  taking  things  easy  in  the 
grocery  b  u  s  i  n  e  s  s — take  your 
money  out  with  you.  Don’t  leave 
it  in  for  somebody  to  soak  up. 

Don’t  it  sound  like  a  joke  to 
talk  about  anybody  in  the  grocery 
business  “taking  things  easy?” 
By  gravy,  you  may  be  able  to  take 
things,  but  you  don’t  take  ’em 
easy,  that’s  sure. 

I  have  an  old  friend  who  was 
fifty  years  old  about  a  year  ago. 
He  had  always  said  when  he  got 
to  be  fifty,  he  was  going  to  pull 
out  and  take  things  easy  for  the 
rest  of  his  life.  Some  sons  is  what 
he  wanted — he  had  it  in  his  mind 
that  when  he  was  fifty  he’d  let 
them  have  the  store,  and  then  lie 
back  under  the  old  apple  tree  and 
look  at  the  sky  for  the  rest  of  his 
life. 

But  he  never  had  any  sons — 
only  one  daughter  and  she  mar¬ 
ried  a  fellow  that  wasn’t  worth 
the  powder  it  would  have  taken  to 
blow  his  wooden  skull  off. 

Except  for  the  sons,  everything 
was  about  right  when  my  old 
friend  reached  fifty.  He  had 
enough  money,  and  he  still  had 
the  hunch  to  get  out.  The  only 
thing  he  needed  was  somebody  to 
turn  the  business  over  to,  for  he 
had  the  idea  that  I’m  trying  to 
steer  you  away  from — he  thought 
he  wouldn’t  sell  the  business;  he 
would  keep  it,  but  let  somebody 
else  run  it. 

Believe  me,  there’s  nothing  to 
it. 

So  he  got  up  a  little  stock  com¬ 
pany,  and  put  up  all  the  money 
but  $2.  One  dollar  in  stock  he  let 
his  brother  hold,  and  the  other 
dollar  another  brother  took.  That 
was  so  they  could  be  stockhold¬ 
ers,  I  believe. 

The  brothers  were  to  run  the 
store.  Both  of  ’em  had  had  some 
experience  in  business,  and  he 
told  me  he  felt  as  if  he’d  rather 


some  of  his  family  were  running 
the  place  than  to  turn  it  over  to 
strangers. 

That’s  where  he  made  the  break 
of  his  life.  What  he  ought  to 
have  done  was  to  shoot  his  two 
brothers,  and  then  pick  out  two  of 
his  best  clerks  and  let  them  run 
it.  As  a  matter  of  fact,  between 
you  and  me,  the  store  cat  would 
have  made  a  better*  fist  at  it  than 
the  Fathead  Brothers. 

When  the  stock  company  was 
started/the  two  brothers  came  in, 
and  the  real  owner  stepped  out 
and  got  himself  ready  for  a  20- 
year  rest.  He  made  a  rule  that 
he’d  only  go  to  the  store  once  a 
week — on  Fridays.  Of  course  his 
brothers  could  talk  to  him  about 
anything,  but  he’d  rather  they 
wouldn’t  if  they  could  possibly 
help  it.  He  was  done. 

And  he  kept  to  that  programme, 
too — kept  to  it  for  nine  months. 
Then  one  night  one  of  the  clerks 
came  up  and  asked  if  he  could  see 
him  and  they  had  a  long  heart-to- 
heart  talk.  To  make  a  long  story 
short,  the  brothers  had  eaten  the 
whole  heart  right  out  of  the  busi¬ 
ness.  They  had  lived  on  the  fat 
of  the  thing  in  their  own  homes — 
stuff  they  only  half  charged  them¬ 
selves  with  on  the  books — and 
they  had  spent  most  of  their  time 
loafing  around  the  corner  in  a  pool 
room,  v 

Two  big  fools  who  didn’t  know 
when  they  had  a  good  thing! 

Well,  my  old  friend,  who  had 
fixed  his  mouth  to  take  it  easy, 
got  on  the  job  right  away  and 
kicked  the  Fathead  Brothers  out 
the  store  door  and  down  the 
street.  The  thing  was  worse  than 
even  the  clerk  had  any  idea  of.  It 
had  run  down,  they  had  lost  a  big 
bunch  of  trade  to  other  stores,  and 
altogether,  the  business  had  been 
set  back  more  than  fifteen  years. 

So  the  old  man  is  back  aeain 


working  harder  than  ever.  For 


the  present,  his  20-year  rest  is  in 


the  air.  The  two  fools  who 
darned  near  ruined  the  place  for 
him  arc  on  their  uppers,  and  that’s 
the  only  happy  thing  about  it. 
Two  grown  men  who  didn’t  know 
any  better  than  to  play  with  a 
great  chance  like  they  had — the 
best  thing  they  ever  had  in  their 
lives — ought  to  eat  sawdust  with 
pump  water  dressing  for  a  while. 

Now,  here’s  the  funny  part  of  it. 
Of  course  my  friend  wasn’t  glad 
to  see  the  business  get  sick,  but 
all  the  same  he  was  so  tickled  to 
death  that  something  had  hap¬ 
pened  to  let  him  get  back  to  it 
that  he  couldn’t  talk. 

“That  nine  months,”  he  said, 
“were  the  hardest  months  I  ever 


put  in.  I’d  been  used  to  getting 
up  at  half-past  five  and  when  I 
tried  to  get  up  at  half-past  seven 
there  was  nothing  doing.  I 
couldn’t  sleep  that  late,  so  got  up 
anyway.  That  made  the  day  a 
mile  long.  I'd  read  the  paper  and 
maybe  take  a  drive  with  the 
madam,  but  in  spite  of  all  I  could 
do  I  had  four  or  five  hours  on  my 
hands.” 

“Why  didn’t  you  take  a  trip 
somewhere?”  I  asked  him. 

“I  don’t  like  traveling,  and 
neither  does  the  madam,”  he  said. 
“We  did  take  some  little  trips,  but 
we  came  home  again  as  soon  as 
we  could. 

“So  while  I  could  have  killed 
Ben.  and  Ed.  for  the  way  they 
acted,”  he  went  on,  “the  first 
morning  I  went  down  to  the  store 
to  take  hold  again  I  was  almost 
glad  they  did  it.  By  George,  but 
I  was  happy  to  get  back  that 
day !” 

So  there  are  a  couple  of  things 
to  say.  The  first  is  to  take  your 
money  with  you  when  you  pull 
out,  if  you  pull  out,  and  the  sec¬ 
ond  is  not  to  pull  out  until  you’re 
going  to  be  able  to  stay  out. 

The  Stroller. 


California  Canned  Goods,  as 
Predicted,  Much  Above 
Last  Year. 


California  Fruit  Canners’  Association 
Out  With  Prices  Averaging  Thirty 
Cents  Per  Dozen  Above  1910.  Other 
Packers’  Prices  Somewhat  Less. 


For  weeks  this  journal  has  been 
predicting  that  when  the  new 
prices  of  California  canned  goods 
were  announced  they  would  be 
considerably  higher  than  a  year 
ago.  This  prediction  was  fulfilled 
during  the  week,  when  the  Cali¬ 
fornia  Fruit  Canners’  Association 
named  prices  on  the  1911  pack. 
The  entire  list  was  much  above 
last  year. 

The  best  sellers  in  the  East  are 
2]/2  extra  and  extra  standards.  A 
full  list  of  the  new  prices  is  as  fol¬ 
lows  : — 

Variety  No.a}4  N0.2K  • 

variety  Extra.  Ex.Stds. 

Apples . $1.60  $1.40 

Apricots .  1.90  1.65 

Apricots  (peeled)  .  2.25  2.00 

Apricots,  sliced  .  2.25  2.00 

Blackberries .  1.90  1.65 

Cherries  (Royal  Anne)'..  2.25  2.00 
Cherries  (white)  .......  2.25  2.00 

Cherries  (black)  .  2.25  2.00 

Grapes  (white  muscat)..  1.50  1.25 

Loganberries . 2.25  2.00 

Peaches  (yellow  free)...  1.80  1.50 
Peaches  (lemon  cling)  . . .  1.90  1.60 
Peaches  (lemon  cling, 
sliced)  .  1.90  1.60 


Peaches  (white  heath) .  1.60 

Peaches  (white  heath 

sliced)  .  1.60  i 

Pears  (Bartlett)  . 2.15  1.90 

Plums  (green  gage) .  1.50  1.25 

Plums  (egg)  .  1.50  1.25 

Plums  (gold  drop)  .  1.50  1.25 

Plums  (damson)  .  1.50  1.25 

Raspberries . 2.25  2.05 

Strawberries . 2.25  2.05 

These  prices  are  all  in  a  large 

way  f.  o.  b.  California.  To  get  the 
price  to  the  retail  dealer  the 
freight  and  the  jobber’s  profit 
must  be  added.  Every  price  on 
the  list  is  above  last  year,  the 
average  advance  being  about  30 
cents  per  dozen.  Scarcity  of  fruit 
and  short  pack  are  responsible. 

Some  other  packers  named 
prices  somewhat  in  advance  of  the 
California  Fruit  Canners’  Associ¬ 
ation,  and  on  a  lower  basis.  Con¬ 
siderable  sales  were  made,  though 
most  packers  waited  as  usual  for 
the  association  to  announce  its 
figures. 


Norfolk  cantaloupes  are  in  mar¬ 
ket  at  around  $2  per  crate.  Ari- 
zonas  are  probably  the  best  at 
$2.50.  California  cantaloupes 
show  a  considerable  decline — 
$2.50  against  $3.50  a  short  time 
ago.  Cantaloupes  generally  are 
felling  at  75  cents  up. 
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THE  GROCERY  MARKETS 


Tea. 

There  has  been  no  change  in  the 
ea  market  during  the  week, 
everything  desirable  is  steady  to 
irm  and  the  demand  is  fair  for  the 
,eason.  The  tea  situation  is 
lealthy  and  gives  no  signs  of  any 
mportant  change  in  the  near  fu- 
ure. 

Coffee. 

The  coffee  market  showed  some 
:asier  signs  during  the  week, 
holders  say  it  is  simply  a  re- 
tction  from  the  steady  advance  of 
:he  last  few  weeks,  and  are  no 
ess  strong  in  their  ideas  than  they 
rave  been.  All  grades  of  Rio  and 
Santos  have  shown  a  little  weak¬ 
ness  during  the  week,  probably 
imounting  to  cent,  but  the  mar¬ 
ket  undertone  is  no  less  strong. 
VLilds  are  about  unchanged  and  in 
'air  request.  Mocha  and  Java  un¬ 
hanged  and  in  light  demand ; 
Java  being  very  scarce. 

Sugar. 

The  sugar  market  is  strong. 
Raws  are  high  and  the  general 
outlook  firm.  Refined  shows  a 
further  advance  of  io  points  from 
the  advance  noted  last  week,  but 
may  go  no  higher  for  the  summer. 
At  the  present  writing  the  demand 
for  sugar  is  good. 

Syrup  and  Molasses. 

Glucose  has  advanced  another 
5  points  since  the  last  report,  due 
to  the  high  and  advancing  price  of 
corn.  Compound  syrup  moved  up 
y2  cent  with  it.  The  demand  is 
light.  Sugar  syrup  is  dull  and  un¬ 
changed,  and  so  is  molasses. 

Canned  Goods. 

The  firm  condition  of  the 
canned  goods  market  is  told  in  de¬ 
tail  in  another  column.  Tomatoes 
are  firm,  due  to  light  spot  supply 
and  a  belief  in  a  small  pack,  anc 
prices  are  high  and  show  an  ad¬ 
vancing  tendency.  Spot  and  fu¬ 
ture  corn  are  both  quiet  and  firm. 
Peas  are  exceedingly  high,  due  to 
a  small  pack ;  the  situation  is  very 
strong.  Amples  are  unchangec 
and  moderately  active.  Eastern 
peaches  have  not  yet  been  pricec 
for  future  delivery,  but  the  pack¬ 
ing  outlook  is  fair.  Prices  on 
new  California  canned  goods 
have  been  named  during  the 
week  at  a  considerable  advance 
over  last  year.  On  spot  the 


market  is  fairly  active  for  the  sea¬ 
son  at  unchanged  prices.  Small 
staple  canned  goods  are  un¬ 
changed  and  quiet. 

Fish. 

Mackerel  shows  no  special 
change  during  the  week  and  no 
particular  movement.  New 
shores  are  unchanged  at  the  re¬ 
cently  quoted  decline,  but  the  de¬ 
mand  is  light.  Irish  fish,  which 
as  stated,  have  been  very  low,  are 
perhaps  a  little  better.  Cod,  hake 
and  haddock  are  unchanged  and 
dull.  Spot  salmon  is  unchanged, 
being  high  and  only  moderately 
active.  Prices  on  new  Alaska 
salmon  have  not  yet  been  named. 
Domestic  sardines  are  firm,  owing 
to  continued  light  pack,  but  occa¬ 
sionally  a  packer  will  interrupt 
his  firm  talk  to  make  a  sale  at  a 
slight  concession.  The  demand  is 
light.  Imported  sardines  quiet 
and  unchanged. 

Dried  Fruits. 

Spot  prunes  are  hardly  quota¬ 
ble  ;  they  bring  simply  what  hold¬ 
ers  can  get  for  them.  Futures 
show  no  change  and  no  special 
demand.  Spot  and  future  peaches 
are  unchanged  on  the  previously 
quoted  basis;  demand  light.  Fu¬ 
ture  apricots  show  a  weaker  ten¬ 
dency,  as  prices  have  been  so  high 
that  nobody  has  bought  to  amount 
to  anything.  Spot  apricots  are 
scarce  and  quiet.  Raisins  are  un¬ 
changed,  both  spot  and  future, 
and  the  demand  is  quiet.  Cur¬ 
rants  and  all  other  dried  fruits  are 
unchanged  and  in  light  demand. 

Beans  and  Peas. 

Domestic  pea  beans  are  steady 
on  the  same  basis  as  a  week  ago ; 
demand  fair.  Imported  pea  beans 
show  no  change.  There  is  some 
talk  of  excluding  them  from  the 
country  until  the  cholera  scare  is 
over.  Domestic  marrows  and 
California  limas  are  both  un¬ 
changed  and  quiet.  Green  dried 
peas  are  about  out  of  the  market; 
the  last  stock  went  out  at  very 
high  prices.  Scotch  peas  are  un¬ 
changed  and  dull. 

Butter. 

There  has  been  active  trading 
in  butter  during  the  week,  and  the 
receipts  have  readily  cleaned  up  at 
top  prices.  Receipts  have  shown 
some  falling  oft  on  account  of  the 


heat,  but  at  the  present  writing 
conditions  are  more  favorable  for 
the  making  of  butter,  and  if  they 
continue,  receipts  will  likely  in¬ 
crease  again.  Generally  speaking, 
butter  conditions  are  healthy,  and 
there  is  likely  to  be  a  steady  mar¬ 
ket  for  some  time  to  come,  both  as 
to  nearby  and  Western,  and  solids 
and  prints. 

Eggs. 

The  receipts  of  fancy  eggs  have 
fallen  off  during  the  week,  and  the 
result  is  an  advance  of  i  cent  per 
dozen  on  the  best  eggs.  The  con¬ 
sumptive  demand  for  eggs  is  good, 
and  the  market  is  firm.  A  con¬ 
tinued  good  consumptive  demand 
is  expected,  perhaps  with  a  slight 
reduction  in  supplies. 

Cheese. 

The  demand  for  cheese  has  been 
very  good,  and  receipts  have 
shown  some  falling  off,  as  the 
make  has  decreased.  The  result 
is  an  advance  of  ]/\  to  y2  cent  dur¬ 
ing  the  week.  The  weather  has 
been  very  favorable  to  the  pro¬ 
duction  of  cheese,  and  no  further 
advance  seems  at  this  writing 
likely. 

Provisions. 

Everything  in  smoked  meats 
has  shown  an  active  consumptive 
demand  during  the  week,  which  is 
usual  for  the  season.  As  a  result 
the  market  is  firm,  and  on  some 
lines  has  advanced  cent. 

Stocks  are  about  normal  for  the 
season,  and  there  is  not  likely  to 
be  any  change  in  the  next  few 
days.  Pure  lard  is  firm,  with  an 
active  consumptive  demand,  anc 
there  may  be  a  slight  advance  at 
any  time.  Compound  is  barely 
steady,  with  a  reduced  consump¬ 
tive  demand.  Barrel  pork  is  in 
fair  demand  at  unchanged  prices. 
Canned  meats  firm  and  un¬ 
changed  ;  fair  demand. 


INDIVIDUAL  MARKET  REPORTS 

Evaporated  Apples,  Etc. 

Prices  continue  to  hold  high  on 
new  crop  evaporated  apples,  anc 
the  demand  continues  from  Eu¬ 
rope,  although  the  domestic  trade 
is  slow  in  paying  asking  prices, 
except  for  an  occasional  order 
here  and  there.  It  is  impossible 
to  buy  prime  quality  in  50-poum 
boxes  under  10  to  10 y2  cents 


f.  o.  b.  for  any  month,  with  Eu¬ 
rope  showing  an  interest  at  close 
to  10  cents  for  all  deliveries. 

Liberal  rains  the  last  few  days 
lave  helped  the  crops  out  con¬ 
siderably,  but  it  is  not  expected 
that  it  will  have  any  effect  on  the 
sellers.  On  account  of  the  close 
clean-up  of  all  old  goods,  a  good 
demand  is  looked  for  during  the 
fall. 

C.  C.  Hall. 

Rochester,  N.  Y. 

Standard  Canned  Goods. 

Both  spot  and  future  toma¬ 
toes  have  developed  additional 
strength.  The  farmers  and  can- 
ners  in  Maryland  and  the  adjacent 
States  are  quite  uneasy  about 
the  continued  unfavorable  outlook 
for  the  crop.  The  same  conditions 
seem  to  prevail  in  all  parts  of  the 
country  where  tomatoes  are 
canned.  Many  of  the  big  as  well 
as  the  smaller  canners  in  this  sec¬ 
tion  have  largely  reduced  their 
offerings  of  futures,  where  they 
haven’t  withdrawn  from  the  mar¬ 
ket  altogether,  to  await  further 
developments  in  the  remainder  of 
this  month,  which  is  conceded  to 
be  a  most  important  period  in  the 
season  for  the  crop.  Larger  or¬ 
ders  came  in  last  week,  along  with 
numerous  orders  for  lots  of  one 
and  two  carloads,  and  they  cov¬ 
ered  the  same  wider  territory 
from  which  the  earlier  orders 
came.  Spot  tomatoes  were 
equally  as  active  as  they  were  last 
week,  and  they,  too,  were  scat¬ 
tered  all  over  the  country,  or 
nearly  so.  The  holders  expect  a 
dollar  market  for  them  before  the 
end  of  July,  and  the  market  shows 
a  strong  inclination  in  that  direc¬ 
tion.  A  later-than-usual  opening 
of  the  new  canning  season  in  Au¬ 
gust  would  materially  increase 
the  chances  for  disposing  of  the 
visible  stocks. 

String  beans  were  strong  and 
active  again  this  week  and  closed 
with  a  decidedly  upward  ten¬ 
dency.  The  Baltimore  canners 
will  certainly  not  have  to  worry 
about  carrying  peas  on  hand  this 
season.  It  has  been  many  years 
since  the  stocks  were  so  very  light 
at  this  time  of  the  season,  and 
they  are  going  out  every  day. 
Spot  corn  in  Baltimore  is  cleaned 
up,  or  nearly  so.  and  futures  con¬ 
tinue  in  demand.  Spot  spinach 
here  is  nearly  cleaned  up,  and  fu¬ 
tures  are  selling  right  along. 
Even  soaked  peas  are  advancing. 
Spot  sweet  potatoes  are  sold  out 
and  futures  are  stronger. 

We  are  certainly  in  a  bull  mar¬ 
ket  for  canned  fruits  of  all  kinds. 
It  is  getting  to  be  almost  as  much 
a  question  of  getting  the  good-  as 
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it  is  of  geting  fair  prices  on  them. 
The  pack  of  pineapples  in  Balti¬ 
more  this  year,  because  of  the 
small  size  of  it,  will  be  one  of  the 
surprises  of  the  season.  Every 
line  of  berries  and  cherries,  with¬ 
out  exception,  is  stronger  this 
week,  and  the  prices  are  stiffening 
up  again.  Spot  pears  are  being 
cleaned  up  slowly  and  surely. 
Spot  apples  are  practically  sold 
out,  and  the  demand  for  the  future 
pack  is  commencing.  The  stocks 
of  spot  peaches  are  exceedingly 
small  and  no  prices  on  future 
peaches  are  being  made,  excepting 
on  one  or  two  grades — pies  and 
seconds.  The  outlook  for  the 
peach  crop  is  discouraging.  The 
canned  fruit  market  is  certainly 
stronger  and  looks  still  stronger 
ahead. 

Cove  oysters  are  firm,  though 
not  active  this  week. 

Thos.  J.  Meehan  &  Co. 

Baltimore,  Md. 


i  '  Coffee. 

The  world’s  visible  supply  de¬ 
creased  about  2,650,000  bags  dur¬ 
ing  the  past  year  and  stands  now 
at  11,070,000  bags,  of  which  ap¬ 
proximately  6,000,000  bags  are  in 
the  hands  of  the  trade. 

Incoming  Brazil  crops  are  later 
than  usual  and  no  appreciable 
quantity  can  reach  consuming 
markets  before  the  latter  halffof 
next  month. 

This  will  add  strength  to  the 
spot  position,  and  when  we  con¬ 
sider  that  spot  stocks  are  under 
strong  control  it  can  readily  be 
seen  that  holders  can  avail  them¬ 
selves  of  the  lateness  of  the  crop 
to  push  their  advantage  to  the 
limit. 

On  the  other  hand  we  fear  that 
the  recent  rise  of  values  will  prove 
to  be  very  detrimental  to  the  trade 
later  on. 

Starting  a  new  crop,  which 
everybody  agrees  is  millions  of 


bags  larger  than  the  last,  at  from 
4  to  5  cents  per  pound  higher  than 
prices  ruling  a  year  ago,  is  dan¬ 
gerous  and  buyers  are  not  likely 
to  come  forward  to  take  hold  of 
the  new  crop  in  their  usual  man¬ 
ner. 

In  order  to  induce  buying,  re¬ 
ports  of  unfavorable  weather  for 
the  next  crop  have  been  freely 
circulated. 

There  will  be  an  abundance  of 
reports  of  similar  purport  as  we 
enter  further  into  the  season. 

In  our  opinion  the  cold  weather 
prevailing  since  quite  a  long  time 
will  prove  to  have  been  beneficial 
and  not  detrimental  to  the  trees. 

To  take  it  for  granted  at  the 
present  time  that  the  1912-13  crop 
will  be  small  seems  to  us  some¬ 
what  premature. 

The  flowering  period  for  that 
crop  is  still  two  months  off,  and 
we  think  it  advisable  to  await  re¬ 
liable  reports  with  regard  to  that 
flowering  before  reaching  the 
definite  conclusion  that  the  pres¬ 
ent  range  of  values  for  shipment 
from  Brazil  is  justified. 

Henry  Nordlinger  &  Co. 

New  York,  N.  Y. 


Imported  Fish  Specialties. 

It  is  too  early  yet  to  give  a  re¬ 
port  on  herring.  The  extremely 
hot  weather  is,  of  course,  very 
much  affecting  the  herring  trade, 
and  it  is  fortunate  that  no  new 
Holland  herring  have  arrived  here 
as  yet,  as  they  certainly  would  not 
have  found  a  very  good  market. 
All  the  Scotch  that  came  were 
easily  sold,  as  only  moderate 
quantities  arrived  and  quality  was 
good. 

The  weather  is  now  moderating 
and  the  demand  for  herring  will 
soon  improve.  So  far,  the  catch  in 
Scotland  is  rather  disappointing 
and  in  Holland  quite  good. 

Imported  Oil  Sardines. — The 
trade  continues  exceptionally 


good  even  for  this  season  of  the 
year,  only  unfortunately  the  catch 
in  France  of  both  sprats  and  sar¬ 
dines  seems  to  be  a  total  failure 
this  season,  while  in  Portugal 
they  are  just  now  catching  only 
some  very  large  fis1  which  are  un¬ 
fit  for  Dingley  and  can  be 

used  only  for  We  cannot 

look  for  any  small  fish  from  there 
until  late  in  the  year. 

There  is  very  little  demand  for 
French  sardines,  except  for  a  few 
very  high  class,  and  also  well  in¬ 
troduced  brands,  but  there  are 
very  small  stocks  of  Portuguese 
sardines  here,  and  still  smaller 
stocks  of  sprats,  .consequently 
prices  are  very  firm. 

In  Norway,  the  packing  goes 
on  nicely,  although  no  definite  re¬ 
ports  as  to  the  catch  have  reached 
us  as  yet.  All  we  know  is  that 
the  quality  seems  to  be  satisfac¬ 
tory,  but  shipments  are  being 
made  rather  slowly,  which  indi¬ 
cates  that  fish  is  not  very  plentiful 
as  yet.  Packers  in  Norway  are 
asking  more  money  for  their 
goods  than  last  season,  and  have 
hopes  of  getting  it.  The  demand 
for  Norway  smoked  sardines  is 
certainly  improving  every  day. 

Stock  Fish. — We  have  the  final 
report  as  to  the  total  catch  in  Nor¬ 
way  before  us.  This,  of  course, 
refers  to  round  fish  only.  The 
total  catch  this  season  was  64.4 
million  fish,  against  55.7  million 
in  1910,  56.5  million  in  1909,  48.2 
million  in  1908,  47.6  million  in 
07- 

In  spite  of  there  having  been 
prepared  for  around  25.2  million 
Jhis  season  against  20.9  million 
last  season,  we  do  not  believe  that 
prices  for  stock  fish  will  be  any 
lower  for  this  season  than  last,  on 
the  contrary,  because  last  year 
there  was  a  lot  of  old  fish  unsold 
at  the  beginning  of  the  season, 
while  this  year  there  is  no  old 
stock,  besides  the  fish  this  season 


is  smaller,  but  the  quality  this  sea¬ 
son  will  be  exceptionally  fine. 

No  statistics  are  available  for 
split  fish.  / 

Strohmeyer  &  Arpe  Co. 
New  York. 


MARKET  NOTES. 


Jersey  tomatoes  show  a  wide 
range — 40  cents  to  $1,  the  highest 
price  being  brought  for  second 
earlies.  The  demand  for  toma 

toes  is  good. 


► 


There  is  good  sugar  corn  oi» 
the  market  at  75  cents  per  basket. 
Prices  for  ordinary  stock  are  as 
low  as  40  cents.  The  demand  is 
fair. 


Cabbage  is  also  much  higher 
than  a  year  ago.  In  1910  it  was 
glutted  and  sold  at  5  to  10  cents 
per  basket.  This  year  it  is  worth 
40  to  50  cents. 


More  Federal  JudgmentsAgainst 
Various  Food  Products. 


United  States  Department  of  Agricul¬ 
ture  Supplies  Details  of  More  Cases 
of  Adulteration  or  Misbranding. 


The  following  summaries  of 
prosecutions  under  the  Federal 
food  and  drug  law  have  been  pre¬ 
pared  from  official  data  sent  this 
journal  by  the  United  States  De¬ 
partment  of  Agriculture : — 


Judgment  No.  813 — Adulteration 
of  Figs. 

On  or  about  August  4,  1910,  there 
were  shipped  from  New  York  into 
Massachusetts  83  boxes  of  figs  la¬ 
beled  :  “Split  Figs  B  B  8,700 — L  S. 
Loose  Wiles  Biscuit  Co.,  Boston, 
Mass.”  Examination  of  samples 
showed  it  to  contain  97  per  cent. 
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We  doubt  whether  there  is  another  house  in  Philadelphia  that  sells  as  many  Syrups 
in  a  general  way  as  we  do.  Our  Syrups  run  uniform  in  quality  and  reasonable  in 
price  ;  you  should  not  hesitate  in  sending  us  your  orders.  Satisfaction  guaranteed. 


SYRUPS— One  of  our  best  sellers,  Royal  Table  Syrup ,  bright  and  sparkling 
and  delicious  flavor.  Challenge  Table  Syrup  is  another  big  seller,  and  we 
would  mention  Gil!  Edge  Table  Syrup ,  Ex.  Amber  Syrup,  White  Clover 
Brand,  Quaker  City  Syrup,  Crescent  Syrup,  King  “B"  Drips,  Cruiser 
Syrup,  No.  6  Syrup,  "1300"  Syrup,  "1200"  Syrup;  also  full  line  Sugar 
Syrups  and  New  Orleans  Molasses.  Try  us  once  and  you  will  do  it  again. 

CRUISER  GOLDEN  WAX  BEANS— This  is  the  finest  quality  New  York  State 
packing  Golden  Wax  Beans,  tender,  natural  flavor  and  stringless;  regular 
price  $1.25  per  doz.  Mention  this  ad.  and  will  make  price  $1.20  per  doz. 


LOBSTER — The  new  pack  now  in.  We  have  a  limited  quantity  of  Burnham 
&  Morrill’s  l^-lb.  tins,  4  doz.  to  the  case,  per  doz.  $2.50.  This  delicious 
sea  food  is  becoming  scarcer  every  year  and  packers  unable  to  make  full 
deliveries  on  their  contracts;  price  will  be  higher. 


ASSORTED  JAMS — Packed  by  the  Webster  Pre  serving  Co.,  Rochester,  N.  Y. 
(the  home  of  pure  Jellies  and  Preserves),  4  doz.  1-lb.  sanitary'  tins  to  the 
case,  assorted  flavors,  per  doz.  80c. 


KIRK,  FOSTER  4,  CO 


WHOLESALE 

GROCERS 


NORTH  WATER 
PHILADELPHIA  -  PI 


STREET 

INSYLVANIA 
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of  filthy,  moldy  and  decomposed 
figs,  and  thus  to  be  adulterated. 

The  goods  were  not  claimed,  and 
were  destroyed. 

Judgment  No.  815— Adulteration 
and  Misbranding  of  Vinegar. 

On  or  about  August  27,  1910,  the 
Harbauer-Marleau  Co.,  Toledo, 
Ohio,  shipped  from  Ohio  into  Mis¬ 
souri  two  consignments,  of  25  bar¬ 
rels  each,  of  alleged  apple  cider 
vinegar.  Twenty-five  of  said  bar¬ 
rels  were  labeled:  “Just  Right 
Brand  Fermented  Apple  Cider  Vin¬ 
egar.  Made  for  Kroeger,  Amos, 
James  Grocer  Co.,  St.  Louis,  Mo. 
(Guarantee  Legend)  Serial  No. 

8.904, ”  and  25  barrels  were  labeled: 
“Sweet  Home  Brand  Fermented  Ap¬ 
ple  Cider  Vinegar.  Made  for  God¬ 
dard  Grocer  Co.,  St.  Louis.  Mo. 
(Guarantee  Legend)  Serial  No. 

8.904. ”  Analysis  of  samples  from 
each  consignment  showed  it  to  con¬ 
sist  of  diluted  vinegar  mixed  with 
a  foreign  product  high  in  reducing 
sugar  and  containing  added  ash  ma¬ 
terial,  and  thus  to  be  adulterated 
and  misbranded. 

The  court  ordered  the  goods  sold 
for  the  benefit  of  the  United  States. 


Judgment  No.  833— Adulteration 
of  Prunes. 

On  or  about  August  4,  _  1910, 
there  were  offered  for  sale  in  the 
District  of  Columbia  19  boxes  of 
prunes  labeled  as  follows:  “Oregon 
Pride  Brand  Prunes,  Fancy  Oregon 
Prunes.  Packed  by  Northwest  Fruit 
Association— Albany,  Ore.”  Samples 
were  examined  and  7S.Per  cent,  or 
more  were  found  to  be  infested  with 
worms  crawling  in  the  crevices,  the 
remainder  containing  both  excreta 
and  sugar  mites. 

Nobody  claimed  the  goods  and 
they  were  destroyed. 

Judgment  No.  829— Adulteration 
of  Tea. 

On  or  about  July  25,  1910,  there 
were  transported  from  Mississippi 
into  Tennessee  two  barrels,  each  in¬ 
closing  approximately  100  pounds  of 
tea  inclosed  in  small  bags,  said  bags 
being  labeled:  “Standard  Tokay 
Pure  Blended  Tea,  New  Orleans 
Import  Co.,  New  Orleans.”  Exami¬ 
nations  of  samples  showed  it  to  be 
filthy,  extremely  musty  and  moldy, 
and  therefore  to  be  adulterated. 

The  goods  were  destroyed  by  the 
United  States  Marshal. 


Keep  Trouble  Out  of  the  Kitchen. 

Her  pudding  is  burnt. 

Such  disasters  are  occurring  every  day. 


rwo  More  Co-operative  Buying  Enterprises 
Come  Out  of  the  West 


Dne  is  in  Chicago  and  the  Other  in  St.  Louis.  Both  Are 
Composed  Wholly  of  Retail  Grocers  and  Both  Will  Sell 
Goods  at  Jobbing  Cost  Price,  Plus  Two  to  Three  Per  Cent. 


is 


It  isn’t  Strange  that  such  a  dessert  as 


the  moSt  popular  with  women. 


It  doesn’t  have  to  be 


Description  of  Both  Plans. 


cooked,  and  so  never  burns,  and  it  never  goes  wrong. 

It  helps  to  keep  trouble  out  of  the  kitchen. 

There  are  seven  Jell-O  flavors  :  Lemon,  Orange,  Straw¬ 
berry,  Raspberry,  Cherry,  Peach,  Chocolate. 

THE  GENESEE  PURE  FOOD  CO., 

Le  Roy,  N.  Y.,  and  Bridgeburg,  Can. 


to  Cover  Expenses. 


During  the  past  week  the  de- 
:ails  of  two  more  large  co-oper- 
itive  buying  organizations  have 
-eached  this  journal — one  in  Chi- 
:ago  and  the  other  in  St.  Louis. 
Both  are  intended  to  place  retail 
grocers  where  they  can  buy 
joods  cheaper  than  through  job¬ 
bers. 

The  Chicago  enterprise  is 
known  as  the  “Retailers’  Whole¬ 
sale  Company”  and  it  is  incorpo¬ 
rated  with  $10,000  capital,  divided 
into  100  shares  at  a  par  value  of 
$100.  The  officers  are  L.  L. 
Schmal,  a  grocer  known  in  Chi¬ 
cago  association  work,  president; 
William  Minter.  treasurer,  and 
Charles  Burroughs,  secretary. 
The  plan  of  operation  is  to  estab¬ 
lish  a  jobbing  house  selling  to  re¬ 
tail  grocers  the  same  as  any  other 
wholesale  grocery  house.  Ac¬ 
cording  to  President  Schmal.  the 
necessary  one  hundred  grocers 
have  been  found  and  have  sub¬ 
scribed  to  the  stock  of  the  com¬ 
pany.  The  concern  expects  to  sell 
from  $50,000  to  $75,000  monthly, 
on  which  it  proposes  to  save  its 
members  5  per  cent.  This  esti¬ 
mate  is  based  upon  the  assump¬ 
tion  that  the  Chicago  jobbers  do 
business  on  a  10  per  cent,  margin. 
The  Retailers’  Wholesale  Co.  will 


add  2  per  cent,  to  cost  price  to 
cover  expense  where  goods  are 
not  delivered,  and  3  per  cent, 
where  they  are  delivered.  No 
salesmen  will  be  employed  and 
goods  will  be  sold  only  to  mem¬ 
bers.  The  2  and  3  per  cent,  plan 
will  not  apply  to  limited  price 
goods,  which  will  be  sold  at  full 
prices. 

The  St.  Louis  concern  is  called 
the  “St.  Louis  Wholesale  Grocery 
Co.”  and  it  is  now  composed  of 
seventy-five  grocers  from  Mis¬ 
souri  and  Illinois,  mostly  St. 
Louis.  It  is  hoped  that  three  hun¬ 
dred  grocers  will  eventually  take 
stock  in  the  company.  There  will 
be  a  capital  stock — the  company 
is  not  yet  incorporated,  but  will 
be  shortly — of  $150,000,  divided 
into  $75,000  common  and  $75,000 
preferred.  The  latter  bears  inter¬ 
est  at  6  per  cent.  The  company 
will  follow  the  plan  of  adding  3 
per  cent,  to  the  cost  price  of 
goods,  which  is  described  above 
in  connection  with  the  Chicago 
combination.  The  officers  are  M. 
Kelly,  Jr.,  president;  J.  D.  Luck- 
enbill,  secretary,  and  Henry  Van- 
deloecht,  treasurer. 

No  stockholder  will  be  allowed 
to  buy  goods  in  excess  of  the 
amount  of  his  stock. 


Progressive  Grocers 

PUSH 

MAPLEINE 

(A  Flavoring) 

Good  Profit,  Strong  Demand 
Extensively  Advertised 
ITS  USES 

Mapleine  makes  better 
Syrup  than  real  maple  at 
half  the  cost,  and  is  de¬ 
licious  for  flavoring  pas¬ 
tries,  ice  cream  and  con¬ 
fections. 

Order  from  your  jobber  to-day.  or 

Frank  A.  Smith  Company 
Philadelphia  Agents 

Crescent  Mfg.  Co. 
SEATTLE.  WASH. 


PACKERS  OF* 

“THE  400” 

COFFEE 
Githens,  Rexsamer  &  Co. 

PHILADELPHIA,  PA. 

IMPORTERS  ROASTERS 


John  Scott  &  Co. 

INCORPORATED 

PHILADELPHIA 

WHOLESALE  GROCERS 

and  Direct  Importers  af 

Ceylon  and  Assam  Teas 

These  Teas  are  becoming 
more  popular  every  day. 

"Our  prices  ere  always  correct’* 


till  voua  ouaTOMaaa  teat 

RAE’S 

Lucca  Olive  Oil 

la  the  product  of  perfectly  sound,  ripe, 
freshly  picked,  freshly  crushed  and 
pressed  olives,  pown  In  Tuscany,  Italy, 
the  one  place  in  the  world  where  the 
olive  reaches  perfection.  You  will  not 
only  please  them  but  ysu  will  build  up 
a  splendid  trade  on  Lucca  OH  at  a  good 
profit.  Pricea  In  Prlcea  Current. 

H.  Kellogg  &  Sons 

Philadelphia 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 


Camping  Supplies. 

There  are  a  great  many  people  who  choose  camping  as  an 
ideal  way  to  spend  their  vacation.  The  spot  chosen  for  the  camp  is 
generally  a  distance  from  a  town  or  village  where  eatables  could  be 
bought,  so  the  party  must  always  take  a  sufficient  supply  of  food 
along.  This  sometimes  means  a  nice  large  order.  Perhaps  you  can, 
through  having  a  nice  window  display,  get  quite  a  few  of  them.  To 
arrange,  first  cover  the  bottom  of  the  window  with  green  crepe  paper 
and  in  the  corner  place  a  small  tent,  if  the  window  will  allow  it.  Make 
it  large,  as  it  will  show  up  better.  Make  a  frame  first  with  small,  thin 
sticks  and  then  cover  the  frame  with  white  muslin.  In  front  of  the 


tent  place  a  small  pole  or  stick,  to  which  fasten  a  flag.  Along  the 
front  of  the  window  place  a  few  plates  of  small  cakes  and  between 
them  glasses  of  preserves  and  peanut  butter.  Back  of  these  arrange 
bottle  goods,  such  as  pickled  onions,  olives,  pickles,  salad  dressing,  etc. 
Between  them  place  a  can  of  corned  beef,  sardines,  etc.  Back  of  these 
place  small  pyramids  of  shrimps,  salmon,  lobster,  etc.,  and  back  of 
these  small  pyramids  of  peas,  corn,  tomatoes,  etc.  Make  the  back¬ 
ground  of  crackers,  milk  lunch,  graham  crackers,  etc.  Stretch  a 
clothesline  across  the  window  in  the  rear,  to  which  pin  a  strip  of 
muslin  with  lettering  like  in  cut 


- 

Orange  and  Lemon  Display. 

Here  is  a  neat  window  display  of  oranges  and  lemons.  To  the 
dealer  who  handles  them  a  neat  display  like  this  is  sure  to  increase  the 
sale  of  the  fruit,  which  at  this  particular  season  is  very  much  in 
demand  anyway.  To  arrange,  first  cover  the  bottom  of  the  window 
with  green  crepe  paper.  Now  build  two  pyramids  of  boards  from 
boxes,  but  don’t  make  them  very  slanting  as  the  fruit  will  roll.  Nail 
small  sticks  of  wood  around  the  bottom  of  the  pyramids,  at  the  four 
sides.  This  is  to  prevent  the  fruit  from  rolling.  In  the  centre  nail 
two  strips  of  wood  like  the  outline  of  an  A.  This  done,  cover  the 
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pyramids  with  green  paper,  place  the  pyramids  like  in  the  illustration 
and  arrange  the  fruit  on  them.  In  the  space  in  front  arrange  loaf 
sugar.  After  the  pyramids  are  complete,  garnish  them  with  artificial 
flowers  or  blossoms.  This  adds  very  much  to  the  display.  Now  in 
front  of  each  pyramid  place  a  glass  of  lemonade  and  orangeade,  with  a 
straw.  Place  each  glass  on  a  small  plate  and  stand  it  on  a  paper 
napkin.  Across  the  window  in  the  rear  run  a  width  of  the  green 
paper.  Suspend  a  large  sign  card,  with  lettering  like  in  cut,  and  the 
window  is  complete. 


New  Patents  and  Trade-marks  in  the 
Grocery  Line. 

Messrs.  Davis  &  Davis,  Washington 
patent  attorneys,  report  the  grant  this 
week  of  the  following  patents : — 
Washington,  D.  C.,  June  20,  1911. 

995,144.  Egg  detector.  W.  H.  Hutch¬ 
inson,  Rochester,  N.  Y. 

995,491.  Machine  for  slicing  fruit. 
N.  K.  Smythe,  Hilo,  Hawaii. 

995.956.  Apparatus  for  preparing 
coffee  substitutes.  O.  Gaebel,  Breslau, 
Germany. 


995.532.  Rotary  grater.  R.  Golen- 
sky,  Cleveland,  Ohio. 

995.939-  Packaging  machine.  M.  F. 
Anderson,  New  York,  N.  Y. 

Washington,  D.  C.,  June  27,  1911. 
996.209.  Method  of  Pasteurizing  li¬ 
quid  food  and  drink  products  in  glass 
containers.  John  P.  Cabanne,  St.  Louis, 
Mo. 

996,305.  Tea  infuser.  Elmer  N. 
Bachelder,  Portland,  Me. 

996,479.  Machine  for  coating  cakes. 
Edward  Fuller,  Baltimore,  Md. 


996,495.  Baker’s  oven.  Julius  Lued- 
ecke,  Chicago,  Ill. 

TRADE-MARKS  PUBLISHED  FOR 
OPPOSITION. 

Ser.  No.  54,445.  “Tolstoi”  for  wheat 
flour.  Elysian  Milling  Co.,  Elysian, 
Minn. 

Ser.  No.  54,623.  “Flips"  for  chocolate 
confections.  Heit-Miller-Lau  Co.,  Fort 
Wayne.  Ind. 

Ser.  No.  55,315.  “Soprano”  for  wheat 
flour.  The  Davis  Milling  Co.,  St.  Joseph. 
Mo. 


Ser.  No.  7.632.  “Nabob”  for  pancake 
flour.  F.  H.  Leggett  &  Co.,  New  York, 
N.  Y. 

Ser.  No.  49.362.  “Shawnee”  for 
spices.  The  Ouerbacker  Coffee  Co, 
Louisville.  Ky. 

Ser.  No.  54.S57.  “Old  Grimes,”  and 
picture  of  old  man,  for  canned  corn, 
pumpkins  and  hominy.  Grimes  Canning 
and  Preserving  Co.,  Grimes,  Iowa. 

Ser.  No.  55.852.  •'Bridge”  for  tea. 
Sprague.  Warner  &  Co.,  Chicago,  Ill.  J 

Ser.  No.  56.417.  “Diabeto”  for  bread. 
J.  S.  Heinbockel  &  Co..  Baltimore,  Md. 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


American  Sugar  Refining  Co.  Owned  Union 
Pacific  Retail  Tea  Stores 


Part  of  the  Testimony  Developed  at  Congressional  Sugar 
Investigation.  President  Spreckels,  of  Federal  Refinery, 
Relates  His  Combinations  and  Conflicts  With  H.  O.  Have- 
meyer,  Former  President  of  the  Sugar  Trust.  Can’t  Buy 
Raw  Sugar  on  Equal  Terms,  He  Says.  John  Arbuckle 
Tells  of  Sugar-Coffee  War  Between  Himself  and  Havemeyer. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 


Washington,  D.  C., 

July  28,  1911. 

The  Congressional  investiga¬ 
tion  into  the  conditions  surround¬ 
ing  the  sugar  market  has  brought 
out  more  information  during  the 
week  of  a  nature  interesting  to 
the  trade,  as  for  example,  the  re¬ 
duction  of  the  production  of  sugar 
and  the  control  of  the  price.  Tes¬ 
timony  has  been  taken  both  here 
and  in  New  York,  among  the 
notables  examined  being  Claus 
Spreckels,  now  president  of  the 
Federal  refinery  at  Yonkers, 
N.  Y.,  and  a  veteran  in  the  sugar 
business  for  many  years,  and 
John  Arbuckle,  who  entered  the 
business  to  spite  the  Sugar  Trust. 

Claus  Spreckels  was  the  first 
witness.  He  said  he  was  manager 
of  the  Spreckels  refinery  in  Phila¬ 
delphia  in  1891,  which  was  then 
independent.  It  is  now  owned  by 
the  American  Sugar  Refinery  Co. 
He  told  of  the  combination  made 
in  that  year  between  the  Have¬ 
meyer  and  Spreckels  sugar  inter¬ 
ests.  After  the  Federal  refinery 
was  started,  Mr.  Spreckels  said 
John  Arbuckle  and  H.  O.  Have¬ 
meyer  tried  to  get  him  to  limit  the 
output,  but  he  refused  and  has 
since  gone  it  alone.  He  says  the 
result  was  that  he  has  been  great¬ 
ly  hampered  in  his  efforts  to*  buy 
raw  sugar,  particularly  cane  sugar 
from  Hawaii,  and  he  also  said 
that  mysterious  troubles  had 
broken  out  in  the  Federal  refinery 
in  Yonkers — liquid  raw  sugar 
being  allowed  to  escape  from  the 
vats  in  the  night  and  dead  rats 
being  put  in  barrels  of  refined 
sugar.  He  said  he  had  also  been 
unable  to  buy  raw  sugar  in  Louis¬ 
iana,  though  he  had  offered  more 
money  than  other  refiners. 

Mr.  Spreckels  said  that  the  re¬ 
fineries  and  planters  of  both  beet 
and  cane  sugar  in  this  country 
could  compete  with  the  world 
without  a  tariff.  He  said  that 


without  a  tariff  the  production  of 
sugar  would  be  vastly  increased, 
that  the  jam  and  jelly  industry 
could  be  taken  away  from  Eng¬ 
land  and  the  chocolate  production 
of  this  country  could  be  vastly  in¬ 
creased. 

Mr.  Spreckels  was  asked  what 
the  revenue  would  be  if  the  tariff 
were  cut  in  two. 

“You  would  get  just  as  much,” 
he  said,  “because  the  importations 
would  increase.  There  are  fruit 
industries  waiting  for  more  sugar 
in  this  country.  England  doesn’t 
grow  sugar,  and  she  gets  her 
fruits  from  the  Mediterranean 
countries,  and  yet  in  jams  and 
jellies  and  marmalades  she  has 
built  up  one  of  the  biggest  indus¬ 
tries  of  the  United  Kingdom. 
That’s  just  one.  Chocolate  and 
condensed  milk  are  others.” 

He  was  asked  to  tell  how  much 
beet  sugar  could  be  made  for. 
His  father  had  told  him,  and  he 
had  verified  this  from  personal  ob¬ 
servation,  that  it  could  be  made 
for  2.75  cents  a  pound. 

The  next  day  the  investigation 
shifted  to  New  Platz,  N.  Y.,  where 
John  Arbuckle,  the  coffee-sugar 
magnate,  lies  ill.  He  testified 
that  there  had  never  been  a  close 
combination  between  himself  and 
Havemeyer,  and  that  even  now 
the  fighting  between  them  was 
liable  to  break  out  at  any  time. 
Mr.  Arbuckle  said  the  fight 
started  in  1898,  after  there  had 
been  a  little  friction  between  his 
coffee  company  and  the  American 
refinery.  The  American  company 
retaliated  by  going  into  the  coffee 
business.  Previous  to  that,  how¬ 
ever,  he  said,  Mr.  Havemeyer  had 
tried,  unsuccessfully,  to  purchase 
51  per  cent,  of  his  uncompleted 
refinery.  This  was  in  1897,  he 
said,  when  Plavemeyer  came  to 
see  him  about  it. 

Mr.  Arbuckle  said  that  the 
American  Sugar  Refining  Co.  had 
the  ability  to  and  always  did 
maintain  the  price  of  sugar.  Be¬ 


cause  of  its  capacity  it  fixes  the 
maximum  price,  he  said,  the  inde¬ 
pendents  fixing  the  minimum 
price. 

“But  the  independents  follow 
the  American’s  prices,  do  they 
not?”  “Yes.” 

Mr.  Arbuckle  said  that  “when 
Havemeyer  was  alive  he  would 
not  stop  at  anything.  He  would 
use  any  kind  of  weapon  that  he 
needed.  He  cared  for  nothing  in 
the  fight  for  business.” 

As  to  the  Spreckels  charge  that 
Mr.  Arbuckle  tried  to  get  him  to 
limit  his  productions,  Mr.  Ar¬ 
buckle  said:  “Spreckels  used  to 
tell  me  his  troubles  with  the 
American  and  I  tried  to  smooth 
them  over.  But  I  never  asked 
him  to  limit  his  output.  Lots  of 
sugar  men  came  to  me,  but  I  al¬ 
ways  told  them,  ‘Don’t  talk  to  me 
about  limiting  price  or  output. 
Remember  the  Sherman  law.’  Of 
course,  eventually  every  one  had 
to  reduce,  as  the  country  was 
overstocked. 

“There  has  been  no  agreement,” 
he  added ;  “but  I  will  admit  that 
there  has  come  a  friendly  feeling 
between  us.  It  is  much  better.” 

“What  caused  you  to  go  into 
the  sugar  business?"’ 

“We  had  a  packing  machine  to 
pack  coffee  in  packages.  We 
thought  we  could  pack  sugar  by 
it  also,  and  did  so,  buying  sugar 
from  the  different  refineries. 
After  a  while  we  had  a  little  fric¬ 
tion  in  buying  sugar,  then  we 
thought  that,  as  we  used  so  much 
sugar,  we  could  refine  it  ourselves 
profitably  and  decided  to  do  so.” 

“When  was  that?”  “In  1897.” 

“With  whom  was  the  friction  ?” 
“The  American,  I  think.  We 
stopped  buying  from  the  Ameri¬ 
can  Refining  Co.,  and  later  they 
refused  to  sell  us  when  we  wantec 
it.” 

“When  did  you  hear  that  the 
American  had  gone  into  the  coffee 
business?” 

“When  the  Woolson  Mills  at 
Toledo  cut  a  cent.  Then  we  knew 
they  had  gone  into  the  business 
and  that  it  was  war.  Both  of  us 
cut  prices  repeatedly  and  coffee 
got  very  low.” 

Mr.  Arbuckle  said  that  during 


lad  to  cut  because  we  could  not 
get  a  cent  more  than  they.  The 
sugar  war  started  in  1898  and 
continued  until  1900,  when  sud¬ 
denly  the  American  put  up  the 
)rice  and  we  followed.” 

Later  in  the  hearings  Claus 
Spreckels  was  examined  agair 
and  told  of  his  venture  of  ship- 
)ing  sugar  to  the  Pacific  Coasl 
rom  Yonkers,  N.  Y.,  last  year 
which  resulted  in  breaking  the 
market  there,  although  incurring 
a  personal  loss  to  himself.  He 
said : — 

“We  had  a  surplus  product  las’ 
year  and  the  .price  in  San  Fran 
cisco  was  60  to  70  points  highe: 
than  in  New  York.  I  shipped  the 
sugar  by  steamer  around  the 
Horn  and  on  its  arrival  there  wa: 
approached  by  William  Haas,  of ; 
firm  of  wholesale  grocers,  wh< 
wanted  to  purchase  the  entiri 
shipment,  but  I  refused. 

“The  shipment  consisted  o 
from  35,000  to  40,000  barrels,  an< 
when  I  offered  to  sell  it  at  12  t< 
15  points  under  the  market  th 
grocers  refused  to  buy  it,  as  the; 
were  afraid  they  couldn’t  get  an; 
future  goods  from  ‘the  interests 
on  the  coast. 

“I  was  approached  by  a  Mi 
Sussman,  of  another  wholesal 
grocery  company,  who  took  a 
option  for  48  hours.  He  came  t 
me  the  next  day  and  said  that  m 
brother,  John  D.  Spreckels,  presi 
dent  of  the  Western  Refining  Co 
wanted  to  know  if  I  would  agre 
that  this  would  be  the  only  ship 
ment  sent  by  me.  I  refused  t 
make  such  an  agreement  and  fir 
ally  sold  my  sugar  direct  to  th 
retailers.” 

Mr.  Spreckels  said  the  sal 
broke  the  market  from  $5.60  t 
$4.70  per  hundred  pounds  and  th 
retailer  benefited  during  the  thre 
months  the  selling  was  going  01 

Later  Mr.  Spreckels  testified  t 
the  efforts  made  several  year 
ago,  under  the  Havemeyer  r< 
gime,  to  get  him  to  hold  up  th 
price  at  the  Philadelphia  refiner] 
He  presented  letters  written  hit 
at  that  time  by  Havemeyer  an 

(Continued  on  page  is.) 
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the  sugar  war  the  grade  of  coffee 
was  reduced  by  both  the  Ameri¬ 
can  and  Arbuckles.  “We  had  to 
do  it  because  the  price  was  so 
low,”  he  said.  “As  soon  as  our 
sugar  refinery  was  ready  the 
American  cut  the  price  and  we 
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This  is  the  new  Show  Case  package  that  makes  it 
easy  for  you  to  sell  candy. 

It  is  a  remarkably  attractive  display,  and  keeps  your  stock  in  a  space 
2  feet  by  ii  feet  on  the  end  of  one  of  your  counters. 

It  has  an  extra-thick  glass  top,  metal-edged,  with  double  hinge.  Take  the  wooden 
lid  off  and  your  display  is  ready. 

Grocers  all  over  the  country  are  netting  big  profits  on  this  new  proposition.  It  will 
make  your  candy  trade  one  of  the  best  paying  features  of  your  business. 


Here’s  the  proposition : 

50  pounds  of  candy  brings 
Candy  with  Show  Case  costs 

Your  profit  is 


$7-5° 

5-°° 

$2.50 


And  the  Show  Case  belongs  to  you.  Refills  cost  8  cents  a  pound,  and  you  sell  them 
at  15  cents.  Your  profit  is  87^  per  cent.,  and  there  is  no  limit  to  the  sales  you  can  make. 

Order  to-day,  or  write  for  full  particulars. 


Novelty  Candy  Company 

726-727  Singer  Building,  New  York 


MYscO. 


JERSEY  CITY,  N.  J. 
PITTSBURG,  PA. 


CHICAGO,  ILL. 
MEMPHIS,  TENN. 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


Written  for  the  "Grocery  World  »nd  General  Merchant" 


National  President  Lux  Says  Parcels  Post 
Will  Hurt  General  Prosperity  by  Hurt¬ 
ing  the  Country  Retail  Merchant 


Benefits  Will  Come  Only  to  a  Few  Mail  Order  Houses  and  the 
Sweat  Shops  that  Make  Some  of  Their  Goods.  Chicago 
the  Mail  Order  Centre. 


There  are  about  one  million 
grocers  in  this  country,  and  about 
four  million  retailers  in  all  lines, 
and  so  far  as  I  can  learn,  after 
careful  investigation,  all  are  op¬ 
posed  to  any  extension  of  our 
parcels  post  law,  simply  because 
they  do  not  do  business  by  mail. 
Their  trade  is  confined  to  locali¬ 
ties  that  they  have  helped,  or  are 
helping  to  build  up,  and  where 
they  meet  their  customers  face  to 
face  and  share  each  others’  joys 
and  sorrows. 

On  the  other  hand  those  who 
would  be  benefited  by  extending 
our  parcels  post  law  are  those 
who  do  a  long  distance  cash  busi¬ 
ness  by  mail  and  who  know  noth¬ 
ing,  and  care  less,  about  the  bur¬ 
dens  that  fall  upon  the  communi¬ 
ties  from  which  they  draw  trade.. 

There  are  only  two  mail-order 
houses  in  this  country  that  do  a 
national  business,  and  it  will  cost 
Uncle  Sam  countless  millions  of 
dolars  to  furnish  them  with  stor¬ 
age  and  delivery  equipment 
necessary  to  enable  them  to  suc¬ 
cessfully  compete  with  the  local 
merchants.  To  compel  these  mil¬ 
lions  of  retailers  to  pay  the  addi¬ 
tional  taxes  necessary  to  buy  this 
outfit  for  their  competitors  is 
nothing  less  than  an  outrage.  In 
addition  to  that  we  contend  that 
it  is  the  business  centre,  close 
proximity  to  market,  that  gives 
value  to  the  farm,  otherwise  land 
on  the  outskirts  of  civilization 
would  be  as  valuable  as  land  near 
a  village.  Any  extension  of  par¬ 
cels  post  will  divert  business  into 
mail-order  channels,  tear  down 
our  local  markets  and  lessen  the 
value  of  our  farms. 

We  have  no  mail-order  houses 
in  the  Northwest.  There  was  an 
attempt  made  some  years  ago  to 
establish  one  in  Minneapolis,  but 
it  failed  owing  to  the  high  wages 
paid  to  labor  here.  The  mail-order 
business  flourishes  only  where  the 
sweat  shop  system  exists.  It  is 
the  outlet  for  the  products  of 
cheap  labor,  and  when  I  say  this 


do  not  understand  that  I  am  find¬ 
ing  fault  with  the  quality  of  goods 
they  sell. 

When  I  was  president  of  the 
Minnesota  Merchants’  Associa¬ 
tion  I  made  a  study  of  the  mail¬ 
order  question  as  it  affects  nearly 
one  hundred  thousand  retail  mer¬ 
chants,  clerks,  salesmen,  jobbers 
and  manufacturers  in  Minnesota. 
I  came  to  the  conclusion  that 
there  were  very  little  goods 
shipped  into  our  State  on  mail 
orders,  but  what  was  came  here 
from  Chicago.  After  the  Chicago 
mail-order  houses  had  defeated 
the  teamsters  and  garment  work¬ 
ers  in  their  strike  I  noticed  a 
slight  increase  in  their  business 
which  was  due  to  their  victories 
over  labor,  but  that  soon  faded 
away. 

The  “Saturday  Evening  Post,” 
in  an  editorial  some  time  since, 
said:  New  York,  Boston  and 
Philadelphia  have  three  times  the 
population  of  Chicago,  but  the 
Chicago  post-office  cashes  more 
money  orders  than  the  post-offices 
of  the  other  three  cities  combined. 
This  is  largely  due  to  the  great 
mail-order  business  at  Chicago. 
One  of  the  mail-order  houses 
there  recently  declared  an  extra 
dividend  which,  at  the  current 
price  of  its  stock,  is  worth  eight¬ 
een  millions  of  dollars  to  its 
shareholders.  At  the  current 
price  insiders  in  this  house  have 
created  for  themselves  a  total 
profit  of  $70,000,000  in  five  years. 
In  five  years  the  volume  of  sales 
nearly  doubled,  and  last  year  the 
net  profits  amounted  to  almost  12 
per  cent,  of  the  gross  sales.” 

Owing  to  the  vast  army  em¬ 
ployed  in  the  retail  business  in 
Minnesota,  the  high  wages  paid  to 
clerks,  and  the  short  hours  they 
work,  I  know  of  no  merchant  in 
the  State  whose  net  profit  on  his 
gross  volume  of  business  done  is 
over  5  per  cent.  Is  not  that  a  bet¬ 
ter  condition  for  our  people  than 
we  would  have  if  every  basement 
and  cellar  in  the  twin  cities  were 


honeycombed  with  sweat  shops  as1 
they  are  in  Chicago  with  a  large! 
mail-order  outlet?  The  merchants 
are  always  in  favor  of  progress, 
but  they  cannot  commend  the 
suggested  action  by  Postmaster- 
General  Hitchcock  in  regard  to 
parcels  post,  which  will  in  its 
operation  bring  progress  to  a  few 
mail-order  houses  at  the  expense 
of  the  retailers.  Our  Government 
bas  and  should  exercise  its  pow¬ 
ers  in  regulating  excessive 
charges  made  by  railroads,  ex¬ 
press  companies  and  similar  pub¬ 
lic  service  corporations.  But 
aside  from  such  regulation  from 
the  Government  the  matter  of 
transportation  can  rest  between 
the  seller  and  the  buyer.  Con¬ 
centration  and  centralization  of 
retail  interests  in  a  few  monster 
concerns  are  made  not  only  possi¬ 
ble  but  very  probable  by  enlarged 
parcels  post.  The  development  of 
abnormally  large  industries  and 
cities  is  a  menace  to  the  best  in¬ 
terests  of  our  country  and  creates 
a  condition  which  is  particularly 
detrimental  to  the  poorer  classes. 

I  have  no  faith  in  the  idea  of 
making  a  flat  rate  on  freight  as 
we  do  on  a  letter,  that  is  to  charge 
the  same  for  carrying  an  eleven- 
pound  package  a  few  miles  that 
we  charge  for  carrying  it  a  few 
thousand  miles.  I  do  not  believe 
in  such  discrimination  as  allowing 
an  article  weighing  eleven  pounds 
to  enter  the  mails  and  refusing  the 
same  advantage  to  a  more  sub¬ 
stantial  article  that  might  weigh 
twelve  or  thirteen  pounds.  In  the 
old  countries  the  government 
owns  the  railroads,  but  in  this 
country  we  have  to  pay  them  so 
much  per  pound  for  carrying  the 
mails,  and  where  they  haul  a  few 
miles  in  Europe  we  would  have  to 
haul  a  thousand  miles.  It  is  ob¬ 
vious  that  enactments  calculated 
to  benefit  the  greatest  number  in 
order  to  be  practical  must  be  ones 
in  which  the  masses  are  inter 
ested.  Therefore  in  order  that  the 
greatest  number  of  people  will  be 
benefited  by  a  reduced  parcels 
post  it  must  naturally  follow  that 
they  receive  merchandise  ship¬ 
ments  by  mail.  This  is  not  now 
done  by  the  masses,  but  it  is  evi¬ 
dent  that  such  legislation  is  cal¬ 
culated  to  have  them  do  so  an  I  in¬ 
duce  the  consumer  to  make  his 
purchases  from  distant  points 
which  are  not  his  logical  channel. 
This  will  not  only  cripple  your  re¬ 
tailers,  but  your  manufacturers, 


1  jobbers,  salesmen,  etc.  The  par- 
j  cels  post  can  at  best  only  benefit 
a  limited  number  of  consumes 
and  a  special  class  of  merchants 
and  large  corporations.  It  can 
readily  be  figured  that  heavy  com¬ 
modities  and  what  are  ordinarily 
termed  staples  will  not  commonly 
be  transported  by  mail,  but  the 
lighter  articles,  which  are  really 
the  only  remunerative  ones  to  the 
retailer,  will  find  their  way 
through  the  mails  and  in  that 
manner  cripple  his  business. 

I  learned  some  years  ago, 
through  correspondence,  that  par¬ 
cels  post  in  Great  Britain  had 
concentrated  the  retail  business  in 
a  few  big  stores  in  London,  with 
branches  all  over  the  island,  and 
that  there  are  a  few  co-operative 
societies  left,  but  that  the  inde¬ 
pendent  merchant,  as  we  know 
him  here,  had  practically  disap¬ 
peared.  I  do  not  think  there  is  a 
demand  for  parcels  post  in  this 
country,  but  if  there  is  it  has  been 
created  directly  or  indirectly  by 
the  lure  of  the  beautiful  pictures 
and  classical  descriptions  to  be 
found  in  the  mighty  catalogues 
sent  out  by  the  mail-order  houses 
of  Chicago,  of  which  the  editor  of 
the  “Satuday  Evening  Post” 
speaks. 

John  W.  Lux,  ' 
President  National  Retail  Gro¬ 
cers’  Association. 

St.  Paul,  Minn.,  July  25,  1511. 

Apropos  of  the  arguments  used 
in  the  above  article  by  President 
Lux,  this  journal  has  been  fur¬ 
nished  with  a  copy  of  a  letter  sent 
by  the  Muskogee,  Okla.,  Retail 
Merchants’  Association  to  Con¬ 
gressman  Murdock  upon  the 
effect  which  parcels  post  will 
have  upon  the  regular  retailer. 
Some  extracts  from  this  letter  are 
as  follows : — 

Dear  Sir : — We  learn  with  regret 
that  you  are  in  favor  of  general 
parcels  post  in  this  country.  We  ' 
take  it  that  you  are  influenced  in 
part  by  the  high  rates  extorted  by 
the  express  companies,  which  has 
enabled  them  to  declare  dividends 
in  some  cases  of  over  360  per  cent.  ; 
on  their  capitalization.  We  call 
your  attention  in  this  connection  to 
the  fact  that  thousands  of  business 
men  and  merchants  all  over  this  ; 
country  have  joined  in  a  petition  to 
the  Interstate  Commerce  Commis-  * 
sion,  which  has  been  filed  with  the 
Commission  by  the  New  York  As¬ 
sociation  of  Commerce,  and  208 
allied  commercial  organizations,  1 
calling  upon  the  Commission  to  in-  r 
stitute  a  comprehensive  investiga¬ 
tion  into  express  rates,  rules,  reg¬ 
ulations  and  practices,  which  inves-  ' 
tigation  is  now  going  on.  The 
Commission,  as  you  know,  possesses  ; 
plenary  power  to  regulate  the  ex-  i 
press  companies,  their  rates  and  - 
charges,  to  the  same  extent  as  of 
railroads. 
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From  such  examinations  as  the 
Commission  has  already  made  and 
a  recent  report  by  it,  we  may  expect 
some  radical  reductions  in  their 
charges  when  the  formal  order  of 
the  Commission  is  finally  promul¬ 
gated.  We  know  that  express  com¬ 
panies  are  largely  owned  by  officers 
of  the  railroads,  that  they  are  cre¬ 
ated  for  the  purpose  of  exacting 
higher  rates  on  the  same  business 
than  carried  by  freight,  that  they 
have  comparatively  little  equipment, 
that  they  are  in  reality  interlopers 
in  our  transportation  system,  and 
are  not  existing  because  of  any  gen¬ 
eral  necessity;  the  service  they  per¬ 
form  properly  belongs  to  the  rail¬ 
roads  themselves  as  common  carri¬ 
ers. 

On  the  ground  that  local  trade  is 
largely,  if  not  wholly,  the  founda¬ 
tion  of  local  development,  the  mer¬ 
chants  of  the  country  generally  are 
opposed  to  parcels  post  and  are  like¬ 
wise  opposed  to  any  legislation 
seeking  to  reserve  to  the  United 
States  Government  a  monopoly  in 
the  carriage  of  small  parcels  of 
mailable  character,  up  to  eleven 
pounds  in  weight.  This  opposition 
springs  from  a  realization  on  the 
part  of  the  local  merchants  that  if 
the  trade  in  small  wares,  goods  and 
merchandise  is  taken  away  from 
them  and  centralized  in  a  compara¬ 
tively  few  places,  that  it  must  great¬ 
ly  reduce  their  profits,  if  not  elim¬ 
inate  them  on  a  class  of  merchan¬ 
dise  on  which  comparatively  wide 
mjargins  are  made,  and  in  effect 
must  enhance  the  price  of  neces¬ 
sities  and  staples  in  order  to  enable 
them  to  remain  in  business  and  live ; 
if  this  is  true,  it  will  certainly  not 
make  for  a  reduction  in  the  pres¬ 
ent  high  cost  of  living.  It  is  rea¬ 
sonable  to  assume  that  any  flat  rate 
basis  of  transportation  charge  is  in¬ 
equitable,  because  the  burden  is  un¬ 
duly  and  relatively  high  on  short 
hauls  and  low  on  long  hauls.  If 
such  a  basis  of  charge  is  inaugu¬ 
rated,  we  must  acknowledge  that  it 
will  be  in  the  interest  of  the  long 
haul,  from  which  we  conclude  that 
the  New  England  manufacturer  can 
go  direct  to  the  Kansas  and  Okla¬ 
homa  consumer  with  his  goods, 
eliminating  in  large  measure  the 
traveling  man,  jobber  and  retailer 
as  factors  in  the  distribution ; 
whether  he  will  himself  absorb 
whatever  possible  difference  in  cost 
under  this  method,  is  a  matter  of 
conjecture,  but  our  human  nature 
an)d  experience  tells  us  that  the 
consumer  will  be  no  better  off  in 
the  long  run. 

The  theory  of  American  mer¬ 
chants  that  parcels  post  or  any  sim¬ 
ilar  device  will  centralize  the  trade 
of  this  country  and  revolutionize 
it,  eliminating  local  dealers  in  the 
process,  was,  to  my  mind,  vitalized 
by  the  statements  of  a  gentleman  at 
the  recent  annual  convention  of  the 
American  Retailers’  Association. 
His  name  is  Churchill,  he  is  a 
nephew  of  Winston  Churchill,  and  a 
native  of  London.  His  remarks 
were  not  made  in  connection  with 
the  parcels  post  agitation,  nor  in¬ 
tended  to  influence  that  in  any  man¬ 
ner.  He  said  that  in  England,  out¬ 
side  of  a  few  chemists  and  baker 
shops,  etc.,  in  the  outlying  residence 
districts  (towns  as  we  know  them 
in  this  country),  there  was  no  local 
trade  whatever,  that  practically 
everything  consumed  was  received 
in  such  districts  by  parcels  post  or 
fast  freight  from  London,  and  the 
other  large  places.  His  talk  dealt 
with  life  and  conditions  generally 
in  the  old  country,  and  his  remarks 
regarding  their  trade  system  com¬ 
pletely  vindicated  the  claim  of 
American  business  interests  that 
parcels  post  will  dismantle  country 
towns,  primary  markets  and  sec¬ 


ondary  distributing  centres  with  a 
consequent  lowering  of  land  values. 
You  know  that  the  first  question  a 
desirable  immigrant  to  Kansas  or 
Oklahoma  asks  regarding  a  farm 
is,  “How  far  is  it  to  a  town,  and 
what  is  the  size  of  that  town?”  If 
there  are  no  towns,  I  suppose  the 
questions  answers  itself. 

We  want  to  be  practical  in  con¬ 
sidering  this  matter,  but  we  do  not 
want  to  lose  sight,  above  all  things, 
of  the  fact  that  the  pioneer  mer¬ 
chant  has,  since  the  time  of  the 
original  Thirteen  Colonies,  been  the 
forerunner  of  American  civilization 
and  enterprise,  and  that  our  general 
industrial  and  commercial  develop¬ 
ment  has  followed  closely  upon  his 
operations.  Shall  we  in  the  enjoy¬ 
ment  of  unexampled  prosperity  and 
progress,  introduce  a  transportation 
scheme  that  will  revolutionize  our 
commerce,  will  take  trade  away 
from  one  set  of  men  and  put  it 
into  the  hands  of  another  set  of 
men,  upon  the  urgent  request  of  the 
latter,  coupled  with  the  plaint  of 
an  individual  here  and  there  against 
the  transportation  charge  on  an 
isolated  order  of  goods? 


Fels  &  Co.  Decapitate  Several 
Small  Jobbers. 


Refuse  to  Sell  Any  More  Goods  to, 
Rumor  Says,  a  Dozen  Local  Jobbers, 
Mostly  Foreign,  Who  Cut  Fels  Naptha 
to  Cost  or  Thereabouts. 

Messrs.  Fels  &  Co.,  manufac¬ 
turers  of  Fels  Naptha  soap,  have 
cut  a  considerable  number  of 
Philadelphia  wholesale  grocers  off 
the  direct  buying  list  during  the 
week.  None  of  the  larger  or  more 
representative  houses  were  in¬ 
cluded,  those  cut  off  being  prac¬ 
tically  all  foreigners. 

The  cause  of  the  wholesale  de¬ 
capitation  was  the  fact  that  the 
concerns  in  question  have  for  a 
long  time  been  cutting  prices,  and 
thus,  the  manufacturers  claim, 
have  demoralized  the  trade.  The 
jobber  pays  $3.60  per  box  for  Fels 
Naptha  and  is  supposed  to  sell  it 
for  $4.  A  number  of  jobbers  of  a 
certain  type  have  used  it  as  a 
lever,  and  have  sold  at  $3.75  or 
even  cost.  To  stop  this  practice 
the  manufacturers  have  now  cut 
these  concerns  off.  It  is  under¬ 
stood  that  the  order  affects  at 
least  a  dozen  houses. 


Tomatoes  from  nearby  points 
are  fairly  plentiful  and  not  very 
high.  The  ordinary  run  of  the 
market  ranges  from  40  to  45  cents 
per  basket,  and  the  best  second 
earlies  are  not  above  75  cents. 
Lots  of  the  receipts  are  coming 
green.  The  Baltimore  canners 
have  paid  20  to  35  cents  during 
the  week,  which  makes  tomatoes 
for  canning  an  expensive  proposi 
tion. 


PORK 


AND 


BEANS 

Ayars  A  Brand 

IN  TOMATO  SAUCE 

No.  1  sanitary  cans,  4  doz., 

single  cases,  per  doz.,  35c 

10-case  lots  or  over, 

per  doz.,322C 

COSTS  YOU  LESS  THAN  3c.  PER  CAN 

The  greatest  Pork  and  Bean  Bargain  ever 
offered  in  the  country 

VERY  FINE  QUALITY  AND  VERY  ATTRACTIVE  LABEL 


HERE  IS  AN  OPPORTUNITY  for  you  to 

make  a  sensational  drive  on  a  very  seasonable 
and  saleable  article  of  great  merit. 

YOU  CAN  SELL  6  cans  for  25  cents,  or  45 
cents  per  dozen,  with  a  good  margin  of  profit. 


The  abeve  prices  good  for  week  July  31st  to  August  5th,  inclusive 


WRITE  FOR  THE  CASH  GROCER,”  CONTAINING  PRICES 
ON  A  FULL  LINE  OF  STAPLE  AND  FANCY  GROCERIES  :: 

BARBER  &  PERKINS 

Wholesale  Cash  Grocers 

29, 31 , 33  N.  Water  Strut  28  N.  Delaware  Avenue 

PHILADELPHIA,  PEHNA. 
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In  another  column  appears  the 
reproduction  of  an  interesting  ap¬ 
peal  made  by  the 
Tht  Wasco  retail  merchants 
Retailers’ Appeal.  Gf  WaSCO,  Cal., 

to  the  general 
public  there,  to  stand  with  the 
local  stores  against  mail-order 
competition.  The  local  mer¬ 
chants  do  not  make  their  appeal 
as  a  matter  of  mercy  or  charity, 
but  as  a  matter  of  right  and  ad¬ 
vantage  to  consumers.  The 
Wasco  dealers’  argument  is  really 
the  dominating  factor  in  the 
whole  mail-order  and  parcels  post 
subject.  Where  is  the  right  of  it? 
Should  the  Government  open 
wide  the  mails  so  that  a  house 
half  way  across  the  continent  can 
steal  the  trade  of  the  local  mer¬ 
chant  ;  should  the  Government 
only  consider  giving  consumers 
all  possible  facilities  for  distant 
cheap  trading,  regardless  of  the 
effect  upon  the  local  merchant? 
Or  on  the  contrary,  can  the  Gov¬ 
ernment  be  expected  to  nurse  the 
local  storekeeper  at  the  expense 
of  the  consumer’s  right  to  the 
maximum  privileges  of  modern 
Government? 

In  the  writer’s  judgment,  the 
letter  which  the  Wasco  mer¬ 
chants  have  issued  to  their  public 
answers  these  queries  fully.  Some 
questions  in  that  letter  show 
clearly  whether  the  mail-order 
house  or  the  home  trader  is  more 
of  a  benefit)  to  the  local  commun¬ 
ity.  “Will  the  mail-order  house 
give  you  credit  if  you  are  in 
trouble?”  “Will  the  mail-order 
house  aid  worthy  local  move¬ 
ments?”  “Will  the  mail-order 
house,  by  paying  local  taxes,  help 
support  public  movements  after 
they  are  made?”  “Will  the  mail¬ 
order  house  take  your  produce 
off  your  hands  at  the  top  market 
price?”  These  are  some  of  the 
pointed  questions  asked,  and  to 
all  of  them  there  is  only  one 
answer.  The  mail-order  house 
has  neither  heart  nor  interest  in  a 
single  community  in  which  it 
sells.  It  does  not  help  support  it, 
its  shoulder  is  never  to  the  wheel, 
it  has  no  community  of  interest 
with  the  town  nor  friendliness  for 
it.  Cold  dollars  and  cents  are  its 
motto,  and  if  you  haven’t  got  the 


money  you  needn’t  come  around. 
The  local  retail  merchants,  on  the 
contrary,  are  the  strong  men  of 
their  community.  They  represent 
its  business  element,  its  capital,  its 
commercial  energy  and  intelli¬ 
gence.  The  whole  system  of 
civilized  government  is  made  up 
of  instances  where  the  rights  of 
one  man  are  curtailed  for  the  good 
of  the  many.  Admitting  that  the 
Government,  in  the  abstract, 
should  aid  consumers  to  buy  in 
the  nation’s  market,  should  that 
right  not  be  withheld  if  its  exer¬ 
cise  will  injure  a  class  of  business 
men  without  which  no  commun¬ 
ity  can  amount  to  a  row  of  pins? 


The  “Grocery  World  and  Gen¬ 
eral  Merchant”  does  not  blame 
the  confectionery 

The  Unfair  Features  an(]  various  Other 
of  the  Pennsylvania  . 

Food  Law.  interests  for  feel¬ 
ing  aggrieved  at 
the  partiality  shown  certain  in¬ 
terests  in  the  Pennsylvania  food 
law  of  1907.  The  act  is  full  of  in¬ 
consistencies,  and  if  the  public  in¬ 
terest  did  not  so  clearly  demand 
the  existence  of  some  such  protec¬ 
tive  statute,  it  would  probably 
have  been  declared  unconstitu¬ 
tional  long  ago. 

For  instance,  take  the  point 
commented  on  by  Judge  Martin, 
of  the  Philadelphia  Quarter  Ses¬ 
sions  Court,  in  granting  a  new 
trial  to  Christian  Pflaum,  Phila¬ 
delphia  candy  maker,  during  the 
week.  Paragraph  5  of  Section  3- 
of  the  law  allows  food,  other  than 
confectionery,  to  be  sold  contain¬ 
ing  a  variety  of  chemicals,  pro¬ 


vided  they  have  not  been  “added,” 
whatever  that  may  mean.  Con¬ 
fectionery,  however,  cannot  be 
legally  sold  if  it  contains  those 
ingredients,  whether  they  are 
“added”  or  not.  More  than  that, 
molasses  and  dried  fruits  may 
lawfully  contain  sulphur  dioxide, 
while  if  anything  else  is  found  to 
contain  it  the  seller  pays  a  fine  or 
goes  to  jail.  In  the  case  of  benzo¬ 
ate,  all  articles  “in  which  it  has 
heretofore  been  generally  used” 
may  use  it,  but  if  anybody  else 
tries  to,  he  violates  the  law. 

One  of  the  most  glaring  in¬ 
justices  is  the  fact  that  only  the 
retail  dealer  is  set  free  if  he  can 
show  a  guarantee.  Why  should 
that  right  not  be  given  as  well  to 
the  jobber,  or  even  to  the  manu¬ 
facturer?  Any  one,  handling  or 
selling  food  or  food  ingredients 
under  the  belief  that  they  are 
pure,  which  belief  rests  on  a  guar¬ 
antee  from  the  seller,  who  alone 
can  know,  should  be  freed  from 
prosecution  upon  the  production 
of  the  guarantee,  for  the  same 
reason  the  retailer  is  freed — be¬ 
cause  the  guarantee  shows  that 
he  has  done  all  he  could  to  obey 
the  law.  Yet  under  the  Pennsyl¬ 
vania  act,  a  jobber  can  show'  a 
dozen  guarantees  from  the  manu¬ 
facturer,  but  they  do  him  no  good  ; 
and  neither  would  it  benefit  a 
manufacturer  of  mincemeat  if  he 
showed  a  guarantee  from  his  cider 
manufacturer  that  his  cider  was 
pure. 

All  these  are  exhibitions  of 
gross  favoritism,  and  there  is- no 
excuse  for  any  of  them.  They 


The  Johnson  Articles  on  Practical 
Store  Management 


The  articles  by  Henry  Johnson,  Jr.,  on  Practical 
Store  Management  will  begin  in  earnest  in  the  next  issue 
of  the  “Grocery  World  and  General  Merchant.”  An 
introductory  article,  outlining  the  scope  of  the  series, 
appeared  in  the  issue  of  July  17th.  The  “Grocery  World 
and  General  Merchant”  desires  to  emphasize  what  was 
said  of  these  articles  in  that  issue — that  as  they  are 
written  by  a  man  who  for  years  has  made  the  retail 
grocery  business  pay,  they  will  be  of  the  utmost  practical 
value.  Subscribers  are  invited  to  submit  their  personal 
problems  for  discussion. 


make  the  law  bad  ethically  if  not 
legally  and  if  there  was  not  such 
a  large  public  interest  at  stake, 
the  Supreme  Court  would  almost 
surely  declare  it  wholly  or  in  part 
unconstitutional. 


The  recent  meeting  of  the  On¬ 
tario,  Canada,  Wholesale  Grocers’. 

Guild  adopted 


This  is  a 
Good  Plao. 


the  following  im¬ 


portant  resolu- 
t  i  o  n  regarding 
the  maintenance  of  limited  prices: 

Whereas,  Our  association  has  been 
advocating  for  some  years  the  ad¬ 
visability  and  necessity  of  having  all 
staple  lines  sold  on  the  contract 
selling  plan,  and  as  we  are  now  in 
a  legal  position  to  take  up  some 
definite  action  and  endeavor,  as  far 
as  possible,  to  have  our  desires  car¬ 
ried  out,  we  recommend  that  this 
meeting  consider  the  advisability  of 
having  a  joint  official  appointed  by 
the  retailers,  wholesalers  and  manu¬ 
facturers,  whose  exclusive  duty  it 
will  be  to  interview  the  trade  to  pro¬ 
mote  the  same,  and  to  investigate  all 
charges  that  are  made  by  any 
member  of  the  trade  of  the  viola¬ 
tion  of  any  contract  so  given. 

In  other  words,  the  plan  seems 
to  be  the  appointment  of  some  re¬ 
liable  man  who  will  represent  the 
cause  of  limited  prices,  and  in  repre¬ 
senting  that  will  necessarily  rep¬ 
resent  both  jobbers  and  retailers, 
who  are  equal  beneficiaries.  The 
plan  would  decidedly  bear  a  trial 
in  this  country.  The  limited 
price  principle  is  in  a  very  ragged 
condition  here.  Manufacturers 
are  struggling  under  the  load  of  a 
Supreme  Court  decision,  which 
makes  the  holding  of  fixed  prices, 
more  than  ever  before,  a  matter 
of  moral  suasion — a  logical  dem-  ' 
onstration,  in  other  words,  that 
limited  prices  afford  the  greatest 
possible  protection  against  both 
the  wholesale  and  retail  cutter. 

There  is  not  a  single  limited 
price  in  this  country  but  is 
broken.  Certain  jobbers  give  re¬ 
bates  in  one  way  and  another,' 
and  seem  not  to  realize  the  nature 
of  their  act  -when  they  subse--* 
quently  testify  to  maintaining  the 
price  in  every  case.  And  when 
they  do  that  there  is  at  present 
nobody  to  prosecute  any  effective 
exposure  or  resistance.  To  be 
sure  there  are  associations  per- , 
fectly  able  to  do  so,  and  willing, 
to,  but  in  the  present  condition  of 
the  trade  jobbers  will  not  inform 
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n  their  fellow-jobbers,  and  retail- 
rs  who  are  the  beneficiaries  of 
orbidden  rebates  naturally  will 
ot  betray  the  hand  that  fed  them, 
f  some  wise,  honest  and  capable 
nan  with  the  confidence  of  both 
iarties  could  be  appointed  to  pro- 
ect  the  limited  price  plan  in  gen- 
ral,  it  is  probable  that  immense 
ood  would  begin  to  flow  from 
he  move  almost  at  once. 


Every  day  or  two  nowadays  the 
lewspapers  report  the  exposure 
of  manufacturing 
or  selling  con- 

TooManyofUf. 

cerns  in  some 
line,  who  have 
nlawfully  combined  to  protect 
heir  profits.  One  day  it  is  the 
Iteel  Trust,  the  next  the  Sugar 
'rust  under  the  late  H.  O.  Have- 
reyer,  and  the  day  after  that  the 
.imber  interests.  These  three 
nd  many  others  are  accused — 
nd  some  have  plead  guilty — of 
onspiring  among  their  several 
nits  to  destroy  competition  and 
hus  eliminate  the  only  factor 
idrich  brings  profits  down. 

Suppose  the  courts  finally  es- 
ablish  the  contention  that  no 
ombination  of  any  character  is 
egal  which  is  formed  for  the  pur- 
iOse  of  preventing  competition 
rom  becoming  excessive  or  de- 
tructive,  what  will  happen? 
Vhat  is  excessive  or  destructive 
ompetition?  We  have  it  in 
nany  lines  to-day.  It  is  the  com- 
letition  which,  without  combina- 
ion,  is  bound  to  ensue  when  there 
re  too  many  sellers  for  the  num- 
ier  of  buyers.  It  is  the  compe- 
ition  which  in  its  vain  struggle 
o  preserve  life  squeezes  profits  to 
he  vanishing  point  and  beyond. 
Remembering  that  combination  is 
he  only  preventative  of  this  con- 
lition  when  there  are  too  many 
ellers,  what  will  happen  when 
:ombination  is  eliminated?  Ob- 
dously,  the  death  of  the  weaker 
ontestants — the  survival  of  the 
ittest,  in  other  words.  Combina- 
ion  which  destroys  competition 
s  bad,  but  is  not  the  heartless 
mrvival  of  the  fittest  worse? 

All  the  evils  against  which  we 
ire  struggling,  the  lawless  corn- 
lines  that  inflate  prices,  the  fraud, 
he  lying,  and  the  corruption  of 
he  concerns  behind  the  combines, 
he  growing  unscrupulousness  of 
nen  and  corporations  where  busi- 
less  is  concerned — every  one  of 
hese  things  is  the  direct  result  of 
dlowing  too  many  men  to  engage 


in  all  lines  of  industry.  There  are 
too  many  retail  grocery  stores, 
therefore  the  average  grocer’s  re¬ 
turn  from  his  business  hardly 
pays  him  laborer’s  wages.  There 
are  too  many  of  this  and  too  many 
of  that,  with  the  result  that  some 
must  die,  or  the  margin  of  profit, 
to  sustain  them  all,  .must  be  ex¬ 
cessive. 

How  can  the  number  of  work¬ 
ers  be  kept  from  becoming  ex¬ 
cessive?  Frankly,  the  writer 
doesn’t  know,  but  we  venture  this 
prediction  that  sooner  or  later, 
probably  sooner,  something  of 
that  kind  will  be  successfully 
done. 


CORRESPONDENCE. 


To  Buy  Eyeglasses  at  Wholesale. 

Millmont,  Pa.,  July  24,  1911. 
To  the  Editor. 

Dear  Sir : — Please  give  me  the 
address  of  manufacturers  of  eye 
glasses  or  lenses  to  suit  people 
who  need  stronger  lens  for  one 
eye  than  the  other,  and  otherwise 
need  special  made-to-order  frames 
and  lenses  to  suit  them.  We  have 
a  stock  of  ready-made  glasses  on 
hand,  but  would  like  to  have  the 
address  of  a  good  reliable  house 
we  can  get  them  to  order  at  a  rea¬ 
sonable  wholesale  price.  We  will 
thank  you  in  advance  for  this  in¬ 
formation.  Respectfully, 

E.  Royer. 

A  good  manufacturing  and 
wholesale  optician  is  D.  V. 
Brown,  736  Sansom  street,  Phila¬ 
delphia. 

*  *  * 

Makers  of  Cardboard  Containers. 

Albany,  N.  Y.,  July  24  ,1911. 
To  the  Editor. 

Dear  Sir: — Kindly  give  us  the 
names  of  manufacturers  near  Al¬ 
bany  who  make  cardboard  ship¬ 
ping  containers. 

Respectfully, 

Est.  F.  Delahant. 

Write  any  or  all  the  following: 
Thompson  &  Norris  Co.,  Brook¬ 
lyn,  N.  Y. ;  Simpson,  Morehead  & 
Co.,  Albany,  N.  Y. ;  Hinde  & 
Dauch  Paper  Co.,  New  York  City  ; 
Levison  &  Lamb  Mfg.  Co.,  New 
York  City;  National  Folding  Box 
and  Paper  Co.,  New  York  City; 
E.  Eckhardt,  Troy,  N.  Y.,  and  J. 
Leggett  &  Son. 


Watermelons  are  coming  in 
from  South  Carolina  and  Georgia, 
and  North  Carolina  will  begin  to 
ship  soon.  The  range  is  15  to  40 
cents  and  the  demand  is  fair, 
though  most  of  the  receipts  are 
too  ripe. 


* 


Maybe  you  saw  the  Grocer’s  Sign  ? 


? 


One  grocer  did  a  flattering  thing  the  other  day. 

put  a  sign  in  his  window  reading : 

- or -  ■  - 


He 


We  have  other  things  as 
good  as  Gurnse  Butter 

’  oc==  ■  = 


This  bears  out  what  we  have  repeatedly  said  :  That 
a  store  is  partly  judged  by  its  butter,  and  a  high  grade, 
absolutely  uniform  butter  like  Gurnse  is  sure  to  be  a 
real  advertisement  for  any  store  that  features  it. 

Gurnse  butter  is  our  own  pet  product.  It  is 
fastidiously  made  in  our  own  dairies  and  is  the  absolute 
limit  of  butter  quality. 

Packed  in  20,  30  and  50-pound  boxes— pounds  and  half-pounds— 34  cents. 

Prices  subject  to  market  changes. 


P.  F.  BROWN  &  CO. 


39-41-43  South  Front  St. 
. Philadelphia,  Pa. 


Saves 

Bags 

Steps 

Time 

Honey 


Patented  Feb.  22,  1910 


If  your  store  isn’t 
making  money  chance 
is  there  are  a  score  of 
little  economies  you 
could  make  which 
combined  would  have 
a  surprising  effect  on 
profits. 

Take  the  Dunnigan 

Paper  Bag  Holder, 

which  holds  900  bags, 

yet  fills  only  a  square  foot  of  counter  space.  You  can  put  any  number 
of  sizes  on  it  up  to  18,  from  a  20-lb.  bag  down  to  a  1-lb.  bag. 

Bags  are  put  on  the  holder  in  the  twinkling  of  an  eye  and  a  clerk 
can  take  one  out  while  he  walks  past  without  even  stopping.  The 
holder  revolves  and  any  bag  wanted  is  instantly  under  the  hand. 
Every  bag  comes  out  whole,  clean  and  smooth. 

This  is  a  little  thing  that  not  only  saves  every  factor  connected 
with  it,  but  helps — helps  the  service  and  the  looks  of  the  place. 

It  is  a  thoroughly  good  looking  fixture.  Price,  $6.00. 

JVta  nufuetured  l->>- 

Dunnigan  Paper  Bag  Holder  Company 

AMSTERDAM,  IN.  Y. 
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Canadian  Reciprocity  Passes— Its  Effect 
on  Tariff  and  Its  Probable 
Effect  on  Prices 

Both  Houses  Pass  Bill  Lowering  American  Tariffs  on  Certain 
Canadian  Food  Products  and  Admitting  Others  Free. 
Effect  Upon  Various  Named  Duties.  Believed  that  Bill 
Will  at  Once  Inspire  Canada  to  Increased  Productiveness, 
Which  Will  Have  Effect  on  Prices  Here. 

Special  Correspondence  of  "Grocery  World  and 
General  Merchant.” 


Washington,  D.  C., 

July  28,  1911. 

The  bill  to  provide  reciprocity 
between  the  United  States  and 
Canada  as  to  tariff  rates  has 
passed  the  Senate  and  was  signed 
by  the  President  some  days  later. 
It  has  not  yet  been  ratified  by 
Canada,  but  will  go  before  Parlia¬ 
ment  there  and  later  be  voted  on 
by  the  entire  country.  It  is  as 
certain  to  be  adopted  as  anything 
can  be. 

As  explained  when  the  bill  was 
first  introduced,  it  places  several 
Canadian  food  products  on  the 
free  list,  and  will  thus  allow  them 
to  enter  this  country  at  much  re¬ 
duced  cost.  On  other  Canadian 
products  it  reduces  the  tariff,  and 
will  have  the  same  effect,  though 
in  reduced  degree. 

Upon  the  following  food  and 
kindred  products  the  bill  reduces 
the  duties,  as  stated : — 

Fresh  meats.  Present  United 
States  tariff  ij4  cents  per  pound. 
New  rate  1*4  cents. 

Bacon  and  hams.  Present 
United  States  tariff  4  cents  per 
pound.  New  rate  ij4  cents. 

Meats  of  all  kind,  dried, 
smoked,  etc.  Present  rate  25  per 
cent.  New  rate  134  cents  per 
pound. 

Canned  meats  and  canned  poul¬ 
try.  Present  rate  25  per  cent. 
New  rate  20  per  cent. 

Extract  of  meat.  Present  rate 
35  cents  per  pound.  New  rate  20 
per  cent. 

Lard.  Present  rate  ij4  cents 
per  pound.  New  rate  ij4  cents 
per  pound. 

Lard  compounds  and  cottolene. 
Present  rate  25  per  cent.  New 
rate  ij4  cent  per  pound. 

Tallow.  Present  rate  y2  cent 
per  pound.  New  rate  4-10  cent. 

Canned  vegetables.  Present 
rate  40  per  cent.  New  rate  ij4 
cents  per  pound. 


Wheat  flour.  Present  rate  25 
per  cent.  New  rate  50  cents  per 
barrel. 

Rye  flour.  Present  rate  J4  cent 
per  pound.  New  rate  50  cents 
per  barrel. 

Oatmeal  and  rolled  oats.  Pres¬ 
ent  rate  1  cent  per  pound.  New 
rate  y2  cent. 

Cornmeal.  Present  rate  40 
cents  per  100  pounds.  New  rate 
12 y2  cents. 

Buckwheat  flour.  Present  rate 
25  per  cent.  New  rate  34  cent 
per  pound. 

Split  peas.  Present  rate  45 
cents  per  bushel.  New  rate  7J4 
cents  per  bushel. 

Prepared  cereal  foods.  Present 
rate  20  per  cent.  New  rate  1734 
per  cent. 

Macaroni  and  vermicelli.  Pres¬ 
ent  rate  Ij4  cents  per  pound. 
New  rate  1  cent  per  pound. 

Sweetened  biscuits  and  wafers. 
Present  rate  3  cents  per  pound, 
plus  15  per  cent.,  or  50  per  cent. 
New  rate  25  or  32^2  per  cent. 

Candied  fruits.  Present  rate  1 
cent  per  pound,  plus  35  per  cent. 
New  rate  32 J4  per  cent. 

Sugar,  candy  and  confectionery. 
Present  rate  4  cents  per  pound, 
plus  15  per  cent.,  or  50  per  cent. 
New  rate  3234  per  cent. 

Maple  sugar  and  syrup.  Pres¬ 
ent  rate  4  cents  per  pound.  New 
rate  1  cent  per  pound. 

Pickles,  sauces,  etc.  Present 
rate  40  per  cent.  New  rate  3234 
per  cent. 

Non-alcoholic  fruit  juices. 
Present  rate  70  cents  per  gallon. 
New  rate  1734  per  cent. 

Bottled  mineral  waters.  Pres¬ 
ent  rate  30  cents  per  dozen  quarts. 
New  rates  1734  per  cent. 

The  rates  given  above  as  “new 
rates”  will  also  be  the  rate  which 
Canada  will  henceforth  charge  on 
the  same  product  when  made  here 
and  shipped  into  Canada.  The 
old  Canada  rate  on  the  products 
named  has  of  course  differed  from 
the  old  rate  here. 


Under  the  reciprocity  measure, 
the  following  products  will  be  ad¬ 
mitted  to  this  country  from  Can¬ 
ada  free  of  all  duty.  Heretofore 
they  have  all  paid  some  duty, 
which  has  of  course  been  added  to 
the  selling  price  in  this  country: 

Cattle,  horses,  hogs,  sheep,  all 
other  live  animals,  poultry,  wheat, 
rye,  oats,  barley,  buckwheat,  edi¬ 
ble  dried  peas,  edible  dried  beans, 
maize,  hay,  straw,  cow  peas,  po¬ 
tatoes,  sweet  potatoes  and  yams, 
cabbages,  onions,  tomatoes,  fresh  ; 
all  other  fresh  vegetables,  mineral 
waters,  natural,  not  bottled;  ap¬ 
ples,  fresh;  cherries,  fresh;  peach¬ 
es,  fresh ;  edible  berries,  fresh ; 
grapes,  cranberries,  plums,  fresh ; 
currants,  fresh ;  all  fresh  fruits, 
melons,  dried  apples,  other  dried 
fruits,  butter,  cheese,  fresh  milk, 
fresh  cream,  eggs,  honey,  cotton¬ 
seed  oil,  cod,  halibut,  fresh,  not 
in  barrels ;  herrings,  fresh,  not  in 
barrels;  herrings,  pickled  or 
salted  ;  mackerel,  fresh  or  pickled  ; 
sea  fish,  other,  except  preserved; 
sea  fish,  other,  preserved;  salmon, 
fish,  other  articles  the  produce  of 
fisheries,’ oysters,  lobsters,  fish  oil, 
salt,  wrapping  paper. 

Canada  will  also  admit  the 
above  products  free  when  raised 
here  and  shipped  there. 

There  is  still  a  great  variety  of 
opinion  here  as  to  what  effect  the 
new  system  will  have  upon  the 
cost  of  living  in  the  United 
States ;  whether,  in  other  words, 
the  prices  of  such  products  as  will 
now  be  admitted  to  this  country 
free  of  duty,  or  with  a  lowered 
duty,  will  be  reduced.  The  Presi¬ 
dent  is  on  record  with  the  state¬ 
ment  that  the  effect  upon  prices 
will  probably  be  nil,  the  chief 
effect  being  a  widening  of  the 
American  market.  The  consen¬ 
sus  of  the  most  intelligent  opin¬ 
ion  seems  to  be  that  the  Canadi¬ 
ans,  who  are  intensely  energetic, 
will  be  inspired  by  the  removal  of 
the  American  duty  on  their  food 
products,  to  largely  increase  their 
production,  and  that  when  that 
time  comes  the  effect  of  the  in¬ 
creased  supply  upon  prices  here  is 
reasonably  sure  to  be  marked. 

Holt, 


California  Honey  Crop  Short. 

With  fewer  bees  because  of  the 
hard  winter  and  a  shorter  time  for 
them  to  work,  due  to  a  late  sea¬ 
son,  the  total  honey  crop  this  sea¬ 
son,  it  is  predicted,  will  be  little 
more  than  half  the  production  of  a 


normal  year.  Honey  brokers  say 
the  buyers  there  sent  out  re¬ 
ports  that  the  prospective  yield  in 
the  seven  southern  California 
counties  will  be  about  125  car¬ 
loads,  with  about  100  cars  from 
the  coast  counties  and  the  Sacra¬ 
mento  valley,  a  total  of  225  car¬ 
loads  from  the  State.  The  yield 
in  a  normal  year  is  between  350 
and  400  carloads.  Last  year’s 
crop  was  little  larger  than  that 
predicted  for  this  year.  The  sea¬ 
son,  which  lasts  for  about  100 
days  ordinarily,  started  about  ten 
days  late,  and  will  be  that  much 
shorter.  White  honey  started  the 
season  and  is  holding  firm  at 
around  734  cents  a  pound,  carload 
lots  to  Eastern  buyers,  which 
level  was  not  reached  until  late  in 
the  season  last  year.  This  sea¬ 
son’s  present  price  is  from  1  to 
134  cents  above  normal  for  the 
whole  crop. 


AMERICAN  SUGAR  REFIN¬ 
ING  CO.  OWNED  UNION 
PACIFIC  RETAIL  TEA 
STORES 

(Continued  from  page  6.) 

John  E.  Searles,  the  secretary  and 
general  counsel  for  the  Trust. 
Some  of  these  letters  were  as  fol¬ 
lows  : — 

My  Dear  Mr.  C.  A.  S.  (Claus  A. 

Spreckels). 

Please  do  nothing  foolish  about 
selling  refined.  I  am  a  little  ap¬ 
prehensive  on  the  subject,  perhaps 
unwarrantably.  I  think  you  could 
safely  keep  a  week  or  so  ahead  to 
protect  yourself,  but  raw  might  turn 
against  you,  or  refined  advance.  We 
are  4  1-16,  asking  4]/%  and  oversold. 
Do  get  all  you  can  for  your  prod¬ 
uct.  Has  any  thing  irritated  you? 

Yours  sincerely, 

H.  O.  H. 

My  Dear  Sir: — I  called  you  up  at 
4.10  this  afternoon  respecting  re¬ 
fined,  but  you  had  gone.  We  went 
up  to-day  on  our  fine  granulated  . 
to  4l/i  cents,  both  here  and  in  Chi-  * 
cago,  which  I  trust  helped  you  out 
in  disposing  of  some  of  yours,  and 
to-morrow  morning  we  shall  open 
the  market  at  4^4  for  both  standard 
and  refined.  The  Philadelphia 
houses  will  also  advance  their 
prices,  it  being  understood  that  you 
will  do  the  same.  As  I  may  be  de¬ 
tained  in  the  morning,  I  have  been 
obliged  to  arrange  our  prices  to-  ^ 
night,  and  assuming  that  you  will 
co-operate,  have  ordered  the  market 
as  above.  Please  comply. 

I  go  to  Lenox  to-morrow  after¬ 
noon.  leaving  my  office  at  2.30.  If 
you  can  come  over  so  as  to  meet 
me  before  that  hour,  I  shall  be 
glad  to  confer  with  you;  otherwise 
please  call  me  up  on  the  phone  at 
10.30  in  the  morning,  and  oblige  J 
Yours  very  truly, 

John  E.  Searles,  Jr. 

Dear  Sir: — I  am  in  receipt  of  ; 
statements  of  melting  for  last  week, 
by  which  I  see  that  you  maintained  . 
your  meltings  at  an  average  of  . 
1,762,539  pounds  during  the  week. 

I  suggested  on  Tuesday  lastareduc- 
tion  in  your  meltings  to  correspond 
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IS 


RITTER  S  APPLE  BUTTER 

C&n  be  sold  profitably  a».t  10c  per  pound 
Gives  satisfaction  to  the  consumer 


OAKDALE 

PRETZELS 


Have  won  and  deserve  the  reputation  of 

“HIGHEST”  GRADE 
“CLEANEST”  MADE 

Baked  in  TEN  Varieties 

Packed  in  packages  to  retail  at 
5  cents,  10  cents  and  15  cents. 
Packed  in  boxes  and  barrels  to 
retail  by  the  pound. 

More  pretzels  are  being  sold 
every  year  because  doctors  are  rec¬ 
ommending  them  as  appetizing, 
wholesome,  nourishing,  accept¬ 
able  to  a  weak  stomach  and  better 
for  the  children  than  candy  or 
cake — and  because  “Oakdale” 
Pretzels  are  so  good  everybody 
likes  them. 

Write  for  samples  and  prices,  or 
better— let  us  send  you  a  trial  box, 
returnable  at  our  expense  if  it  does 
not  sell.  Write  to-day. 


Over  200  Rebuilt 
Cars  Here 

Every  One  Has  Been  Put  in  Perfect  Order 


Flies  Fear 
Electric 
Fans 


Here’s  a  splendid  chance  to  get  the  make  you’ve  set  your 
heart  on.  Because  it  has  been  used,  you’ll  get  it  at  a  big  dis¬ 
count.  Have  it  torn  down  for  your  inspection,  and 

PAY  MONTHLY  WHILE  YOU'RE  USING  IT 

Our  five-months’  guarantee  and  your  delayed  payments  are 
all  the  protection  you  could  wish.  Come  in  and  look  over  our 
stock — no  obligation  to  buy. 

A— •  Your  car  put  in  order  without  cost  to 
L/ar  UWEclS  •  you.  Cash  for  you  when  it  is  sold — no 
—  .  ■■  matter  if  the  customer  buys  on  time. 

f  jy?  t 

Cars  Altered  Into  Delivery  Wagons 

We  use  your  old  body  or  build  you  a  new  one 
from  $25  to  $50. 


The  Philadelphia  Record  of 
July  25th  says  : — 

“Practically  the  only  thing  a  fly 
is  afraid  of  is  an  Electric  Fan.  An 
Electric  Fan  will  keep  flies  off  from 
windows,  showcases,  candy  and 
food  stuff  exposed  for  sale,  or  frohi 
vegetables,  if  allowed  to  play 
over  the  place  or  wares  to  be  pro¬ 
tected.  More  than  one  merchant 
has  found  the  Electric  Fan  invalu¬ 
able  to  keep  flies  out  of  the  store. 
By  placing  a  fan  near  the  main 
entrance,  so  that  the  air  current 
flows  toward  the  doprway,  very 
few  flies  will  enter.  Flies  take 
little  comfort  in  a  room  where  an 
Electric  Fan  is  in  operation. 

“Aside  from  keeping  the  rooms 
cool  and  sweet,  the  Electric  Fan 
is  very  valuable  to  drive  away 
flies.  This  deadliest  of  all  house¬ 
hold  pests  likes  stagnant  air,  hot 
and  stuffy  rooms  and  is  not  found 
at  all  where  the  air  is  pure,  clean 
and  vigorously  stirring.” 


Oakdale  Baking  Co. 


Tenth  and  Susquehanna  Ave. 


Penn  Square  Automobile  Co. 

J.  F.  BROWN,  Proprietor 

1420-22*24-26-28  South  Penn  Square,  100  Yards  South  of  Broad  St.  Station 


The  Philadelphia 
Electric  Company 

TXNTH  AND  CHESTNUT  ITS. 


Whenever  liquidation 

causes  the  sale  of  grocery  stocks  it  is  interesting  to 
note  the  absence  of  any  Fels-Naptha  soap. 

A  clear  indication  of  the  steady  demand  and 
the  continuous,  even  sale :  due  to  the  quality  of 
Fels=Naptha  soap. 


u  L 
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with  that  which  had  been  made  by 
the  other  Philadelphia  houses,  and 
which  we  are  also  making  in  New 
York.  I  understood  you  to  concur 
in  the  arrangement  to  reduce  melt¬ 
ings  to  1,600,000  pounds,  i.  e.,  20 
per  cent,  reduction.  In  view  of 
your  heavy  accumulation  of  relined, 

I  suggest  that  you  make  such  a  re¬ 
duction  at  once. 

In  fact,  I  think  if  you  reduce 
to  1,500,000  pounds  you  will  still 
make  all  that  it  is  possible  to  sell 
and  find  it  very  difficult  to  reduce 
your  accumulation.  The  time  has 
come  when  we  must  either  make  a 
substantial  reduction  in  melting  or 
break  the  market,  and  I  think  the 
former  will  pay  the  better. 

Yours  truly, 

John  E.  Searles,  Jr. 

Dear  Sir: — Notwithstanding  your 
positive  assurance  to  the  contrary,  I 
learn  that  your  firm  did  sell  gran¬ 
ulated  yesterday  in  Richmond  at 
4J4  delivered.  This  fact  having 
been  proved  to  the  satisfaction  of 
Messrs.  Harrison,  Frazier  &  Co., 
they  and  Knight  followed  suit,  and 
I  learn  this  evening  that  you  are 
offering  sugars  at  4%  in  Philadel¬ 
phia.  The  A.  S.  R.  Co.  will  follow 
the  market,  and  the  probability  is 
that  we  shall  soon  see  4  cents  for 
granulated  as  the  result. 

This  may  be  good  business  man¬ 
agement,  but  I  do  not  believe  it.  I 
think  you  are  simply  throwing  away 
money. 

Yours  truly, 

John  E.  Searles,  Jr. 

After  Mr.  Spreckels  had  fin¬ 
ished  Henry  C.  Mott,  purchasing 
agent  for  the  American  Sugar  Re¬ 
fining  Co.,  denied  that  the  com¬ 
pany  ever  fixed  the  purchasing 
.price  of  sugar,  or  manipulated 
the  Louisiana  raw  sugar  market 
or  did  any  of  the  things  that  Mr. 
Spreckels  had  charged.  From 
Mr.  Mott  was  brought  out  the 
fact  that  the  American  Sugar  Re¬ 
fining  Co.,  besides  entering  the 
coffee,  cooperage  and  lighterage 
business,  had  purchased  control 
of  the  Union  Pacific  Tea  Co., 
which  had  a  string  of  retail  stores 
throughout  the  country.  Mr. 
Mott  could  not  say  why  the  com¬ 
pany  had  done  this. 

Holt. 


These  Goods  Have  Been 
Condemned. 


United  States  Government  Successfully 
Prosecutes  More  Food  and  Drink 
Products  Under  Federal  Food  Law. 
Cases  Certified  to  this  Journal  by  the 
Department  of  Agriculture. 

The  “Grocery  World  and  Gen¬ 
eral  Merchant”  has  received  de¬ 
tailed  reports  of  the  following 
cases  brought  by  the  Department 
of  Agriculture  for  adulteration 
and  misbranding  under  the  Fed¬ 
eral  food  law : — 

Judgment  No.  817 — Adulteration 
of  Olives. 

On  or  about  September  16,  1910, 
there  were  shipped  from  New  York 
into  Pennsylvania  two  consignments 


of  olives  of,  respectively,  15  and 
4  barrels.  The  shipment  of  15  bar¬ 
rels  was  made  by  Psaki  Bros.,  New 
York,  N.  Y.,  and  said  barrels  were 
labeled:  “I.  H.  M-  21,316  Cacciola 
Bros.,  913  Christian  St.,  Phila.,  Pa.,” 
and  the  4  barrels  were  shipped  by 
Vincenzo  Arezzo  &  Co.,  of  said  city, 
and  each  of  said  barrels  was  la¬ 
beled:  ‘‘New  York — Cacciola  Bros., 
913  Christian  St.,  Phila.,  Pa.,  B.  & 
W.”  Samples  were  examined  and 
the  product  was  found  to  contain  a 
considerable  number  of  worm-eaten 
and  decayed  olives,  and  therefore 
to  be  adulterated. 

The  Court  seized  and  destroyed 
the  goods. 

Judgment  No.  819 — Misbranding  of 
Olive  Oil. 

On  or  about  October  9,  1909,  A. 
Fiore,  doing  business  as  A.  Fiore 
&  Co.,  New  York,  N.  Y.,  shipped 
from  New  York  into  New  Jersey  a 
quantity  of  a  food  product  labeled: 
“Olio  d’Oliva  Puro  Marca  Colombo, 
Pure  Olive  Oil.”  Samples  were 
analyzed  and  the  product  was  found 
to  contain  more  than  75  per  cent, 
cottonseed  oil. 

The  defendant  plead  guilty  and 
the  court  suspended  sentence. 

Judgment  No.  821 — Adulteration 
of  Tomato  Catsup. 

On  or  about  December  io)  19m, 
R.  C.  Chance’s  Sons,  Mount  Holly, 
N.  J.,  shipped  from  New  Jersey 
into  Massachusetts  two  consign¬ 
ments  of  tomato  catsup  of,  respec¬ 
tively,  350  and  175  cases.  The  350 
cases  were  labeled :  “Mayflower 
Brand  Tomato  Catsup” ;  100  of  the 
remaining  cases  were  labeled : 
“Home  Brand  Tomato  Catsup”;  and 
the  remaining  75  cases  were  labeled  : 
“Sogood  brand  Tomato  Catsup,”  all 
of  these  products  having  been  man¬ 
ufactured  by  R.  C.  Chance’s  Sons, 
Mount  Holly,  N.  J.  Samples  were 
examined,  and  in  due  course  libels 
were  filed  in  the  District  Court  of 
the  United  States  against  the  said 
350  cases  and  175  cases  of  tomato 
catsup,  respectively,  alleging  the 
products  so  shipped  to  be  adul¬ 
terated  within  the  meaning  of  the 
act,  in  that  they  consisted  in  part 
of  filthy,  decomposed  and  putrid 
animal  and  vegetable  substances, 
and  praying  seizure,  condemnation 
and  forfeiture  of  the  products.  The 
Chance  concern  made  no  claim  for 
the  goods  and  they  were  destroyed. 

Judgment  No.  823— Adulteration 
and  Misbranding  of  Lemon 
Extract. 

On  or  about  March  21,  1909, 
Jacob  Frank,  Charles  Frank  and 
Emil  Frank,  trading  under  the  firm 
name  and  style  of  Frank  Tea  and 
Spice  Co.,  shipped  from  Ohio  into 
Kentucky  a  quantity  of  so-called 
lemon  extract  labeled :  “P.  &  S. 
Brand  Extract  Terpeneless  Lemon 
— Artificially  colored.  The  Frank 
Tea  and  Spice  Co.,  Cincinnati, 
Ohio.”  An  analysis  of  a  sample 
showed  that  a  dilute  solution  of 
alcohol  and  water  was  substituted 
in  part  for  the  terpeneless  lemon 
extract. 

The  Franks  plead  guilty  and  were 
fined  $200. 

Judgment  No.  832— Misbranding  of 
Olive  Oil 

On  or  about  November  25, 
1909,  the  Italian  Importing  Co., 
New  York  City,  shipped  from 
New  York  into  Oregon  a  quan¬ 
tity  of  a  food  product  labeled : 
“Olio  sopraffino  Savoia  Brand  Salad 
Oil” ;  very  small  type  at  bottom  of 
label,  “a  compound  winter  pressed 
cotton  salad  oil,  flavored  with  pure 
Italian  Olive  oil,  packed  in  U.  S., 
complying  with  Pure  Food  Law.” 
Samples  were  analyzed  and  the 
product  was  found  to  consist  largely 
of  cottonseed  oil. 


The  defendants  were  prosecuted, 
tried,  found  guilty  and  sentenced  to 
$50  fine. 

The  same  concern  was  also  fined 
the  same  amount  for  selling  adul¬ 
terated  pepper. 

Judgment  No.  836 — Adulteration 
of  Ladled  Butter. 

On  or  about  July  7,  1909,  Frank 
Crawford,  New  York,  N.  Y., 
shipped  from  New  York  into  Mas¬ 
sachusetts  a  quantity  of  a  food 
product  labeled  “Ladled  Butter.” 
Examination  of  samples  showed  it 
to  contain  an  excessive  amount  of 
water. 

Crawford  plead  guilty  when  pros¬ 
ecuted  and  was  fined  $100. 

Judgment  No.  841 — Adulteration 

and  Misbranding  of  Coffee. 

On  or  about  May  6,  1910,  the 
Thomson  &  Taylor  Spice  Co.,  Chi¬ 
cago,  Ill.,  shipped  from  Illinois  into 
Colorado  a  consignment  of  coffee 
labeled :  “One  Pound  Siems  Genuine 
Java  and  Mocha  40c.  Roasted  Cof¬ 
fee.  Roasted  and  Packed  for  H.  J. 
Siems  &  Sons,  corner  Clayto*  and 
E.  3d  Avenue,  Denver,  Colorado.” 
Samples  were  examined  and  the 
product  was  found  to  be  a  blend  of 
about  one-half  Dutch  East  Iftdian, 
probably  Padang,  and  one-half 
Bogota,  and  to  contain  no  Mocha 
coffee. 

The  Thomson  &  Taylor  Co.  plead 
guilty  when  arrested  and  was  fined 
$200. 

Judgment  No.  844 — Adulteration 
and  Misbranding  of 
Vinegar. 

On  or  about  April  13,  1910,  S.  W. 
Jennings  and  Carl  C.  Jennings,  do¬ 
ing  business  under  the  name  of 
Union  Vinegar  Co.,  Cincinnati, 
Ohio,  shipped  from  Ohio  to  Ken¬ 
tucky  a  quantity  of  alleged  vinegar 
labeled :  “Empire  Brand — Fermented 
— Apple  Juice — Purity  Guaranteed 
— Cider  Vinegar.  Made  Oct.  9.  50. 
Union  Vinegar  Co.,  Cincinnati,  O. 
— The  vinegar  contained  in  this  bar¬ 
rel  is  pure  cider  vinegar  made  from 
Apple  Juice.  We  guarantee  it  to 
conform  to  the  Pure  Food  Laws  of 
all  States  regulating  the  sale  of  vin¬ 
egar.  Union  Vinegar  Co.,  Cincin¬ 
nati,  O.”  Samples  were  analyzed 
and  the  product  was  found  to  con¬ 
sist  in  whole  or  in  part  of  a  dilute 
solution  of  acetic  acid  and  a  foreign 
material  high  in  reducing  sugars 
prepared  in  imitation  of  cider  vin¬ 
egar  and  deficient  in  acid  strength. 

The  defendants  plead  guilty  when 
prosecuted  and  were  fined  $10. 


Martindale  Goes  to  Taft  for 
Dr.  Wiley. 


Widely  Known  Philadelphia  Grocer 
Makes  Some  Straight  Talk  to  Presi¬ 
dent  Against  Chief  Chemist’s  Sum¬ 
mary  Dismissal.  Taft  Says  He’ll  Do 
Nothing  Except  After  Careful  Con¬ 
sideration. 


Wiley’s  position.  During  the 
)ast  week  he  has  also  written  the 
-’resident  the  following  letter: — 

Philadelphia,  July  21,  1911. 
Honorable  Wm.  H.  Taft, 

President  of  the  United  States, 

Washington,  D.  C. 

Dear  Mr.  President: — Long  be¬ 
fore  the  Pure  Food  Law  was 
passed,  a  large  number  of  earnest, 
self-sacrificing  business  men  met  in 
Washington  during  various  sessions 
of  Congress  to  advocate  and  work 
for  the  passage  of  a  National  Pure 
Food  and  Drug  Act. 

Under  the  title  of  the  National 
Pure  Food  Congress  delegates  con¬ 
vened  from  many  States  in  the 
Union ;  thirteen  of  these  States  at 
that  time  having  a  Pure  Food  De¬ 
partment. 

I  had  the  honor  of  representing 
the  State  of  Pennsylvania  at  the 
meetings  of  this  congress,  and  was 
elected  a  vice-preident  of  that  body 
and  president  of  the  Pennsylvania 
delegation. 

During  our  close  consideration  of 
the  many  complex  phases  of  a  Na¬ 
tional  Pure  Food  Law,  we  were  so 
materially  helped  by  Dr.  Harvey 
Wiley  that  I  very  much  question  if 
the  present  act  could  even  have  been 
passed  in  our  time  and  generation 
without  his  aid.  I,  therefore,  have 
had  an  opportunity  of  studying  him 
at  a  close  range,  under  all  sorts  of 
perplexing  problems  and  unique 
conditions  that  would  completely 
stagger  any  man  who  had  not  had 
his  scientific  training  and  without 
his  wonderful  personality.  Mr. 
President,  it  takes  a  man  with  rare 
courage,  with  inflexible  honesty, 
with  an  extraordinary  level  head, 
combined  with  ripe  experience,  and 
infinite  patience  to  successfully  and 
fairly  administer  the  office  of  Chief 
Chemist  in  the  Pure  Food  Depart¬ 
ment  of  this  country. 

Please  take  it  from  me  that  Dr. 
Wiley  has  all  of  these  qualifications 
in  a  most  generous  measure.  Par¬ 
don  me  for  saying  this,  but  I  feel 
positive  that  you  will  commit  a 
grave  and  irremediable  error  if  you 
permit  this  well-tried  man  to  be  sac¬ 
rificed  to  satisfy  certain  special  in¬ 
terests,  who  would  rejoice  beyond 
measure  at  his  removal. 

I  really  look  upon  him  as  the  pro¬ 
tector  of  the  vital  interests  of  the 
common  people.  If  he  should  be 
forced  out  of  office,  every  house¬ 
keeper  and  every  citizen  who  has  to 
work  for  a  living  would  lose  a 
forceful  and  courageous  defender. 
Indeed,  it  would  be  nothing  less 
than  a  National  calamity  to  permit 
this  proposed  dismissal  to  become 
effective. 

Mr.  President,  I  do  not  and  can¬ 
not  believe  that  you  will  allow  your¬ 
self  to  become  responsible  for  such 
an  action,  and  I  earnestly  trust  that 
you  will,  on  the  contrary,  support 
Dr.  Harvey  Wiley,  rather  than 
crush  him  unjustly. 

Yours  truly, 

Thomas  Martindale. 


Thomas  Martindale,  the  well- 
known  Philadelphia  grocer,  is  one 
of  the  most  doughty  supporters 
which  Dr.  H.  W.  Wiley,  the  chie  : 
Government  chemist,  has.  against 
the  present  effort  to  dismiss  him 
from  the  Government  service. 
Several  days  ago  Mr.  Martindale 
appeared  before  a  Philadelphia 
meeting  of  pharmaceutical  asso¬ 
ciations  and  delivered  a  scathing 
arraignment  of  the  interests 
which  are  reported  to  be  after  Dr. 


The  President  answered 
through  his  secretary  as  follows: 

The  White  House, 
Washington.  D.  C. 

July  22,  1911. 

My  Dear  Sir : — The  President  di¬ 
rects  me  to  say,  in  reply  to  your 
letter  of  the  21st  instant,  that  he 
will  take  no  action  in  respect  to  Dr. 
Wiley  until  after  a  careful  consid¬ 
eration  of  the  whole  case. 

Sincerely  yours, 

(Signed)  Charles  D.  Hilles, 
Secretary  to  the  President. 

Mr.  Thomas  Martindale, 

Philadelphia,  Pa. 
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Henry  Ruetschlin,  of  the  whole¬ 
sale  grocery  firm  of  Rauch, 
Ruetschlin  &  Co.,  president  of  the 
rextile  National  Bank  and  in¬ 
terested  in  several  other  enter¬ 
prises,  died  at  his  home,  1211  Le¬ 
high  avenue,  last  Monday  after  a 
long  illness.  He  was  51  years  old 
and  is  survived  by  his  widow  and 
one  daughter.  He  had  been  iden¬ 
tified  with  the  Textile  Bank  since 
he  helped  to  organize  it  in  1904. 
Aside  from  his  other  interests  Mr. 
Ruetschlin  was  president  of  the 
American  Drying  Machinery  Co., 
president  of  the  West  Susque 
hanna  Building  and  Loan  Associ¬ 
ation,  and  Director  of  the  Ken¬ 
sington  Trust  Company.  He  was 
also  a  trustee  of  Cookman  M.  E. 
Church. 

The  “Cooked  Rolled  Oats  Co. 
was  granted  a  charter  by  the  State 
of  Delaware  during  the  week 
with  a  capital  of  $200,000. 

The  Philadelphia  Retail  Gro 
cers’  Association  will  hold  its  an¬ 
nual  picnic  at  Chestnut  Hill  Park 
next  Wednesday,  August  2d,  on 
which  day  the  local  grocery  stores 
take  the  usual  holiday.  If  the 
plans  under  way  by  the  commit 
tee  carry  out,  it  will  be  a  great 
day.  Sports  of  various  kinds  in 
the  afternoon,  dancing  and  fire 
works  in  the  evening. 

The  scarcity  of  lentils  abroac 
has  forced  the  market  up  almost 
1  cent  per  pound.  Some  New 
York  concerns  who  bought  aheac 
have  made  a  large  profit. 

Almost  every  grocery  store  m 
Germantown  was  closed  all  day 
last  Wednesday  on  account  of  the 
excursion  of  the  Germantown 
Business  Men’s  Association  to 
Atlantic  City. 

The  recent  conviction  of  Chris 
tian  Pflaum,  a  local  candy  manu 
facturer,  for  selling  marshmallows 
containing  sulphur  dioxide,  was 
reported  in  this  journal  at  the 
time.  He  at  once  applied  for 
new  trial,  and  last  Tuesday  the 
local  court  granted  him  one.  The 
case  was  defended  by  the  Na 
tional  Candy  Manufacturers’  As 
sociation,  who  attacked  the  con 


stitutionality  of  the  Pennsylvania 
food  law  of  1909.  The  court  in 
its  opinion  makes  several  remarks 
which  indicate  a  belief  that  the 
ood  act  is  not  sound,  but  never¬ 
theless  the  decision  to  grant  a  new 
trial  was  not  based  on  that 
ground.  The  court  decided  that 
new  trial  must  be  had  because 
there  was  not  sufficient  evidence 
the  first  one  that  Pflaum  had 


at 


containing 


sold  marshmallows 
‘added”  sulphur  dioxide,  as  the 
aw  requires. 

Practically  all  brands  of  con¬ 
densed  milk  advanced  about  10 
per  cent,  during  the  week,  due  to 
the  scarcity  of  fresh  milk.  The 
hot  spell  in  the  West  caused  a 


drought,  and  the  milk  supply 
sharply  fell  ofif.  The  market  may 
go  higher  from  the  same  cause. 
At  present  it  is  not  materially 
different  from  last  year. 

Work  will  be  begun  in  a  few 
days  for  the  erection  of  a  $40,000 
sausage  plant  at  425  to  429  Fair- 
mount  avenue  for  M.  Zimmerman 
Co.,  of  New  York.  The  plans 
provide  for  a  two-story  and  base¬ 
ment  building  of  brick,  with  a 
frontage  of  39  feet  9  inches  and  a 
depth  of  150  feet  4  inches  to  Olive 
street.  M.  Zimmerman  Co.  own 
and  occupy  the  property  at  717 
North  Second  street,  which  will 
be  vacated  upon  the  completion  of 
the  new  building. 


Western  Cereal  Co.  Wants  to  Use 
Premiums  in  Spite  of  Law. 

The  Minneapolis  Cereal  Co.  has 
started  an  action  in  the  district 
court  at  Lincoln,  Neb.,  for  an  in¬ 
junction  against  Governor  Aid- 
rich  and  W.  R.  Jackson,  Deputy 
State  Food  Commissioner,  to  pre¬ 
vent  the  officials  from  enforcing 
that  section  of  the  pure  food  law 
which  prohibits  the  giving  of  pre¬ 
miums  with  food  products.  The 
company  manufactures  a  break¬ 
fast  food  and  with  each  package 
throws  in  a  spoon.  It  alleges  that 
an  effort  on  the  part  of  the  State 
officials  to  enforce  the  act  would 
result  in  serious  injury  to  its  busi¬ 
ness. 


Important  to  Grocers  and  Dealers 

A  PERPETUAL  INJUNCTION 

has  been  issued  by  the  U.  S.  Circuit  Court, 

Northern  District  of  Ohio,  Western  Division 

RESTRAINING 

THE  BOUR  COMPANY  OF  TOLEDO,  OHIO 

and 

B.  C.  HOLWICK  OF  CANTON,  OHIO 

from  MAKING  OR  SELLING  coffee  mills  with  cutting  plates 
like  or  similar  to  those  used  in 

“ Royal”  Electric  Coffee  Mills 

patents  on  which  were  granted  to  the  A.  J.  Deer  Co.  M’ch  29, 1910 

Infringers  Take  Notice! 

The  infringement  suit  just  closed  against  the  Bour  Company 
and  B.  C.  Holwick  sustains  in  every  particular  the  A.  J.  DEER 
COMPANY’S  bill  of  complaint  as  to  the  infringement  of  the 
“ROYAL”  ELECTRIC  COFFEE  MILL  patents.  Dealers 
should  be  very  careful  in  buying  electric  coffee  mills  in  the  future 
to  make  sure  they  are  not  buying  infringing  machines.  It  is  our 
intention  to  vigorously  prosecute  all  infringers  of  the  patents  on 
our  line  of  coffee  mills  and  food  choppers. 

We  manufacture  the  largest  and  most  complete  line  of  electric 
coffee  mills  in  the  world.  Prices  range  from  $75.00  up.  If  in¬ 
terested  we  will  be  pleased  to  forward  our  latest  1911  catalog 
which  explains  and  illustrates  our  complete  line. 

All  “ROYALS”  are  fully  protected  by  U.  S.  and  Foreign 
patents.  When  you  deal  with  us  you  get  the  best  mill,  a  full 
guarantee  and  absolute  patent  protection. 

The  A.  J.  Deer  Co. 

Manufacturers  of  "ROYAL”  ELECTRIC  Coffee  Mills 

(The  Mill  that  cut*  the  coffee.) 

Meat  Choppers,  Drills,  Meat  Slicing  Machines 
Coffee  Roasters 

SS  West  Street,  Hornell,  IN.  V.,  U.  S.  A. 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT" 


10 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


CXI  1 1. — The  Status  of  the  Man  Who  Innocently  Makes,  Uses  or  Sells  an  Article  Infringing 

Upon  Patent,  Trade-mark  or  Copyright. 


What  is  the  legal  status  of  a 
manufacturer,  merchant  or  arti¬ 
san  who  innocently  and  in  entire 
ignorance  of  the  facts  makes, 
uses  or  sells  an  article  which  is 
an  infringement  upon  some  pat¬ 
ent? 

I  have  had  several  experiences 
recently  which  convince  me  that 
some  information  on  this  subject 
is  needed.  Not  long  ago  a  sales¬ 
man  for  a  computing  scale  manu¬ 
facturer  was  endeavoring  to  sell 
a  number  of  his  scales,  on  very 
favorable  terms,  to  a  large  re¬ 
tailer.  “.Didn’t  I  see  in  some 
paper  that  so  and  so  had  sued 
your  company  for  infringement  of 
his  patents?”  asked  the  retailer 
during  the  negotiations.  “That 
is  true,”  said  the  salesman,  “and 
we  shall  defend  the  suit.  But  our 
fights  do  not  touch  buyers  of  our 
scales;  the  suit  affects  nobody  but 
us,  and  you  can  therefore  buy 
these  scales  with  perfect  safety.” 

The  salesman’s  statement  was 
wholly  wrong.  The  person  mak¬ 
ing,  using  or  selling  an  infringing 
article,  however  ignorantly  or  in¬ 
nocently  he  does  it,  is  equally 
guilty  under  the  law  with  the  man 
who  knowingly  and  with  fraudu¬ 
lent  intent  constructs  an  article 
which  infringes  upon  another’s 
patent.  This  is  an  apparently  il¬ 
logical  and  unfair  attitude,  but 
nevertheless  it  is  the  law.  The 
theory  on  which  it  rests  is  that 
the  fundamental  principle  of  pat¬ 
ent  infringement  is  violation  of 
the  property  rights  of  the  owner 
of  the  patent.  Obviously  this  is 
not  a  matter  of  intent — the  prop¬ 
erty  rights  of  the  owner  of  a  com¬ 
puting  scale  patent,  for  example, 
are  violated  in  the  same  degree 
by  merchants  who  use  an  infring¬ 
ing  scale  innocently  and  by  those 
who  do  it  knowingly. 

The  Government  will  protect 
the  owner  of  a  patent  in  three 
rights — that  of  making,  using  or 


selling  the  article  embodying  the 
patent,  or  bearing  the  patented 
design,  if  it  is  a  design  patent. 
And  more  than  that,  the  owner  of 
an  infringing  article  will  not  even 
be  permitted  to  give  it  away  as  a 
premium,  for  this  the  law  holds  to 
be  a  constructive  sale. 

To  explain  tins  a  little,  take  a 
manufacturer  or  merchant  who 
runs  across  a  little  mechanical  ap¬ 
pliance  to  do,  in  some  improved 
way,  any  one  of  the  thousands  of 
things  that  need  to  be  done  about 
a  factory  or  a  store.  The  appli¬ 
ance  is  patented  and  bears  notice 
to  that  effect  stamped  in  the 
metal.  The  thing  is  simple,  and 
the  manufacturer  or  merchant 
makes  something  like  it.  He  is 
guilty  of  infringement  upon  the 
other’s  patent,  and  can  be  sued 
for  damages. 

He  is  even  guilty  of  infringe¬ 
ment  if  he  has  done  nothing  but 
make  the  infringement.  Even 
more  is  he  guilty  if  he  makes  and 
uses,  and  in  the  highest  degree  he 
is  guilty  if  he  sells.  The  latter  is 
the  way  in  which  patent  infringe¬ 
ment  usually  amounts  to  the  most 
— by  the  sale,  through  dealers,  of 
articles  embodying  an  infringe¬ 
ment  upon  some  patent.  Even 
one  such  sale  constitutes  infringe¬ 
ment  and  gives  sufficient  ground 
for  a  lawsuit. 

Cases  have  frequently  arisen, 
however,  which  have  taken  a  lit¬ 
tle  different  turn  from  any  of 
those  above  described.  I  refer  to 
cases  in  which  merchants  or 
manufacturers  innocently  buy  me¬ 
chanical  appliances  and  store  fix¬ 
tures — such  as  cash  registers, 
computing  scales,  cash  carrier 
systems,  bookkeeping  systems, 
and  all  manner  of  such  things, 
and  use  them  in  their  own  busi¬ 
ness.  If  these  are  infringements 
upon  some  other  man’s  patent, 
anybody  using  them,  as  I  have  ex¬ 
plained,  is  fully  as  liable  as  the 


maker  himself,  and  his  plea  of  ig¬ 
norance,  or  even  producing  a 
guarantee  from  the  firm  that  sold 
to  him,  that  the  article  is  not  an 
infringement,  is  not  under  the  law 
any  defense  whatever.  If  he  can 
show  entire  ignorance  of  the  facts, 
however,  this  usually  has  the 
effect  of  reducing  the  amount  of 
damages  which  will  be  granted 
against  him. 

Neither  is  it  necessary  for  the 
owner  of  a  patented  article  to 
warn  infringers  as  to  anything 
about  it.  He  can  do  what  was 
done  in  a  recent  case — calmly 
wait  until  the  manufacturer  of  an 
infringing  article  had  made  a 
considerable  number,  and  ac¬ 
tually  sold  them  to  tradesmen, 
and  then  swoop  down  upon  the 
lot  of  them.  Of  course  the  gist 
of  such  a  case  is  the  question,  is 
there  an  infringement?  If  there 
is,  maker  and  seller  are  alike 
guilty. 

There  is  one  point,  however, 
which  has  been  flatly  decided 
against  the  owner  of  a  patent  in 
every  case  in  which  it  has  arisen, 
and  that  is  that  the  sale  of  the 
product  of  a  machine  or  a  process 
which  infringes  on  a  patent  does 
not  constitute  infringement.  For 
instance,  the  manufacturer  of  a 
breakfast  food  was  granted  a  pat¬ 
ent  on  a  machine  that  did  a  cer¬ 
tain  work  in  a  new  way.  Another 
manufacturer  built  a  machine 
which  infringed  upon  it,  made  a 
breakfast  food  and  sold  it.  The 
manufacturer  of  the  patented  ma¬ 
chine  went  after  the  other  manu¬ 
facturer,  and  also  after  all  the 
wholesale  and  retail  dealers  who 
had  sold  the  latter’s  product.  The 
court  held  that  while  the  manu¬ 
facturer  who  had  infringed  the 
patent  was  of  course  liable,  the 
dealers  were  not,  because  there 
was  no  patent  on  what  they  had 
sold,  viz.,  the  food  itself,  and 
therefore  there  was  no  infringe¬ 


ment.  The  patent  was  on  the  ma¬ 
chine,  and  only  those  who  made, 
used  or  sold  an  infringing  ma¬ 
chine — not  the  product  thereof — 
were  liable. 

Any  person  who  infringes  an¬ 
other’s  patent  in  any  of  the  ways 
I  have  described  can  be  sued  for 
damages,  but  the  prosecutor  can 
recover  only  the  actual  damages 
he  can  show  he  has  sustained.  In 
other  words,  no  damages  can  be 
collected  as  a  punishment,  but 
only  such  a  sum  as  will  make  the 
injured  part  whole  again.  This 
includes,  however,  the  profits 
which  the  owner  of  the  patent 
might  have  made  if  there  had 
been  no  infringement.  This  prin¬ 
ciple  almost  always  comes  into 
cases  against  merchants  who  have 
sold  infringing  articles. 

The  law  as  to  trade-mark  in¬ 
fringement  is  wholly  different. 
The  seller  of  an  article  which  in¬ 
fringes  another’s  trade  name  or 
trade-mark  is  not  liable,  unless  he 
himself  adopted  t  the  infringing 
name  or  mark.  John  Jones  regis¬ 
ters  a  trade-mark  and  adopts  it  on 
certain  package  goods,  and  James 
Smith  unlawfully  copies  it.  Smith 
is  a  manufacturer  and  sells  his 
goods,  bearing  the  illegal  trade¬ 
mark,  to  various  dealers  at  whole¬ 
sale.  Jones’  suit  here,  under  the 
trade-mark  law,  would  have  to  be 
against  Smith  alone,  as  the  re¬ 
sponsible  author  of  the  infringing 
trade-mark,  although  if  some  retail 
dealer,  after  notice,  persisted  in 
selling  the  falsely  trade-marked 
goods,  the  owner  of  the  real 
trade-mark  might  obtain  an  in¬ 
junction  against  him. 

As  to  the  sale  of  some  articles 
which  infringes  upon  a  copyright, 
there  is  again  a  difference.  Any 
person  making  or  selling  an  arti¬ 
cle — book,  advertisement,  literary 
or  musical  production,  chart,  map, 
legal  blank,  engraving,  cut,  print, 
photograph,  business  forms,  etc. — 
which  infringes  upon  another’s 
copyright,  is  liable  only  if  he  sells 
it  knowing  it  to  be  an  infringe¬ 
ment. 

(Copyright.  July,  igu,  by 
Elton  J.  Buckley.) 

Question :  “O.  L.  Weaver,  Bell- 
wood,  Pa. — I  have  been  reading 
the  Legal  Department  of  your 
journal  for  some  time  and  am 
much  interested  in  this  depart¬ 
ment.  I  would  like  to  know: — 

If  I  hold  a  judgment  execution 
note  and  it  must  be  sued  on  to 
collect,  is  it  better  for  me  to  sue 
direct  with  a  justice  of  the  peace, 
or  does  it  make  it  stronger  to 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


IT 


it  it  in  the  hands  of  a  lawyer  and 
t  him  sue  and  I  be  a  witness  on 
e  suit?  Or  would  it  still  be 
ronger  to  sell  the  note  to  a  third 
.rty  and  let  them  sue  for  a  fore- 
asure? 

Also,  if  a  woman  in  Pennsyl- 
.nia  can  claim  a  $300  law  when 
e  said  note  was  given  for  eat- 
iles  that  she  helped  to  get  and 

t? 

Answer. — If  the  note  you  hold 
a  judgment  note  in  the  ordinary 
rm,  it  does  not  need  to  be  sued 
>on.  If  it  is  due,  simply  take  it 
the  Prothonotary  of  your 
iunty  court  and  he  will  enter 
dgment  on  the  note  against  the 
:btor. 

2 — A  woman  in  Pennsylvania 
,n  claim  the  $300  exemption  if 
ie  has  not  waived  it.  If  it  is  she 
ho  signed  the  judgment  note, 


you  will  probably  find  that  she 
waived  it  because  the  usual  judg¬ 
ment  note  contains  a  waiver  of 
exemption. 

Note. — Requests  for  informa¬ 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstruction.  Write 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un¬ 
less  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 
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ew  York  Retailers  Preparing  to  Hold  Annual  Convention. 
Associations  Generally  to  Discuss  High  Cost  of  Living. 
Uniform  Food  Laws  to  be  Worked  for  by  Trade  Federa¬ 
tion.  Various  Trade  Items  and  Market  Summary. 


ecial  Correspondence  of  "Grocery  World  and 
General  Merchant.” 

New  York,  July  27,  1911. 

Arrangements  have  been  com¬ 
peted  for  the  annual  convention 
:  the  New  York  State  Retail 
rocers’  Association,  to  be  held 
om  Monday,  August  7th,  to 
hursday,  August  10th,  in  the 
iotel  Statler,  Buffalo,  N.  Y. 
resident  John  W.  Lux,  of  the 
ational  Association  of  Retail 
rocers,  will  speak  at  the  opening 
ay.  Other  well  known  speakers 
ho  will  be  heard  during  the  con- 
ention  will  include  Fred.  Mason, 
ie  former  secretary  of  the  Na- 
onal  Association,  and  A.  C. 
lonagle,  the  secretary  of  the 
.merican  Specialty  Manufactur¬ 
es’  Association. 

Charles  M.  Kolb,  the  president 
f  the  Buffalo  association,  will 
all  the  convention  to  order,  after 
diich  an  address  of  welcome  is  to 
e  given  by  Mayor  Fuhrmann. 
'o  this  a  response  will  be  made 
y  C.  S.  Tuttle,  the  former  State 
resident. 

Monday  afternoon  reports  will 
e  presented  by  the  representa- 
ives  from  the  various  branch  as- 
ociations  in  the  principal  cities, 
’resident  George  Stadtlander,  of 
he  New  York  City  association, 
/ill  present  the  report  of  the  dele¬ 


gates  to  the  last  national  conven¬ 
tion. 

Tuesday  will  be  devoted  to  re¬ 
ports  of  committees  and  the  read¬ 
ing  of  reports  from  more  branch 
associations.  There  will  be  an  ex¬ 
cursion  to  Niagara  Falls  and  a 
visit  to  the  home  of  Shredded 
Wheat,  where  all  will  be  enter¬ 
tained  by  the  company  at  a  ban¬ 
quet. 

Wednesday  there  will  be  more 
reports  from  committees  and 
branch  associations  and  the  Buf¬ 
falo  men  will  entertain  the  vis¬ 
itors  at  a  big  picnic. 

Thursday  the  reports  will  be 
continued,  officers  will  be  elected 
and  other  business  transacted. 
After  the  adjournment  a  banquet 
will  be  given  in  Convention 
Hall. 

Plenty  of  time  is  to  be  given 
for  the  free  and  thorough  discus¬ 
sion  of  all  subjects  of  interest. 
The  idea  is  to  make  the  sessions 
in  the  nature  of  experience  meet¬ 
ings,  and  for  this  reason  the  num¬ 
ber  of  set  speeches  has  been  kept 
down.  Secretary  Charles  Thorpe 
expects  that  there  will  be  a  large 
attendance  and  that  all  of  the 
principal  cities  in  the  State  will  be 
well  represented.  Reduced  rates 
have  been  obtained  from  the  rail¬ 
roads. 


BURK’S 

Butternut”  Bacon 

(Trade-Mark  Reg.  U.  S.  Pat.  Off.) 

Among  the  many  brands  on  the  market,  this  Bacon 
is  a  distinct  favorite,  being  selected  from  prime  corn- 
fed  pigs.  It  is  mild,  sweet  and  of  exquisite  flavor, 
specially  cured  with  granulated  sugar. 

It  is  not  sold  sliced  or  in  jars,  but  is  put  up  in 
narrow  strips  cut  absolutely  square,  strung  with 
white  cord,  making  any  waste  impossible;  wrapped 
in  high  glazed  and  parchment  paper  and  embellished 
on  two  sides  with  an  attractive  label  of  alternate  blue 
and  white  diagonal  bars  bearing  the  words  Burk’s 
Butternut  Boneless  Breakfast  Bacon.  A  red  seal  is 
also  attached  to  the  cord,  stating  the  specific  merits 
of  this  product. 

The  package  makes  an  attractive  window  display 
and  because  of  its  distinctive  label  is  readily  recog¬ 
nized  at  a  distance. 

“Butternut”  Bacon  is  the  best  for  family  use. 

Burk’s  Lard 

(KETTLE  RENDERED) 

is  guaranteed  absolutely  pure  and  to  contain  nothing 
but  what  comes  from  rendering  good,  wholesome  hog 
fat.  Moreover,  everything  that  was  in  the  hog  fat 
is  retained ;  none  of  the  original  properties  are  ex¬ 
tracted. 

Many  brands  of  Lard  are  “pure,”  but  the  rich  oils 
have  been  extracted  so  that  manufacturers  can  make 
a  larger  profit. 

Others  are  Steam  (or  Tank)  Rendered  and  as  a 
result  of  the  condensation  of  the  steam  used  in  this 
process,  contain  a  large  percentage  of  moisture,  which 
not  only  reduces  the  quality  of  the  Lard,  but  causes 
it  to  sputter  and  splash  when  it  is  used  for  frying. 

Burk’s  Lard  contains  no  Stearine 

Notwithstanding  the  Government  permits  the  use 
of  5  per  cent,  of  Stearine  in  “Pure  Lard”  without  men¬ 
tion  being  made  thereof  on  the  label,  we  do  not  avail 
ourselves  of  this  privilege,  having  shipped  Lard  for 
years  without  the  use  of  any  stiffening,  because  it 
would  reduce  the  natural  richness  of  our  product. 

LOUIS  BURK 

Girard  Avenue  arid  Third  Street 
PHILADELPHIA 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 


18 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


The  belief  of  a  large  part  of  the 
public  that  retail  grocers  are  re¬ 
sponsible  for  the  high  cost  of  liv¬ 
ing  is  likely  to  be  the  subject  of 
discussion  at  early  meetings  of 
the  various  associations,  incltid- 
iner  the  convention  of  the  State 
association.  It  is  suggested  that 
as  erroneous  statements  on  the 
subject  have  appeared  from  time 
to  time  in  the  public  press,  the  re¬ 
tailers  should  do  some  active 
work  in  refuting  such  errors. 

*  *  * 

Six  members  of  the  National 
Wholesale  Grocers’  Association 
are  to  be  included  in  the  member¬ 
ship  of  a  large  committee  on  pure 
food  and  drugs  which  is  to  carry 
on  a  movement  for  uniform  State 
and  Federal  legislation  under  the 
auspices  of  the  National  Civic 
Federation.  This  was  announced 
after  a  meeting  of  the  executive 
officers  held  Saturday  in  the  Met¬ 
ropolitan  Building. 

President  Seth  Low  has  already 
appointed  a  large  number  of  mem 
bers  to  the  committee  and  after 
all  of  the  names  have  been  select¬ 
ed  the  committee  will  meet  for 
organization.  This  is  a  new  line 
of  work  for  the  Federation,  but 
the  officers  say  that  the  food  and 
drug  questions,  and  methods  of 
getting  proper  co-operation  be¬ 
tween  Federal  and  State  authori¬ 
ties  have  become  issues  of  mo 
mentous  importance. 

The  committee  will  include 
officers  of  various  health,  medical, 
drug  and  farmers’  associations, 
also  of  labor  unions  and  of  manu¬ 
facturing  organizations.  Among 
the  members  will  be  George  L. 
Flanders,  Albany,  N.  Y.,  the 
president  of  the  National  Associ¬ 
ation  of  State  Food  and  Dairy 
Departments,  and  four  of  his  as¬ 
sociate  members.  The  medica 
associations  will  be  liberally  rep¬ 
resented. 

The  list  as  given  out  in  a  pre¬ 
liminary  way  does  not  contain  any 
members  of  the  retail  grocers'  as¬ 
sociations  or  of  various  nationa 
associations  of  food  manufactur¬ 
ers  and  packers. 

*  *  * 

The  Wiley  incident  has  given 
an  opportunity  to  some  of  the  lip 
to-date  advertising  writers  to  turn 
out  some  highly  striking  anc 
effective  copy.  The  most  suc¬ 
cessful  were  probably  the  Hein 
ads.  and  those  of  Francis  H.  Leg 
gett  &  Co.,  both  of  whom  en 
dorsed  Dr.  Wiley’s  work  anc 


charged  that  the  plan  to  oust  him 
rom  his  position  was  engineered 
in  the  interest  of  food  products 
that  do  not  come  up  to  the  stand¬ 
ards  or  by  persons  who  wish  to 
go  back  to  the  old  adulteration^. 


*  *  * 

Invitations  have  been  received 
iere  to  the  fifteenth  annual  con¬ 
vention  of  the  Association  of 
State  and  National  Food  and 
Dairy  Departments,  to  be  held  at 
Duluth  August  2  ist  to  24th. 
Various  provisions  of  food  laws 
and  proposed  improvements  are 
to  be  considered,  including  ques¬ 
tions  relating  to  packages, 

weights  and  measures. 

*  *  * 

Barrels  of  potatoes  must  be  of 
standard  size  when  sold  in  this 
city  after  August  ist,  and  apple 
Darrels  must  also  conform  to  the 
standard  after  October  ist.  Ihis 
is  the  warning  that  has  been  sent 
out  by  Commissioner  Walsh,  of 
the  city’s  Bureau  of  Weights  and 
Measures,  and  the  produce  houses 
are.  sending  notices  to  shippers 
and  others,  indicating  that  the 
Commissioner  means  business. 

The  short  barrels  are  declared 
to  be  illegal  even  when  they  are 
branded  “short.” 

Another  ruling  is  that  when 
apples  or  potatoes  are  sold  in 
bags,  boxes  or  other  containers 
other  than  standard  barrels,  such 
containers  must  hold  even  bushels 
or  fractions  thereof  or  else  must 
plainly  be  branded  with  the 
weight  of  the  contents. 

It  is  believed  that  this  ruling 
will  break  up  some  fraudulent 
practices  of  dealers  in  the  vicinity 
of  the  public  markets,  and  espe 
cally  among  the  sidewalk  dealers 
who  carry  on  retail  business  in 
the  wholesale  districts.  Retai 
grocers  have  often  complained 
that  people  are  misled  at  these 
stands  into  supposing  that  they 
are  getting  bargains  in  wholesale 
prices,  but  are  deceived  as  to  the 
quantity.  Many  people  see  the 
prices  at  these  stands  and  thus 
get  the  idea  that  their  grocers  are 
charging  too  much,  when  any  dif¬ 
ference  is  often  explained  by  the 
short  weights  and  measures. 

Of  course  the  new  ruling  affects 
the  retail  grocers  as  well  as 
everybody  else  and  so  they  must 
look  to  it  that  all  their  barrels 
and  containers  conform  to  the 
law. 

*  *  * 

The  O.  J.  Gutekunst  Fruit  Co. 
Gowanda,  N.  Y.y  was  incorpo¬ 


rated  this  week  with  a  capital 
stock  of  $40,000  and  is  to  raanu- 
acture  cider  vinegar  and  to  deal 
in  fruits. 

*  *  * 

Lemon  importers  are  complain¬ 
ing  that  the  new  Government  rules 
or  determining  rot  allowances 
are  already  causing  heavy  losses. 
They  say  that  the  loss  on  the  car¬ 
go  of  Anchor  Line  steamship 
the  “Italia,”  recently  arrived,  was 
$1,078.  The  677  sample  boxes 
which  were  detained  by  the  in¬ 
spectors  were  afterward  sold 
separately  and  it  is  claimed  that 
the  proceeds  were  less  than  what 
would  have  been  realized  if  the 
ioxes  were  sold  at  the  same  time 
as  the  others,  the  difference  being 
the  amount  mentioned. 


Summarized  Market  Con¬ 
ditions. 


ther  orders  for  future  State  corn 
and  beans  because  of  the  effects 
of  the  recent  storm  and  prefer  to 
wait  until  they  know  just  what 
raw  stock  they  will  have. 

In  the  last  week  or  so  there  has 
:>een  heavy  booking  of  orders  for 
California  canned  fruits  on  the 
iasis  of  the  opening  prices,  which 
at  first  seemed  high.  It  is  now 
said  that  the  bulk  of  the  business 
las  been  settled  and  that  its  vol¬ 
ume  is  about  equal  to. the  advance 
purchases  of  a  year  ago.  Some  ol 
the  packers  have  advanced  quota¬ 
tions  on  lemon  cling  peaches  be- 
ow  the  grade  of  extras  about  t 
per  cent.  Some  of  the  packers 
lave  withdrawn  their  offerings  in 
medium  grades  of  apricots,  cher¬ 
ries  and  plums. 

There  is  not  much  buying  o: 
dried  fruits,  as  the  local  jobbers 
bought  somewhat  freely  earlier  ir 
the  season,  when  prices  were  i 
ittle  lower  than  at  present,  anc 
they  are  now  content  to  wait  01 
to  buy  for  actual  requirement: 
from  time  to  time.  Packers  an 
holding  prunes  firmly.  Driec 
peaches  out  of  the  new  crop  have 
con"  an  advancing  tendency.  Califor 
nia  seeded  raisins,  old  crop,  havi 
been  quoted  higher  in  the  las 
week. 

Although  this  is  usually  a  bus; 
time  in  flour,  there  is  little  doing 
Buyers  order  only  for  require 
ments  and  seem  to  look  for  lowe 
wheat  and  consequently  lowe 
flour  prices  later  in  the  year.  Th 


Roasters  are  buying  spot  coffee 
only  for  wants.  The  prices  are 
steady,  but  the  easier  tone  of  the 
markets  abroad  is  making  buyers 
cautious.  There  is  talk  of  a  re 
adjustment  of  prices  from  the 
aigh  levels,  but  the  strong 
trol  of  conditions  makes  this 
problematical  for  the  present 
Refined  sugar  is  firm  at  5.35 
cents,  less  2  per  cent,  for  cash. 

Because  of  the  advance  in  raws, 
irrowing  the  margins,  predic¬ 
tions  are  made  of  higher  prices  in 
refined  sugar.  The  refiners  are 
not  pushing  sales  to  distributers 
who  have  unfilled  contracts  anc 
are  thus  eliminating  speculation 
Withdrawals  are  in  moderate  vol¬ 
ume. 

Teas  continue  firm.  Black  teas 
especially  Formosas  and  Foo 
chows,  are  in  brisk  demand.  New 
Japans  are  moving  better,  al¬ 
though  prices  are  strong  and  the 
uncolored  standards  still  cause 
some  anxiety. 

There  is  a  routine  demand  for 
rice,  with  prices  firm  in  tone. 

There  is  a  strong  demand  for 
spot  canned  peas.  Anything  that 
can  be  bought  around  $1  is  eag 
erly  sought.  Medium  grades 
have  gone  up  about  10  to  15  cents 
and  are  now  scarce  at  $i.zo  to 
$1.35.  The  fancy  grades  axe 
hardly  to  be  obtained  at  al 
There  is  not  much  activity  in  fu 
ture  peas  and  the  packers  are  not 
eager,  apparently,  to  take  on  new 
contracts  at  present.  There  is 
hand-to-mouth  business  in  spot 
tomatoes  at  95  cents,  warehouse.  Potatoes  are  still  decidedl 
Packers  are  inclined  to  refuse  fur-|  high — 65  to  7°  cents  per  baske 


spring  wheat  patents  are  quote 
from  $5  to  $5.25. 

Butter  has  been  advancing 
little  and  the  higher  prices  appea 
to  have  checked  the  buying  move 
ment,  so  that  the  advance  ha 
probably  been  carried  as  far  as  i 
is  likely  to  go  for  the  presen' 
The  specials  are  now  bringing  2 
cents:  extras  26  cents;  firsts  23  t 
24  cents. 

Eggs,  after  advancing  slightly 
have  been  steady.  The  quality  c 
much  of  the  receipts  has  irr 
proved  and  there  is  now  an  ad< 
quate  supply  of  high  grade  egg: 
The  nearby  white  hennery  egg 
are  bringing  from  25  to  30  cent 
a  dozen.  The  Western  fres 
gathered  extras  sell  at  22  to  2 
cents ;  extra  firsts  at  20  to  2 
cents;  firsts  at  18  to  19  cent 
Checks  and  dirties  range  from 
to  13  cents. 

Fred.  A.  McGill. 
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Sunday  Creek  Coal  Co.  Buys 
Twenty-four  McCaskeys 


THE  SUNDAY  CREEK  COAL  COMPANY,  of 
Columbus,  Ohio,  has  just  ordered  eighteen  more 
McCaskey  Account  Register  Systems,  after  giving 
a  most  severe  trial  to  six  McCaskeys  purchased 
some  months  ago  and  after  an  open  competitive  test  in  which 
other  so-called  “accounting  systems”  essayed  to  prove  their 
superiority. 

q  In  all,  The  Sunday  Creek  Coal  Company  has  bought 
twenty-four  McCaskey  Systems  for  its  twenty-four  stores. 
No  other  method  of  handling  accounts  is  used. 

<J  The  same  reasons  why  The  Sunday  Creek  Coal  Com¬ 
pany  bought  only 


«». itfe 

he  Writing  JM  SYSTEM^  ^ 


The  End  of 
Drudgery 


[should  move  you  when  you  consider  the  installation  of  a  one  writing  method  of  handling  your  accounts 
of  goods,  money,  labor— anything.  Whether  you  have  one  store  or  fifty,  one  hundred  accounts  or  ten 
thousand’,  The  McCaskey  System  will  take  care  of  every  detail  of  your  business  just  as  it  does  for  more 
than  seventy  thousand  merchants  in  all  lines  of  business  in  all  parts  of  the  country. 

<|  This  is  what  The  McCaskey  System  will  do  for  you  : 

q  It  will  cut  out  your  useless  bookkeeping,  copying  and  posting  from  one  book  to  another, 
and  from  book  to  billhead  and  statement. 

q  It  will  prevent  your  forgetting  to  charge  an  account  and  in  this  way  alone  it  will  pay  for 
itself  several  times  in  the  first  year  it  is  in  your  store. 

<fl  It  prevents  errors  and  the  disputes  with  customers  that  follow. 

CJ  It  collects  money  faster  than  any  human  agency,  because  every  sales  slip  is  a  reminder 
to  the  customer  of  the  money  due  you. 

q  It  automatically  limits  the  credit  of  those  you  wish  to  set  a  credit  limit  on. 
q  It  enables  you  to  prove  your  loss  to  the  penny  if  your  store  burns. 

q  The  McCaskey  System  keeps  every  account  posted  and  totaled  to  the  minute.  It  ends  all  book 
work,  night  work,  worry  and  trouble  over  accounts. 

<g  The  McCaskey  System  furnishes  each  customer  with  an  itemized  bill  after  each  purchase  and  the 
total  of  his  account  to  date— all  footed  up.  The  installation  of  the  McCaskey  System  will  speak  more 
loudly  for  you  to  your  trade  than  anything  you  can  say  or  do,  that  you  want  your  customers  to  “Always 
know  what  they  owe." 

<|  Every  day  you  delay  in  installing  the  McCaskey  System  means  a  loss  of  dollars  and  trade  to  you. 
Write  to-day  for  free  information.  We’ll  be  glad  to  send  you  testimonial  letters  from  merchants  you 
know,  in  your  own  state,  county  and  city. 

<J  It  is  cheaper  to  own  a  McCaskey  than  to  do  without  one.  q  Act  now  ;  write  before  you  forget. 


THE  McCASKEY  REGISTER  COMPANY 

Agencies  in  all  Principal  Cities  ALLIANCE,  OHIO 

The  Largest  Manufacturers  of  Carbon  Coated  Salesbooks  in  the  World 


* — 
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ADVERTISING 

_ _ _ _ r  -  * 


Philadelphia,  Pa.,  July  20,  1911. 
Editor  “Science  of  Advertising.” 

Dear  Sir : — We  are  inclosing  one 
of  our  circulars  for  the  criticism  of 
your  advertising  department. 

Yours  truly, 

Thos.  C.  Fluke  &  Co. 

The  circular  sent  with  this  was 
really  a  little  folder.  It  was 
printed  in  dark  green  on  pink 
paper.  There  were  eight  pages, 
and  the  special  point  was  summer 
specialties  for  city  people  who  go 
out  of  town.  A  clever  head  piece 
for  the  cover  is  a  photograph  of  a 
Fluke  delivery  car  standing  in 
front  of  the  Pennsylvania  Rail¬ 
road  Ferry  House  at  the  foot  of 
Market  street. 

*  *  * 

I  don’t  think  a  great  deal  of  the 
color  combination  here — green  on 
pink.  It  isn’t  very  attractive. 
The  green  isn’t  a  very  good  green, 
and  printing  it  over  pink  makes  it 
poorer.  Black  ink  on  pink  paper, 
or  green  on  white  or  cream, 
would  have  been  better,  accord¬ 
ing  to  my  idea. 

*  *  * 

Here  is  a  photograph  of  the 
cover : — 


YOU'LL  want  ihe  s«me  GOOD 
QUALITY  ol  lood  products,  such 
•s  you've  been  accustomed  to.  — 

Let  us  ship  yoursupplies- WHETHER 

Stas  here.  Country  or  Mountain s. 
You  ran  depend  on  us  for 
THE  FINEST  PROCURABLE 
We  have  free  delivery  service  at 
nearly  all  the  summer  resorts  on  the 
Jersey  coast,  and  will  pay  the  freight 
chorges  on  assorted  orders  ol  grocer¬ 
ies  in  reasonable  quantities  through¬ 
out  New  England. 


Thos.  C.  Fluke  Company 

1309  Walnut  Street.  Philadelphia 
Kentucky  Avenue  and  Boardwalk 
Atlantic  City.  N  J. 


It  seems  to  me  that  the  printer 
might  have  done  better  with  this. 
The  matter  on  this  cover  is  rather 
jumbled,  and  it  is  a  little  crowd¬ 
ed.  I  should  replace  the  parallel 
rules  at  the  side  with  a  plain  rule 


border  on  all  four  sides,  and  I 
should  cut  out  some  of  the  capi¬ 
tals  and  italics  in  the  text.  A 
little  extra  room  could  be  gotten 
first  by  setting  the  addresses  in 
smaller  type,  and  second  by  con¬ 
densing  the  reading  matter  itself. 
Somewhat  after  this  fashion : — 


<|  Whether  you  go  to  Seashore, 
Country  or  Mountains,  you’ll 
want  the  same  good  food 
you’ve  been  accustomed  to. 

<]f  Let  us  send  your  supplies 
wherever  you  are — you  can 
call  on  us  for  the  finest  goods 
produced  in  all  our  lines . 

Free  delivery  at  nearly  all 
the  Jersey  Coast  resorts,  and 
freight  prepaid  on  reasonable- 
sized  assorted  orders  through¬ 
out  New  England. 

C]f  60-page  catalogue  on  request. 


THOS.  C.  FLUKE  &  CO., 

1309  Walnut  Street,  Philadelphia,  Pa. 
Kentucky  Avenue  and  Boardwalk 
Atlantic  City,  N.  J. 


In  the  original  there  were  73 
words ;  I  have  pared  it  down  to 
63 ;  in  other  words  I  have  saved 
what  would  be  two  lines  in  this 
sized  type.  Moreover,  all  the 
words  cut  out  were  in  my  judg¬ 
ment  wholly  unnecessary,  which 
means  that  they  were  a  positive 
detriment  to  the  advertisement. 
For  instance  “you’ll  want  the 
same  good  food  you've  been  ac¬ 
customed  to”  means  precisely  the 
same  as  “you’ll  want  the  same 
good  quality  of  food  products 
such  as  you’ve  been  accustomed 
to,”  and  it  wastes  no  time  in  tell¬ 
ing  it.  So,  it  is  unnecessary  to 
say  “we  hair  free  delivery  serv¬ 
ice,”  etc.  “Free  delivery”  conveys  I 
the  same  meaning  with  less  than 
half  the  words. 

*  *  * 

The  inside  of  this  booklet  is 
quite  attractive.  At  the  top  of 


each  page  is  a  pretty  little  line 
cut  suggesting  some  phase  of  va¬ 
cation  pleasures — “at  the  sea¬ 
shore,”  “in  the  country,”  and  so 
on.  The  text  is  little  more  than 
a  price-list,  though  here  and  there 
is  some  explanatory  matter.  The 
selections  are  good:  the  book 
advertises  coffee,  tea,  hams  and 
bacon,  dried  beef  in  glass,  cooked 
ox  tongues,  sardines,  salmon, 
pickles,  soft  drinks,  summer 
cheeses,  olives,  marmalades,  fancy 
canned  goods,  canned  soups,  olive 
oil  and  so  on,  practically  all  things 
which  the  sort  of  trade  sold  by 
the  Fluke  store  would  want  at 
this  season.  To  show  the  style 
of  arrangement  I  am  reproducing 
what  I  consider  to  be  the  best 
page  in  the  book: — 


Alghieri  Soups 

F  rom  the  kitchen  of  Alghieri.  Grand  Chef  de 
Cuisine  <25  years  of  a  club  internationally  famous 
for  its  table),  made  at  Cambridge.  Mass.  See  our 
catalogue  for  full  assortment  and  prices. 

"Bordet  Brand  Olibe  OU 

Bottled  near  Marseilles.  France.  Imported  only 
by  us  and  for  our  exclusive  trade.  The  first  press- 
mg— purer  oil  cannot  be  produced. 

tllk  Dozr « 

Large  bottle . $0.80  $'»  00 

Medium  bottle . .  .45  5  00 

Gallon  cans . 3.50 

Morabian  Mints 

Made  at  Bethlehem.  Pa.,  by  a  recipe  known 
only  to  a  few  Moravian  Sisters  and  still  sold  in  the 
same  house  where  they  were  first  made  over  80 
years  ago. -a  delicious  crystal-like  mint. 

Pound  boxes  .  $0.45 

Half-pound  boxes  . 25 


*  *  * 

As  a  reminder,  I  should  expect 
to  get  some  results  from  this 
booklet. 

*  *  * 

Please  let  me  have  more  mat¬ 
ter. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 


plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


ASSOCIATION  NEWS 


Wasco,  Cal. 

Several  of  the  leading  retail 
firms  of  Wasco,  Cal.,  have  organ¬ 
ized  themselves  into  a  defensive 
movement  against  the  mail-order 
concerns  which  take  a  large  vol¬ 
ume  of  trade  out  of  rural  Califor¬ 
nia,  as  they  take  it  out  of  the  rural 
districts  of  every  other  State. 
The  members  of  the  combination 
have  addressed  the  following  open 
letter  to  the  general  public  of  the 
place : — 

We,  the  undersigned  merchants 
and  business  men  of  Wasco,  wish 
to  call  your  attention  to  a  few 
facts  that  we  think  worthy  of  your 
consideration.  Wasco  is  past  the 
stage  when  one  cannot  secure 
nearly  anything  needed  on  the 
farm  or  in  the  house,  as  nearly 
all  the  lines  of  goods  are  either 
carried  on  hand  or  can  be  had  on 
short  notice.  It  is  a  matter  of  well- 
known  fact  that  many  thousands 
of  dollars  are  sent  to  mail  order 
houses  that  could  be  spent  to  as 
good  or  better  advantage  at  home, 
and  in  that  way  help  to  build  up 
your  town  and  enable  your  home 
merchants  to  sell  to  you  on  a  much 
smaller  profit  If  you  spend  a 
dollar  here  you  might  meet  it  again. 
Some  people  have  a  habit  (although 
a  very  few)  of  sending  to  mail 
order  houses  when  they  have  the 
cash,  and  buying  at  home  when  they 
need  credit.  We  ask  you  to  put 
yourselves  in  our  place,  and  you  will 
realize  the  injustice  of  the  matter. 

A  few  things  to  take  into  considera¬ 
tion  when  sending  away  for  goods 
are  these : — 

“In  case  you  were  to  be  sick  for 
.several  months,  will  your  mail  or¬ 
der  houses  extend  your  credit  until 
you  are  again  able  to  attend  to  your 

business? 

“If  you  were  to  give  a  public  en¬ 
tertainment  would  your  mail  order 
houses  donate  toward  it? 

“When  you  build  your  new  school 
house  will  the  mail  order  houses 
help  to  pay  your  taxes? 

“If  your  money  was  tied  up  in  a 
•  husted  bank,  could  you  write  a 
letter  to  your  mail  order  house  and 
obtain  credit  until  you  could 
straighten  out  the  matter? 

“If  you  had  some  eggs  to  sell, 
would  your  mail  order  house  take 
them  and  pay  you  every  cent  he 
could  get  out  of  them,  and  probably 
more  ? 

“If  your  mail  order  house  had 
some  work  to  be  done,  would  he 
give  you  a  job?” 

The  above  things  are  being  done 
by  your  home  merchants  every  day 
in  the  year  and  we  believe  they  are 
men  in  whom  you  can  place  your 

confidence. 

We  hope  no  one  will  take  offense 
at  the  above  remarks,  but  will  take 
them  in  the  spirit  in  which  they  are 
given.  We  hope  that  you  will  give 
the  matter  j-our  attention,  and  we 
assure  you  that  at  all  times  we  will 
give  you  such  treatment  that  will 
warrant  you  placing  your  order  with 
us. 
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Selling  Talks  With  Clerks 

BY  A  MAN  WHO  HAS  BEEN  ONE 

Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Stores,  Trenton,  N.  J. 

donor  the  Office.— To-morrow 
>rning  or  any  morning  an  order 
y  come  from  “the  office  total¬ 
upsetting  old  methods,  ac- 
dlv  doing  away  with  an  ar- 
leement  that  has  worked  splen- 
Uy  all  the  years  you  have  been 
th  the  firm. 

rhis  change  has  been  argued 
t  and  studied  out  for  weeks, 
ibably  for  months, 
rhe  foolish  clerk  reads  it  over 
d  says,  “that’ll  never  work— 
it’s  another  crazy  idea.” 

Hie  progressive  clerk,  the  fel- 
v  that  is  big  and  broad  and  can 
1  you  how  things  are  done 
ver  in  the  city”  will  take  that 
tice  and  say  “that’s  fine — that’s 
r  idea  of  business  exactly.”  - 
Honor  the  office  if  you  are  sub- 
:t  to  office  instruction.  Honor 
e  boss  when  he  gives  it  to  you 
•aight  from  the  elbow.  In  other 
irds,  never  balk — fall  in  line. 

*  *  * 

Learn  From  Advertising.— Talk 
■ur  goods  the  way  the  magazine 
d  newspapers  talk  them.  .Get  a 
Inter  from  such  ads.  as  the 
lider  people  put  out  on  baked 
ans.  The  Baker  concern  on 
ffee.  Curtice  Bros,  on  canned 
icken.  Cuticura  firm  on  soap, 
snesee  Pure  Food  Co.  on  Jello. 
fere  is  information  in  these  ads. 
•there  is  talking  power  in  them, 
ot  these  alone,  but  hundreds  of 
hers  in  our  line  that  you  can 
:t  what  writers  call  an  “ab- 
ract”  from — gist  of  the  argu- 
ent — that  will  be  of  the  greatest 
:lp  to  you  in  selling  goods, 
hese  ads.  are  written  by  brainy 
en  who  have  studied  the  article 
om  the  field  to  the  table.  Use 
lem. 

*  *  * 

Suggestion  No.  i — Canned  Cod= 
ih*— This  fish  was  put  in  a  can 
id  sealed  as  soon  as  cured, 
here  is  no  boning  to  bother  with, 
d  shredding  to  do.  No  soaking 
■‘en.  It  is  ready  for  the  fish 
alls,  fish  hash  or  creamed  fish 
>r  io  and  15  cents. 


Suggestion  No.  2 — Canned  Spa= 
ghetti. — Here  is  that  canned  spa¬ 
ghetti  that  there  is  so  much  talk 
about.  The  spaghetti  is  all 
cooked  and  cut  in  small  pieces.  It 
is  in  a  sauce  that  goes  with  spa¬ 
ghetti  that  you  know  more  about 
than  I  do  and  customers  tells  us 
that  it  is  really  nice  and  just  as 
economical  as  the  kind  they  them¬ 
selves  prepare.  Fifteen  cents. 
Try  it.  “Thank  you!” 

*  *  * 

Suggestion  No.  3 — Bottled 
Pickles. — We  are  advertising  these 
pickles  at  12  cents  a  bottle.  They 
are  the  sweet  midget  kind  as  you 
will  see.  I  notice  there  are  some¬ 
thing  like  40  in  a  bottle.  They 
certainly  look  dainty  and  will  be 
nice  to  serve  with  a  cold  lunch, 
and  certainly  will  be  appreciated 
if  included  in  the  picnic  basket. 

*  *  * 

Suggestion  No.  4 — Picnic  Salmon. — 

We  have  been  asked  to  introduce 
this  size  salmon  because  it  is  so 
convenient  for  small  families. 
You  will  find  the  fish  red  and  flaky 
like  the  Columbia  River  salmon. 
It  has  the  true  salmon  flavor.  It 
is  oily  but  not  coarse.  Twelve 
cents. 

*  *  * 

Suggestion  No.  5 — Scotch  Canned 
Fish. — Shall  I  include  a  can  of 
Scotch  fish  in  your  order  to-day  ? 
They  make  a  splendid  supper  dish 
and  are  really  very  economical. 
This  large  can  we  sell  for  15  cents, 
either  plain  or  in  tomato  sauce. 

It  seems  that  the  Scotch  have  a 
knack  of  making  fish  tasty. 
These  are  smoked  before  being 
cooked,  and  I  understand  the 
gravy,  as  they  call  it,  is  worth 
half  the  price. 

From  what  I  hear  you  are  sure 
to  like  it.  Send  a  can?  “Thank- 
you.” 

Grapes  are  coming  in  from 
North  Carolina  and  command  35 
cents  per  basket.  The  variety  is 
Delawares.  California  Malaga 
grapes  range  from  $2.30  to  $2.60 
per  box. 


FLEISCHMANN’S 

COMPRESSED  YEAST 

HRS  NO  EQURL 


25%  Discount 


We  have  a  $300  order,  in 
exchange  for  advertising,  on 
one  of  the  best  piano  houses 
in  the  country,  which  we  will 
sell  for  cash  at  a  25%  dis¬ 
count. 

Address  L.  S.,  “Grocery 
World  and  General  Mer¬ 
chant,"  927  Arch  Street, 
Philadelphia,  Pa. 


No  Salesmen  Used 

If  you  really  want  to  know  what  a  figure  salesmen’s  salaries 
cut  in  making  the  price  of  Coffee  to  you,  compare  the  price 
you  pay  when  you  buy  through  salesmen  with  our  price  when 
we  sell  you  by  mail. 

If  you’ll  do  that,  we  can  stop  arguing  with  you  from  then  on. 

We  will  gladly  send  you  samples  and  prices  or  we  will 
match  your  samples  if  you’ll  send  them. 

DURYEE  &  BARWISE  89  SF  r  QSn  tN  S  treet 


PACKERS  TEAS  AND  COFFEES 

:  New  York 


-ESTABUSHED  1897- 


MAKES 

HEALTHY,  HEARTY 
CUSTOMERS 

Who  consume  more  groceries  than 
drinkers  of  tea  and  coffee  do  Y  ou 
may  make  more  money  at  first  on 
tea  and  coffee.  In  the  long  run  it 
will  pay  better  to  sell  cocoa. 

Wholesome  and  Appetizing 
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THE 

STROLLERS 

COLUMN 


Gee  whiz,  but  a  man’s  a  chump 
to  starve  his  business  to  death  to 
feed  something  else,  ain’t  he? 
Seems  as  if  you  can’t  understand 
how  a  fellow  can  be  so  blamed 
blind. 

Still,  they  do  it — I’ve  seen  a  lot 
of  ’em — and  I  never  saw  but  one 
that  made  out  all  right.  The  rest 
of  ’em  simply  stunted  their  busi¬ 
nesses  instead  of  letting  them 
grow  into  what  they  would  have 
grown  into  if  they'd  had  enough  to 
eat. 

And  the  thing  that  drank  the 
business’s  milk  didn’t  get  fat  on  it 
either. 

There’s  a  mighty  sore  man  up 
in  Lehigh  County,  Pa.,  that  knows 
better  now.  Whether  it’s  too  late 
to  come  back  I  can’t  say,  but  I’m 
afraid  it  is. 

I’ll  tell  you.  This  man  started 
a  grocery  store  in  the  suburbs  of 
a  certain  place  about  five  years 
ago.  It  wasn’t  much  of  a  store, 
though  good  enough  for  the  trade 
he  had  then.  But  a  real  estate 
promoter  saw  the  chance  to  turn 
the  thing  into  a  classy  suburb  and 
in  about  three  years  he’s  made  a 
peach  of  a  place  there. 

All  right  around  this  man’s 
store,  too — as  I’ve  often  told  my 
friend  the  grocer,  he  couldn’t  have 
got  a  salesman  like  that  real 
estate  man  has  been  if  he’d  paid 
him  a  thousand  a  week. 

The  grocer  owned  his  place, 
and  the  thing  that  twisted  him 
first  was  the  fact  that  in  three 
years  he  had  seen  it  double  in 
value  without  turning  a  hair.  He 
started  to  think  one  day  what 
would  have  happened  if  he’d  only 
had  gumption  enough  to  buy 
some  lots  there  before  the  boom 
came  on,  and  hold  ’em. 

“Why,  I’d  have  been  a  rich 
man  !”  he  told  me  one  day. 

“Well,  you  didn’t  do  it,  Jim,”  I 
said,  “and  you  want  to  forget  all 
about  it.  Holding  these  post¬ 
mortems  make  people  dippy.” 


Feeding  Some  Other  Baby  First. 

“I  won’t  let  another  chance 
like  that  go  by,  I’ll  tell  you  that,” 
he  said. 

That  was  the  beginning  of  the 
whole  trouble.  This  business  had 
come  to  be  a  good  thing.  Pie  told 
me  he  could  take  a  thousand  a 
year  out  of  it  beside  a  good  liv¬ 
ing,  and  never  miss  it. 

“Fine,”  I  said,  “now  d’ye  know 
what  you  want  to  do?  You  want 
to  bring  this  store  up  to  the 
neighborhood.  It  ain’t  as  good  as 
it  ought  to  be,  Jim — you’ve  got 
some  mighty  classy  people  here 
now,  and  you  ought  to  cater  to 
’em.” 

“Why  should  I  cater  to  ’em 
anymore  than  I  am?”  he  de¬ 
manded.  “I’ve  got  their  trade.” 

“I  know  you  have,”  I  said, 
“but  you  ain’t  got  any  patent  on 
it,  have  you?  Why  don’t  you 
tear  out  your  front  and  fix  up 
some  kind  of  a  colonial  scheme 
with  a  couple  of  classy  low  win¬ 
dows?  Make  the  place  fit  the 
neighborhood.” 

“That’s  all  rot !”  he  said. 

“All  right,”  I  said.  “It’s  your 
business.  I  suppose  you’ll  say 
‘rot’  when  I  tell  you  your  stock 
ain’t  the  kind  of  stock  these  people 
have  been  used  to  buying  from. 

It  ain’t  fancy  enough.  What 
you’ve  got  here  is  a  good  middle- 
class  stock.  You  ought  to  spend 
a  couple  of  hundred  dollars  for 
fancy  stuff.” 

“Why  not  tear  the  inside  of  the 
store  out,  too?”  he  said  sarcastic¬ 
ally. 

“You  took  the  words  out  of  my 
mouth,”  I  said.  “You  could  put 
$500  in  some  fixtures  that  would 
make  this  some  place.  Then 
you’d  have  a  store  even  those  big 
bugs  would  be  glad  to  come  into.” 

“Well,  I’ll  tell  you,”  he  said. 
“I’m  not  going  to  do  anything  of 
the  kind.  Billy  Wood  (the  real 
estate  man  that  made  the  place) 
told  me  to-day  he  had  bought  an¬ 
other  tract  over  on  the  west  side 


and  lie’s  going  to  get  up  a  boom 
over  there  just  like  he  did  here. 
I’m  going  to  put  all  the  money 
in  over  there  I  can  get,  and  I’l 
double  it  in  four  years.  What’s 
the  use  of  keeping  it  in  here  for  a 
little  10  per  cent,  a  year  when  I 
can  make  30  or  40?” 

“Are  you  really  going  to  starve 
this  business  to  feed  a  land 
spec.?”  I  said. 

“I’m  going  to  put  my  money 
where  I  can  get  the  biggest  in¬ 
terest,”  he  said. 

“All  right,”  I  said,  “hope  you 
win  out.” 

But  he  didn’t.  Here’s  what’s 
happened.  For  the  last  two  years 
he  ain’t  spent  a  cent  on  his  busi¬ 
ness  he  could  get  out  of.  The 
land  scheme  looked  good  for 
about  six  months,  and  then  Wood 
went  broke  and  the  whole  thine 
went  to  smash.  The  grocer  is 
loaded  with  a  lot  of  land  that  he 
can’t  sell  at  all — at  any  price. 
Maybe  iii  time  it’ll  pull  up — if  he 
has  the  coin  to  hold  it  until  1984 
or  something  like  that. 

To  make  the  thing  worse,  a  gro¬ 
cer  from  the  city  has  put  in  a 
peach  of  a  branch  store  out  there 
that’s  really  a  bang-up  place — it’s 
as  good  as  the  neighborhood,  and 
that’s  some  good. 

Now  who  was  right?  If  that 
fellow  hadn’t  took  the  milk  away 
from  his,  own  baby  to  feed  the 
brat  next  door,  his  business  would 
have  been  worth  four  times  as 
much  as  it  is  to-day,  in  profits  and 
in  money,  and  he  wouldn’t  have 
this  new  competition,  for  I  hap¬ 
pen  to  know  that  the  reason  the 
new  store  came  there  was  because 
it  only  had  this  one  punk  place 
to  fight. 

Are  you  next? 

Here’s  something: — 

Yonkers,  N.  Y.,  July  18,  1911. 

My  Dear  Mr.  ‘'Stroller.” 

I  have  been  a  reader  and  sub¬ 
scriber  of  your  paper  for  many 

years.  Your  article,  “A  Croak  About 


Trouble  Ahead,”  I  cannot  let  pass 
without  debate. 

Yes,  there  is  trouble  in  store  for' 

some  one. 

You  speak  of  “a  little  bunch  of 
retailers.”  Now,  I  want  to  tell  you  \ 
this  bunch  of  retailers  are  men  of 
sense  and  money. 

Men  who  work  hard  every  day, 
and  let  me  tell  you  some  of  them 
are  making  some  money. 

I  know  of  some  retailers  who  can  . 
ut  away  every  year  from  $1,500  to 
2,000.  They  are  members  of  this 
little  bunch  of  retailers. 

\Ve  are  compelled  to  combine ;  we 
have  some  associations  in  New 
York  City  and  are  doing  fine. 

We  are  organizing  a  branch  in 
our  city  to-day. 

The  business  condition  of  to-day 
is  such  that  the  retailer  is  com- 
pelled  for  his  own  protection  to  or¬ 
ganize. 

Who  is  to  blame? 

'1  he  manufacturer. 

Why? 

If  the  manufacturer  would  stick 
to  one  price  (same  as  the  Kellogg 
people  are  doing  to-day)  we  would 
not  have  to  organize. 

1  he  jobbers  have  nothing  to  do 
with  this — it  is  up  to  the  manufac¬ 
turer. 

No  hard  feelings,  I  hope,  but  I 
have  to  stick  up  for  this  little  bunch 
of  retailers. 

Yours  truly. 

W.  Levdecker. 

Say,  old  man,  you  got  me  dead 
wrong  if  you  thought  I  said  “a 
little  bunch  of  retailers”  in  any 
slighting  way.  Great  Heavens, 
no!  That  was  just  my  polite  ex¬ 
pression  for  any  number  of  retail 
grocers  who  got  together  in  a 
buying  combine.  I’m  not  reflect¬ 
ing  on  retail  grocers,  you  can  bet 
your  hat — I  know  too  many  of 
em,  like  ’em  too  well  and  do  too 
much  business  with  ’em  to  reflect 
on  ’em. 

The  Stroller. 


Oleo  Output  Decreases. 

According  to  the  Internal  Reve¬ 
nue  report  from  Chicago  the  out¬ 
put  of  oleomargarine  for  the 
month  of  June  was  the  lightest  in 
that  district  for  more  than  a  year 
and  a  half.  The  figures  show  a 
total  production  for  June  of  3,- 
031,088  pounds— 2,940,356  pounds 
of  uncolored  and  90,732  pounds  of 
colored.  This  is  267,870  pounds 
ess  than  in  May,  and  2,102,881 
rounds  below  the  production  of 
June,  1910.  The  reduction  for 
the  three  months  amounts  to  8,- 
293.961  pounds.  As  the  Chicago 
district  is  usually  credited  with 
about  five-eighths  of  the  produc¬ 
tion  of  the  United  States  it  is  rea¬ 
sonable  to  suppose  that  the  falling 
off  is  general. 


Nearby  lima  beans  average 
$3-5°  Per  half-barrel,  which  means 
two  baskets.  The  receipts  are 
not  large. 
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Hamond  Match  Co.  Sells  No  More  Goods 

to  Jobbers 


i  Order  to  Allow  Prices  to  be  Fixed,  Goods  Are  Consigned 
Only,  and  Jobbers  Pay  Each  Month  Only  for  What  They 
Have  Sold.  Object  and  Result  of  Plan  is  to  Make  the 
Goods  the  Diamond’s  Until  Sold,  Thereby  Allowing  it  to 
Fix  Prices. 


The  Diamond  Match  Co.  has 
nade  a  change  in  its  selling  plan 
vhich  is  designed  to  allow  it  to 
imit  the  prices  at  which  jobbers 
ihall  sell  its  goods  without  run- 
ling  counter  to  the  decision  of  the 
Jnited  States  Supreme  Court, 
rhe  change  makes  agents  instead 
)f  buyers  of  the  jobbers. 

The  Diamond  Match  Co.  has 
dwavs  endeavored  to  compel  job- 
>ers  to  sell  its  brands  at  fixed 
>rices.  Before  the  Supreme  Court 
lecided  that  no  manufacturer 
;ould  interfere  with  the  selling 
)rice  of  goods  which  a  jobber  had 
ictually  bought  from  'him,  the 
Diamond  Co.  sought  to  control 
jobbers’  prices  by  calling  them 
its  agents  and  thus  seeking  to  re¬ 
tain  control  of  the  goods  until  sold 
to  the  retailer.  This  was  exactly 
the  Miles  scheme,  and  its  weak 
point  was  that  the  jobbers,  in 
spite  of  being  called  agents,  were 
compelled  to  pay  for  the  goods  in 
thirty  days  just  as  if  they  had 
been  buyers.  In  fact  they  were 
buyers,  as  the  Supreme  Court 
ruled. 

Under  the  new  Diamond  Match 
Co.  plan,  however,  the  jobbers 
are  really  agents.  The  match 
company  consigns  them  such 
goods  as  they  may  order,  and 
asks  to  be  paid  for  them  only 
when  the  jobber  has  sold  them. 
Each  month  the  jobber  makes  a 
report  to  the  Diamond  of  the 
amount  he  has  sold  and  remits  for 
those  alone,  less  his  commission 
of  io  per  cent.  If  it  takes  six 
months  to  sell  the  entire  consign¬ 
ment,  it  will  take,  under  this  plan, 
six  months  to  pay  for  it.  In  some 
cases  jobbers,  in  order  to  keep 
their  own  accounts  straight,  have 
tendered  payment  on  the  whole 
consignment  at  the  end  of  thirty 
days,  when  only  a  part  of  it  had 
been  sold,  but  the  Trust  in  every 
case  has  refused  to  take  the 
money. 

A  discount  is  allowed  at  the 
end  of  thirty  days. 

The  object  of  this  plan — and  in 
this  it  is  really  successful — is  not 


to  sell  the  goods  at  all,  but  to 
merely  place  them  for  sale  with 
the  jobbers,  as-  manufacturers’ 
agents.  In  that  way  they  remain 
the  Diamond  Co.’s  until  sold  to 
retailers,  and  the  Diamond  Co. 
can  absolutely  dictate  the  price  at 
which  they  can  be  sold.  The  job¬ 
bers  are  not  altogether  pleased 
with  the  scheme,  as  it  makes  some 
extra  bookkeeping  for  them,  but 
nevertheless  they  are  going  along 
because  the  plan  prevents  the  sac¬ 
rifice  of  profits. 


French  Peas  as  Short  as  Ours. 

Hot,  Dry  Weather  Curtails  Pack  and 

Prices  Advance  One  Dollar  Per  Case. 

The  decided  shortage  in  the 
pack  of  peas  all  over  this  country 
will  be  aggravated  to  some  extent 
by  the  fact  that  the  pack  of 
French  and  Belgian  peas  is  short 
also. 

The  pack  of  peas  in  France  and 
Belgium  is  over  and  shows  a  de¬ 
cided  discrepancy  when  compared 
with  last  year.  As  a  result,  prices 
have  advanced  about  $i  per  case, 
or  about  12  cents  per  dozen, 
within  a  few  weeks.  Extra  Fins, 
which  were  sold  to  retailers  at 
$16.50  early  ii>  the  season,  are 
now  quoted  at  $17.50,  and  Fins, 
which  were  $14.50,  are  now 
$15.50.  The  cause  of  the  shortage 
is  the  same  as  in  this  country — 
hot,  dry  weather. 

The  present  market  for  French 
peas  is  about  $1.50  above  a  year 


This  Starch  Deal  is  for  You. 

The  American  Starch  Co.,  of  Lititz, 
Pa.,  announce  a  new  deal  under  date 
of  July  22d,  in  which  they  give  free 
1  40s  Garantee  Corn  Starch  and  1  48s 
Garantee  Gloss  Starch  with  every 
order  for  10  cases  solid  or  assorted 
Garantee  packages,  and  with  orders  for 
10  40s  Special  Gloss  they  give  free 
1  40-pound  box  Special  Gloss.  With 
ten  containers  24  is  Penn  Gloss,  at  90 
cents  per  container,  they  give  free  1  40s 
Garantee  Corn  Starch.  Half  this  deal 
for  five  containei^order.  All  other  deals 
are  withdrawn,  and  this  is  subject  to 
withdrawal  without  notice.  Have  you 
got  yours? 


The  Most  Valuable 
Acquisition 


NATIONAL 

BISCUIT 

COMPANY 


Mr.  Dealer-  -in  all  your 
business  experience,  what  is 
your  most  valuable  acqui¬ 
sition;  in  other  words,  what 
at  present  is  your  most  valu¬ 
able  asset  ?  It  isn’t  your 
bank  account ;  it  isn’t  the 
cash  value  of  your  stock — 
the  measure  of  your  success 
is  gauged  by  the  selling 
price  your  business  will 
command  over  and  above 
the  actual  money  value  of 
stock  and  fixtures.  In  short, 
the  extent  of  your  “good¬ 
will”  determines  the  value 
of  your  business  —  the 
probability  that  old  cus¬ 
tomers  will  return  to  the 
old  place. 

With  a  full  line  of  the  National 
Biscuit  Company  celebrated  prod¬ 
ucts  in  stock  —  both  in  the 
famous  In-er-seal  packages  and 
glass-front  cans — you  will  enjoy 
a  goodwill  that  money  cannot 
buy.  It  builds  better  business 
profits. 


-assures 


V>> 


fii 


Progressive  Grocers 

PUSH 

MAPLE1NE 

(A  Flavoring) 

Good  Profit,  Strong  Demand 
Extensively  Advertised 
ITS  USES 

Mapleine  makes  better 
Syrup  than  real  maple  at 
half  the  cost,  and  is  de¬ 
licious  for  flavoring  pas¬ 
tries,  ice  cream  and  con¬ 
fections. 

Order  from  ycur  jobber  to-day.  or 

Frank  A.  Smith  Company 
Philadelphia  Agents 

Crescent  Ufg.  Co- 
SEATTLE,  WASH. 


John  Scott  &  Co. 

INCORPORATED 

PHILADELPHIA 

WHOLESALE  GROCERS 

and  Direct  Importers  of 

Ceylon  and  Assam  Teas 

These  Teas  are  becoming 
more  popular  every  day. 

"Our  prices  are  always  correct" 


PACKERS  OF 

THE  400” 

COFFEE 

Giihens,  Rexsamer  &  Co. 

PHILADELPHIA,  PA. 

IMPORTERS  ROASTERS 


TKX.X.  YOOa  CUITOMBai  THAT 

RAE’S 

Lucca  Olive  Oil 

la  the  product  of  perfectly  found,  ripe, 
freihly  picked,  freshly  cruihcd  end 
pressed  olivet,  grown  la  Tuecany,  Italy, 
the  one  place  in  the  world  where  the 
olive  reaches  perfection.  You  will  not 
only  please  them  but  yen  will  build  up 
a  splendid  trade  on  Lucca  Oil  at  a  good 
profit.  Price*  in  Price*  Current. 

H.  Kellogg  &  Sons 

Philadelphia 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


I  THE  GROCERY  MARKETS 


Tea. 

The  tea  market  is  in  good  con¬ 
dition,  and  holders  who  have  a 
good  stock,  especially  of  new  teas, 
report  an  active  demand.  Prices 
show  no  change  for  the  week,  and 
the  entire  market  is  in  a  healthy, 
steady  condition. 

Coffee. 

During  the  week  the  market  for 
coffee  options  (futures)  has 
sagged  considerably,  though  it  re¬ 
covered  somewhat  toward  the 
end.  Actual  coffee,  however,  has 
not  shared  in  the  decline  and  is 
steady  throughout.  The  demand 
is  fair  under  all  the  circum¬ 
stances.  Milds  show  no  change 
and  but  little  demand.  Java  and 
Mocha  are  unchanged  and  quiet. 

Sugar. 

The  sugar  market  is  firm  and 
high.  Refined  advanced  30 
points  during  the  week,  and 
the  future  depends  wholly  upon 
the  raw  situation,  which  is  strong. 
The  European  raw  market, 
though  it  has  shown  some  slight 
reactive  declines  during  the  week, 
is  very  strong,  largely  due  to  the 
heat  and  drought,  which  together 
have  reduced  the  crop.  The  de¬ 
mand  for  refined  sugar  has  been 
curtailed  by  the  short  fruit  crops, 
but  is  as  good  as  could  be  ex¬ 
pected. 

Syrup  and  Molasses. 

Glucose  is  unchanged  for  the 
week.  Compound  syrup  is  dull  at 
unchanged  prices.  Sugar  syrup  is 
not  moving  and  prices  are  un¬ 
changed.  Molasses  dull  and  un¬ 
changed  prices. 

Fish. 

Mackerel  is  quiet  and  shows  no 
important  change.  No.  1  Nor- 
ways  are  reported  somewhat 
firmer,  but  Irish  are  somewhat 
easier,  and  shores  are  about 
steady.  Cod,  hake  and  haddock 
are  unchanged  and  dull.  Domes¬ 
tic  sardines  are  dull  in  spite  of  the 
fact  that  this  is  their  season.  The 
catch  is  still  short,  and  the  market 
is  unchanged.  Imported  sardines 
show  no  change.  Prices  are 
steadily  maintained,  and  reports 
from  abroad  tell  of  comparatively 
small  catch.  It  is  expected,  how¬ 
ever,  that  a  better  catch  may  be 
made  later  in  the  season.  If  this 
happens,  the  market  may  be 


somewhat  lower.  Domestic  salm¬ 
on  shows  no  change,  and  com¬ 
paratively  light  demand.  Prices 
on  new  Alaska  have  not  yet  been 
named. 

Canned  Goods. 

Tomatoes  show  no  change  for 
the  week,  but  if  anything  the  feel¬ 
ing  is  slightly  easier.  Spot  goods 
can  be  bought  at  90  cents  in  a 
large  wav,  which  is  below  the 
figure  some  holders  were  asking 
for  goods  a  short  time  ago.  Fu¬ 
tures  are  also  unchanged,  but  the 
packing  outlook  is  better,  owing 
to  good  weather,  and  it  is  getting 
so  close  that  the  chance  of  higher 
prices  is  lessening  every  day.  I11 
fact  the  Baltimore  packers  are 
already  buying  fresh  tomatoes  in 
the  Philadelphia  market  and  pack¬ 
ing  them,  but  these  goods  have 
not  yet  made  their  appearance  in 
Northern  markets.  They  are 
probably  going  South.  Corn  is 
unchanged,  but  the  price  will 
soon  decline.  New  Southern  corn 
will  be  on  the  market  in  a  few 
days,  and  has  been  offered  for  de¬ 
livery  at  75  cents.  This  is  \2l/2 
cents  below  the  same  brands  are 
selling  for  on  spot.  Peas  con-* 
tinue  exceedingly  scarce  and  high, 
though  there  has  been  no  change 
during  the  week.  Apples  are  very 
strong;  in  fact  there  is  practically 
no  price  on  the  new  pack,  as  un¬ 
favorable  weather  in  New  York 
State  has  damaged  the  crop. 
There  are  a  few  apples  on  spot, 
held  at  very  high  prices.  Eastern 
peaches  are  quiet  and  unchanged 
in  price.  California  canned  goods 
for  future  delivery  have  sold  very 
well  at  the  high  prices;  spot 
goods  in  moderate  demand. 
Small  standard  canned  goods  are 
almost  all  firm.  Soaked  peas,  for 
instance,  are  quoted  at  60  cents, 
which  is  10  cents  above  normal, 
and  spinach  is  also  very  high. 

Dried  Fruits. 

Spot  prunes  are  unchanged  in 
price  and  in  fair  demand  under 
the  circumstances.  Spot  peaches 
are  quiet  and  unchanged ;  future 
peaches  are  much  excited,  and 
most  packers  have  withdrawn 
prices.  A  flurry  between  the 
grower  and  packer,  caused  by  the 
former  raising  his  prices  to  the 
latter,  is  the  reason.  Old  raisins 


show  an  advance  of  l/2  cent,  but 
the  general  situation  is  dull  and 
unchanged.  There  is  prospect  of 
a  good  crop  of  currants,  and  the 
demand  is  seasonably  fair  and  the 
situation  healthy.  Spot  apricots 
are  scarce  and  are  cutting  but  lit¬ 
tle  figure.  Futures  are  still  high 
and  very  dull. 

Beans  and  Peas. 

Domestic  pea  beans  show  no 
change  on  spot,  but  are  a  trifle 
firmer  to  come  forward.  Domes¬ 
tic  marrows  are  also  unchanged. 
California  limas  are  about  10 
points  lower,  due  to  some  holder 
breaking  the  price.  Demand  for 
beans  is  fair.  Green  peas  are 
about  cleaned  up,  the  last  going 
out  at  $2.95  to  $3  per  bushel. 
Scotch  scarce  and  high. 

Butter. 

The  demand  for  everything  in 
the  butter  line,  including  solids 
and  prints,  has  been  active  during 
the  week,  and  in  consequence  the 
market  has  advanced  1  cent  per 
pound  on  all  grades.  The  bulk  of 
the  receipts  still  show  seasonable 
defects  and  the  percentage  of 
fancy  butter  is  light.  The  indica¬ 
tions  are  for  normal  receipts  for 
the  next  few  days,  with  perhaps 
no  change  in  prices. 

Eggs. 

The  receipts  of  eggs  have  fallen 
off  considerably  and  the  percent¬ 
age  of  fancy  eggs  is  quite  light. 
There  has  in  consequence  been  a 
general  advance  of  1  to  2  cents  per 
dozen.  The  consumptive  demand 
for  eggs  is  very  good  and  the 
market  is  healthy  at  the  reported 
advance. 

Cheese. 

An  active  consumptive  demand 
is  reported  for  all  grades  of 
cheese.  The  receipts  are  about 
normal  for  the  season  and  the 
market  is  firm  and  unchanged. 
The  quality  of  the  cheese  arriving 
is  fully  up  to  the  season’s  stand¬ 
ard,  and  the  market  is  healthy 
without  present  indications  of  im¬ 
mediate  change. 

Provisions. 

Everything  in  the  smoked  meat 
line  is  in  good  seasonable  demand, 
and  the  market  is  steady  and  un¬ 
changed.  Pure  lard  is  unchanged 
and  in  good  consumptive  move¬ 
ment.  Compound  lard  is  dull  at 


J4  cent  decline.  Dried  beef  is 
firm  at  1  cent  advance.  Barrel 
pork  is  steady  and  unchanged ; 
canned  meats  show  a  slight  ad¬ 
vance  for  the  week  and  are  sea¬ 
sonably  active. 


INDIVIDUAL  MARKET  REPORTS. 


Standard  Canned  Goods. 

The  activity  in  tomatoes  for 
both  spot  and  future  deliveries 
continued  throughout  the  week, 
and  the  goods  were  as  widely 
scattered  as  in  the  preceding* 
weeks.  The  weather  conditions 
were  favorable  during  the  week, 
with  a  few  rainstorms  in  those 
sections  of  the  State  that  needed 
it  so  very  badly,  and  the  tempera¬ 
ture  was  more  moderate  up  to  the 
close.  The  growers  of  tomatoes 
for  canning  purposes  continue  to 
complain  of  the  unfavorable  crop 
conditions,  and  they  give  several 
reasons  for  it,  which,  from  their 
viewpoint,  are  convincing  enough 
for  themselves,  but  when  the  trend 
of  one's  opinion  follows  along  the 
line  of  least  resistance  the  argu¬ 
ment,  to  be  convincing  to  others,, 
must  have  something  substantial 
to  it  to  command  the  other  fel¬ 
low’s  respect  and  judgment.  All 
the  same,  on  the  other  hand,  the 
tomato  crop  is  not  yet  made.  It 
will  be  fully  a  month  yet  before 
the  actual  conditions  are  known 
beyond  any  reasonable  doubt,  and 
after  that  several  things  can  hap¬ 
pen  to  the  crop,  either  to  increase 
or  reduce  the  yield  per  acre.  The 
strongest  sustaining  feature  to 
the  market  at  this  time  so  far  as 
futures  are  concerned  is  the  fact 
that  many  packers,  tempted  by 
the  high  prices,  have  sold  a  larger 
proportion  than  usual  of  their  fac¬ 
tory  capacity.  That  makes  fewer 
sellers,  of  course,  with  the  usual 
results.  Spot  tomatoes  sold  freely 
during  the  week  at  full  prices,  and 
the  holders  of  them  continue  to 
believe  that  their  stocks  will  all  be 
marketed  before  the  Maryland 
crop  is  fit  and  ready  for  the  can- 
ners,  say  two  or  three  weeks  off. 
Meantime  raw  tomatoes  will  be 
picked  in  those  sections  outside  of 
Maryland  where  there  are  no  can¬ 
neries  and  shipped  to  Baltimore 
half  ripe  to  obtain  the  high  prices 
prevailing  here  for  the  raw  stock, 
in  the  expectation  that  they  will 
‘‘color  up’’  on  the  way  to  market 
and  look  good.  A  few  have  al¬ 
ready  arrived,  and  the  canners 
here  are  working  on  them  at  a 
cost  that  appears  to  be  out  of  pro¬ 
portion  to  their  value  as  compared 
with  the  spot  goods  of  last  sea¬ 
son’s  pack. 
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String  beans  advanced  again 
is  week  and  closed  active  and 
ronger,  with  indications  of 
gher  prices  coming  because  of 
jhter  offerings  and  increased  de- 
and.  The  stocks  of  peas  in  Bal- 
ttiore  are  exceedingly  small,  and 
ie  prices  advanced  again  this 
eek.  Spot  corn  in  Baltimore  is 
eaned  up,  practically,  and  the 
ocks  in  the  hands  of  the  country 
ickers  in  Maryland  are  so  small 
j  to  be  hardly  worth  mentioning, 
pot  spinach  is  offered  only  in 
nail  quantities,  nearly  gone,  and 
iture  spinach  is  being  booked  up 
little  more  each  week.  Even 
jaked  peas  have  advanced  again 
lis  week. 

New  apples  are  being  packed  in 
nail  lots  to  fill  the  orders  for 
uick  shipment.  Future  apples 
re  also  selling  for  August  and 
eptember  delivery.  The  stocks 
f  pineapples  in  Baltimore  are  re- 
larkably  small,  and  the  next  can¬ 
ing  season  for  them  eleven 
lonths  off.  Spot  pears  are  being 
radually  cleaned  up  and  the 
fferings  are  very  light.  Berries 
nd  cherries  are  as  strong  as  any 
;ems  in  the  list  and  the  stocks  are 
mall  comparatively.  Some  few 
ew  crop  peaches  are  arriving, 
ery  few,  and  when  the  canners 
;et  any  of  them  they  are  putting 
hem  into  pie  peaches  and  seconds 
•eaches.  The  outlook  for  the 
teach  crop  in  Maryland  and  ad¬ 
orning  States  continues  to  be 
rery  discouraging.  The  market 
or  canned  fruits  certainly  looks 
.till  stronger  ahead  so  far  as  Bal- 
imore  and  vicinity  is  concerned, 
love  oysters  are  firm  and  fairly 
ictive,  with  smaller  holdings  here 
han  usual  for  this  time  in  the 
season. 

All  the  important  articles 
jacked  here  during  the  season  are 
row  in  the  cans  with  but  four  or 
ive  exceptions,  namely,  tomatoes, 
:orn,  peaches,  apples  and  pears, 
itc. 

Thos.  J.  Meehan  &  Co. 

Baltimore,  Md. 


sequently  packers  have  been  un¬ 
able  to  pack  as  many  No.  i  fine 
sardines  as  they  wanted,  but  there 
is  a  prospect  of  good  fishing  there 
Strohmeyer  &  Arpe  Co. 
New  York,  N.  Y. 


Imported  Fish  Specialties. 

There  is  nothing  doing  as  yet  in 
lolland  herring.  It  is  a  little  too 
irly  for  these  goods.  The 
reather  is  still  too  warm. 

The  demand  for  Scotch  herring 
as  somewhat  improved,  and  ar- 
iving  parcels,  if  of  fine  quality, 
nd  a  ready  sale,  ex  dock. 

Imported  Oil  Sardines. — The 
eports  from  France  in  regard  to 
atch  of  sardines  are  unfortunately 
ery  poor,  hardly  any  fish  to  be 
ad,  and  the  little  that  is  caught 
5  extremely  high.  Our  packers 
iave  not  lost  hope  yet  that  they 
fill  be  able  to  pack  a  few  French 
ardines  this  season,  but  it  cer 
ainly  looks  mighty  blue  unti 
ow. 

In  Norway  the  fishing  has  been 
[uite  good,  but  a  great  many  par- 
els  of  the  fish  arrived  in  such  a 
ondition  that  they  could  not  be 
ised  for  first  quality  of  fish,  con- 


Rice. 

Market  for  the  week  has  shown 
seasonable  activity,  the  demand 
running  on  both  Honduras  and 
Japan.  The  latter  exhibits  con 
siderable  strength,  and  under 
light  supply  has  advanced.  Buy¬ 
ers  of  Honduras  are  doing  quite  a 
bit  of  “shopping”  in  the  endeavor 
to  match  previous  purchases,  and 
the  assortment  of  lots  at  3J4  cents 
and  lower  is  about  cleaned  up. 

Advices  from  the  South  note 
quiet  conditions,  although  some 
dealers  report  improved  inquiry 
on  the  Atlantic  Coast.  At  New 
Orleans  the  market  is  strong  and 
offerings  are  readily  placed  at  full 
figures,  which  show  an  advance 
over  previous  week.  No  further 
receipts  of  new  crop  rough  are  re¬ 
ported,  but  some  is  expected  the 
coming  week,  weather  permitting. 

In  the  interior — s  out  h  west 
Louisiana,  Texas  and  Arkansas — 
an  active  demand  is  reported  at 
advanced  prices.  Some  of  the 
mills  have  sold  out  their  holdings 
of  cleaned,  realizing''  to  ' Va  cent 
above  prices  thirty  days  ago.  The 
growing  crop  is  doing  well,  al¬ 
though  somewhat  later  than 
usual. 

Cables  and  correspondence 
from  abroad  note  markets  un¬ 
changed. 

Dan  Talmage’s  Sons  Co. 
New  York  and  New  Orleans. 

Spices. 

The  market  is  very  steady,  but 
generally  unchanged.  The  de¬ 
mand  is  good.  It  is  expected  that 
large  requirements  of  spices  will 
be  needed  during  the  next  ninety 
days,  and  inasmuch  as  stocks  are 
rather  small,  it  looks  like  an  ac¬ 
tive  market  with  prices  tending 
upward. 

Pepper. — Futures  are  steady. 
Spot  stock  is  very  scarce.  The 
demand  is  good  at  present.  For¬ 
eign  quotations  are  well  above  do¬ 
mestic  prices. 

Cloves  in  steady  demand  and 
reported  scarce.  Crop  estimates 
are  somewhat  reduced,  and  it  is 
reported  new  crop  is  very  late. 

Nutmegs  very  steady  and  in 
fair  demand.  Prices  are  un¬ 
changed. 

Mace  in  good  demand  at  pres¬ 
ent.  Prices  are  gradually  tending 
upward.  Stock  here  is  very  small. 

Cassias. — Saigon  is  very  scarce 
and  higher;  Batavia  is  not  very 
plentiful,  and  the  quality  is  gen 
erally  unsatisfactory;  China  in 
fair  demand  at  unchanged  prices. 

Gingers  unchanged  and  in  fair 
demand. 

Tapiocas  slowly  but  steadily 
advancing.  Futures  are  very 
high  and  higher  prices  are  antici¬ 
pated. 


Seeds,  Herbs,  Etc. — There  is 

considerable  activity  at  present, 
especially  for  Poppy,  Caraway 
and  Mustard.  Poppy  is  very 
much  firmer  and  tending  upward. 
McCormick  &  Co.,  Inc. 
Baltimore,  Md. 


squad  of  police  were  necessary 
during  the  rush,  although  the 
crowd  was  orderly. 


MARKET  NOTES. 


New  apples  show  a  wide  range 
— 30  to  90  cents  ^per  basket,  or 
$1.50  to  $4.50  per  barrel.  The 
demand  is  good. 

The  best  sugar  corn  brings  75 
cents  and  from  that  the  price 
drops  to  40.  The  demand  is  good 

Georgia  peaches  are  being  taken 
out  of  cold  storage  and  are  bring¬ 
ing  $3.25  to  $3.50  per  crate.  New 
peaches  from  nearby  are  mostly 
small  and  poor,  but  are  bringing 
$1.25  to  $1.50.  Good  peaches  are 
wanted. 

Cantaloupes  are  coming  from 
all  over.  The  best  are  from  North 
Carolina  and  are  worth  $1.75  a 
crate,  though  Arizona  and  Cali¬ 
fornia  fruit  is  bringing  more 
money— $2.50  to  $2.75.  The  gen¬ 
eral  run  of  the  market  can  be 
bought  as  low  as  75  cents.  The 
demand  is  light. 

Cabbage  keeps  up — 40  to  50 
cents  per  basket,  or  $2  to  $2.25 
per  barrel.  The  demand  is  good. 


The  One  Pure  Sugar  Syrup 

t,yle’»  Golden  Syrup— perfectly 
clear,  «  beautiful  golden  color,  to 
neutral  micro-organiima  can’t  live 
in  it.  Absolutely  free  from  preaer- 
vativea.  A  product  which  every  one 
keeps  buying  If  you  want  to  please 
your  trade  tell  them  about  it 
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Sure  sales  and  pleased  customers. 

H.  Kellogg  &  Sons 

Philadelphia 


Here  Is  a  Good  Scheme! 


Grocers  sometimes 
demonstrate  these 
with  fine  results.  The 
demonstration  shows 
two  things — first,  the 
ease  with  which  beef 
tea,  bouillon  or  soup 
is  made  from  these 
capsules  ,  one  of 
which  has  simply  to 
be  dropped  in  a 
cup  of  hot  water ; 
then  it  shows  the 
delicious,  spicy 
flavor. 

You  can  sell  hun¬ 
dreds  of  boxes,  and 
every  one  at  a  profit. 


Des  Moines  (la  )  Uses  Hucksters  as 
Weapon  Against  High  Prices. 

A  newspaper  dispatch  from  Des 
Moines,  Iowa,  tells  of  an  interest¬ 
ing  development  in  the  campaign 
against  the  high  cost  of  living. 
Following  a  campaign  of  several 
weeks,  the  city  officials  on  Tues¬ 
day  last  turned  the  City  Hall 
lawn  over  to  the  vegetable  and 
farm  produce  venders,  and  nearly 
fifty  hucksters  were  lined  up  on 
the  plot.  The  rush  of  consumers 
began  at  6  o’clock.  Two  hours 
later  the  hucksters  had  sold  out 
New  potatoes  were  bought  for  45 
cents  a  peck,  or  $1.75  a  bushel, 
wihere  formerly  the  price  had 
been  $3  to  $4  a,  bushel.  Apples 
which  had  been  selling  at  25  cents 
a  peck  were  sold  for  10  and  12 
cents.  Cucumbers  found  ready 
buyers  at  three  for  10  cents, 
against  the  former  price  of  10 
cents  each.  For  nearly  four  hours 
men,  women  and  children 
swarmed  in  from  every  direction 
and  jammed  the  street  in  front  of 
the  City  Hall  in  an  effort  to  get  to 
the  wagons.  The  services  of  a 


Bouillon 

Capsules 


Sole  Manufacturers 

ROYAL  SPECIALTY  CO. 

92  Reade  St.  NEW  YORK 


The  Unenergetic 
People 

Beside  the  people  energetic 
enough  to  ask  for  Wheatena,  there 
are  many  less  energetic  ones  who 
would  buy  it  if  they  were  told  you 
sold  it.  They  know  about  it,  and 
would  buy  it,  but— well,  they’re 
not  just  the  kind  of  people  to 
push  for  it. 

Wheatena  will  hold  and  make 
more  customers  than  any  other 
cereal  made— especially  with  your 
help. 

The  hearts  of  selected  wheat. 

THE  WHEATENA  CO. 

RAHWAY,  N.  J. 
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Cold  Food  Display. 

Window  displays  of  cold  food  are  just  right  the  past  few  weeks. 
This  window  is  neat  and  attractive.  To  arrange,  first  cover  the  bottom 
with  a  light  green  crepe  paper.  Along  the  front  place  a  few  jars  of  club 
cheese  and  back  of  them  place  a  large  platter  of  sliced  cold  ham  gar¬ 
nished  with  lettuce  leaves  or  parsley.  At  each  side  place  a  small  pyra¬ 
mid  of  horseradish  and  prepared  mustard.  At  each  side  of  the  window 
place  two  rows  of  olives  and  pickles  and  between  them  place  a  dish 
with  cold  veal  loaf  and  summer  sausage.  Cover  three  boxes  of  different 
size  with  the  crepe  paper,  place  in  the  centre  and  arrange  fruit  like  in 
illustration.  If  you  don’t  sell  fruit,  use  breakfast  cereals  or  cakes  and 
crackers.  For  the  pyramid,  if  you  use  fruit,  place  a  row  of  grapefruit 


crepe  paper  and  nail  on  at  each  side  of  the  window  above  the  canned 
fish  pyramids  and  one  back  of  the  centre  pyramid  and  the  window  is 
complete.  Letter  the  fans  with  black  paint. 


Grape  Juice  and  Root  Beer  Display. 

To  the  grocer  who  sells  bottled  goods,  such  as  grape  juice,  ginger 
ale,  root  beer,  sarsaparilla,  etc.,  this  window  will  be  acceptable.  To 
arrange,  cover  the  bottom  of  the  window  with  green  crepe  paper. 
Place  two  buckets  containing  six  or  more  bottles  of  one  kind  in 
plenty  of  cracked  ice  and  letter  each  bucket  like  in  illustration.  Now 
build  a  small  arbor.  Make  it  of  building  laths.  Use  a  few  twigs 


on  the  bottom  and  an  orange  between  each  one.  On  the  next  box  place 
oranges  and  lemons  and  on  the  top  plums,  apples  or  some  kind  of  small 
fruit.  At  each  corner  and  on  top  of  the  pyramid  place  a  nice  pineapple. 
At  each  side  of  the  window,  against  the  walls,  build  a  half  pyramid 
of  canned  shrimps  and  salmon  and  at  each  end  place  a  can  of  soused 
mackerel  or  kippered  herring.  Now  make  three  large  fans.  Use  a 
piece  of  wood  for  the  handle  and  get  six  or  eight  wires  and  fasten  them 
to  it  and  spread  them  out  like  a  fan.  Now  cover  with  light  colored 


of  grapevine  if  you  can  obtain  them.  If  they  cannot  be  had,  get  a 
few  artificial  leaves.  At  both  sides  of  the  arbor  build  a  pyramid 
of  the  bottles.  As  you  sell  the  bottles  out  of  the  ice  you  can  replace 
them  with  some  from  the  pyramids.  Suspend  a  large  sign  card  under 
the  arbor,  with  lettering  to  correspond  to  the  kind  of  drinks  you  are 
selling,  and  place  one  small  card  between  the  two  buckets  with  letter¬ 
ing  like  cut. 


BOOK  REVIEWS. 


Ukers  Tea  and  Coffee  Buy¬ 
ers’  Guide. — A  copy  of  this  work, 
compiled  by  W.  II.  Ukers,  editor 
of  the  “Tea  and  Coffee  Trade 
Journal,”  has  been  received.  It  is 
a  small-paged  book  of  nearly  400 
pages  and  seems  to  be  a  carefully 
compiled  list  of  the  leading  tea 
and  coffee  supply  houses  not  only 
in  the  United  States,  but  in  for¬ 
eign  countries.  In  addition  the 


book  contains  various  statistical 
tables  of  the  tea  and  coffee  indus¬ 
try,  officers  of  various  trade  as¬ 
sociations  and  so  on.  The  work 
should  be  very  valuable  to  any¬ 
body  in  the  tea  and  coffee  busi¬ 
ness  in  a  large  way. 

National  Pood  Commissioners’ 
Association  Will  Meet. 

The  fifteenth  annual  conven¬ 
tion  of  the  Association  of  State 
and  National  Food  and  Dairy  De¬ 


partments  will  be  held  at  Duluth, 
Minn.,  August  21st  to  24th. 
Among  the  subjects  on  the  pro¬ 
gramme  and  the  speakers  are  the 
following :  “Original  Importers’ 
Packages  and  the  Labeling  of 
Packages  in  Intrastate  Traffic 
That  Have  Been  Imported  Into 
the  State  as  Part  of  the  Original 
Package,”  Alfred  H.  Jones,  Food 
Commissioner,  Illinois;  Wilbur  F. 
Cannon  (opens  discussion),  for¬ 


mer  Food  Commissioner,  Denver, 
Col.;  "Disinctive  Names  and  Pro¬ 
prietary  Products,”  J.  S.  Abbott, 
Dairy  and  Food  Commissioner, 
Denton,  Texas;  “Uniformity  Be-  : 
tween  the  Weight  and  Measure 
Provisions  of  the  Federal  Law 
and  the  Weight  Provisions  of  the 
State  Laws,”  E.  F.  Ladd  (opens 
discussion),  Food  Commissioner, 
North  Dakota. 
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The  Truth  of  Conditions  of  Des  Moines 
(Iowa)  Where  Consumers  Are  Buying  of 
Producers  Over  Grocers’  Heads 


Led  by  the  Newspapers,  the  City  Establishes  a  Public  Market, 
at  Which  Producers  of  All  Sorts  of  Produce  Sell  Direct  to 
Consumers  at  Prices  at  Which  Grocers  Cannot  Compete. 
The  Iowa  Associations  Bitterly  Attacked,  as  Well  as  the 
Commission  Men.  Mayor’s  Interview  on  Comparative 
Prices  at  Market  and  at  Grocery  Stores.  Secretary 
Thomas’  Version. 


[In  the  last  issue  the  "  Grocery  World  and  General  Merchant”  told 
briefly  of  a  revolution  which  had  broken  out  in  Des  Moines,  Iowa,  due  to  the 
charge  that  the  retail  grocers  there  had  been  charging  exorbitant  profits  for 
fruits,  vegetables,  dairy  products,  etc.  A  market  house  has  been  established 
at  which  growers  were  solicited  to  come  to  sell  direct  to  consumers.  The 
matter  seemed  so  interesting  and  Important  that  the  "Grocery  Worid  and 
General  Merchant  ”  detailed  a  correspondent  to  investigate  the  situation  and 
report.  This  story  appears  below. — Ed  J 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

Des  Moines,  Iowa, 

August  4,  1911. 

The  campaign  against  the  gro¬ 
cers  here  was  engineered  by  three 
newspapers — the  “News,”  the 
“Capital”  and  the  “Register- 
Leader.”  Working  together  there 
is  no  doubt  that  they  have  been 
able  to  arouse  considerable  im¬ 
pression  that  the  prices  which 
grocers  have  been  charging  are 
too  high.  These  newspapers  had 
an  ordinance  passed  establishing 
a  public  market  house,  at  which 
only  consumers  should  be  allowed 
to  buy.  The  ordinance  forbade 
grocers  from  buying  there  to  sell 
again,  but  it  is  generally  agreed 
that  this  portion  is  unconstitu¬ 
tional,  and  it  will  be  repealed. 

The  flames  were  first  fed  by 
the  publication  of  a  lot  of  letters 
which  passed  between  Secretary 
Melhop,  of  the  Iowa-Nebraska 
Wholesale  Grocers’  Association, 
and  Ira  B.  Thomas,  State  secre¬ 
tary  of  the  Iowa  'State  Retail 
Merchants’  Association.  These 
letters  appear  to  show  that  the 
wholesalers  have  contributed  sev¬ 
eral  hundred  dollars  a  year  to  the 
State  retail  association,  and  the 
charge  has  been  made  that  this 
is  the  result  of  a  conspiracy  be¬ 
tween  them  to  hold  up  prices. 
Apparently  the  local  Des  Moines 
association  is  not  charged  with 
being  a  party  to  this,  as  it  is  not 
a  member  of  the  State  association. 

The  published  charge  as  to  the 
cause  and  result  of  the  jobbers’ 
contribution  was  as  follows: — 

The  wholesalers’  monthly  contri¬ 
bution  to  the  Retailers’  Association 


was  based  upon  a  trade  agreement 
between  the  Iowa  and  Nebraska 
jobbers  and  the  Chicago  jobbers. 
The  Chicago  jobbers  kept  out  of 
the  Iowa  field.  This  permitted  the 
sale  of  sugar  to  Iowa  retailers  at 
24  cents  per  hundredweight  more 
than  would  have  been  charged  had 
there  been  no  trade  agreement.  The 
drag  that  the  Iowa  Retailers’  As¬ 
sociation  got  out  of  it  was  1  per 
cent,  per  hundred  on  all  sugar  sold. 
John  Melhop,  Jr.,  secretary  of  the 
Iowa-Nebraska  Association,  kept  an 
account  for  the  Retailers’  Associa¬ 
tion  and  forwarded  the  1  per  cent, 
to  Thomas.  Nearly  all  the  time  that 
the  bonus  of  24  cents  was  kept  up, 
the  1  per  cent,  drag  was  paid  over 
cheerfully.  But  it  was  not  always 
so.  It  was  sometimes  hard  to  keep 
out  Chicago  competition. 

In  the  early  days  of  the  sensa¬ 
tion,  before  the  market  house  was 
opened,  the  following  open  letter 
to  the  Des  Moines  Retail  Gro¬ 
cers’  Association  was  published 
in  the  local  papers: — 

Mr.  Fred.  Beaner, 

Secretary  of  the  Des  Moines  Re¬ 
tail  Grocers’  Association,  Des  - 
Moines,  Iowa. 

Dear  Sir : — There  are  so  many  re¬ 
ports  as  to  the  object  and  functions 
of  the  organization  of  which  you 
are  the  secretary,  believing  that  it 
will  be  considered  and  answered  in 
the  same  spirit  that  prompts  it,  we 
are  writing  in  the  interests  of  the 
people  who  patronize  the  men  com¬ 
posing  your  organization,  and  this 
letter  is  a  part  of  our  general  effort 
to  ascertain  why  food  prices  are 
higher  in  Des  Moines  than  in  other 
cities. 

(1)  What  are  the  general  objects 
of  your  association? 

(2)  Do  you  meet  and  “fix” 
prices? 

(3)  Does  your  organization,  or 
you  as  its  secretary,  have  and  use 
any  process,  written,  spoken  or  im¬ 
plied  in  the  maintenance  of  a  scale 
of  prices  on  the  standard  commodi¬ 
ties  sold  in  grocery  stores? 

(4)  Has  your  association  any 
connection,  written  or  implied,  with 
the  wholesalers  or  commission  men. 

(5)  Do  the  wholesalers  and  com¬ 
mission  men  contribute  anything 
financially,  directly  or  indirectly,  to¬ 
wards  the  running  expenses  of  your 
organization  ? 


(6)  What  are  the  organization’s 
sources  of  revenue? 

(7)  Has  your  organization  in  any 
manner  attempted  to  prevent  the 
cutting  of  prices  by  grocers,  mem¬ 
bers  or  non-members,  of  your  or¬ 
ganization  ? 

(8)  Is  it  the  policy  of  your  or¬ 
ganization  to  discourage  the  sale  of 
vegetables  raised  by  farmers,  except 
when  the  farmers  sell  at  the  gro¬ 
cers’  prices  ? 

(9)  In  looking  after  the  interests 
of  the  retailers,  did  you  ever  run 
across  information  suggesting  that 
the  commission  men  or  wholesalers 
have  refused  to  sell  to  any  man  en¬ 
gaged  in  the  grocery  business? 

(10)  Is  it  your  policy  to  work  for 
uniform  prices  among  the  grocers, 
or  is  that  a  matter  to  which  you  pay 
no  attention? 

These  questions  are  asked  in  good 
faith,  and  we  believe  that  you  will 
agree  with  us  that  the  people  are 
vitally  interested  in  the  work  of  the 
retail  association,  because  through 
its  members,  the  grocers,  the  people 
spend  most  of  their  money. 

An  early  reply  will  be  appreciated. 

Very  truly  yours, 

Des  Moines  “Daily  News.” 

No  official  reply  was  made  to 
this,  but  three  retailers  prepared 
a  lengthy  defense  and  had  it 
printed.  The  following  is  the 
salient  portion  of  it: — 

„  The  “Register  and  Leader  and 
Daily  Capital,”  thirsting  for  some¬ 
thing  sensational  to  print,  pick  out 
the  poor  retail  grocer  and  the  op¬ 
ulent  (?)  commission  man  as  a 
target  for  their  attack.  Has  not  the 
poor  grocer  a  right  to  live  and  lay 
by  a  little  competency  for  his  old 
age?  We  know  of  very  few  who 
are  riding  in  autos.  How  many 
grocers  in  Des  Moines  could  put  up 
$2,000  cash,  and  yet,  according  to 
fije  “Register  and  Leader”  and 
Daily  Capital,”  they  are  plundering 
the  people  day  and  night. 

The  “Register  and  Leader”  quotes 
Mr.  Harsh  as  having  bought  “Iowa 
Pride”  bacon  in  San  Francisco  for 
25  cents  per  pound.  Poor  Harsh,  ■ 
he  should  go  to  night  school  and 
learn  the  difference  between  first 
choice  bacon  and  bacon  backs, 
which  are  worth  from  1414  to  15*4 
cents ,  per  pound,  whereas  “Iowa 
Pride”  bacon  costs  the  retailer  from 
27  to  31  cents  per  pound,  but  why 
continue  ?  This  paper,  the  “Register 
and  Leader,”  has  not  taken  the 
trouble  to  find  out  the  facts  of  any 
feature  of  the  situation.  They  have 
willfully  permitted  a  lot  of  silly 
dribble  that  has  been  handed  to 
them  by  a  few  “sore  heads,”  most 
of  whom  refuse  to  mention  their 
names,  and  what  have  they  howled 
about?  Eggs  and  potatoes,  potatoes 
and  eggs !  As  soon  as  Minnesota 
potatoes  are  ready  for  market, 
which  will  be  in  about  ten  days, 
prices  will  be  about  25  per  cent, 
lower.  The  “Register  and  Leader” 
will  nQ  doubt  take  credit  for  this 
lowering  of  prices. 

The  lying,  cowardly,  ignorant  at¬ 
tack  on  the  commission  men.  butter 
and  egg  men  and  grocers  of  this 
city  has  given  every  salesman  trav¬ 
eling  from  Chicago  to  Omaha  and 
from  St.  Paul  to  Kansas  City  and 
St.  Louis  a  club  with  which  to 
‘  knock  ’  Des  Moines.  Mr.  Salesman 
goes  to  Mr.  Outside  Merchant  and 
says:  “You  must  be  a  dub  to  trade 
in  Des  Moines;  why  their  own 
papers  are  even  roasting  them  as 
a  lot  of  hold-ups.”  Verily  this  is 
fine  advertising  for  our  fair  city 
by  the  newspapers,  who  thereby  sat¬ 
isfy  their  thirst  for  sensationalism 
under  the  guise  of  being  the  friends 
of  the  “common  people.” 


The  watermelon  story  appearing 
in  yesterday  morning’s  “Register 
and  Leader  is  most  absurd  fiction 
and  malicious  in  intent  to  deceive. 
We  will  give  $500  to  help  build  the 
new  market  house  if  they  will  prove 
that  their  statement  as  to  the  cost 
of  melons  is  not  an  absolute  false¬ 
hood.  Food  prices  are  not  higher 
here  than  in  other  cities,  and  any 
fair  and  intelligent  investigation  will 
prove  it. 

I  he  commission  men  and  grocers 
of  this  city  pay  out  more  money  in 
wages,  thereby  supporting  more 
families  than  any  other  class  of  in¬ 
dustries  in  the  city.  Yet  these 
newspapers,  posing  as  watch  dogs 
of  the  people’s  interests,  would  not 
take  time  to  ascertain  the  truth, 
because  it  would  not  make  sensa¬ 
tional  reading. 

It  is  high  time  that  a  halt  was 
called,  but  the  commission  men  will 
not  “come  across”  with  advertising 
or  anything  else  in  order  to  quiet 
them. 

C.  C.  Taft  Co., 
Davidson  Bros.  Co.,  ] 
Todd  &  Kraft  Co. 

C.  C.  Taft  Co.  also  issued  the 
following  statement: — 

Replying  to  certain  published 
statements  that  we  could  buy  new 
potatoes  at  $1.50  per  bushel  at  Du¬ 
buque,  will  say  that  we  will  pay 
$1.50  per  bushel  for  ten  cars  fancy 
new  potatoes  for  prompt  shipment, 

F.  0.  B.  cars  Dubuque. 

C.  C.  Taft  Co.  ; 

The  market  house  opened  or 
July  25th.  Prior  to  that  the 
people  were  fed  with  all  sorts  oi 
accusations  as  to  grocers’  profits. 
For  example,  the  “Capital”  pub¬ 
lished  the  following  set  in  bold¬ 
face  and  under  the  caption  “Some 
Amazing  Profits”: — 

Young  onions  and  radishes  are 
sold  by  the  grower  at  15  cents  a 
dozen  bunches  to  Des  Moines  mer¬ 
chants.  The  retailer  sells  them  for 
5  cents  a  bunch,  or  three  bunches 
for  a  dime.  Profit  400  per  cent 
Eggs  are  to  be  secured  in  any 
quantity  around  Des  Moines  at  S, 

10  and  12  cents  a  dozen.  The  re-/! 
tailer  is  getting  20  cents  a  dozen. 
Profit,  100  per  cent. 

New  potatoes  are  grown  by  local 
raisers  and  being  sold  to  the  gro- 
cerymen  direct  for  $1.50  and  $1.75 
a  bushel.  The  prevailing  price  in 
Des  Moines  is  60.  65  and  70  cents 
a  peck.  Profit  approximately  100 
per  cent. 

Fresh  country  butter  of  the  fin¬ 
est  quality  can  be  bought  in  quan¬ 
tities  or  by  the  single  pound  near 
Des  Moines  for  15  and  20  cents  a 
pound.  This  is  the  retail  price  of 
the  country  groceryman.  The  local 
retailers  are  getting  28  cents  a 
pound.  Profit,  approximately  90  per 
cent. 

Dry  new  onions  are  bought  bv 
the  retailer  at  $1.50  per  bushel. 
They  sell  in  the  local  stores  for  f 
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bout  60  cents  a  peck,  or  5  cents 
pound.  Profit,  63  per  cent. 

New  cabbage  is  sold  to  city  deal- 
rs  for  40  cents  a  dozen.  The  peo- 
le  pay  10  cents  a  pound.  One  head 
iay  weigh  two  pounds.  Profit,  ap- 
roximately  350  to  400  per  cent. 

Pie  plant  is  sold  now  by  the 
•rower  for  20  cents  a  dozen 
lunches.  The  retailer  demands  and 
ecures  5  cents  for  every  bunch, 
’rofit,  about  400  per  cent. 

Tomatoes  are  brought  into  town 
y  the  grower  now  and  sold  to  the 
lealers  at  7  cents  a  pound.  The 
onsumer  pays  15  cents  a  pound. 
3rofit,  100  per  cent. 

Cherries  that  sold  during  the  sea- 
on  for  75  and  85  cents  a  basket 
vere  delivered  to  the  grocerymen  by 
he  raiser  for  50  cents  a  basket, 
vhen  the  crop  was  at  its  height, 
^ater  the  grower  secured  more. 
Profit,  50  per  cent. 

Sweet  corn  or  roasting  ears  are 
low  being  sold  for  20  cents  a  dozen, 
rhe  grower  is  getting  a  universal 
irice  of  9  cents.  When  the  ears 
;old  for  40  cents  the  grower  secured 
20  cents.  Profit,  100  per  cent. 

The  local  commission  men  were 
;o  made  subjects  of  the  attack, 
d  the  following  open  questions  I 
*re  published,  addressed  to  j 
em : — 

1.  If  it  is  true  that  you  paid  J. 

V.  Roland,  of  Linden,  12  cents  per 
dozen  for  113  dozen  eggs,  why  did 
you  charge  the  retail  grocers  17 
and  18  cents  per  dozen?  Do  you 
consider  your  profit  legitimate  ? 

2.  If,  as  Mr.  Roland  says,  you 
threw  out  187  eggs  as  “rotten  ” 
“spotted”  or  “smashed,”  how  much 
did  it  cost  you  to  handle  these  eggs 
for  which  you  did  not  pay,  and  for 
their  handling  how  much  did  you 
add  to  the  price  furnished  the  re¬ 
tailers? 

3.  On  July  nth  you  were  paying 
10  cents  for  good  eggs,  this  being 
the  amount  you  charged  after 
throwing  out  what  you  said  were 
bad.  Was  it  necessary  for  you  to 
charge  the  retailers  17  cents  in  or¬ 
der  to  get  a  good  profit?  (The  at¬ 
tention  of  E.  M.  Ellingston,  par¬ 
ticularly,  is  called  to  this  statement.) 

4.  What  do  you  do  with  the  eggs 
for  which  the  out-of-town  dealers 
are  paid  nothing? 

5.  Dr.  S.  E.  Wilcoxen,  secretary 
of  the  Iowa  State  Baptist  Associa¬ 
tion,  visited  a  nearby  Iowa  town 
Saturday  where  eggs  were  selling 
for  s  cents  per  dozen.  The  mer¬ 
chants  were  shipping  to  New  York. 

If  the  New  York  commission  men 
accept  Iowa  eggs,  why  will  you  not 
accept  them? 

6.  Are  you  refusing  to  buy  eggs 
in  order  to  hold  up  the  price? 

7.  Why  do  you  commission  men 
meet  at  the  Elliott  Hotel  almost 

daily? 

8.  Do  you  fix  prices? 

9.  Do  you  embarrass  the  retail 
grocer  when  he  cuts  prices? 

10.  Do  you  withhold  perishable 
stuff,  sometimes  keeping  it  on  the 
tracks,  in  order  to  keep  up  the  price 
of  a  commodity,  and  do  you  juggle 
with  the  demand  without  regard  to 
the  price  which  the  people  must 
pay? 


Played  up  by  all  of  the  fore- 
>ing,  the  market  house  duly 
>ened  at  5  o’clock  on  the  morn- 
g  of  July  25th.  The  ordinance 
ovided  that  it  should  be  open 
om  5  to  10  Tuesdays,  Tluirs- 
lys  and  Saturdays.  The  first 
ty  there  were  twenty-four  wag- 
is.  On  Thursday,  the  second 


day,  there  were  fifty.  Both  farm 
ers  and  hucksters  were  there  with 
stuff,  and  crowds  of  people  came 
from  all  over  the  city.  Prices 
were  without  doubt  much  lower 
than  at  the  regular  retail  stores. 
For  example,  below  appear  two 
I  lists  of  prices  ;  the  first  represents 
|  the  average  prices  at  the  market 
on  the  first  day,  the  second  the 
I  average  prices  prevailing  the 
same  day  at  retail  stores : — 

PRICES  AT  MARKET. 

Cucumbers,  20  cents  per  dozen. 

New  Onions,  1  to  4  bunches,  5 
cents. 

Pickle  onions,  7 5  cents  basket. 
Tomatoes,  $1  basket. 

Fresh  eggs,  16  cents  per  dozen. 
Cantaloupes,  10  cents  each. 
Blackberries,  15  cents  per  box, 

2  for  25  cents. 

Carrots,  2  bunches  for  5  cents. 

New  potatoes,  $1.50  to  $2  per 
bushel. 

Apples  (eating),  90  cents  and  ?i 
per  bushel. 

Apples  (cooking),  50  cents  per 
bushel. 

Beets,  5  cents  per  bunch. 

Cabbage,  5  cents  per  head,  3  for 
10  cents. 

Roasting  ears,  15  and  20  cents 
per  dozen. 

PRICES  AT  RETAIL  STORES. 

Cucumbers,  5,  10  and  I2j4  cents 
each. 

New  onions,  3  hunches  10  cents. 
Pickle  onions,  none. 

Tomatoes,  15  cents  per  pound. 

Eggs,  20  cents  per  dozen. 
Cantaloupes,  5,  10  and  15  cents 
each.  . 

Blackberries,  15  cents  straight. 
Carrots,  10  cents  per  bunch. 

New  potatoes,  $2  and  $2.40  per 
bushel. 

Cooking  apples,  $1  per  bushel. 

Eating  apples,  10  cents  per  dozen. 
Beets,  none. 

Cabbage,  3  pounds  25  cents. 
Roasting  ears,  20  cents  per  dozen. 

The  comparatively  low  range 
of  prices  at  the  market  had  the 
almost  immediate  effect  of  caus¬ 
ing  the  grocers  to  reduce  their 
own  prices,  and  values  declined 
from  15  to  50  per  cent,  throughout 
the  city.  Some  of  the  grocers 
met  the  market  prices,  others  al¬ 
most  did,  and  here  and  there  one 
cut  below.  One  explanation  ad¬ 
vanced  for  the  reduction  is  that 
the  supply  of  fruits  and  produce 
has  increased,  which  is  undoubt¬ 
edly  true. 

The  extent  to  which  the  affair 
has  stirred  up  the  town  may  be 
seen  by  the  following  statement 
issued  by  the  Mayor  immediately 
after  the  market  house  opened. 
It  has  been  considered  antago¬ 
nistic  in  a  sense  to  the  regular 
grocery  trade : — 

The  opening  of  the  market  this 
morning  can  be  justly  accounted  a 
great  success.  As  the  public  be¬ 
comes  a  little  more  accustomed  to 
the  idea  and  learns  of  the  great  ad¬ 
vantage  both  in  price  and  in  variety 
and  quality  of  things  offered  for 
sale,  the  interest  will  greatly  in¬ 
crease.  The  market  is  sure  to  be- 


Try  Them 
at  Our  Expense 

Write  to  us  and  we’ll  send  you  abso¬ 
lutely  free,  a  can  of  McMenamin’s  Crabs,  ready 
for  Deviling-,  and  our  “Crab  Book,”  show¬ 
ing-  30  practical  recipes.  1  hat’s  the  quickest 
and  best  way  to  show  you,  Mr.  Grocer,  what 
McMenamin’s  Crabs  taste  like,  and  when  you 
do  taste  them  you’ll  decide  to  push  them. 


McMenamin’s  Crabs 

will  stir  up  trade  for  you  because  every 
customer  who  tries  this  delicious  sea  food 
on  your  recommendation  will  not  only 
become  a  steady  user,  but  also  tell  otheis. 
They’re  so  appetizing:  no  one  can  resist 

them. 

Natural  shells  free  with  every  can. 
Guaranteed  absolutely  pure,  and  contain 
no  preservatives  but  will  keep  in  all  climates. 

TRADE  supplied  by 
ALL  JOBBERS 
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Here’s  How  One  Co-operative  Baying 

Plan  Works 


The  Washington  (D.  C.)  “League  of  Consumers’  Friends”  Con¬ 
sists  of  Sixty  Retail  Grocers  Who  Buy  Co-operatively  and 
Advertise  in  the  Same  Way.  The  Plan  Contains  Several 
Features  Peculiar  to  Itself.  It  Has  Brought  No  Demoral¬ 
ization  of  Trade. 


come  one  of  the  really  important 
institutions  of  our  city. 

The  market  will  also  be  of  great 
value  to  the  producer,  in  that  it 
will  provide  a  ready  sale  for  all 
kinds  of  vegetables  and  produce. 

A  cheap  market  is  equivalent  to  a 
raise  in  wages  and  for  that  reason 
means  a  great  deal  to  both  the 
wage-earner  and  to  the  employer  of 
labor. 

People  can’t  afford  to  work  for 
ordinary  wages  if  the  cost  of  living 
is  extraordinarily  high. 

Neither  can  manufacturers  and 
other  employers  of  labor  pay  unduly 
high  wages  to  make  up  this  high 
cost  of  living,  especially  when  com¬ 
peting  manufacturers  in  other  cities 
have  better  conditions. 

I  think  we  have  to-day  started  the 
most  important  thing  that  has  been 
started  in  Des  Moines  in  many 
months.  We  shall  try  hard  to  have 
the  market  house  itself  ready  for 
the  early  spring  trade,  when  the 
city  market  will  be  capable  of  a 
still  greater  usefulness. 

The  market  may  not  work  to  the 
complete  satisfaction  of  everybody 
right  at  the  start,  but  the  Council 
will  be  glad  to  consider  any  com¬ 
plaints.  The  ordinance  had  to  be 
drafted  in  a  hurry  and  any  injus¬ 
tices  that  may  occur  can  readily  be 
adjusted  as  soon  as  our  experience 
teaches  us  how  we  can  do  so. 

James  R.  Hanna, 
Mayor. 

Robert  O.  Johnson. 

Mr.  Ira  B.  Thomas,  secretary  of 
the  Iowa  State  Retail  Merchants’ 
Association,  has  sent  the  follow¬ 
ing  version  of  the  matter  to  this 
journal : — 

Des  Moines,  Iowa,  July  31,  1911. 
Elton  J.  Buckley,  Esq., 

Philadelphia,  Pa. 

My  Dear  Mr.  Buckley : — Will  say 
that  the  conditions  of  the  grocery 
business  in  Des  Moines  do  not  jus¬ 
tify  the  unfavorable  comment  being 
made  by  the  press  of  the  country, 
for  it  has  not  been  proven  that  the 
Des  Moines  grocers  are  asking  an 
unusual  profit,  although  it  may  seem 
so,  because  of  the  fact  that  the  dry 
weather  in  this  part  of  the  country 
has  made  vegetables  and  fruit  prices 
high  in  some  localities,  while  they 
have  retained  their  normal  price  in 
those  localities  where  they  have  had 
frequent  rains. 

The  fact  of  the  matter  is,  a  veg¬ 
etable  market  has  been  recently  in¬ 
stituted,  this  market  being  similar 
to  other  markets  conducted  in  the 
United-  States,  and  it  being  a  new 
thing,  it  is  quite  generally  patron¬ 
ized. 

Of  course,  vegetables  are  being 
sold  to  consumers  at  the  same  prices 
charged  the  retailer,  and  to  the 
public  there  appears  a  wide  differ¬ 
ence.  Yours  very  truly, 

Ira  B.  Thomas, 
'Secretary. 


Cantaloupes  are  coming  from 
everywhere  and  rule  from  noth¬ 
ing  up.  Arkansas  shipped  some 
cantaloupes  to  Northern  markets 
during  the  week  for  the  first  time 
in  the  history.  The  average  price 
was  $1.35  per  crate,  and  the  qual¬ 
ity  was  good.  Arizona  canta¬ 
loupes  average  $1.75  and  South¬ 
ern  fruit  ranges  from  75  cents  to 
$1  per  basket.  A  great  many  of 
the  cantaloupes  now  coming  for¬ 
ward  are  hardly  worth  freight. 


Mr.  Perry  P.  Patrick,  secretary 
of  the  Washington,  D.  C.,  Retail 
Grocers’  Protective  Association, 
paid  a  friendly  call  to  the  “Gro¬ 
cery  World  and  General  Mer¬ 
chant”  office  last  week,  and  while 
here  gave  the  writer  some  inter¬ 
esting  information  concerning  the 
progress  of  the  “League  of  Con¬ 
sumers’  Friends,”  a  co-operative 
buying  exchange  for  retail  gro¬ 
cers.  The  formation  of  this  or¬ 
ganization  was  reported  in  detail 
in  this  journal  several  months 
ago. 

I  he  “League  of  Consumers’ 
Friends”  now  consists  of  about 
sixty  members,  some  of  them 


large  and  some  small.  A  large 
percentage  are  also  members  o' 
the  Retail  Grocers’  Protective  As¬ 
sociation,  though  there  is  no 
official  connection  between  the 
two. 

The  League  of  Consumers’ 
Friends  meets  every  Monday 
evening,  and  decides  what  anc 
how  much  to  buy  for  the  coming 
week.  They  also  decide  upon  the 
selling  price  of  the  goods  which 
they  have  bought  co-operatively, 
and  which  they  are  all  to  sell  at 
one  time.  The  selling  is  done 
mostly  through  advertisements  in 
Washington  papers.  One  o 
these  is  shown  in  connection  with 


this  article.  The  League  uses 
from  %  to  Y  page  in  three  Wash¬ 
ington  papers  on  Fridays  and 
Saturdays,  the  advertisements  in¬ 
variably  taking  the  form  of 
“Friday  and  Saturday  Specials.” 
Each  advertisement  contains  the 
name  of  all  the  League  members, 
and  it  is  made  plain  that  the 
goods  advertised  can  be  obtained 
from  all  those  stores  at  the  uni¬ 
form  prices  on  the  days  men¬ 
tioned. 

While  of  course  the  members 
of  the  League  derive  some  bene¬ 
fit  from  buying  co-operatively, 
they  seem  to  be  agreed  that  their 
chief  returns  come  from  the  co¬ 
operative  advertising.  The  cost 
of  this  advertising  to  each  mem¬ 
ber  is  from  $2  to  $3  each  per 
week.  Certain  of  the  members 
are  quoted  as'  stating  that  they 
have  difficulty  in  waiting  on  the 
people  who  come  to  buy  the  Fri¬ 
day  and  Saturday  specials. 

As  to  buying  goods.  The 
League  has  no  paid  buyer — a 
committee  attends  to  that  and 
works  without  salary.  They  buy 
of  manufacturers  wherever  they 
can,  and  of  jobbers  on  as  favor¬ 
able  terms  as  possible  when 
manufacturers  refuse  to  sell  di¬ 
rect.  LTilike  other  co-operative 
buying  schemes,  each  member 
pays  in  advance  for  goods  he  has 
ordered.  For  some  goods  the 
money  is  paid  before  delivery, 
and  for  other  goods  payment  is 
made  $.t  the  time  of  delivery. 
There  are  no  books  and  no  credit. 

There  are  about  1,000  grocers 
in  Washington,  and  this  organ¬ 
ization  of  sixty  has  apparently, 
according  to  Mr.  Patrick,  had  no 
especially  deleterious  effect  on 
the  balance  of  the  trade.  Some 
of  the  prices  advertised  are  cut, 
others  not.  The  grocers  not  con¬ 
nected  with  the  League  some¬ 
times  meet  the  advertised  prices, 
sometimes  not;  in  other  words, 
there  is  no  general  demoraliza¬ 
tion  of  business. 

Another  peculiar  feature  of  the 
League  system  is  that  members 
pay  the  exact  cost  of  the  goods 
they  buy,  instead  of  paying  cost 
plus  two  or  three  per  cent,  for 
expenses,  as  with  most  exchanges. 
The  organization  is  under  very 
small  expense,  but  what  there  is 
is  taken  care  of  by  slightly  in-  ^ 
creasing  the  sum  paid  for  news¬ 
paper  advertising.  The  assess¬ 
ment  of  $2  to  $3  weekly  pays  all 
expenses,  including  advertising. 


Latest  Reports  Show  That  Produce 
Continues  to  Be  Scarce 

The  laet  word  in  Lowest  Prices  in  Quality  Oroceries  is  to  be  had  here.  No  matter  what  Price*  are  asked  else 
where  you’ll  find  greater  and  more  substantial  savings  in  every  department  of  the  League  of  Consumers’  Friends 
Stores  Visit  any  one  of  them  and  find  out  for  yourselves. 

Don’t  Miss  These  Friday  and  Saturday  Extra  Specials. 


CHALLENGE  MILK 

PCH  CAM 

8%c 


FRESH  CREAMERY  BLITTER 

1  -LB  PRINTS 

29c 


PURE  LARD 

LB. 

lie 


UNEEDA  and 
TAKHOMA  BISCUIT 


4c 


PICNIC  SHOULDERS 

LB 

lie 


FANCY  SUGAR  CURED  HAMS 


NEW  YORK  STATE  CHEESE 


17c 


HECKER’S  SUPERLATIVE  FLOUR 

6i-lb.  Sacks  -  -  23c 

121-lb  Sacks  -  -  45c 


GAUBRIILS  PATAPSCO  HOUR 

6-lb.  Sacks  -  -  •  18c 
12-lb.  Sacks  -  •  -  35c 


LIGHT  HOUSE  CLEANSER 

~  ~  3%c 


BAKER’S 

GELATINE 


25c 


NICE  JUICY  LEMONS 

DOZEN 

20c 


BLUE  HEN  MATCHES 

ro  DOZEN 

12  Yc 


BAKER’S  PEANUT  BUTTER 

rKB  JAB 

10c 


_  .  a/>d  iha  Urt  that  (!*•  coniaini 
•  •  much  ••  any  IS*  !•»  ><w»  &*»• 
|>urchaitnc  *n4  you  wCll  uaa  no  oiber 


GROUND  ALUM  SAIT 

Fee  Freezing  PvpoMt.  Faek 

IOC 


LEAGUE  OF  CONSUMERS  FRIENDS 


NORTHEAST 

W.  Bell,  1Mb  nod  Brmlwnod  rd, 

J.  F  All»  Id*  A  Son.  ioo  TwelfCb  alrael 
J.  'I  Auoaodulr,  IlfOP  H  dr  re  l 
i.  krnu*  4  *oo.  010  Itlb  (trod 
J  Jr-  V|\tb  and  A  droec* 

V.  I  Hn|. 00  dil  hcrnO  drool 
J  E.  Snrnlb  nod  U  drool* 

iboroa*  Hu drn.  MO  0  Direct 
LiUir  F.  Ilall.  Inrlftb  and  II  itnrtt 
Iraab  Harr.  Sf'mth  uod  F  drreta 
S-  V.  Fenr %vm,  Elrtih  noa  R  dreet* 

J  C.  Roam.  Elpiilli  uod  C  tlarr U. 

E  t  Kohrrron.  lUHi  and  A  itr>Hk 
f  Harbin.  'Inlb  rtod  I  (freer* 

L  F.  I’dmer.  ?lb  and  B  dreet* 

Otorfr  lUpprll.  Mueenlb  sod  B  drool* 

SOI  TR HTST 

H Ilium  II  Letaibaeb.  9I»U>  nod  G  dreel* 

B.  E.  W  >c  bisldl  L  If  bib  and  D  tlrrrU. 

L  Bpubo.  SI1U1  and  l  dreel* 

A  (!.  SrbmJdl  Fnor  aod-a  boll  and  F  iu 
a  J.  M  hrloo.  Third  aod  C  drtel* 

A  J.  Bn).  4H  aod  C  (tract* 

E.  foebrllL  KOH  '  drool 

Tboma.  D*»«.  IStd  I  onr-aad-a-ball  (tract 

J  H  Goodrich.  Elfbib  aod  F  drool* 

M  T  Co»er.  Sntoib  aod  C  dreet* 

**  Uila®  L  U  U uoti  M a  Faar-aad-a-ball  at 


Patrenhe  the  Store  Nearest  You 


i  . 

4J 

'  & 

SrBl'BBAM 

&.  R  ll*o»,  he  aJIaortb.  D  C. 
t.  V  Tnbk.  H )  nllullle.  Md 
w.  1  Betlry.  LaaJoiMllc.  I* 


ROBTHWEST 

C.  Ram®  11  of,  lit  Poena.  ateau* 

I.  A.  Dodd*.  So*«oib  aarT  (trerta 

■  Oppeubelirar  I  Sod.  Mb  Math  drool 
0  A.  Pmdleioa,  1U«  Motb  drool 
A.  U.  FUil  SUIb  and  Q  drteU 
C.  V.  Sparrow,  son  .North  Capitol  ilrool 
W.  S.  Brown  A  Co.  Ifll  Foarumib  drool 
1L  E.  Burble).  liti  ?0<b  Si 

J.  R.  Stone.  S444  Elfhtee  otb  drool 
J  Rif bl.  Jr,  Flftb  nad  H  droola. 

R  S.  Brow*  A  Co-  III!  Foartroatt  drool 
W.  T.  Dad*  FI  ft  ao  alb  and  P  drool* 

SOUTHEAST 

A  A.  BoUlaa,  Elmotb  and  H  drool* 

H.  C.  Hobcrioa.  Motb  HAS.  Carol!**  av» 

J.  T  I  ow|»r.  |**7  W  drotL 

K.  L  Smith.  Stub  and  D  drool* 

O.  E.  Bokaaaoa.  4*4  Fount  drool 
Brlahlej  Brot-  1101  Third  *frool 
M.  A.  Laabf.  Stub  aod  E  droola. 

Brloklrr  Broa-  V3  Foartk  drool 

I.  P  Za*rbaltl  Socoad  aad  '  drool*. 

Balaod  A  141b  aad  A  dreet* 

A  0  Brady  A  Sob.  1*47  Good  Hopo  read. 
BrlahJe  j  Broa.  1»  M  atroot 

L.  E.  Lad).  Elfbib  aad  Baal  Capital  at* 


Delivery  to  Every  Section  of  the  City” 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


The  League's  sixty  members 
;  scattered  through  Washing- 
i  and  the  suburbs.  The  en- 
mce  fee  is  $5. 


>  More  Ten  Cent  Peas  Until 
Next  Year. 

sept  Soaked  Peas,  Which  Are  Also 
/luch  Higher  than  Usual.  Cheapest 
tegular  Peas  Are  Jobbing  at  $1.10- 
>1.20  Per  Dozen,  Which  Makes  Two- 
or-a-quarter  the  Cheapest  Possible 
’rice. 


The  retail  grocer  is  going  to  be 
t  to  it  this  fall  and  winter  to 

I  canned  peas  at  the  price  at 
lich  he  has  been  accustomed  to 

II  them.  Until  the  next  crop  at 
LSt  10-cent  peas  will  disappear 
>m  the  market.  It  will  still  be 
ssible  to  sell  a  can  of  peas  at 

cents,  but  they  will  be  soaked 
as,  which  will  not  be  generally 
ipular. 

The  gradual  upward  trend  of 
e  pea  market  has  been  reported 
om  week  to  week  in  this  jour- 
d.  The  failure  of  the  ^i^prop 
as  the  cause,  particularly  the 
ilure  of  the  early  varieties.  As 
result,  prices  have  gradually  ad- 
inced  until  the  cheapest  peas  on 
ie  market,  barring  soaked  peas, 
•e  now  costing  retailers  from 
[.10  to  $1.20.  Of  course  they 
innot  be  retailed  at  10  cents;  the 
ieapest  available  price  is  two 
ms  for  a  quarter,  and  even  that 
rice  leaves  an  inadequate  profit. 

Soaked  peas  are  much  higher 
iian  usual  in  sympathy.  Brands 
hat  ordinarily  range  from  42^2 
0  50  cents  per  dozen  are  now 
^oted  at  60  cents,  and  some 
obbers  have  paid  as  high  as  75 
ents  for  brands  to  go  under  their 
>wn  label. 

The  packers  of  soaked  peas  are 
dso  up  against  it,  because  dried 
jreen  peas,  which  represent  their 
:hief  source  of  supply,  are  about 
exhausted  and  there  will  be  no 
more  until  next  October.  The 
last  of  the  crop  sold  at  $3  per 
bushel,  which  is  an  almost  unpre 
cedented  price. 


Under  its  certificate  of  incorpo¬ 
ration  the  association  will  also  be 
enabled  to  manufacture  certain 
articles  used  in  the  grocery  trade. 
The  members  will  lay  out  their 
delivery  routes  in  such  a  way  that 
patrons  in  every  part  of  the  city 
and  the  surrounding  districts  can 
be  served  at  their  homes. 

Other  features  will  be  the  es¬ 
tablishment  of  an  employment 
agency  for  clerks  and  other  em¬ 
ployees,  and  a  credit  department 
which  will  make  frequent  and  ac¬ 
curate  reports  on  the  promptness 
or  delinquency  of  all  customers. 

The  capital  stock,  which  is  $50,- 
000,  will  be  distributed  among  the 
grocers  of  the  city  at  par  value 
and  will,  it  is  expected,  give  a  re¬ 
turn  of  6  per  cent,  on  the  invest¬ 
ment. 

The  officers  of  the  association 
Irving  W.  Myers,  president  ; 


are 

J.  F.  Edwards,  vice-president ; 
John  D.  Eylers,  treasurer;  F.  A. 
Williams,  secretary;  H.  Nemser, 
Ernest  Schupp,  William  En 
and  W.  E.  I.  Lofland,  directors. 


Retailer’s  Profit  Again  Attacked. 

Beet  Sugar  Man  Tells  House  Committee  j 
that  the  Retailer  Gets  Most  of  the 
Profit  on  Tea,  Sugar  and  Coffee. 

Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

Washington,  D.  C., 

'  August  3,  1911. 

Another  attack  on  the  retail 
grocer’s  profit  was  made  here  on 
Tuesday  at  a  further  hearing  be 
fore  the  House  Committee  which 
is  investigating  the  conditions  of 
the  sugar  business. 

The  witness  who  made  the  at¬ 
tack  was  T.  G.  Palmer,  who  ap¬ 
peared  as  a  representative  of  the 
beet  sugar  interests.  He  said  that 
the  retailer  gets  the  largest  part 
of  the  profit  in  tea,  sugar  and  cof¬ 
fee  and  that  the  American  people 
paid  more  than  $2,000,000,000 
more  than  the  factory  or  import 
prices  for  these  three  articles  be¬ 
tween  1897  and  1908. 

Holt. 


ASSOCIATION  NEWS 


NEW 
MACKEREL 


No.  2  NORWAY,  Summer  caught,  230  to 
250  fish  .  . . Per  bbl.,  $12.50 

1/2-bbls.  (100  lbs.  net  fish) . per  V2  bbl.,  6.75 

50-lb.  blue  painted  tubs  ( Va  bbl.)  ....  per  tub,  3.471 > 

No.  3  NORWAY,  Summer  caught,  330  to 

350  fish . per  bbl.,  11.00 

1/2-bbls.  (100  lbs.  net  fish) . per  V2  bbl.,  6.00 

50-lb.  blue  painted  tubs  (J/4  bbl.)  ....  per  tub,  3.10 

NEW  IRISH  MACKEREL,  420  to  440  fish,  per  bbl.,  10.25 

1/2-bbls.  (100  lbs.  net  fish) . per  V2  bbl.,  5.62 

50-lb.  blue  painted  tubs  ( V\  bbl.)  ....  per  tub,  2.91 

10-lb.  pails . Per  pail.  .70 

8-lb.  pails . Per  pail,  .60 

The  above  are  all  good  quality, 

good  color  NEW  MACKEREL 

The  No.  2  Norways  can  be  retailed  3  fish  for 
25  cents,  and  the  No.  3  Norways  can  be  retailed 
5  cents  each.  The  Irish  can  be  retailed  6  fish  for 
25  cents,  all  with  a  good  margin  of  profit. 

These  are  lower  prices  on  NEW  Norway  and 
NEW  Irish  Mackerel  than  you  have  heard  on  them 
for  years  past,  and  owing  to  the  high  prices  ruling 
on  meats  of  all  kinds,  Mackerel  at  these  figures 
should  be  very  interesting  to  the  consumers  if  prop¬ 
erly  placed  before  them. 


Yonkers,  N.  Y. 

The  Yonkers  (N.  Y.)  Retail 
Grocers’  Association,  which  has 
just  been  incorporated,  is  ex¬ 
pected  to  prove  one  of  the  strong¬ 
est  trade  bodies  in  the  city.  The 
organization  will  launch  a  co¬ 
operative  buying  bureau  almost 
at  once. 


,;-io 


WRITE  FOR  THE  "CASH  GROCER.'*  CONTAINING  PRICES 
ON  A  FULL  LINE  OF  STAPLE  AND  FANCY  GROCERIES 


Note. — This. is  the  first  time  in 
the  history  of  the  grocery  busi¬ 
ness  that  anybody  has.  ever  ac¬ 
cused  the  grocer  of  taking  an  ex-j 
orbitant  profit  on  sugar.— Ed. 


Nearby  watermelons  are  m  I 
and  range  from  28  to  32  cents 
each.  They  were  good  and  sold 
well.  Southern  melons  range 
from  15  to  35. 


The  aboye  prices  pood  for  week  August  7th  to  August  12th,  inclusive 

BARBER  &  PERKINS 

Wholesale  Cash  Grocers 

29, 31 , 33  N.  Water  Street  28  N.  Delaware  Avenue 

PHILADELPHIA.  PENNA. 
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WITH  THE  EDITOR 


The  formation  of  new  business 
combinations,  or  trusts,  as  they 
are  most  com- 
Movine  Pictures  to  nionly  called,  is 

Fight  the  Bread  ,  ,  , 

Trust.  constantly  breed¬ 

ing  new  methods 
of  defending  against  them.  Take 
the  General  Baking  Co.,  a  combi¬ 
nation  of  bread  bakeries  in  various 
sections  of  the  country,  whose  or¬ 
ganization  was  reported  in  a  re¬ 
cent  issue.  The  union  bread  bak¬ 
ers  have  conceived  the  idea  that 
the  object  of  the  giant  bread  con¬ 
cern  is  to  crush  out  union  labor, 
reduce  wages  and  do  various 
other  unpleasant  things.  Most  of 
the  plants  that  joined  the  trust 
are  non-union,  and  this  has  given 
the  union  forces  a  weapon  which 
the  have  not  been  slow  to  use. 

They  have  had  motion  pictures 
made  of  some  of  the  most  nause¬ 


ating  of  the  conditions  that  obtain 
in  small  city  bakeries.  Naturally, 
all  the  horrible  examples  selected 
are  non-union  bakeries.  These 
pictures  they  propose  to  show  to 
consumers  in  every  large  city. 
The  following  statement  by  a 
union  leader  gives  an  idea  of  the 
scope : — 

Do  you  know  why  we  are  going 
to  carry  our  story  to  the  farm  sec¬ 
tions  of  the  country  and  have  our 
moving  pictures  shown  at  every 
cross  roads?  Because  if  the  Bread 
Trust  is  successful  in  securing  con¬ 
trol  over  the  bread  market,  it  will 
also  secure  control  over  the  milling 
industry,  and  thereby  get  complete 
control  over  the  farmers  and  their 
products.  Then  the  trust  will  be 
able  to  dictate  to  the  farmer  what 
he  can  raise  and  what  he  cannot, 
and  what  he  shall  get  for  his  prod¬ 
ucts.  I  should  think  that  the  peo¬ 
ple  would  be  satisfied  with  the  ex¬ 
ample  that  the  Beef  Trust  has  given 
of  what  can  be  done  in  this  line. 

Not  only  are  we  going  to  carry 
our  story  into  the  hearts  of  the 
people  by  moving  pictures,  but  we 
are  having  hundreds  of  thousands 
of  booklets  printed  with  our  Decla¬ 
ration  of  Principles,  to  be  sent  to 
every  woman’s  club,  every  woman’s 
union  and  every  labor  and  civic  or¬ 
ganization  and  every  church  society 
in  the  country.  We  are  appealing 
to  all  consumers,  as  workingmen  to 
workingmen,  to  array  themselves 
with  us  against  our  common  enemy. 


The  conflict  is  against  all  bread 
made  in  non-union  shops,  and 
particularly  against  bread  made 
in  any  of  the  plaints  that  belong  to 
the  1  rust.  Here  is  a  question : 
If  the  General  Baking  Co.  suc¬ 
ceeds  by  fair  or  foul  means  in 
getting  the  price  of  its  bread  to 


4  cents  where  competitive  manu¬ 
facturers  must  sell  for  5,  how 
many  consumers  out  of  ten  would 
be  sufficiently  impressed  by  any¬ 
thing  possible  to  show  them  to 
pay  even  one  cent  extra? 


A  large  Western  manufacturer 
who  writes  friendly  letters  to  re¬ 
tailers  in  an  effort 
Service,  to  inspire  them 

Not  Price.  to  improve  their 

business,  said  a 
very  wise  thing  in  a  recent  one  of 
these  letters.  He  said  “make 
your  competition  not  on  price,  but 
on  service.” 

To  the  retailer  who  is  worried 
by  the  fact  that  the  prices  he  is 
forced  to  compete  with  are  too 
low  to  give  him  a  fair  return  on 
his  money,  this  is  well  worth  deep 
consideration.  The  merchant 
whose  only  claim  to  the  special 
consideration  of  consumers  is  a 
lower  price  than  other  stores,  can 
have  that  claim  completely  de¬ 
stroyed  in  the  twinkling  of  an 
eye.  It  is  no  worthy  claim  at  all. 
It  is  really  a  death  trap.  But  he] 


who  schemes  and  plans  and  works 
to  make  his  store  the  pleasantest 
and  most  convenient  place  in  his 
community  to  .buy  from,  who  de¬ 
vises  and  invents  thebest  plans  for 
quick  and  competent  service,  has 
a  royal  road  to  consumers’  favor, 
for  there  are  always  enough 
people  in  every  town  who  are 
willing  to  pay  the  price  to  keep 
such  a  store  active  and  profitable. 

Such  a  man’s  only  competitors 
are  those  who  can  meet  him  in  the 
quality  of  his  service,  and  since 
doing  that  is  harder  than  cutting 
price,  he  is  obviously  apt  to  have 
fewer  competitors  than  if  he  did 
his  competing  on  price  alone. 


There  are  times  in  every  busi¬ 
ness  when  everything  seems  as 
blue  as  indigo, 
when  one  seems 

The  Bluei.  ,  . 

to  be  beating  his 

head  against  a 
wall ;  when  one’s  work  seems 
fruitless  and  the  future  cold  as 
charity.  Read  the  following  ex¬ 
tract  from  a  New  Jersey  grocery 
clerk’s  blue  letter  to  a  friend : — 


I  have  worked  unusually  hard  this  2 
year,  am  up  till  10  and  11  o’clock  *: 
nights  and  out  at  3  and  4  in  the  - 
morning.  We  have  had  the  most  < 
miserable  lot  of  help  this  year  in  { 
my  experience.  Nothing  seems  to  4 
break  right.  Besides  looking  after  I 
the  store,  I’ve  got  to  do  all  the  veg-  J 
etable  buying,  and  with  all  that,  our  1 
shipping  department  received  so  I 
many  complaints  that  I  have  to  do  J 
that  end,  and  I  tell  you  at  times  I  ! 
feel  all  in.  If  it  isn’t  that  the  firm  J 
is  in  such  a  hole  I  would  Jack  the  1 
whole  thing  up.  With  all  of  our  j 
trouble,  one  of  our  hotel  salesmen 
dropped  dead  last  Saturday  night  1 
and  we  have  no  capable  man  to  fill  j 
the  bill.  Besides,  all  the  extra  help  < 
this  year  are  punk. 

This  man  is  blue,  as  others 
often  are,  and  as  everybody  some¬ 
times  is.  He  feels  that  his  sum¬ 
mer  has  been  wasted,  that  the 
work  he  is  doing  is  not  advancing 
him,  that  business  is  bad,  that 
everything  is  twisted  and  wrong. 
But  such  conditions  never  last. 
In  the  inexplicable  plan  of  human 
conditions  they  are  bound  to  come 
now  and  then,  but  there  is  never 
anything  final  about  them,  and 
they  should  be  accepted  as  a  mat¬ 
ter  of  course — as  incidents  that 
inevitably  come  and  as  inevitably 
pass. 

Only  the  man  who  gives  hope¬ 
lessly  up  to  these  troubles  finds 
them  permanent. 


Start  Somethin’ 


By  J.  Raymond  Seip. 


When  your  business  doesn’t  grow, 
Crowds  are  gettin’  very  low, 

Collections  workin’  awful  slow, 

Start  somethin'. 

Don’t  act  like  you’re  full  of  dope, 

Don’t  lose  every  bit  o'  hope, 

Don’t  jist  set  around  en  mope — 

Start  somethin’. 

Find  some  leader  for  a  sale, 

Put  her  down  so  she’ll  retail, 

Don’t  let  yer  goods  git  dry  and  stale — 
Start  somethin’. 

Let  your  brain  git  up  an'  workin’, 

Take  a  hand  en  don’t  be  shirkin', 

When  you're  loafin’  trouble’s  lurkin’, 
Start  somethin’. 

Start  to  clean  if  nothin’  else, 

Wash  your  windows,  clean  your  shelves, 
Get  it  done  if  you  do  it  yourselves — 
Start  somethin’. 

Start  somethin’  that  you  think  will  take, 
Sure,  you  can  lose  as  well  as  make. 

But  fur  thunderation  sake — 

Start  somethin' . 

’Russellville,  O.,  July  31,  1911. 


The  situation  at  Des  Moines, 
Iowa,  is  told  by  a  special  corre¬ 
spondent  in  an- 
!  in  De.  Moines.  other  column.  It 

Iowa.  js  indeed  remark¬ 

able  and  interest¬ 
ing.  Led  by  a  handful  of  news¬ 
papers,  and  aided  by  the  city  gov¬ 
ernment,  a  public  movement  has 
established  a  public  market  house 
where  farmers,  hucksters  and 
everybody  else  with  a  wagon  who 
can  stand  the  pace,  goes  in- and 
sells  butter,  eggs,  vegetables  and 
fruits  to  anybody  who  will  buy, 
except  grocers.  Naturally,  the 
prices  prevailing  at  the  market 
are  much  below  the  price  which 
the  retail  grocer,  who  can’t  do 
business  on  a  shoestring,  must 
charge,  and  this  is  being  generally 
pointed  to  as  proof  of  the  retail¬ 
er's  greed. 

Of  course  up  to  the  present 
time  this  scheme  directly  hurts 
the  Des  Moines  grocer  only  in 
his  trade  for  such  things  as  dairy 
and  garden  produce.  As  yet  the 
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arket  dealer  sells  none  of  the 
tides  which  the  grocer  depends 
i  for  his  chief  profit,  but  there  is 
Dthing  to  prevent  him  from 
Ding  so,  except  this — the  largei 
id  more  diverse  the  line  of  goods 
andled,  the  greater  the  expense, 
le  higher  the  selling  price,  and 
re  smaller  the  advantage  of  buy- 
lg  “at  wholesale.” 

There  is  nothing  at  all  wonder- 
,il  about  what  these  farmers  are 
oing.  They  pay  no  rent,  employ 
o  help,  do  no  delivering,  and  as 
he  Iowa  State  secretary,  Mr. 
Tomas,  says,  they  simply  sell  to 
he  consumer  at  the  same  price 
hey  would  sell  to  the  retailer, 
rhe  consumer  is  really  buying 
hese  things  at  wholesale,  but  he 
s  probably  paying-  well  for  Ins 
idvantage  by  the  inconvenience 
rf  the  transaction.  This  journal 
ras  always  contended  that  if  con¬ 
sumers  were  willing  to  endure  the 
inconvenience  of  going  for  their 
supplies  and  bringing  them  home, 
they  could  eliminate  the  middle¬ 
man  and  perhaps  save  some 
money.  They  are  paying  the 
regular  retail  dealer  his  profit 
more  for  being  a  convenience  to 
them  than  for  any  other  reason. 

So  much  for  the  direct  harm 
done  the  retailer  by  the  Des 
Moines  scheme.  Indirectly,  it  of 
course  hurts  him  in  every  depart¬ 
ment  of  his  business.  It  seem¬ 
ingly  reveals  him  as  an  extor¬ 
tioner — a  man  squeezing  his  cus¬ 
tomers  to  the  utmost  limit.  That 
this  is  not  a  pleasant  or  profit¬ 
able  reputation  to  get  is  self- 
vident. 


W.  ««ld  pl—ed  U  w.  «  publication  in  tb-  cohtnn  tb.  We-  of  *ur  madcr,  open  t«da  topic 

js  - ...  wi  «- 

a«e«»Hly  for  publication.  All  within  onr  pow«  to  will  afoo  bo^notiocti  in  thin  dopcun 


He  Doesn’t  Know  Any,  Either. 

North  Adams,  Mass., 

August  2,  1911. 

To  the  Editor. 

Dear  Sir: — I  notice  in  your  last 
issue  an  inquiry  from  a  concei  n 
in  Northview,  Mo.,  for  informa¬ 
tion  regarding  a  “reliable  collec¬ 
tion  agency,”,  and  your  reply  is, 
“we  don’t  know  of  any.”  I  have 
been  in  business  thirty-eight 
years  and  have  tried  a  few,  some 
with  fine  recommendations  from 
banks,  etc.,  and  I  can  from  my 
experience  repeat  your  answer 
with  emphasis:  “We  don  t  know 
of  any.”  The  best  collection 
agenev  is  the  merchant  himself, 
if  he  has  any  tact,  and  after  he 
has  done  his  best  a  local  attorney 
and  the  court. 

Sincerely  yours, 

M.  Van  Ness  Braman. 

This  is  the  gospel  which  this 
journal  has  been  preaching  ever 
since  it  began  preaching  any  gos¬ 
pel  at  all. 

* *  *  * 

The  Penny  Profit  Retail  Plan. 

Franklin,  Pa.,  July  29,  1911. 
To  the  Editor. 

Dear  Sir: — Can  you  give  me 
information  or  refer  me  to  parties 
doing  a  retail  grocery  business  on 
the  penny  profit  plan?  Would 
like  to  know  the  plans  and  details 


at  once.  If  not  too  much  trouble 
please  give  me  what  information 
you  can  at  once,  and  oblige, 

Yours  truly, 

S.  F.  Rallya. 

This  journal  knows  nothing 
whatever  of  the  penny  profit  plan, 
and  therefore  regrets  that  it  can 
not  answer  this  question.  Does 
any  subscriber  know  ? 

*  *  * 

Manufacturers  Are  Looking  More 
and  More  to  the  Dealer  to  Help 
Distribute  Their  Goods. 

New  York,  July  26,  1911. 

To  the  Editor. 

Dear  Sir  : — You  undoubtedly 
have  looked  with  a  good  deal  o 
apprehension  at  the  enormous 
amount  of  money  certain  techni¬ 
cal  manufacturers  were  spending 
in  popular  publications.  We  have 
felt  this  apprehension  also. 

The  past  three  months’  experi 
ence  of  the  “Saturday  Evening 
Post”  seems  to  be  an  endorse¬ 
ment  of  what  we  have  clone  in 
connection  of  course  with  the 
work  which  trade  paper  men 
have  done  as  a  whole. 

I  have  gone  over  the  “Saturday 
Evening  Post”  from  January  1, 
1909.  During  the  years  of  1909 
and  1910  there  was  an  unusually 
large  amount  of  this  kind  of  ad¬ 
vertising. 


For  1910  advertisers  on  whom 
the  “Saturday  Evening  Post’ 
had  absolutely  no  claim  for  busi¬ 
ness  spent  $126,000  in  that  paper. 
During  1909  they  spent  practi¬ 
cally  the  same  amount. 

During  those  two  years  it  was 
very  noticeable  that  all  these  ad¬ 
vertisers,  or  a  large  part  of  them, 
devoted  their  space  to  advertising 
the  same  products  that  they 
would  advertise  in  the  trade 
papers. 

For  instance,  Robbins  &  Meyer 
used  their  space  to  advertise 
motors  for  driving  machinery ;  so 
did  the  Western  Electric  Co.  and 
other  electrical  concerns.  The 
steel  construction  people  like  the 
Detroit  Steel  Products  Co.  adver¬ 
tised  their  materials  for  factory 
use.  The  B.  F.  Sturtevant  Co. 
used  their  space  to  advertise  ven¬ 
tilating  machinery.  Yale  & 
Towne  devoted  their  space  to 
their  Triplex  Block  Pulley.  1  he 
H.  W.  Johns-Manville  Co.  adver¬ 
tised  store  lighting  devices  and 
so  on. 

During  the  year  1911  there 
have  been  two  very  marked 
changes.  In  the  first  place  there 
has  been  practically  no  space  de¬ 
voted  to  strictly  technical  adver¬ 
tising,  except  possibly  one  inser¬ 
tion  by  the  Dodge  Mfg.  Co.  of  a 
page  ad. 

The  concerns  referred  to  above, 
if  they  have  continued  their  ad¬ 


vertising  at  all.  have  devoted  their 
space  to  products  which  could 
reasonably  be  expected  to  appeal 
to  the  “Saturday  Evening  Post” 
clientele,  that  is,  to  consumers. 

For  instance,  the  Sturtevant 
Co.  are  advertising  vacuum  clean¬ 
ers;  the  electrical  companies  are 
advertising  lamps,  fans  and  irons; 
the  steel  building  construction 
people  are  advertising  metal  laths. 

The  other  marked  change  is  in 
the  quantity  of  the  space  these 
people  are  using.  As  I  said,  dur- 
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ing  the  past  three  months  they 
have  spent  $36,000  less  than  they 
did  the  corresponding  months  o 
last  year  and  practically  all  o ' 
their  expenditure  during  the  past 
three  months  have  been  along 
sane  lines.  During  the  first  three 
months  about  the  same  amount 
of  space  was  used  as  during  1910, 
but  as  indicated  above,  nearly  al 
of  it  was  along  proper  lines. 

Another  point  which  was  also 
brought  out  by  this  investigation, 
although  it  has  not  been  demon¬ 
strated  cjuite  as  completely  as  the 
above,  is  that  manufacturers  o' 
goods  which  are  sold  through 
dealers  are  not  using  their  gen¬ 
eral  publicity  anywhere  near  as 
much  as  they  did  heretofore, 
without  having  first  used  the 
trade  papers  to  get  their  distri¬ 
bution. 

What  is  true  of  the  “Saturday 
Evening  Post”  is  true  to  a  greater 
or  less  extent  through  all  the  dif¬ 
ferent  magazines  and  represents 
a  saving  of  money  to  manufac¬ 
turers  of  a  good  many  hundred 
thousand  dollars  a  year. 

Yours  very  truly, 

J.  T.  Emery, 

Secretary  Advertising  and  Sell¬ 
ing  Company. 

*  =1=  * 

The  Florida  Food  Law  Again. 

Daytona,  Fla.,  July  28,  1911. 

To  the  Editor. 

Dear  Sir: — Wlrat  effect  has  the 
new  Florida  law  on  goods  on 
hand,  bought  prior  to  the  passing 
of  the  said  law?  You  have  partly 
answered  some  features  of  the  new 
law  in  your  issue  of  July  24th, 
page  12.  The  weight  clause  is 
what  we’d  like  to  know  about 
and  when  it  would  go  into  effect, 
on  stock  bought  before  the  pass¬ 
ing  of  that  law. 

Yours  very  truly, 

Conrad  Grocery  Co., 

George  H.  Gardiner,  vice- 
president  and  manager. 

The  new  Florida  food  law  goes 
into  effect  at  once.  Section  15, 
however,  provides  that  the  Com¬ 
missioner  of  Agriculture  shall 
make  rules  and  regulations  for 
carrying  into  -effect,  and  in  most 
States  it  is  customary  to  postpone 
the  enforcement  of  the  “act  until 
the  rules  and  regulations  have 
been  issued.  The  Commissioner 
of  Agriculture  can  enforce  the 
law  at  once,  however,  if  he  wishes 
to.  Goods  bought  before  the  act 
are  as  much  subject  to  it  as  goods 
bought  after  it. 


Packers  of  fancy  Washington 
State  Bartlett  pears  are  soliciting 
orders  for  their  current  crop. 
They  ask  a  price  which  will  net 
them  $1.70  per  box.  This  would 
mean  a  jobbing  price  of  $3  in  the 
East. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

New  York,  August  3,  1911. 

The  close  attention  that  a  lot  of 
people  are  paying  these  days  to 
the  prices  of  food  is  indicated  by 
the  increased  publicity  which  the 
daily  press  gives  to  every  shift¬ 
ing  of  quotations.  “All  Food 
Products  Up  Again  in  Price”  was 
the  headline  of  a  column  article 
published  this  week  in  one  of  the 
conservative  dailies  and  similar 
articles  were  presented  by  several 
of  the  others. 

Of  course,  the  articles  were  in 
large  part  exaggerations.  The  re¬ 
cent  stiffening  in  the  quotations 
in  butter  and  eggs  gave  the  op¬ 
portunity  to  the  writers  and  they 
made  the  most  of  it  in  claiming 
that  practically  everything  in  the 
food  lines  has  been  getting  dearer. 

It  was  declared  that  the  retail 
price  of  fresh  eggs  has  jumped  up 
15  cents  a  dozen  in  the  last  month 
in  the  “high-priced”  stores  and  5 
to  8  cents  a  dozen  in  the  cheaper 
stores. 

Present  prices  of  the  best  eggs, 
according  to  the  writers,  are  31 
cents  a  dozen  in  the  chain  stores, 
40  cents  in  the  small  groceries  and 
delicatessen  stores  and  45  cents  in 
stores  catering  to  exclusive  trade. 

Retail  prices  of  butter  were  said 
by  the  writers  to  be  6  cents  higher 
than  they  were  a  month  ago. 

While  the  retailers,  as  well  as 
wholesalers,  have  generally  ad¬ 
vanced  prices  of  butter  and  eggs 
of  late  yet  the  advances  are 
greatly  exaggerated  in  these  re,- 
)orts. 

In  explanation  the  dailies  admit 
that  the  hot  weather  affecting 
pasturage  may  have  something  to 
do  with  the  higher  price  of  butter 
and  that  the  same  weather,  ad¬ 
ding  to  the  difficulty  of  keeping 
eggs,  may  have  helped  in  sending 
up  their  prices. 

Back  of  these  explanations, 
lowever,  it  is  made  to  appear  that 
in  the  opinions  of  the  writers 
combinations  and  trusts  are  still  a 
ootent  cause  in  boosting  prices. 
Especially  as  to  the  advances  in 
meats,  it  is  claimed  that  there  is 


no  reason  whatever  except  that 
the  beef  barons  decided  to  fatten 
up  their  profits. 

The  present  system  of  the  pack¬ 
ing  companies,  according  to  one 
theory,  is  to  have  meat  rise  or  fal 
in  apparent  sympathy  with  the 
egg  and  dairy  market.  This  is 
done,  it  is  said,  so  that  people 
may  not  try  to  substitute  eggs  for 
meat  when  the  latter  goes  up  and 
also  that  there  may  be  no  danger 
of  cheap  meat  causing  any  break 
in  the  egg  market  when  eggs  hap¬ 
pen  to  be  high. 

The  writers  did  not  add,  how¬ 
ever,  the  supposition  that  has 
been  entertained  for  some  time  by 
some  observers  of  trade  condi¬ 
tions,  who  believe  that  some  of 
the  packing  companies  have  been 
quietly  backing  large  operators  in 
the  egg  and  dairy  markets. 

New  York  is  said  to  be  in  a  pe¬ 
culiar  position  as  to  high  prices 
because  the  influx  of  visitors  from 
all  parts  of  the  country  who  come 
to  the  nearby  seashore  and  moun¬ 
tain  resorts  cause  an  increase  in 
the  demand  at  this  time  of  the 
year.  The  visitors  are  said  to 
more  than  offset  the  heavy  losses 
of  New  York  people  who  leave 
the  city  for  the  summer  months. 
Besides,  it  is  argued,  most  of  the 
people  of  the  city  go  only  to  near¬ 
by  resorts,  so  that  their  trade  is 
simply  diverted  into  other  chan¬ 
nels. 

So  this  city  is  said  to  have  a 
period  of  high  prices  of  food  that 
is  not  felt  elsewhere. 

The  theories  are  pretty  and 
plausible,  but  there  are  large 
numbers  of  grocers  who  will  differ 
and  say  that  the  visitors  do  not 
make  up  for  the  loss  of  the  trade 
of  New  York’s  people  who  are 
away  through  some  or  all  of  the 
summer.  As  to  the  wholesalers, 
some  of  them  may  make  up  for 
the  losses  in  the  city  by  their  sales 
outside. 

*  *  * 

A  letter  has  been  sent  out  by 
Alice  Lakry,  the  chairman  of  the 
Food  Committee  of  the  National 
Consumers’  League,  strongly 
commending  Dr.  Wiley  as  the 


champion  of  the  consumer  and 
the  honest  manufacturer,  and  at¬ 
tacking  Secretary  Wilson  as  the 
friend  of  special  interests.  The 
writer  claims  that  through  the 
efforts  of  Secretary  Wilson  the 
effect  of  the  food  law  has  been 
largely  nullified  and  Dr.  Wiley 
has  been  constantly  hampered  in 
his  efforts  to  enforce  the  law. 

In  particular,  the  writer  charges 
that  one  firm  received  permission 
of  the  department  to  label  its 
product  corn  syrup,  although  the 
article  is  glucose  and  not  a  syrup. 

Another  charge  is  that  the  law 
has  never  been  enforced  as  to  the 
labeling  of  polished  rice. 

The  secretary  is  held  responsi¬ 
ble  for  the  continued  use  of  sac¬ 
charine  in  foods,  for  the  continued 
use  of  benzoate  of  soda  and  for 
the  lack  of  proper  labels  on  dis¬ 
tilled  and  malt  liquors. 

The  writer  urges  that  there 
should  be  a  new  Secretary  of  Ag¬ 
riculture. 

*  *  * 

A  cargo  of  molasses  containing 
644,853  gallons  was  seized  this 
week  by  a  Federal  deputy  mar¬ 
shal.  The  cargo  was  shipped  to 
Hobart  &  Co.,  whose  chemist 
made  tests  and  declared  that  the 
molasses  was  not  up  to  the  stand¬ 
ard.  The  company  then  refused 
to  accept  the  molasses  and  it  was 
libeled  for  the  freight  charges 
amounting  to  nearly  $8,000. 

Now  the  food  department  of  the 
Gvernment  is  to  make  a  test  and 
it  is  said  that  if  the  molasses  is 
below  the  required  standard  it  will 
all  be  destroyed. 

*  *  * 

Commissioner  Walsh,  of  the 
city’s  Bureau  of  Weights  and 
Measures,  stacked  about  3,000 
false  weights  and  measures  out¬ 
side  the  City  Hail  Monday  last. 
The  collection  had  been  made  by 
seizures  by  his  deputies  during 
the  summer  and  was  sunk  by  the 
Dolice  in  the  bay. 

*  *  * 

A  score  or  more  of  delegates 
are  expected  to  go  from  New 
York’s  several  boroughs  to  the 
convention  of  the  New  York  State 
Retail  Grocers’  Association  in 
Buffalo  from  Monday  to  Thurs¬ 
day  of  next  week.  The  delegates 
rom  this  city  will  start  Sunday 
morning  and  will  have  special  ac¬ 
commodations  on  the  Lacka¬ 
wanna. 

*  *  * 

The  investigation  of  the  sup¬ 
posed  ice  trust  has  continued  and 


le  proceedings  have  a  familiar 
one,  for  ice  trust  investigations 
eem  to  come  regularly  each  sum¬ 
mer. 

Evidence  has  been  obtained 
hat  the  old  American  Ice  Co., 
ong  known  as  the  trust,  appears 
o  be  doing  a  large  part  of  the 
msiness,  although  under  new 
tames. 

*  *  * 

Now  that  the  tobacco  and  the 
)il  trusts  are  about  to  dissolve 
here  is  of  course  a  lot  of  guessing 
is  to  whether  or  not  the  dissolu- 
:ion  will  be  more  apparent  than 
real— whether  the  form  will 
rhange  but  the  trust  really  con- 
rinue  in  a  new  shape. 

*  *  * 

There  have  been  some  reship¬ 
ments  of  late  of  Sicily  lemons  to 
European  markets.  This  is  most 
unusual.  The  dealers  say  that 
while  the  trade  here  has  been 
rather  slow  there  is  a  heavy  de¬ 
mand  on  the  other  side. 

*  *  * 

It  has  been  discovered  that 
Frederick  W.  Hooper,  whose 
name  was  signed  as  secretary  to 

he  circulars  sent  out  a  while  ago 
the  Advertisers’  Protective 


Association,  attacking  Dr.  Harvey 
W.  Wiley,  chief  of  the  Bureau  of 
Chemistry,  is  a  young  man  seek¬ 
ing  a  job  as  press  agent  for  the 
food  and  proprietary  men  of  the 
country. 


Summarized  Market  Con¬ 
ditions. 


Spot  coffee  continues  quiet. 
Roasters  are  buying  from  hand- 
to-mouth,  awaiting  pressure  from 
the  new  crop.  Some  brokers  say 
that  the  invisible  supplies  may  be 
so  depleted  that  there  will  be  a 
compulsory  buying  before  active 
arrivals  begin  from  Brazil.  There 
is  a  small  jobbing  demand  for 
mild  grades  with  prices  barely 
steady. 

There  have  been  some  spurts  in 
the  tea  market,  with  active  buy¬ 
ing  in  various  quarters.  Towarc 
the  middle  of  the  week  the  busi¬ 
ness  became  quiet.  There  is  a 
fair  inquiry  for  Formosas,  which 
rule  higher.  Greens  are  scarce 
and  the  trade  is  paying  high 
prices  for  mixing  purposes 

Rice  is  quiet  and  firm.  Some  of 
the  assortments  received  of  late 
have  been  of  poor  average  qual¬ 
ity 


Sugar  refiners  do  not  appear 
eager  to  book  additional  new  busi¬ 
ness,  as  they  are,  as  a  rule,  from 
one  to  two  weeks  behind  in  their 
deliveries.  There  are  fair  with¬ 
drawals  here  and  there.  Prices 
are  steady  at  5.65  cents,  less  2  per 
cent,  for  cash. 

There  is  not  much  buying  of 
dried  prunes  here,  but  reports  in¬ 
dicate  a  continuance  of  heavy 
mying  in  Europe.  The  local 
trade  having  covered  require¬ 
ments  earlier  in  the  season  at 
lower  prices  is  now  content  to 
await  developments.  Spot  busi 
ness  is  quiet,  as  stocks  are  small 
and  holders  have  higher  views  on 
prices  than  the  buyers  concede. 
There  is  a  strong  and  higher 
market  for  the  1910  crop  of  seed¬ 
less  raisins,  especially  natural 
sultanas.  Spot  supplies  here  ap¬ 
pear  to  be  light  and  concentrated, 
and  the  demand  has  been  in¬ 
creased  by  the  high  price  of 
Smyrna  sultana's.  There  is  some 
small  business  in  spot  dried 
peaches.  Buyers  are  inclined  to 
hold  off  as  to  the  new  crop  be¬ 
cause  of  the  prices  asked  by  the 
packers. 

State  gallon  apples  are  higher. 


Some  sales  have  been  made  at 
$2.75  for  new  crop,  the  price  being 
f.  o.  b.  factory,  and  some  of  the 
packers  are  now  asking  as  much 
as  $3.  Southern  peaches  are 
scarce  and  firm.  I  here  is  little 
doing  in  California  canned  fruit, 
as  the  bulk  of  the  busines  in  the 
new  crops  has  been  completed  for 
the  present.  Any  offerings  are 
generally  at  10  to  15  cents  above 
the  opening  prices. 

Canned  tomatoes  have  an  easier 
tone.  Offerings  of  new  Maryland 
tomatoes  have  been  made  at  82^4 
cents  f.  o.  b.  Baltimore.  The 
color  of  the  early  pack  is  said  to 
be  rather  light,  as  usual.  For 
later  delivery  the  packers  ask 
about  85  cents.  Holders  of  spot 
tomatoes  of  1910  pack  have  been 
making  concessions  and  sales 
have  been  made  at  87*4  cents  Bal¬ 
timore.  Peas  continue  strong 
with  difficulty  on  the  part  of  buy¬ 
ers  in  getting  their  wants  supplied 
in  a  satisfactory  way.  There  is 
not  much  activity  in  canned  corn. 

Flour  is  higher  in  sympathy 
with  wheat,  but  buyers  are  taking 
supplies  with  the  utmost  caution. 
Spring  wheat  patents  are  quoted 

(Continued  on  pec*  22-) 


RITTER’S  APPLE  RUTTER 

t .....  : 

Cem  be  sold  profitably  ^t  10c  per  pound 
Gives  satisfaction  to  the  consumer 


BORDEN'S 

EVAPORATED 

MILK 

PEERLESS  BRAND 


KSWUTCMtO 
1  STt*ILlZE®J 


Makes  your 
Customers 


Satisfied 


BORDEN’S  CONDENSED  MILK  CO. 

“London  of  Quality" 

Eat.  1857.  Now  York 
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Somebody  sends  this  journal 
some  of  the  cleverest  advertising 
that  has  come  to  this  department 
for  some  time.  It  is  done  by  The 
E.  Kahn’s  Sons  Co.,  retail  gro¬ 
cers  of  Cincinnati.  There  is  a 
good  deal  of  it,  and  I  shan’t  have 
the  room  to  discuss  more  than 
part.  These  people  believe  in 
spending  a  lot  of  money  in  their 
advertising — -it  is  full  of  half  tone 
cuts  and  is  printed  in  several  col¬ 
ors  on  very  fine  coated  paper  or 
cardboard. 

*  *  * 

A  part  of  the  hatch  is  a  postal 
card  which  bears  a  message  ap¬ 
parently  written  with  a  pen.  The 
idea  is  not  new,  hut  it  is  quite 
cleverly  worked  out  here.  Below 
is  the.  postal,  reproduced  about 
the  natural  size. 

*  *  * 

This  is  not  very  easy  to  read. 
I  should  have  used  less  matter  so 
that  it  could  be  written  a  little 
larger;  it  needs  to  be  sort  of  pored 
over  now  to  get  the  sense  of  it. 


is  a  number  of  silhouettes,  carry¬ 
ing  out  the  superscription  “Every¬ 
body  Talks  About  Kahn’s  Meth¬ 
ods.’’  On  the-  next  page  is  a 


of  twelve  half  tone  photographs 
illustrating  on  one  half  “Dealing 
with  Kalin’s,’’  and  on  the  other 
half  “Going  to  Market,”  six  pic- 


angry  cook  pointing  to  the 
kitchen  clock — “Late!  Cook  on 
\\  arpath.”  The  fifth  shows  the 
abandoned  family  at  table — “A 
Miserable  Meal,”  and  the  last  re¬ 
veals  the  husband  and  wife  going 
over  their  accounts,  and  the  title 
is  “Finding  it  Doesn’t  Pay.”  A 
clever  theme,  rather  well  worked 
out.  The  pictures  are  certainly 
interesting,  which  is  three- 
quarters  the  battle. 

*  *  * 

Below  is  a  reduced  reproduction 
of  the  pictures  showing  “Dealing 
with  Kalin.”  They  show  some  of 
the  reading  matter  on  the  top. 
This  is  very  elaborate,  expen- 


THE  MIDDLEMAN’S  PI 


me  your  ore 


“I  phoned  Kahn's” 


C  DEALING  WITH  “KAHN’S71) 


*  *  * 


The  most  elaborate  piece  of  this 


advertising — a  thing  that  doubt 
less  cost  a  high  price,  was  an  8- 
page  mailing  card  that  is  folded 
into  a  size  5x8  inches  and  then 
mailed  under  a  one  cent  stamp. 


4.  OUR  CLEAN I.Y  APPETIZING  STORES 


5.  PROMPT  DELIVERY  AT  HOME 


6.  TO  YOUR  TABLE 


below  it  a  list  of  “Money  Saving 
Specials.”  The  next  page  is 
given  over  to  an  advertisement  of 
poultry.  On  the  reverse  side  of 


tures  being  given  to  each.  I 


should  have  thought  the  “Going 
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to  Market”  pictures,  which  show 
the  misery  of  dealing  at  the  mar¬ 
ket  instead  of  going  to  Kahn’s, 
should  have  come  first  and  the 
"Dealing  with  Kahn”  pictures 
afterward.  I  haven’t  room  to  re¬ 
produce  both  sets  of  photos,  al¬ 
though  I  should  like  to.  Evi¬ 
dently  all  except  one  or  two  were 
taken  especially  for  this  adver 


tisement.  The  first  of  the  “Going 


It  is  printed  in  dark  red  and 
green,  and  is  entitled  “A  Tale  in 
Pictures.”  On  the  first  inside  page 


photograph  of  the  Kahn  store  and 
the  whole  long  sheet  (9J4  x  21 
inches)  is  the  chief  part — a  series 


to  Market”  pictures  shows  the  in¬ 
side  of  a  filthy  market  and  is 
labeled  “Unclean  Flies  and  Dust.” 
In  the  second  a  woman  is  just 
taking  a  trolley  car,  and  the  pic¬ 
ture  is  labeled  “A  Tiresome  Trip.” 
Third — “Home,  Dress  Stained,” 
shows  the  unfortunate  woman 
home  again  with  her  dress 
marked  up.  The  fourth  shows  an 


sive  advertising,  and  certainly 
makes  an  impression.  Decidedly 
a  good  impression,  too.  I  have 
never  seen  the  Kahn  store,  and 
the  impression  I  have  of  it  is  de¬ 
rived  wholly  from  this  advertis¬ 
ing.  I  would  buy  there  with  the 
utmost  confidence.  I  get  a  men¬ 
tal  picture,  through  its  advertis¬ 
ing,  that  is  exceedingly  attractive. 
However,  I  should  not  expect  to 
buy  cheaply  there,  as  all  of  the 
advertising  negatives  that  impres¬ 
sion.  So  that  whether  this  adver¬ 
tising  is  effective  in  the  way  the 
Kahn  people  want  it  to  be  de¬ 
pends  in  my  judgment  on  the 
class  of  trade  they  are  going  after. 
Unless  I  am  greatly  mistaken, 
this  advertising  would  never  at¬ 
tract  poor  people — consumers 
who  are  necessarily  close  buyers. 
But  very  possibly  they  are  not 


after  that  class  of  trade.  On  the 
contrary,  it  ought  to  very  strongly 
attract  the  prosperous  middle  and 
wealthy  classes  who  have  both 
the  money  and  the  inclination  to 
pay  the  price  for  good  stuff. 

*  *  * 

Please  let  me  have  more  matter. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


More  Condemnations  Under 
Federal  Food  Law. 


Department  of  Agriculture  Sends  Facts 
of  More  Cases  Resulting  in  Fines  or 
Confiscations  Under  National  Food 
Act. 

The  following  summaries  are  of 
cases  brought  and  ended  by  the 
Federal  Government  under  the 
Food  and  Drug  act  of  June  30, 
1906.  The  facts  were  sent  this 
journal  by  the  Department  of  Ag¬ 
riculture  : — 

Judgment  No.  838 — Adulteration 
of  Catsup. 

On  or  about  September  27,  1910, 
the  Atlas  Preserving  Co.,  Baltimore, 
Md„  shipped  from  Maryland  into 
Louisiana  80  barrels  of  catsup,  la¬ 
beled  :  “Dixie  Catsup,  r/s  of  1  per 
cent.  Benzoate  of  Soda,  Distributed 
by  Harry  Hyman  &  Co.,  New  Or¬ 
leans,  La.”  Samples  were  examined 
and  the  product  was  found  to  be 
adulterated,  in  that  it  consisted  in 
whole  or  in  part  of  filthy,  decom¬ 
posed  and  putrid  vegetable  sub¬ 
stances. 

Nobody  claimed  the  stuff  and  it 
was  destroyed. 

Judgment  No.  842 — Adulteration 

and  Misbranding  of  Vanilla 
Extract. 

On  or  about  January  21,  1910,  the 
Paul  Manufacturing  Co.,  a  corpora¬ 
tion,  Boston,  Mass.,  shipped  from 
Massachusetts  into  Michigan  a 
quantity  of  a  food  product  labeled : 
“Concentrated  Extract  Vanilla ; 
Compound  Flavor  of  Vanilla.  Va¬ 
nillin,  Coumarin  and  Vanilla  .11, 
sugar  syrup  .16,  caramel  .or,  dilute 
alcohol  .72.”  Samples  were  analyzed 
and  the  product  was  found  to  be 
adulterated,  in  that  an  imitation 
vanilla  extract  had  been  substituted 
wholly  or  in  part  for  the  article. 

The  defendant  was  fined  $25. 

Judgment  No.  845 — Adulteration 
of  Condensed  Milk. 

On  or  about  December  1,  1909, 
the  Scio  Condensed  Milk  Co.,  a  cor¬ 
poration,  Scio,  Ore.,  shipped  from 
Oregon  into  Washington  a  quantity 
of  a  food  product  labeled :  “Coun¬ 
try  Club  Brand  Condensed  Milk, 
Scio  Condensed  Milk  Co.,  Scio, 
Ore.  The  Milk  of  Quality  ‘Country 
Club.’  Directions.  Pure  High 
Grade  Milk,  evaporated  and  pre¬ 
served  by  perfect  sterilization. 
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Country  Club  Brand.  Used  for 
every  purpose  that  you  would  Nat¬ 
ural  Milk  from  the  Cow.  Give  the 
same  care  and  attention  you  would 
fresh  milk  or  cream.  Every  pre¬ 
caution  has  been  taken  in  the  hand¬ 
ling  of  this  milk,  to  produce  a  food 
product,  absolutely  pure.  This  prod¬ 
uct  complies  with  the  Pure  Food 
Law.”  Samples  were  analyzed  and 
the  product  was  found  to  be  adul¬ 
terated,  in  that  a  product  made  from 
skim  milk  had  been  substituted  for 
condensed  milk  and  milk  fat,  had 
been  wholly  or  in  part  abstracted. 

The  defendant  entered  a  plea  of 
guilty  to  the  above  information, 
whereupon  the  court  imposed  a  fine 

of  $23. 

Judgment  No.  846— Misbranding  of 
Molasses. 

On  or  about  February  28  and 
April  25,  1908,  Henry  L.  Hobart, 
George  B.  McGinnis  and  Harry  C. 
Christianson,  trading  under  the  firm 
name  and  style  of  Henry  L.  Hobart 
&  Co.,  New  York  City,  shipped 
from  New  York  into  North  Caro¬ 
lina  two  consignments  of  alleged 
molasses,  the  former  of  which  ship¬ 
ments  was  labeled:  “Heyer  Bros. 
No.  1  Fancy,  Wilmington,  N.  C.,” 
the  latter  shipment  being  labeled : 
“W.  I.  contains  sulphur  dioxide. 
Conforms  to  Pure  Food  Law. 
Armstrong  Grocery  Co.,  New  Bern, 
N.  C.”  Samples  were  analyzed  and 
the  former  of  said  shipments  was 
found  to  contain  glucose  12.27  per 
cent.,  and  the  latter  of  said  ship¬ 
ments  to  contain  glucose  25.32  per 
cent. 

The  defendants  plead  not  guilty 
and  were  tried  and  convicted.  The 
court  imposed  a  fine  of  $100. 

Judgment  No.  848 — Adulteration 
of  “MacL-aren’s  Imperial 
Cheese.” 

On  or  about  October  10  and  Oc¬ 
tober  14,  1908,  the  MacLaren  Im¬ 
perial  Cheese  Co.,  Limited,  Detroit, 
Mich.,  shipped  two  consignments  of 
cheese,  the  one  on  the  former  date 
from  Michigan  into  Massachusetts, 
and  the  one  on  the  latter  date  from 
Michigan  into  Illinois,  the  product 
being  labeled:  “MacLaren's  Imper¬ 
ial  Cheese.  Contains  1-10  of  1  per 
cent.  Borate.  Mould  does  not  im¬ 
pair  contents.  Keep  in  a  cool 
place.  Trade  mark  registered. 
MacLaren's  Imperial  Cheese  Co., 
Ltd.,  Detroit,  Mich.,  Toronto,  Can¬ 
ada.”  Samples  were  analyzed  and 
were  found  to  be  adulterated,  in 
that  it  contained  an  added  poisonous 
and  deleterious  ingredient,  to  wit, 
1-10  of  1  per  cent,  borate,  which 
might  render  the  said  article  injur¬ 
ious  to  health. 

On  February  1,  1911,  the  defend¬ 
ant  company  appeared  by  its  presi¬ 
dent  and  entered  a  plea  of  nolo  con- 
tendre  to  the  above  informations, 
whereupon  the  court  imposed  a  fine 
of  $10,  being  $5  for  each  shipment. 


The  first  new  nearby  sweet 
DOtatoes  are  in  market  at  $2  per 
jasket.  The  quality  is  good  and 
:he  demand  has  been  active. 
Southern  sweets,  from  Mary¬ 
land,  Norfolk  and  North  Carolina, 
ire  quoted  at  $6  per  barrel,  with 
$5  per  barrel  for  yams. 


TbeM  tri 


CRES 


very  pactugt 

Diet  for 
Dyspeptics 


OAK  DALEl  The  One  Pure  Sugar  Syrup 

PRETZELS 


Have  won  and  deserve  the  reputation  of 

“HIGHEST”  GRADE 
“CLEANEST”  MADE 

Baked  in  TEN  Varieties 

Packed  in  packages  to  retail  at 
5  cents,  10  cents  and  15  cents. 
Packed  in  boxes  and  barrels  to 
retail  by  the  pound. 

More  pretzels  are  being  sold 
every  year  because  doctors  are  rec¬ 
ommending  them  as  appetizing, 
wholesome,  nourishing,  accept¬ 
able  to  a  weak  stomach  and  better 
for  the  children  than  candy  or 
cake— and  “Oakdale” 

Pretzels  are  so  good  everybody 
likes  them. 

Write  for  samples  and  prices,  or 
better— let  us  send  you  a  trial  box, 
returnable  at  our  expense  if  it  does 
not  sell.  Write  to-day. 


Oakdale  Baking  Co. 

Tenth  and  Susquehanna  Ave. 

- P>HI1  .ADRLPHIA— : 


HOMEY  RID  UV 

Make*  d. 

0  alike  other 

FARWELl 


110  OBESITY 

Lvery  body. 

For  book 


I.  T.,  U.  S.  V 


Flies  Fear 
Electric 
Fans 


The  Philadelphia  Record  of 
July  25th  says  : — 

“Practically  the  only  thing  a  fly 
is  afraid  of  is  an  Electric  Fan.  An 
Electric  Fan  will  keep  flies  off  from 
windows,  showcases,  candy  and 
food  stuff  exposed  for  sale,  or  from 
vegetables,  if  allowed  to  play 
over  the  place  or  wares  to  be  pro¬ 
tected.  More  than  one  merchant 
has  found  the  Electric  Fan  invalu¬ 
able  to  keep  flies  out  of  the  store. 
By  placing  a  fan  near  the  main 
entrance,  so  that  the  air  current 
flows  toward  the  doorway,  very 
few  flies  will  enter.  Flies  take 
little  comfort  in  a  room  where  an 
Electric  Fan  is  in  operation. 

“Aside  from  keeping  the  rooms 
cool  and  sweet,  the  Electric  Fan 
is  very  valuable  to  drive  away 
flies.  This  deadliest  of  all  house¬ 
hold  pests  likes  stagnant  air,  hot 
and  stuffy  rooms  and  is  not  found 
at  all  where  the  air  is  pure,  clean 
and  vigorously  stirring.” 


The  Philadelphia 
Electric  Company 

TENTH  AND  CHESTNUT  STS. 


Lyle’a  Golden  Syrup —perfectly 
clear,  a  beautiful  golden  color,  to 
neutral  micro-organiama  can't  lire 
in  it.  Abaolntely  frae  from  prener- 
vatlvea.  A  product  which  ercry  one 
kttjs  buying.  If  yon  want  to  pleaac 
your  trade  tell  them  about  it. 

26  PROFIT 

Sure  aalea  and  pleaaed  cuatomera. 

H.  Kellogg  &  Sons 

Philadelphia 


Jfitu  I.JhFltd(n&  Sons 

Printers 


927  Arch  Street 


PhllaSolshla 


*^2^  Bouillon  Capsules 


It's  little  sellable 
specialties  like  these 
that  fill  up  the  thin 
places  in  your  prof¬ 
its.  Make  delicious 
Beef  Bouillon,  Beef 
Tea  or  Soup.  Ten 
in  a  box,  one  to  be 
dropped  in  a  cup  of 
hot  water.  Every¬ 
body  buys  them. 


Sole  Manufacturers 

ROYAL  SPECIALTY  CO. 

92  Reade  St.  NEW  YORK 


Increase  Your  Sales  of 

BAKER’S 
Cocoa  and 
Chocolate 


ANY  GROCER  who 
handles  our  prepa¬ 
rations  can  have  a 
beautifully  illustra¬ 
ted  booklet  of  choc¬ 
olate  and  cocoa 
recipes  sent  with 
his  compliments  to 
his  customers  en¬ 
tirely  free  of  charge. 

Ask  our  salesman 
or  write 

Walter  Baker  &  Co.  Ltd. 

DORCHESTER,  MASS. 


Registered, 
l).  S.  Fat-  Oft. 
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CXIV. — The  Law  as  to  Substitution. 


I  have  received  the  following 
query  which  I  am  sure  will  inter¬ 
est  every  reader  of  these  articles 
no  matter  what  line  of  business  he 
is  in : — 

Binghamton,  N.  Y.,  July  30,  1911. 
Elton  J.  Buckley,  Esq. 

Dear  Sir: — As  a  manufacturer,  I 
should  like  your  views  on  the  lia¬ 
bility  of  a  retail  or  wholesale  dealer 
who  substitutes  some  other  goods 
for  the  goods  which  a  customer  asks 
him  for.  You  may  not  know  it,  but 
this  is  a  very  prevalent  trade  prac¬ 
tice,  and  many  manufacturers  suffer 
from  it  very  keenly  in  having  the 
demand  which  they  have  painstak¬ 
ingly  and  at  great  expense  created, 
diverted  to  other  channels. 

Respectfully  yours, 

A  Manufacturer. 

There  are  four  ways  in  which  a 
merchant  can  practice  substitu¬ 
tion.  In  two  of  them  legal  action 
can  be  prosecuted  against  him,  in 
the  other  two  he  is  immune  from 
any  action  whatever. 

The  first  plan  is  to  use  his  pow¬ 
ers  of  persuasion  upon  a  customer, 
to  induce  him  to  take  something 
different  from  the  article  asked 
for.  A  customer  enters  a  retail 
store,  for  example,  having  seen  a 
certain  proprietary  article  adver¬ 
tised  somewhere,  and  asks  for  it. 
The  retailer  may  have  it  in  stock, 
or  he  may  not  have — it  makes  no 
difference.  :  For  some  perfectly 
sufficient  reason  he  does  not  care 
to  sell  it.  It  nnay  not  pay  suf¬ 
ficient  profit, or  iTs  quality  may  not 
be  satisfactory,  or  the  manufac¬ 
turer  may  be  guilty  1  of  offenses 
against  the  trade — for  any  of 
these  or  for  any  other  reason  the 
retailer  may  justifiably  decide  not 
to  sell  the  article  if  he  can  avoid 
it.  In  pursuance  of  such  decision 
he  does  everything  in  his  power 
to  divert  all  the  inquiries  which 
come  to  him.  This  he  does  by 
using  any  argument  which  the 
facts  will  allow.  The  article  he 
wishes  to  substitute  may  give 
more  weight  or  measure  for  the 
money,  or  may  be  better  grade, 
or  may  do  better  work  than  the 


article  asked  for  can  do.  All  this, 
or  any  of  it,  he  tells  the  customer, 
and  in  the  end  persuades  her  to 
take  the  article  he  is  recommend¬ 
ing. 

If  the  dealer’s  arguments  are 
truthful,  the  manufacturer, 
though  he  may  lose  a  large  vol¬ 
ume  of  business,  can  bring  no 
action  whatever.  The  retailer  is 
wholly  within  his  rights  in  select¬ 
ing  the  goods  he  will  sell  or  rec¬ 
ommend — as  long  as  he  tells  the 
truth  against  the  goods  he  is  dis¬ 
criminating  against.  lit  perhaps 
goes  without  saying  that  if  he 
makes  the  unequivocal  statement 
that  the  substitute  article  is  of 
better  quality  than  the  one  asked 
for,  when  it  is  not,  he  has  been 
guilty  of  slander,  and  can  be  sued 
for  damages  by  the  manufacturer. 
So  if  he  says  anything  else  un¬ 
truthful  against  the  goods  with 
the  object  of  preventing  a  sale. 

Not  long  ago  a  retail  merchant 
known  (to  me,  who  was  receiving 
a  considerable  number  of  calls  for 
a  package  article  the  price  of 
which  had  become  so  generally 
cut  that  it  was  no  longer  profit¬ 
able  for  retailers  to  sell,  set  out 
deliberately  to  transfer  these  calls 
to  a  competitive  brand.  The  task 
was  made  easy  by  the  fact  that 
the  competitive  brand  gave  a  lar¬ 
ger  package  and  greater  contents. 
He  displayed  a  package  of  both  in 
his  window,  and  called  attention, 
in  a  conspicuous  and  sensational 
sign,  to  the  difference  in  what 
consumers  got  for  their  money. 

The  display  aroused  much  at¬ 
tention  and  the  manufacturer  of 
the  smaller  package  came  at  the 
retailer  with  an  attorney,  who 
threatened  various  things  if  the 
display  was  not  discontinued.  It 
was  not  discontinued,  however, 
and  nothing  happened.  Nothing 
could  happen,  for  the  retailer  had 
in  no  way  exceeded  his  rights. 

So  that  the  retailer  who  prac¬ 


tices  substitution  in  this  fashion 
cannot  be  punished  or  prevented 
if  he  stays  within  the  truth. 

The  second  plan  is  where  a 
dealer  is  asked  for  one  thing,  but 
sells  another,  falsely  representing 
it  to  be  the  same.  I  don’t  mean 
representing  it  to  be  “just  as 
good’’ — that  comes  under  the  first 
plan — but  representing  it  to  be 
the  identical  thing.  In  this  case 
the  manufacturer  of  the  gopds 
which  are  made  the  victim  can 
bring  suit  in  two  ways,  both  at 
once  if  he  likes.  He  can  get  an 
injunction  against  the  dealer  to 
prevent  him  from  continuing  the 
practice,  and  he  can  collect  dam¬ 
ages  to  cover  all  the  harm  done 
him  up  to  date.  Of  course  this 
form  of  substitution  is  dishonor¬ 
able  and  a  fraud,  and  it  is  no  less 
a  fraud  under  the  law  if  the  goods 
sold  are  equal  to  or  even  better 
than  those  which  the  buyer 
thought  he  was  getting. 

Third — Another  form  of  substi¬ 
tution  is  where  a  merchant  ac¬ 
cepts  an  order  for  a  given  thing 
without  comment,  and  then  de¬ 
liberately  sends  another  thing, 
also  without  comment.  In  many 
cases  the  customer  will  be  in  a 
hurry  to  use  the  goods,  or  will  not 
be  very  particular  about  the 
brand,  or  will  conclude  that  the 
thing  was  just  a  mistake,  and  will 
keep  ithe  article  sent.  In  this  case 
the  manufacturer  would  in  my 
judgment  have  no  more  action 
against  the  dealer  than  he-  would 
under  the  first  plan.  The  dealer 
has  practiced  no  fraud ;  every¬ 
thing  he  did  was  done  openly  and 
above  board,  and  if  the  customer 
will  accept  the  substitute  he  ten¬ 
ders  so  openly,  that  is  between 
him  and  his  customer,  and  the 
manufacturer  cannot  legally  com¬ 
plain.  Of  course  in  such  a  case 
the  customer  would  have  the  op¬ 
tion  of  returning  the  substitute 
and  getting  what  he  ordered.  If 


he  preferred  to  accept  the  substi¬ 
tute  rather  than  exercise  the  op¬ 
tion  to  return,  that  is  within  his 
rights. 

Fourth — Substitution  is  some¬ 
times  innocently  practiced  by 
dealers  in  this  manner:  They 
will  have  been  betrayed  into  sell¬ 
ing  an  unlawful  imitation  of  a 
trade-marked  article,  or  a  similar 
article  bearing  a  spurious  trade¬ 
mark  In  such  a  case,  as  I  have 
explained  in  a  previous  article, 
the  manufacturer  who  was  the 
sufferer  by  such  a  praatice  could 
doubtless  obtain  an  injunction 
against  the  dealer,  but  if  the  thing 
was  done  innocently  he  could  not 
recover  damages  from  him 

I  have  used  a  retail  dealer  as  an 
illustration  throughout,  but  of 
course  the  law  is  precisely  the 
same  when  the  practice  is  carried 
on  by  a  wholesale  dealer.  Let  me 
say  again  that  the  quality  of  the 
substitute  goods  makes  no  differ¬ 
ence.  The  gist  of  the  offense  of 
substitution,  where  there  is  an 
offense,  is  depriving  a  given 
manufacturer  of  sales,  not  doing 
anything  against  consumers. 

( Copyright ,  August,  1911,  by 
Elton  J.  Buckley .) 

Question  :  “M.,”  Pa. — Several 

w-eeks  ago  we  phoned - & 

Co.,  w-holesale  grocers  of  this 
city,  and  asked  for  a  price  on  25 
to  50  cases  of  spot  tomatoes.  We 
were  told  over  the  phone  that  Mr. 

-  was  not  in  the  office,  but 

later  he  called  the  writer  to  the 
.phone  and  gave  a  price  of  $1.10 
per  dozen,  wdiich  we  stated  was 

too  high.  Mr.  -  then  said 

“we  have  about  15  cases  of  No. 
2  tomatoes  that  I  will  close  out 
to  you  at  75  cents  per  dozen.'’ 

The  writer  mentioned  the  big 
difference  in  the  price  and  asked 
if  they  were  No.  2  cans,  but  Mr. 
- said  they  w-ere  a  No.  2  to¬ 
mato  in  a  standard  can,  and 
would  weigh  about  2.6  or  2.8. 

We  sent  for  a  sample  can  and 
they  opened  up  apparently  in 
good  condition.  The  tomatoes 
were  ordered  the  following  day 
by  a  brother  of  the  writer,  wrho 
asked  the  person  answering  the 

phone  at - &  Co.  if  anything 

was  wrong  with  the  tomatoes, 
and  wras  told  no,  only  they  are 
No.  2S. 

The  distributing  of  these  to¬ 
matoes  brought  complaints  from 
everybody  buying  them  that  they 
were  spoiled  and  we  were  obliged 
to  redeem  them  in  almost  each  in¬ 
stance. 

The  writer  called  Mr.  - 

by  phone  and  explained  this  fact 
to  him  and  asked  him  what  wras 
wrong  with  the  tomatoes,  and 
he  replied  “that’s  what  I  do  not 
know  and  is  the  reason  we  could 
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iot  guarantee  the  goods.”  We 
■ecalled  to  him  our  conversation 
vhen  buying  and  added  that  we 
vere  unable  to  use  the  tomatoes 
md  were  told  by  Mr.  that 

hey  would  refuse  to  have  them 
■eturned,  and  ended  the  conver¬ 
sation  by  telling  the  writer  to 
'kiss  my  foot.” 

The  bill  for  these  goods,  which 
ias  not  been  paid,  is  stamped  with 
i  “pure  food”  guarantee,  and  we 
lave  about  25  cases  left  on  hand, 
laving  received  28 ]/2  cases. 

Will  you  kindly  advise  if  we 
will  have  to  keep  these  goods,  and 
if  not,  what  course  we  are  to 
pursue? 

We  have  learned  that - & 

Co.  have  had  trouble  with  these 
tomatoes,  but  no  intimation  was 
given  us  that  the  goods  were  at 
all  questionable. 

Answe  r. — There  were  two 
standards  by  which  these  goods 
were  sold.  First,  the  sample. 
When  goods  are  sold  by  sample, 
there  is  a  warranty  that  they  shall 
be  substantially  like  sample.  Sec¬ 
ond,  the  verbal  representation 
that  there  was  nothing  wrong 
with  the  tomatoes.  Having  noth¬ 
ing  wrong  with  them  means  of 
course  that  they  were  all  right. 

Both  these  warranties  or  repre¬ 
sentations  seem  to  have  been  vio¬ 
lated.  The  tomatoes  were  not  ac¬ 
cording  to  sample,  and  there  w as 
something  decidedly  wrong  with 
them.  This  being  the  fact,  they 
did  not  fulfill  the  contract  and 
your  course  is  to  reject  them  and 
refuse  to  pay  the  bill.  Notify 
the  jobber  in  writing  of  your  re¬ 


jection  and  that  you  are  holding 
the  goods  subject  to  his  order. 
If  any  effort  is  made  to  collect  the 
bill,  defend  against  it,  and  if  you 
can  prove  everything  in  your  let¬ 
ter,  you  will  doubtless  be  success¬ 
ful. 

As  a  matter  of  fact,  if  these  job¬ 
bers  sold  spoiled  tomatoes, 
whether  with  a  guarantee  or 
without  it,  they  violated  the  State 
food  law,  and  can  be  arrested. 
All  you  need  to  do  is  to  report  the 
matter  to  the  inspector  for  your 
district  and  supply  him  with  the 
evidence. 

“No.  2  tomatoes,”  in  trade 
language,  simply  means  tomatoes 
packed  in  No.  2  cans,  which  were 
the  small  cans  formerly  sold  as 
2  pounds.  It  does  not  mean  sec¬ 
ond  quality.  “Off-standards”  or 
“seconds”  means  second  quality. 

Note. — Requests  for  informa¬ 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstruction.  Write 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un¬ 
less  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 


Practical  Questions  of  Store 
Management 

Conducted  by  HENRY  JOHNSON,  Jr. 

This  department  is  conducted  by  a  man  who  has  run  a  successful  retail 
grocery  store  for  years  and  who  hat  also  had  much  experience  with  larger 
enterprises  which  Involved  the  selling  of  merchandise  to  retailers.  He  is, 
therefore,  informed  upon  both  sides  of  the  general  questions  of  store 
management  and  will  discuss  those  questions  from  week  to  week.  The 
central  thought  of  his  articles  will  be  “  getting  the  best  service  and  the  most 
money  out  of  a  retail  store.”  Subscribers  are  invited  to  submit  queries  on 
any  and  all  subjects  within  the  scope  of  the  department. 


Capital. 

The  annual  reviews  of  Dun 
and  Bradstreets  give  the  most 
prolific  cause  of  failure  among 
merchants  not  as  bad  accounts, 
nor  lack  of  experience,  nor  in¬ 
ability,  nor  any  other  of  many 
things  which  we  might  guess  at ; 
but  as  Lack  of  Sufficient  Capital. 
This  should  seem  to  indicate  that 


no  matter  what  natural  ability 
and  aptitude  a  man  may  have,  no 
matter  how  great  the  apparent  op¬ 
portunity,  no  matter  how  seem¬ 
ingly  simple  the  job  of  opening 
and  successfully  conducting  a 
grocery  store,  one  should  “go 
slow”  about  taking  the  initial 
steps  unless  one  have  ample  finan¬ 
cial  resources  behind  him.  It 


SKIPPER  SARDINES 

A  GOOD  THING 

SKIPPER  SARDINES  are  the  fineat  Norwegian 

Sardines  that  come  to  this  country,  from  a  land 
that  packs  the  finest  Sardines  in  the  world.  Ten¬ 
der,  spicy  little  fish  in  pure  olive  oil  or  tomato 
sauce.  Your  customers  are  sure  to  like  them. 

There  has  never  been  a  Sardine  success  like 
SKIPPER  SARDINES:  why?  First,  because 
of  quality,  of  course,  but  second,  because  we 
guarantee  both  the  sale  and  your  profit. 

Watson  <S®  Oo. 


IOLB  PROPRIETOR!  " Sklpfiet ”  SOfflt ft  9S* 

IOII  Ch««tnut  8tr««t,  Phlladolphln,  P*. 


Briack  ef  Alia  Wataea  A  C*.,  Niwcastli  Tv,  EasUad 


FLEISCHMANN’S 

COMPRESSED  YEAST 

HKS  NO  EQUAL 


25%  Discount 


We  have  a  $300  order,  In 
exchange  for  advertising,  on 
one  of  the  best  piano  houses 
in  the  country,  which  we  will 
sell  for  cash  at  a  25 °fo  dis¬ 
count. 

Address  L.  S.,  "Grocery 
World  and  General  Mer¬ 
chant,”  927  Arch  Street, 
Philadelphia,  Pa. 


How  About  Your  Baking 


Powder  Profit? 


% 
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Nobody  can  blame 
the  grocer  nowadays 
for  looking  sharply  at 
the  profit  of  everything 
he  sells,  for  the  business 
is  overcrowded  and  it  ia 
not  so  easy  as  it  was  to 
get  a  fair  return  for  his 
labor. 

The  retail  profit  on 
Romford  Biking 
Powders  will  suit  any 
grocer  no  matter  how 
exacting. 

But  trouble  is  ahead 
for  the  grocer  who  thinks 
too  much  of  the  profit 
and  not  enough  of  the 
quality  of  the  goods. 
Rum  ford  Powder# 
are  the  best  of  the  best 
type  of  baking  powders 
made  —  the  phosphate 
powders.  They  not 
only  leaven  perfectly, 
but  they  are  foods  in¬ 
stead  of  chemicals. 
From  every  standpoint 
they  are  the  baking 
powders  to  sell. 

Pure  phosphate,  corn¬ 
starch  and  baking  sods. 


Rumford  Chemical  Works 


PROVIDENCE,  R.  I. 
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also  should  seem  to  teach  us  that 
we  who  are  already  in  business 
must  guard  our  capital  with  jeal¬ 
ous  watchfulness,  allowing  noth¬ 
ing  to  curtail  it  dangerously — and 
that  will  carry  with  it  many  a  les¬ 
son. 

Here  is  one  man,  for  instance, 
who  writes: — 

- •,  Iowa,  June  22,  1911. 

Editor  “Store  Management.” 

Dear  Sir: — I  notice  recent  editor¬ 
ials  indicating  that  most  merchants 
favor  credit  business  more  than 
cash.  I  have  been  contemplating 
going  into  a  cash  business.  I  am 
located  in  a  small  town  and  carry 
between  $1,500  and  $2,000  on  my 
books  all  the  time,  and  it  prevents 
me  from  taking  advantage  of  all 
my  discounts,  and  at  other  times  I 
have  had  opportunities  to  buy 
goods  at  a  better  price  if  I  could 
see  my  way  clear  to  meet  the  bills 
when  due.  I  note  particularly  the 
suggestion  that  merchants  should 
charge  6  per  cent,  interest  on  ac¬ 
counts  running  over  a  certain  time. 
What  length  of  time  do  you  think 
would  be  right  and  proper  ?  This 
credit  business  is  very  annoying.  I 
think  it  holds  us  down  where  we 
are  not  able  to  make  as  much 
money  as  we  could  if  we  got  the 
cash.  Let  me  hear  from  you. 

Yours  truly, 

M— .  D— .  T— .  0—. 

That  letter  enters  into  many 
questions  which  cannot  be  dis¬ 
cussed  now;  but  it  indicates  one 
thing  clearly  enough,  which  is 
that  this  merchant  has  not  enough 
capital  to  carry  on  his  present 
business  as  he  has  it  mapped  out 
to  the  best  advantage.  As  he 
gives  no  details  of  his  affairs,  it  is 
hard,  however,  to  say  offhand 
that  lack  of  capital  is  all  of  his 
trouble.  It  may  be  that  other 
things  are  wrong;  that  he  is  the 
kind  of  man  to  whom  added  capi¬ 
tal  would  not  afford  relief,  for  I 
hold  the  opinion,  based  on  years 
of  intimate  experience,  that  great 
numbers  of  merchants  are  better 
off  limited  as  to  capital  than  they 
would  be  if  they  had  greater  re¬ 
sources.  This  because  the  proper 
handling  and  most  advantageous 
employment  of  liberal  capital  re¬ 
quires  mature  knowledge  and 
sound  judgment;  and  such  knowl¬ 
edge  and  judgment  can  only  be 
acquired  and  developed  through 
the  hard  school  wherein  we  learn 
to  make  a  dollar  go  as  far  as  pos¬ 
sible — thus  appreciating  it  at  its 
full  value. 

In  view  of  the  great  number  of 
examples  we  have  before  us  of 
men  who  have  started  practically 
“on  nothing”  and  have  developed 
into  unusually  successful  mer¬ 
chants,  it  is  extremely  difficult 
to  indicate  what  capital  a  man 
should  have  to  start  a  given  busi¬ 


ness.  In  fact,  one  cannot  indicate 
it,  for  there  are  more  exceptions 
than  rules.  It  is  different  with  a 
“going”  business,  for  here  we  can 
judge  what  should  be  available. 
The  average  retail  grocery  busi¬ 
ness  of  $30,000  overturn  per  an¬ 
num  might  be  conducted  success¬ 
fully  with  $2,500  working  capital, 
if  it  could  be  bought  on  that  basis. 
This  would  enable  the  grocer  to 
turn  his  capital  ten  times,  or 
rather,  he  would  have  to  turn  it 
ten  times  annually  to  do  that 
business.  He  would  better  have 
$3,000  working  capital,  as  that 
would  enable  him  to  handle  the 
business,  turning  his  stock  eight 
times  annually.  Now,  if  we  con¬ 
sider  that  the  fixed  capital  for 
such  a  business,  such  as  furniture 
and  other  needful  equipment 
could  hardly  be  bought  for  less 
than  $1,500 — or  if  bought  for  less 
would  be  of  such  inferior  charac¬ 
ter  as  to  require  early  replace¬ 
ment,  which  would  be  the  same  as 
paying  for  it  to  begin  with — and 
could  easily  cost  $2,000,  we  shall 
see  that,  to  be  safe,  a  man  should 
not  try  to  handle  a  going  business 
doing  $30,000  on  less  than  $5,000 
total  capital.  These  ratios  can  be 
built  up  proportionately  for  any 
larger  business,  excepting  that,  as 
we  get  very  much  larger,  we  must 
allow  a  constantly  increasing  pro¬ 
portion  of  capital  since  earnings 
are  apt  to  be  reduced  as  the  busi¬ 
ness  grows. 

That  last  statement  demands 
some  elaboration,  but  you  can 
readily  see  what  I  mean.  Sup¬ 
pose  a  man  has  $250  and  starts  a 
little  business,  or  buys  out,  on  ad¬ 
vantageous  terms,  a  little  store 
which  has  not  paid.  By  dint  of 
doing  nearly  everything  himself, 
working  early  and  late,  in  the 
good,  old-fashioned,  traditional 
way,  he  may  live,  support  a  small 
family  and  have,  at  the  end  of  the 
year,  anywhere  from  $400  to  $750 
to  show.  Sometimes  better  than 
that.  This  is  making  a  net  profit 
on  his  capital  investment  of  from 
60  to  300  per  cent,  per  annum. 
He  can  do  nearly  as  well  the  sec¬ 
ond  year,  but  never  so  well  as  at 
the  beginning;  and  the  reason  is 
not  far  to  seek.  So  long  as  he  has 
so  little  money,  he  must  necessar¬ 
ily  confine  his  business  to  strictly 
staple  lines  which  turn  over  every 
few  days.  He  must  buy  in  small 
quantities  and  probably  pay  close 
to  spot  cash.  He  neither  wastes, 
nor  overweighs,  nor  overmeas¬ 


ures,  but  gets  the  most  out  of 
each  item,  because  he  does  it  all 
himself  and  knows  for  whom  he 
is  working.  But  under  no  con¬ 
ceivable  circumstances,  except 
theoretically,  can  such  ratio  of  net 
profit  be  carried  upward  into  any 
large  business;  for  here  others 
have  to  be  employed  who  have  no 
special  interest  in  the  business; 
carelessness  and  indifference  take 
their  toll ;  margins  are  curtailed  if 
not  actually,  then  proportionately. 
Thus,  while  the  first  net  profit 
might  be  anywhere  from  60  per 
cent,  up,  the  bigger  business, 
doing  $30,000,  can  rarely  make 
more  than  30  per  cent. ;  and  as  it 
grows  still  bigger,  this  profit  gets 
smaller. 

I  am  inclined  to  the  opinion 
that  in  this  process  of  changing 
conditions  is  where  these  lack-of- 
capital  failures  occur.  The  man 
makes  a  big,  a  phenomenal  suc¬ 
cess,  to  start  with.  Then  comes 
the  time  when  his  business  gets 
beyond  his  individual  capacity  to 
handle  it,  and  he  takes  on  help, 
adds  new  lines,  maybe  gives  a 
little  credit — more  likely  than  not 
— and  buys  a  little  less  carefully. 
Things  seem  to  boom,  in  fact, 
they  do  boom,  only  he  does  not 
realize  it;  and  only  at  the  end  of 
the  year,  if  his  end  comes  not  be¬ 
fore  that  time,  does  he  awake  to 
the  realization  that  he  has  made 
hardly  any  money — has  made  no 
money — is  going  behind — in  fact, 
must  do  something  intelligently, 
and  speedily,  if  he  is  going  to  pull, 
through. 

No  account  has  been  taken  so 
far  of  the  use  of  credit  as  -a  sup¬ 
plement  to  capital.  That  is  be¬ 
cause  I  do  not  believe  in  any  such 
expedient.  No  man  in  the  gro¬ 
cery  business — which  is  the  only 
one  I  know — should  buy  on  credit 
beyond  his  ability  to  discount 
within  the  ten  day  limit.  I  am 
well  aware  that  many  men  have 
done  this  and  also  that  many  have 
succeeded  in  “getting  away  with 
it” ;  but  in  such  things,  as  in  min¬ 
ing  and  oil  wells,  we  hear  of  the 
successes  but  not  of  the  failures — 
except  as  they  show  up  in  cold, 
impersonal  statistics  at  the  end  of 
Dun’s  fiscal  year. 

Let  us  see  just  what  this  ten 
days  may  mean.  O11  a  business 
of  $30,000  the  average  purchases 
will  be  $80  per  day,  and  in  ten 
days  that  amounts  to  $800,  which 
will  give  us  just  $800  additional 
working  capital  without  missing  a 


discount,  and  discount  at  1  per 
cent,  for  twenty  days’  time  is 
18  per  cent,  per  annum  on  our 
purchases.  Goods  sold  on  sixty 
days  give  us  2  per  cent,  for 
fifty  days’  time,  or,  roughly,  12 
per  cent,  on  our  purchases  per 
annum.  As  fewer  lines  are  sold 
every  year  on  the  60-day  basis, 
the  tendency  constantly  being 
toward  shorter  credits,  and  con¬ 
sidering  the  lines  that  are  billed 
net  cash,  it  is  probably  best  to  fig¬ 
ure  that  discounts,  if  all  taken, 
will  show  us  an  average  of  15  per 
cent,  on  our  purchases.  On  pur¬ 
chases  of  $24,000  per  annum,  this 
gives  us  the  very  appreciable  sum 
of  $3,600.  Such  a  trifling  compu¬ 
tation  as  that  will  strikingly  show 
why  no  man  should  ever  so  con¬ 
duct  his  business,  no  matter  what 
the  temptation  to  buy  “for  better 
figures”  or  otherwise,  as  to  lose 
any  discounts  whatever. 


AMONG  THE  TRADE. 

The  annual  picnic  of  the  Phila¬ 
delphia  Retail  Grocers’  Associ¬ 
ation  at  Chestnut  Hill  Park  on 
Wednesday  last  was  probably  the 
most  successful  ever  held.  It  is 
estimated  that  20,000  people  were 
present,  and  everything  went  with 
a  rush.  Almost  every  store  in  the 
city  and  suburbs  closed  in  the 
afternoon,  that  being  their  regular 
half-holiday.  A  baby  show  was 
one  of  the  most  popular  features 
of  the  day.  There  was  also  a  hot 
ball  game  between  Germantown 
grocers  one  one  side  and  Frank- 
ford  grocers  on  the  other.  The 
Germantown  nine  won  with  nine 
runs  to  Frankford's  five.  The 
sports  were  in  charge  of  William 
Douglass,  the  eminent  contractor, 
who  is  an  unofficial  member  of  the 
association.  They  were  exceed¬ 
ingly  successful.  The  committee 
on  general  arrangements  was  as 
follows:  Luke  Jackson,. chairman; 
R.  C.  I Iomeyard,  J.  H.  Hurlock, 
W.  R.  Rapp.  G.  C.  Torbert.  Com¬ 
mittee  on  Sports,  George  K. 
Murgatroyd,  chairman;  William 
Douglass,  C.  K.  Dewees,  F.  J.  Mc¬ 
Caffrey,  F.  W.  Wiley. 


Tomatoes  are  selling  moder¬ 
ately.  The  range  is  35  to  75  cents 
per  basket.  Lots  of  the  receipts 
show  the  effect  of  heat  and  rain. 
Canners  are  paying  18  to  20 
cents  for  culls  and  35  for  good 
stock 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


19 


THE  GROCERY  MARKETS 


Tea. 

The  tea  market  shows  no 
lange  for  the  week.  The  de- 
and  is  fair  for  the  season, 
.ough  there  is  no  boom.  Prices 
iow  no  change  from  a  week  ago. 

Coffee. 

The  market  for  Rio  and  Santos 
)ffee  is  perhaps  a  trifle  easier  in 
me,  but  it  is  a  question  whether 
x>ds  could  be  bought  much  if 
iy  cheaper.  Without  doubt  the 
ndertone  is  still  strong,  the  easi- 
ess  is  only  temporary.  The  de- 
land  for  coffee  is  quiet  at  the 
loment.  Mild  grades  are  steady 
>  firm  at  unchanged  prices.  Java 
id  Mocha  are  quiet  and  steady. 

Sugar. 

The  sugar  market  is  very  strong 
t  the  advances  noted  last  week, 
rough  no  further  advance  is  ex- 
scted  at  the  moment.  Raw  sugar 
;  exceedingly  strong  and  high, 
nd  refined  is  following  it  closely, 
'he  demand  for  refined  sugar  is 
ctive. 

Syrup  and  Molasses. 

Glucose  is  unchanged.  Com¬ 
ound  syrup  is  dull  and  un¬ 
hanged  and  so  is  sugar  syrup, 
lolasses  is  selling  hardly  at  all, 
nd  prices  are  quiet. 

Fish. 

Mackerel  of  all  grades  are  tem- 
iorarily  neglected.  Prices  are 
unhanged,  but  the  market  gen¬ 
ially  speaking  is  not  very  strong. 
3n  Irish  mackerel  it  is  in  buyer  s 
avor.  Cod,  hake  and  haddock  are 
lull  but  firm.  Domestic  sardines 
ire  unchanged,  steady  and  dull, 
’mported  sardines  moderately  ac- 
ive  at  unchanged  prices.  No 
trices  have  as  yet  been  named  on 
lew  Alaska  salmon,  and  may  not 
ie  until  September.  It  is  ex¬ 
pected  that  red  Alaska  will  not  be 
less  than  $1.30  to  $1.35  f-  o.  b.  the 
:oast  in  a  large  way,  and  it  may 
be  more.  Spot  salmon  is  quiet 
and  very  high. 

Canned  Goods. 

Spot  tomatoes  are  unchanged  in 
price  and  quiet.  Futures  are  also 
unchanged,  and  the  prospects  are 
very  fair,  if  the  weather  keeps 
favorable.  New  corn  has  not  yet 
been  delivered,  but  will  be  very 
shortly,  at  prices  materially  below 
present  spot  prices.  The  present 
demand  for  corn  is  not  large. 


Peas  are  very  firm  and  high  by 
reason  of  scarcity,  and  any  sur¬ 
plus  lots  from  the  new  packing 
are  eagerly  taken  as  fast  as 
offered.  There  is  some  reason  to 
believe,  however,  that  there  may 
prove  to  be  more  peas  than  has 
peen  expected.  Many  of  the  rep¬ 
resentative  packers  of  the  West 
are  delivering  good  percentages  of 
their  sales,  some  100  per  cent,  of 
certain  grades,  and  are  offering 
a  surplus  for  sale.  There  is  no 
price  on  future  New  York  State 
apples,  on  account  of  the  crop 
damage,  and  the  spot  price  of  gal- 
ons  in  jobbers’  hands  is  very  high 
— $3.60  to  $3.75.  Eastern  peaches 
will  probably  not  amount  to  much 
this  year,  as  the  crop  in  Delaware 
is  expected  to  amount  to  little. 
California  canned  goods  are  un¬ 
changed,  with  the  exception  of 
peaches,  which  have  been  ad¬ 
vanced  by  some  packers  15  cents 
per  dozen.  Small  standard  canned 
goods  show  no  particular  change. 

Dried  Fruits. 

Spot  prunes  are  hardly  worth 
talking  about,  and  there  is  practi¬ 
cally  no  price  on  futures,  as  the 
growers  and  packers  are  in  a 
flurry  together,  and  the  growers 
are  demanding  a  very  high  price 
for  their  fruit.  Spot  peaches  are 
moderately  active  for  the  season 
at  unchanged  prices.  There  is 
still  no  price  on  futures,  owing  to 
the  excited  peach  market  in  Cali¬ 
fornia.  Spot  apricots  are  very 
scarce,  and  futures  are  still  high 
and  dull.  Raisins  have  been  de¬ 
moralized  somewhat  during  the 
week  by  the  efforts  on  the  part  of 
some  of  the  large  California  pack¬ 
ers  to  unload  old  goods  by  offer¬ 
ing  prices  about  cent  below  the 
prices  some  other  packers  are  ask¬ 
ing.  Currants  are  unchanged  and 
quiet. 

Butter. 

The  receipts  of  butter  are  a  lit¬ 
tle  shorter  than  the  average  for 
the  season,  owing  to  the  hot,  dry 
weather  prevailing  in  the  butter 
producing  sections.  1  he  con¬ 
sumptive  demand  is  fully  up  to 
the  standard,  however,  and  the 
market  is  thoroughly  healthy  at 
about  the  same  prices  as  ruled  last 
week.  Butter  is  selling  relatively 
higher  in  the  West  than  in  the 


East,  and  the  market  here  is 
therefore  not  unlikely  to  advance 
in  the  near  future.  Nearby  butter 
is  in  very  short  supply  and  an  in¬ 
crease  can  hardly  be  looked  for 
for  a  month  at  least. 

Beans  and  Peas. 

Domestic  pea  beans  are  un¬ 
changed,  fairly  high  and  in  moder¬ 
ate  demand.  Domestic  marrows 
are  unchanged  and  in  quiet  de¬ 
mand.  California  limas  are  sell¬ 
ing  in  a  small  way  on  last  week’s 
basis.  Green  peas  are  cleaned  up 
and  Scotch  are  very  nearly  so. 
There  will  be  no  further  supplies 
of  them  until  October. 

Eggs. 

The  egg  market  is  firm  and  un¬ 
changed.  The  receipts  are  still 
fairly  liberal  for  the  season,  but 
are  showing  heavy  loss,  owing  to 
the  hot  weather.  The  outlook  is 
for  a  firm  market  for  the  next  few 
days  with  possible  advance  on 
fancy  eggs. 

Cheese. 

The  cheese  market  shows  an 
active  consumptive  demand  for 
all  grades.  The  situation  is  firm 
at  unchanged  prices,  and  the  re¬ 
ceipts  are  about  normal  for  the 
season.  The  quality  of  the  cheese 
arriving  is  very  fair  considering 
the  weather.  No  radical  change 
seems  in  sight. 

Provisions. 

Everything  in  smoked  meats  is 
firm  and  unchanged.  The  con¬ 
sumptive  demand  is  very  good, 
and  the  outlook  is  for  a  continu¬ 
ance  of  it  at  practically  unchangec 
prices.  Pure  lard  is  in  good  con¬ 
sumptive  demand  at  Y\  cent  ad¬ 
vance.  Stocks  are  lighter  than 
they  have  been.  Compound  larc 
is  dull  and  shows  only  a  moderate 
demand.  Result,  a  decline  of  J4 
cent.  Dried  beef,  barrel  pork  anc 
canned  meats  are  unchanged  anc 
in  good  demand. 


INDIVIDUAL  MARKET  REPORTS. 

Standard  Canned  Goods. 

Continued  activity  in  the  to¬ 
mato  market  and  the  high  cost  o 
raw  stock  combine  to  sustain  the 
prices  of  the  canned  article. 
These  conditions  are  likely  to 
continue  for  a  couple  of  weeks 
longer  at  least,  and  it  will  be  a 
month  yet  before  the  canning  sea¬ 


son  will  have  opened  up  sufficient- 
y  for  one  to  be  able  to  get  any 
reasonably  accurate  information 
concerning  the  yield  from  the 
acreage  planted  this  year.  1  he 
weather  conditions  during  the 
last  ten  days  were  far  more  favor¬ 
able  for  the  crop,  so  far  as  the 
temperature  is  concerned,  than  it 
was  during  any  time  previously, 
but  the  lack  of  rain  still  contin¬ 
ues  in  the  lower  half  of  the  Pe¬ 
ninsula  section,  and  the  daily 
papers  publish  the  most  unfavor¬ 
able  accounts  of  the  prevailing 
crop  conditions  there.  The  Pe¬ 
ninsula  section  of  Maryland  and 
Delaware  is  where  the  largest 
jortion  of  the  tomatoes  canned 
n  the  two  States  is  grown. 
Glance  at  any  map,  almost  any 
railroad  folder  will  do,  and  draw 
a  line  at  a  point  on  the  Chesa¬ 
peake  Bay,  say  from  Claiborne 
straight  across  the  Peninsula  to 
Rehoboth,  and  it  will  give  you  an 
excellent  idea  of  the  extent  of  the 
territory  that  is  suffering  so 
greatly  from  the  blight  to  the  to¬ 
mato  crop  all  the  way  down  to 
Cape  Charles.  In  all  that  section 
the  lightest  rainfall  since  the  first 
of  April  in  the  history  of  the 
weather  bureau  for  the  same 
period  has  been  their  portion, 
and  those  are  the  months  when  it 
is  wanted  the  worst.  The  farmers 
in  that  section  certainly  have  the 
blues  very  badly  because  of  the 
unfavorable  outlook  for  their 
crops  up  to  this  date.  To  the 
north  of  that  imaginary  line 
across  the  Peninsula,  up  to  Town¬ 
send,  there  has  been  sufficient 
rain  in  spots  which  caused  a  lux¬ 
uriant  growth  of  vines,  but  the 
farmers  claim  that  they  have  not 
“fruited,”  as  they  express  it,  and 
therefore  the  yield  of  tomatoes 
will  be  less  than  the  average. 
South  of  Baltimore,  on  the  west¬ 
ern  shore  of  the  Chesapeake,  un¬ 
favorable  crop  conditions  exist 
for  the  want  of  rain,  but  north  of 
Baltimore,  in  Harford  County  es¬ 
pecially,  the  outlook  is  favorable 
for  an  average  yield,  because  in 
that  section  they  had  sufficient 
rain  at  the  time  it  was  needed 
most.  The  canning  season 
opened  in  Baltimore  last  week, 
and  the  quality  of  the  tomatoes 
has  improved  each  day  of  course, 
but  the  country  canneries  will 
not  start  up  for  a  week  or  two. 
The  demand  for  future  tomatoes 
continues  to  be  active.  Spot 
tomatoes  for  quick  shipment  are 
in  demand,  and  the  orders  for 
them  continue  to  come  from  the 
same  markets  that  have  been  buy¬ 
ing  them  right  along  at  full 
prices,  and  the  sellers  appear  to 
be  confident  of  their  position. 
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A  further  demand  for  peas 
this  week  has  nearly  cleaned  up 
the  spot  stocks  of  seconds  and 
standards,  causing  higher  prices 
for  them.  The  scarcity  of  and 
higher  prices  for  fresh  peas  is 
causing  a  large  demand  for 
soaked  peas,  the  prices  for  which 
are  stiffening  up.  Spot  corn  is 
getting  to  be  a  scarce  article  in 
Baltimore  and  vicinity;  the  stocks 
are  very  light.  Future  corn  is 
not  active,  but  is  very  firm  be¬ 
cause  the  packers  are  sold  up  so 
close  to  the  danger  line  for  them. 
String  beans,  next  to  tomatoes, 
was  the  most  active  article  in 
the  line  of  vegetables  in  the  last 
two  weeks.  Spot  spinach  is  al¬ 
most  sold  out,  and  the  canners 
have  already  booked  all  the  future 
spinach  they  care  to  sell  at  this 
time. 

New  pack  of  apples  for  quick 
shipment  are  offered  in  small 
quantities,  and  for  August  and 
September  shipment  the  orders 
are  increasing.  Spot  pears  are 
getting  to  be  quite  scarce,  nearly 
cleaned  up,  and  futures  are  not 
being  offered  for  fear  of  a  short 
crop.  The  stocks  of  pineapples 
here  are  almost  ridiculously  small 
for  this  time  of  the  year,  or  for 
any  other  time  in  the  season,  as  a 
matter  of  fact.  Berries  of  all 
kinds,  as  well  as  red  and  white 
cherries,  are  as  strong  as  any 
other  lines  of  fruits,  with  small 
offerings  comparatively.  Very, 
very  few  peaches  are  arriving,  and 
the  small  quantity  canned  so  far 
has  had  quick  sale.  The  outlook 
for  even  a  small  crop  of  peaches 
in  this  section  is  discouraging 
to  the  canners,  and  jobbers 
would  do  well  to  look  elsewhere 
for  supplies.  Cove  oysters  are 
firm,  though  not  active  this  week. 

Thos.  J.  Meehan  &  Co. 

Baltimore,  Md. 

i 

Rice. 

Under  good  inquiry  the  past 
week,  the  rice  market  has  ex¬ 
hibited  a  marked  degree  of 
strength.  The  call  has  been  for 
general  assortment.  Screenings 
are  scarce.  The  same  is  true  of 
the  lower  medium  and  fancy  Hon¬ 
duras  styles.  Japan  sorts  are  in 
request  for  local  and  nearby 
consumption  at  advanced  prices. 
Japans  have  ruled  here  below  the 
parity  of  primary  points  and  re¬ 
cently  large  inquiry  is  reported 
in  local  circles  for  Southern  ac¬ 
count.  This  is  based  upon  light 
offerings  and  the  fact  that  three 
months  will  elapse  before  new 
crop  appears  in  commercial  quan¬ 
tity. 

Advices  from  the  South  note 
quiet  market  on  the  Atlantic 
Coast.  At  New  Orleans  the  mar¬ 
ket  is  strong  at  recent  advance 
and  sightly  parcels  find  ready  sale. 
New  crop  rough  has  come  for¬ 
ward  slowly ;  the  second  lot,  238 
sacks,  sold  at  $3.75  per  barrel 
(162  pounds  rough 1,  equal  to 
about  5  cents  cost  for  the  head 


rice  produced.  Further  receipts 
of  new  crop  are  reported,  total 
amounting  to  6,000  sacks.  Rainy 
weather  is  interfering  with  harv¬ 
est.  Sales  of  cleaned  have  been 
made  on  a  basis  of  5 *4  cents  for 
extra  fancy  head  and  4 Y\  cents 
for  fancy  head.  New  Orleans  is 
likely  to  meet  competition  from 
the  Southwestern  mills  for  pos¬ 
session  of  the  river  crop ;  already 
shipments  have  been  made  away 
from  New  Orleans. 

In  the  interior — Southwest 
Louisiana,  Texas  and  Arkansas — 
an  improved  tone  is  manifest. 
The  demand  is  reported  as  greatly 
in  excess  of  like  periods  in  pre¬ 
vious  years,  and  holders  are  dis¬ 
posed  to  ask  full  figures  for 
offerings. 

The  partial  failure  of  root  and 
small  crops  on  account  of  hot, 
dry  weather,  and  the  high  prices 
exacted  for  potatoes,  etc.,  is  an 
economic  reason  for  the  unusual 
demand  for  rice  at  this  particular 
juncture. 

Cables  and  correspondence 
from  abroad  note  steady  mar¬ 
kets  on  all  deliveries. 

Dan  Talm age's  Sons  Co. 

New  York  and  New  Orleans. 

Evaporated  Apples,  Etc. 

The  evaporated  apple  market 
has  been  at  a  standstill  since  the 
wind  storm  here  a. week  ago.  It 
is  estimated  that  the  damage  from 
this  has  resulted  in  a  drop  of 
about  20  per  cent  of  the  fruit  that 
was  on  the  trees.  It  has  not 
affected  the  market  on  late  ship¬ 
ment  evaporated  apples,  as  the 
prices  have  been  high  enough  to 
offset  it.  Prime  quality  in  50- 
pound  boxes  are  obtainable  at 
io*4  to  ioj4  cents,  with  the  buy¬ 
ers  interested  at  Rj  to  ^  cent  less. 

The  evaporators  here  have 
started  up  and  are  making  chops 
of  the  fruit  on  the  ground,  and 
these  goods  are  selling  at  2.]/2  to 
3/4  cents,  according  to  quality. 
Future  waste  is  firmly  held,  the 
exporters  being  the  only  buyers 
however.  The  stock  is  quotable 
at  3F2  to  3 cents  f.  o.  b.  shipping 
point  in  barrels. 

C.  C.  Hall. 

Rochester,  N.  Y. 

Imported  Fish  Specialties. 

Holland  herring  are  now  begin¬ 
ning  to  arrive  more  freely,  and 
prices  cabled  from  Holland  are 
somewhat  lower  than  last  week. 
The  demand,  of  course,  is  very 
much  restricted  by  the  hot 
weather. 

Scotland  reports  poor  fishing. 
Arrivals  show  excellent  quality 
and  are  being  sold  promptly  ex¬ 
dock. 

Irish  Mackerel. — There  has 
been  no  curing  yet  at  any  of  the 
Irish  stations  this  week.  Total 
shipments  of  new  spring  Irish 
mackerel  amount  to  1.306  barrels. 

Imported  Oil  Sardines. — unfor¬ 
tunately,  France  again  reports  a 
practical  total  failure  of  catch. 


Very  few  sardines  are  being  taken, 
although  the  season  is  at  its 
height.  1  he  new  fish  that  can  be 
had  are  rather  large  and  price  out 
of  reason.  It  looks  as  if  we  were 
in  for  another  disastrous  season  in 
French  sardines.  The  sprat  fish¬ 
ing  in  France  having  also  proved 
a  total  failure,  it  is  to  be  expected 
that  price  will  soon  be  tending 
higher. 

In  Norway,  contrary  to  expec¬ 
tations,  the  fishing  is  poor  at  pres¬ 
ent,  and  price  for  the  fresh  fish  is 
very  high.  Of  course  it  is  too 
early  yet  to  say  anything  definite 
about  Norwegian  sardine  fishing. 

Portuguese  Sardines. — At  the 
present  time  there  is  only  large 
fish  running,  unsuitable  for  Ding- 
ley  J4S-  Quality  of  the  fish  is  fine. 

Strohmeyer  &  Arpe  Co. 

New  York. 

-  Spices. 

The  market  continues  steady 
and  quite  active  without  many 
changes  in  prices  during  the  week. 
There  is  certainly  a  tendency  for 
higher  prices  on  numerous  spices, 
especially  pepper,  cloves  and 
mace. 

Peppers  in  good  demand.  The 
market  is  quite  firm  and  prices  are 
advancing,  especially  white  pep¬ 
pers. 

Red  peppers  in  fair  demand  at 
unchanged  prices.  There  has 
been  some  fair  trading  in  futures. 
^  Cloves. — Spot  prices  higher. 
Crop  is  reported  low.  Foreign 
spices  are  now  well  above  prices 
in  effect  here. 

Pimento  (Allspice). — Crop  re¬ 
ports  are  anything  but  favorable. 
The  article  is  strong  and  prices 
will  no  doubt  advance. 

Nutmegs  only  in  fair  demand  at 
unchanged  prices. 

Mace  in  very  active  demand. 
The  supply  is  limited  and  it  is  ex¬ 
pected  higher  prices  will  rule. 

Cassias. — Saigon  is  very  scarce 
and  higher  prices  are  now  in  or¬ 
der;  Batavia  is  also  in  small  de¬ 
mand  ;  China  steady  at  unchanged 
prices. 

Gingers  are  firmer  and  in  fair 
demand. 

Green  ginger  root  now  coming 
in.  Quality  A’ery  fair.  Prices  are 
unchanged. 

Tapiocas  slowly  tending  up¬ 
ward.  There  has  been  some 
heavy  buying  lately. 

Seeds,  herbs,  etc.,  all  fairly  ac¬ 
tive ;  Coriander  is  firmer,  due  pos¬ 
sibly  to  the  trouble  in  Morocco: 
Poppy  is  very  much  firmer;  Cel¬ 
ery  and  Mustard  seeds  now  sell¬ 
ing  well. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 


MARKET  NOTES. 

Cold  storage  Georgia  peaches 
have  nearly  all  been  taken  out. 
and  have  sold  at  the  average  price 
of  $3.50  per  crate.  A  few  Jersey 
peaches  have  come  forward  at 


$1.50  to  $1.75  per  basket,  and 
they  are  fairly  good.  Delaware 
is  also  shipping  a  few  each  day 
at  $1.25  average.  The  prospect 
for  the  Delaware  peach  crop  is 
very  poor.  Jersey  will  have  a 
fair  crop  in  some  sections,  but  the 
aKgrefea te  will  be  much  below  last 
year. 

Georgia  Le  Conte  pears  are 
coming  North  and  bringing  $6 
per  barrel.  The  demand  is  only 
fair.  Jersey  pears  are  also  in 
market  at  around  $1  per  basket.  ' 

Delaware  grapes  from  North 
Carolina  average  S2.50  per  case, 
which  is  a  high  price.  The  de¬ 
mand  is  poor. 

Lemons  have  declined  50  cents 
to  $1  per  box,  and  $4.50  is  now 
top.  They  were  as  high  as  $6. 
These  are  the  imported,  which 
keep  much  better  than  the  Cali¬ 
fornia  lemon. 


Hew  Patent*  and  Trademarks  in  the 
Grocery  Line. 

Messrs.  Davis  &  Davis,  Washington 
patent  attorneys,  report  the  grant  this 
week  of  the  following  patents : — 
Washington,  D.  C..  July  4,  1911. 

996,696.  Process  of  preserving  eggs. 
B.  F.  Birkett,  Norristown,  Pa. 

996,804.  Alarm  indicator  for  boiling 
purposes.  G.  Schumacher,  Wermels- 
kirchen,  Germany. 

996,917-  Shipping  refrigerator,  E.  E. 
Flora,  Chicago,  Ill. 

996.97  l  Baking  apparatus.  F.  A. 
Calley,  Franklin,  N.  H. 

997,179.  Process  of  preserving  meats. 
A.  N.  Chambers,  Martin,  Tenn. 

997-213-  Baker's  peel  holder.  S.  E. 
Selleck,  Cold  Spring,  N.  Y. 

Washington.  D.  C.,  July  n,  1911.  t 

997.527-  Dough  raiser.  W.  H.  White, 
Columbus,  Ohio. 

997.62I.  Display  carrier.  E.  F.  Hul- 
bert.  South  Norwalk,  Conn. 

997,637-  Display  machine.  V.  Rohde, 
New  York,  N.  Y. 

997,845-  Percolator.  J.  J.  O'Mara, 
New  York,  N.  Y. 

997,894-  Knockdown  case.  F.  A.  and 
R.  Bebout  and  J.  R.  Inglis,  Madison, 
Ind. 

TRADE-MARKS  PUBLISHED  FOR 
OPPOSITION. 

Ser.  No.  54.011.  ‘"Sultan”  for  choc¬ 
olate  candy.  The  Salina  Candy  Co., 
Salina,  Kan. 

Ser.  No.  54.094-  “Black  and  Tan”  for 
candy.  Johnson  Biscuit  Co.,  Sioux 
City.  Iowa. 

Ser.  No.  55.847.  “Doalders”  for 
cocoa,  etc.  Internationale  Cocaofabrie- 
ken.  Ltd..  Amsterdam.  Holland. 

Ser.  No.  56,238.  “Lota”  for  wheat 
flour.  The  Northewestern  Consolidated 
Milling  Co.,  Minneapolis,  Minn. 

Ser.  No.  50.148.  “Lirio  Blanco”  for 
wheat  flour.  The  Rea- Patterson  Milling 
Co.,  Coffevville,  Kan. 

Ser.  No'.  55.925.  “High  Grade”  for 
canned  fruits  and  vegetables.  W.  F. 
Assau  Canning  Co..  Baltimore,  Md. 

Ser.  No.  55,923,  “Garland”  for  canned 
fruits  and  vegetables.  W.  F.  Assau 
Canning  Co..  Baltimore.  Md. 

Ser.  No.  52.786.  “Supreme  Delight” 
for  coffee,  tea,  etc.  Roth-Homeyer 
Coffee  Co.,  St.  Louis,  Mo. 

Ser.  No.  54,135.  “Cougar”  for  canned 
goods.  P.  P.  Lee  &  Co.,  Bellingham, 
Wash. 
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Ser.  No.  56,537-  “Masterpiece”  for 
lended  coffee.  The  Bour  Co.,  Toledo, 

>hSer.  No.  56,565-  “Royal”  for  rice. 
S.  Talmage  Co.,  Ltd.,  New  Orleans, 

.a. 

Ser.  No.  56,695.  “Crescent”  for  candy. 
Schaeffer  Bros.  &  Powell  Mfg.  Co.,  St. 
Louis,  Mo. 

Ser.  No.  56,696.  “Sunlight”  for  can¬ 
dies.  Schaeffer  Bros.  &  Powell  Mfg. 
Co.,  St.  Louis,  Mo. 

~  - 

Selling:  Talks  With  Clerks 

BY  A  MAN  WHO  HAS  BEEN  ONE 

Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Stores,  Trenton,  N.  J. 

■  ■■  ■  ...  — 

Kill  That  Thing  “Fear.”— You’re 
ifraid  the  boss  doesn  t  like  you. 
You’re  afraid  you'll  lose  your  job. 
You're  afraid  some  other  fellow 
is  going  to  get  ahead.  You  re 
ifraid  of  this,  that  and  other 
things.  Do  you  know  what  s  the 
matter  with  you?  You  don  t  toe 
the  mark. 

If  you’ll  give  yourself  a  good 
shaking  and  go  to  work  and  put 
away  these  mental  fear  thoughts 
to  the  devil,  where  they  belong, 
and  start  to  work  for  your  em¬ 
ployer  like  a  sane  man,  you’ll 
soon  kick  yourself  for  the  dreamy 
time  you  wasted.  Make  yourself 
the  best  man  in  the  store.  Do 
you  know  how  to  do  it  ? 

Thow  your  whole  heart  and 
soul  into  your  work. 

Think,  act  and  live  during  the 
entire  business  day  for  the  entire 
success  of  the  business. 

Brush  away  the  knocks  and 
gaily  laugh  off  the  wretched  little 
discouragements. 

You’re  in  to  win  and  you  have 
the  winning  receipt. 

Go  ahead. 

*  *  * 

Selling  Suggestions  For  Little 
Things. 

A  can  of  this  tongue  this  size 
is  enough  for  at  least  five  people. 
Put  it  on  the  ice  an  hour  before 
you  use  it.  Cut  the  can  around 
the  outside  right  here  so  it  will 
come  out  whole.  Slice  it  nice  and 
thin  with  a  sharp  knife.  Thirty 
cents. 

These  are  the  breakfast  salt 
mackerel  we  advertised  for  io 
cents  per  pound.  Notice  how 
white  the  meat  is  and  how  bright 
the  skin.  Suppose  I  send  you  a 
half  dozen  and  maybe  later  you’ll 
like  a  kit  for  $i. 

The  idea  of  getting  these  little 
cans  of  salmon  is  that  a  small 
family  can  use  one  up  at  a  time. 


The  fish  is  red.  There  is  no 
waste  to  it  and  the  price  is  only 
12  cents.  A  nice  thing  to  go  with 
it  is  these  sifted  peas  at  15  cents 
a  can. 

I  notice  that  you  don’t  buy 
your  coffee  here  and  if  you  have 
any  experience  in  irregularity  of 
flavor  I’d  like  to  sell  you  “our 
own”  blend.  Never  does  it  vary 
in  character  or  taste.  This  morn¬ 
ing  is  the  morning  for  the  new 
roast. 

That  display  of  pure  cider  vine¬ 
gar  in  10  cent  bottles  is  simply  to 
meet  a  growing  demand  for  an 
article  in  convenient  form  that  is 
so  much  used  this  time  of  the 
year. 

YVe’re  having  a  sale  of  corned 
beef  at  12  cents  a  pound,  and  the 
head  butcher,  who  is  from  New 
England,  tells  about  a  NriU  Eng¬ 
land  Boiled  Dinner,  and  says  that 
in  the  centre  of  the  big  platter  is 
the  corned  beef  and  all  around  it 
is  placed  cabbage,  beets,  carrots, 
turnips,  corn  and  potatoes.  Each 
one  around  the  table  helps  him¬ 
self  to  the  vegetables  after  the 
meat  is  served. 

This  morning  we  have  every¬ 
thing  that  goes  with  the  dinner. 

*  *  * 

Get  Away  From  Stiffness  in  sell¬ 
ing  goods  and  go  about  it  in  an 
off-hand  manner.  It  puts  women 
in  an  easier  frame  of  mind. 

We’re  not  diamond  merchants. 

With  us  there’s  no  lengthy, 
learned,  educational  talk  neces¬ 
sary. 

Certainly  we  must  know  the 
nature  of  the  contents. 

But  there  are  a  great  many 
things  that  have  no  “contents, 
but  are  dead  open  and  shut,  that 
all  it  needs  is  good  talk,  and  that 
can  be  acquired  if  we  only  try. 


“See  This,  Aunt  Em’ly.” 


“Don’t  that  look  good?  Jell-O  for  you.  Made  it 
all  by  myself.” 

The  main  reason  why  Jell-O  moves  from  the  store 
shelves  so  smoothly  and  briskly  is  the  housewife’s  apprecia¬ 
tion  of  the  easy  Jell-O  way  of  making  desserts. 

A  child  can  make  up 


desserts,  and  one  can  be  made  in  a  minute. 

“Nothing  like  Jell-O  for  dessert”  is  the  dinner  watch¬ 
word  in  several  million  American  homes. 


There  are  seven  Jell-O  flavors. 


THE  GENESEE  PURE  FOOD  CO., 
Le  Roy,  N.  Y.,  and  Bridgeburg,  Can. 


The  name  Jell-0  is  on  every  package  in  big  red  letters. 
If  it  isn’t  there,  it  isn’t  Jell-0 


MR.  GROCERMAN ! 
Your  Interests  Are  Ours,  Too 

- SELL - 

MAPLE1NE 

(A  Distinctive  Flavoring) 
Better  Than  Real  Maple 

Made  from  aromatic  roots  and 
herbs  which  have  absorbed  the 
richest  elements  from  sunshine 
and  soil— mountain  air  and  ocean 
breeze.  Many  flavors  blended  and 
mellowed  into  one  delicious  flavor¬ 
ing— that’s  Mapleine. 

Makes  home-made  sugar  syrup 
better  than  real  maple  at  a  cost  of 
50  cents  per  gallon.  Can  be  used 
anywhere  a  flavoring  is  desired 

ADVERTISED  EVERYWHERE 
NICE  PROFIT 

DEMAND  STEADY  A  GROWINQ 

Order  to-day  from  your  jobber 

Frank  A.  Smith  Company 
Philadelphia  Agents 

Crescent  Mfg.  Co. 
SEATTLE,  WASH. 


John  Scott  6  Co. 

INCORPORATED 

PHILADELPHIA 

WHOLESALE  GROCERS 

and  Direct  Importers  af 

Ceylon  and  Assam  Teas 

These  Teas  are  becoming 
more  popular  every  day. 

"Our  pricei  are  always  correct’* 


PACKERS  OF 

THE  400” 

COFFEE 

Githens,Rexsamer&Co. 

PHILADELPHIA,  PA. 

IMPORTERS  ROASTERS 


TIU  TOUR  CDITOUIU  TEAT 

RAE’S 

Lucca  Olive  Oil 

U  the  product  of  perfectly  lonnd,  ripe, 
freahly  picked,  freahly  crushed  and 
preaaed  altrca,  frown  fa  Tuscany,  Italy, 
the  one  place  in  the  world  where  the 
olive  reaches  perfection.  You  will  not 
anly  please  them  but  yau  will  build  up 
a  splendid  trade  on  Lucca  Oil  at  a  food 
profit.  Prices  In  Prices  Current. 

H.  Kellogg  &  Sons 

Phlladtlphia 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 


22 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


THE 

STROLLERS 

COLUMN 


The  Ideas  of  Mr.  Harry  Johnson  on  Grocers’  Clothes. 


I  never  told  you  anything-  about 
Harry  Johnson,  did  I?  Harry’s 
on  the  road  for  a  swell  men’s  fur¬ 
nishing  house  in  Philadelphia. 
They  have  the  bang-uppest  retail 
store  on  Chestnut  street  and  do  a 
wholesale  business  beside.  You 
can  go  in  there,  they  tell  me,  and 
get  the  cutest  stunts  you  ever  saw 
in  peacock  socks  and  knit  ties  the 
color  of  elephants’  breath. 

Harry’s  one  of  their  biggest  ads. 
Gee,  but  he  does  get  himself  up  in 
great  shape !  If  1  wore  stuff  like 
that  I’d  be  afraid  to  go  out.  I 
have  an  idea  what  he  thinks  of  my 
clothes;  in  fact  I  know  he  don’t 
think  they’re  clothes  at  all — just 
covers  to  keep  me  from  being 
pulled  in  for  indecent  exposure.  * 

Harry  asked  me  once  whether 
my  wife  made  illy  pants !  What 
d’ye  think  of  that? 

Oh,  I  don’t  care.  I  don’t  set 
myself  up  for  any  tailor’s  dummy, 
though  I  have  been  called  a 
dummy  of  another  sort. 

W ell,  it’s  about  time  I  was  get¬ 
ting  around  to  what  I’m  going  to 
say. 

I  usually  meet  Harry  at  one 
point  of  a  trip  I  make  every  sum¬ 
mer,  and  we  often  hit  up  a  night 
together.  Under  his  silk  shirts 
he’s  a  good'  fellow,  but  he  sure  is 
mad  about  clothes ;  of  course  it’s 
his  business.  He  actually  told  me 
once  that  if  he  saw  a  fellow  in  the 
street  wearing  a  blue  tie  with  a 
purple  shirt  he  wasn’t  fit  for  a 
thing  all  day. 

The  other  night  we  took  a  trol¬ 
ley  ride  and  Harry  hit  it  up  for 
eight  miles  about  how  it  ought  to 
be  a  crime  to  dress  like  some  men 
do. 

“Take  the  average  small  trades¬ 
man,”  said  Harry.  “They  have 
no  more  idea  of  the  proper  way  to 
dress  than  a  town  pump.” 

“Oh,  come  now !”  I  said.  “I 
get  about  among  the  fellows  you 
call  small  tradesmen,  and  I’ve 


never  noticed  that  they  didn’t 
hold  up  their  end.” 

“Maybe  you  couldn’t  judge,”  he 
said,  meanly,  looking  at  the  shirt 
I  had  on.  My  wife  had  bought  it 
and  it  would  have  been  all  right 
if  it  hadn’t  been  that  color. 

“Last  Saturday  in  Philadel¬ 
phia,”  Harry  went  on,  “I  went 
into  a  grocery  store  with  Mrs. 
Johnson.  I  looked  at  the  proprie¬ 
tor  of  that  place  in  absolute 
amazement!  He  was  in  his  shirt 
sleeves,  and  he  had  both  belt  and 
suspenders  on !” 

“Oh,  mercy!”  I  said,  “why 
didn’t  you  have  him  arrested !” 

“He  should  have  been,”  said  he 
seriously.  “There  is  only  one 
man  worse  than  the  one  who 
wears  both  belt  and  suspenders — 
with  his  coat  off — and  that’s  the 
one  who  kills  his  mother  while 
she  is  smoothing  his  pillow  at 
night.” 

“Ha  !  Ha  !  Ha !  Harry,  you  make 
me  seasick !”  I  said.  “What’ll  he 
do  if  a  belt  won’t  keep  his  pants 
up — wear  a  skirt?” 

“Let  him  wear  suspenders 
alone,”  he  said  firmly. 

“I  just  stood  there  and  looked 
him  over,”  he  went  on.  “He  had 
on  a  brown  tie  and  a  grey  shirt ! 
Just  think  of  that !” 

It  was  dark,  but  I  could  tell 
that  he  was  sobbing  softly. 

“Not  the  slightest  idea  of  taste 
or  combination !”  he  said,  “not  the 
slightest !  And  his  trousers 
looked  as  though  they  hadn’t  been 
pressed  for  weeks ! 

“And  yet  Mrs.  Johnson  told  me 
he  kept  a  driving  horse  and  an 
automobile,”  he  finished  seri¬ 
ously. 

“That’s  where  he  gets  his 
sport,”  I  suggested.  “Clothes 
don’t  mean  anything  to  him — he 
has  some  real  ideas  about  sfettinsf 
the  good  out  of  life.  You’ve  got 
clothes  to  burn  and  I  suppose 
you'd  hang  yourself  before  you'd 


wear  a  brown  tie  with  a  grey 
shirt — although  I'll  be  shot  if  I 
can  see  anything  wrong  with  it — 
but  I  never  noticed  that  you  kept 
a  horse  or  a  car.” 

“Anybody  is  happier  when  he 
dresses  properly,”  he  said. 

“Oh,  fudge!”  I  said.  “These 
‘small  tradesman,’  as  you  call 
’em,  don’t  have  time  to  fuss  over 
what  they  wear — they’re  hustling 
to  make  a  living.  And  if  they  had 
the  time  they  wouldn’t  have  the 
money.  There  ain’t  any  fortune 
in  the  grocery  business  like  there 
is  in  your  business,  where  there’s 
a  new  crop  of  fools  every  year  to 
pay  $3  for  one  tie.” 

Harry  showed  me  one  day  a 
line  of  neckties  that  idiots  paid  $3 
for  at  retail !  No,  I  don’t  mean  $3 
a  dozen,  either — I  mean  $3  apiece ! 
Give  you  my  word,  I  didn’t  know 
there  was  such  a  thing. 

“And  as  for  getting  pants 
pressed  every  fifteen  minutes,”  I 
went  on,  “a  whole  lot  of  us  would 
have  to  go  to  bed  to  get  it  done. 
Was  this  grocer  you’re  talking 
about  clean?” 

“Oh,  yes,  I  didn’t  notice  that  he 
wasn’t  clean,”  he  admitted. 

“Well,  then  you’ve  got  no  right 
to  ask  anything  more,”  I  said. 
“Just  think  of  a  man  who  has  to 
get  up  at  4  or  5  o’clock  in  the 
morning  stopping  to  waste  a  lot 
of  time  thinking  about  his 
clothes!  Holy  cat!  These  fel¬ 
lows  are  busy,  I  tell  you !  And 
after  all,  what  difference  does  it 
make?  I  agree  with  you  they 
ought  to  keep  themselves  tidied 
up,  and  they  ought  to  wear  as 
good  clothes  as  they  can.  But 
when  it  comes  to  fuzzling  over 
color  combinations — there’s  nothing 
to  it.  Life’s  too  short !” 

Harry  shook  his  head  and  of 
course  kept  on  thinking  just  the 
same.  I  wouldn't  put  him  past 
taking  his  trade  away  from  that 
Philadelphia  grocer  who  wore  the 


brown  tie.  Honest  to  goodness  I 
wouldn't.  The  Stroller. 


THE  NEW  YORK  LETTER 

(Continued  from  page  13.) 

from  $5.15  to  $5.50,  the  higher 
figures  being  for  favorite  brands. 

Butter  has  been  advancing  and 
there  is  a  moderate,  steady  de¬ 
mand.  Receipts  are  not  excessive 
and  are  readily  absorbed  for  re¬ 
quirements  and  for  the  usual  stor¬ 
age  purposes.  The  creamery  spe¬ 
cials  are  up  to  27  cents,  with  some 
premiums  for  choice  marks.  The 
extras  are  quoted  at  26  cents; 
firsts  2^/2  to  24^2  cents.  The 
finest  State  dairy  brings  24^  to 
25  cents  in  tubs;  good  to  prime 
22  to  24  cents.  There  is  increased 
movement  in  process  butter,  with 
specials  at  22  to  22l/2  cents;  ex¬ 
tras  at  21  y2 ;  firsts  20  to  21  cents. 
The  prices  are  for  carload  lots  at 
the  Mercantile  Exchange. 

Eggs  have  been  irregular  in  the 
last  week.  There  is  a  moderate 
demand  and  receipts  are  liberal. 
Prices  went  up,  but  some  of  the 
advance  was  lost.  There  is  said 
to  be  an  accumulation  of  fresh- 
gathered  Western  eggs  held  at  18 
cents  and  upward.  The  average 
graded  eggs  bring  16  to  18  cents 
and  fancy  marks  may  bring  from 
19  to  20  cents.  The  finest  nearby 
white  hennery  eggs  are  quoted  at 
25  to  30  cents  in  large  lots. 

Fred.  A.  McGill. 


An  Enlarged  and  Improved 
Lippincott’s. 

Thirty-two  extra  pages  in  the  August 
“Lippincott’s”  enables  that  publication  to 
present  to  its  readers  an  unusually  im¬ 
posing  table  of  contents,  as  well  as  some 
attractive  new  features.  As  usual,  the 
magazine  opens  with  a  complete  novel, 
“The  Little  Green  Door,”  by  Dorothea 
Deakin,”  author  of  “Georgie.”  This  is 
a  rare  story,  full  of  humor  and  charm, 
yet  with  a  touch  of  pathos,  too.  The 
heroines  are  twin  sisters,  ingenuous  girls, 
who  flv  in  the  face  of  convention  when 
Fate  plays  them  a  shabby  trick. 

Charles  Egbert  Craddock,  author  of 
“The  Fair  Mississippian,”  contributes  a 
long  short  story  of  the  Civil  War,  en¬ 
titled  “tlie  Lost  Guidon.”  Ellis  Parker 
Butler,  the  “Pigs  is  Pigs”  man,  is  re¬ 
sponsible  for  “Where  There’s  a  Will.” 
Ella  Middleton  Tybout’s  offering  is 
“The  Efficiency  of  Miss  De  Long,”  a 
story  of  Department  life  in  Washington, 
which  may  open  the  eyes  of  many  in  the 
service  and  out.  Other  short  stories 
are  “Tea  from  Japan,”  by  Edwin  L. 
Sabin ;  “Square.”  by  Anna  Rozilla 
Crever;  “The  Arraignment  of  Sarah 
McElwell,”  by  Luellen  Teters  Bussen- 
ius;  and  “Fun,”  by  W.  Carey  Wonderly. 
Another  attractive  feature  coming  under 
the  head  of  fiction  is  a  new  department 
devoted  to  translations  of  tales  by  for¬ 
eign  authors,  and  entitled  “Short  Story* 
Masterpieces.”  This  month’s  story  is 
Guy  de  Maupassant's  “Moonlight,”  with 
an  introduction  by  the  Editor. 

A  new  departure  for  “Lippincott's” 
is  the  “Financial  Department.”  which 
will  be  helpful  to  all  investors,  espec¬ 
ially  small  ones. 
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Fresh  Vegetable  Display. 

Fresh  country  vegetables  are  very  much  in  demand  now.  This 
indow  will  prove  a  winner.  To  arrange,  first  place  a  box  or  two  at 
ich  side  of  the  window  in  the  rear  and  throw  a  bag  or  two  over  this 
i  form  a  mound  or  bank  of  earth.  Now  cover  both  mounds  with  a 
reen  cloth  in  the  centre  and  towards  the  rear,  to  imitate  a  pathway, 
se  tan  or  brown  cheese  cloth  and  lay  it  on  loosely  to  imitate  ruts  in 
le  earth.  Now  commence  to  arrange  your  vegetables  to  the  right  as 
e  look  at  the  window.  Along  the  front  place  a  layer  of  large  cucum- 
;rs,  some  yellow  butter  beans,  a  few  heads  of  lettuce,  a  few  eggplants, 
:c.  Back  of  the  cucumbers  and  along  the  edge  of  the  path  place  some 
le,  large  tomatoes.  Surround  the"slanting  part  of  the  mound  with 
reen  peas  and  on  top  place  some  nice,  large  onions. 

Now  for  the  left  side.  Place  cabbages  all  along  the  edge  of  the 
ath.  On  them  and  against  the  mound  place  green  onions,  tops  up,  and 
n  the  top  place  a  few  bunches  of  beets,  carrots,  early  turnips,  etc. 


much  to  this  display.  At  the  other  side,  at  the  rear,  stand  a  few  corn¬ 
stalks  with  a  couple  of  ears  of  corn  on  them.  After  everything  is 
arranged  in  the  window,  run  a  width  or  two  of  green  crepe  paper  across 
the  rear,  making  it  as  high  as  you  have  your  rustic  fence.  A  large 
suspended  sign  card  completes  it. 


Rice  Display. 

A  rice  window  is  always  good.  This  one  is  fine  and  it  will  not 
require  a  great  amount  of  stock  to  arrange.  First  build  a  slant 
of  boards  in  the  centre  of  the  window  in  the  rear.  It  should  be  from 
twelve  to  eighteen  inches  high.  It  all  depends  on  the  size  of  the 
window  how  high  the  slant  should  be.  Don’t  make  it  too  steep.  Now 
cover  the  slant  and  the  bottom  of  the  window  at  both  sides  with  black 
muslin  or  crepe  paper.  This  done,  place  rice  in  one  pound  cotton 
sacks  all  around  the  edge  of  the  slant.  Now  cover  the  slant  with 
loose  whole  rice  from  one-half  to  one  inch  thick.  The  sacks  around 


Place  a  small  wheelbarrow  in  the  path,  using  one  according  to  the  size 
of  the  window  and  the  display,  fill  it  with  paper  or  burlap  bags  and 
then  put  in  a  few  layers  of  fine  potatoes.  In  this  way  it  will  not  require 
so  much  of  the  real  stock.  Place  a  spade  against  the  barrow  this  will 
suggest  as  though  it  were  used  to  dig  them  out  of  the  ground.  A  little 
back  of  the  mound,  on  the  left,  make  a  large  fake  bag,  place  a  layer 
of  turnips  on  top  and  roll  the  edge  around  so  it  will  show  them  up 
nicely.  Now  use  a  few  branches  from  an  apple  tree,  if  you  can  obtain 
them,  nailing  them  at  the  side  of  the  window  in  the  rear.  Tie  it  full 
of  small,  new  yellow  or  green  apples  and  underneath  stand  a  fake 
basket  with  a  layer  or  two  of  apples  on  top.  Six  short  and  two  long 
boughs  or  trimmed  branches  arranged  like  a  rustic  fence  adds  very 


the  slant  will  prevent  it  from  spilling  over  the  edges.  Cut  letters  from 
pasteboard  and  cover  with  black  paper  and  arrange  them  on  the  rice 
like  in  cut  (“  Eat  more  rice,  less  meat.”).  At  the  top  of  the  slant  build 
a  pyramid  of  the  rice  in  sacks,  from  which  you  can  sell,  if  convenient. 
At  each  side  of  the  slant  place  a  large  pudding  dish  and  four  or  more 
small  dessert  dishes,  with  some  of  the  loose  rice  and  a  spoon,  thus 
suggesting  the  popular  dessert  of  thousands  of  people.  Place  some 
large  brown  bags  at  the  rear,  as  many  as  your  window  will  allow,  fill 
them  with  sawdust  or  bran  and  paint  the  word  rice  on  each  one  in 
black  letters.  Suspend  one  large  sign  card  in  the  centre  at  the  rear, 
with  lettering  like  in  illustration  or  similar  and  your  window  display  is 
complete. 
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WANT  DEPARTMENT 

Aoiwtn  to  Want  Adr«rtis»m.nu  Ini.rt.d  Is  tkls  department  may  b»  ad  dree  led  to  the  1  Grocery  World 
mad  General  Merchant"  when  desired,  provided  the  advertisement  Is  accompanied  by  to  oents  Is  postage  to 
pay  for  remaillnf  the  tame.  The  price  oi  each  Insertion  is  two  coats  per  word  In  advanoe. 


AGENCY  WANTED. 


GENTLEMAN  shortly  returning  to  Eng¬ 
land  is  open  to  consider  proposition  fiom 
American  manufacturer  of  a  high  class  spe¬ 
cialty.  Organization  covers  grocery,  drug 
and  sundry  trades  of  the  United  Kingdom. 
H.  B.,  “  Grocery  World  and  General  Mer¬ 
chant,”  927  Arch  St.,  Philadelphia,  Pa.  6 


HELP  WANTED. 


WANTED. — Sales  agents  to  handle  com¬ 
plete  line  of  automatic  computing  scales, 
self-measuring  gasoline  and  oil  tanks  and 
cheese  cutters.  Exclusive  territory.  Good 
opportunity  for  high  grade  men.  Lacy  & 
Noblit,  1220  Filbert  St.,  Philadelphia,  Pa.  tf 

WANTED.— Live  men  to  organise  retail 
merchant*  In  Pennsylvania.  References 
necessary.  Address  A.  M.  Howes,  Secre¬ 
tary,  aio  Lincoln  Building,  Erie,  Pa.  Men¬ 
tion  the  “Grocery  World  and  General 
Merchant."  tf 


SITUATION  WANTED. 


MANUFACTURERS  AND  PACKERS.— 
We  have  at  present  a  salesman  in  our 
employ  who  desires  to  connect  himself  with 
a  firm  as  salesman.  Has  been  with  us  for 
the  past  eight  years  and  while  we  regret  to 
lose  him  we  desire  to  place  him  as  advan¬ 
tageously  as  possible.  He  can  produce  the 
business.  Thoroughly  acquainted  with 
trade  in  Pennsylvania,  New  Jersey  and 
Delaware.  For  information  address  W.  H. 
Naylor,  Circulation  Manager,  “  Grocery 
World  and  General  Merchant,”  927  Arch 
St.,  Philadelphia,  Pa.  8 


FOR  SALE. 


FOR  SALE  — Choice  summer  hand-picked 
apples,  well-filled  barrels,  $2.00,  f  o.  b.  cars 
here.  Cash  or  A 1  reference.  W.  B.  Zullin- 
ger,  Mt.  Holly  Springs,  Pa.  6 

FOR  SALE.— General  store  with  a  clean 
stock  of  $2,000  and  horse  and  wagon.  Will 
sell  entire  proposition  for  $1,600  cash  on 
account  of  leaving  this  section  of  the  coun¬ 
try.  Investigation  invited.  F.  W.,  “Gro¬ 
cery  World  and  General  Merchant,”  927 
Arch  St.,  Philadelphia,  Pa.  7 

FOR  SALE. — Grocery  and  notion  business 
established  twenty-five  years.  Storeroom 
and  dwelling  can  be  rented.  Reason  for 
selling,  death  in  family.  A.  C.,  “  Grocery 
World  and  General  Merchant,”  927  Arch 
St.,  Philadelphia,  Pa.  8 

FOR  SALE. — Grocery  and  provision  store, 
would  be  a  good  stand  for  fresh  meats. 
Doing  a  fair  business.  Will  sell  to  a  quick 
buyer  for  $650.  Dwelling  contains  five 
rooms  and  bath,  rent  $23  per  month.  F.  C., 
“Grocery  World  and  General  Merchant,” 
927  Arch  St.,  Philadelphia,  Pa.  17 

FOR  SALE. — Grocery  and  provision  store 
in  suburban  town,  a  short  distance  from 
Harrisburg.  Will  sell  stock  and  fixtures  at 
inventory.  Will  also  sell  building.  Stock 
about  $2,400.  S.  P.,  “  Grocery  World  and 
General  Merchant,”  927  Arch  St.,  Philadel¬ 
phia,  Pa.  6 

FOR  SALE. — One  Sterling  Beef  and  Bacon 
Slicer;  one  Rival  Peanut  Roaster,  run  one 
summer,  roasts  ten  quarts,  No.  1  condition. 
$30  F.O.B.  Greencastle,  Pa.  W.  H.Witraer, 
Greencastle,  Pa.  6 

FOR  SALE. — Grocery  and  meat  market  in 
northwestern  section  of  West  Philadelphia. 
Large,  roomy  store  in  thickly  settled  neigh¬ 
borhood.  Stock  at  inventory.  Up  to-date 
fixtures.  Good  reasons  for  going  out  of 
business.  W.  E. ,  “Grocery  World  and 
General  Merchant,”  927  Arch  St.,  Philadel¬ 
phia,  Pa.  6 

FOR  SALE. — One  of  the  best  located  and 
most  desirable  grocery  stores  in  Harrisburg, 
Pa.  Three  story  brick  building,  eleven 
rooms  and  bath,  three  large  halls,  steam 
heat,  all  improvements.  Up-to  date  store 
fixtures  and  fresh,  clean  stock  of  goods. 
Doing  a  business  of  over  $20,000,  half  cash, 
balance  good  credit.  Business  can  be 
doubled  by  adding  fresh  meats.  Owner 
will  sacrifice  over  $2,000  to  quick  buyer. 


Reasons  for  selling,  death  in  family  and 
broken  health.  $4, .too  required.  Balance, 
on  mortgage,  can  be  paid  monthly.  For 
price  and  full  details  address  W.  L.  V.  C., 
1518  N.  Sixth  St.,  Harrisburg,  Pa. _ 7 

FOR  SALE  — Stock  and  fixtures  of  a  good 
corner  grocery  and  provision  store,  doing  a 
good  business.  Will  sell  to  a  quick  buyer 
for  $800  Property  can  be  bought  lor  $4,200. 
Six  rooms  and  all  conveniences.  D.  M. , 
“Grocery  World  and  General  Merchant,” 
927  Arch  St.,  Philadelphia,  Pa.  10 

FOR  SALE  — Corner  grocery  and  provision 
store.  Would  do  good  with  fresh  meats. 
Will  accept  $t,  100,  if  sold  at  once.  Property 
containing  six  rooms  and  conveniences,  can 
be  bought  for  $5,100.  Northwest  section. 
S.  B.,  “Grocery  World  and  General  Mer- 
chant,”  917  Arch  St.,  Philadelphia,  Pa.  10 

FOR  SALE.  —  Grocery  and  delicatessen 
store.  Good  stand.  Neighborhood  Fifty- 
second  and  Pine  Sts.  Will  sell  to  a  quick 
buyer  for  $1,450.  Dwelling  contains  six 
rooms,  bath  and  all  conveniences.  W.  B., 
“Grocery  World  and  General  Merchant,’, 
927  Arch  St.,  Philadelphia,  Pa.  7 

FOR  SALE.  —  Removal  Sale  Bargain. 
Orangeade  cooler,  with  five  gallon  size 
bottle,  only  used  thirty  days,  also  about 
nine  gallons  Orangeade  syrup  in  keg. 
Total  first  cost  $25 ;  will  sell  for  $15  cash. 
Merchandise  Co.  A.,  Shippensbu-g,  Pa.  6 

FOR  SALE. — Grocery,  meat  and  provision 
store  established  eighteen  years.  Will  sell 
to  a  quick  buyer  for  $1,600,  with  privilege 
of  buying  the  property,  containing  seven 
rooms,  bath,  steam  heat,  etc.,  and  stable  in 
rear  for  three  horses;  price  $9,000.  K.  B., 
“Grocery  World  and  General  Merchant,” 
927  Arch  St.,  Philadelphia,  Pa.  6 

FOR  SALE. — Stock  and  fixtures  of  grocery 
and  provision  store  for  $750,  doing  a  good 
business.  Property,  containing  six  rooms, 
with  all  conveniences,  can  be  bought  for  a  low 
figure,  $4,000.  Call  corner  Sansom  and 
Peach  Sts.,  between  Fifty-third  and  Fifty- 
fourth  Sts.,  Philadelphia,  Pa.  6 

FOR  SALE. — Two  Troemner  Power  Coffee 
Mills,  one  for  pulverising  end  one  for  granu¬ 
lating  ;  also  Automatic  Coffee  Roaster,  com¬ 
plete  with  fan.  Write  for  particulars.  H. 
F.  Heacock,  ji  North  Second  Street,  Phila¬ 
delphia,  Pa.  tf 

FOR  SALE. — Well  paying  grocery,  meat 
and  provision  store.  Good  neighborhood. 
Will  sell  to  a  quick  buyer  for  $1,250.  Will 
sacrifice  property  containing  six  rooms  and 
bath  for  $6,500.  Near  Sixtieth  and  Spruce  Sts. 
S.  N.,  “Grocery  World  and  General  Mer¬ 
chant,”  927  Arch  St.,  Philadelphia,  Pa.  22 
FOR  SALE. — One  second-hand  Gurney 
hot  water  boiler,  750  ft.  capacity.  $30  f.o.b. 
Lancaster.  F.  A.  Long,  Lancaster,  Pa. 

FOR  SALE. — An  old  established  grocery, 
meat  and  provision  store  in  the  south  section 
of  Chester,  Pa.  Will  sell  for  a  very  low 
price,  $4,500,  to  a  quick  buyer,  with  privi¬ 
lege  of  buying  property.  T.  F.,  “  Grocery 
World  and  General  Merchant,”  927  Arch  St., 
Philad  lphia,  Pa.  9 

FOR  SALE. — An  old  established  grocery 
and  delicatessen  store,  doing  a  fine  business. 
Will  accept  $1,150,  if  sora  at  once.  Neigh¬ 
borhood  Forty-ninth  and  Woodland  Ave. 
Dwelling  has  ten  rooms  and  bath.  I.  E., 
“  Grocery  World  and  General  Merchant,” 
927  Arch  St.,  Philadelphia,  Pa.  9 

FOR  SALE. — Stock  and  fixtures  of  a  good 
corner  grocery  store.  Has  a  well  paying 
milk  route.  Will  sell  for  $1,275  to  a  quick 
buyer.  Rent,  $20  per  month.  Dwelling  con¬ 
tains  six  rooms,  bath  and  all  conveniences. 
1429  N.  Twenty-second  St.,  Philadelphia, 
Pa.  g 


BUSINESS  OPPORTUNITIES. 


GROCERY,  MEAT  AND  PROVISION 
STORES. 

EVERY  ONE  A  GOOD  CHANCE. 

No.  60a. — We  have  to  offer  the  best  gro¬ 
cery  in  large  town  in  Northumberland 
County,  doing  $35,000  yearly,  practically 
a  cash  business.  On  account  of  executors 
desiring  to  settle  the  estate,  this  business 
can  be  bought  at  an  inventory  price,  about 


$3,500  required.  Can  either  be  paid  for  in 
cash  or  partly  cash  and  good  security. 

No.  603.— Meat  business,  doing  $300  a 
week,  all  cash.  Can  be  purchased  at 
Inventory  price.  This  business  is  located 
in  a  good  business  section  of  Germantown 
Ave.,  Philadelphia,  has  very  little  competi¬ 
tion  and  rent  and  fixed  charges  very  low. 
About  $450  required.  Owner’s  reason  for 
selling  is  on  account  of  ill  health. 

No.  604. — Grocery  and  produce  business 
In  thriving  town  about  ten  mllea  from  Phila¬ 
delphia.  Doing  $15,000  yearly,  but  can 
easily  be  Increased  by  proper  party  taking 
hold.  Business  has  been  established  for 
twenty  vears  and  commands  a  trade  in 
which  there  Is  a  good  profit.  Will  take 
about  $1,000  to  buy  entire  proposition. 
Worth  investigation. 

No.  606.— In  West  Philadelphia,  delica¬ 
tessen  and  grocery  business,  doing  $200 
weekly,  all  cash,  of  which  there  is  eighteen 
per  cent,  net  profit  above  all  expenses. 
Carries  a  stock  of  about  $900,  which  can 
readily  be  reduced.  Rent  and  other 
expenses  low.  Ill  health  causes  selling. 
About  $1,500  required. 

No.  616. — Grocery  and  meat  business  in 
Tioga,  Philadelphia,  doing  $200  a  week, 
mostly  cash.  On  account  of  owner  desiring 
to  move  in  another  section  of  the  city,  will 
sacrifice  business.  About  $1,000  will  buy. 

No.  6t8. — Grocery,  meat  and  provision 
business  in  New  Jersey  town  about  ten 
miles  from  Camden,  doing  for  the  last  five 
years  $40,000  yearly,  of  which  two-thirds 
is  cash  and  balance  good  credit.  Carries 
about  $600  worth  of  stock,  which  will  sell 
at  Inventory.  Has  two  horses  and  four 
wagons  and  fixtures,  which  will  take  about 
$1,400,  making  a  total  investment  of  about 
$2,000.  This  is  unquestionably  one  of  the 
best  business  locations  in  central  New  Jersey 
and  is  worthy  of  investigation. 

No.  621. — In  a  New  Jersey  town  about  ten 
miles  from  Camden,  grocery  and  provision 
business  doing  $20,000  yearly,  on  which  the 
gross  profits  are  $3,700 ;  expenses,  Including 
everything,  about  $2,000;  leaving  a  clear, 
net  profit  of  practically  $1,700.  This  busi¬ 
ness  is  situated  in  a  section  of  the  town 
which  commands  practically  the  entire  trade 
of  that  section  and  caters  to  the  best  people 
in  the  town.  Store  has  the  name  of  always 
carrying  the  best  goods.  This  business  can 
be  Increased  by  a  hustler  and  anyone  who 
desires  to  secure  a  well  paying  established 
business  Investigate  this  one  before  looking 
further.  About  $3,000  required ;  part  cash 
and  good  security  for  the  balance  will  be 
accepted. 

No.  62*. — In  Monroe  Co.,  Pa.,  general 
store  doing  over  $40,000  yearly,  all  cash,  on 
which  there  was  a  net  profit  of  $3,600  last 
year  and  business  is  growing  each  year. 
Expense  of  conducting  very  low.  Rent 
only  $50  monthly  and  on  account  of  being  a 
summer  resort  the  bulk  of  business  is  done 
with  low  expense  for  help.  About  $11,000 
will  be  required  to  buy  stock  and  fixtures, 
but  this  can  be  reduced  a  great  deal.  Busi¬ 
ness  is  open  to  investigation.  Full  informa¬ 
tion  will  be  given  on  request. 

No.  623. — General  merchandise  business 
in  Warren  Co.,  N.  J.,  doing  over  $17,000 
yearly,  all  cash.  Can  easily  be  Increased. 
Expenses  very  low.  Rent,  $35  monthly. 
Clerks,  $15  weekly.  Business  has  been 
established  thirty  years.  Always  a  money¬ 
maker.  Write  for  information. 

No.  625. — Northumberland  Co.,  in  town 
of  over  14,000,  general  store  doing  an  aver¬ 
age  of  $34,000  yearly  for  the  past  five  years. 
Clear  profits,  fifteen  per  cent.  Carries  about 
$10,000  stock  and  fixtures  $2,000.  Will  sell 
for  $10,000  for  quick  sale.  Expenses  low. 
The  nature  of  this  business  is  such  that  it  is 
necessary  for  prospective  buyer  to  write 
for  information. 

No.  630. — Grocery  and  meat  store  in  small 
town  in  Burlington  Co.,  N.  J.,  doing  $250 
weekly,  mostly  cash.  A  most  desirable 
location.  Exclusive  trade,  which  can  be 
increased.  Owner  desires  to  sell  on  account 
of  Government  position.  About  $900  will 
buy. 

No.  632. — A  carefully  selected  stock  of 
first-class  groceries  and  up-to-date  store 
fixtures.  The  latter  includes  24  running 
feet  of  Walker’s  Pivoted  Bins,  three  tiers 
high,  and  same  length  in  two  counters  faced 
with  thirty-six  similar  bins  of  smaller  size; 
American  meat  slicing  machine;  floor  coffee 
mill ;  Perfection  showcase,  twenty-four 
drawers  with  double  fronts  for  display,  etc.; 
Acme  peanut  roaster ;  refrigerator,  etc. 
The  building  has  been  sold  and  must  be 
vacated  quickly.  No  reasonable  offer  re¬ 
fused.  Fixtures  will  be  separated  from 
stock,  if  desired.  A  near-by  lot  is  ready  for 
a  new  building,  into  which  stock  could  be 
removed  and  allow  the  store  to  continue  in 
what  twenty  four  years’  occupancy  has 


proved  to  be  an  exceptionally  good  locality, 
but  the  health  of  the  owner  prohibits  this  on 
his  Dart. 

No.  633. — In  New  Jersey  town  about 
twenty  miles  from  Camden,  general  store 
doing  an  average  of  $20,000  for  the  last  five 
years,  and  on  the  increase,  of  which  75  per 
cent,  is  cash,  balance  good  credit.  Business 
now  netting  10  per  cent,  profit  above  all 
expenses.  Carries  about  $5,000 stock,  which 
can  be  reduced  to  about  $3,000.  Business 
will  be  sold  at  inventory.  Full  information 
given  on  request. 

No.  634  — Grocery  and  meat  business  in 
West  Philadelphia  doing  over  $400  weekly 
business,  mostly  cash.  Business  has  been 
increased  each  year  for  the  last  four  years 
and  still  increasing.  Expenses  low.  This 
business  shows  a  net  profit  of  8  per  cem. 
Anyone  desiring  the  business  can  go  in  and 
investigate  before  buying,  as  it  will  stand 
any  test  the  business  is  put  to.  About  $1, too 
will  buy. 

No.  635. — Fine  established  general  store 
in  Lancaster  Co.,  doing  a  yearly  business 
of  $2o,oco,  netting  a  clear  profit  of  $2, coo, 
which  can  be  shown  to  any  buyer.  Expenses 
low  and  old  established  business  command¬ 
ing  the  best  trade  of  a  town  of  3,000  In 
centre  of  rich  farming  district  About 
$7,000  to  $3,ooo  required. 

No.  637. — Lancaster  Co.  general  store, 
with  small  stock,  domg  nearly  $30,000 
yearly,  90  per  cent.  cash.  Stock  is  in  good, 
clean  condition  and  the  business  is  in  such 
good  shape  that  purchaser  can  step  into  a 
money  maker  from  the  day  he  takes  hold 
of  business.  Expenses  low.  About  $5,000 
will  buy. 

In  all  of  these  the  cause  of  telling  Is 
good,  and  the  fullest  investigation  courted. 
Every  one  paying. 

WARNER  fit  CO., 

927  Arch  Street  Philadelphia,  Pa. 


0000000000000000000000000 

o  DO  YOU  WANT  TO  SELL 
o  YOUR  BUSINESS? 

o  We  find  buyers  for  grocery  and  o 
o  general  store  businesses  —  nothing  o 
o  else.  We  are  specialists  in  that  and  o 
o  we  know  what  we  are  about, 
o  In  the  term  “grocery  stores”  we  o 
o  Include  butter  and  egg  stores,  tea  o 
o  and  coffee  stores,  green  groceries  and  o 
o  anything  else  in  the  same  line, 
o  If  you  want  to  sell  your  business,  o 
o  we  have  a  customer.  If  you  want  to  o 
o  buy  one,  we  know  where  something  o 
o  is  that  we’re  sure  will  suit  you. 
o  Write,  call  or  telephone.  o 

o  WARNER  A  CO., 

o  927  Arch  Street,  Philadelphia,  Pa.  o 
o  Phones  :  Bell,  Filbert  3286. 

o  Keystone,  Race  746. 

o  o 

0000000000000000000000000 


MANY  GROCERS 

Find  it  pays  them  to  read  the 
“good  stuff’’  in 

The  Advertising  World 

Columbus,  Ohio 

Sample  free,  or  four  moaths'  trial  for  10  ceata 


PATENTS 

and  Trade-marks  procured  promptly  aad 
properly  In  all  countries. 

Bails  &  Calls,  WaWcfteaJ.t 


We  sell  these  handsome  em¬ 
bossed  Flower  Pots  from  open 
stock  in  any  quantity,  but  this 
assortment  has  been  selected 
for  those  who  lack  experience 
in  ordering.  The  price  being 
the  same  as  on  open  stock. 
No.  7-G  Assortment 


Per  100 

Each 

40  4-in.  Pots  and  Sauers  (3  1  50 

J  .60  sail  <&  $.03 

$120 

50  5-in. 

2.50 

1.25  " 

.05 

250 

70  6-in. 

3.50 

2.45  “ 

.06 

4  20 

50  7-in. 

5.00 

2  50  “ 

.08 

4  00 

40  8-in. 

7.00 

2  80  “ 

.10 

4  00 

$9  60 

$15.90 

F.  O.  B.  factory.  No  charge  for  package.  Goods 
carefully  packed.  Prompt  shipment.  Order  now. 

The  Peters  &  Reed  Pottery  Company 
ZANESVILLE,  OHIO 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


Des  Moines  (Iowa)  Association  Replies  to 
Questions  Intimating  Illegal  Price  Control 


Denies  Any  Attempt  at  Combination  and  Lays  Bare  the  Condi¬ 
tions  Under  Which  the  Grocer  Does  Business.  Dubuque 
Grocers  Sell  Cheaper  than  Those  at  Des  Moines.  Fruit 
Producers  Charge  Combination  Among  Retailers. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 


Des  Moines,  Iowa, 

August  io,  1911. 

There  have  been  no  very  im¬ 
portant  developments  in  the  mar¬ 
ket  situation  since  my  detailed 
story  of  last  week.  I  was  wrong 
when  I  said  that  the  Des  Moines 
association  made  no  reply  to  the 
open  letter  to  its  secretary  which 
was  published  in  the  papers.  The 
association  did  make  a  full  reply. 
In  order  that  the  reply  may  be 
understood,  I  will  reproduce  the 
questions  again,  with  the  associ¬ 
ation’s  answers  immediately  be¬ 
low  : — 


QUESTION. 

1. — What  are  the  general  objects 
of  your  association? 

ANSWER. 

1.  — The  general  objects  of  the 
Retail  Grocers’  Association  of  Des 
Moines  are  to  protect  its  members 
from  bad  credits  and  business  prac¬ 
tices  which  entail  losses ;  to  improve 
the  sanitary  standard  of  the  grocery 
stores  of  the  city  of  Des  Moines; 
to  shorten  hours  and  improve  work¬ 
ing  conditions  both  for  the  grocers 
and  their  employees. 

QUESTION. 

2.  — Do  you  meet  and  “fix”  prices  ? 

ANSWER. 

2. — We  do  not. 


QUESTION. 

3. — Does  your  organization  or  you 
as  its  secretary,  have  and  use  any 
process,  written,  spoken  or  implied, 
in  the  maintenance  of  a  scale  of 
prices  on  the  standard  commodities 
sold  in  grocery  stores? 

ANSWER. 

3. — No. 

QUESTION. 

4. — Has  your  association  any  con¬ 
nection,  written  or  implied,  with  the 
wholesalers  or  commission  men? 

ANSWER. 

4.  — It  has  not. 

QUESTION. 

5.  — Do  the  wholesalers  and  com¬ 
mission  men  contribute  anything  fi¬ 
nancially,  directly  or  indirectly,  to¬ 
wards  the  running  expenses  of  your 
organization  ? 

ANSWER. 

5. — They  do  not. 


QUESTION. 

6. — What  are  the  organization’s 
sources  of  revenue? 

ANSWER. 

6. — Dues  from  members  and  com¬ 
missions  earned  by  our  collection 
department.  The  association  for 
the  past  seven  years  conducted  a 
pure  food  show,  which  has,  how¬ 
ever,  not  as  yet,  shown  any  profit. 
We  formerly  made  some  money  on 
our  annual  picnics,  but  discontinued 
these  three  years  ago  for  the  hea- 
son  that  since  the  2-cent  mile  rate 


went  into  effect  we  have  been  un¬ 
able  to  obtain  excursion  rates  from 
the  railroads. 

QUESTION. 

7. — Has  your  organization  in  any 
manner  attempted  to  prevent  the 
cutting  of  prices  by  grocers,  mem¬ 
bers  or  non-members,  of  your  or¬ 
ganization  ? 

ANSWER. 

7.  — No.  It  would  be  our  policy, 
however,  to  recommend  to  all  gro¬ 
cers,  whether  members  or  not,  that 
they  should  not  handle  goods  from 
the  sale  of  which  reasonable  profit 
could  not  be  had. 

QUESTION. 

8.  — Is  it  the  policy  of  your  or¬ 
ganization  to  discourage  the  sale  of 
vegetables  raised  by  farmers,  ex¬ 
cept  when  the  farmers  sell  at  the 
grocers’  prices? 

*  ANSWER. 

8.  — No,  by  no  means,  and  any  re¬ 
ports  to  the  contrary  are  baseless 
fabrications. 

QUESTION. 

9.  — In  looking  after  the  interests 
of  the  retailer,  did  you  ever  run 
across  information  suggesting  that 
the  commission  men  or  wholesalers 
have  refused  to  sell  to  any  man  en¬ 
gaged  in  the  grocery  business? 

ANSWER. 

9. — I  have  never  known  of  any 
authenticated  case  of  this  character; 
I  have  heard  such  rumors,  but  never 
could  verify  them. 


QUESTION. 

10. — Is  it  your  policy  to  work  for 
uniform  prices  among  the  grocers, 
or  is  that  a  matter  to  which  you 
pay  no  attention? 


centage  of  cost  is  a  very  low  aver¬ 
age  ;  grocers  less  competent  than 
others  will  show  a  much  greater 
percentage  of  cost  of  doing  business 
in  their  individual  cases.  If,  there¬ 
fore,  he  has  no  profit  he  barely  breaks 
even.  The  retail  grocer  must,  in 
order  to  make  any  profit  whatever, 
sell  at  an  advance  of  more  than 
15  per  cent,  over  what  his  goods 
cost.  Very  few  of  them  make  a 
profit  of  more  than  2  to  3  per  cent, 
of  gross  sales  net.  The  gross  sales 
of  the  average  grocer  of  the  city 
of  Des  Moines  will  amount  to 
around  $60  per  day.  Of  course, 
some  of  the  larger  stores  sell  more 
than  this  amount,  and  some  of  the 
smaller  ones  much  less.  But  3  per 
cent,  or  over  5  per  cent,  of  $60  is 
not  a  very  large  or  exorbitant  profit 
for  a  man  who  puts  in  about  twelve 
hours  per  day  at  his  business. 

I  have  estimated  this  average 
gross  sale  by  figuring  that  there 
are  about  16,000  families  in  Des 
Moines  who  will  average  in  grocery 
expenditures  $1  per  day.  With  286 
grocers  in  Des  Moines,  the  average 
sales  would  total  less  than  $60.  The 
cost  of  doing  business  in  Des 
Moines  to-day  over  ten  years  ago 
has  increased  easily  25  per  cent. 
Rents  are  higher,  clerks  and  deliv¬ 
ery  men  are  better  paid,  twine,  bags 
and  delivery  utensils  are  higher,  the 
expense  of  keeping  delivery  animals 
has  enormously  increased  and  all 
along  the  line  expenses  have  grown. 
The  consumer  pays  all  this  increase 
in  expenses.  If  he  did  not  the  gro¬ 
cer’s  small  margin  of  profit  would 
have  disappeared  long  since. 


Edward  Lytton,  secretary  to 
the  Mayor  of  this  city,  recently 
went  to  Dubuque  to  compare  the 
prices  charged  by  grocers  there 
with  the  prices  charged  by  the 
Des  Moines  grocers.  When  he 
came  back  he  gave  out  a  lengthy 
interview  in  which  he  accused  the 
Des  Moines  dealers  of  selling  at 
much  higher  prices  than  those  at 
Dubuque.  Here  is  the  substance 
of  the  statement : — 


ANSWER. 

10. — We  do  not  and  have  never 
attempted  or  advised  uniform  prices, 
but  we  do  advocate  that  retailers 
handle  only  such  goods  that  can  be 
sold  at  a  legitimate  and  living  profit. 

In  addition  to  my  answers  to  your 
questions,  which  I  have  answered  in 
the  same  spirit  in  which,  I  believe, 
they  were  put — in  that  of  fairness 
and  good  faith,  I  desire  to  add  some 
few  remarks  upon  the  present  sit¬ 
uation  in  Des  Moines. 

The  retail  grocers  of  the  city  are 
not  responsible  for  the  era  of  high 
prices.  If  there  be  a  trust  we  are 
not  “in.”  Few,  very  few,  retail 
grocers  are  making,  or  have  made, 
anything  beyond  a  bare  living.  We 
have  no  control  over  the  prices  at 
which  we  must  buy  the  goods  to 
supply  our  customers.  Upon  those 
prices  we  are  compelled  to  base  our 
own  prices.  Naturally,  we  must  sell 
at  a  profit.  To  do  otherwise  would 
be  to  put  ourselves  out  of  business 
and  to  lose  everything  we  have  in¬ 
vested  in  it. 

It  costs  the  retail  grocer  at  least 
15  per  cent.,  figured  on  the  amount 
of  his  gross  sales  to  do  business. 
In  other  words,  his  rentals,  clerk 
hire,  cost  of  delivery,  stock  losses, 
natural  shrinkage  on  sugars  and 
similar  staples  that  he  buys  in  bulk 
and  weighs  out  in  small  parcels,  to¬ 
gether  with  other  items  of  expense 
that  constitute  a  fixed  drain  on  the 
retailer’s  income,  amount  to  15  per 
cent,  of  his  gross  sales.  This  per- 


Prices  of  vegetables  and  produce 
on  the  market  are  considerably 
lower  than  citizens  of  Des  Moines 
are  compelled  to  pay.  It  is  the  old 
idea  of  dealing  direct  with  the  con¬ 
sumer  and  giving  him  the  advan¬ 
tage  of  two  or  three  profits  which 
must  be  made  when  the  farmer  sells 
to  the  commission  man,  the  com¬ 
mission  man  to  the  grocer  and  the 
grocer  to  the  consumer. 

Flowers  and  plants  of  every  de¬ 
scription  also  find  ready  sale  on  the 
market. 

A  city  market  master  has  general 
supervision  of  the  market.  He  in¬ 
spects  the  quality  of  the  produce 
each  day  and  makes  a  regular  in¬ 
spection  of  the  weights  and  meas¬ 
ures  used.  I  spent  some  time  with 
the  market  master,  Mr.  Ed.  Norton, 
and  was  told  that  the  whole  market 
question  is  now  figured  down  to 
such  a  system  that  very  little  trouble 
is  experienced  in  keeping  the 
weights  and  measures  up  to  stand¬ 
ard  and  the  quality  of  produce  of¬ 
fered  the  very  highest.  The  mar¬ 
ket  people  as  a  class  are  honest, 
upright  farmers,  and  they  endeavor 
to  furnish  such  a  grade  of  produce 
as  will  insure  permanent  custom¬ 
ers.  ' 

Dubuque  formerly  had  an  ordi¬ 
nance  which  prohibited  gardeners 
from  selling  their  products  to  the 
grocers  or  commission  men  before 
9  o’clock  A.  M.  Of  course,  the 
grocers  and  commission  men  stren¬ 
uously  objected  to  this  measure  and 


finally  through  the  efforts  of  a 
grocer-alderman  the  ordinance  was 
repealed. 

The  grocers  and  commission  men 
for  the  most  part  do  not  seem  to 
take  kindly  to  the  market  place,  _ 
holding  that  it  cuts  into  their  trade 
very  badly.  One  merchant,  how¬ 
ever,  declared  that  the  rental  which  1 
he  realized  from  space  in  front  of 
his  place  of  business  amounted  to  , 
more  than  he  could  expect  to  profit 
from  sales  of  vegetables,  etc.  1 
Another  stated  that  he  counted  the 
market  place  a  great  advantage  to  * 
him,  since  it  brought  the  farmers  ' 
into  Dubuque  from  as  far  as  twenty 
miles  around,  and  therefore  a  very 
large  farm  trade. 

True,  the  farmers  of  Des  Moines 
have  the  privilege  of  peddling  their 
produce  direct  to  the  consumers.  ; 
but  to  do  this  requires  a  great  deal  , 
more  time  than  to  drive  to  a  cen¬ 
tral  market  place  and  there  be  met 
by  hundreds  of  citizens  ready  to 
buy. 

I  have  no  doubt  that  it  will  take 
a  few  years  to  bring  our  market 
place  up  to  the  standard  of  that 
of  Dubuque,  because  it  will  take 
time  to  educate  the  gardeners  to 
bring  their  produce  to  the  market 
as  well  as  to  educate  the  citizens 
to  visit  the  market  place,  but  if  our 
citizens  will  patronize  the  market  as 
enthusiastically  as  do  the  citizens  of 
Dubuque,  its  success  will  be  assured. 

Dubuque  has  no  market  house, 
their  market  being  conducted  as  a 
curbstone  market  only.  With  the 
added  advantage  of  a  well-regulated 
market  house,  Des  Moines  should 
be  able  within  a  few  years  to  enjoy 
greater  advantages  than  Dubuque. 


The  secretary  also  brought 
with  him  a  list  of  Dubuque  fruit 
and  vegetable  prices,  which  com¬ 
pare  as  follows  with  Des  Moines 
trices  on  the  same  day; — 


Dubuque  Des  Moioe 

New  potatoes,  bu . 

New  potatoes,  pk.  ... 

Sweet  corn,  doz . 

Beans,  green,  qt . 10 

Blackberries,  crate -  1-75 

Blackberries,  box . 10 

Onions,  3  bunches 
Beets,  3  bunches  . . 

Butter,  creamery  . 

Cucumbers,  doz.  . . 

Apples,  bu .  1  00 

Apples,  pk.  . . . 30 

Turnips,  pk . 3° 

Cabbage,  doz  . 50-1.00 

*  Pound,  f  Bunch.  $  Each. 


$1.50 

$3.00 

.40 

-75 

.08^ 

.10 

.10 

*  .20 

175 

250 

.10 

•  15 

.03 

t  .05 

.  .05 

f  -05 

•25 

28-.30 

.  .20 

i  -10 

.  1 .00 

1.40 

•  -30 

•35 

•  -30 

T  -05 

0-1.00 

*  .08 

They  are  still  charging  com 
bination  among  the  grocers  her 
to  control  the  prices  of  foodstuff 
and  hold  them  up.  A  local  farrae 
named  H.  M.  Jones  told  tl| 
papers  that  the  grocers  refused  t 
pay  him  more  than  60  cents 
bushel  for  apples  the  other  da} 
which  they  proposed  to  sell  to  th 


ELTON  J.  BUCKLEY 
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Attorney  and  Counselor  at  La\ 
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^  ,  .  (  Bell,  Sprnce  2608-2609 
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A  Steady 

Demand, 

A  Clean 

Profit- 

No  Argument 


oasties 


“The  Memory  Lingers” 

For  both  Grocer  and  Customer 


Postum  Cereal  Company,  Limited, 
Battle  Creek,  Michigan. 


J 


Kind  to  Your  Horses 

BY  USING  THE 

IMPROVED  COMFORT  FEED  BAG 

(Patent  applied  for) 

Which  permits  feeding  in  an  humane  manner,  while  hitched. 
Sanitary,  comfortable  and  economical.  The  bags  are  made 
of  heavy  canvas,  with  hinged  tops  to  shut  up  like  a  satchel  to 
hold  the  feed  until  it  is  needed,  when  opened  can  be  hooked 
on  single  or  double-team  holders,  all  bags  fit  all  holders. 

Three  bags  and  two  double-team  holders  feeds  three 
horses  abreast.  The  illustration  on  this  advertisement  shows 
our  first  bags  and  holders.  The  Improved  Comfort  Bag  and 

Holders  are  different  and  better. 


PM  Fort,;  ' 
EEDING  /// 

''nun  t!  L 


0 

1 . 1 "  ) 

BAG 

\v 

- 

PRICES 

No.  1  outfit,  for  single 

horse  in  shafts  .  .  .  price  $1.50 

No.  2  outfit,  for  pair  of 

horses  at  pole  .  .  .  price  3.00 


Many  prominent  Business  Houses,  Transfer  Companies  and 
Teamsters  are  using  the  Comfort  Feed  Bags  with  entire  satis¬ 
faction  to  man  and  horse.  We  hope  to  have  the  pleasure  of 
having  you  try  them  on  your  teams. 

COMFORT  FEED  BAG  COMPANY 

OFFICE  AND  FACTORY 

1029-31-33  Vine  Street  Philadelphia,  Pa. 


Sunday  Creek  Coal  Company  Buys 
Twenty^four  McCaskeys 

THE  SUNDAY  CREEK  COAL  COMPANY,  of  Columbus,  Ohio,  has 
just  ordered  eighteen  more  McCaskey  Account  Register  Systems, 
after  giving  a  most  severe  trial  to  six  McCaskeys  purchased  some 
months  ago,  and  after  an  open  competitive  test  in  which  other  so-called 
“accounting  systems’’  essayed  to  prove  their  superiority. 

<1  In  all,  The  Sunday  Creek  Coal  Company  has  bought  twenty-four 
McCaskey  Systems  for  its  twenty-four  stores.  No  other  method  of  handling 
accounts  is  used. 

•I  The  same  reason  why  The  Sunday  Creek  Coal  Company  bought  only 


With  Only 
One  Writing 


The  End  of 
Drudgery 


should  move  you  when  you  consider  the  installation  of  a  one  writing  method 
of  handling  youi  accounts  of  goods,  money,  labor — anything.  Whether  you 
have  one  store  or  fifty,  one  hundred  accounts  or  ten  thousand,  The  McCas¬ 
key  System  will  take  care  of  every  detail  of  your  business  just  as  it  does  for 
more  than  seventy  thousand  merchants  in  all  lines  of  business  in  all  parts  of 
the  country. 

<1  This  is  what  the  McCaskey  System  will  do  for  you : 

<1  It  will  cut  out  your  useless  bookkeeping,  copying  and  posting 
from  one  book  to  another,  and  from  book  to  billhead  and  statement. 

<1  It  will  prevent  your  forgetting  to  charge  an  account  and  in  this 
way  alone  it  will  pay  for  itself  several  times  in  the  first  year  it  is  in 
your  store. 

<1  It  prevents  errors  and  the  disputes  with  customers  that  follow. 

*1  It  collects  money  faster  than  any  human  agency,  because  every 
sales  slip  is  a  reminder  to  the  customer  of  the  money  due  you. 

*1  It  automatically  limits  the  credit  of  those  you  wish  to  set  a 
credit  limit  on. 

It  enables  you  to  prove  your  loss  to  the  penny  if  your  store  burns. 

§  The  McCaskey  System  keeps  every  account  posted  and  totaled  to  the 
minute.  It  ends  all  book  work,  night  work,  worry  and  trouble  over  accounts. 

<1  The  McCaskey  System  furnishes  each  customer  with  an  itemized  bill  after 
each  purchase  and  the  total  of  his  account  to  date— all  footed  up.  The  in¬ 
stallation  of  The  McCaskey  System  will  speak  more  loudly  for  you  to  your 
trade  than  anything  you  can  say  or  do,  that  you  want  your  customers  to 
"Always  know  what  they  owe." 

<1  Every  day  you  delay  in  installing  The  McCaskey  System  means  a  loss  of 
dollars  and  trade  to  you.  Write  to-day  for  free  information.  We'll  be  glad 
to  send  you  testimonial  letters  from  merchants  you  know,  in  your  own  state, 
county  and  city. 

<J  It  is  cheaper  to  own  a  McCaskey  than  to  do  without  one.  <J  Act  now; 
write  before  you  forget. 

The  McCaskey  Register  Company 

ALLIANCE,  OHIO 

Agencies  in  all  Principal  Cities 

The  Largest  Manufacturers  of  Carbon  Coated  Sales  Books  in  the  World 

V* _ — _ ) 
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consumer  at  60  cents  a  peck  or 
$2.25  a  bushel. 

Another  fruit  raiser,  one  W.  C. 
Church,  has  also  made  charges. 
Here  is  his  newspaper  interview: 

Sometimes  I  get  started  to  the 
city  quite  early  in  the  morning,  with 
a  miscellaneous  load  of  berries, 
eggs,  fruit,  butter  and  garden  truck. 
Several  times  I  noted  that  when  I 
drove  up  to  the  door  of  a  grocery 
in  the  trust,  the  clerk  or  proprietor 
would  hurry  back  to  the  telephone 
and  call  up  someone.  1  thought 
little  of  this  at  first,  but  when  I 
had  heard  the  same  number  called 
for  a  dozen  or  more  times  my 
curiosity  was  piqued,  and  upon  mak¬ 
ing  a  quiet  investigation  I  ascer¬ 
tained  the  number  was  that  of  the 
telephone  in  the  office  of  Secretary 
Fred.  Beaner,  of  the  Retail  Gro¬ 
cers’  Association,  in  the  Iowa  Loan 
and  Trust  Building.  Just  why  the 
grocerymen  should  want  to  consult 
Mr.  Beaner  before  naming  the 
prices  they  would  pay  for  vegeta¬ 
bles,  fruit,  butter  or  what  not 
pricked  my  curiosity  further.  Then 
it  was  that  I  learned  it  was  the 
function  of  Secretary  Beaner  to  in¬ 
struct  the  members  of  the  association 
concerning  the  prices  they  were  to 
pay  for  the  fruit,  produce,  butter 
or  vegetables  purchased  that  day. 

Following  this  publication  Mr. 
H.  S.  Chase,  a  well-known  local 
grocer,  swore  to  the  following 
affidavit  and  also  had  it  pub¬ 
lished  : — 

State  of  Iowa,  Polk  County,  ss. 

I,  H.  S.  Chase,  being  first  duly 
sworn,  on  oath,  depose  and  say : 
That  I  am  president  and  general 
manager  of  the  H.  S.  Chase  Gro¬ 
cery  Co.  of  Des  Moines,  Iowa; 
that  the  statement  that  there  is  a 
grocer  -trust  or  combination  of  any 
kind  among  dealers  in  groceries  in 
the  city  of  Des  Moines,  or  an  or¬ 
ganization  that  has  anything  to  do 
with  fixing  the  prices  on  goods 
handled  by  us  is  wholly  false,  with 
the  exception  that  the  creamery  but¬ 
ter  dealers  try  to  have  all  grocers 
make  a  uniform  profit  of  about  3 
cents  per  pound  on  butter — no  more, 
no  less — and  we  occasionally  receive 
a  letter  from  dealers  in  flour  ask¬ 
ing  that  we  get  a  certain  price  for 
their  product — usually  about  25 
cents  for  forty-eight  pounds  bag 
above  cost.  'With  the  exception  of 
these  two  items,  no  one,  to  my 
knowledge,  at  any  time  attempts  to 
fix  or  suggest  our  retail  prices,  and 
were  any  such  attempt  being  made  I 
would  undoubtedly  know  of  it. 

H.  S.  Chase. 

Sworn  to  before  me  and  sub¬ 
scribed  in  my  presence  by  the  said 
H.  S.  Chase  this  12th  day  of  July, 
A.  D.  1911. 

James  C.  Hume, 

Notary  Public  in  and  for  Polk 
County,  Iowa. 


Robert  O.  Johnson. 


Wiley  Hearing  Opens  Many  Tilings 

Shows  Active  Friction  Between  Solicitor  McCabe  and  Dr.  Wiley, 
Which  Results  in  Depriving  Latter  of  All  Power  Over 
Prosecutions.  Government  Seized  Heinz  India  Relish  After 
Heinz  Co.  Opposed  Government  Benzoate  Stand.  The 
Indiana  Benzoate  Imbroglio.  Legality  of  the  Remsen  Board. 


The  Deer  Salesmen’s  Convention. 

The  fourth  annual  convention  of  the 
salesmen  of  the  A.  J.  Deer  Co.,  at  Hor- 
nell,  N.  Y.,  was  formally  opened  on 
the  afternoon  of  July  26th  and  contin¬ 
ued  until  July  29th.  There  were  about 
seventy-five  agents  present  and  the  ses¬ 
sions  were  most  successful.  The  pro¬ 
gramme  included  talks  on  Coffee  Mills, 
Cultivation  and  Production  of  Coffees 
and  Teas,  Roasting  and  Blending  Coffee, 
Salesmanship,  Coffee  Roasters,  Meat 
Choppers  and  Attachments  and  Meat 
Slicers. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

Washington,  D.  C., 

August  11,  1911. 

The  inquiry  of  the  House  Com¬ 
mittee  which  is  investigating  the 
Wiley  controversy  has  practi¬ 
cally  opened  up  all  the  workings 
of  that  part  of  the  United  States 
Department  of  Agriculture  which 
las  to  do  with  the  enforcing  of 
the  Federal  food  and  drug  law  of 
1906.  The  witness  for  practically 
the  whole  week  has  been  George 
P.  McCabe,  Esq.,  Solicitor  of  the 
Department  of  Agriculture.  His 
testimony  disclosed  the  fact  that 
there  has  been  considerable  fric¬ 
tion  between  him  and  Dr.  Wiley. 
One  result  of  this  was  to  take 
from  Dr.  Wiley  all  power  to 
bring  suits.  Mr.  McCabe  testified 
that  Dr.  Wiley’s  Bureau  of  Chem 
istry  analyzed  the  samples  and 
sent  the  result  to  the  Solicitor, 
who  decided  whether  suit  should 
be  brought  or  not. 

Mr.  McCabe  testified  that  since 
July  1,  1910,  he  had  passed  on  all 
recommendations  of  Dr.  \\  iley 
and  the  Bureau  of  Chemistry  for 
prosecutions  of  violators  of  the 
pure  food  laws.  In  the  last  year, 
said  Mr.  McCabe,  he  had  recom 
mended  further  proceedings  in 
2,150  cases  passed  upon  by  the 
Bureau  of  Chemistry,  while  in  651 
cases  where  Dr.  Wiley’s  bureau 
wanted  further  action  he  recom¬ 
mended  that  the  cases  be  not 
pushed,  because  of  lack  of  evi¬ 
dence  or  other  reasons. 

To  illustrate  one  of  the  reasons 
why  he  refused  to  follow  the  rec¬ 
ommendations  at  all  times,  Me 
Cabe  said  that  on  one  occasion  he 
was  asked  to  prosecute  a  man 
whose  product  was  labelec 
“White  House  Buckwheat.” 

The  Bureau,  McCabe  said,  al¬ 
leged  this  to  be  a  violation  of  the 
law  on  the  ground  that  the  name 


sought  to  convey  the  impression 
that  the  buckwheat  was  approved 
by  the  President.  McCabe  re 
fused  to  prosecute.  Representa¬ 
tive  Flowd  said  lie  agreed  with 
his  judgment. 


More  of  Mr.  McCabe’s  evidence 
showed  that  there  had  been  a 
serious  rift  in  the  Board  over  the 
lenzoate  question.  Indiana  has  a 
aw  forbidding  the  sale  of  foods 
containing  benzoate,  and  an  effort 
was  made  several  months  ago  to 
enforce  this  against  two  large  pre¬ 
serve  manufacturers.  Mr.  Me 
Cabe  said  that  the  Government 
sent  a  large  number  of  witnesses 
to  Indiana,  and  paid  their  ex 
lenses,  to  testify  in  favor  of  ben¬ 
zoate.  The  prosecution  tried  to 
get  Dr.  Wiley,  whose  views 
against  benzoate  were  well  known, 
Tut  the  Department  refused  to 
let  him  go,  and  only  consented 
when  he  was  subpoenaed.  It  also 
developed  that  the  Government, 
through  Solicitor  McCabe,  had 
been  exceedingly  active  at  food 
conventions  and  at  other  places 
in  upholding  the  Remsen  report 
that  benzoate  was  not  harmful. 

One  very  interesting  part  of  the 
testimony  was  Mr.  McCabe’s 
charge  that  the  Heinz  Co.,  of 
Pittsburgh,  had  stirred  up  the 
benzoate  difficulty  for  advertising 
purposes.  Mr.  McCabe  made  the 
very  damaging  admission  that 
after  the  Heinz  Co.  became  active 
opponents  of  benzoate,  the  Gov¬ 
ernment  seized  a  quantity  of 
Heinz  India  Relish,”  on  the 
ground  of  misbranding. 

It  also  appeared  that  there  had 
been  considerable  friction  be¬ 
tween  Dr.  Wiley  and  Mr.  McCabe 
over  the  alleged  sale  of  patent 
medicines  in  violation  of  the  law. 
Mr.  McCabe  accused  the  doctor 
of  taking  no  steps  to  prevent 
this. 

The  Remsen  Board,  which  re¬ 
versed  Dr.  Wiley’s  contentions 
that  benzoate  was  a  harmful  pre 
servative,  has  also  come  in  for  in¬ 
vestigation.  Asked  on  what  au 
thority  the  members  of  the  Rem 
sen  Board  were  employed  and 
paid,  McCabe  said  the  authority 
was  to  be  found  in  a  section  of  the 
Food  and  Drug  act  authorizing 
the  Secretary  of  Agriculture  to 
employ  consulting  scientific  ex¬ 
perts.  ^ 


It  was  also  brought  out  that 
Dr.  Floyd  W.  Robinson,  the 
chemist  attached  to  the  New 
York  Government  laboratory, 
was  discharged  because  he  had 
preached  against  benzoate,  which 
Secretary  Wilson,  in  his  letter  of 
dismissal,  referred  to  as  against 
the  policies  of  this  Department 
and  of  the  administration.” 

Holt. 


During  the  week  the  National 
Canners’  Association,  through  a 
special  committee,  adopted  the 
following  resolution : — 

Whereas,  The  National  Canners’ 
Association  includes  the  packers  of 
nearly  all  the  canned  fruits  and 
vegetables  consumed  in  the  United 
States,  and  the  National  Canned 
Goods  and  Dried  Fruit  Brokers’ 
Association  embraces  the  distrib¬ 
uters,  not  .  only  of  the  items  in¬ 
dicated  by  its  title,  but  of  a  large 
variety  and  volume  of  other  food  j 
products;  and 

Whereas,  The  lines  in  which  our  1 
associations  are  interested  have  ] 
benefited  immeasurably  by  Dr.  • 
Wiley’s  prosecution  of  the  Food  j 
and  Drug  Act;  by  its  consequent  4 
elimination  of  questionable  prac-  ' 
tices ;  the  gradual  correction  in  the  ; 
public  mind  of  the  prejudice  which  ' 
has  long  existed  against  canned  j 
goods;  supplanting  the  fear  of  un-  . 
clean,  chemically  preserved  foods  J 
with  a  wholesome  respect  for  fac-  1 
tory  methods  and  factory  products,  j 
and  the  working  out  of  the  elabo-  ’ 
rate  and  effective  organization, 
which,  while  suppressing  the  fraud¬ 
ulent  producer,  has  encouraged  both 
the  manufacturer  and  the  consumer 
to  the  inevitable  general  benefit  of  , 
the  industry;  and 
Whereas,  Dr.  Wiley's  high  ideals,  ; 
his  loyalty  to  the  cause  of  our  Na¬ 
tional  health,  his  courage,  industry,  3 
his  constructive  ability — in  a  word, 
his  personality  has  so  pervaded  his 
bureau  and  its  work  as  to  have  be¬ 
come  himself  a  National  figure,  and, 
personally,  the  accredited  factor  in 
the  movement  toward  better  food  < 
conditions;  therefore  be  it 

Resolved,  That  with  this  expres¬ 
sion  of  our  confidence  in  Dr.  Wiley, 
our  appreciation  of  his  work  and 
our  admiration  of  the  man,  we 
respectfully^  urge  his  Excellency,  the 
President,  to  consider  well  the  con¬ 
spicuous  service  Dr.  Wiley  has  ren¬ 
dered  the  people,  their  manifest  ap¬ 
proval  and  confidence  in  him,  and  to 
ask  his  retention  in  his  present 
office,  if  not  incompatible  with  that 
sense  of  fairness  which  has  ever 
marked  the  judgments  of  the  Presi¬ 
dent  of  the  United  States. 


ECHOES. 


Inclosed  find  check  for  our  sub¬ 
scription  to  the  “Grocery  W  orld 
and  General  Merchant.”  I  think 
that  it  is  one  of  the  very,  best 
trade  papers  published,  and  con¬ 
sider  it  well  worth  the  price. — R. 
A.  Huyett,  Birdsboro,  Pa. 


Lima  beans  are  high — $3  per 
hamper,  as  against  $1.25  a  year 
ago.  Probably  they  will  be  high 
all  the  season,  owing  to  the  dry 
weather. 
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.arge  Attendance  of  Retailers  at  New  York  State  Convention 
New  Laws  of  Interest  to  Trade.  Important  Commission  to 
Oversee  Purity  and  Sale  of  Foods.  Tea  Board  Will  Not 
Admit  Colored  Tea  to  United  States.  Various  Trade 
Items  and  Market  Summary. 


jecial  Correspondence  of  "Grocery  World  and 
General  Merchant.” 

New  York,  August  io,  1911. 
The  retail  grocers  of  this  city 
re  well  represented  this  week  at 
le  annual  convention  of  the  New 
rork  State  Grocers’  Association 
t  Buffalo.  Nearly  two  hundred 
lembers  of  local  association^  met 
1st  Sunday  morning  in  the  Lack- 
vvana  Railroad  station  for  the 
■ip  to  Buffalo.  Besides  the  re- 
lilers  many  of  the  wholesale 
ouses  and  manufacturers  are 
ending  representatives  to  keep  in 
nich  with  conditions  in  the  retail 
•ade. 

The  programme  as  planned  by 
ic  State  committee  is  a  fine  one, 
lcluding  addresses  by  prominent 
ten  well  acquainted  with  trade 
roblems. 

The  local  delegates  expect  that 
inch  will  be  accomplished  at  the 
invention  toward  securing  legis- 
ition  necessary  for  the  continued 
rosperity  of  the  business.  It  is 
Iso  hoped  that  the  buying  prob¬ 
an  will  be  thoroughly  thrashed 
lit.  Among  the  prominent 
peakers  who  are  likely  to  do 
inch  toward  clearing  up  this  sub¬ 
let  is  A.  C.  Monagle,  the  new 
jeretary  of  the  American  Spe- 
ialty  Manufacturers’  Associa- 
on. 

*  *  * 

The  New  York  State  Legisla¬ 
te,  which  has  just  adjourned, 
as,  during  its  last  session,  passed 
everal  acts  of  vital  interest  to  the 
rocery  trade.  Foremost  among 
nem  was  the  formation  of  a  com- 
littee  to  devise  ways  to  insure 
lie  purity  of  foodstuffs  and  an 
onest  and  equitable  sale  of  them, 
’he  committee  is  to  consist  of 
leven  members,  five  of  whom  are 
'tate  officials.  The  other  six  are 
3  be  appointed  by  the  Governor, 
he  position  is  an  honorary  one, 
he  Commissioners  serving  with- 
ut  compensation.  Five  thousand 
ollars  has  been  appropriated  for 
lie  work. 

The  Commission  is  given  the 
ower  to  compel  the  attendance 
f  witnesses  and  the  production 
f  books  and  papers.  The  duties 


of  the  officials  as  explained  by  the 
act  are  “to  inquire  into  all  ques¬ 
tions  relating  to  the  prices  paid  in 
the  State  of  New  York  for  food 
and  foodstuffs,  butter,  eggs, 
cheese  and  other  farm  and  dairy 
products,  the  purity  of  the  same 
and  the  establishment  of  stand¬ 
ards  of  food  quality,  correct  label¬ 
ing  and  honest  weights  and  meas¬ 
ures,  also  as  to  the  consumption, 
distribution  and  production  of 
same,  the  relations  with  respect 
thereto  of  the  distributer  and  mid¬ 
dlemen  to  the  producer  and  con¬ 
sumer,  with  a  view  to  devising 
and  recommending  permanent 
ways  and  means  of  insuring  its 
purity  and  honest  and  equitable 
sale. 

The  Commission  is  to  make  its 
first  report  to  the  Legislature  in 
1911  and  its  second  in  1912.  The 
grocers’  associations  favored  this 
measure  and  the  wholesale  asso¬ 
ciation  hoped  to  have  a  represen¬ 
tative  on  the  Commission.  While 
disappointed  in  this,  however,  the 
trade  hopes  that  the  Commission 
will  accomplish  much  good. 

A  bill  affecting  weights  and 
measures  which  was  passed  dur¬ 
ing  the  last  days  of  the  Legisla¬ 
ture  is  expected  to  help  in  abolish¬ 
ing  false  weights  and  measures. 
This  law  makes  it  a  misdemeanor 
to  retain  in  possession  a  false 
weight  or  measure,  unless  it  can 
be  proven  that  it  was  not  intended 
for  use.  This  differs  from  the  old 
law  which  could  be  enforced  only 
if  it  were  proven  that  the  weight 
or  measure  was  known  to  be  false. 
It  is  expected  that  through  this 
law  all  false  weights  and  meas¬ 
ures  will  be  confiscated  by  the  de¬ 
partment. 

Another  law  provides  for  the 
distribution  of  decisions  affecting 
the  Department  of  Agriculture. 
For  the  sum  of  $1  all  concerns 
affected  by  such  decisions  will  be 
mailed  copies  by  the  Department. 

During  this  last  session  56 
!  measures  affecting  the  trade  were 
introduced  into  the  Legislature 
by  the  associations.  Many  of 
them  were  buried  in  committee, 

(Continued  on  pag*  12.) 


Osborn’s  Hall  Park  Shoe  Peg,  No.  2 

cans,  2  doz. 

per  doz., 

$0.77 'A 

5  or  10-case  lots  or 

over,  “ 

.75 

Baker’s  Whole  Grain 

l,  No.  2  cans, 

2  doz.  ... 

per  doz., 

.85 

5  or  10-case  lots 

<< 

• 

.82 

Poland  Brand  Extra 

Fancy  Maine, 

fancy  wrapper  label,  No.  2  cans, 

2  doz. 

per  doz., 

1.02A 

5  or  10-case  lots 

<< 

• 

1.00 

Paris  Brand  Extra 

Fancy  Maine, 

No.  2  cans,  2  doz. 

per  doz., 

X.07A 

5  or  10-case  lots 

<< 

• 

1.05 

These  prices  on  spot  Corn  for 
prompt  shipment  should  wake  up 
the  snakes.  Send  us  your  orders. 


WRITE  FOR  THE  “CASH  GROCER,”  CONTAINING 
PRICES  ON  A  FULL  LINE  OF  STAPLE 
AND  FANCY  GROCERIES 

The  above  prices  QOOd  for  week  August  14th  to  August  19th,  Inclusive 

BARBER  &  FEREINS 

Wholesale  Cash  Groeers 

29, 31 , 33  N.  Wafer  Street  28  N.  Delaware  Avenue 

PHILADELPHIA,  PEHNA. 
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WITH  THE  EDITOR 


Extreme  Idiocy. 


The  idiotic  length  to  which 
food  or  kindred  laws  can  go  is 
shown  by  a  case 
which  has  just 
transpired  in  In¬ 
diana.  There  is  a 
law  in  Indiana  which  forbids  “the 
use  of  any  distinguishing  part  of 
the  name  of  any  church  or  re¬ 
ligious  organization  as  the  dis¬ 
tinguishing  part  of  any  trade 
name  or  trade-mark  on  certain 
merchandise.”  Under  this  law 
some  fool  official  in  Greene 
County  has  begun  suit  against  the 
Quaker  Oats  Co.  on  the  ground 
that  “Quaker,”  which  is  the  dis¬ 
tinguishing  part  of  the  Quaker 
products,  is  also  the  distinguish¬ 
ing  name  of  a  religious  denomina¬ 
tion  !  This  mutton-head,  whoever 
he  was,  served  notice  on  the  gro¬ 
cers  through  that  section  that  the 
sale  of  Quaker  Oats  was  unlawful 
and  must  at  once  cease.  Natu¬ 
rally  the  intimidated  grocers  com¬ 
plied,  and  the  Quaker  Oats  Co. 
found  its  business  gone  over 
night. 

Really,  the  writer  hasn’t  the 
patience  to  calmly  discuss  such  a 
thing  as  this.  The  Quaker  Oats 
Co.  has  begun  suit  to  have  this 
law  set  aside  and  the  “Grocery 
World  and  General  Merchant” 
hopes  and  believes  it  will  be  suc¬ 
cessful.  Such  laws  are  jokes  to 
everybody  but  the  victims. 


A  fair  sample  of  some  of  the 
unjustifiable  hair-splitting  rules 
of  Dr.  Wiley, 

One  Dr.  Wiley  chief  Govern- 
Deeision.  ment  chemis  t, 
under  the  Fed¬ 
eral  food  and  druar  act,  is  con¬ 
tained  in  a  report  from  Washing¬ 
ton,  appearing  elsewhere,  of  some 
of  the  evidence  offered  before  the 
committee  investigating  the  cam¬ 
paign  to  remove  the  doctor  from 
the  public  service.  The  evidence 
was  given  by  George  P.  McCabe, 
Solicitor  for  the  Department  of 
Agriculture,  who  with  Dr.  Wiley 
is  a  member  of  the  Federal  Food 
and  Drug  Board.  Mr.  McCabe  il¬ 
lustrated  with  an  incident  his 
duty  of  passing  upon  the  recom¬ 
mendations  of  Dr.  Wiley  for 
prosecution  or  no  prosecution  in 
cases  of  alleged  violation  of  the 


food  law.  He  testified  that  Dr. 
Wiley  recommended  the  prosecu¬ 
tion  of  a  man  who  made  “White 
House  Buckwheat”  on  the  ground 
that  the  use  of  the  name  White 
House  zvas  a  false  representation 
that  the  buckwheat  had  been  ap¬ 
proved  by  the  President  of  the  United 
States !  The  Solicitor  overruled 
the  recommendation,  on  the  ob¬ 
vious  ground  that  Dr.  Wiley’s 
view  was  farfetched  and  unrea¬ 
sonable.  No  prosecution  was 
brought,  and  none  could  have 
been  sustained. 

Dr.  Wiley  was  perfectly  sincere 
in  this.  He  believed  that  the  law 
had  been  violated'  and .  that  the 
violator  should  be  punished.  But 
probably  not  one  man  out  of  a 
hundred  would  agree  with  him, 
which  shows  the  unreliability  of 
his  judgment.  The  writer  be¬ 
lieves  that  Dr.  Wiley,  while  ad¬ 
mittedly  well-meaning,  honest  and 
sincere,  would  have  demoralized 
some  lines  of  business  to  an  ir¬ 
remediable  degree  had  he  been 
given  unrestricted  authority  to 
follow  out  his  own  views  of  the 
Food  and  Drug  act. 

Apropos  of  the  remarks  of  last 
week  as  to  making  good  service, 
rather  than  price, 

“  Compete  on  Low  the  basis  of  COm- 
Prices.  But  Not  .  .  . 

Cut  Prices."  petition,  a  certain 

large  manufac¬ 
turer  makes  a  suggestion  which 
we  believe  to  be  illogical  and 
wrong.  He  says,  addressing  him¬ 
self  to  the  dealers  who  handle  his 
product : — 

Let  us  feature  superior  quality 
and  low  prices  and  not  cut  prices. 

This  seems  illogical,  because 

what  is  a  “low”  price  but  a  price 

that  is  cut  below  normal?  A 


price  that  consists  of  a  normal 
cost,  plus  the  usual  percentage  of 
expense  and  the  usual  profit,  is 
never  a  “low  price,”  in  the  sense 
in  which  low  prices  are  adver¬ 
tised.  In  trade  parlance  low 
prices  are  always  synonymous 
with  cut  prices. 

If  a  merchant  can  possibly  pro¬ 
vide  anything  better  to  compete 
on,  he  ought  not  to  compete  on 
price  at  all,  because  cut  prices  are 
weapons  everybody  can  use. 
Much  better  have  his  own  ex¬ 
clusive  weapon,  such  as  excellent 
store  service. 


The  question  of  how  best  to  get 
at  a  prospective  purchaser  with 
the  idea  of  selling 

Some  Rules  of  him  goods  is  one 
Salesmanship.  about  which 

things  will  con¬ 
tinue  to  be  written  until  salesmen 
are  no  more.  Here  are  a  set  of 
rules  which  have  been  contribu¬ 
ted  by  a  veteran  salesman  who 
sells  goods  to  retail  merchants: — 

x. — Be  sure  to  find  out  who  the 
proprietor  is  before  you  make  any 
advance. 

2.  — If  he  is  busy  at  the  time,  do 
not  bother  him,  but  employ  your 
time  in  studying  his  store,  number 
of  clerks,  etc.,  and  get  such  infor¬ 
mation  as  may  be  useful  when  you 
get  the  interview. 

3.  — When  your  interview  is  ob¬ 
tained,  treat  your  prospective  pur¬ 
chaser  as  a  business  man  and  make 
him  feel  that  you  are  a  business 
man  yourself.  Do  not  waste  his 
time  or  your  own  by  any  unneces¬ 
sary  talk,  but  go  straight  to  the 
point.  Let  your  talk  be  earnest  and 
convincing,  for  in  this  way  only 
can  you  gain  his  confidence. 

4.  — Make  him  feel  that  you  know 
your  business  and  that  you  are  ca¬ 
pable  to  help  him  increase  his 
profits.  “Don’t  beat  around  the 
bush,”  but  ask  him  to  give  you  an 
hour  of  his  time  to  prove  your 
case. 

5.  — While  a  few  men,  or  women, 
for  that  matter,  may  be  induced 
through  subterfuge  or  flattery  to 


The  Pennsylvania  State  Retail 
Convention 

As  recently  announced  in  these  columns,  the  Fifteenth 
Annual  Convention  of  the  Pennsylvania  Retail  Merchants’ 
Association  has  been  held  during  the  past  week  at  Lebanon, 
Pa.,  occurring  on  Tuesday,  Wednesday  and  Thursday, 
August  8th,  9th  and  10th.  As  usual,  the  “  Grocery  World 
and  General  Merchant  ”  had  a  stenographic  reporter  present, 
who  will  supply  a  complete  report  of  the  entire  proceedings. 
This  report,  which  is  too  voluminous  to  be  handled  in  this 
issue,  will  appear  next  week. 


look  at  your  sample,  the  real  mer¬ 
chant  can  be  interested  in  one  way 
only,  that  is,  if  you  make  your  talk 
strong  enough  on  the  earning  qual¬ 
ities  of  your  line. 

6.  — Be  in  sympathy  with  your 
man.  If  he  has  any  hobby,  try  to 
find  out  what  it  is  and  make  use 
of  it,  and  above  all  things,  do  not 
antagonize  your  P.  P. .  The  old 
saying,  “You  catch  more  flies  with 
sugar  than  you  do  with  vinegar,” 
holds  good  in  this  case. 

7.  — A  few  “Dont’s”  may  help  you 
in  approaching  a  P.  P. : — 

Don’t  send  in  your  card.  He  is 
sure  to  send  you  word  that  he 
doesn't  want  anything. 

Don’t  blow  cigar  smoke  in  his 
face  or  let  your  breath  smell  of 
rum. 


Don’t  talk  religion  or  politics  with 
him  or  tell  him  a  funny. story. 

Don’t  knock  your  competitor.  He 
is  sure  to  resent  it. 


These  are  thoroughly  good,  and 
no  fault  can  be  found  with  any  of 
them.  Yet  every  reader  hereof 
knows  excellent  and  successful 
salesmen  who  probably  violate 
every  one  a  dozen  times  a  day. 
So  also  does  everybody  know 
men  who  keep  them  all,  yet  are 
unsuccessful.  Salesmanship  is 
not  a  matter  of  rules.  The  sales¬ 
man  is  born  and  only  to  a  limited 
extent  can  he  be  made. 


Odd  Quaker  Oats  Suit  in  Indiana. 

The  Quaker  Oats  Co.  has  be¬ 
gun  an  action  at  Indianapolis 
against  Robert  Reed  Irwin,  of 
Jasonville,  Ind.,  who  as  deputy 
prosecutor  of  Greene  County  has 
been  interfering  with  the  sale  of 
“Quaker  Oats”  in  that  county. 
There  is  a  law  of  Indiana  that 
makes  it  unlawful  for  any  person 
to  use  “the  distinguishing  part  of 
the  name  of  any  church  or  re¬ 
ligious  organization  as  the  dis¬ 
tinguishing  part  of  any  trade 
name  or  trade-mark  on  certain 
merchandise.”  Acting  under  the 
authority  of  this  statute,  Irwin 
has  notified  dealers  handling 
cereal  products  that  the  sale  of 
“Quaker  Oats”  is  unlawful  and 
must  cease  when  the  stock  in 
hand  is  exhausted,  and  that  the 
goods  themselves  are  subject  to 
seizure  and  condemnation.  Al¬ 
though  no  prosecutions  have  ac¬ 
tually  begun,  the  dealers  in 
Greene  County  have  ceased  to 
handle  “Quaker  Oats.”  The  pur¬ 
pose  of  the  complainants  in  the 
suit  at  bar  is  to  have  the  statute 
in  question  set  aside  as  unconsti¬ 
tutional. 
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“  Back  ”  to  the  Grocery  Business 
from  the  Law. 

Jackson,  Miss.,  Aug.  5,  1911. 
ro  the  Editor. 

Dear  Sir:— I  am  going  back 
into  the  grocery  business  with  a 
Full  line  of  fancy  groceries  and 
would  like  to  have  you  send  me  a 
late  issue  of  the  “Grocery  World 
and  General  Merchant,”  as  I  want 
to  get  in  touch  with  some  of  your 
fixture  advertisers. 

Thanking  you  in  advance  for 
this  favor,  I  am, 

Yours  very  truly, 

F.  A.  Ward, 
Attorney-at-Law. 

Fixture  manufacturers,  please 
take  notice. 

*  *  * 

Who  Has  Used  the  Talking  Machine 
Scheme  ? 

Mechanicsville,  N.  Y., 

August  4,  1911. 

To  the  Editor. 

Dear  Sir: — The  Standard  Talk¬ 
ing  Machine  Co.,  of  Chicago,  Ill., 
offer  me  six  talking  machines  to¬ 
gether,  twenty-seven  records  with 
each  machine  (double  records) 
and  the  exclusive  agency.  Said 
machines  are  to  be  given  away 
with  $35  worth  of  trade,  I  depend¬ 
ing  upon  sale  of  records  at  65 
cents  each  to  bring  the  “give 
away”  within  reason. 

Will  you  kindly  publish  this  in 
your  “Correspondence  Depart¬ 
ment,”  with  the  request  that  your 
subscribers  who  have  tried  out 
this  scheme  give  their  experience 
with  same.  Also  kindly  give  your 
views  on  the  above. 

By  so  doing  you  will  greatly 
oblige, 

Yours  truly, 

W.  P.  Musi. 

If  any  subscribers  have  used 
this  plan  of  getting  business,  will 
they  write  this  office  how  it 
worked  ? 

*  *  * 


Going  West. 

Elizabeth,  N.  J.,  Aug.  3,  1911. 
To  the  Editor. 

Dear  Sir : — I  expect  to  make  a 
change  for  the  West  soon.  Could 
you  help  me  any  in  instructing  me 
as  to  what  kind  of  a  store  to  build, 
what  kind  of  fixtures  to  get,  and 
the  total  cost  of  an  outlay  of  this 
kind?  I  expect  that  the  business 
will  be  one  of  $600  to  $800  weekly. 


Could  figure  on  store  ground  as 
being  about  80  x  40  feet. 

Thanking  you  for  any  helpful 
information. 

Yours  truly, 

A.  SOMMERVILT.E. 
Helping  this  correspondent  is 
almost  impossible  under  the  cir¬ 
cumstances,  much  as  we  would 
like  to.  It  is  impossible  because 
the  kind  of  a  store  he  should  build 
depends  so  much  on  factors  which 
he  does  not — and  probably  cannot 
— give  us.  The  kind  of  town,  the 
character  of  the  neighborhood, 
the  buying  capacity  of  the  people, 
his  own  financial  resources,  and 
many  other  things.  The  selection 
of  fixtures  depends  much  on  the 
same.  We  would  strongly  advise 
him  to  make  no  such  calculations 
on  the  subject  until  he  has  seen 
the  neighborhood  where  he  pro¬ 
poses  to  locate,  and  has  obtained 
as  much  information  as  he  can  get 
about  it  from  intelligent  people  | 
who  have  lived  there. 

*  *  * 

Names  of  Candy  Manufacturers. 

Albany,  N.  Y.,  Aug.  8,  1911. 

To  the  Editor. 

Dear  Sir : — Kindly  give  me  as 
soon  as  possible  the  names  and 
addresses  of  several  candy  manu¬ 
facturers  who  make  a  specialty  of 
cheap  chocolate  drops,  also  candy 
boxes. 

Thanking  you  in  advance,  we 
beg  to  remain, 

Respectfully  yours. 

The  M.  F.  Delahant  Est., 

Per  J. 

For  candy,  Quaker  City  Choco¬ 
late  and  Confectionery  Co.,  2136 
Germantown  avenue ;  Croft  & 
Allen,  Thirty-third  and  Market 
streets,  both  Philadelphia.  For 
boxes,  G.  A.  Bisler,  245  North 
Sixth  street,  Philadelphia,  Pa. 

*  *  * 

The  New  Florida  Food  Law. 

Jacksonville,  Fla.,  Aug.  8,  1911. 
To  the  Editor. 

Dear  Sir: — We  note  in  your 
issue  of  August  7th  one  of  our 
Florida  merchants  asks  for  infor¬ 
mation  in  regard  to  the  food  and 
drug  law  of  191 1. 

We  are  enclosing  to  you  Cir¬ 
cular  No.  2  issued  by  the  Com 


National  Biscuit 
Company  Products 

Enjoy  the  Goodwill 
of  a  mighty  Nation 

The  National  Biscuit  Company 
has  millions  of  dollars  invested  in 
lands,  buildings,  machinery,  raw 
materials  and  other  necessary 
adjuncts  to  the  carrying  on  of  a 
great  industry.  Yet  all  this  invest¬ 
ment,  all  these  facilities  would 
not  avail  without  the  goodwill 
that  has  become  a  part  of  the 
making  and  selling  of  Uneeda 
Biscuit,  Nabisco  Sugar  Wafers, 
Zu  Zu  and  the  other  National 
Biscuit  Company  In-er-seal 
products. 

“How  does  this  apply  to  my 
business,”  you  say?  In  this  way 
— You  must  have  the  goodwill 
of  the  people  in  your  vicinity  in 
order  to  do  business. 

The  various  products  of  the 
National  Biscuit  Company, 
in  packages  and  in  glass-front 
NATIONAL  cans,  already  enjoy  that  goodwill. 

RicrillT  It  will  bring  trade  to  your  store 

**  — it  induces  habit,  and  your  sales 

COMPANY  profit  thereby. 


MR.  GROCERMAN! 
Your  Interests  Are  Ours,  Too 

- SELL - 

MAPLEINE 

(A  Distinctive  Flavoring) 
Better  Than  Real  Maple 

Made  from  aromatic  roots  and 
herbs  which  have  absorbed  the 
richest  elements  from  sunshine 
and  soil— mountain  air  and  ocean 
breeze.  Many  flavors  blended  and 
mellowed  into  one  delicious  flavor¬ 
ing— that’s  Mapleine. 

Makes  home  made  sugar  syrup 
better  than  real  maple  at  a  cost  of 
50  cents  per  gallon.  Can  be  used 
anywhere  a  flavoring  is  desired. 
ADVERTISED  EVERYWHERE 
NICE  PROFIT 

DEMAND  STEADY  &  GROWINO 
Order  to  day  from  ycur  jobber 

Frank  A.  Smith  Company 
Philadelphia  Agents 

Crescent  Mfg-  Co. 
SEATTLE,  WASH. 


John  Scott  &  Co. 

INCORPORATED 

PHILADELPHIA 

WHOLESALE  GROCERS 

and  Direct  Importers  *f 

Ceylon  and  Assam  Teas 

These  Teas  are  becoming 
more  popular  every  day. 

"Our  prices  are  always  correct" 


PACKERS  OF 


u 
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THE  400 

COFFEE 


Gi  t  hens,  Rex  samer  &  Co. 

PHILADELPHIA,  PA. 

IMPORTERS  ROASTERS 


T*LL  YOUR  CUBTOMKRS  THAT 

RAE’S 

Lucca  Olive  Oil 

la  the  product  of  perfectly  sound,  ripe, 
freshly  picked,  freshly  crushed  and 
pressed  olives,  grown  in  Tuscany,  Italy, 
the  on*  place  In  the  world  where  the 
olive  reaches  perfection.  You  will  not 
only  please  them  but  ysu  will  build  up 
s  splendid  trade  on  Lucca  Oil  at  a  good 
profit.  Prices  In  Price*  Current. 

H.  Kellogg  &  Sons 

Philadelphia 
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missioner  of  Agriculture  which 
covers  the  different  dates  as 
given  for  the  enforcement  of  cer¬ 
tain  portions  of  this  law. 

We  wish  to  keep  you  informed 
from  time  to  time  on  any  infor¬ 
mation  which  we  may  receive 
which  would  probably  he  of  inter¬ 
est  to  your  readers,  and  beg  to 
remain, 

Yours  very  truly, 

Baker  &  Holmes  Co., 
Per  H.  C.  Van  Horn. 

This  circular  provides  that  the 
provision  requiring  the  net  weight 
to  appear  on  the  label  shall  go 
into  effect  on  September  i,  1911, 
and  stickers  can  be  used  for  goods 
on  hand  on  that  day. 

Canned  goods,  vegetables,  pick¬ 
les,  baking  powders,  jellies; 
preserves  on  hand  August  3d,  or 
contracted  for  for  fall  delivery,  if 
in  compliance  with  food  laws  in 
existence  when  bought,  can  be 
sold  until  January  1,  1912.  If 
stickers  showing  the  net  weight 
are  applied  to  such  goods  brought 
into  the  State  before  January  1, 
1912,  they  can  be  sold  after 
that. 

Goods  on  hand  August  3d  con¬ 
taining  not  more  than  1-10  of  1 
per  cent,  of  benzoate  of  soda  can 
be  sold  until  January  1,  1912; 
after  that  no  goods  containing 
benzoate  can  be  sold  in  Florida. 

Goods  containing  saccharine  on 
hand  August  3d  can  be  sold  if 
labeled  “sweetened  with  saccha¬ 
rine.”  No  goods  containing  sac¬ 
charine  can  be  made  or  brought 
into  the  State  after  August  3d. 


THE  NEW  YORK  LETTER 


(Continued  from  page  9.) 

but  next  year  their  supporters 
with  increased  strength  will  try 
to  pass  them. 

*  *  * 

Members  of  the  Tea  Board 
which  recently  decided  to  exclude 
all  colored  teas  from  the  country 
and  Secretary  MacVeagh,  of  the 
Treasury,  are  being  urged  by  tea 
dealers,  especially  the  Western 
ones,  to  change  their  ruling.  The 
Western  men  were  among  the 
first  to  propose  the  regulation,  but 
now  that  they  see  that  China  will 
not  change  her  method  of  manu¬ 
facture  they  are  trying  to  do  away 
with  the  prohibition  on  coloring 
matter. 

Chairman  Hewlett,  of  the 
Board,  said  this  week  that  he 
would  strenuously  oppose  any 
effort  to  change  the  ruling  now 
that  the  Japanese,  Ceylon  and  In¬ 
dia  producers  had  complied  with 


the  regulations.  It  would  be  un¬ 
fair  to  these  countries,  he  said. 

*  *  * 

Importers  and  shippers  are  loud 
in  their  praises  these  days  of  the 


work  being  done  by  the  Federal 
officials  here  in  facilitating  their 
business.  Much  of  the  old  “red 
tape”  is  being  abolished  and  ac¬ 
cording  to  the  dealers,  good, 


Selling  Talks  With  Clerks 

BT  A  MAN  WHO  HAS  BEEN  ONE 


Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’» 
Department  Food  Stores,  Trenton,  N.  J. 


“I  Will  Obey.”— When  the  Mi¬ 
kado  called  Togo,  the  Japanese 
“Sea  Fighter,”  to  the  Palace  and 
said  to  him,  “Crush  Russia’s  Sea 
Fighting  Power,”  he  replied,  “I 
will  obey.”  That  was  all.  He 
obeyed  all  right. 

If  there  is  one  thing  more  dis¬ 
tressing  to  a  superior  officer  than 
any  other,  it’s  when  he  gives  an 
order  for  a  thing  and  the  man  to 
whom  he  addresses  the  order . 
hesitates. 

This  sort  of  thing  works  havoc 
with  a  fellow.  Keep  off  the  list 
of  “Plesitates.”  Get  on  the  list  of  1 
“Obeys”  and  stay  there  until  your! 
time  comes  to  be  obeyed. 

If  the  order  is  an  honorable  one 
that  should  settle  it.  “If s”  and 
“ands”  mustn’t  enter  into  it.  Your 
answer  must  be  prompt  and  de¬ 
cisive  if  you  want  to  be  consid¬ 
ered  the  kind  of  man  worth  hav¬ 
ing  around. 

*  *  * 

Thought  Of  Asparagus? — Likely 
your  new  asparagus  is  in.  Make 
it  known  early.  Next  monfli  it 
will  begin  to  be  an  old  story. 

“This  is  our  first  showing  of 
this  year’s  pack  of  asparagus. 
This  can  holds  something  like  20 
stalks  and  will  be  our  25-cent 
leader.  That  is  the  ‘Mammoth 
Green’  and  this  is  called  the 
‘Giant  White,’  the  highest  quality 
packed. 

“It  is  brought  to  perfection 
under  the  ground,  and  on  account 
of  its  tenderness,  flavor  and  gen¬ 
eral  delicacy  is  now  in  great  de¬ 
mand. 

“We  have  the  tips,  too,  in  these 
small  cans  /that  we’re  going  to 
sell  at  25  cents.” 

*  *  * 

Selling  Salt. — You  know  there 
are  people  who  stick  to  the  “bag” 
salt  all  the  year  around. 

And  the  fault  is  ours. 


We  don’t  do  enough  demon¬ 
strating. 

Easy  enough  to  pick  up  a  box 
of  “Shaker”  salt  and  show  how 
easy  and  free  it  runs  on  to  a  sheet 
of  blue  paper.  Tell  her  there’s  no 
need  to  pound  the  saltcellar,  nor 
pick  up  a  damp  mass  on  the  end 

of  a  knife,  and  she’ll  see  the  point. 

*  *  * 

Hold  Your  Tea  Trade. — People 
will  get  away  from  you  occasion¬ 
ally,  there’s  so  much  canvassing 
going  on  and  so  many  apparent  in¬ 
ducements  are  thrown  out.  Ham¬ 
mer  on  quality — on  flavor,-  new¬ 
ness  and  strength.  Show  the 
economy  of  using  a  teaspoonful  to 
a  cup  instead  of  half  a  handful  to 
get  the  same  strength  results  and 
still  minus  fragrance.  On  top  of 
this  hand  out  another  sample  of 
your  “latest  arrival”  and  follow 
up  the  sample.  Keep  at  it  until 
you  win  her  over,  because  no 
store  can  afford  to  lose  a  regular 
tea  customer,  not  only  for  what 
she  buys  but  for  what  she  says 
when  “company  comes.” 

*  *  * 

Decorate  the  Front. — “Things 
down  our  way”  are  at  their  best 
now.  It’s  time  to  have  a  lay  out. 

A  dozen  branches  of  sumac 
changes  the  whole  front. 

Make  a  background  of  it. 

Mix  them  with  your  display  of 
tomatoes. 

Peaches,  cucumbers,  etc. 

Do  it  big. 

Go  out  or  send  out  and  get  sev¬ 
eral  armfuls  of  golden  rod.  Bring 
in  a  lot  of  these  yellow  flowers 
that  grow  wild  all  over  your 
neighborhood.  Think  they’re 
called  Japanese  sunflowers.  Make 
a  week  of  it — stir  things  up  and 
get  a  low  price  on  something, 
every  day. 

It’s  the  height  of  the  season  and 
the  time  to  celebrate. 


— - ^ 

common  sense  methods  are  taking 
the  place  of  the  old  formalities. 
In  the  Customs  House  the  clerks 
of  Collector  Loeb  and  Naval 
Officer  Kracke  are  working  hand 
in  hand.  Many  of  these  clerks  do 
work  on  similar  lines.  These  are 
now  working  together  and  the 
results  are  pleasing.  In  the  old 
days  much  time  was  lost  by  busi¬ 
ness  men  in  running  around  from 
one  office  to  another.  Now  the 
officials  of  both  departments  oc¬ 
cupy  adjoining  rooms.  If  one 
wishes  to  see  the  cashier  of  the 
Collector  and  then  the  cashier  of 
the  Naval  Officer,  he  will  find 
both  in  the  same  room.  Natu-  ' 
rally  this  method  is  saving  much 
time. 

*  *  * 

The  annual  meeting  of  the 
American  Spice  Trade  Associa¬ 
tion  was  held  this  week.  The  as-JJ 
sociation  reported  that  everything 
was  running  along  smoothly,  the 
association  was  in  excellent  shape 
and  business  good.  Among  the 
pleasing  reports  was  that  of  the 
Arbitration  Committee,  appointed 
to  settle  differences  as  to  selling 
contracts  between  buyer  and 
seller.  It  reported  that  but  three 
cases  had  been  appealed  to  it  this 
year  and  that  these  were  disposed 
of  to  the  satisfaction  of  4)Oth 
parties. 

*  *  * 

Members  of  the  New  York  Hav 

j  J* 

Exchange,  at  a  meeting  last  week, 
decided  to  appeal  to  the  Interstate 
Commerce  Commission  to  get  re¬ 
lief  from  the  terms  for  storage 
recently  made  by  the  New  York 
Central  Railroad.  Under  the  old 
terms  the  rate  of  storage  was  $1 
per  da)'.  Under  the  new  terms 
the  first  two  days  will  be  charged 
at  the  rate  of  $1  and  after  that  $3 
per  day.  The  merchants  declare 
that  such  rates  will  force  them  to 
move  to  Jersey  City  and  use  other 
railroads,  depending  on  lighterage 
to.  bring  their  produce  to  the 
city. 

*  *  * 

Many  grocers  in  Brooklyn  have 
suffered  as  a  result  of  the  strike 
on  the  Coney  Island  and  Brook¬ 
lyn  Railroad.  The  company  has 
employed  “green”  motormen  and 
between  fear  of  strikers  and  poor 
judgment  of  speed  the  cars  are  a 
continual  menace  to  pedestrians 
and  drivers  of  delivery  wagons. 
Many  wagons  have  been  hit  by 
cars  and  in  some  cases  the  drivers 
seriously  injured.  The  strike 
seems  to  be  “fizzling  out,”  how- 
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IS 


er,  and  the  grocers  are  giving- 
sigh  of  relief. 


Summarized  Market  Con¬ 
ditions. 

Business  in  the  coffee  market 
is  week  was  quiet.  Roasters 
irchased  in  small  quantities,  the 
ices  being  too  high  to  suit  buy- 
s.  It  is  suggested  that  the 
que  which  control  the  situation 
»th  here  and  in  Brazil  are  trying 
raise  the  prices.  It  is  thought 
•  most  dealers,  however,  that 
e  new  crop  will  force  prices 
iwnward.  Santos  was  in  de- 
and  at  firm  prices.  The  mild 
iffee*  attracted  little  attention. 
The  tea  market  is  strong  and 
live.  Western  cities  are  re¬ 
nted  as  Being  practically  with- 
it  supplies.  Japan  and  Ping- 
leys  are  in  demand.  Black  teas 


Receipts  of  eggs  have  some¬ 
what  decreased  this  week,  but  t’.ic 
market  is  still  well  supplied  with 
all  grades.  Prices  are  unchanged. 
Western  eggs  of  good  quality  are 
selling  well,  but  the  supply  of 
nearby  eggs  of  high  grade  is  un¬ 
usually  liberal  and  this  grade  has 
accumulated  somewhat. 

Fred.  A.  McGill. 


AMONG  THE  TRADE. 

Frank  Halpen,  of  Halpen, 
Green  &  Co.,  is  back  from  his 
European  trip. 

Harry  G.  Peddle,  president  of 
the  J.  Frank  Shull  Co.,  is  on  a 
two  weeks’  vacation. 

There  is  a  rumor  that  one  of 
the  small  chain-store  concerns  is 
in  difficulties. 


e  a  little  higher  this  week  as  a 
suit  of  the  apparent  elimination 
the  Chinese  imports. 

The  raw  sugar  market  is  higher 
is  week,  but  buyers  are  holding 
f  hoping  that  a  break  abroad 
ill  force  holders  to  lower  their 
lotations. 

Withdrawals  of  refined  sugar 
e  still  heavy.  No  new  business 
yet  being  done,  but  dealers  are 
tisfied  with  the  consumption, 
ealers  in  both  East  and  West 
e  still  well  supplied  on  con 
acts,  so  no  new  business  can  be 
cpected. 

Canned  peas  are  attracting  a  lot 
:  attention  from  buyers,  but  the 
ranufacturers  are  already  almost 
)ld  out.  Second  hands  need 
/erything  they  have  been  able 
)  secure  for  their  own  trade,  so 
rat  the  buyers  have  about  given 
p  hope  of  getting  additional 
uantities  they  need.  Tomatoes 
re  quiet,  buyers  waiting  for  crop 
evelopments.  Corn  is  quiet  but 
rm. 

California  canned  peaches  are 
till  in  demand,  prices  being 
lightly  higher.  Apricots  and 
berries  are  scarce.  State  gallon 
pples  are  active  at  steady  prices 

The  average  quality  of  the  but- 
er  received  here  this  week  is 
;reat  improvement.  The  ■  supply 
)f  strict  specials  is  large  enough 
o  meet  the  demand,  only  a  few 
avorite  marks  selling  over  the 
juotation  27  cents.  The  shortage 
if  low  grade  fresh  creamery  is 
leing  made  up  by  a  supply  0: 
"ather  defective  old  creamery. 
Process  butter  is  firm  in  price  but 
has  little  demand. 


Announcement  was  made  on 
Thursday  that  the  Federal  Bis¬ 
cuit  Co.,  of  New  York,  had  pur¬ 
chased  the  entire  business  of  the 
A.  J.  Medlar  Co.,  Ltd.,  Nos.  1424- 
36  Fairmount  avenue,  one  of  the 
oldest  baking  concerns  in  this 
city.  The  purchasers  have  also 
acquired  the  real  estate  of  the 
company  and  intend  to  greatly 


Here’s 

Some 

News 


tfjl  If  you’ ve  never  sold  James 
W.  Shinn’s  Liquid  Rennet, 
you’ve  probably  never  had 
the  comfort  of  selling  Rennet 
you  could  positively  guaran¬ 
tee. 

Every  bottle  of  Shinn’s  is 
guaranteed.  Safe,  because  it 
doesn’t  spoil,  like  most  ren¬ 
nets.  And  work — you  can 
promise  that  it  will  coagulate 
milk  in  two  to  five  minutes 
with  perfect  safety. 

Unclean  rennet  is  a  loath¬ 
some  abomination.  Shinn’s 
Rennet  is  the  cleanest  rennet 
possible  to  make. 

Shinn  &  Kirk 

1400  Spruce  St.,  Phila 


BURK’S 


« 


Butternut  Bacon 

(Trade-Mark  Reg.  U.  S.  Pat.  Off.) 


Among  the  many  brands  on  the  market,  this  Bacon 
is  a  distinct  favorite,  being  selected  from  prime  corn- 
fed  pigs.  It  is  mild,  sweet  and  of  exquisite  flavor, 
specially  cured  with  granulated  sugar. 

It  is  not  sold  sliced  or  in  jars,  but  is  put  up  in 
narrow  strips  cut  absolutely  square,  strung  with 
white  cord,  making  any  waste  impossible;  wrapped 
in  high  glazed  and  parchment  paper  and  embellished 
on  two  sides  with  an  attractive  label  of  alternate  blue 
and  white  diagonal  bars  bearing  the  words  Burk  s 
Butternut  Boneless  Breakfast  Bacon.  A  red  seal  is 
also  attached  to  the  cord,  stating  the  specific  merits 
of  this  product. 

The  package  makes  an  attractive  window  display 
and  because  of  its  distinctive  label  is  readily  recog¬ 
nized  at  a  distance. 

“Butternut”  Bacon  is  the  best  for  family  use. 

BurK’s  Lard 

(KETTLE  RENDERED) 

is  guaranteed  absolutely  pure  and  to  contain  nothing 
but  what  comes  from  rendering  good,  wholesome  hog 
fat.  Moreover,  everything  that  was  in  the  hog  fat 
is  retained;  none  of  the  original  properties  are  ex¬ 
tracted. 

Many  brands  of  Lard  are  “pure,”  but  the  rich  oils 
have  been  extracted  so  that  manufacturers  can  make 
a  larger  profit. 

Others  are  Steam  (or  Tank)  Rendered  and  as  a 
result  of  the  condensation  of  the  steam  used  in  this 
process,  contain  a  large  percentage  of  moisture,  which 
not  only  reduces  the  quality  of  the  Lard,  but  causes 
it  to  sputter  and  splash  when  it  is  used  for  frying. 

Burk’s  Lard  contains  no  Stearine 

Notwithstanding  the  Government  permits  the  use 
of  5  per  cent,  of  Stearine  in  “Pure  Lard”  without  men¬ 
tion  being  made  thereof  on  the  label,  we  do  not  avail 
ourselves  of  this  privilege,  having  shipped  Lard  for 
years  without  the  use  of  any  stiffening,  because  it 
would  reduce  the  natural  richness  of  our  product. 

LOUIS  BURK 

Girard  Avenue  and  Third  Street 
PHILADELPHIA 
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enlarge  the  facilities  of  the  plant. 
The  company  will  also  shortly 
install  an  auto  delivery  system  for 
its  products  in  this  city.  The 
Federal  Biscuit  Co.  is  the  biscuit 
combine  whose  incorporation  was 
recently  reported  in  these  col¬ 
umns.  It  is  capitalized  at  $30,- 
000,000,  and  has  options  on  a  large 
number  of  other  bakeries,  though 
owning  and  operating  only  four 
or  five  at  the  present  time. 


Philadelphia  Retailers  Working 
on  Co-operative  News¬ 
paper  Advertising. 

Members  of  the  Local  Association 
Asked  to  Pledge  Themselves  to  Give 
$26  per  Year  to  Advertise  With 
Other  Members  in  Daily  Papers. 
Plan  Similar  to  that  in  Use  in  Wash¬ 
ington,  D.  C. 

The  Philadelphia  Retail  Gro¬ 
cers’  Association  is  endeavoring 
to  organize  as  many  of  its  mem¬ 
bers  as  can  be  into  a  “co-oper¬ 
ative  publicity  bureau”  which  will 
advertise  in  the  daily  papers  much 
as  the  “League  of  Consumers’ 
Friends,”  of  Washington,  D.  C., 
advertise.  Members  of  the  asso¬ 
ciation  are  being  asked  to  sign 
the  following  agreement: — 

Application  for  Membership  in 
the  Golden  Rule  Co-Operative 
Publicity  Bureau. 

(sign  full  name  and  forward  to 

THIS  OFFICE) 

M.  N.  Pennepacker,  Chairman. 

Dear  Sir  : — I,  the  undersigned,  be¬ 
ing  a  member  in  good  standing  in 
the  Retail  Grocers’  Association  of 
Philadelphia,  do  hereby  petition  you 
to  accept  my  application  to  mem¬ 
bership  in  the  Golden  Rule  Co-Op¬ 
erative  Publicity  Bureau,  and  do 
hereby  agree  to  abide  by  such  provi¬ 
sions  and  regulations  as  may  be 
properly  adopted  from  time  to  time. 

I  do  also  bind  myself  to  pay  the 
sum  of  $26  in  such  sums  as  to  equal 
fifty-two  payments  of  50  cents  each, 
payments  to  begin  within  ten  days 
after  notice  of  permanent  organiza¬ 
tion,  and  to  be  completed  within 
twelve  months  of  the  same  notice. 

Name  . ■ . 

Address  . 

The  chairman  of  the  committee 
in  charge  is  M.  N.  Pennepacker, 
a  well-known  retail  grocer  at 
Thirty-third  and  Market  streets. 

The  plan  hopes  to  obtain  gro¬ 
cers  in  all  sections  of  the  city  who 
will  simultaneously  advertise  the 
same  articles  at  the  same  prices 
in  the  daily  papers.  Thus  news¬ 
paper  readers,  no  matter  where 
they  are  located,  can  buy  the  ad¬ 
vertised  goods. 

Pineapples  are  largely  in  evi¬ 
dence  and  average  $3.75  per  crate 
for  the  best  24s.  The  demand  is 
limited. 


Messrs.  Yates  &  McGuire,  re¬ 
tail  grocers  of  Asheville,  N.  C., 
send  in  a  batch  of  newspaper  ad¬ 
vertisements  which  they  have 


For  Goodness  Sake 

Clean  that  small  boys’  bands.  FLASH  will  clean 
them  easily  and  after  he  uses  it  once  you  will 
have  no  trouble  to  gjet  him  to  use  it  again. 

10c  per  Box 

Yates  <Sc  McGuire 

Tit*  Horn*  of  Oood  Coftoo.  Ptioooo  221  and  >;» 


used  from  time  to  time  in  their 
local  paper.  They  enclose  them 
in  an  envelope  which  I  assume 
was  furnished  them  by  Reid, 
Murdoch  &  Co.,  wholesale  gro- 


Unfon  Odorless  Cooking  Oil 

'I'li is  is  refined  cotto;t  seed  oil  and  is  used  f«»V 
cooking  and  for  junking  salad  dressing. 

Full  Quart  Cans  30c 


Yates  &  IVIoGutre 

Tu#  Hunt*  e't  Ogo4  CoRcb.  PhnntB  221  «nd  >7» 


cers  of  Chicago.  It  is  an  exceed¬ 
ingly  handsome  envelope.  In  the 
upper  left  hand  corner  it  bears  the 
name  of  Reid,  Murdoch  &  Co., 
just  below  that  the  reproduction 
of  a  catsup  bottle  in  colors,  and 
on  the  back  also  in  colors,  repro¬ 
ductions  of  Reid  &  Murdoch’s 
brands  of  baking  powder,  coffee 
and  spices.  I  think  it  is  a  great 
mistake  for  a  retail  grocer  to  give 
himself  away  in  this  way  as  an 
advertising  medium.  Every  en¬ 
velope  that  leaves  a  retailer’s 
store  should  bear  his  own  busi¬ 
ness  imprint.  It  carries  dignity 
and  impressiveness  with  it,  and 
considering  the  small  cost,  it  is 
negligent  and  short  sighted  not  to 
do  it.  I  would  much  rather  use  a 
plain  envelope  than  one  advertis¬ 
ing  somebody  else,  even  though 
that  somebody  else  is  not  my 
competitor.  Especially  where  the 
envelope  bore  my  own  name  and 
address  in  no  way  whatever.  I 


suppose  the  point  of  this  Reid  & 
Murdoch  envelope  is  that  Yates 
&  McGuire  sell  the  products 
shown  on  it,  but  if  that  is  so  there 
is  a  much  better  way  of  getting  at 
it,  and  Reid  &  Murdoch  are  them¬ 
selves  short  sighted  in  not  seeing 
it.  The  envelopes  they  supply  to 
retailers,  if  they  supply  any, 
should  bear  the  retailer’s  own 
name  and  address,  with  additional 
matter  on  regarding  the  products 
shown  here  and  the  statement 
“we  sell  them.”  There  isn’t*  a 
thing  on  this  envelope  now  to 
show  that  Yates  &  McGuire  sell 
the  Reid  &  Murdoch  products, 
and  the  whole  force  of  the  adver¬ 
tisement  is  therefore  thrown  away 
as  to  Reid,  Murdoch  &  Co.,  be¬ 
sides  being  of  less  than  no  value 
to  Yates  &  McGuire.  Personally, 
however,  I  believe  in  keeping 
other  people’s  advertising  off 
your  business  stationery.  It 


Fresh  Cheeses 

Roquefort,  Etlan.'Rine  Ap¬ 
ple,  Imported  Swiss,  01  i- 
mentft,  MacLarens  Imper¬ 
ial,  Philadelphia  Cream, 

Snappy,  Stilton,  New  York 
Full  Cream. 

All  the  best  quality. 

Yates  Sc  McGuire 

Tbs  Hunt  of  Good  Con—.  Pt>oo«t  121  »J» 

should  be  made  as  high  grade  and 
individual  as  possible. 

*  *  * 

The  advertisements  sent  were 
all  of  the  uniform  size  of  three 


Canned  Celery 

Is  white  ftnd  tender,  splen¬ 
did  for  salads. 

25c  per  Can 


Yates  &  McGuire 

fill  Horn#  of  Good  Cofto*.  Phoeo*  221  «f><2 


they  are,  I  imagine  they  showed 
up  pretty  well  in  the  newspaper 
page.  I  don’t  like  an  advertise¬ 
ment  of  the  order  of  “Fresh 
Cheeses,”  however.  What  is 
there  in  that  except  the  names  of 
cheeses  which  most  grocers  keep? 
I  can’t  conceive  of  such  advertis¬ 
ing  bringing  results.  Most  of 
this  series,  however,  are  like  the 


Cliquot  Club  Ginger 
Ale 

Is  inj>de  out  of  the  purest  w^terand  the  best  gin- 
gcr.  It  has  the  snap  to  it  that  you  will  like. 

$1.50  PER  DOZEN 

Yates  Sc  McGuire 

TLb  il«n.  o  1  Ccod  C»tl—  >(»•*  itl  aad  III 


others  I  am  reproducing;  they  ad¬ 
vertise  one  thing  and  give  the 
price.  Advertisements  like  the 
cheese  advertisement  could  well 
be  condensed  into  a  foot  note  to 
some  other  advertisement  . 

*  *  * 

If  the  paper  in  which  these  ad¬ 
vertisements  appear  is  a  good 
paper  and  is  read  by  a  consider¬ 
able  number  of  people,  my  judg¬ 
ment  is  that  they  should  get  re¬ 
sults. 

*  *  * 

Please  let  me  have  more  nAatter. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


inches  double  column.  I  am  re-  Jersey  champion  grapes  are  in 
producing  several  of  them  here  in  market  at  an  average  price  of  I2R> 
much  reduced  form.  cents.  Maryland  concords  are 

*  *  *  also  in  market  at  $i  per  case  of 

These  are  pretty  good  little  ad-  eight  baskets.  These  are  low 
vertisements  and  displayed  as  prices  for  the  start-off. 
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Phis  Manufacturer  Would  Prevent  Price 
Cutting  by  Abolishing  All  Prices  But 
One— the  Retail  Selling  Price 

werybody,  Jobber,  Retailer  and  Consumer,  All  Pay  the  Same 
Figure.  Jobber  Gets  His  Profit  by  a  Discount  and  Retailer 
Gets  His  by  a  Cashable  Draft  in  Every  Box.  Must  Say  He 
Has  Kept  the  Price  Up. 


Mr.  A.  Schilling,  the  well- 
novvn  San  Francisco,  Cal.,  manu- 
icturer  of  food  specialties,  has 
ent  this  journal  a  description  of 
new  plan  of  selling  goods  which 
ie  is  experimenting  with  on  the 
oast,  and  about  which  he  is  very 
nthusiastic.  The  object  of  the 
dan  is  to  maintain  fixed  prices  on 
he  products  to  which  it  is  applied, 
.nd  its  strong  point  is  that  the 
>rice  is  the  same  to  jobber,  re¬ 
ader  and  consumer,  the  middle- 
nen  getting  their  profits  in 
inique  ways. 

Here  is  Mr.  Schilling’s  own 

lescription  of  the  plan : — 

Merchants  have  injured  them¬ 
selves,  most  seriously  and  beyond 
their  ability  to  repair  the  damage, 
by  cutting;  so  that,  from  cutting 
alone,  the  business  of  being  a  mer¬ 
chant,  in  some  lines,  is  no  longer 
profitable.  For  example :  grocers 
sell  half  of  their  goods  at  a  margin 
too  small  to  cover  expense ;  and  can’t 
help  it.  They  are  so  many  and  dif¬ 
ferent,  then  can’t  act  together.  All 
but  one  in  a  citv  or  town  may 
agree;  one  refuses  and  keeps  the 
whole  business  unprofitable.  This 
condition  exists  in  every  city  and 
village  in  the  United  States;  per¬ 
haps  also  everywhere  else.  A  great 
many  grocers  fail — more  than  in 
any  other  business. 

Here  is  a  business,  in  which  200,- 
000  men  are  feeding  the  whole  Amer¬ 
ican  people;  an  indispensable  busi¬ 
ness  ;  unprofitable,  because  men  in 
it  won’t  let  it  be  profitable;  and 
they  can’t.  Individually  they  can ; 
as  a  body  .they  can’t,  for  some  of 
them  won’t. 

Nobody  wants  to  sell  at  a  loss; 
but  the  habit  is  set,  the  custom  is 
set;  it  takes  force  and  time  and 
pluck  and  stick-to-ative-ness  to 
change ;  and  some  one  grocer  in 
every  neighborhood  won’t.  It  will 
never  be  done  by  grocers  them¬ 
selves.  A  grocer  does  not  stand  by 
himself ;  not  even  a  neighborhood 
stands  by  itself;  the  next-one  pre¬ 
vents.  It  can’t  be  done  by  grocers 
themselves ;  they’ve  got  to  have  help. 

The  same  condition  of  helpless¬ 
ness  prevails  more  or  less  in  other 
businesses;  worst  with  grocers  for 
obvious  reasons.  There  are  several 
grocers  competing  for  every  fam¬ 
ily’s  trade ;  that  trade  is  a  little 
stream,  which  is  easily  turned  from 
one  store  to  another;  the  goods 
are  few  and  familiar,  the  prices  fa¬ 
miliar;  the  stores,  the  men  and 
boys,  their  manners  and  service,  are 
known;  comparison  forces  itself  on 
the  mind.  Competition  includes  all 
these;  but  the  grocer  thinks  only  of 
price,  or  more  of  price  than  of  any¬ 
thing  else,  and  sees  no  way  to  win 
but  to  cut. 


Let  us  start  by  laying  it  down 
that  a  grocer  can’t  make  his  own 
price  on  some  of  his  goods ;  he 
must  “meet  competition.”  He  does. 
That  is  cutting.  One  cuts;  the  next 
ones  cut;  they  all  cut;  cut  price 
is  established ;  customers  won’t  pay 
more;  the  business  is  gone  to  the 
dogs.  It  applies  to  competing 


The  business  is  in  those  goods 

that  are  safe  to  the  trade,  because 
they  are  wanted  just  as  they  are  at 
the  price,  and  the  maker  takes  the 
risk  of  them. 

The  profits  have  to  be  fair,  as 
you'd  see  in  a  minute.  The  mak¬ 
er’s  profit  is  small ;  the  wholesaler’s 
larger;  the  retailer’s  larger;  the 
broker’s  almost  nothing. 

Fair  profit  is  profit  enough  to  pay 
cost  and  expense,  and  an  income 
according  to  what  one’s  time  is 
worth. 

The  retail  price  is  the  only  price 
there  is.  It  is  got  by  adding  the 
cost  and  profits  together.  If  too 
much  the  consumer  won’t  buy,  and 
the  business  breaks  down.  If  too 
little  the  dealer  won’t  buy,  and  the 
business  breaks  down. 

So  the  cost  and  the  profits  and 
price  must  be  made  about  right. 

The  “service  draft,”  as  it  is 

called,  is  issued  in  the  following 

form : — 


OAKDALE 


SPECIMEN 

New-Way  Service-Draft 

for  retailer’s  profit  on  one  case  (1  doz  16-oz  cans) 

No.  3793  L 1  San  Frandsco 

At  sight  at  our  office  during  our  .business  hours  we  will 
pay  to  the  order  of  any  retailer  of  groceries  through  any  bank,  banker  or 
wholesale  grocer  one  and  im  dollars  on  presentation  $1.35 

of  this  draft  endorsed  as  required  on  back 

( Signature ) 


goods,  about  half  of  a  grocer’s 
stock.  It  costs  as  much  to  sell  that 
half  as  the  other;  and  where  is 
the  money  to  pay  these  costs?  That 
is  the  condition  everywhere.  What 
you  want  is  the  profit  on  those 
goods.  Your  friend,  the  maker  of 
those  very  goods,  if  he  is  your 
friend,  is  the  man  to  smash  your 
obstacles,  open  your  road,  and  se¬ 
cure  you  that  profit — by  this  New 
Way. 

The  maker  fixes  the  retail  price 
by  adding  together  the  cost  and  the 
several  profits. 

He  bills  to  the  jobber  at  that 
price,  less  10  (or  some  other)  per 
cent.,  2  per  cent,  for  cash. 

The  jobber  must  keep  to  the 
maker’s  terms. 

The  jobber  bills  to  the  retail  deal¬ 
er  at  retail  price,  2  per  cent,  for 
cash,  but  no  trade  discount. 

The  retailer  finds  in  the  ,case,  on 
receipt  of  the  goods,  a  bankable 
paper  good  for  his  profit  on  that 
case.  In  indorsing  that  profit  draft 
(we  call  it  service  draft;  it  isn’t 
all  profit)  he  states  that  he  has  not 
cut,  and  agrees  not  to  cut,  the  goods 
in  that  cas#.  He  pays  that  draft 
to  his  jobber  as  cash;  it  is  cash. 
The  jobber  passes  it  on  to  the 
maker. 

The  service  draft  is  marked ;  the 
goods  in  the  case  bear  the  mark. 
When  the  draft  comes  back  to  the 
maker,  it  traces  the  goods.  It  is  a 
misdemeanor  to  tamper  with  that 
identity  mark  on  the  goods. 

It  separates  wanted  goods  from 
the  general  mass.  They  are  safe  to 
buy;  the  New  Way  makes  them 
entirely  safe;  the  maker  money- 
backs  them  wherever  they  are ;  who¬ 
ever  owns  them,  wholesale  or  re¬ 
tail  can  sell  them  at  cost;  the  con¬ 
sumer  can  have  her  money.  It 
deals  in  those  wanted  goods  and  no 
others. 

It  is  simple;  it  is  especially  easy 
to  do  one’s  part  in,  in  business. 


PRETZELS 


Have  won  and  deserve  the  reputation  of 

“HIGHEST”  GRADE 
“CLEANEST”  MADE 

Baked  in  TEN  Varieties 

Packed  in  packages  to  retail  at 
5  cents,  10  cents  and  15  cents. 
Packed  in  boxes  and  barrels  to 
retail  by  the  pound. 

More  pretzels  are  being  sold 
every  year  because  doctors  are  rec¬ 
ommending  them  as  appetizing, 
wholesome,  nourishing,  accept¬ 
able  to  a  weak  stomach  and  better 
for  the  children  than  candy  or 
cake — and  because  “Oakdale” 
Pretzels  are  so  good  everybody 
likes  them. 

Write  for  samples  and  prices,  or 
better— let  us  send  you  a  trial  box, 
returnable  at  our  expense  if  it  does 
not  sell.  Write  to-day. 


Oakdale  Baking  Co. 

Tenth  and  Susquehanna  Ave. 

- PHII  .AnRI.PH  IA  = 


Mr.  Schilling  contends  that 
when  the  retailer  endorses  this, 
as  he  must  do  to  cash  or  pass  it, 
he  gives  his  word  that  he  has  not 
cut  the  price.  Here  is  the  matter 
which  he  signs  when  he  endorses : 
Pay  to  the  order  of 

and  in  consideration  of  the  within 
sum  I  hereby  state  that  I  have  not 
sold  and  will  not  sell  the  product 
for  which  this  draft  is  issued  for 
less  than  45  cents  per  package. 

(Signature  of  Retailer  of  Groceries.) 

Postoffice  . . 

State  . 

Notice. — The  indorsement  must 
be  complete  on  the  dotted  lines, 
name,  postoffice  and  State,  with¬ 
out  change  of  the  printed  form. 

The  drafts  are  kept  on  file  and 
at  once  identify  any  dealer  who 
has  cut  the  price. 


How  Do  You  Feed  Your  Horses? 

Most  of  you  are  anxious  to  properly 
feed  your  horses,  but  have  not  been  able 
to  obtain  the  right  device  to  secure  the 
best  results  for  your  horse  and  your¬ 
self.  The  Comfort  Feed  Bag  Co.,  of 
1029  Vine  street,  Philadelphia,  whose 
advertisement  appears  on  another  page, 
has  a  device  for  attaching  the  feed  bag 
to  the  shafts  of  the  wagon  that  will  ap¬ 
peal  to  every  owner  of  teams  who  will 
take  the  time  to  examine  it. 


The  first  Jersey  watermelons 
are  in  market  and  range  from  15 
to  22  cents  each.  The  demand  is 

fair. 


Flies  Fear 
Electric 
Fans 


The  Philadelphia  Record  of 
July  25th  says  ; — 

“Practically  the  only  thing  a  fly 
is  afraid  of  is  an  Electric  Fan.  An 
Electric  Fan  will  keep  flies  off  from 
windows,  showcases,  candy  and 
food  stuff  exposed  for  sale,  or  from 
vegetables,  if  allowed  to  play 
over  the  place  or  wares  to  be  pro¬ 
tected.  More  than  one  merchant 
has  found  the  Electric  Fan  invalu¬ 
able  to  keep  flies  out  of  the  store. 
By  placing  a  fan  near  the  main 
entrance,  so  that  the  air  current 
flows  toward  the  doorway,  very 
few  flies  will  enter.  Flies  take 
iittle  comfort  in  a  room  where  an 
Electric  Fan  is  in  operation. 

“Aside  from  keeping  the  rooms 
cool  and  sweet,  the  Electric  Fan 
is  very  valuable  to  drive  away 
flies.  This  deadliest  of  all  house¬ 
hold  pests  likes  stagnant  air,  hot 
and  stuffy  rooms  and  is  not  found 
at  all  where  the  air  is  pure,  clean 
and  vigorously  stirring.” 


The  Philadelphia 
Electric  Company 

TENTH  AND  CHESTNUT  STS. 
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CXV. — When  Short  Weight  or  Measure  is  Not  a  Crime. 


One  of  the  papers  in  which 
these  articles  appear  sends  me  an 
inquiry  to  be  answered  which  is 
sufficiently  important  to  warrant 
an  article  on  when  short  weight 
or  measure  is  a  crime  and  when 
it  is  not.  The  inquiry  is  as  fol¬ 
lows  : — 

You  are  undoubtedly  aware  that 
the  manufacturers  who  sell  binding 
twine  have  always  charged  for  gross 
weight,  including  burlap  and  lash¬ 
ings.  For  your  information  let  me 
state  that  the  Usual  method  of  pack¬ 
ing  binder  twine  is  to  put  ten  balls 
in  a  burlap  sack  and  lash  this  sack 
strongly  with  rope  J4  inch  in  diam¬ 
eter.  The  bales  average  50  pounds 
gross  weight.  I  stripped  one  re¬ 
cently  and  find  the  burlap  weighed 
12  ounces  and  the  rope  weighed  il/2 
pounds.  The  average  weight  of 
.each  ball  in  the  bale  was  454  pounds. 
When  a  single  ball  of  this  twine  is 
sold  at  retail  the  dealer  usually 
quotes  a  price  per  ball,  and  not  per 
pound.  Bale  lots  are  usually  billed 
as  50  pounds  and  at  somewhat  a 
lower  price  per  pound  than  that 
charged  for  a  single  ball.  I  do  not 
believe  that  dealers  have  ever  suf¬ 
fered  a  loss  in  this  regard,  because 
they  are,  as  a  rule,  cognizant  of 
the  short  weight. 

Another  fact  which  you  might 
wish  to  consider  is  that  the  value  of 
the  lashing  is  fully  as  great,  or 
greater,  per  pound  than  that  of  the 
binder  twine.  The  rope,  however, 
being  cut  in  short  lengths,  is  not 
of  course  as  valuable  as  though 
it  were  in  a  large  coil.  The  reason 
for  lashing  sacks  of  binder  twine 
is  to  have  the  goods  reach  their 
destination  in  good  order  and  the 
lashing  is  very  well  done.  I  think, 
however,  the  packing  could  be 
lighter  .and  still  assure  safety  in 
transit. 

Another  feature  of  this  particular 
line  which  may  tend  to  complicate 
matters  still  further  is  that  weights 
are  always  placed  on  coils  of  cord¬ 
age  when  it  is  newly  made  and  wet, 
and  there  is  always  a  shrinkage  in 
weight  after  goods  are  shipped  be¬ 
cause  of  dry  atmosphere  in  stores 
and  warehouses. 

As  I  understand  it,  the  practice 
is  positively  against  the  law  at  the 
present  time.  What  position  should 
the  retailers  take,  and  what  position 
are  they  taking?  Are  they  submit¬ 
ting  to.  this,  or  are  they  insisting 
on  paying  only  for  net  weight?  I 
think  we  should  pay  only  for  net 
weights,  but  if  the  contrary  is  the 
prevailing  custom,  I  do  not  want 
to  be  the  only  one  to  stand  out  for 
my  rights. 

in  various  sections  of  the  coun¬ 
try  there  ’nave  of  late  been  short 
weight  crusades,  always  attended 


with  much  newspaper  publicity 
and  reflecting  very  seriously  upon 
the  merchants  implicated.  The 
crusades  have  affected  all  sorts  of 
merchandise,  but  chiefly  food 
products.  Sometimes  they  have 
been  undertaken  under  a  State  law 
forbidding  the  giving  of  short 
weight,  and  sometimes  under  the 
common  law.  The  common  law 
is  practically  no  more  than 
crystallized  custom,  and  giving 
short  weight  is  a  criminal  offense 
under  it  without  a  State  act,  for 
it  is  a  fraud — obtaining  money  by 
false  pretenses.  It  is  also  a  civil 
offense,  and  the  person  de¬ 
frauded  can  bring  suit  against  the 
dealer  to  recover  the  money  of 
which  he  was  defrauded,  besides 
having  a  warrant  issued  for  his 
arrest. 

Most  of  the  cases  in  which 
short  weight  and  measure  are 
given,  as  exposed  in  the  crusade, 
are  pure  frauds,  and  illegal  in 
every  aspect.  The  case  cited  by 
the  correspondent,  however,  is 
not  of  that  class  at  all.  It  in¬ 
volves  a  custom  of  the  trade, 
which  is  much  like  customs  of 
many  other  lines  of  business,  the 
gist  of  them  all  being  the  putting 
of  goods  in.  heavy  wrappings  and 
charging  for  the  whole  thing, 
wrappings  and  all,  at  the  rate  and 
on  the  basis  charged  for  the  goods 
themselves.  Various  adaptations 
of  the  practice  are  frequently  en¬ 
countered  in  the  sale  of  merchan¬ 
dise  and  if  they  are  illegal,  hun¬ 
dreds  of  manufacturers  will 
sooner  or  later  be  obliged  to 
change  their  methods  of  doing 
business. 

It  can  be  laid  down  as  a  general 
principle  that  when  a  buyer 
knowingly  accepts  short  weight  he 
has  no  action  of  any  character 
against  the  seller  of  the  short 
weight  merchandise.  The  very  es¬ 
sence  of  short  weight  or  measure 
offenses  is  the  deceiving  of  the 


buyer.  If  the  buyer  knows  all  the 
time  that  he  is  getting  less  than 
the  full  weight,  he  is  neither  de¬ 
ceived  nor  defrauded. 

Take  these  customs  of  the 
trade,  of  which  that  cited  by  the 
correspondent  is  a  fair  example. 
If  the  retail  dealer  in  twine  knows 
that  in  order  to  enable  the  goods 
to  carry  better  the  manufacturer 
has  always  been  accustomed  to 
wrap  them  in  certain  materials, 
for  which  he  charges  at  the  price 
of  the  twine,  then  there  is  no 
fraud,  for  the  dealer  knows  that 
when  he  buys  50  pounds  of  twine 
he  will  get  48  pounds  of  twine 
plus  two  pounds  of  wrapping. 
Such  a  practice,  if  known  both  to 
buyer  and  seller,  does  not  violate 
any  short  weight  law  on  the 
books,  and  in  my  judgment  no 
law  would  be  constitutional  which 
attempted  to  interfere  with  it,  for 
it  is  a  matter  of  private  contract 
between  the  parties. 

The  fact  that  no  fraud  is  in¬ 
tended  in  this  particular  case  is 
instantly  proven  by  the  fact  that 
the  lashing  is  worth  as  much  as 
the  twine. 

The  effect  of  the  buyer’s  knowl¬ 
edge  of  the  shortage,  in  eliminat¬ 
ing  all  fraud,  is  thus  summed  up 
in  a  standard  authority  on  the 
subject : — 

Although  it  is  indictable  at  com¬ 
mon  law  to  cheat  by  means  of  false 
weights  or  false  measures,  when 
more  than  the  proper  amount  is 
openly  exacted  and  is  submitted 
to  by  the  opposite  party  with  the 
knowledge  of  the  fact,  there  is  no 
fraud,  which  is  a  necessary  ingre¬ 
dient  to  constitute  the  offense.  This 
also  applies  to  cases  under  statutes. 

There  is  an  interesting  English 
case  in  point  here,  where  a  retail 
grocer,  in  weighing  out  sugar, 
tea  and  currants,  weighed  in  the 
paper  bags  and  charged  for  them. 
He  was  arrested  under  an  English 
short  weight  statute  for  giving 
short  weight,  but  when  he  proved 
that  tire  buyer  knew  that  the  bag 
was  being  weighed  in  and  did  not 


complain,  he  was  at  once  dis¬ 
charged. 

In  Indiana,  in  our  own  country, 
another  case  was  tried  not  so  long 
ago  which  also  illustrates  the 
principle.  In  that  State  a  bushel 
of  coal  must  weigh  80  pounds. 
A  coal  dealer  sold  72  pounds  to 
the  bushel  and  was  arrested  on  a 
short  weight  charge.  He  also 
was  discharged  when  it  was 
proven  that  the  buyer  knew  all 
about  it. 

The  answer,  therefore,  to  the 
query  when  is  short  weight  not  a 
crime,  is — when  the  buyer  knows 
about  it.  In  other  words,  a  seller 
and  a  buyer  can  regulate  their 
transactions  to  suit  themselves. 
If  I  am  willing  to  accept  30 
pounds  for  a  bushel  of  beans 
when  I  ought  to  get  something 
like  twice  that  for  a  bushel,  no¬ 
body  can  question  my  right  to  do 
so,  and  the  short  weight  laws  do 
not  touch  the  transaction  at  all.  * 

The  second  half  of  this  query 
involves  a  different  proposition, 
which  is  also  much  like  that  ex¬ 
isting  in  many  other  lines  of 
trade.  It  appears  that  cordage  is 
always  weighed  and  charged  for 
on  the  basis  of  its  weight  when 
wet.  After  the  goods  dry  out 
they  weigh  less,  and  the  buyer 
therefore  gets  less  than  the 
marked  weight.  In  many  other 
lines  goods  will  also  shrink  or  lose 
some  weight,  and  the  same  dis¬ 
crepancy  will  exist.  Is  this  short 
weight  or  measure?  It  may  be  or 
it  may  not  be,  according  to  cir¬ 
cumstances.  If  the  buyer  is  per¬ 
fectly  aware  of  it  and  pays  for  25 
pounds  marked  weight  knowing 
that  he  is  actually  getting  only 
24,  for  example,  then  the  practice 
is  no  more  short  weight  than  that 
discussed  above.  But  obviously  a 
buyer  is  much  less  likely  to  know 
about  a  thing  like  this  than  to 
know  about  the  wrappings,  and 
my  judgment  therefore  is  that  in 
most  cases  this  practice  can  be 
successfully  prosecuted  as  a  short 
weight  fraud.  Let  me  make  that 
concrete :  A  manufacturer  makes 
a  certain  product  which  is  sup¬ 
posed  to  weigh  25  pounds  and  is 
marked  with  that  weight.  It  is 
packed  when  damp,  and  in  that 
condition  does  weigh  that  much. 
As  soon  as  the  goods  dry  out. 
they  shrink  to  24  pounds,  in  spite 
of  which  they  arc  still  sold  on  the 
basis  of  2 5  pounds  and  charged 
for  as  25  pounds.  I  am  clearly  of 
the  opinion  that  whether  there  is 
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State  law  covering  the  matter  or 
ot,  if  a  person  buys  those  goods 
lelieving  them  to  weigh  25 
iounds,  the  seller  is  liable  both  to 
.rosecution  and  to  civil  action. 
)n  the  contrary,  however,  if  the 
>uyer  knew  all  about  the  shrink- 
ige  and  understood  that  he  was 
eceiving  24  pounds  instead  of  25. 

In  most  of  the  short  weight 
aws  I  have  seen,  there  has  been 
1  clause  absolving  manufacturers 
md  dealers  from  prosecution  for 
ihort  weight  due  to  shrinkage 
)ver  which  they  had  no  control. 

(Copyright,  August,  1911,  by 
Elton  J.  Buckley .) 

Question:  W.  R.,  Allentown, 
3a. — I  bought  some  notions  from 
i  New  York  concern  on  July  21st. 
rhey  included  some  goods  that  I 
lad  not  bought,  consequently  I 
•efused  thewhole  lot.  The  express 
:ompany  notified  the  jobber,  but 
le  has  not  yet  claimed  it.  Can 
;hey  hold  me  liable  or  not? 
Please  let  me  know  at  once. 

Answer. — If  the  goods  sent  did 
lot  conform  with  your  order,  you 
lid  perfectly  right  to  refuse  the 
entire  shipment,  particularly  since 
the  goods  not  ordered  were  doubt¬ 
less  mixed  with  those  ordered. 
The  manufacturer  cannot  compel 
you  to  take  the  goods,  or  to  pay 
[or  them,  unless  and  until  he 
tenders  you  a  shipment  which 
tallies  exactly  with  the  order. 
And  if  there  was  a  time  set  for 
shipment,  and  the  time  has  gone 
by,  it  is  a  question  whether  he 
can  hold  you  for  them  now,  even 
if  he  does  ship  what  you  ordered. 

Question:  “H.,”  Pa. — Can  you 
give  me  any  advice  as  to  the  New 
Jersey  laws  with  commission  mer¬ 
chants  and  banks?  I  shipped 
some  eggs  to  a  commission  mer¬ 
chant  in  Atlantic  City,  N.  J.,  and 
he  has  failed  to  pay  me  or  honor 
my  draft  on  him.  The  $econd 
National  Bank  recommended  him 
in  this  way :  They  said  he  al¬ 
ways  paid  everything  as  far  as 
they  knew.  Can  I  collect  my 
money  ($44.40)  in  any  way  ? 
Please  recommend  me  to  a  good 
lawyer. 

Answer. — If  you  shipped  the 
eggs  to  the  commission  merchant 
to  sell  as  your  agent,  and  he  sold 
them  but  fails  to  turn  in  the 
money,  he  is  guilty  of  embezzle¬ 
ment  or  larceny  as  consignee,  and 
you  can  issue  a  warrant  for  his 
arrest.  If  it  was  understood  that 
you  were  selling  the  goods  to  him, 
however,  you  have  no  criminal 
action  against  him',' but  can  sue 
him  civilly  for  the  debt. 


You  can’t  go  after  the  bank — ( 
they  gave  only  a  very  guarded 
recommendation,  and  did  not 
guarantee  the  account  in  any  way. 

My  advice  is  that  before  you  re¬ 
tain  a  lawyer,  you  write  the  com¬ 
mission  merchant  that  you  have 
taken  legal  advice  in  the  case,  and 
that  if  he  does  not  send  check  by 
a  certain  time  you  will  arrest  him. 

I  should  try  everything  before 
starting  litigation,  because  that 
would  mean  going  to  Atlantic 
City,  which  would  eat  up  con¬ 
siderable  of  the  claim. 

If  everything  else  fails,  write 
me  again  and  I  will  recommend  a 
reliable  attorney. 

Question :  H.  S.  Stout,  Summit 
Hill,  Pa. — Please  let  me  know 
what  a  widow  must  do  if  her  hus¬ 
band  dies  and  makes  a  will  willing 
all  to  her  his  personal  and  real 
estate,  also  building  and  loan 
stock  and  cash  in  bank.  Please 
let  me  know  what  she  must  do  to 
get  this  money. 

Answer. — She  must  offer  the 
will  for  probate  to  the  Register  of 
Wills  of  her  county.  If  the  will 
named  an  executor,  letters  testa¬ 
mentary,  which  convey  authority 
to  settle  the  estate,  will  be  issued 
to  him.  If  the  will  named  no  ex¬ 
ecutor,  the  Register  will  appoint 
the  wife  as  administrator  and 
grant  her  letters  of  administra¬ 
tion.  Once  letters  testamentary 
or  letters  of  administration  are 
obtained,  the  assets  of  the  estate 
can  be  gathered  together  and  paid 
over.  It  is  not  practicable  to  set¬ 
tle  an  estate  without  a  lawyer. 

Note. — Requests  for  informa¬ 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstruction.  Write 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un¬ 
less  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 


Tomatoes  are  selling  not  far 
above  the  usual  price  at  the  sea¬ 
son — 50  to  60  cents  per  basket  for 
the  best.  Canners  are  paying  30 
cents  per  basket  and  taking  quite 
a  few. 


MR.  GROCER,  READ ! 

We  call  your  attention  to  the  special  way 


Gloss  Starches 

are  made.  After  the  Starch  is  taken  from  the  Corn  it  is  put 
in  trays  to  dry,  when  dry  it  is  known  as  Pearl  Starch. 

In  all  the  factories  that  we  know  of  this  Pearl  without  any 
further  refining  is  made  into  Gloss  Starch,  not  so  in  our  factory. 

We  pulverize  the  Pearl  and  reel  it  the  same  as  the  others 
do  to  make  Corn  Starch,  this  reeling  takes  out  the  last  spot  of 
the  gluten  (this  is  what  makes  the  iron  stick),  giving  nothing 
but  PURE  STARCH,  thus  our  Starch  is  put  through  one  more 
process  than  any  other  we  know  of,  and  this  enables  us  to 
guarantee  to  you  and  your  customer  your  money  back  if  you 
are  not  satisfied  with  the  Starch. 

Will  you  send  us  an  order?  We  are  independent,  will 
you  help  us?  We  believe  you  will.  Send  that  order  to-day. 

AMERICAN  STARCH  CO.,  LITITZ,  PA. 

HENRY  PARR,  Sales  Manager 

— — —  W  !!■■■■  II  Illlll  II  I  III— iiww— — I 


MAKES 

HEALTHY,  HEARTY 
CUSTOMERS 

Who  consume  more  groceries  than 
drinkers  of  tea  and  coffee  do  You 
may  make  more  money  at  first  on 
tea  and  coffee.  In  the  long  run  it 
will  pay  better  to  sell  cocoa. 

Wholesome  and  Appetizing 
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the 

STROLLER’S 


COLUMN 


I  was  talking  the  other  day 
with  a  fellow  who  was  all  blown 
up  with  a  new  scheme  he  had,  to 
get  more  trade.  It  was  a  stunt 
something  like  trading  stamps 
and  he  had  it  all  figured  out  that 
the  people  were  coming  from 
miles  around  and  board  in  the 
neighborhood  until  his  stock  was 
gone. 

“Nothing  to  it,”  I  said. 

“What  do  you  know  about  it?” 
he  said. 

“I  don’t  knozv  anything,”  I  said, 
“I’m  only  putting  up  a  guess. 
You’re  guessing  the  other  way, 
and  your  guess  may  be  right. 
I’ll  bet  on  mine,  though.  You 
won’t  get  any  people  to  speak  of 
who’ll  pass  other  stores  to  come 
to  yours,  no  matter  what  you  put 
up  to  ’em.  When  I  say  pass  other 
stores  I  mean  come  a  distance.” 

“Why  the  man  that  sold  me 
this  scheme  told  me  that’s  what 
it  had  done  everywhere  he  had 
put  ft !”  he  said. 

“And  of  course  these  scheme 
salesmen  wouldn’t  lie,”  I  said. 
“Oh,  no  !  Oh,  no  !” 

“Well,  I’m  going  to  try  it,  any¬ 
way,”  he  said,  “and  we’ll  see 
who’s  right.” 

Now,  to  begin  with,  this  man’s 
store  ain’t  in  a  small  town,  where 
everybody  goes  all  over  the  place 


Going  a  Distance  to  Buy  Goods. 

to  buy.  That’s  a  mighty  different 
proposition.  He’s  towards  the 
suburbs  of  a  good-sized  city, 
where  all  the  people  but  those 
right  around  him  would  have  to 
go  squares  out  of  their  way  to 
strike  his  store.  As  I  say,  that’s 
as  different  a  proposition  as  black 
is  different  from  white. 

No  matter  what  they  save,  or 
think  they  save,  people  ain’t  going 
very  far  out  of  their  way  to  buy 
goods.  Why,  only  the  other  day 
my  wife  was  kicking  to  me  about 
the  prices  she  had  to  pay  for 
stuff. 

“It’s  awful!”  she  said,  “you’ll 
simply  have  to  give  me  more 
money,  that’s  all  there  is  about 
it.” 

“I  give  you  all  I  make  now,” 

I  said,  “where’l  I  get  any  more? 
Sell  myself  into  slavery?  I’ll  tell 
you  what  I  might  do — I’ll  sell  my 
old  carcass  to  some  dissecting 
college  to  work  on  after  I’m  dead. 
If  I  could  hunt  up  a  new  buyer 
every  week  I  might  be  able  to 
keep  my  family  from  starving  to 
death.” 

“It’s  all  right,”  said  my  wife, 
“you  can  say  whait  you  please,  I 
don’t  know  what  I’m  going  to  do 
— I’m  as  economical  as  I  can  be. 
It  costs  everybody  I  know,  of 
more  for  their  table  than  it  does 


us.  Everybody  says  Haines  is  the 
highest-priced  store  out  here, 
anyway.” 

“Why  don't  you  go  somewhere 
else  then,  woman?”  I  said,  maybe  a 
good  bit  louder  than  I  ought  to 
on  Sunday  morning.  “That  shows 
whether  you’re  as  economical  as 
you  say  you  are — confessing 
you’re  dealing  at  the  highest- 
priced  store  in  the  place!” 

“Oh,  well,  it’s  such  a  nuisance 
to  go  up  to  Smith’s  all  the  time,” 
she  said. 

“Is  Smith’s  any  cheaper  than 
Haines?”  I  demanded. 

“They  say  it  is,”  she  admitted. 

“How  far  is  it?” 

“Why,  it’s  three  squares,”  she 
said. 

“Three  squares !”  I  said.  “By 
George,  but  you’re  a  faithful  wife! 
You  sure  are!  Won’t  walk  three 
squares  to  save  your  husband 
from  the  poor  house  !  By  gravy  !” 

“You’re  not  telling  the  truth  at 
all!”  She  was  a  little  red  in  the 
face  by  this  time.  “Haines’  is  so 
convenien  t — right  across  the 
street,  and  I  can  send  one  of  the 
children  over  and  get  things  in 
two  minutes.  Anybody’ll  put  up 
with  a  good  deal  to  be  convenient 
like  that.” 

“I  ain’t  talking  about  conveni¬ 
ence,”  I  said,  “I’m  talking  about 


saving  money.  If  you  can  save 
money  by  walking  three  squares, 
ain’t  it  up  to  you  to  do  it?” 

“Oh,  I  guess  Smith’s  isn’t  much 
cheaper,”  she  said  weakly. 

“Of  course  it  ain’t!”  I  said, 
“when  you  have  to  walk  three 
squares  to  find  out!” 

Now,  that’s  one  reason  why  I 
feel  so  blamed  sure  this  fellow 
with  a  scheme  ain’t  going  to  see 
the  outsiders  trooping  into  his 
place  to  take  advantage  of  it.  In 
most  things  my  wife  will  squeeze 
a  penny  until  the  Indian  on  it  has 
nose-bleed.  And  if  she,  with  that 
way  of  looking  at  things,  and 
after  having  it  rubbed  into  her  by 
me,  won’t  walk  three  squares  to 
buy  stuff  she  could  save  some 
money  on,  then  you  take  it  from 
me  nobody  will ! 

That's  as  true  as  gospel.  They 
may  start  to  do  it,  understand. 
You  let  some  grocer  put  up  a 
scheme  of  some  kind,  and  if  he 
advertises  it  a  lot,  he’ll  get  some 
people  in  on  it  who  come  a  dis¬ 
tance.  And  maybe  they’ll  come 
right  along  for  a  few  days.  But, 
as  sure  as  I’m  a  good-looking  fel¬ 
ler,  they’ll  get  tired  and  go  back. 
They'll  have  to  send  across  some 
day — soon — for  something  at  the 
nearby  store  and  from  that  to  the 
time  when  they’re  trading  there 
altogether  again  ain't  far. 

If  you  don't  believe  that,  you 
try  it  on  some  day. 

The  Stroller. 


Peaches  are  draggy,  in  spite  of 
the  short  crop  in  many  sections. 
Two  dollars  is  top  for  the  very 
best,  which  is  a  drop  of  75  cents 
a  crate  from  a  few  days  ago. 
There  are  too  many  little  nearby 
peaches  about.  These  sell  as  low 
as  40  cents  a  basket  and  hurt  the 
market  for  the  better  fruit. 


P.  F.  Brown  &  Co. 

39-41-43  SOUTH  FRONT  STREET,  PHILADELPHIA,  PA. 


Ttie  Way  lo  See  ll  We’re  Telling  the  Iron 

The  next  chance  you  get,  hunt  up  a  pound  of  GURNSE  butter  and  con¬ 
template  it.  Isn’t  that  carton  a  great  scheme  to  keep  it  fresh  and  clean  ? 

Open  it.  See  that  brine-dipped  parchment  ?  That  shows  you  what  we 
think  of  GURNSE  butter,  when  we  go  to  such  trouble  to  pack  it.  Ever 
see  more  beautiful  butter  in  your  life?  It’s  always  like  that.  Taste  it! 
Can  you  see  a  customer,  no  matter  how  finical,  coming  back  and  saying  that 
isn’ t  good  butter  ? 

The  truth  is,  GURNSE  is  the  best  butter  possible  to  make.  A  gilt- 
edged  product  of  our  own  dairies,  watched  and  tended  as  a  mother  tends 
her  child.  We’re  proud  of  GURNSE  and  so  will  you  be,  if  you’ll  sell  it. 


Packed  in  20.  30  and  50-pound  boxes — pounds  and  half  pounds— 34  cents. 
Prices  subject  to  market  changes. 
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Two  Seasonable  Windows. 


i. 

The  time  is  here  when  the  busy  housekeeper  is  getting  ready  to 
lave  her  cupboard  well  stocked  with  homemade  jelly  and  preserves, 
rhese  two  windows  are  timely  and  offer  good  suggestions  to  the 
•rocer  and  the  dealer  in  fruit.  To  arrange  the  fruit  window  first 
uspend  three  strong  ropes  from  the  centre  of  the  ceiling;  filll  the 
ne  in  the  centre  with  bunches  of  grapes.  Fill  the  rope  to  about 
be  same  length  as  a  bunch  of  bananas.  At  one  side  use  apples  and 
le  other  side  pears ;  be  sure  that  the  fruit  all  has  strong  stems.  Tie 
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piece  of  cord  to  the  stem  and  then  fasten  the  cord  to  the  rope, 
’lace  a  neat  sign  card  on  the  centre  one,  like  illustration. 

Now  arrange  the  bottom  of  the  window.  Make  a  slant  to  run  all 
long  the  front,  cover  this  with  green  crepe  paper  and  divide  it  into  as 
nany  sections  as  you  have  small  fruits  to  display,  such  as  apricots, 
>lums,  peaches,  gages.  Between  the  kinds  place  a  few  bunches  of 
rapes.  On  top  of  the  first  slant  place  a  flat  board  all  along ;  it  should 
ie  four  or  five  inches  in  width.  Cover  this  with  green  paper  and  place 
row  of  empty  jelly  glasses  on  it.  Now  back  of  this  run  another 
lant.  Cover  this  with  green  paper.  In  the  centre  place  large  apples, 


at  each  side  pineapples.  Back  of  this  slant  place  a  few  rows  of  empty 
jelly  glasses  and  the  window  is  complete. 

II. 

The  display  of  jars,  spices,  etc.,  is  arranged  as  follows :  First  cover 
the  bottom  of  the  window  with  some  light  shade  of  crepe  paper. 
Along  the  front  place  loose  spices  in  small  dessert  dishes ;  put  a  small 
sign  card  with  the  name  and  selling  price  per  ounce  on  each  one. 
This  is  going  to  help  you  sell  loose  spices.  In  the  centre  of  the 


window,  back  of  the  spices,  place  a  family  scale.  Fill  the  scoop  with 
loose  granulated  sugar.  At  each  side  scatter  about  bundles  of  stick 
cinnamon.  Place  small  pyramids  of  package  spices  all  around  in  the 
window.  Back  of  these  arrange  a  couple  of  different  size  bags  of 
granulated  sugar,  say  a  twenty-five,  ten,  five  and  two  pound.  Make 
the  background  of  boxes  of  fruit  jars  of  different  sizes  and  between  the 
boxes  on  the  second.  Now  stack  paraffine  and  jar  rubbers  on  each 
box,  place  a  few  jelly  glasses  in  front  and  some  large  jars  back  of 
them.  Suspend  a  large  sign  card  with  lettering  like  in  illustration. 


Patents  and  Trade-marks  in  the 
Grocery  Line. 

Messrs.  Davis  &  Davis,  Washington 
atent  attorneys,  report  the  grant  this 
>eek  of  the  following  patents: — 
Washington,  D.  C.,  July  18,  1911. 
998,017.  Dough  treating  mechanism. 
-  Laukhuff,  Cincinnati,  Ohio. 

998,129.  Fish  dressing  machine.  E. 
C  Smith,  Seattle,  Wash. 

998,164.  Means  for  affixing  stamps  or 
ibels  to  bakers’  products.  M.  Feist, 
-os  Angeles,  Cal. 


998,362.  Machine  for  packing  tea  or 
other  goods.  E.  C.  Lovell,  Bristol, 
England. 

Washington,  D.  C.,  July  25,  1911. 
998,650.  Process  of  making  cakes. 
F.  O.  Stone,  Cincinnati,  Ohio. 

998,812.  Dispensing  attachment  for 
bins.  L.  B.  Thomas,  Shreveport,  La. 

998,903.  Candy  making  machine.  W. 
T.  Hudson,  Atlanta,  Ga. 

999,164.  Apparatus  for  cooling  choc¬ 
olate  candy.  E.  J.  Harter  and  A.  J. 
Myers,  Tiffin,  Ohio. 


998,007.  Sterilizing  canned  articles. 
W.  A.  Carrell,  Bellevue,  Pa. 

TRADE-MARKS  PUBLISHED  FOR 
OPPOSITION. 

Ser.  No.  51,578.  “Felicidad”  for  wheat 
flour.  Wm.  Alten  Co.,  Inc.,  New  York, 
N.  Y. 

Ser.  No.  56,107.  “Sapphire"  for  wheat 
flour.  Montana  Flour  Mills  Co.,  Har- 
lowton,  Mon. 

Ser.  No.  56,323.  “Norco"  for  blended 
coffee,  tea.  etc.  Norwine  Coffee  Co., 
St.  Louis,  Mo. 


Ser.  No.  54.538.  “Regulin"  for  bread. 
L.  J.  Greenwald,  Los  Angeles,  Cal. 

Ser.  No.  56,639.  “Sincerity"  for  wheat 
flour.  The  King  Milling  Co.,  Lowell, 
Mich. 

Ser.  No.  54*270.  “Ardee"  for  wheat 
flour.  Hubbard  Milling  Co.,  Mankato, 
Minn. 

Ser.  No.  56.322.  “Norco”  for  baking 
powder.  Norwine  Coffee  Co..  St.  Louis, 
Mo. 

Ser.  No.  53,580:  “Maid  of  Dundee” 
for  wheat  flour.  The  Ansted  &  Burk 
Co.,  Springfield.  Ohio. 


20 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


[  THE  GROCERY  MARKETS 

4  • 


Tea. 

The  tea  market  shows  no 
change  and  comparatively  light 
demand.  Prices  are  subsantially 
unchanged  and  everything  desir¬ 
able  is  bringing  its  full  sustained 
value. 

Coffee. 

No  change  has  occurred  in  the 
coffee  market  during  the  week. 
All  grades  of  Rio  and  Santos  are 
unchanged  and  practically  steady. 
The  undertone  is  still  very  strong, 
and  shows  no  signs  of  becoming 
anything  else  in  the  near  future. 
The  demand  is  light.  Milds  are 
dull  but  steady.  Java  and  Mocha 
unchanged  and  quiet. 

Sugar. 

The  sugar  market  is  maintained 
on  the  recently  reported  high 
basis,  and  raws  have  shown  still 
further  advance  during  the  week. 
Refined  probably  will  follow  as 
soon  as  the  refiners  have  to  go  out 
in  the  market  and  buy  the  higher- 
priced  raw  sugar.  The  demand 
for  refined  sugar  is  not  quite  as 
good  as  it  was. 

Late  in  the  week  some  of  the 
refiners  advanced  20  points  and 
others  10  points. 

Syrup  and  Molasses. 

Glucose  shows  no  change  for 
the  week.  Compound  syrup  is 
dull  at  ruling  prices.  Sugar 
syrup  quiet  and  unchanged.  Mo¬ 
lasses  in  very  light  demand  at 
unchanged  prices.  A  large  crop 
is  predicted. 

Fish. 

Mackerel  is  somewhat  firmer, 
this  including  Norway  3s  and  4s 
as  well  as  Irish.  There  is  a  some¬ 
what  better  demand  and  the  mar¬ 
ket  is  feeling  better.  Cod,  hake 
and  haddock  are  unchanged  and 
steady ;  demand  light.  Spot 
salmon  is  unchanged,  quiet  anc 
very  high.  Future  prices  have 
not  yet  been  named.  Domestic 
sardines  show  no  special  change, 
and  the  demand  is  light.  Im¬ 
ported  sardines  are  steady  and  in 
some  demand. 

Canned  Goods. 

There  is  nothing  new  in  the 
tomato  situation,  buyers  gener¬ 
ally  waiting  for  the  outcome  o: 
the  growing  crop.  Neither  spots 
nor  futures  have  changed  in  price 


during  the  past  week,  and  v-ery 
ittle  trading  has  been  done.  Peas 
are  still  very  scarce;  practically 
all  lots  are  picked  up  as  fast  as 
they  are  offered.  The  quantities 
in  first  hands  are  extremely  lim¬ 
ited.  Corn  is  in  about  the  same 
position  as  tomatoes.  The  pack 
las  just  started,  so  that  buying 
las  practically  stopped,  as  deliver¬ 
ies  of  new  corn  are  expected  very 
shortly.  Hot,  dry  weather  for  the 
3ast  few  weeks  will  no  doubt  re¬ 
duce  the  output,  but  to  what  ex¬ 
tent  cannot  be  known  for  several 
weeks.  California  canned  goods 
or  future  delivery  are  practically 
out  of  the  market,  almost  every 
oacker  having  sold  to  his  limit. 
No  prices  have  yet  been  made  on 
1911  pack  of  salmon,  but  it  is  ex¬ 
pected  that  they  will  be  much 
ligher  than  last  year.  Spot 
stock  is  practically  exhausted. 

.  Butter. 

The  receipts  of  butter  are  lower 
than  usual  for  the  season.  The 
shrinkage  is  due  to  the  weather 
conditions  in  the  butter  produc¬ 
ing  section.  There  is  an  active 
consumptive  demand  for  all 
grades  and  the  market  is  firm  at 
the  quoted  prices.  Present  condi¬ 
tions  are  likely  to  prevail  until 
we  have  cooler  weather  and  better 
pasture.  Prices  are  likely  to  re¬ 
main  unchanged  for  the  balance 
of  this  month. 

Dried  Fruits. 

There  is  very  little  change  in 
the  spot  market  on  California 
dried  fruits.  Peaches,  prunes 
and  apricots  are  about  exhausted 
and  will  no  doubt  clean  up  en¬ 
tirely  before  new  goods  can  ar¬ 
rive.  Futures  are  not  receiving 
much  attention  at  this  end,  but  on 
the  coast  there  is  a  remarkable 
activity.  Packers  are  bidding 
for  growers’  crops  at  almost  un¬ 
heard  of  prices.  Raisins  advance 
J4  of  a  cent  every  few  days. 
Peaches  and  prunes  the  same 
way,  so  that  it  is  almost  impossi¬ 
ble  to  quote  reliably.  Many  job¬ 
bers  seem  to  think  that  prices  are 
unreasonable,  but  the  California 
dealers  claim  that  they  are  en¬ 
tirely  warranted  by  conditions. 
Pea  beans  and  marrow  beans  are 
advancing  steadily.  Some  ship¬ 


pers  in  Michigan  claim  that  there 
is  a  plentiful  supply  of  stock,  but 
notwithstanding  this  the  price 
still  continues  to  go  up.  The 
market  advanced  about  10  cents 
a  bushel  last  week  on  both  varie¬ 
ties.  Green  and  Scotch  peas  are 
practically  off  the  market.  The 
last  sale  made  in  first  hands  was 
at  $3.25  a  bushel,  almost  twice  as 
high  as  the  average  for  the  past 
ten  years.  Citron  advanced  J4 
cent  a  pound  during  the  past 
week. 

Eggs. 

The  receipts  of  eggs  are  about 
normal  for  the  season.  The  qual¬ 
ity  arriving  is  showing  some  im¬ 
provement  over  a  week  ago  and 
are  meeting  with  ready  sale  for 
consumption  at  the  market  prices. 
The  quality  is  likely  to  become 
better  shortly. 

Cheese. 

There  is  a  very  active  demand 
for  all  grades  of  cheese.  The 
consumption  is  very  large  and  the 
receipts  are  being  sold  up  close. 
The  market  is  firm  at  *4  to  34  of 
a  cent  per  pound  advance  over 
last  week,  and  the  present  healthy 
market  is  likely  to  exist  while  the 
warm  weather  lasts.  Under¬ 
grade  cheese  is  also  meeting  with 
ready  sale  and  has  advanced  in 
sympathy  with  the  best  grades. 

Provisions. 

There  has  been  a  very  active 
demand  for  everything  in  the 
smoked  meat  line  and  the  con¬ 
sumption  is  large.  This  is  char¬ 
acteristic  of  the  season.  All 
smoked  meats  have  advanced 
from  J4  to  F2  cent  Per  pound, 
owing  to  the  higher  cost  of  live 
hogs.  Pure  lard  is  also  in  gooc 
consumptive  demand  and  firm  at 
about  y2  a  cent  per  pound  advance 
over  last  week,  while  compounc 
remains  steady  at  unchanged 
prices,  with  only  a  moderate  de¬ 
mand.  The  demand  for  barrelec 
pork  has  increased  this  past  week 
and  as  a  result  there  has  been  an 
advance  of  25  to  50  cents  per  bar¬ 
rel  on  the  different  cuts.  Driec 
beef  is  also  firm  with  an  increasec 
consumptive  demand  at  1  cent  per 
pound  advance.  Canned  meats 
advanced  about  5  per  cent,  late  in 
the  week,  with  a  seasonable  de¬ 
mand. 


INDIVIDUAL  MARKET  REPORTS. 


Standard  Canned  Goods. 

No.  1 

Favorable  weather  conditions 
or  the  tomato  crop  prevailed 
again  last  week,  and  the  long 
drouth  was  broken  at  last  in  those 
sections  of  Maryland  and  Dela¬ 
ware  where  rain  was  needed  most. 
The  growers  and  canners  cer¬ 
tainly  had  a  bad  case  of  blues  be¬ 
cause  of  the  very  unfavorable 
crop  conditions,  and  bad  outlook 
generally  for  tomatoes,  and  many 
of  them  still  feel  that  they  are  not 
yet  safely  out  of  the  woods. 
Whatever  their  feelings,  the  crop 
is  now  more  likely  to  reach  nor¬ 
mal  conditions  should  nothing 
untoward  occur  during  August 
and  September  to  cause  a  setback. 
Maybe  we  will  be  regaled  from 
now  on  with  reports  of  scald,  cut¬ 
worms  and  the  dozen  and  one 
other  maladies  peculiar  to  the 
crop,  not  to  mention  early  frost, 
more  drouth,  etc.  Probably  the 
strongest  support  to  the  market 
prices  will  be  the  fact  that  the 
canners,  tempted  by  the  unusually 
high  prices  prevailing  during  the 
last  two  months,  sold  for  forward 
delivery  a  much  larger  per  cent, 
of  their  factory  capacity  than  or¬ 
dinary  business  prudence  would 
justify.  The  country  canners 
have  developed  the  gambling  in¬ 
stinct  to  a  remarkable  degree  in 
recent  years,  and.  like  their  city 
cousins,  are  willing  and  ready  to 
take  a  chance.  Spot  tomatoes  con¬ 
tinue  active  and  they  are  being 
widely  distributed,  because  they 
are  actually  needed  by  those  job¬ 
bers  who  have  been  pursuing  the 
policy  of  buying  them  only  from 
hand-to-mouth,  and  that  charac¬ 
ter  of  buying  may  be  depended 
upon  to  continue  until  the  toma¬ 
toes  contracted  for  the  season’s 
delivery  are  ready  for  shipment, 
say  in  September.  L~p  to  this 
time  only  the  Baltimore  canners 
have  been  able  to  pack  any  toma¬ 
toes  for  prompt  shipment,  and  it 
will  be  about  ten  days  to  two 
weeks  longer  before  the  country 
canneries  can  start  up,  for  the 
reason  that  their  local  crop  will 
not  be  fit  and  ready  any  sooner. 

Remarkable  to  relate,  the  Bal¬ 
timore  pack  of  seconds  and  stand¬ 
ard  peas  are  all  sold  out.  a  thing 
that  has  not  occurred  in  the 
month  of  July  in  very  many 
years.  The  scarcity  of  green  peas 
has  caused  a  large  increase  in  the 
demand  for  soaked  peas  for  the 
first  time  in  a  number  of  years^ 
As  a  matter  of  fact,  a  number  of 
articles  that  seldom  fluctuate  in 
prices  are  showing  increased  ac¬ 
tivity,  with  an  upward  tendency. 
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ie  feature  this  week  being  an  ad- 
ance  in  sauer  kraut,  on  account 
f  light  supplies,  and  reports  of 
mall  crop  of  cabbage.  String 
eans  continue  strong,  and  spot 
pinach  is  becoming  scarcer.  Fu- 
ure  spinach  is  also  among  the 
trong  items,  and  so  are  future 
weet  potatoes. 

There  is  not  an  article  in  the 
ne  of  new  canned  fruits  that  is 
ot  firm,  and  some  of  them  are 
etting  to  be  quite  scarce.  The 
tocks  of  pineapples,  for  instance, 
re  remarkably  small  here,  and 
ears  will  be  sold  out  before  the 
ill  crop  is  ready,  though  some 
;w  summer  pears  will  be  packed 
rhen  obtainable.  The  stocks  of 
erries  of  all  kinds,  as  well  as 
herries,  are  small  and  any  fair 
ize  buying  orders  will  cause 
igher  prices.  Note  the  large  ad- 
ance  this  week  in  No.  xo  black- 
erries,  $1.25  a  dozen  over  the 
revious  week.  The  arrivals  of 
-esh  peaches  this  week  were  very 
ght  and  they  sold  at  fancy 
rices.  None  of  the  canners  will 
lake  prices  on  them  excepting 
•onx  day  to  day,  and  for  very 
mall  quantities.  It  is  now  time 
j  look  after  cove  oysters  for  fall 
elivery.  Spot  cove  oysters  are 
rm  and  quiet. 

Thos.  J.  Meehan  &  Co. 
Baltimore,  Md. 

No.  2. 

Spot  tomatoes  are  so  nearly 
leaned  up  that  the  few  offerings 
fft  cut  but  little  ice,  and  as  there 
re  so  few  to  fill  the  gap,  90  cents 
ar  3s  is  the  best  that  can  be  done 
or  goods  of  strictly  standard 
uality. 

Some  early  packing  is  being 
ffered  at  8 jy2  cents  for  good 
tandard,  85  cents  for  fair  stand- 
rds  and  82^  cents  for  seconds, 
11  No.  3s. 

A  trip  last  week  through  a  por- 
ion  of  the  most  belated  territory 
>n  tomatoes  revealed  the  fact  that 
onditions  had  greatly  improved 
vithin  the  last  two  weeks,  but  the 
>rospects  for  the  beginning  of 
•acking  in  these  sections  are  very 
ate — practically  nothing  to  be  ex¬ 
acted  before  September.  The 
>lants  look  healthy,  the  color  is 
rood,  but  they  are  as  yet  far  from 
he  time  of  fruiting.  A  little  rain 
n  some  sections  would  be  most 
lelpful ;  other  sections  have  had 
1  little  too  much.  An  early  frost 
vould  be  most  disastrous  on  ac- 
:ount  of  the  retarded  conditions. 
>ut  with  normal  conditions  it 
night  be  said  that  tomatoes  are 
rounding  to,”  but  are  subject  to 
die  ills  and  ailments  of  this  il- 
usive  crop. 

Spot  and  future  corn  are  now 
dosely  allied.  Of  the  former 
diere  is  practically  nothing  to 
Dffer;  of  the  latter,  packing  is  just 
beginning. 

In  passing  through  one  of  the 
largest  corn  areas  on  the  Penin- 
'ida,  it  developed  that  there 
would  be  from  one-third  to  a  half 


crop ;  other  sections  report  more 
favorable  conditions.  A  few 
plants  were  just  beginning  oper¬ 
ations  on  corn  grown  from  early 
seed ;  others  expect  to  start  from 
the  7th  to  the  15th  of  the  month, 
after  which  packing  will  be  at  full 
swing  probably  to  the  end. 

In  the  drought-stricken  sec¬ 
tions  the  crop  will  altogether  de¬ 
pend  upon  weather  conditions. 
The  rain  has  fallen  in  spots.  A 
gentle  and  general  rain  is  much 
needed.  Some  sections  are  re¬ 
porting  that  they  have  not  had  a 
mud  rain  since  April  5th,  and  from 
actual  experience  their  fields  re¬ 
semble  a  much  traveled  country 
roadbed.  You  can  imagine  that 
the  packers  in  these  sections  are 
affected  with  the  blues. 

Other  sections,  where  the  early 
rains  have  fallen  and  the  early 
crop  looks  well,  may  have  their 
turn  at  the  dry  spell  and  the  late 
crop  may  not  augur  so  favorable. 

With  the  three  leading  staples 
better  cleaned  up  than  for  a  num¬ 
ber  of  years,  indications  are  for 
good  prices  along  all  lines,  but 
just  what  will  be  the  end  will  be 
determined  largely  by  the  season. 

William  Silver  &  Co.,  Inc. 

Aberdeen,  Md. 

Imported  Fish  Specialties. 

Cables  from  Holland  report 
rather  poor  catch  of  Holland  her¬ 
ring  on  account  of  the  prevailing 
fine  weather,  and  price  is  very 
firm.  Of  course  this  news  has 
very  little  influence  on  the  Ameri¬ 
can  market,  as  the  demand  for 
Holland  herring  is  still  very  small 
and  will  not  improve  until  the 
weather  turns  colder. 

Scotch  Herring. — The  fishing 
has  been  decidedly  poor  of  late, 
but  quality  of  parcels  arriving 
here  has  been  exceptionally  fine 
this  season  and  practically  every 
lot  has  found  buyers  ex-wharf. 

New  Norway  herring  have  not 
arrived  yet.  It  is  rather  too  early 
for  them  and  rather  risky  to  have 
them  shipped  before  the  weather 
turns  cooler. 

Norway  Bellycuts. — Some  fish¬ 
ing  has  taken  place,  but  the  sizes 
most  demanded  by  the  American 
trade  are  very  scarce. 

Norway  Stockfish. — The  mar¬ 
ket  is  rather  quiet.  The  real  de¬ 
mand  has  not  started  yet,  but 
prices  are  very  firm  and  they  are 
likely  to  remain  so  and  would 
sooner  show  a  tendency  to  ad¬ 
vance  than  to  decline. 

French  Oil  Sardines. — Unfor¬ 
tunately  the  fishing  news  from 
France  continues  most  deplorable. 
The  catch  is  one  of  the  poorest  on 
record ;  packers  are  unable  to  get 
enough  fish  to  fill  the  cans  that 
they  ihave  prepared  for  orders  for 
this  season.  This  on  top  of  the 
almost  total  failure  of  the  sprat 
fishing  makes  it  rather  hard  for 
the  French  sardine  packer. 

In  Portugal  they  are  catching  a 
few  large  fish,  which  of  course 
are  not  suitable  for  dingley  y$ 
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They  are  packing  some  y2 s  and  y2 
boneless,  but  have  to  pay  rather 
high  prices  for  the  fresh  fish. 

In  Norwav  the  fishing  is  very 
poor  and  the  news  is  not  very  en¬ 
couraging.  As  a  rule  they  have 
good  catches  in  Norway  and  it  is 
rather  a  disappointment  to  the 
packers  not  to  be  able  to  give  full 
employment  during  the  height  of 
the  season  to  their  packing  force 
and  still  this  is  the  case  this  sea¬ 
son.  Now  is  the  time  when  the 
best  Norwegian  fish  is  being 
packed  and  the  later  the  season 
advances  the  poorer  the  fish  gets. 

STROH MEYER  &  ARPE  Co. 

New  York,  N.  Y. 

Spices. 

The  market  is  very  active,  de¬ 
mand  being  very  steady  and  ap¬ 
parently  increasing.  Stocks  are 
reported  unusually  small.  Price 
of  pepper,  cloves  and  mace  very 
firm. 

Pepper. — European  prices  high¬ 
er  and  are  likely  to  advance,  the 
import  cost  to-day  being  really 
above  spot  quotations.  White 
peppers  are  scarce  and  will  no 
doubt  go  higher. 

Red  peppers  in  fair  demand  at 
steady  prices. 

Cloves. — Prices  higher  both  in 
London  and  Holland.  Crop  is  re¬ 
ported  at  about  130,000  bales.  It 
is  predicted  that  present  prices 
will  remain  in  effect  for  some 
time. 

Pimento  (Allspice)  crop  re¬ 
ported  short  and  Europe  is  buy¬ 
ing  in  a  large  way.  Conditions 
would  certainly  indicate  higher 
values. 

Nutmegs  in  fair  demand  at 
present  prices,  which,  in  our 
opinion,  are  safe. 

Mace  is  exceedingly  scarce  in 
all  positions  and  much  higher 
prices  are  anticipated. 

Cassias. — Saigon  is  scarce,  Ba¬ 
tavia  crop  this  year  is  very  poor 
in  quality.  Satisfactory  lots  are 
exceedingly  scarce  ;  China  in  large 
demand  and  being  sold  at  un¬ 
changed  prices. 

Gingers  much  firmer  and  in 
good  demand.  Indications  would 
certainly  point  to  higher  values 
on  African  and  Cochin  grades. 

Green  Ginger  Root. — Stocks  ar 
riving  very  prime  and  finds  a 
ready  sale.  Prices  unchanged. 

Seeds,  Herbs,  Etc. — Caraway 
is  reported  higher  for  shipment; 
Poppy  is  very  scarce  and  has  ad¬ 
vanced  Sharply;  new  Coriander 
will  soon  be  available. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 

Rice. 

Demand  for  the  week  has  been 
of  good  proportions.  Distributers’ 
stocks  are  being  steadily  reduced 
and  the  filling  of  broken  assort 
ments  here  and  there  has  allowed 
a  good  volume  of  business  to  be 
accomplished.  Prices  are  steady 
to  firm  on  all  desirable  offerings. 
Some  sales  of  new  crop  fancies 


have  been  made  to  those  who 
wish  to  be  “up  to  date”  on  a  basis 
of  5P2  to  6  cents.  This  does  not 
interfere  with  the  regular  dis¬ 
tribution  of  old  crop  at  \/2  to  2 
cents  lower  in  price.  Japan  sorts 
are  firm  with  advancing  tendency. 

Advices  from  the  South  note 
steady  distribution  of  the  “re¬ 
mainder  crop”  on  the  Atlantic 
Coast.  At  New  Orleans  a  fair 
movement  is  reported.  Supplies 
of  new  crop  are  moderate  and 
held  at  high  prices  compared  with 
the  offerings  of  old  crop.  As  it 
will  take  over  100,000  sacks  of 
rough  rice  to  give  the  trade  sim¬ 
ply  “a  taste”  of  the  new  crop,  no 
material  falling  away  in  values  is 
anticipated  until  receipts  of  rough 
exceed  the  amount  named. 

In  the  interior  Southwest, 
Louisiana,  Texas  and  Arkansas, 
good  demand  is  reported  at  sus¬ 
tained  values.  Growing  crop 
doing  well. 

Cables  and  correspondence 
from  abroad  note  firm  and  ad¬ 
vancing  markets. 

Dan  Talmage’s  Sons  Co. 

New  York  and  New  Orleans. 


MARKET  NOTES. 

White  potatoes  are  still  high, 
ranging  from  70  to  75  cents  per 
basket.  They  were  as  low  as  60 
cents  a  little  while  ago.  Thfe 
early  varieties  are  about  done. 

Sweet  potatoes  are  selling  on 
rather  a  low  basis.  Jerseys  are 
worth  $1  to  $1.25  per  basket  and 
Southern  $2.50  per  barrel.  The 
demand  is  fair. 

Cantaloupes  are  coming  from 
nearby  points,  Colorado  not  hav¬ 
ing  begun  to  ship.  The  range  is 
50  to  75  cents,  and  the  fruit  has 
shown  very  good  quality. 

Apples  are  cheap,  and  the  best 
can  be  bought  for  65  cents  per 
basket.  There  are  lots  of  wind¬ 
falls  on  the  market,  and  these  are 
holding  the  market  down. 

String  beans  are  very  low — 20 
cents  per  basket,  as  against  $1.25 
a  week  ago.  The  increase  in  sup¬ 
ply  was  responsible. 


The  One  Pure  Sugar  Syrup 

Lyle’*  Goldea  Byrap — perfectly 
clear,  a  beaatifnl  golden  color,  ao 
aentral  micro-organisms  can’t  lire 
in  It.  Absolutely  frae  from  preser- 
Tatlrea.  A  product  which  erery  one 
kttfa  buying.  If  yon  want  ta  pleas* 
jour  trade  tell  them  about  it. 

26$>  PROFIT 

•are  sales  and  pleased  customers. 

H.  Kellogg  &  Sons 

PhflidBlpU* 
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Oyster  Cultivation 

By  Henry  Johnson,  Jr. 


I  have  just  returned  from  a  trip 
through  the  oyster  growing  terri- 
toy  of  the  Atlantic  Coast,  and  the 
experience  was  very  interesting. 
Probably  most  of  my  readers 
have  the  idea  of  the  growing  of 
oysters  entertained  by  nearly 
everybody  to  whom  I  speak  of  the 
industry,  namely,  that  there  is 
nothing  doing  during  the  sum¬ 
mer.  The  opinion  seems  to  pre¬ 
vail  that  all  there  is  to  the  entire 
business  is  the  work  of  dredging 
or  tonging  the  oysters  from  the 
bottoms  or  beds  during  the  sea¬ 
son  when  they”  are  eaten.  Not 
only  is  all  this  wrong,  but  there  is 
a  lot  of  arduous  labor  connected 
with  the  growing  and  gathering 
of  oysters  which  it  were  well 
more  should  be  known  about  by 
the  average  retailer  in  order  that 
he  may  put  himself  in  the  other 
fellow’s  place  to  mutual  advan¬ 
tage,  co-operation  and  good  will. 

Oysters  spawn  in  the  spring  of 
the  year.  A  female  sheds  about 
r6, 000,000  young,  which  at  spawn¬ 
ing  time  are  microscopicail  specks. 
These  little  things  float  away 
from  the  old  oyster  and  “set"  or 
adhere  to  any  surface  which  is 
free  from  slime  or  grease.  Dry, 
clean  oyster  shells  are  good ; 
crushed  granite  is  also  good.  If 
the  temperature  of  the  water  is 
about  70  degrees,  say  68  to  72  or 
thereabouts,  and  remains  at  that 
point  for  two  weeks  or  so,  then 
the  majority  of  the  “spat"  or 
spawn  will  live ;  that  is,  it  will 
start  life  under  favorabe  sur¬ 
roundings.  That  is  far  from  say¬ 
ing  it  will  reach  maturity,  how¬ 
ever,  for  the  oyster  has  numerous 
enemies  ;  but  of  these  I  shall  speak 
later.  A  theory  advanced  as  to 
why  oysters  will  not  reproduce, 
or  spawn  on  the  Pacific  Coast,  is 
that  the  water  of  the  Pacific  never 
gets  to  be  warm  enough ;  but 
there  may  be  other  reasons.  And 
right  here  I  want  to  say  that  I 
know  of  no  product  which  has 
been  long  cultivated  and  studied 
about  which  so  much  remains  to 
be  learned  as  is  the  case  with  the 
oyster. 

Let  us  suppose  that  the  oysters 
have  been  spawned  and  that  con¬ 
ditions  have  been  favorable  to 
them.  The  “spat"  settles  as  noted 
and  remains  fixed  to  the  surfaces 
settled  on  for  several  months,  or 


until  they  develop  a  shell  about 
the  size  of  the  thumb  nail,  after 
which  they  let  go  and  settle  to  the 
bottom,  there  to  continue  to  grow 
for  seven  or  eight  years,  at  the 
end  of  which  time,  if  left  undis¬ 
turbed,  they  begin  to  die  of  old 
age. 

But  now  the  work  of  the  oyster- 
man  gets  to  be  strenuous.  As 
soon  as  it  is  evident  that  there  has 
been  a  successful  “set”  of  young 
oysters,  the  oysterman  gets  busy 
to  remove  the  “set”  to  safe  waters 
and  locations  suitable  for  its 
growth.  Scattered  as  they  are,  all 
over  the  beds,  if  left  to  free  them¬ 
selves  from  the  shells  and  stones 
on  which  they  have  fastened,  they 
would  often  be  located  on  grounds 
fitted  for  the  development  of  older 
stock,  but  not  suitable  to  their 
development  from  the  start ;  or 
settled  on  bottoms  only  partly 
suitable  to  them ;  or  in  locations 
where  their  struggle  for  existence 
would  be  very  unfavorable.  Thus 
they  must  be  dredged  up  from  the 
bottoms  at  from  15  to  100  feet 
depth,  carried  from  five  to  one 
hundred  miles  to  places  of  safety 
and  there  “planted.”  There  is 
some  “set”  every  season ;  but 
when  conditions  are  very  favor¬ 
able,  which  occurs  once  in  five  to 
ten  years,  this  part  of  the  work 
is  heavy  and  will  keep  large  fleets 
of  schooners  and  steamers  busy 
for  eight  or  ten  weeks. 

The  oysters  being  planted  as 
described,  they  stay  right  where 
they  are  put ;  and  it  may  readily 
be  seen  that  as  they  increase 
their  size,  they  -must  be  trans¬ 
planted  again  to  prevent  crowd¬ 
ing.  The  oyster  will  grow  to  be 
twelve  times  as  large  at  the  end 
of  the  first  year  as  he  was  the  day 
he  was  planted,  therefore  a  bushel 
of  “seed”  will  increase  to  twelve 
bushels  of  stock,  and  if  left  undis¬ 
turbed  the  oysters  would  smother 
and  crush  large  quantities  of 
themselves.  Thus  it  is  up  to  the 
oysterman  to  again  transplant ; 
and  the  stock  now  being  large, 
hardy,  and  to  a  certain  extent 
capable  of  protecting  itself  from 
many  of  its  natural  enemies,  it  is 
safe  to  place  them  in  more  open 
waters  and  spread  them  in  loca¬ 
tions  in  which  they  could  not 
have  lived  to  start  with. 

Thus  the  oysterman  proceeds 


to  clear  off  his  outlying  beds  of 
stock  which  is  three  or  four  years 
old,  putting  it  in  the  most  open 
waters  he  controls ;  puts  his  year- 
old  stock  on  the  places  so  cleared 
and  transfers  his  fresh  young 
“spat”  to  the  most  protected  beds 
again.  It  is  one  continual  round 
of  care,  intelligent  work  and  the 
use  of  accumulated  knowledge. 
And  the  entire  work  is  accompan¬ 
ied  with  a  constant  culling  of  -the 
stock  and  fighting  the  natural 
enemies  of  the  oyster.  When  the 
season  opens  the  really  hard  work 
begins.  The  oysterman  has  none 
of  the  transplanting  or  shifting  to 
attend  to  then ;  but  he  has  his 
work  cut  out  in  the  gathering  of 
the  stock.  And  here  is  where  he 
comes  in  for  some  legitimate  con¬ 
sideration  by  the  retailer,  for  he 
goes  out  in  all  kinds  of  weather; 
the  sitorms  and  cold  of  winter ; 
the  positive  dangers  of  gales  and 
squalls  and  such  work  as  falls  to 
the  lot  of  few  men  to  endure. 
When  you  fail  to  get  your  oysters 
just  as  soon  as  you  think  you 
ought  to  get  them,  or  when  your 
correspondence  is  neglected  a  day 
or  two  at  a  time,  try  to  imagine 
how  you  would  like  to  dredge 
oysters  from  30  feet  of  water  in 
zero  weather,  when  the  wind  is 
blowing  a  gale  and  you  are  being 
tossed  about  like  a  shell  on  the 
waters ;  when  each  load  freezes  as 
it  strikes  the  deck  and  when  your 
bare  hands  would  stick  to  the 
chains  if  perchance  you  -should 
touch  them.  It  is  not  a  task  to 
attract  anyone  and,  as  one  of  the 
growers  said  to  me :  “We  go  out 
after  oysters  to  fill  our  urgent 
orders  at  times  when  it  is  posi¬ 
tively  as  much  as  our  lives  are 
worth  to  make  the  venture.” 
Oysters  do  not  grow  on  trees,  nor 
is  the  task  of  gathering  them  a 
snap  at  any  stage  of  the  game. 

*  *  * 

The  day  on  which  I  went  out 
over  the  beds  was  beautiful.  It 
was  bright  and  with  just  a  light 
breeze  running.  WTe  went  over 
to  a  point  opposite  Lloyd’s  Neck 
on  Long  Island  and  dredged  for 
inspection.  We  pulled  in  about 
fifteen  bushels  at  each  haul.  With 
the  oysters  and  shells  carrying 
the  very  meagre  “spat”  of  last 
season  came  all  kinds  of  strange 
creatures  of  the  sea.  There  were 
crabs  of  many  kinds ;  star  fish,  the 
bane  of  the  oysterman ;  sea  spid¬ 
ers,  flounders  and  “skates.”  Each 
load  was  culled,  that  is  sorted  by 


hand,  cutting  out  the  useless  stuff, 
the  dead  oysters,  the  faulty  stock 
and  the  good  oysters  stored  on 
deck  for  transference  to  other 
grounds.  After  some  hours  of 
this  kind  of  work  we  went  over  to 
a  point  further  eastward  and 
there  fished  for  “stars.”  The  star 
fish  settles  on  -the  young  oysters 
and  in  some  way  sucks  the  meat 
out  of  the  shell,  and  as  stars  spat 
at  about  the  same  time  and  under 
conditions  favorable  to  oysters, 
they  grow  up  with  the  oysters 
and  feed  on  them  if  not  destroyed. 
To  catch  stars  long  poles  are 
strung  with  cotton  mops  about  4 
feet  long  and  those  poles  are  hung 
to  chains  so  they  will  drag  over 
the  beds  and  cover  a  swathe  some 
twelve  feet  wide  at  each  sweep. 
Then  these  mops  are  lowered  into 
the  sea  and  dragged  slowly  over 
the  beds.  The  stars  get  en¬ 
tangled  in  the  mops  and  are 
brought  to  the  surface.  The  en¬ 
tire  mess  is  then  immersed  in 
boiling  water  for  three  minutes 
and  the  refuse  dropped  overboard 
again.  This  is  kept  up  all  day 
long;  and  I  leave  it  to  you  to 
guess  how  long  iit  will  take  to 
clear  up  a  piece  of  ground  cover¬ 
ing,  say,  700  acres.  This  one 
company  on  whose  boat  I  was  has 
4,500  acres  of  beds  and  you  may 
believe  there  is  some  work  to  be 
done. 

Another  enemy  of  the  oysters 
is  the  mussel,  which  comes  by  fits 
and  starts,  though  some  localities 
are  more  subject  to  them  than 
others.  These  settle  on  thelj 
oysters  and  smother  them  in  great 
numbers.  There  is  no  remedy 
except  to  remove  the  oysters  as 
soon  as  the  mussels  appear. 


ASSOCIATION  NEWS 


Minneapolis,  Minn. 

The  Minneapolis  (Minn.)  Re¬ 
tail  Grocers’  Association  has 
placed  a  ban  on  gifts  of  any  kind 
whatsoever.  Premiums,  dis¬ 
counts,  Christmas  presents  and 
even  holiday  calendars  are  barred. 
According  to  reports  the  grocers 
were  unanimous  in  their  decision 
and  plans  are  under  consideration 
for  imposing  penalties  upon  those 
who  violate  the  agreement.  As 
some  members  of  the  association 
had  already  ordered  premiums  for 
later  delivery,  the  agreement  will 
not  assume  full  force  until  Janu¬ 
ary  1,  1912. 
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The  United  States  Government  May  Ask 
You  for  Your  Prices  on  Eighteen 
Staple  Food  Products 

Commerce  and  Labor  Department  Compiling  Average  Prices  in 
Forty  Different  Sections.  Object  is  to  Give  Consumers  the 
Trend  of  Food  Prices.  Retail  Grocers  Asked  to  Co-operate. 
Commissioner  Hauger  Explains  Plan’s  Scope  and  Purpose. 


The  United  Stales  Department 
of  Commerce  and  Labor  has  a 
large  number  of  agents  circu¬ 
lating  among  retail  grocers  and 
general  storekeepers  with  the  ob¬ 
ject  of  compiling  lists  of,. average 
retail  prices  for  the  chief  neces¬ 
saries  of  life.  As  near  as  can  be, 
the  prices  are  taken  on  the  fif¬ 
teenth  of  each  month.  When  the 
compilation  is  complete  it  will  be 
circulated  among  consumers  for 
the  purpose  of  showing  the  trend 
of  prices. 

Acting  Commissioner  G.  W.  W. 
Hauger,  of  the  Bureau  of  Labor, 
writes  for  this  journal  the  follow¬ 
ing  description  of  the  plan : — 

The  plan  was  followed  by  the 
Bureau  for  a  number  of  years.  By 
it  retail  price  statements  were  se¬ 
cured  from  representative  mer¬ 
chants  in  the  principal  cities  of  the 
United  States.  These  statements 
were  collected  annually  by  agents  of 
the  Bureau  for  each  year  from  1902 
to  1907.  In  1902  these  statements 
were  carried  back  from  1890  to  that 
time.  Data  for  1890  to  1903  were 
compiled  and  published  in  the  Eigh¬ 
teenth  Annual  Report  of  the 
Bureau.  The  data  for  1904  are  pre¬ 
sented  in  the  bulletin  of  the  Bureau 
for  July,  1905;  for  1905  in  the  bul¬ 
letin  for  July,  1906;  for  1906  in  the 
bulletin  for  July  1907;  and  the  data 
for  1907  in  the  bulletin  for  July, 
1908.  Owing  to  the  pressure  of 
other  work  the  Bureau  has  not  been 
able  to  collect  prices  for  each  year 
since  1907,  but  has  again  taken  the 
matter  up  this  year  and  is  securing 
in  forty  principal  cities,  price  state¬ 
ments  for  every  second  month  for 
the  years  from  1907  to  1910,  and  for 
every  month  during  1911.  This 
material  will  be  compiled  and  pub¬ 
lished  in  the  next  annual  report  of 
the  Bureau. 

For  the  purpose  of  securing  fu¬ 
ture  price  statements  the  agents  of 
the  Bureau  are  leaving  with  repre¬ 
sentative  merchants  in  each  city  a 
book  of  forms  with  the  request  that 
price  statements  be  mailed  monthly. 

I  am  enclosing  one  of  these  books 
of  forms.  The  Bureau  expects  to 
have  an  agent  visit  the  merchants 
every  few  months  in  order  to  se¬ 
cure  further  information  concern¬ 
ing  any  items  which  are  not 
altogether  clear.  The  retail  mer¬ 
chants  in  the  several  cities  already 
visited  are  heartily  co-operating  with 
the  Bureau  and  it  is  the  intention  of 
the  Bureau  to  begin  the  publication 
of  these  retail  prices  in  the  bi¬ 
monthly  bulletin  early  next  year, 
if  possible.  The  primary  purpose 
of  this  investigation  of  retail  prices 
is  to  determine  the  course  of  prices 
from  month  to  month  and  from 


year  to  year,  and  it  is  undertaken  in 
response  to  many  demands  from 
many  sources.  . 

The  Government  asks  the  co¬ 
operation  of  the  retailer  through 
an  appeal  from  the  Commissioner 
of  Labor  addressed  “To  the  Re¬ 
tail  Merchant.”  The  substantial 
part  of  this  is  as  foHows: —  * 1 

To  the  Retail  Merchant: — 

We  find  a  demand  for  current  in7 
formation  concerning  retail  prices,  ' 
and  in  order  to  meet  this  demand 
we  propose  to  publish  every  two 
months  in  our  Bulletin,  beginning 
as  soon  as  arrangements  with  the 
merchants  can  be  completed,  a  sum¬ 
mary  showing  the  course  of  prices 
and  the  extent  of  change  in  prices 
of  the  principal  articles  of  food  in 
forty  selected  cities  in  various  sec¬ 
tions  of  the  United  States. 

Because  of  the  time  required  for 
monthly  visits,  it  will  be  impossible 
to  secure  the  data  through  the 
Special  Agents  of  the  Bureau,  and 
we  therefore  find  it  necessary  to  in¬ 
vite  retail  merchants  to  co-operate 
by  forwarding  to  the  Bureau  each 
month  the  information  called  for  on 
the  forms  in  this  book.  We  believe 
that  the  results  will  be  of  great 
value  to  all  persons  interested  in  the 
subject  of  retail  prices,  and  that  the 
work  will  require  but  a  very  small 
amount  of  the  merchants’  time  for 
the  reason  that  as  current  prices  are 
requested  it  will  be  unnecessary  to 
refer  to  old  records. 

You  have  been  selected  as  one  of 
the  retail  merchants  in  your  city 
from  whom  statements  are  desired, 
and  I  earnestly  request  your  hearty 
co-operation  in  the  matter  by 
promply  furnishing  monthly  state¬ 
ments  on  the  attached  forms. 

Prices  should  be  quoted  for  arti¬ 
cles  of  the  highest  standard  grade 
commonly  sold  by  you,  and  for 
meats  the  price  quoted  should  be 
for  the  best  cuts.  So-called  “fancy 
grades”  or  articles  sold  as  “leaders” 
should  not  be  quoted. 

It  is  absolutely  essential  to  the 
value  of  the  record  that  you  quote  the 
price  of  exactly  the  same  grade  and 
brand  of  each  article  from  month  to 
month.  The  exact  grade  or  brand 
in  each  case  you  will  probably  be 
able  to  identify  best  by  consulting 
the  stub  containing  the  prices 
quoted  for  the  preceding  month. 

Chas.  P.  Neill, 
Commissioner. 

The  articles  on  which  prices  are 
asked  are  as  follows:— 


Sirloin  steak  . per  lb.  .. 

Round  steak  . per  lb.  . . 

Rib  roast  . per  lb.  .. 

Pork  chops  . per  lb.  .. 

Bacon,  smoked,  sliced. ..  .per  lb.  .. 

Ham,  smoked,  sliced . per  lb.  . . 

Leg  of  mutton  . per  lb.  . . 

Chickens,  year  or  more  old,  dressed 

. per  lb.. . 

Wheat  bread . per  loaf  . . 


Wheat  flour _ per  %- bbl.  bag  . . 

Corn  meal  . per  . . .  .lbs.  . . 

Eggs,  strictly  fresh,  nearby . 

. per  doz.  . . 

Eggs,  storage  . per  doz.  .. 

Butter,  creamery,  best  ...per  lb.  .. 

Lard,  pure,  bulk  . per  lb. 

Potatoes,  Irish  . per  pk..  . , 

Sugar,  granulated  . .  .per  . .  .lbs.  . . 
Milk,  fresh,  unskimmed,  delivered 
. per  qt.  .. 

As  far  as  can  be,  the  work  will 
be  done  through  agents,  a  con- 1 
siderable  number  having  already 
been  supplied  with  detailed  in¬ 
structions  and  sent  out.  The  De¬ 
partment  has  furnished  this  jour¬ 
nal  with  a  copy  of  the  agents’  in¬ 
structions  and  the  following  in¬ 
teresting  extracts  will  throw  fur¬ 
ther  light  upon  the  scope  of  the 
plan : — 

Class  of  Store. — Schedules  should 
be  continued,  or  new  schedules  se¬ 
cured,  only  from  stores  patronized 
to  a  considerable  extent  by  families 
of  wage-earners.  The  stores  should 
not  be  such  as  cater  to  an  exclu¬ 
sively  high-class  trade,  nor  should 
they  be  stores  in  the  slum  districts 
selling  principally  to  the  very  poor. 
The  larger  and  more  substantial 
stores  should  be  taken  rather  than 
small  shops  with  their  trade  con¬ 
fined  to  a  very  small  locality.  Se¬ 


cure  data  only  from  stores  or  mar¬ 
kets  which  deliver  goods. 

Various  organizations  and  per¬ 
sons  may  be  consulted  with  refer¬ 
ence  to  the  representative  character 
of  stores,  as  follows : — 

Retail  Dealers’  Associations. 
Secretaries  of  Commercial  Or¬ 
ganizations. 

Officers  of  Trade  Unions. 

Editors  or  correspondents  of 
papers  publishing  retail  prices. 

Schedules  should  represent  arti¬ 
cles  of  the  highest  standard  grade 
commonly  sold  by  the  dealer,  and 
for  meats  the  price  quoted  should 
be  for  the  best  cut.  So-called 
“fancy  grades”  and  articles  sold  as 
“leaders”  should  not  be  quoted. 

As  prices  advance  there  is  a 
tendency  to  put  a  lower  grade  of 
article  on  the  market  so  as  to  main¬ 
tain  a  popular  price.  The  object  of 
this  investigation  is  to  determine 
the  changes  in  prices,  hence  the 
agent  must  be  sure  that  the  saute 
grade  of  article  is  quoted  for  all 
years. 

Future  Prices. — The  Bureau  pro¬ 
poses  to  publish  every  two  months 
in  the  Bulletin,  beginning  as  soon 
as  arrangements  with  the  merchants 
can  be  completed,  a  summary  show¬ 
ing  the  course  of  prices  and  the  ex¬ 
tent  of  change  in  prices  of  the  prin¬ 
cipal  articles  of  food  in  forty  se¬ 
lected  cities  in  various  sections  of 
the  United  States.  In  order  to  ac¬ 
complish  this  purpose  it  will  be 
necessary  to  secure  the  co-operation 
of  retail  merchants. 


How  Retail  Grocers  Can  Make  Their  Own 

Coffee  Blends 


Practical  Coffee  Man  Tells  How  to  Combine  Different  Varieties 
of  Coffee  to  Get  the  Best  Results.  Advantage  of  One’s 
Own  Blends  in  Holding  Trade. 


[The  following  is  the  substance  of  an  address  delivered  by  P.  S.  Duryee, 
of  Duryee  &  Barwise,  New  York  city,  before  the  recent  convention  of  the 
A.  J.  Deer  Co.’s  salesmen,  on  “  Coffee .  Blending  for  the  Retail  Grocer.” 
Mr.  Duryee  is  a  mine  of  practical  information  about  the  b  ending  and 
handling  of  coffee,  and  what  he  says  here  is  more  than  worth  reading.— Ed  ] 


I  think  the  best  way  to  handle 
:his  subject  is  to  state  some  facts 
ibout  coffee,  just  as  though  I 
were  talking  to  a  man  starting  in 
:o  buy  green  coffee,  doing  his  own 
'oasting  and  blending.  I  presume 
the  average  coffee  roaster  sales¬ 
man  is  asked  many  questions  on 
the  subject  of  coffee,  and  I  as¬ 
sume  that  he  is  naturally  more 
familiar  with  his  machine  than  he 
is  with  the  coffee  situation. 

The  coffee  business  seems  to 
be  one  that  for  long  generations 
lias  been  a  kind  of  secret  order.  | 
A  comparatively  few  men  in  two 
or  three  of  the  big  centres  where 
coffee  is  imported  alone  knew  all 
about  it.  The  consumer  has  been 
very  ignorant  concerning  the  sub¬ 
ject,  and  the  dealer  even  worse 
off,  for  what  little  knowledge  he 
thinks  he  has  is  usually  all  wrong. 
Indeed,  many  of  the  larger  deal- 
pre  know  rnmnarativelv  little 


about  so  common  a  commodity. 

First  let  us  outline  the  greater 
green  coffee  divisions  from  a 
blending  point  of  view: — 

1.  Java  and  Sumatra  coffees, 
which  are  really  identical.  But 
Dr.  Wiley  has  made  a  distinction 
here  with  which  no  coffee  man 
can  agree,  as  the  character  is 
identical.  However,  he  is  the  doc¬ 
tor,  and  so  Java  coffee  is  coffee 
grown  in  Java,  but  the  same  cof¬ 
fee  grown  in  Sumatra  must  be 
labeled  Sumatra  or  Padang  coffee. 

2.  Mocha  coffee,  which  really 
includes  Harar,  or  long  bean 
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VIocha,  although  here  again  Dr. 
Riley’s  distinction  obtains,  and 
here  is  but  one  kind  of  coffee 
vhich  can  be  called  Mocha,  and 
hat’s  the  coffee  grown  in  Arabia 
md  shipped  from  Aiden  and  Ho- 
leidah.  What  was  called  long- 
jerry  Mocha  must  now  be  called 
darar  or  Abyssinian  coffee. 

3.  Washed  mild  coffees,  em- 
iracing  as  of  the  most  value  Bo- 
^otas,  washed  Bucaramangas, 
juatemalas,  Mexicans,  Costa 
licas,  washed  Maracaibos  and 
deridas. 

4.  Unwashed  mild  coffees,  such 
s  Maracaibo,  Bucaramanga,  La- 
piayra,  unwashed  Mexicans,  etc. 

All  these  coffees,  and  of  course 
nany  varieties  not  named,  come 
mder  the  general  heading  of  mild 
offees,  which  really  include  all 
offees  but  those  from  Brazil. 

Next  we  have  the  other  great 
lassification,  “Brazilian  coffees,” 
if  which  the  first  or  better  are 
iantos,  Bourbon  and  Flat  Bean, 
nd  second,  Rio.  Then  there  are 
ther  coffees  from  Brazil,  such  as 
Victoria,  Bahia,  etc.,  but  Santos 
nd  Rio  are  by  far  the  principal 
'nes. 

Carrying  this  general  outline  of 


coffee  divisions  in  mind  we  pro¬ 
ceed  to  the  blending. 

Java  is  a  very  heavy,  thick  cof¬ 
fee,  highly  fermented,  almost  too 
heavy  for  use  alone,  and  so  it  has 
always  been  mixed  with  Mocha 
in  varying  proportions.  Mocha 
coffee  is  of  a  sharp,  acid  type,  and 
the  blending  of  these  two  charac¬ 
ters  of  coffees  produced  the  best 
result,  so  a  cup  quality  was  es¬ 
tablished  as  a  standard,  and  the 
same  basic  idea  adhered  to,  for 
in  coffee,  as  in  whisky  or  tobacco, 
blending  has  developed  better  re¬ 
sults  than  are  obtainable  by  using 
the  straight  article.  When  a 
dealer  becomes  a  little  experi¬ 
enced  he  will  originate  his  own 
blends,  which,  if  good,  will  hold 
trade. 

The  dealers’  bends  are  quite  as 
much  a  secret  as  a  patent  medi¬ 
cine  formula,  so  what  I  suggest 
can  be  in  the  way  of  suggestion 
only,  but  I  know  the  blends  put- 
lined  will  produce  fine,  all-around 
coffees. 

These  are  the  most  practicable 
coffees  for  a  dealer  to  carry : — 

1.  Santos,  because  of  price. 

2.  A  Maracaibo,  or  a  natural 
Bucaramanga,  because  they  are  a  J 


full-bodied  coffees  of  great  value 
in  blending. 

3.  A  washed  coffee,  preferably 
a  Bogota.  This  part  of  the  blend 
is  the  high  grade  and  most  im¬ 
portant,  for  it  gives  the  blend  its 
touch  of  quality  and  character. 

The  dealer  must  guard  against 
these  objectionable  qualities  in 
selecting  these  three  coffees  : — 

See  that  the  Santos  is  not 
strong  or  Rioy. 

See  that  the  Maracaibo  is  not 
bitter  or,  worse,  “hidy.” 

See  that  the  Bogota  is  not  too 
acid  or  thin. 

If  these  precautions  be  taken  he 
cannot  help  but  have  a  fine  blend 
reasonable  in  price.  By  using 
equal  parts  of  Santos,  Maracaibo 
an^-jBogota  for  general  use  for 
his  principal  selling  coffee  h.e  is 
secure.  ■  ;;  ;  ... 

The  man  equipped  with  these 
coffees  will  have  for  his  cheap 
coffee  (for  which  there  is  always 
a  big  demand)  his  Santos.  For 
his  medium  grade  he  has  a  blend 
of  half  Santos  and  half  Maracaibo. 
For  his  third,  or  most  popular 
blend,  the  first  outlined,  one-third 
of  each,  and  for  his  really  best 
J  coffee  either  half-and-half  Bogota 


and  Maracaibo  or  three-quarters 
of  Bogota  and  one-quarter  Mara¬ 
caibo. 

The  advantage  of  these  three 
coffees  is  that  they  blend  well  in 
any  way  you  may  mix  them,  and 
the  dealer  with  a  little  experience 
working  with  the  two  necessary 
ideas  in  mind — satisfactory  coffee 
and  cost — will  quickly  work  out 
various  combinations 

Of  course  the  requirements  in 
the  way  of  cup  flavor  vary  some¬ 
what  with  the  locality,  and  one 
blend  Aould  not  suit  all  places. 
In  New  England,  for  instance, 
they  use  light  drinking  coffees, 
and  roast  the  coffee  very  light 
also,  which  is  quite  the  reverse  of 
the  requirements  in  New  York, 
for  New  England  would  use  a 
Guatemala  or  Coban  in  place  of  a 
heavy  Bogota,  and  perhaps  more 
of  an  acid  Bourbon  than  a  full 
flavored  coffee. 

The  dealer  will  secure  his  vari¬ 
ation  in  flavor  principally  from 
his  top  or  best  coffee,  the  Mara¬ 
caibo  for  body  and  the  Santos  for 
price,  so  that  he  can  well  afford 
to  carry  beside  his  Bogota  some 
of  the  lighter  or  more  acid  coffees, 
such  as  Guatemala  and  Mexican. 


This  Is  the 

'  • 

Buckwheat  Flour 

For  Vou! 


1  Morning  Glory  Self  Rising  Buckwheat  Flour ;  packed  in  a  handsome  carton  instead  of  a  paper 
>ag;  profit  is  greater  than  on  any  other  brand  that’s  near  as  good  and  you  can  sell  twice  as  much, 
ure  to  please  your  customers;  sure  to  be  sold  out;  but,  if  you  have  any  left  at  the  end  of  the 
eason  we’ll  pay  you  cash  for  it.  Ask  for  our  plan  that  will  double  your  buckwheat  trade. 


J  Sale  has  increased  3  times  in  3  years. 


BETTER  GET  YOUR  ORDER  IN 
NOW  FOR  FALL  DELIVERY 
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Now  I  have  not  touched  on 
blends  containing  Java  and 
Mocha,  but  the  same  principles 
exactly  follow  in  using  these  cof¬ 
fees.  Java  is  a  very  rich,  heavy 
full-bodied  coffee  as  a  rule,  while 
Mocha  is  sharp  and  acid.  The 
price^of  Java  is  from  19  cents  per 
pound\up  and  Mocha  about  the 
same,  so,  the  cost  precludes  the 
general  use  of  these  coffees  ex¬ 
cept  for  a\<;ry  small  proportion 
of  the  dealer’s\fancy  trade,  but 
for  a  fine  heavy  coffee  equal  parts 
of  a  good  washed  coffee  and  good 
Java  is  about  as  near  perfection  as 
one  can  come  in  coffee. 


better  grades  of  coffee  throughout 
the  country.  Many  sections 
which  a  few  years  ago  did  not 
buy  over  5  per  cent,  of  mild  cof¬ 
fees  are  to-day  buying  25  per  cent, 
to  30  per  cent,  of  the  better  goods. 
The  public  is  becoming  more  dis¬ 
criminating  and  particular  about 
their  coffee  each  year. 

Of  course  there  are  certain  sec¬ 
tions  of  the  country  in  which  the 
water  is  particularly  bad,  being 
filled  with  alkali,  and  in  these  sec¬ 
tions  it  is  very  hard  to  get  the 
very  best,  the  very  delicate  flavor 
out  of  coffee,  and  I  would  advise 
this  case  a  very  puhgent  coffee 


le  can  come  in  cortee.  in  tms  case  a  very  pungent  conee 

Of  course  the  real  benefit  frorh  which  will  stand  up  and  show 


blending  is  obtaining  a  coffee 
with  a  marked  individuality. 

There  come  to  New  York  cof¬ 
fees  from  106  different  sections, 
and  there  are  variations  in  flavor 
among  each  of  these  106.  This 
will  give  you  a  slight  idea  of  the 
immensity  of  the  field  from  which 
to  select  coffees  for  blends. 

If  the  dealer  can  create  some¬ 
thing  a  little  different,  a  little  bet¬ 
ter  than  can  be  obtained  else¬ 
where,  he  has  made  a  big  stride 
towards  increasing  and  holding 
his  coffee  trade,  and  I  cannot  too 
strongly  urge  that  he  use  as  good 
coffees  as  he  possibly  can,  for  in 
the  long  run  business  acquired 
from  such  results  will  always 
stick  by  him,  be  a  big  advertise¬ 
ment  for  him,  and  aso  show  him 
a  better  profit  in  the  end. 

There  has  been  a  very  marked 
increase  in  the  consumption  of 


some  merit  when  such  water  is 
used.  It  is  also  good  advertise¬ 
ment  for  a  live  dealer  to  have  his 
own  outfit  and  thus  control  his 
own  blend,  something  which  Hi? 
neighbor  cannot  duplicate. 

Another  point  I  would  like  to 
bring  clearly  to  retailers  is  that 
they  should  not  expect  to  buy 
coffee  in  one  or  two-bag  lots  at 
the  price  that  they  may  see  Rio  7s 
or  other  coffees  quoted  in  the 
daily  papers.  For  instance,  when 
you  see  Rio  7s  quoted  as  they  are 
to-day  at  1^/2  cents,  this  really 
means  for  250  or  more  bags  of  cof¬ 
fee  in  store  in  New  York  and  al¬ 
lows  absolutely  no  handling  ex¬ 
pense.  Should  you  be  in  a  posi¬ 
tion  to  buy  250  bags  of  coffee  you 
could  buy  at  that  figure,  and  it 
would  be  f.  o.  b.  cars  New  York. 

P.  S.  Duryee. 

New  York,  August  15,  1911. 


Dr.  Wiley  Reduced  to  Nonentity  in  Enforc¬ 
ing  Federal  Food  and  Drugs  Law 

Testifies  Before  Congressional  Committee  that  Other  Members 
of  Federal  Food  and  Drugs  Board  Overruled  Him  and  His 
Appeals  to  Secretary  Wilson  that  Public  Health  Was  in 
Danger  Brought  No  Response. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

Washington,  D.  C., 

August  18,  1911. 

Dr.  H.  W.  Wiley,  chief  Gov¬ 
ernment  chemist  and  former  prin¬ 
cipal  factor  in  the  enforcement  of 
the  Federal  Food  and  Drug  law, 
has  had  his  innings  before  the 
Congressional  Investigating  Com¬ 
mittee  during  the  past  week.  Ac¬ 
cording  to  his  testimony  a  com¬ 
bine  between  Dr.  Dunlap  and  So¬ 
licitor  McCabe,  the  other  two 


members  of  the  Federal  Food  anc 
Drug  Board,  long  ago  reducec 
him  to  a  nonentity  in  the  work  o 
enforcing  the  food  law.  His 
views  on  adulteration  and  mis 
branding  were  repeatedly  over¬ 
ruled,  and  appeals  to  the  Secre¬ 
tary  of  Agriculture  brought  no  re¬ 
sponse. 

There  has  always  been  great 
speculation  over  Dr.  Wiley’s 
professional  education  and  train¬ 
ing.  Before  the  committee 
last  Wednesday  lie  set  this  at 


rest  for  the  first  time.  He 
testified  that  he  had  taken  the 
old-fashioned  classical  course  at 
lanover  College,  with  “some  sci¬ 
ence,  not  much.”  Later  he  stud¬ 
ied  medicine,  graduated  from  the 
Indianapolis  Medical  College, 
took  another  year’s  course  in 
chemistry  and  then  studied  at 
Harvard.  He  became  successive- 
y  instructor  of  chemistry  in  the 
Indianapolis  Medical  College, 
Butler  College,  Purdue  Uni¬ 
versity,  Indiana.  Then  he  went 
to  the  University  of  Berlin  for  a 
year’s  study  in  chemistry.  In 
1881  he  was  State  chemist  of  In¬ 
diana,  and  April  9,  1883,  he  was 
appointed  Chief  of  the  Chemistry 
Bureau  of  the  Department  of  Ag¬ 
riculture. 

“I  took  a  very  active  part  in  all 
steps  leading  up  to  the  pure  food 
law,”  Dr.  Wiley  said,  replying  to 
Chairman  Moss.  “I  began  in  1883 
an  attempt  at  a  scientific  investi¬ 
gation  of  the  adulteration  of  foods 
and  took  an  active  part  in  all  ef¬ 
forts  to  secure  such  a  law.” 

He  explained  that  the  pure 
food  law  authorized  his  Bureau  to 
investigate  all  foods,  to  determine 
whether  they  are  misbranded  or 
adulterated.  Later,  the  Federal 
Food  and  Drug  Board  was  ap¬ 
pointed  and  the  reports  of  the  Bu¬ 
reau  of  Chemistry  were  made  to 
it.  The  Board  also  held  the  hear¬ 
ings.  The  following  interesting 
information  is  from  the  steno¬ 
graphic  report  of  the  testimony : 

“What  attitude  has  the  Board 
of  Food  and  Drug  Inspection 
taken  toward  the  Bureau  of 
Chemistry?” 

“The  views  of  the  Chemistry 
Bureau  as  to  what  was  adulter 
ated  or  misbranded  were  over¬ 
ruled  in  about  two-thirds  of  the 
cases.  Sometimes  I  voted  to  over¬ 
rule  the  Bureau,  but  usually  it 
was  overruled  against  my  vote.’ 

“When  you  and  Dr.  Dunlap 
disagreed  how  many  times  were 
you  sustained  by  Mr.  McCabe 
the  third  member  of  the  board?’ 

“Never,  as  I  remember;  except 
on  my  decision  that  rye  whisky 
must  be  made  from  rye.  On  that 
matter  Mr.  McCabe  sided  with 
me.” 

“How  many  of  the  cases  have 
been  passed  on  by  the  board?” 

“From  1,500  to  2,000.  On  about 
100  cases  where  Dr.  Dunlap 
agreed  with  me  on  the  first  vote 
and  the  Solicitor  disagreed  with 
both  of  us.  Dr.  Dunlap  changec 


lis  vote  in  every  case  to  agree 
with  the  Solicitor.” 

Dr.  Wiley  declared  that  the  re¬ 
sult  of  these  overrulings  was  to 
‘squander  and  waste”  all  the 
money  spent  in  preparation  of 
the  cases  by  the  Chemistry  Bu¬ 
reau.  He  said  that  so  far  as  he 
■cnew  all  appeals  to  Secretary 
Wilson  had  resulted  in  a  decision 
sustaining  the  Board’s  ruling.  4 
“About  9,000  cases,”  he  said, 
have  been  prepared  by  the  Bu¬ 
reau  at  a  sum  averaging  about 
$200  each,  including  the  gathering 
of  samples.  Many  of  these  cases, **J 
he  added,  “are  properly  dropped. ”1 
Dr.  Wiley  stated  that  Solicitor 
McCabe  held  the  decisive  vote  on 
the  Board  of  Food  and  Drug  In¬ 
spection.  When  Dr.  Wiley  and 
Dr.  Dunlap  disagreed  on  ques¬ 
tions  of  chemistry,  it  was  Solici¬ 
tor  McCabe  who  decided  whether 
a  prosecution  should  be  made.  In 
fully  100  cases,  said  Dr.  Wiley, 
where  he  and  Dr.  Dunlap  had 
voted  together  and  Solicitor  Mc¬ 
Cabe  had  disagreed  with  them, 
Dr.  Dunlap  changed  his  vote  to 
agree  with  Mr.  McCabe. 

“Did  you  ever  appeal  from 
these  decisions?”  he  was  asked.  * 
“I  found  it  was  useless  to  ap¬ 
peal,”  said  Dr.  Wiley,  “for  the 
Secretary  invariably  upheld  the 
decision  of  the  Board.” 

In  two  cases  he  did  appeal,  he 
added,  where  he  thought  public 
health  was  “seriously  menaced.” 
One  of  these  involved  the  labeling 
of  gluten  flour,  the  food  of  dia¬ 
betes  patients.  The  Board’s  deci¬ 
sion,  he  believed,  left  physicians 
without  sufficient  information  as 
to  the  exact  contents  and  strength 
of  the  flour.  In  this  case  the 
Secretary  upheld  the  Board. 

The  other  case  involved  the 
labeling  of  fruits  and  fruit  prod¬ 
ucts  which  contained  sulphur  di¬ 
oxide.  This  subject  is  now  be¬ 
fore  the  Remsen  Pure  Food  Ref¬ 
eree  Board.  The  Board,  com¬ 
posed  of  three  Cabinet  members, 
Secretaries  MacYeagh,  Wilson 
and  Nagel,  decided  that  manufac¬ 
turers  could  continue  to  use  the 
sulphuring  process  if  the  fact  was 
made  clear  on  the  label. 

Dr.  Wiley  left  the  Agricultural 
Department  one  day  at  4  o’clock 
to  go  to  Boston.  Between  that 
time  and  4.30,  when  the  Depart¬ 
ment  closed,  he  said,  a  special 
meeting  of  the  Board  of  Food  and 
Drug  Inspection  was  called,  Dr. 
Dunlap  acting  as  chairman,  and  a 
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decision  was  made  overruling  the 
'‘three  Secretaries”  Board  and  per¬ 
mitting  manufacturers  to  use  the 
sulphuring  process  without  pub¬ 
lishing  the  fact  on  their  labels. 

As  soon  as  he  returned  to 
Washington  and  learned  of  the 
action,  said  Dr.  Wiley,  he  wrote 
to  Secretary  Wilson,  appealing  to 
him  from  the  decision,  and  declar¬ 
ing  that  the  health  of  the  public, 
particularly  of  invalids  to  whom 
fruit  juices  are  often  prescribed, 
was  seriously  threatened  by  the 
decision ;  and  that  the  Board  of 
Food  and  Drug  Inspection  had  no 
right  to  overrule  the  three  Sec¬ 
retaries. 

“What  was  Secretary  Wilson’s 
answer?”  asked  Representative 
Floyd,  of  Arkansas,  who  has  con¬ 
ducted  the  questioning  for  the 
Moss  Committee.  “I  never  re¬ 
ceived  an  answer,”  said  Dr. 
Wiley. 

Dr.  Wiley  said  he  had  agreed  to 
refer  to  the  Remsen  Board  the 
question  of  using  alum  in  baking- 
powder  and  pickles,  providing  Dr. 
Dunlap  and  Mr.  McCabe  agreed 
to  enforce  prosecutions  against 
alum  users  until  the  Referee 
Board  reports.  He  was  outvoted 
on  this  matter. 

“I  wrote  my  views  so  that  my 
vote  might  be  recorded,”  said  Dr. 
Wiley.  “I  seldom  have  a  chance 
to  vote  on  the  Board.”  “Why 
not?”  asked  Representative  Sloan. 

“Because  when  the  other  two 
members  agree  the  chairman 
doesn’t  vote.” 

“Suppose  you  decided  a  thing 
is  harmful,  and  the  Remsen  Board 
decides  the  other  way,”  said  Rep¬ 
resentative  Floyd,  “is  there  any¬ 
way  you  can  get  it  into  court  for 
a  final  decision?}”  “Not  that  I 
know  of.” 

It  will  be  remembered  that  the 
charge  against  Dr.  Wiley,  which 
opened  up  this  whole  controversy 
was  that  he  had  employed  one  Dr. 
Rusby,  an  expert  chemist,  to  aid 
the  Government  at  an  illegally 
large  salary.  Before  the  commit¬ 
tee  Dr.  Wiley  testified  that  he 
never  made  any  contract  with  Dr. 
Rusby,  and  that  in  an  effort  to 
make  a  case  against  him  the 
whole  transaction  had  been  de¬ 
liberately  distorted  and  some  of 
it  suppressed.  The  letter  from 
Dr.  Rusby  to  himself,  which  was 
offered  as  evidence  of  the  illegal 
contract,  had  never  been  received 
'by  him.  More  than  that,  even  if 
received,  it  contained  a  clause 


that  the  contract  was  to  be  sub¬ 
ject  to  the  approval  of  the  Secre¬ 
tary  of  Agriculture.  This  clause, 
Dr.  Wiley  testified,  had  been  com¬ 
pletely  suppressed. 

On  Thursday  Dr.  Wiley  testi¬ 
fied  that  the  Bureau  of  Chemistry 
several  months  ago  refused  to  al¬ 
low  the  Corn  Products  Co.  to  call 
glucose  “corn  syrup.”  After  the 
order  to  this  effect  was  promul¬ 
gated,  the  Secretaries  of  Agri¬ 
culture,  Treasury  and  Commerce 
and  Labor  met  in  review  and  re¬ 
versed  the  ruling. 

It  is  probable  that  Secretary 
Wilson  intends  to  make  some  sort 
of  attack  on  Dr.  Wiley  during  the 
coming  week.  He  has  announced 
that  he  will  go  on  the  stand  and 
explain  why  authority  was  taken 
from  Dr.  Wiley  and  given  to  So¬ 
licitor  McCabe. 

Holt. 


Pineapples  are  lower  by  about 
$i  per  crate.  Instead  of  $4  per 
crate  for  24s,  they  range  from  $3 
to  $3.25. 


The  One  Pure  Sugar  Syrup 

Lyle’a  Golden  Syrup—  perfectly 
clear,  a  beautiful  golden  color,  io 
neutral  micro-organiama  can’t  live 
In  it.  Abaolutely  frae  from  preser¬ 
vative!.  A  product  which  every  one 
lutps  buying.  If  you  want  to  pleaae 
your  trade  tell  them  about  it. 

26$  PROFIT 

Sure  aaleo  and  pleaaad  enatomcra. 

H.  Kellogg  &  Sons 

Philadelphia 


MR.  GROCERMAN ! 
Your  Interests  Are  Ours,  Too 

- SELL - 

MAPLEINE 

(A  Distinctive  Flavoring) 
Better  Than  Real  Maple 
Made  from  aromatic  roots  and 
herbs  which  have  absorbed  the 
richest  elements  from  sunshine 
and  soil— mountain  air  and  ocean 
breeze.  Many  flavors  blended  and 
mellowed  into  one  delicious  flavor¬ 
ing— that's  Mapleine. 

Makes  home-made  sugar  syrup 
better  than  real  maple  at  a  cost  of 
50  cents  per  gallon.  Can  be  used 
anywhere  a  flavoring  is  desired. 

ADVERTISED  EVERYWHERE 
NICE  PROFIT 

DEMAND  STEADY  &  GROWING 

Order  to-day  from  your  jobber 

Frank  A.  Smith  Company 
Philadelphia  Agents 

Crescent  Mfg.  Co. 
SEATTLE,  WASH. 


TXLL  YOUR  CUITOM8U  THAT 

RAE’S 

Lucca  Olive  Oil 

Is  the  product  of  perfectly  sound,  ripe, 
freshly  picked,  freshly  crushed  and 
pressed  olives,  grown  in  Tuscany,  Italy, 
the  one  place  in  the  world  where  the 
olive  reaches  perfection.  You  will  not 
only  please  them  but  you  will  build  up 
a  splendid  trade  on  Lucca  OH  at  a  good 
profit.  Price*  in  Price*  Current. 

H.  Kellogg  &  Sons 

Philadelphia 


TOMATOES 

AVON  BRAND  EXTRA  STANDARD—  / 

No.  3,  cold  packed,  2  doz.  .  per  doz.,  $0.85 

As  many  or  as  few  cases  as  you  like  and  a  special  drive 
in  fine  quality  Tomatoes  for  prompt  shipment.  , 

CORN 


MITCHELL’S  BR1ERFIELD  BRAND  NEW  PACK 
SHOE  PEG— 

.  per  doz., 

.  per  doz., 


No.  2  cans,  2  doz. 

W?  .  !  [{ jr 

5  or  10-case  lots  or  over 


.72^2 

.70 


Positively  new  goods,  crop  and  pack  1911  and  just  in. 
An  elegant  quality  Shoe  Peg  Corn  at  a  very  advan¬ 
tageous  figure. 


NOODLES 


PROSPECT  BRAND  PURE  EGG— 

5c  size,  4  doz . 

10c  size,  2  doz . 

5  and  10c  size  assorted  :  2  doz. 
5c.  size,  1  doz.  10c.  size 

5  or  10-case  lots  or  over,  either 
size  or  assorted 


Assorted  Fine  and  Broad  in  each  case. 

Elegant  quality  Noodles  at  much  lower  prices  than  you 
will  get  them  elsewhere. 


per  case, 

1.20 

per  case, 

1.20 

per  case, 

1.20 

per  case, 

1.15 

WRITE  FOR  THE  “CASH  GROCER,”  CONTAINING 
PRICES  ON  A  FULL  LINE  OF  STAPLE 
AND  FANCY  GROCERIES 

The  above  prices  good  for  week  August  21st  to  August  26th,  Inclusive 

BARBER  &  PERKINS 

Wholesale  Cash  Grocers 

29, 31 , 33  N.  Water  Street  28  N.  Delaware  Avenue 

PHILADELPHIA,  PENNA. 
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WITH  THE  EDITOR 


At  its  convention  in  Pittsburgh, 
Pa.,  last  week  the  United  Master 
Butchers  of 
Conve*ifne«i  th*t  America  adopted 

Cott  Money.  the  following 

" resolution: — 
Resolved,  That  we  try  to  obtain 
the  co-operation  qf  the  National 
Retail  Grocers’  Association  and  all 
other  organizations  to  compel  em¬ 
ployers  to  pay  wages  weekly. 

This  is  another  of  those  modern 
conveniences  that  are  constantly 
being  demanded,  and  which,  be¬ 
cause  they  cost  money,  inevitably 
raise  the  price  of  the  commodity 
to  whch  they  are  attached.  Iff 
this  case  the  convenience  is  for 
the  benefit  of  retailers  who  sell 
employees  of  these  concerns 
goods,  but  the  principle  is  the  same 
— convenience  can  be  had,  but  it 
never  comes  for  nothing,  and  its 
cost  must  always  be  added  to  the 
cost  of  whatever  product  is  in¬ 
volved.  The  large  concerns  who 
employ  hundreds  of  operatives 
and  have  monthly  or  semi¬ 
monthly  pay  days,  can  pay  every 
week,  but  it  means  more  expense 
— who  is  to  bear  it?  The  answer 
is  that  if  the  concern  makes  sugar, 
its  price  for  sugar  will  bear  it ; 
if  it  sells  steel,  its  price  for  steel 
will  bear  it.  The  dealer — for 
whose  benefit  this  increase  in  pro¬ 
ducing  cost  was  undertaken — 
must  first  pay  this  added  cost,  and 
must  then  get  it  from  the  con¬ 
sumer. 

It  is  all  very  well  to  demand 
conveniences — n  earby  stores, 
quick  deliveries,  telephones,  sales¬ 
men  to  take  orders  at  the  house, 
and  any  other  convenience  we  can 


imagine,  but  it  is  the  height  of  in¬ 
consistency  to  want  them  without 
paying  for  them. 


The  National  Retail  Grocers' 
Association  has  had  a  great  deal 
to  say,  and  justi- 

Tht  Grocer  fiably,  about  the 
Not  Repreiented.  dangers  of  par¬ 
cels  post  to  the 
country  retailer.  In  view  of  that 
fact  the  writer  notes  with  surprise 
that  the  organization  was  not  rep¬ 
resented  at  the  recent  hearing  be¬ 
fore  the  sub-committee  of  the 

n  U*  U 

House.  The  official  list  of  asso- 
ciations  represented  is  as  follows 

National  Retail  Hardware  Asso¬ 
ciation. 

National  Wholesale  Shoe  Dealers’ 
Association. 

Merchants’  Association  of  Con¬ 
necticut. 

National  Wholesale  Hardware 
Dealers’  Association. 

National  Association  of  Retail 
Druggists. 

American  Implement  and  Vehicle 
Association. 

American  League  of  Associations. 
All  these  organizations  were 
present,  and  all  presented  their 
opposition  to  parcels  post  through 
one  or  more  representatives.  The 
National  Retail  Grocers’  Associ¬ 
ation  was  not  represented,  and 
not  a  peep  was  heard  for  the  gro¬ 
cery  interests  before  the  commit¬ 
tee.  To  be  sure,  the  hearing  was 
held  about  the  time  the  National 
convention  was  in  session,  but 
that  would  have  made  no  differ¬ 
ence;  certainly  somebody  could 
have  gone.  If,  as  Secretary  John 
A.  Green  rightly  says,  it  is  a  case 
of  straining  every  nerve  or  these 
bills  will  pass,  the  writer  thinks 


it  of  vital  importance  to  present  to 
the  committee  which  is  to  recommend 
for  or  against  these  bills,  the  gro¬ 
cer’s  reasons  why  they  should  not 
pass. 


The  current  issue  of  “Pearson’s 
Magazine”  contains  an  interesting 
article  on  “The 

When  Everythin*  Fallacy  of  Trad- 

Givei  Peemiumt.  ing  Stamps.”  The 

writer  of  it  takes 
the  position  that  the  stamp  is  a 
charge  upon  the  goods,  and  that 
unless  it  is  turned  into  money  by 
being  saved  and  redeemed,  the 
purchaser  of  the  goods  with 

which  it  was  given  will  not  get 
his  money’s  worth. 

Here  are  the  conclusions  which 
the  article  expresses : — 

When  the  goal  of  the  premium 
man  is  reached,  and  it  looks  as  if 
it  were  not  far  off,  every  store  will 
issue  trading  stamps,  every  package 
will  contain  a  coupon,  and  for  any 
one  of  us  to  get  his  money’s  worth, 
it  will  be  necessary  to  collect  and 
assort  these  and  turn  them  in  for 
premiums.  Then  we  shall  see  what 
a  cumbersome  business  we  have  im¬ 
posed  upon  ourselves  in  “our  throb¬ 
bing  human  desire”  to  get  some¬ 
thing  for  nothing. 

As  far  as  certain  kinds  of  goods 
are  concerned  this  is  true  already. 

It  is  the  case  with  soap.  The  giv¬ 
ing  of  soap  premiums  has  become 
almost  universal,  and  what  was  at 
first  something  resembling  an  ad¬ 
vertisement  has  become  a  fixed 
charge  on  most  varieties  of  soap. 
Soap  wrappers  and  coupons  are  now 
all  interchangeable  for  trading 
stamps  and  can  be  redeemed  at 
trading  stamp  parlors.  So  the  ne¬ 
cessity  of  using  one  soap  constanty 
in  order  to  get  a  premium  is  past. 
All  soap  wrappers  look  alike  in  the 
premium  parlors.  With  soap,  then, 
the  premium  game  has  been  carried 
to  a  point  where  there  is  no  longer 
any  point  in  it. 


Sooner  or  later,  the  same  thing  is 
bound  to  be  true  of  all  goods. 
When  that  time  comes,  wall  the 
whole  game  be  called  off  by  com¬ 
mon  consent,  or  will  that  whole 
fungus  growth  of  a  burden  con¬ 
tinue  to  be  forced  upon  the  ultimate 
consumer?  How  great  that  burden 
is  right  now  can  be  judged  from  the 
fact  that  the  premium  department 
of  the  American  Tobacco  Company 
alone  is  said  to  have  required  an 
appropriation  last  year  of  $800,000. 
The  head  of  one  premium  house 
told  me  he  had  sent  out  last  year 
over  5,000,000  catalogues.  The  an¬ 
nual  expenditure  of  Sperry  and 
Hutchinson  is  given  unofficially  at 
$3,000,000.  The  whole  burden  put 
together  adds  up  to  far  more  than 
$100,000,000.  And  to  get  our  share 
of  what  is  not  consumed  in  running 
expenses  and  profits  we  must  end¬ 
lessly  add  sticker  after  sticker 
worth  a  tenth  of  a  cent  apiece. 

The  only  help  that  can  come  is 
from  the  people  at  large.  If  they 
will  let  the  fallacy  in  the  trading 
stamp  sink  home,  the  business  will 
languish  and  finally  die  out.  Un¬ 
fortunately,  the  only  truth  about  the 
trading  stamp  which  is  being  fos¬ 
tered  at  the  present  time  is  that  you 
are  not  getting  your  money’s  worth 
unless  you  collect  them.  This  is  ‘ 
undoubtedly  true,  but,  if  you  do  col¬ 
lect  them,  your  loss  is  greater  yet. 

It  was  six  times  greater  in  Laur’s 
case.  Better  throw  away  your  cou¬ 
pons  and  trading  stamps.  It  may 
take  a  wrench,  but  you  will  save 
money  by  it. 

Premiums  will  never  die,  in  the 
writer’s  judgment,  unless  there 
comes  into  the  human  tempera¬ 
ment  a  quality  which  most  people 
in  this  day  lack — the  quality  of 
not  allowing  greed  to  warp  judg¬ 
ment.  We  are  an  exceedingly 
greedy  people.  If  we  see  a 
chance,  or  think  we  see  one,  to 
gather  something  in  for  which  we 
haven’t  paid,  it  is  our  way  to  go 
after  it,  no  matter  what  it  costs. 
Sooner  or  later  we  may  awake  to 
the  fact  that  nothing  is  free  but 
the  air. 


Uncle  Sam  Breakfast  Food  Co.  Confesses 
to  Fraudulent  Representations  Re¬ 
garding  Its  Breakfast  Food 

When  United  States  Government  Attacks  it  on  the  Ground  that 
its  Claims  as  to  the  Medicinal  Properties  of  its  Breakfast 
Food  Were  False,  it  Pleads  Guilty  and  Pays  Fine.  Other 
Violations  of  Federal  Food  and  Drugs  Act. 


The  following  reports  of  cases 
under  the  Federal  Food  and  Drug 
act  have  been  supplied  to  this 
journal  by  the  United  States  De¬ 
partment  of  Agriculture : — 


Judgment  No.  865— Misbranding  of 
“Uncle  Sam  Anti-Dyspeptic 
Breakfast  Food.” 

On  or  about  January  22,  1910,  the 
Uncle  Sam  Breakfast  Food  Co., 
Omaha,  Neb.,  shipped  from  Nebraska 
into  Ohio  100  packages  of  a  food 


product,  each  of  which  was  labeled 
“Uncle  Sam  Anti-Dyspeptic  Break¬ 
fast  Food.  Patented  November  17, 
1908.  Trade  Mark  Registered. 
Merit  wins.  Manufactured  by  Uncle 
Sam  Breakfast  Food  Co.j  Omaha, 
Neb.  *  *  *  Will  relieve  consti¬ 
pation  in  three  days.  *  *  *  Ten¬ 
dency  to  appendicitis  avoided  by 
eating  Uncle  Sam  ‘Food  for 
Health.’  ”  Samples  were  analyzed 
and  examined  microscopically,  and 
the  product  was  found  to  be  a  lin¬ 
seed  and  wheat  product,  consisting 
of  ether  extract  (fat)  20.05  per 
cent.,  protein  20.43  per  cent,  and 
fibre  6.06  per  cent.,  and  not  possess¬ 
ing  the  medicinal  properties  claimed 
for  it  in  said  label.  The  findings 
showed  the  product  was  misbranded, 
in  that  it  was  labeled  and  branded 
so  as  to  deceive  and  mislead  pur¬ 
chasers,  it  being  represented  as  a 
breakfast  food  with  medicinal  prop¬ 
erties  capable  of  affording  relief  in 


cases  of  constipation  and  prevent¬ 
ing  appendicitis,  whereas  in  truth 
and  in  fact  said  product  possesses 
no  medicinal  properties  which  would 
warrant  the  claims  made  for  it.  On 
the  ensuing  day  the  defendant  en¬ 
tered  a  plea  of  guilty  to  the  above 
information  and  the  court  imposed 
a  fine  of  $10  and  costs. 

Judgment  No.  849 — Misbranding  of 
Macaroni. 

On  or  about  July  5,  1910,  V. 
Viviano  &  Bro.,  St.  Louis,  Mo., 
shipped  from  Missouri  into  Ohio  29 
cases  of  macaroni,  ten  of  said  cases 
being  labeled:  "La  Regina.  Trade 
Mark  (being  a  picture  of  a  woman 
holding  a  shield  with  a  foreign 
scene  as  a  background).  V.  B.  ar¬ 
tificially  colored  Attupatelli  Lisci. 
Marca  di  Fabrica.  Registered. 
(Pictorial  representations  of  medals 
of  award),”  ten  being  labeled  the 
same  as  the  above,  with  the  ex- 
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•eption  that  the  word  “Rigatoni 
N as  substituted  for  the  words  At- 
:upatelli  Lisci,”  the  remaining  nine 
Deing  labeled  the  same  as  those  first 
jbove  mentioned,  with  the  exception 
■hat  the  word  “Trenette”  was  sub¬ 
stituted  for  the  words  “Attupatelli 
Lisci.”  Examination  of  samples 
showed  it  to  be  of  domestic  origin 
and  therefore  to  be  misbranded,  said 
labels  representing  to  the  purchaser 
that  said  article  of  food  was  of 
Italian  origin  and  manufacture, 
when  in  truth  and  in  fact  such  was 
not  the  case,  said  article  being  of 
American  origin. 

The  court  ordered  the  labels 
changed. 

Judgment  No.  851— Misbranding  of 
“Mohawk  Brand  Neufcha- 
tel  Cream  Cheese.” 

On  or  about  July  11,  1908,  The' 
International  Milk  Products  Co., 
Cooperstown,  N.  Y.,  shipped  from 
New  York  to  the  District  of  Co¬ 
lumbia  a  consignment  of  a  food 
product  labeled:  “Mohawk  Brand 
Neufchatel  Cream  Cheese,”  Sam¬ 
ples  were  analyzed  and  the  product 
was  found  to  be  misbranded,  in  that 
the  said  article  of  food  was  repre¬ 
sented,  by  the  label  above  set  forth, 
to  be  a  “Neufchatel”  cheese,  which 
is  the  distinctive  name  of  a  foreign 
product  of  cheese  not  manufactured 
in  the  United  States,  and  in  that 
the  product  so  shipped  was  not  a 
“Neufchatel”  cheese  of  that  char¬ 
acter,  but  was  so  falsely  and  fraud¬ 
ulently  labeled  with  intent  to  mis¬ 
lead  and  deceive  the  purchaser,  and 
for  the  purpose  of  representing  it 
to  be  a  foreign  product,  when  in 
truth  and  in  fact  the  article  of  food 
was  manufactured  locally,  to  wit,  at 
the  above-mentioned  Cooperstown, 
in  the  State  of  New  York. 

The  International  Concern  plead 

;uilty  and  was  fined  $125. 


Judgment  No.  852— Adulteration 
and  Misbranding  of  Vinegar. 

On  or  about  February  11,  1908, 
Jones  Bros  &  Co.,  a  corporation, 
Louisville,  Ky.,  shipped  from  Ken¬ 
tucky  into  Mississippi  a  consign¬ 
ment  of  a  food  product  labeled : 
“Jones  Bros.  &  Co.  Bluegrass  Belle 
Pure  Apple  Cider  Vinegar.  Fer¬ 
mented,  Louisville,  Ky.”  Samples 
were  analyzed  and  the  product  was 
found  to  consist  wholly  or  in  part 
of  a  solution  made  by  the  fermenta¬ 
tion  of  commercial  glucose  and  to 
be  artificially  colored. 

On  November  17,  1910,  the  de¬ 
fendant  appeared  and  entered  a  plea 
of  guilty  to  the  above  information, 
whereupon  the  court  imposed  a  fine 
of  $25  and  costs. 

Judgment  No.  853— Adulteration 
and  Misbranding  of  Vinegar. 

On  or  about  October  22,  1908, 
John  M.  Knadler  and  William  B. 
Lucas,  trading  as  Knadler  &  Lucas, 
Louisville,  Ky.,  shipped  from  Ken¬ 
tucky  into  Arkansas  a  quantity  of  a 
food  product  labeled:  “Knadler  & 
Lucas  Pickling  Cider  and  Vinegar 
Co.  Self-Made  Belle  of  the  South 
Vinegar.  Louisville,  Ky.”  Sam¬ 
ples  were  analyzed  and  the  product 
was  found  to  be  a  mixture  con¬ 
sisting  wholly  or  in  part  of  a  dilute 
acetic  acid  and  foreign  material 
high  in  reducing  sugars,  artificially 
colored  in  imitation  of  cider  vine¬ 
gar.  o .  If' 

Knadler  &  Lucas  plead  guilty  qi}d 
were  fined  $25/'  ■’ -  1 

J UDGMENT  N o’.  '  F55— ADtlPPERASION ■ 
AND  MlSjBRANDING  OF  VlNEGAR. 

On  Ju$'  27  and  December  31, 
1908,  afid  May  6,  1909.  the  Price  & 
Lucas'  Cider  and  Vinegar  Co.,  a  cor¬ 
poration,  Louisville,  Ky.,  shipped 
three  consignments  of  alleged  vin¬ 
egar,  the  first  and  last  of  said 


shipments  being  from  Connecticut 
into  Indiana,  and  the  second  ship¬ 
ment  from  Connecticut  into  Ten¬ 
nessee.  The  product  contained  in 
the  first  and  last  of  these  shipments 
was  labeled  :  “Price  and  Lucas  Cider 
and  Vinegar  Co.  Old  Homestead 
Colored.  Blended  Vinegar.  Louis¬ 
ville,  Ky.,  U.  S.  A.”;  that  contained 
in  the  second  shipment  was  labeled : 
“Price  &  Lucas  Cider  and  Vinegar 
Co.  Distributers  Kentucky  Belle 
Pure  Apple  Juice  Vinegar.  Serial 
No.  3,390.  Louisville,  Ky.,  U.  S.  A.” 
Samples  were  analyzed,  and  the  first 
of  said  shipments  was  found  to  be  a 
dilute  solution  of  acetic  acid,  arti¬ 
ficially  colored  in  imitation  of  cider 
vinegar;  the  second  was  found  to 
be  a  mixture  of  dilute  acetic  acid  and 
cider  vinegar;,  and  the  third  was 
found  to  be  a  distilled  vinegar,  ar¬ 
tificially  colored,  with  caramel. 

The  defendants  plead  guilty  to 
adulteration  of  the  first  shipment, 
and  the  count  quashed  the  two  other 
charges.  The  fine  was  $25. 

Judgment  No.  861— Adulteration 
and  Misbranding  of  Orange 

Flavor.  ■  -f 

On’  of ’about  April  30,  191CY  Steel¬ 
man  &*■)  Archer,  a  corporation 
shipped  from  Pennsylvania  info- 
<New  Jersey f  a' onwntity  iof  orange 
g  flavor  bearing  the  following  label ; 
(On  carton)  “Steelman  &  Archer 
Brand  Orange  Flavoring  *  *.  * 

Guaranteed,  etc.  *  *  *  Manu¬ 

factured  by  Steelman  &  Archer, 
Wholesale  Druggists,  Phila.,  Pa.” 
(On  bottle)  :  “Orange  Flavoring. 
Contains  alcohol  48.9  per  cent.,  pure 
oil  orange,  water  and  colored  with 
turmeric.  Guarantee  No.  1,028. 
For  Flavoring  Blanc  Mange,  Cus¬ 
tards,  Ice  Cream,  Jelllies,  etc.,  etc., 
Steelman  &  Archer,  *  *  *  16  So. 
Front  St.,  Philadelphia.”  Samples 
were  analyzed,  finding  that  the  fla¬ 


vor  was  adulterated,  in  that  a  highly 
dilute  orange  flavor  had  been  mixed 
therewith  so  as  to  reduce  and  lower 
its  quality  and  strength,  and  in  that 
a  highly  dilute  orange  flavoring, 
containing  only  a  trace  of  orange 
oil,  had  been  substituted  wholly  or 
in  part  for  the  genuine  orange  fla¬ 
vor. 

Steelman  &  Archer  plead  guilty  ^ 
and  were  fined  $25. 

Judgment  No.  864— Adulteration 

and  Misbranding  of  Vinegak 

On  or  about  July  26,  1910,  the 
Union  Vinegar  Co.,  Cincinnati, 
Ohio,  shipped  from  Ohio  into„  In¬ 
diana  100  barrels  of  ‘vtiregar,  la¬ 
beled  :  “Orchard  Brand  Pure  Fer¬ 
mented  Cider  Vinegar — 49— June, 
1910.  Union  Vinegar  Co.,  Cincin¬ 
nati,  Ohio.”  Analysis  of  samples 
showed  it  to  be  an  imitation  of  cider 
vinegar'.  . 

"The  claimants  were  compelled  to 
file  a  bond-  to  sell  the  vinegar  ac¬ 
cording  to  law. 


John  Scott  £>  Co. 

INCORPORATED 

PHILADELPHIA 

"  WHOLESALE  GROCERS 

dj 

and  Direct  Importers  of 

Ceylon  and  Assai  Teas 

These  Teas  are  becoming 
more  popular  every  day. 

"Our  prices  ere  always  correct” 


Be  Sure  this  Brand’s  in  Stock 

Keep  well  ahead  of  your  orders  for  Dandelion  Brand  Butter  Color.  More  than  90%  of  American 

buttermakers  use  this  famous  butter  color,  and  the  demand  is  increasing  all  the  time. 

Look  over  your  shelves  to-day.  See  that  you  have  on  hand  a  plentiful  supply  of 


Dandelion  Brand 


THE  BRAND  WITH 


Butter  Color 

THE  GOLDEN  SHADE 


For  over  thirty  years  the  Standard  Brand  of  this  country, 
making  this  a  year  of  record  sales  for  Dandelion  Brand. 

Don’t  fail  to  get  your  share  of  the  profits. 


Our  extensive  advertising  is 


W«  guarantee  that  Daadalioa  Brand  Butter  Color  la  PURELY  VEGETABLE  and  that  the  u.a  of  laaia  lor  coloring  butter  la 
permitted  under  all  food  laws — Stale  aad  National. 


w 


&  RICHARDSON  CO.,  Burlington,  Vt, 


Manufacturers  of  Dandelion  Brand  Butter  Color 
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Poultry  Combine  Members  Sentenced  to  Jail.  Echoes  from 
New  York  State  Convention.  The  Shredded  Wheat  Ban¬ 
quet.  Market  Summary. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.’’ 


New  York,  August  17,  1911. 

Thirteen  members  of  the  Poul- 
tr  Trust,  who  yesterday  were 
found  guilty  of  conspiracy  in  re¬ 
straint  of  trade,  after  a  trial  last¬ 
ing  51  days,  were  to-day  sen¬ 
tenced  to  serve  three  months  each 
in  jail  by  Judge  Rosalsky,  sitting 
in  General  Sessions.  A  fine  of 
$500  was  also  added  to  the  jail 
sentence  of  each.  The  thirteen 
convicted  men  were  Erving  V. 
Dwyer  and  Arthur  G.  Dwyer,  of 
Bayonne;  Charles  Westerberg,  of 
Rosedale,  N.  J. ;  William  W. 
Smith,  of  Roselle,  N.  J. ;  Charles 
R.  Jewell,  of  Belmar,  N.  J. ;  James 
N.  Morris,  of  No.  703  Greene  ave¬ 
nue,  Brooklyn;  William  H.  Nor¬ 
ris,  of  Sea  Cliff,  Long  Island; 
Charles  T.  Hawk,  of  Newark, 
N.  J. ;  Charles  Thatcher,  of  Bel¬ 
mar,  N.  J. ;  Clenen  Bishop,  of  Tot- 
tenville,  Staten  Island;  Samuel 
Werner,  of  No.  316  West  Ninety- 
fourth  street,  Manhattan ;  Solo- 
man  Frankel,  of  No.  128  West 
mth  street,  Manhattan,  and 
Charles  Werner,  brother  of  Sam¬ 
uel.  Those  whom  the  jury  ac¬ 
quitted  are  David  A.  Jewell,  E. 
Maury  Posey,  Joseph  Cohen  and 
Abraham  Kassel.  This  was  the 
first  conviction  under  Section  580 
of  the  penal  law,  making  it  a  mis¬ 
demeanor  to  conspire  to  injure 
trade  or  commerce.  The  organ¬ 
ization  to  which  the  men  belonged 
was  called  the  New  York  Live 
Poultry  Dealers’  Association. 
One  of  the  members,  who  was  too 
sick  to  go  to  court,  has  yet  to  be 
tried.  Indictments  were  found  in 
March,  1910,  and  were  based  upon 
affidavits  of  several  poultry  deal¬ 
ers  who  said  they  had  been  driven 
out  of  business  by  the  combina¬ 
tion. 

*  *  * 

Delegates  from  this  city  to  the 
convention  of  the  New  York 
State  Retail  Grocers’  Association 
held  at  Buffalo  last  week  have 
returned,  highly  enthusiastic  over 
the  results  of  the  deliberations 
and  the  splendid  entertainment 
provided  by  the  local  members. 


who  were  present  and  will  lead  to 
improvement  in  various  direc¬ 
tions. 

*  *  * 

Several  of  the, jobbing  compan¬ 
ies  in  the  Hudson  street  district 
have  been  enlarging  their  quar¬ 
ters  by  taking  over  additional  anc 
adjacent  buildings  or  leasing 
more  room  than  they  formerly 
occupied.  This  is  taken  to  mean 
that  the  wholesale  grocery  busi¬ 
ness  in  this  city  is  doing  pretty 
well  and  that  the  croakers  who 
have  been  talking  of  dull  times 
and  the  diversion  of  business 
elsewhere  must  guess  again. 

*  *  * 

Meat  prices  have  been  going  up 
again  and  the  dealers  are  explain¬ 
ing  that  drouth  in  Western  States 
is  the  reason. 

*  *  * 

Delegates  to  the  New  York 
State  convention  brought  back 
some  enthusiastic  reports  of  the 
banquet  “at  the  home  of  Shredded 
Wheat”  tendered  the  delegates 
to  the  tenth  annual  convention. 
It  was  held  in  the  banquet  hall 
on  the  fifth  floor.  The  most 
unique  surprise  of  the  evening 
came  after  the  third  course,  when 
to  the  quick  tempo  of  a  military 
march  the  doors  of  the  banquet 
rooms  were  thrown  open  and 
sixty  young  ladies,  all  employees 
of  the  company,  who  compose  the 
Shredded  Wheat  Choral  Class, 
dressed  most  becomingly  in  pure 
white  and  wearing  large  bouquets 
of  sweet  peas,  entered  in  single 
file  and  took  their  places  on  the 
high  sloping  platform  which  had 
been  especially  erected  for  them 
at  the  west  end  of  the  room. 
They  sang  several  songs  most 
delightfully.  After  the  Heidel¬ 
berg  stein  song  the  banquet  room 
was  suddenly  darkened  and  an 
immense  picture  of  Fred.  Mason, 
the  general  manager  of  the  com¬ 
pany,  was  thrown  by  a  stereopti- 
con  on  a  large  screen  which  had 
previously  been  unnoticed  in  the 
centre  of  the  room.  The  picture 
had  hardly  appeared  upon  the 
screen  before  the  delegates  with 
one  accord  gave  a  loud  call  for 


asm  for  the  popular  manager  o 
the  Shredded  Wheat  Co.,  who  for 
five  years  was  secretary  of  the 
National  Association  of  Retai 
Grocers. 

At  the  conclusion  of  the  ban¬ 
quet  Mr.  George  Suhr,  of  Buffalo, 
president  of  the  New  York  State 
Association,  arose  and  very  feel¬ 
ingly  expressed  his  regard  for  Mr. 
Mason  and  the  Shredded  Wheat 
Co.,  said  how  much  all  present 
had  enjoyed  their  visit  to  the 
Shredded  Wheat  factory  and 
ended  by  calling  upon  Mr.  Mason 
for  a  few  remarks. 

Mr.  Mason  responded  in  a 
happy  vein,  assuring  the  dele¬ 
gates  on  behalf  of  President  Por¬ 
ter,  who  was  prevented  from  at¬ 
tending  by  absence  from  the  city, 
himself,  the  other  officers  and  al 
those  connected  with  the  Shred¬ 
ded  Wheat  Co.,  of  the  cordia 
spirit  in  which  the  entertainment 
had  been  planned  and  expressec 
his  appreciation  of  the  many  evi¬ 
dences  of  regard  and  affection  on 
the  part  of  the  grocers. 

Mr.  Traverse,  the  Sales  Mana¬ 
ger  of  the  company,  made  himself 
popular  with  the  delegates  in  a 
witty  speech,  which  kept  the  ban¬ 
quet  hall  in  gales  of  laughter. 

Following  Mr.  Traverse  came 
Air.  George  Stadtlander,  president 
of  the  New  York  City  Associa¬ 
tion;  Mr.  C.  S.  Tuttle,  general 
sales  agent  of  the  Shredded 
Wheat  Co.  for  New  York  State, 
who  previous  to  his  connection 
with  the  company  was  for  four 
years  president  of  the  New  York 
State  Retail  Grocers’  Association, 
and  Mr.  A.  C.  Monagle,  secretary 
of  the  American  Specialty  Manu¬ 
facturers’  Association.  All  of  the 
speeches  were  bright,  short  and 
to  the  point. 


Summarized  Market  Con¬ 
ditions. 

Spot  coffees  are  quiet  and 
steady,  with  the  country  showing 
the  same  indifference  as  it  has 
done  for  some  time  past.  The 
conditions  suggest  that  the  mar¬ 
ket  is  closely  controlled.  There 
are  reports,  of  difficulties  in  the 
carrying  out  of  a  gentleman’s 
agreement  as  to  the  sales  of  val¬ 
orization  coffee,  but  nothing  tan¬ 
gible  is  known.  Mild  grades  are 
dull. 

A  brisk  demand  for  refined 
sugar  continues  and  withdrawals 
on  contracts  are  heavy.  As  a  re¬ 
sult  there  is  some  delay  in  ship¬ 


ments.  The  refiners  are  no 
pressing  for  new  business  and  wil 
take  orders  at  5.75  cents  only  whei 
there  are  no  uncompleted  con 
tracts. 

Teas  are  firm.  Holders  are  no 
willing  to  make  concessions  evei 
to  get  large  orders  and  some  o 
the  brokers  are  complaining  of  th< 
stiff  ideas  of  holders. 

The  new  pack  of  Maryland  to 
matoes  is  showing  an  easy  tone 
Packers  are  asking  80  to  82J/ 
cents  for  stndard  No.  3s,  bu 
brokers  have  been  inviting  bid; 
at  77 y2  cents  and  seem  confiden' 
that  they  can  deliver  the  goods  ai 
that  price.  Buyers  are  not  great 
ly  interested  as  they  have  gener¬ 
ally  protected  their  earlier  re¬ 
quirements  and  think  that  an\ 
changes  in  prices  later  are  like!} 
to  favor  them.  Packers  are  not 
urgent  in  offering  new  corn  and 
the  demand  is  quiet.  There  have 
been  some  sales  of  futures  Maine 
style  at  75  cents  factory.  Buy¬ 
ers  find  it  difficult  to  locate  any 
lots  of  peas  even  at  prices  above 
quotations.  It  is  said,  however, 
that  after  the  packers  complete 
their  deliveries  on  contracts  there 
will  be  some  surplus  lots  for  sale. 

Business  in  California  canned 
fruits  is  restricted  by  the  small 
offerings.  Jobbers  who  failed  to 
look  after  their  requirements 
when  the  market  opened  are  now 
finding  it  difficult  to  get  just  what 
they  want.  Gallon  apples  are 
easier,  with  more  liberal  offerings. 

Flour  is  inactive,  but  buyers 
and  sellers  appear  to  be  get¬ 
ting  closer  together  on  prices. 
There  have  been  offers  of  $5.25 
or  5,00-barrel  lots,  but  such  of¬ 
fers  were  for  grades  of  spring 
wheat  patents  that  have  been  held 
at  $5.50.  It  may  be  that  some 
sales  of  such  lots  will  be  made  at 
$5.40,  or  even  $5.35,  before  the 
end  of  the  week. 

Butter  has  been  irregular.  To¬ 
ward  the  middle  of  the  week  there 
was  a  little  more  trading  and  the 
Drices  became  fairly  firm.  Job¬ 
bers  say  that  they  can  get  plenty 
of  specials  at  27  cents,  but  fancy 
marks  are  working  a  little  higher. 
Extras  are  selling  at  26  cents; 
firsts  at  23}/.  to  25  cents;  process 
specials  22/2  to  23  cents. 

Fred.  A.  McGill. 


Tomatoes  are  keeping  about  on 
an  even  keel — 50  to  60  cents  for 
fine  second  earlies.  Canners  are 
paying  20  to  25  cents. 


It  is  believed  that  the  discussions 


Mr.  Mason  and  otherwise 


- -wv.  ivxi.  ividsun  cuiu  oinerwise  e 

will  prove  of  much  value  to  all  |  pressed  their  regard  and  enthu: 
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intributed. 


list  Why  the  Country  Retailer  Should 
Fear  Parcels  Post 

ecretary  Moon,  of  the  American  League  of  Associations,  of 
Chicago,  III.,  Tells  What  Reducing  Postage  on  Packages 
Would  do  to  the  Country  Store. 


The  members  of  the  American 
eague  of  Associations  soon  after 
s  organization  were  led  to  look 
pon  the  parcels  post  movement 
5  one  which  portends  serious  in- 
iry  to  the  small  towns  of  the 
rnited  States  if  crystallized  into 
,w,  and  from  that  moment  until 
ow  the  American  League  of  As- 
xiations  has  actively  opposed 
le  parcels  post  movement. 

We  believe  that  a  parcels  post 
rould  work  a  hardship  on  the  vil- 
iges,  small  towns  and  smaller 
ities  of  the  country,  because  it 
rould  tend  to  take  away  the  busi¬ 
es  of  the  retail  merchants  in 
hem. 

The  taking  away  or  transfer  of 
his  trade  to  other  channels  will 
if  necessity  drive  employees  and 
irincipals  elsewhere. 

And  naturally  of  course  follow- 
ng  the  trend  of  trade  they  would 
jo  to  the  larger  cities. 

With  such  a  result  capital  will 
>e  withdrawn,  the  banks, 
:h'urches  and  schools  will  be  cor¬ 
respondingly  affected,  the  army 
)f  commercial  travelers  will  cease 
:heir  frequent  visits,  the  hotel- 
ceeper  and  the  liveryman,  too, 
will  find  their  business  seriously 
iffected  and  no  doubt  will  be 
driven  to  the  larger  centres  of 
trade;  property  values  would 
therefore,  following  all  this 
change,  seriously  decrease,  and 
the  tax  rate  would  of  necessity  be 
increased. 

With  such  a  change  we  are  in¬ 
clined  to  believe  that  it  will  injure 
thousands  and  thousands  of  citi 
zens  who  are  not  retail  merchants, 
■but  whose  welfare  and  prosperity 
is  closely  linked  to  that  of  the  re 
tail  merchant  in  these  towns. 

It  will  have  a  tendency  to  drive 
population  to  the  large  over¬ 
crowded  cities,  and  with  this 
would  come  to  the  nation  all  the 
evil  results  which  follow  from  a 
congestion  of  population.  We 
believe  it  will  have  a  tendency  to 
degenerate  our  people. 

We  believe  that  the  community 
is  best  off  which  has  the  greatest 
diversity  of  industries. 


We  believe  that  the  depletion 
of  the  small  town  will  injure 
rather  than  benefit  the  farmer  in 
whose  name  and  for  whose  bene 
fit  parcels  post  is  proposed. 

The  nearer  to  these  social  and 
trade  centres  land  is  located  the 
more  valuable. 

The  farther  away  from  them 
the  less  valuable  the  land. 

The  small  towns  and  villages 
that  dot  the  maps  of  the  United 
States  are  the  social  centres  of 
the  farmer  and  his  family  for 
miles  around. 

It  is  in  these  little  social  centres 
that  the  school,  the  church  and 


He  has  been  such  an  important 
factor  in  making  this  a  bigger  and 
a  better  nation  that  surely  he  de¬ 
serves  fair  treatment. 

We  are  opposed  to  the  parcels 
post  because  we  are  led  to  believe 
that  the  chief  beneficiaries  will  be 
those  who  are  and  ight  become 
interested  in  a  change  of  the  pres¬ 
ent  method  of  distribution. 

In  our  opinion  the  consumer 
will  get  his  goods  no  cheaper  be¬ 
cause  the  necessary  expense  of 
distribution  now  borne  by  the 
jobber  will  of  necessity  be  borne 
by  other  shoulders. 

The  demand  for  a  parcels  post 
has  grown  out  of  the  general  feel¬ 
ing  among  all  classes  of  citizens 
that  express  rates  are  too  high. 

If  the  Interstate  Commerce 
Commission  will  act  under  the 
authority  granted  in  the  rate  law 


we  believe  that  the  real  cause  for 
the  demand  for  parcels  post  will 
be  removed  so  far  as  the  people 
in  general  are  concerned.  Of 
course  there  would  still  remain 
those  who  advocated  parcels  post 
fr  selfish  reasons. 

There  is  no  doubt  that  express 
rates  should  be  adjusted,  but  cer¬ 
tainly  this  offers  no  special  rea¬ 
son  for  launching  the  country 
into  a  parcels  post  scheme  which, 
to  say  the  least,  looks  to  be  ex¬ 
pensive  tnd  menacing. 

A  parcels  post  based  on  a 
charge  less  than  the  cost  of  per¬ 
forming  the  service  will  discrimi¬ 
nate  against  the  retail  merchant 
in  the  small  towns  and  in  favor  of 
the  big  retail  mail-order  houses 
and  the  large  department  stores 
of  the  big  cities. 

(Continued  on  page  17.) 


the  lodge  will  be  found. 

It  is  there  that  the  farmer’s 
family  attend  church  and  Sunday 
school,  the  children  when  gradu¬ 
ated  from  the  grades  attend  the 
village  high  school.  I  is  there  the 
lodge,  church  and  school  enter¬ 
tainments  are  held. 

These  sacred  influences  as  they 
exist  in  these  small  towns  have 
developed  the  dignity,  the  mental 
and  physical  strength  and  the 
lofty  moral  purpose  of  our  citizen¬ 
ship,  all  of  which  has  tended  to 
make  this  nation  strong-  and 
great. 

The  small  town  is  not  only  a 
social  and  trading  centre  for  the 
farmer  and  his  family,  it  is  a  trad- 
ing  ground  for  young  men.  Then 
the  varied  experiences  on  nearby 
farm,  in  store,  shop,  railroad 
office,  lumber  yard,  etc.,  lays  the 
foundation  for  a  type  of  manhood 
which  has  n  equal  in  any  other 
country  in  the  world.  It  is  from 
these  small  towns  that  many  of 
the  lawyers,  the  physicians,  the 
educators  and  the  business  men 
have  come. 

Deplete  these  towns  by  parcels 
post  and  the  farmer  as  well  as  the 
citizens  in  these  tonws  will  be  in¬ 
jured  and  the  nation  too  will  suf¬ 
fer  because  of  the  degeneraing  in¬ 
fluences  which  follow. 

The  retail  merchant  has  been  a 
necessary  factor  in  the  building 
up  of  these  trade  centres.  He 
represents  the  pioneer  spirit  of 
our  commercial  growth. 


The  Every-Day  Demand 

'Nothing  is  plainer  than  this 
proposition:  The  nearer  an  arti¬ 
cle  approaches  the  point  of  every¬ 
day  demand  the  greater  becomes 
its  importance  as  a  business  assel 
of  the  producer  or  seller. 

Housewives,  housekeepers, 
cooks — all  who  keep  house 
are  learning  that 


can  be  used  in  a  hundred  differ¬ 
ent  ways  for  desserts  and  for  table  jellies. 

It  is  all  so  free  from  trouble  and  work  that  it  is  becoming  an  every¬ 
day  habit.  Here  is  a  subject  that  vitally  interests  every  grocer. 

There  are  seven  Jell-0  flavors. 

THE  GENESEE  PURE  FOOD  CO., 
Le  Roy,  N.  Y.,  and  Bridgeburg,  Can. 

The  name  Jell-0  is  on  every  package  in  big  red  letters. 

If  it  isn’t  there,  it  isn’t  Jell-0 
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Practical  Questions  of  Store 
Management 

Conducted  by  HENRY  JOHNSON,  Jr. 

This  department  is  conducted  by  a  man  who  has  run  a  successful  retail 
grocery  store  for  years  and  who  has  also  had  much  experience  with  larger 
enterprises  which  involved  the  selling  of  merchandise  to  retailers.  He  is, 
therefore,  informed  upon  both  sides  of  the  general  questions  of  store 
management  and  will  discuss  those  questions  from  week  to  week.  The 
central  thought  of  his  articles  will  be  *'  getting  the  best  service  and  the  most 
money  out  of  a  retail  store.”  Subscribers  are  invited  to  submit  queries  on 
any  and  all  subjects  within  the  scope  of  the  department. 


Location. 

Here  is  a  news  clipping  of  sig¬ 
nificant  interest : — 

A  new  hotel  to  be  erected  in  New 
York  at  Thirty-fourth  street  and 
Broadway,  to  be  known  as  the 
Greeley  Square  Hotel,  has  rented 
the  ground  floor  to  the  United  Drug 
Co.  on  a  21-year  lease  at  an  annual 
rental  of  $110,000.  The  store  will 
contain  about  5,500  square  feet, 
hence  the  rental  value  will  average 
about  $20  per  square  foot,  which  is 
about  twice  the  rent  now  paid  for 
the  highest  class  store  on  Fifth  ave¬ 
nue. 

Any  store  of  similar  location  in 
your  nearest  big  city  would  prob¬ 
ably  not  bring  more  than  $11,000, 
or  $2  per  foot.  The  best  store  in 
your  town,  supposing  the  popula¬ 
tion  to  be  the  very  respectable 
one  of  30,000,  would  probably  be 
obtainable  for  around  $1,100,  or 
20  cents  a  foot.  Yet,  even  con¬ 
sidering  these  wide  variations  in 
figures,  there  is  probably  not  the 
shadow  of  a  doubt  that  the  New 
York  store  will  not  only  earn  the 
most  money,  net,  for  its  proprie¬ 
tors,  but  that  it  will  earn  the  big¬ 
gest  net  percentage  of  profit.  All 
of  which  serves  to  indicate,  in  a 
striking  if  somewhat  indefinable 
way,  the  value  of  a  prominent  lo¬ 
cation  ;  for  this  New  York  drug¬ 
gist  could  undoubtedly  have  se¬ 
cured  any  number  of  good  loca¬ 
tions  for  from  one-quarter  to  one- 
half  the  price. 

*  *  * 

The  average  retailer,  wherever 
located,  has  long  taken  his  loca¬ 
tion  at  hap-hazzard  and  has  gam¬ 
bled  with  his  opportunities  in  a 
way  that  makes  it  remarkable 
that  he  has  come  out  as  well  as 
he  has  done.  This  has  largely 
come  about  through  the  planting 
of  so  many  small  settlements  in 
this  our  very  new  country.  The 
small  town  of  200,  300,  500  and  up 
to  1,000  population  contains  so 
very  few  blocks  and  streets,  and, 
having  no  street  cars,  is  so  closely 
built  in,  that  one  location  is  very 
nearly  as  good  as  another.  Also, 


in  such  a  town  it  is  literally  true 
that  “everybody  knows  every¬ 
body  else,”  all  visit  and  gossip  to¬ 
gether  in  neighborly  fashion,  with 
the  result  that  any  special  virtue 
connected  with  trading  at  Brown’s 
04-  Jones’  is  very  quickly  known 
everywhere.  But  just  as  soon  ae 
your  town  takes  on  any  new  life\ 
wakens  up;  begins  to  expand; 
gets  anything  in  the  way  of  mu¬ 
nicipal  improvements  which  tend 
to  scatter  the  population — espe¬ 
cially  street  railways — location 
begins  to  mean  something,  for 
then  you  begin  to  have  trading 
centres,  or  one  trading  centre,  in 
which  you  must  locate  or  suffer 
some  detriment  through  not  being 
on  the  spot.  This  is  the  critical 
period.  It  is  the  time  when  the 
man  who  “has  always  been  right 
there”  and  who  feels  that  “every¬ 
body  knows  where  he  is”  is  very 
apt  to  get  sidetracked ;  for  this 
matter  of  selecting  a  location  ap¬ 
plies  alike  to  those  who  are  there 
and  those  who  begin  new.  Such 
creatures  of  habit  are  we  all  that 
it  behooves  us  to  be  watchful  of 
changes  and  tendencies  to  change 
or  we  shall  find  ourselves  left  out 
of  all  development.  Emerson 
said  that  if  you  do  a  thing  well 
the  world  will  find  you  out  and 
make  a  pathway  to  your  door; 
which  is  true.  But  if  you  have  a 
central  location  there  will  be  no 
need  for  the  making  of  the  path, 
nor  will  the  world  be  put  to  the 
trouble  of  finding  you  out;  it  will 
turn  into  your  place  from  off  the 
well-made  sidewalk,  buy  liberally, 
then  go  forth  to  spread  your  fame 
on  every  hand. 

*  *  * 

Our  town,  like  Washington, 
D.  C.,  was  designed  to  grow  to 
the  Eastward;  and,  like  Washing¬ 
ton,  it  has  turned  around  and 
grown  the  other  w^y.  In  1856 
Johnson’s  was  started  on  the  then 
principal  business  street,  or  rather 


streets,  for  the  store  ran  through 
from  the  one  to  the  other.  Noth¬ 
ing  could  have  been  more  central, 
and  business  was  wonderfully 
good.  The  panic  of  '73  carriec 
Johnson’s  under  in  ’75  and  an¬ 
other  start  was  not  made  unti 
’78,  when  the  new  location  was 
taken  a  little  bit  further  away,  but 
still  in  the  old  neighborhood  ;  and, 
the  town  being  still  under  12,000, 
without  street  cars  or,  of  course, 
telephones,  and  thus  really 
smaller  in  dozens  of  ways  than  the 
town  of  2,000  of  to-day,  no  great 
disadvantage  was  suffered.  In 
1882  we  were  compelled  to  seek 
larger  quarters  and  prepared  to 
build.  Bv  this  time  there  was 
some  indication  of  the  trend  to¬ 
ward  the  West,  and  what  we  now 
know  as  a  magnificent  corner 
vacancy  was  offered  for  a  few 
hundred  dollars;  but,  after  what 
he  thought  was  mature  consider¬ 
ation,  Johnson  built  on  a  corner 
on  the  old  street,  feeling  that  this 
would  always  be  the  business  dis¬ 
trict  of  the  town.  For  the  next 
ten  years  the  location  was  good, 
in  spite  of  the  coming  of  street 
cars  which  scared  the  horses  of 
our  farmer  customers;  but  after 
that  we  suffered  from  the  neces¬ 
sity  of  pulling  our  city  trade  out 
of  the  main  lines  of  travel  and  for 
the  last  ten  years  of  our  occu¬ 
pancy  of  that  store  we  pulled  all 
of  60  per  cent,  of  our  trade  from 
the  extreme  opposite  end  of  town, 
so  completely  had  the  old  district 
been  superseded  by  the  new. 
What  it  meant  may  be  indicated 
very  clearly  by  the  statement  that 
our  business  in  1882;  averaged 
about  $60,000  and  in  1900  was 
only  $33-000. 

In  1900  we  negotiated  for  our 
present  location  and  in  the  spring 
of  1901  we  moved  clear  across  the 
business  centre  to  the  right  side 
of  town.  The  change  brought 
magical  results.  In  four  months 
we  were  doing  business  at  the 
rate  of  $55,000 — growing  so  fast 
that  we  strained  our  capital  and 
credit  to  keep  up;  and  “the  end 
is  not  yet.”  But  the  notable  thing 
is  that,  in  1910,  I  bought — not  the 
corner  which  had  been  offered  to 
us  for  a  trifle  in  1882,  but — the 
corner  opposite  it,  paying  more 
than  ten  times  as  much  for  it  as 
it  would  have  brought  in  1882; 
and  I  bought  it  with  the  approval 
of  my  own  and  other  bankers  who 
told  me  to  snap  it  up  as  it  was  “a 
conservative  purchase”  at  the 


price  asked!  Yet  this  newest 
store,  across  the  street  from  the 
one  I  have  occupied  for  ten  years, 
which  I  shall  go  into  in  another 
year,  has  only  about  half  the  sales- 
floor  space  of  the  building  erected 
on  the  old  side  of  town  jn  1882. 
How  this  smaller  space  can  be 
more  profitably  utilized  to  pro¬ 
duce  twice  the  money  of  the  old 
store,  in  1912,  I  shall  relate  in  a 
later  article  wherein  I  shall  talk 
about  modern  fixtures  and  con¬ 
veniences  and  the  true  value 
thereof. 

*  *  * 

Some  curious  misapprehensions 
exist  about  location.  One  is  the 
idea  that  central  locations  tend  to 
run  you  up  against  active  compe¬ 
tition.  The  average  grocer  thinks 
that  if  he  can  locate  where  there 
are  no  stores  he  will  have  things 
his  own  way.  That  reasoning 
would  take  him  out  to  the  country 
cross  croads,  and  there  would  be 
no  city  stores  at  all !  The  truth  is 
that  if  you  want  to  do  business, 
you  must  go  where  business  al¬ 
ready  is.  If  you  travel  to  Denver, 
Chicago,  New  Orleans,  San  Fran¬ 
cisco  or  New  York,  you  will  find 
merchants  doing  the  same  kind  of 
business  congregated  closely  into 
districts — all  flourishing.  This  is 
because  the  people  go  there — and 
it  is  the  people  that  do  business. 
The  grocers  and  all  others  have 
prospered  along  with  me  in  my 
present  location.  We  have  all 
helped  each  other  and  there  has 
been  more  than  enough  to  go 
round.  Other  factors  help  us;  but 
a  central  location  is  just  about  the 
primary  consideration  in  any  line 
of  business ;  and  it  is  our  duty  to 
ourselves,  a  duty  we  owe  to  our 
success,  that  we  take  time  enough 
to  know  what  we  are  about  in  this 
connection,  if  we  are  beginning, 
and  to  be  ready  to  promptly 
“move  on"  if  already  doing  busi¬ 
ness  in  a  location  which  is,  or  is 
becoming,  passe. 

Even  with  all  foresight  and  the 
exercise  of  our  best  judgment  we 
make  curious  mistakes.  Where 
my  store  now  stands  there  had 
)een  a  popular  little  cigar  and  to¬ 
bacco  shop.  We  had  never 
landled  cigars  to  speak  of,  cer¬ 
tainly  nothing  high-grade,  but  I 
elt  that  a  nice  stock  of  good 
cigars  properly  kept  and  intelli¬ 
gently  displayed  would  pay.  We 
•cept  that  stock  two  years  and  then 
sold  it  out,  replacing  it  with  an 
enlarged  candy  department — for 
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■  buyers  are  women.  On  the 
ier  hand,  Jevne,  of  Chicago, 
-ved  into  a  new  store  several 
irs  ago.  He  went  from  a  place 
ere  he  had  been  for  upwards  of 
rty  years  and  where  he  had  a 
r  cigar  trade.  He  figured  that 
would  lose  half  that  trade  in 
:  new  store,  thinking  that  al- 
>st  his  entire  personal  custom 
;  would  be  women.  He  has 
en  pleasantly  surprised  to  find 
it  over  60  per  cent,  of  those  who 
rsonally  enter  his  new  store  are 
;n;  and  those  men  buy  more 
an  six  times  the  cigars  he  for- 
»rly  sold.  The  department  has 
come  so  profitable  that  it  pays 
3  entire  rent. 


itten  for  the  “Grocery  World  and  General 
Merchant.” 

you  Feel  Well,  Your  Business 
Will  Also. 


t  if  You  Are  Run  Down,  Your 
Store  Almost  Certainly  Will  Join  You. 
Some  Reflections  on  the  Subject 
rom  a  Trade  Philosopher. 


I  wish  to  say  a  word  upon  a 
bject  neglected  by  grocers — 
eping  in  good  physical  condi- 
>n.  “There  is  no  investment 
at  pays  such  big  dividends  as 
eping  one’s  physical  condition 
i  to  the  standard.  Upon  this 
ngs  all  our  success  and  happi- 
:ss,”  says  Orison  Marden. 
iealth  gives  courage,  self- 
spect,  self-confidence.”  No  gro- 
r  should  go  to  his  store  when 
1  account  of  ill-health  he  feels 
ce  killing  canary  birds  or  kick- 
g  the  crutches  from  under  a 
me  child.  When  in  such  a 
ood  he  would  make  money  by 
ribing  his  wife  with  a  new  dress 
i  let  him  stay  at  home. 

How  can  this  valuable  asset  be 
:tained  and  maintained? 

The  best  way  to  cure  a  sick 
ian  is  to  keep  him  well.  And  the 
est  way  to  keep  a  man  well  is  to 
:ach  him  the  limit  of  his  physical 
nd  nervous  capacity  and  keep 
im  from  overtaxing  it.  The 
rst  step  in  mind  cure  is  to  cure 
len  of  their  ignorance.  The  gro- 
er  should  always  be  suspicious  of 
he  loss  of  any  business  energy  or 
fade  magnetism  in  himself  for 
ihysical  reasons,  because  it  is 
ontagious  and  spreads  rapidly 
mong  the  clerks. 

As  a  matter  of  business,  let  him 
hink  every  morning  as  he  goes  to 
lis  store  that  “  my  work  is  im 
>ortant  and  therefore  I  can’t  lose 
ny  temper,  my  self-control,  get  in 


a  hurry  or  break  into  my  business 
system,  because  there  is  a  rush 
Let  him  resolve  to  take  regular 
meal  hours  and  full  time  for  his 
meals  and  a  short  rest  after  meals 
even  if  he  has  to  employ  more 
help  to  do  so. 

Then  try  to  see  your  business 
from  the  outside  and  see  what  a 
big  fool  the  old  folks  think  you 
“Sit  on  the  fence  and  see 
yourself  go  by.”  So  much  is  said 
and  so  many  theories  advanced  by 
the  health  cults  in  our  magazines 
that  it  is  not  necessary  to  go  into 
detail.  I  write  only  to  impress 
upon  your  mind  that  health  is  a 
valuable  financial  asset  in  any 
business,  especially  the  grocery 
business. 

Perhaps  the  following  illustra¬ 
tion  will  demonstrate  my  point : 

Sixteen  years  ago  a  college  man 
and  a  kid  just  out  of  school,  who 
could  not  count  interest,  were 
clerking  together  The  kid  had  a 
good  disposition,  but  like  most 
people  with  a  good  disposition  was 
slow  and  lazy.  The  college  man 
was  ambitious,  nervous,  energetic 
and  industrious.  The  kid  is  still 
on  to  the  job,  the  college  man  is 
down  and  out  on  account  of 
physical  inability.  Wasn  t  the 
kid  the  smartest  fellow? 

J.  E.  Witherspoon. 
Sacramento,  Cal., 

August  ii,  1911. 


General  Store  Failures  More, 
Grocery  Failures  Less. 

Official  July  Report  Again  Shows  that 
Disasters  in  the  Two  Lines  Are 
Pulling  Apart. 

The  official  report  of  failures 
for  July  in  the  line  of  grocery  and 
general  stores  again  shows  a  con¬ 
tradictory  condition,  failures  in 
general  stores  showing  an  in¬ 
crease  and  those  in  grocery  stores 
showing  a  decrease.  The  figures 
are  as  follows : — 

General  Stores — July,  1911, 
123;  liabilities,  $1,058,152;  July, 
1910,  83;  liabilities,  $554,423. 

Grocery  Stores — July,  1911, 
192;  liabilities,  $684,235;  July, 
1910,  216;  liabilities,  $632,560. 


White  potatoes  are  weaker 
The  Western  demand  has  fallen 
off  and  the  current  stocks  are  be¬ 
ing  sold  here.  The  present  range 
is  50  to  60  cents  instead  of  75  to 
80  cents.  Prices  will  probably  go 
even  a  little  lower. 


OAKDALE 

PRETZELS 

Have  won  and  deserve  the  reputation  of 

“HIGHEST”  GRADE 
“CLEANEST”  MADE 


Baked  in  TEN  Varieties 

Packed  in  packages  to  retail  at 
5  cents,  10  cents  and  15  cents. 
Packed  in  boxes  and  barrels  to 
retail  by  the  pound. 

More  pretzels  are  being  sold 
every  year  because  doctors  are  rec¬ 
ommending  them  as  appetizing, 
wholesome,  nourishing,  accept¬ 
able  to  a  weak  stomach  and  better 
for  the  children  than  candy  or 
cake — and  because  “Oakdale" 
Pretzels  are  so  good  everybody 
likes  them. 

Write  for  samples  and  prices,  or 
better— let  us  send  you  a  trial  box, 
returnable  at  our  expense  if  it  does 
not  sell.  Write  to-day. 


Oakdale  Baking  Co. 

Tenth  and  Susquehanna  Ave. 

—PHILADELPHIA— 


These  trade-mark  crisscross  line 


Flies  Fear 
Electric 
Fans 


The  Philadelphia  Record  of 
July  25th  says  : — 

“Practically  the  only  thing  a  fly 
is  afraid  of  is  an  Electric  Fan.  An 
Electric  Fan  will  keep  flies  off  from 
windows,  showcases,  candy  and 
food  stuff  exposed  for  sale,  or  from 
vegetables,  if  allowed  to  play 
over  the  place  or  wares  to  be  pro¬ 
tected.  More  than  one  merchant 
has  found  the  Electric  Fan  invalu¬ 
able  to  keep  flies  out  of  the  store. 
By  placing  a  fan  near  the  main 
entrance,  so  that  the  air  current 
flows  toward  the  doorway,  very 
few  flies  will  enter.  Flies  take 
little  comfort  in  a  room  where  an 
Electric  Fan  is  in  operation. 

“Aside  from  keeping  the  rooms 
cool  and  sweet,  the  Electric  Fan 
is  very  valuable  to  drive  away 
flies.  This  deadliest  of  all  house¬ 
hold  pests  likes  stagnant  air,  hot 
and  stuffy  rooms  and  is  not  found 
at  all  where  the  air  is  pure,  clean 
and  vigorously  stirring.” 


The  Philadelphia 
Electric  Company 

TENTH  AND  CHESTNUT  STS. 


SPE 
FOOD 

U  alike  other 

FARWELL  & 


iry  package 

ETIC 

cases  ot 

TROUBLES 

;R  STRICT  DIET 

ysicia^.  For  book 

.  Y..  U.S.A# 


Increase  Your  Sales  of 


BAKER’S 
Cocoa  and 
Chocolate 


Registered. 
U.  S.  Pat.  Off. 


ANY  GROCER  who 
handles  our  prepa¬ 
rations  can  have  a 
I  beautifully  illustra¬ 
ted  booklet  of  choc¬ 
olate  and  cocoa 
recipes  sent  with 
his  compliments  to 
his  customers  en¬ 
tirely  free  of  charge. 

Ask  our  salesman 
or  write 


Walter  Baker  &  Co.  Ltd. 

DORCHESTER,  MASS. 


Stop  One  Leak 
With  This 
Advertisement 

The  leak  of  paying  too  much 
for  your  Coffee.  In  other 
words,  buying  through  sales¬ 
men — and  paying  their  sal¬ 
aries — when  you  could  buy 
direct  of  us  by  mail  at  a 
lower  price. 

If  you  dpn’t  believe  you 
can  save  money  this  way, 
send  us  some  samples  to 
match. 

If  you  don’t  think  you  can 
buy  as  safely  by  mail,  try  it 
just  once. 

DliRYEE  &  BARWISE 

Roasters  and  Packers  Teas  and  Coffees 

89  FRONT  STREET,  NEW  YORK 

ESTABLISHED  1697 
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CXVI. — A  New  Way  of  Collecting  Claims  from  Debtors  Who  Have  Nothing  But  Their  Salaries. 


It  has  occurred  to  me  to  say 
something  about  a  method  I  have 
occasionally  found  successful,  of 
collecting  claims  which  otherwise 
would  have  been  uncollectible, 
i.  e.,  claims  against  debtors  who 
have  a  salary  but  nothing  else.  I 
have  found  the  plan  to  succeed  in 
a  remarkable  percentage  of  cases. 

All  business  men  will  agree 
that  the  greater  part  of  their 
credit  trouble  is  with  debtors  who 
are  regularly  receiving  a  good 
salary — sometimes  a  very  large 
salary — and  are  amply  able  to  pay 
every  obligation  they  undertake. 
Because  the  law  of  most  States 
does  not  permit  the  attachment  of 
wages,  debtors  of  this  class  are 
practically  exempt  from  the  pay¬ 
ment  of  their  debts  unless  they 
pay  them  of  their  own  free  will. 
If  some  practical  way  can  be  de¬ 
vised  of  bringing  such  people  to 
time,  the  greatest  bug-a-boo  of 
the  credit  business  would  disap¬ 
pear.  For  debtors  with  real  or 
personal  property  can  be  made  to 
pay  their  debts,  and  those  without 
either,  and  without  a  salary  or 
some  kind  of  an  income,  will 
hardly  be  given  credit,  so  it  is 
obvious  that  the  main  cause  of 
trouble  is  salaried  debtors  who 
appear  prosperous  and  worthy  of 
credit,  but  who  are  wholly  execu¬ 
tion  proof  under  the  ordinary 
forms  of  the  law. 

The  plan  I  use  whenever  the 
occasion  allows  is  to  assign  the 
claim  to  the  employer  of  the 
debtor.  Obviously  he  is  the  only 
person  who  really  has  a  hold  upon 
him.  Each  week  or  each  month 
the  employer  is  sure  to  have  in 
his  hands  a  sum  of  money  due  his 
employee  and  he  can  deduct  from 
this  such  claims  as  he  has  legal 
authority  to  deduct.  The  object 
of  the  assignment  is  to  give  him 
the  necessary  legal  authority. 

For  instance,  not  long  ago  a 
client  brought  to  me  a  claim  of 


$55  against  a  man  who  was  em¬ 
ployed  by  a  local  wholesale  dealer 
at  a  salary  of  about  $200  per 
month.  The  credit  had  been 
given  in  the  beginning  because 
the  fellow  showed  all  the  signs 
of  prosperity  and  because  my 
client  knew  of  his  employment 
with  a  responsible  house  at  a  sub¬ 
stantial  salary. 

Everything  had  been  done  to 
collect  the  claim  without  result. 
The  debtor  ignored  the  whole 
proceeding,  probably  being  ad¬ 
vised  that  nothing  could  be  done. 
In  a  few  States  it  would  have 
been  possible  to  attach  his  salary, 
but  not  so  in  Pennsylvania. 
Where  attachment  proceedings 
are  possible,  the  plan  I  am  de¬ 
scribing  will  of  course  not  be 
necessary. 

My  client  was  willing  to  take 
practically  anything  for  his  claim, 
as  he  figured  that  even  $10  for  it 
would  be  like  finding  money.  I 
therefore  called  on  the  debtor’s 
employer  and  found  him  a  canny 
German  willing  to  make  money 
honestly  in  any  way  he  could.  I 
offered  to  assign  to  him  for  $35 
the  claim  against  his  head  book¬ 
keeper,  and  after  some  explana¬ 
tion  and  argument  he  accepted. 
My  client  executed  a  little  assign¬ 
ment  and  got  a  check  for  his  $35. 
It  is  not  exaggeration  to  say  that 
this  money  was  really  money 
found,  since  there  was  no  possible 
way  in  which  one  cent  of  it  could 
have  been  collected  otherwise. 

Now  the  position  of  the  debt¬ 
or’s  employer,  when  he  had  the 
assignment,  was  this:  On  the  first 
of  the  next  month,  when  salaries 
were  paid,  he  would  owe  this  par¬ 
ticular  employee  say  $200  for  cur¬ 
rent  salary,  and  the  employee 
would  owe  him  $55.  That  is,  the 
employer  would  have  against  the 
employee  a  perfectly  good  and 
valid  claim,  which  he  could  en¬ 
force,  of  $55 ;  for  which  reason  he 


could  legally  deduct  that  sum 
from  the  $200  and  pay  the  book¬ 
keeper  the  balance.  The  fact  that 
the  employer  had  paid  but  $35 
for  the  claim  would  have  no  bear¬ 
ing  on  the  case. 

This  is  a  fair  type  of  a  number 
of  transactions  I  have  conducted 
along  this  line.  I  have  not  found 
all  employers  willing  to  engage  in 
them,  but  I  have  found  a  larger 
percentage  than  I  expected  to, 
and  their  motive  has  invariably 
been  one  of  two:  First,  they  have 
not  been  averse  to  making  such 
money  for  themselves  as  the  plan 
enabled  them  to  make — in  the 
case  cited  above,  the  employer 
made  $19 — and  second,  they  have 
sometimes  taken  assignments  of 
claims  and  even,  in  some  cases, 
paid  their  face  value,  because  of 
the  moral  effect  it  was  likely  to 
have  upon  the  employee.  Teach 
a  man  that  he  can  be  made  to  pay 
his  debts  and  he  will  pay  them  if 
he  can.  If  he  actually  cannot  pay 
them  and  can  show  that,  the  aver¬ 
age  creditor  would  not  take  ex¬ 
treme  measures  against  him. 

One  good  feature  of  the  plan 
is  that  there  is  no  way  in  which 
the  debtor  can  question  it.  It  is 
perfectly  legal  for  A  to  assign  to 
C  a  claim  which  A  has  against  B, 
and  for  C,  after  he  takes  the  as¬ 
signment,  to  set  off  the  assigned 
claim  against  a  debt  which  he  owes 
to  B.  More  than  this,  no  man  is 
likely  to  question  the  matter  with 
his  own  employer.  The  only  way 
he  can  prevent  such  things  from 
happening  is  to  resign  his  position 
or  pay  his  debts. 

The  following  form  of  assign¬ 
ment  is  sufficient  in  such  cases: — 

Know  all  men  by  these  presents 
that  I,  John  Jones,”  of  the  city  of 
Erie,  in  the  County  of  Erie,  and 
State  of  Pennsylvania,  in  considera¬ 
tion  of  the  sum  of . 

paid  to  me  by  William  Smith,  of  the 
same  place,  the  receipt  of  which  is 
hereby  acknowledged,  have  bar¬ 
gained,  sold,  assigned  and  trans¬ 
ferred  to  the  said  William  Smith, 


all  that  debt  or  claim  in  the  sum 

?!  .  which 

is  now  due  and  owing  to  me  by 
James  Burns,  of  the  same  place,  for 
certain  goods  sold  and  delivered  (or 
‘  services  rendered,”  or  "work  and 
labor  done”)  to  the  said  James 
Burns,  in  quantities  and  on  terms 
set  forth  in  the  copy  of  said  account 
attached  hereto,  all  my  right,  title, 
interest,  claim  and  demand  of,  in 
and  to  the  said  debt  or  sum  of 

. . to  hold  to  the 

said  William  Smith,  his  executors, 
administrators  and  assigns,  from 

henceforth,  to  his  own  proper  use, 
benefit  and  behoof,  forever. 

In  Witness  Whereof,  I  have  here¬ 
unto  set  my  hand  and  seal,  this 

. day  of  . 

A.  D.  1911. 

. [seal.] 

There  is  this  to  be  said  abot 
the  operation  of  this  plan,  ho\ 
ever — the  claim  assigned  must  be 
a  bona  fide  claim  to  which  there 
is  no  defense.  If  the  debtor  has 
a  defense,  he  can  make  it  again; 
his  employer  just  as  he  coule 

against  his  original  creditor, 
this  will  mean  all  sorts  of  trouble 


and  the  failure  of  the  plan.  But 
undefendable  claims  can  invarj 
ably  be  collected,  either  in  full, 
on  some  sort  of  settlement,  if  tl 
debtor’s  employer  can  be  per¬ 
suaded  to  help.  I  have  encoun¬ 
tered  a  number  of  employers  who 
seemed  sincerely  willing  to  aid  ii 
any  method  of  compelling  th< 
employees  to  pay  their  debts 
which  would  not  involve  them  it 
large  additional  bookkeeping, 
compel  them  to  do  something  ui 
authorized  or  illegal.  The  plan 
suggest  here  has  won  the  favor 
a  considerable  number  of  ei 
ployers  in  this  class. 

( Copyright ,  August,  igu,  by 
Elton  J.  Buckley .) 


Note. — Requests  for  informa¬ 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstruction.  Write 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un- 
ess  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 


California  lemons  are  ruling  at 
an  average  of  $3  per  crate,  which 
is  a  fair  average  price.  Imported 
emons  are  as  low  as  $1.50  to  $4, 
which  is  $1  lower  than  the  price 
of  a  few  days  ago. 
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:T  WHY  THE  COUNTRY 
ETAILER  SHOULD  FEAR 
\RCELS  POST. 

(Continued  from  page  13.) 

e  would  therefore  look  upon 
reels  post  law  of  this  sort  as 
ifestly  unfair  to  the  retail 
:hants  of  the  country  and  to 
wholesalers  as  well, 
cost  charge  would  not,  how- 
,  eliminate  the  great  funda- 
tal  objections  to  parcels  post, 
i  a  step  in  the  wrong  direc- 
We  believe  that  the  true 
of  government  is  fully  real- 
where  it  aids  and  protects 
il  opportunity  everywhere.  It 
t  be  regarded  as  a  step  in  the 
ng  direction  where  a  govern- 
l  of  free  men  blocks  or  hin- 
i  the  pathway  of  individual 
eavor. 

/e  believe  that  parcels  post 
have  a  tendency  to  limit  the 
l  of  the  individua. 

/e  are  led  to  believe  that  a 
;els  post  law  will  lead  to  an 
rmous  outlay  for  equipment, 
ninal  facilities,  etc.,  and  for  in 
ised  space  in  all  fost-office 
!dings. 

t  would  of  necessity  require  an 
■eased  and  ever  increasing 


horde  of  government  employees. 

All  without  compensating  re¬ 
sults 

We  are  opposed  to  a  local  rural 
parcels  post  because  it  must  be 
regarded  as  the  “entering  wedge" 
for  a  general  parcels  post. 

It  would  still  further  effect  the 
prosperity  of  the  retail  merchants 
of  the  country. 

E.  B.  Moon, 

Executive  Secretary  American 
League  of  Associations. 
Chicago,  Ill.,  August  16,  1911. 


Food  Crops  Look  Bad. 

Heavy  Drought  in  Most  Sections  Cur¬ 
tails  Most  Crop  Prospects.  General 
Average  is  14.6  Per  Cent.  Below 
-Normal.  Prices  of  Most  Vegetables 
Are  Above  Normal  on  This  Account. 


A  comparison  of  the  condition 
of  various  crops  on  August  1st  (or 
at  time  of  harvest)  with  their 
rerage  growing  condition  on 
August  1  st  of  recent  years  (past 
ten  years  for  most  crops)  is 
shown  as  follows  (100  represent¬ 
ing  average  condition  and  not 
normal)  : — 

Lemons,  104.2;  apples,  101.7; 
oranges,  100.2;  rice,  100.0;  sugar 
beets,  99.7;  sugar  cane,  99.0; 
grapes,  98.0;  watermelons,  96.4; 
cantaloupes,  95.6;  pears,  95.5; 
peanuts,  94.1 ;  beans,  dry,  92.8; 


buckwheat,  91.0;  raspberries,  91.0. 
Sweet  potatoes  89.8;  lima  beans, 
88.1;  kafir  corn,  86.9;  corn,  85.7; 
tomatoes,  85.3;  sorghum,  84.6; 
blackberries,  83.5;  onions,  83.0; 
broom  corn,  81.7;  oats,  79-9  • 
peaches,  78.6;  hay,  78-6]  barley, 
77.8;  cabbage,  77.6;  potatoes,  73.5; 
spring  wheat  72.7. 

The  above  figures  of  growing 
conditions  do  not  take  into  ac¬ 
count  the  influence  of  changed 
acreages.  Taking  into  account 
both  acreage  and  condition,  indi¬ 
cations  are  that  the  wheat  crop 


A  severe  drought  over  a  wide 
area  of  the  United  States  is  the 
principal  cause  of  unusually  low 
crop  conditions  on  August  1st. 
The  combined  condition  of  all 
crops  on  August  1st  was  14.6  per 
cent,  below  average,  whereas  on 
July  1st  conditions  were  10.7  per 
cent,  below  and  on  June  1st,  2.8 
per  cent,  below  the  average  con¬ 
dition. 


SKIPPER  SARDINES 

A  GOOD  THING 

SKIPPER  SARDINES  are  the  fineat  Norwegian 

Sardines  that  come  to  this  country,  from  a  land 
that  packs  the  finest  Sardines  in  the  world.  Ten¬ 
der,  spicy  little  fish  in  pure  olive  oil  or  tomato 
sauce.  Your  customers  are  sure  to  like  them. 

There  has  never  been  a  Sardine  success  like 
SKIPPER  SARDINES:  why?  First,  because 
of  quality,  of  course,  but  second,  because  we 
guarantee  both  the  sale  and  your  profit. 

Angus  Wat  son  &  Oo. 

•OLE  PROPRIETORS  "Skipper”  Sardines . 

IOII  Chestnut  Street,  Philadelphia,  Pa. 

Bramck  of  Amu  Watson  A  Co.,  Nawcutle-upon-Tyne,  England 


II, .1  lmll.ir,.  Ji» 

?'“••»» . .  Slllrsf  "SS«",  ;  !1| 

IIm.  Bi.njntsn.il  II"""  ., 

WrailED  AMD  SOLD  BTTRl 

JTOFORD  CHEMICAL  WO®* 


Weigh  on  Any  Scales 

Cf  If  you  are  considering  the  question  of  baking  powder  profit,  contrast  the 
margin  on  Rumford  Powders  with  the  profit  other  baking  powders  pay.  \ou 
will  find  it  is  much  better  than  such  a  high  grade  powder  usually  pays ;  the 
large  profits  usually  come  from  cheap,  poor  powders. 

<Jf  Rumford  Baking  Powders  not  only  pay  an  unusual  profit,  but  they  are 
unusual  powders,  because  they  contain  only  ingredients  that  have  a  food  value 
— phosphate,  cornstarch  and  baking  soda. 

Cf  As  leaveners,  Rumford  Powders  are  quick,  sure,  uniform.  Test  them  from 
any  standpoint,  you  will  find  them  the  powders  which  both  you  and  your 
customers  should  prefer  to  all  others. 


RUMFORD  CHEMICAL  WORKS,  Providence,  R.  I. 


BORDEN'S 

EAGLE  BRAND  EVAPORATED  MILK 

CONDENSED  MILK 


PEERLESS  BRAND 


By  recommending  these  Brands 
you  will  please  your  customers. 

They  are  the  best  that 
Science  can  produce. 

BORDEN’S  CONDENSED  MILK  CO. 

“L««d®n  of  Quality” 

E*t.  1857.  Now  York 
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will  be  4.1  per  cent,  less  than  the 
average  annual  production  of  the 
past  five  years,  corn  7.0  per  cent, 
less,  Q£ts  12.3  per  cent,  less,  bar 
ley  16.2  per  cent,  less,  buckwheat 
8.8  per  cent,  less,  potatoes  21.9  per 
cent,  less,  tobacco  25.5  per  cent 
less,  flax  2.3  per  cent,  less,  rice 

7.5  per  cent,  more  and  hay  2:2.8 
per  cent,  less  than  the  average 
production  of  the  past  five  years. 

Prices  paid  to  farmers  in  the 
United  States  on  August  1st,  com 
pared  with  August  1st  last  year, 
for  potatoes  averaged  109.6  per 
cent,  higher,  hay  29.9  per  cent, 
higher,  barley  26.7  per  cent, 
higher,  buckwheat  1.6  per  cent, 
higher;  rye  1.5  per  cent,  higher, 
corn  2.1  per  cent,  lower,  oats 

3.6  per  cent  lower,  chickens.  8.2 
per  cent,  lower,  butter  8.8  per 
cent,  lower,  eggs  IT.9  per  cent, 
lower,  wheat  16.4  per  cent,  lower; 
average  for  all  products  above 
named  2.9  per  cent,  lower. 

Similarly  prices  on  July  15, 
1911,  compared  with  same  date 
last  year  for  sweet  potatoes  aver¬ 
aged  40.7  per  cent,  higher,  clover 
seed  29.7  per  cent,  higher,  cab¬ 
bages  29.1  per  cent,  higher,  ap 
pies  23.4  per  cent,  higher,  onions 
16.2  per  cent,  higher,  honey  4.6 
per  cent,  higher,  beans  4.7  per 
cent,  lower. 


Pennsylvania  News  Items. 

The  cheaper  grades  of  candies, 
the  goods  generally  sold  at  “a 
penny  apiece,”  show  an  almost 
clean  bill  of  health  as  a  result  of 
the  analyses  and  tests  made  by 
chemists  of  the  State  Dairy  and 
Food  Division.  Under  direction 
of  Commissioner  James  Foust 
253  sampes  were  taken  in  sixty 
cities  and  boroughs  in  April  and 
May.  Neighborhoods  of  schools 
and  factories  were  visited  by  the 
agents  and  candies  of  all  sorts  and 
varieties  and  under  all  sorts  of 
names  were  taken.  These  sam¬ 
ples  were  placed  in  the  hands  of 
Charles  La  Wall,  one  of  the  divi¬ 
sion  chemists.  Only  four  of  the 
samples  showed  the  presence  of 
prohibited  substances  and  three 
of  them  had  talc  coatings. 


Say,  it  beats  all  how  these  fel¬ 
lows  will  fall  for  the  fake  collec¬ 
tion  agencies,  don’t  it? 

I  meet  some  of  ’em  every  week. 
They  sure  have  the  slick  sales¬ 
men.  If  I  could  sell  real  goods 
like  they  sell  promises  I  could 
work  a  year  and  spend  the  rest  of 
my  life  in  a  hammock. 

The  collection  agency  road  man 
goes  into  a  grocer  and  puts  over 
line  of  talk  something  like 
this : — 

Have  you  much  money  on 
your  books,  Mr.  Easy?” 

You  can  bet  there’s  always 
some,  if  a  man’s  doing  a  credit 
business. 

Well,  wouldn’t  you  like  to 
have  that  money,  Mr.  Easy? 
Couldn’t  you  use  it  in  your  busi¬ 
ness?” 

Answer,  yes,  I  would  like  to 
have  it  and  I  could  use  it  in  my 
business. 

But  a  lot  of  times  the  grocer’ll 
augh  when  he  gets  that  question. 
He  remembers  the  choice  bunch 
of  dead  beats  on  his  ledger  and 
the  way  he’s  moved  heaven  and 
earth  to  squeeze  blood  out  of 
stones,  so  he  laughs  when  this 
stranger  who  don’t  know  any- 


They’re  the  Slickest  Salesmen  Alive. 


Lima  beans  have  taken  a  heavy 
slump,  due  to  the  fact  that  more 
are  coming  into  the  market.  At 
this  writing  the  average  price  is 
$1.50,  as  against  $3.25  only  a  week 
ago. 


thing  about  it  comes  along  and 
offers  to  do  a  miracle. 

If  he’d  only  keep  on  laughing 
maybe  he  wouldn’t  fall. 

“Well,  we  can  get  you  that 
money,  Mr.  Easy,  or  the  biggest 
part  of  it,  anyway.” 

Now  if  “Mr.  Easy”  don’t  hap¬ 
pen  to  be  the  grocer’s  name, 
maybe  he’ll  come  back  like  this: 

‘You  can’t  possibly  do  any¬ 
thing  that  I  haven’t  done.  There 
isn't  a  trick  in  your  bag  that  I 
haven't  used.” 

The  agency  man  has  that 
thrown  at  him  a  good  bit,  and  he 
has  the  loveliest  little  talk  framed 
up  to  meet  it  you  ever  heard. 
And  it’s  sure  wonderful  how 
many  suckers  it  gets. 

Why  I  was  talking  only  the 


other  day  with  a  general  store¬ 
keeper  that  had  just  signed  up 
with  one  of  the  agencies — down  in 
Boston,  I  think  it  was.  He  was 
tickled  all  to  death,  to  think  he’d 
got  hold  of  somebody  that  could 
get  in  his  bad  money. 

“How  much  you  got  out,  any¬ 
way?”  I  asked  him. 

“Why,  I’ve  got  over  a  thousand 
dollars!”  he  said,  “and  I  need  it — 
need  it  bad.” 

“Well  I  guess  you’ve  got  it  the 
way  you  need  it  all  right — bad,”  I 
said.  “Is  any  of  it  worth  any¬ 
thing?” 

“/  haven’t  been  able  to  get  any 
of  it,"  he  said,  “and  I’ve  done 
everything.  A  lot  of  it  I  gave  to 
a  lawyer  about  a  year  ago.  He 
got  a  little  of  it,  but  not  much. 
No  use  suing  it  out,  for  these 
people  haven’t  got  anything. 
They  got  back  during  the 
strike.” 

“If  you’ve  already  done  every¬ 
thing,  and  the  people  have  noth¬ 
ing  you  can  get  at,  how  in  thun¬ 
der  can  a  collection  agency  way 
down  in  Boston  get  at  ’em?”  I  de¬ 
manded. 

“Oh,  they’ll  get  it!”  he  said, 
still  under  the  spell  (gee,  I  wish  I 
could  hypnotize  people  that 
way  !)  “They  work  schemes  that 
get  the  money.” 

“You  bet  your  neck  they  do !” 

I  said.  “They’ve  just  worked  one 
that  got  yours.  If  the  others  are 
as  good  they'll  clean  your  books 
up  all  right.” 

“Oh,  they  didn’t  get  much  from 
me,”  he  said. 

“How  much,  if  it’s  a  fair  ques¬ 
tion?”  I  asked. 

“Only  $15,”  he  said,  “and  a  lit¬ 
tle  change  for  stamps.” 

“How  much  change  for 
stamps?” 

$2.40,”  he  said.  “I  gave  them 
120  claims,  and  of  coure  I  have  to 
pay  the  postage.” 

“Of  course  you  do!”  I  said, 
that’s  a  part  of  the  game.” 


“And  under  the  contract  I  don’t 
pay  a  cent  more  unless  they  col¬ 
lect  something,”  he  said. 

“\\  hy  did  you  pay  ’em  anything 
until  they  collected  something?” 
I  said. 

“Why,”  he  said,  “that’s  the 
membership  fee.” 

“Sure  it  was,”  I  said,  “member¬ 
ship  fee  in  the  great  Society  of 
Stung  Suckers.  You  might  just 
as  well  have  given  your  fifteen 
bones  to  me — I’d  have  sung  you  a 
song  or  made  some  wise  remarks 
for  it  anyway.  Let’s  see  the  con¬ 
tract.” 

He  showed  me  a  long  paper 
with  about  a  yard  of  stuff  on  it, 
printed  in  the  smallest  type  that’s 
made,  so  nobody’ll  read  it. 

“Did  you  read  all  this?”  I  asked. 
“He  told  me  what  was  in  it,” 
he  said. 

’Oh,  you  poor  old  easy  chump !’’ 
I  said.  “I  didn't  think  it  of  you, 
give  you  my  word  I  didn’t.” 

"I  feel  all  right  about  it,”  he 
said  indignantly,  “why  should 
you  work  yourself  up?” 

“That’s  right,  why  should  I!” 

I  said.  “There's  no  reason  why  I 
should.  But  I  hate  to  see  a  friend 
of  mine  robbed.  Those  people 
will  never  get  you  any  of  your 
bad  money.  They  may  get  a  lit¬ 
tle — every  new  hand  that  takes  up 
a  string  of  bad  debts  will  get  a 
little  the  others  couldn’t  reach, 
but  they  can’t  do  any  more  than 
anybody  else  and  they  can’t  do 
as  much  as  3-011  can  right  here 
where  the  claims  are.  Boston ! 
It  s  sure  a  big  cinch  going  to  Bos¬ 
ton  and  trying  to  collect  mone}' 
in  Maryland!  Still  they  collected 
your  ?i 5,  didn’t  they?  I'll  tell 
you  what  I’ll  do,”  I  went  on,  “I’ll 
bet  3rou  a  dollar  to  a  cent  they 
never  collect  $5  for  3-011!” 

He  took  it,  of  course — he  had 
to.  Good  bit  of  money  for  both 
of  us  to  risk,  but  I  didn’t  risk  any, 
I’ve  got  his  dollar  spent. 

The  Stroller. 
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snnsylvania  Retailers  Hold  Annual 
Convention  at  Lebanon 


e  Three  Days  to  Consideration  of  Vital  Trade  Problems. 
Crow  and  Howes  Re-elected  President  and  Secretary.  Co¬ 
operative  Insurance  Discussed.  West  Virginia  Association 
Man  Tells  of  Great  Things  Accomplished  in  Wheeling. 
Stenographic  Report  of  Convention  Proceedings. 


I  want  to  say  to  you  that  we  do  not 
have  a  large  city,  but  we  have  a  hospitable 
and  substantial  people.  As  a  municipality 
there  are  some  things  which  we  lack,  but 
In  due  time  our  city  shall  enjoy  all  the 
facilities  of  the  more  pretentious  cities 
of  our  Commonwealth.  We  are  sometimes 
regarded  as  a  slow-moving  people,  a  peo¬ 
ple  content  to  let  well  enough  alone,  but 
the  truth  of  the  matter  is  we  have  always 
been  more  or  less  modest  and  not  much 
given  to  self-praise,  hut  we  are  beginning 
to  get  away  from  our  modesty  and  to 
pattern  somewhat  after  our  sister  cities, 
and  so  this  morning  I  want  to  proclaim 
to  you  that  this  is  “The  Town  With  the 
Iron  Nerve”  (Applause.),  and  we  are  not 
as  slow  as  some  of  our  neighbors  may 
think,  for  right  on  the  borders  of  our 
city  we  have  the  oldest  existing  tunnel 
in  the  United  States,  and  long  before  Phila¬ 
delphia  or  New  York  had  electric  rail¬ 
ways  we  had  running  through  our  streets 
electric  cars,  while  this  city  was  among 
the  first  to  be  lighted  with  electric  arc 


ographic  Correspondence  of  the  “Gro 
eery  World  and  General  Merchant.” 

FIRST  SESSION. 

Tuesday  Morning,  August  8,  1911. 
le  Fifteenth  Annual  Convention  of  the 
il  Merchants’  Association  of  Pennsyl- 
a  was  called  to  order  by  Mr.  L.  G. 
pel.  chairman  of  the  Convention  Com- 
ee,  in  the  Academy  of  Music,  Lebanon, 
at  10.30  A.  M. 

r.  Harpet,  Lebanon. — This  is  the  first 
that  the  convention  has  met  in  the 
of  Lebanon,  and  we  hope  that  your 
with  us  will  be  agreeable,  and  if 
e  is  anything  you  want  to  make  it  so, 
i  only  yours  to  express  the  wish  and 
committee  will  certainly  try  to  gratify 
■  desires. 

is  not  my  purpose  to  make  an  address 
pening  the  convention.  We  have  with 
peakers  who  are  very  much  more  capa- 
in  that  direction  than  I  am.  but  it  is 
tys  in  order  to  sing  something  of  a 
iotic  nature  on  an  occasion  of  this 
,  and  the  committee  has  printed  as 
1  on  this  song  sheet  "My  Country  ’Tis 
’hee.”  and  we  will  open  our  convention 
inging  “My  Country  Tis  of  Thee,”  and 
iln  standing  until  after  the  invocation 
Dr.  Fisher,  of  St.  Mark's  Reformed 
rcb. 

Song,  “America.” 

tie  Rev.  I.  C.  Fisher,  D.  D..  pastor  of 
Mark's  Reformed  Church,  Lebanon,  Fa., 
rered  the  invocation, 
r.  Harpel. — Lebanon  in  its  career  since 
foundation  has  known  almost  every 
i  of  government.  Founded  before  the 
lution,  it  has  been  a  village,  a  bor- 
l.  a  city.  As  a  city  it  has  had  a 
her  of  mayors,  all  men  who  filled  the 
e  well,  but  the  present  mayor  has  to 
credit  more  accomplishments,  more  im- 
'ements  of  a  public  character,  than 
of  his  predecessors.  The  water  sys- 
of  Lebanon  for  a  long  time  has  been 
laughing  stock  of  its  citizens.  Under 
administration  that  has  been  remedied, 
re  has  been  an  entire  new  pipe  line 
from  the  city  dams  to  distribute  the 
er  into  the  city.  Another  crying  need 
he  town  is  sewerage.  Under  the  same 
inistration  that  was  voted  for,  and 
iow  in  process  of  accomplishment, 
s  I  said  before,  no  previous  mayor 
to  his  credit  so  many  achievements, 
on't  know  exactly  what  the  secret  of 
nay  be,  but,  first  of  all.  the  mayor 
lesses  the  unbounded  confidence  of  every 
ness  man  in  the  town.  When  he  asked 
the  improvements,  all  the  business  men 
the  town,  the  Merchants’  Association. 
Travelers’  Association  and  the  Board 
rrade,  stood  solidly  back  of  the  mayor. 

same  is  true  of  the  sewerage  problem, 
te  a  few  of  us  probably  were  a  little 
Sty  as  to  what  the  result  would  be.  It 
been  up  before  several  times,  and 
•y  time  everybody  thought  it  was  cheap- 
not  to  have  sewerage  than  to  have 
erage.  but  when  the  vote  was  counted, 
•y  ward  in  the  city  cast  a  vote  with 
lajority  in  favor  of  it,  something  that 
most  sanguine  had  no  reason  to  hope 
so  that  the  secret  of  the  mayor’s 
:ess  is  the  unbounded  confidence  that 
voters  and  the  business  men  in  the 
'  feel  in  him. 

'or  this  reason  we  have  asked  him  to 
le  and  deliver  to  you  the  address  of 
morning.  I  have  the  pleasure  of  in- 
iucing  to  you  George  B.  Marquart. 
cor  of  the  city  of  Lebanon,  Pa.  (Ap- 
ase.) 

RESS  OK  WELCOME  ON  BEHALF  OF  THE 
•  CITY  OF  LEBANON.  MAYOR  GEORGE 
B.  MARQUART. 

Ir.  Marquart. — Mr.  President,  ladies  and 
tlemen,  I  am  sure  if  I  hadn't  been  in 
Itlcs  so  long  and  become  somewhat  har¬ 
ed  I  would  be  obliged  to  blush  at  the 
larks  of  your  presiding  officer  giving 
the  credit  for  all  the  improvements 
t  have  taken  place  within  the  last  three 
rs. 

iow.  I  want  to  say  to  you  sincerely  that 
lon’t  personally  lay  any  claim  to  that 
tilt.  He  hinted  as  to  the  real  reason 
succeeding  and  bringing  about  these  re¬ 
ts.  He  told  you  of  some  organizations 
t  came  to  our  rescue  and  assisted  us. 
I  I  want  to  say  to  you  now  that  the 
ail  Merchants’  Association  of  this  city 
3  of  vast  help  to  us  in  bringing  about 
results  that  we  have  at  the  present 
e.  and  I  am  sure  that  they  will  stand 
the  city  in  the  future,  as  they  have  in 
past. 


I  have  written  out  what  I  desire  to  say 
to  you  in  order  that  I  may  say  exactly 
what  I  want  to  say. 

In  behalf  of  the  people  of  Lebanon.  I 
take  great  pleasure  in  bidding  you,  the 
members  of  the  Retail  Merchants’  Asso¬ 
ciation  of  Pennsylvania,  a  most  hearty 
welcome  to  our  city.  As  a  body  you  are 
a  most  important  element  in  every  com¬ 
munity  of  our  State.  The  people  com 
posing  this  Commonwealth  come  into  close 
contact  with  you  in  every  stage  of  life. 
We  look  to  you  for  everything  necessary 
for  our  comfort  and  temporal  welfare, 
for  the  clothing  we  wear,  for  the  food 
that  sustains  life,  for  the  furnishings  of 
our  homes  and  for  everything  needful  the 
masses  look  to  you  to  supply,  for  you  are 
the  distributers  of  everything  that  grows 
and  everything  that  is  manufactured,  so 
that  when  we,  the  people,  stand  in  need 
of  a  thing,  we  must  look  to  the  retailer 
to  supply  that  need. 

Y’ou  have  come  to  our  city  to  transact 
important  business  in  relation  to  your 
calling.  You  have  come  here  for  the  pur¬ 
pose  of  exchanging  ideas  on  matters  in 
which  you  are  all  vitally  interested.  You 
have  come  to  legislate  in  the  interests 
of  your  organization,  so  that  in  the  future 
you  may  be  the  better  prepared  to  avoid 
"some  of  the  wrongs  and  unpleasant  feat¬ 
ures  of  your  individual  interest  and  place 
both  your  business  and  your  organization 
on  more  substantial  and  satisfactory  foot¬ 
ing.  and  we  trust  that  you  may  abundantly 
succeed  in  your  efforts  to  improve  both. 

We  are  fully  aware  that  your  business 
life  is  not  always  an  easy  one,  nor  are 
your  experiences  always  pleasant.  You 
have  many  difficulties  to  surmount  and 
your  efforts  in  serving  the  people  are  fre¬ 
quently  unappreciated,  but  that  is  the 
experience  of  those  engaged  in  other  de¬ 
partments  of  commercial  life.  It  is  so 
with  the  manufacturer,  the  farmer,  the 
mechanic  and  the  laborer.  Life  to  all  of 
us  has  its  bitter  and  its  sweet,  its  suc¬ 
cess  and  its  failures,  its  shadow’  and  sun¬ 
shine,  its  joys  and  sorrows.  For  the  honor, 
the  fame  and  prestige  that  adheres  to 
the  President  of  the  United  States,  be¬ 
cause  of  the  exalted  position  that  he  oc¬ 
cupies  in  the  nation,  he  is  obliged  to  pay 
dearly  in  sleepless  nights  and  in  a  cease¬ 
less  round  of  worry.  The  law  of  com¬ 
pensation  is  as  irrevocable  and  as  exact¬ 
ing  as  the  law  of  gravitation,  but  just 
as  benificent  in  its  results  if  we  have  eyes 
to  see  and  minds  to  comprehend  ;  for  after 
each  and  every  loss,  of  wdiatever  character 
or  nature  it  may  he,  there  is  some  gain. 
It  were  perhaps  unwise  for  us  to  wish 
it  otherwise,  for  it  seems  to  be  a  part 
of  the  plan  and  purpose  of  the  Creator 
to  perfect  man  through  loss  and  suffering. 
After  all  our  real  success  in  life  must 
not.  and,  in  fact,  cannot  be  measured  in 
dollars  and  cents,  nor  in  the  physical  pleas¬ 
ures  that  come  to  us,  but  in  the  faithful 
and  efficient  service  wre  may  render  man¬ 
kind.  In  guarding  our  own  rights  we 
must  not  forget  the  rights  of  others.  We 
dare  not  think  so  highly  of  our  own  in¬ 
terests  as  to  exclude  the  interests  of  our 
brother,  for  w’e  are  dependent  one  upon 
the  other,  and  in  our  efforts  to  succeed 
our  highest  aims  should  be  to  do  justice 
and  judgment.  It  is  meet  and  proper 
for  man  to  receive  reasonable  compensa¬ 
tion  for  his  toils  and  investments,  but 
any  effort  on  his  part  to  drive  out  and 
crush  others  struggling  for  existence  and 
deprive  them  of  equal  rights  is  wrong, 
whether  practiced  by  a  trust  or  an  indi¬ 
vidual. 

I  am  aware  that  the  retailer  in  his  ef¬ 
forts  to  succeed  must  strive  to  overcome 
much  opposition,  and  that  there  are  many 
wrongs  apparent  to  him  which  can  only 
be  righted  by  properly  enacted  laws,  and 
I  am  sure  that  you,  as  an  organized  body, 
familiar  with  the  impediments  in  the  way 
of  your  success,  will  in  time,  have  them 
removed  and  that  a  better  day  for  you 
shall  soon  dawn. 

I  mean  that  you  who  are  engaged  ns 
distributers  are  more  familiar  with  your 
own  needs  than  those  who  have  no  prac¬ 
tical  experience  in  your  calling.  If  you 
need  State-wide  legislation  to  correct  any 
wrongs  or  abuses  which  mav  exist  anil 
which  work  a  hardship  on  the  retailer, 
your  remedy  is  in  proper  legislation,  and 
if  you  need  local  legislation  to  correct 
any  abuses,  a  committee  of  your  local 
body,  who  know  your  needs,  should  pre¬ 
pare  such  ordinances  embodying  your  needs 
and  present  the  same  to  your  local  law¬ 
makers  to  be  enacted  into  law. 


lights,  so  you  see  that  after  all  the  charge 
of  being  “slow.”  made  by  our  enemies,  is 
false  and  malicious  and  I  am  sure  that 
before  you  leave  this  city  and  the  Leb¬ 
anon  Valley  you  will  realize  to  the  full 
that  both  the  city  and  the  local  organi¬ 
zation  are  fully  capable  of  making  you 
feel  perfectly  at  home  and  of  giving  you 
all  a  splendid  time.  In  behalf  of  our  citi¬ 
zens,  I  again  bid  you  welcome  and  trust 
that  you  may  realize  your  highest  antici¬ 
pations.  (Prolonged  applause.) 

Mr.  Ilarpel. — The  mayor  told  you  that 
this  town  was  considered  slow.  It  may 

be  slow,  but  they  have  a  way  of  getting 
there.  We  have  a  young  man,  born  and 
raised  here  in  Lebanon  County,  who  is 

going  to  talk  to  you  next.  We  are  proud 
of  him,  too.  Some  newspapers  have  made 
remarks  about  the  United  States  Supreme 
Court,  but  you  never  heard  the  Judge  of 
Lebanon  County  questioned.  Every  man 
believes  in  his  integrity.  Perhaps  he 
makes  mistakes,  but  they  are  mistakes  of 
the  head  and  not  of  the  heart.  I  never 
heard  that  he  had  made  a  mistake.  He 

hasn't  been  on  the  bench  very  long.  lie 

wasn't  looking  for  the  honor,  either,  but 
they  put  him  there.  That  is  the  gentle¬ 
man  I  am  going  to  introduce  to  you  next. 
Hon.  Charles  V.  Henry.  Presiding  Judge  of 
Lebanon  County.  (Applause.) 


ADDRESS  OP  WELCOME  ON  BEHALF  \OF  THE 
LEBANON  BUSINESS  MEN’S  ASSOCIA¬ 
TION,  HON.  CHARLES  V.  HENRY, 
PRESIDING  JUDGE  OF  LEB¬ 
ANON  COUNTY. 

Judge  Henry. — Mr.  Chairman  and  gentle¬ 
men  of  the  Pennsylvania  Retail  Merchants' 
Association  and  ladies  and  Mr.  Mayor : — 
As  I  look  into  your  faces  it  seems  to  me 
I  can  read  your  thoughts  and  hear  you 
say,  “He  also  is  too  case-hardened  to 
blush.”  (Laughter.) 

It  is  pleasant  to  be  here  as  represent¬ 
ing  and  as  the  mouthpiece  of  the  Lebanon 
Business  Men's  Association.  It  is  always 
pleasant  to  talk  to  thinking  men,  and 
business  men  are  pre-eminently  thinking 
men.  By  training  and  environment  they 
are  taught  to  think.  They  are  of  the 
bone  and  sinew  of  the  communities  in 
which  they  live  and  move,  and  this  stabil¬ 
ity  of  nations,  as  well  as  of  communities, 
depends  largely  upon  two  classes  of  men 
— the  business  men  and  the  men  who  own 
their  own  homes. 

It  has  become  axiomatic  in  international 
politics  that  “in  union  there  is  strength.” 
As  we  look  backward  over  the  pages  of 
history  we  are  struck  with  the  incon¬ 
gruous  elements  that  existed  in  the  polit¬ 
ical  divisions  that  existed  at  the  forma¬ 
tion  of  the  Republic,  differing  in  language, 
differing  in  religion,  differing  in  habits 
and  custom,  and  yet  the  great  men  of 
that  day  out  of  this  inharmonious  mass, 
by  common  bond,  have  formed  a  union 
which  stands  to-day  as  the  greatest  on 
the  face  of  the  globe.  (Applause.)  It 
shows  what  united  effort  can  do.  what 
union  of  elements  can  do.  New  England 
was  English.  New  York  was  Dutch  and 
French,  Pennsylvania  was  largely  German, 
south  of  us  again  largely  English.  Florida 
was  Spanish,  and  yet  all  these  have  been 
harmonized,  and  to-day  stand  together  for 
one  thing,  and  that  is  the  Constitution 
under  the  law.  That  has  not  only  been 
in  international  affairs.  You  will  find*  the 
same  condition  and  the  same  principle  in 
religion.  Not  many  years  ago  different 
churches  of  different  beliefs  were  prac¬ 
tically  at  each  others’  throats,  but  to-day 
there  is  a  growing  tendency  for  all  relig¬ 
ions  and  all  beliefs  to  work  together  to¬ 
wards  a  common  goal  for  the  uplift,  the 
advancement  and  the  salvation  of  man¬ 
kind.  You  have  the  same  tendency  in 
every  field  of  human  endeavor,  and  wc 
have  it  here  in  the  business  world.  You  are 
here  to-day,  gentlemen,  upon  common 
ground,  for  your  common  improvement, 
for  your  common  benefit. 

For  the  busines  men  of  Lebanon  I  say 
welcome,  and  a  henrty  welcome,  at  this, 
your  nnnunl  convention.  We  trust  that 
you  may  leave  here  feeling  that  your  visit 
has  been  a  pleasant  one,  that  it  has  been 
profitable,  and  that  you  may  take  with 
you  the  results  of  your  meetings,  your 
deliberations,  your  discussions  and  your 
conclusions  into  your  own  business  and 
Into  the  business  world  by  which  you  are 
surrounded  and  with  which  you  come  In 
contact.  (Applause.) 

I  Mr.  Harpel. — I  think  Mr.  Malloy,  of  \\  il- 
l  liamsport.  can  make  the  response. 


RESPONSE  ON  BEHALF  OF  THE  RETAIL  MER¬ 
CHANTS’  ASSOCIATION  OF  PENNSYL¬ 
VANIA,  I>.  M.  MALLOY,  WILLIAMS¬ 
PORT. 

Mr.  Malloy. — Mr.  Uhairman  anil  brothers 
and  sisters  of  the  convention,  I  have  been 
placed  in  a  very  peculiar  position  here  in 
this  beautiful  meeting  place  in  speaking 
to  such  honorable  men  as  we  have  here,  to 
speak  for  the  beauties  and  the  glories  of 
their  valley  and  the  city  of  Lebanon.  They 
have  a  great  deal,  indeed,  to  be  thank¬ 
ful  for.  The  Lord  in  the  first  place  has 
endowed  them  with  a  great  many  things 
in  nature  that  other  cities  in  the  State 
do  not  enjoy.  They  are  a  progressive  and 
a  careful  people.  They  have  the  name 
throughout  the  State  wherever  we  have 
been  as  being  upright  and  honest,  and 
the  community  and  the  citizens  that  com¬ 
pose  that  community  are  men  of  honesty 
and  integrity.  They  are  not  of  mushroom 
growth,  coming  along  in  a  few  months 
or  years.  Their  growth  Is  steady  and 
measured  steadily.  They  are  growing  to¬ 
wards  the  west  slowly  but  surely,  and  I 
am  told  that  their  growth  towards  the 
east  is  so  rapid  that  if  the  town  of  Read¬ 
ing  on  the  east  would  change  and  become 
good  and  pure,  that  some  day  if  they  be¬ 
came  so  sanctified  that  they  might  take 
them  into  their  city  limits.  (Laughter  and 
applause.)  They  are  creeping  on  towards 
Harrisburg.  I  am  afraid  Harrisburg  will 
be  a  number  of  years,  however,  on  tne 
stool  of  repentance  before  she  can  expect 
admission  to  a  good  and  pure  city.  They 
have  staple  industries  that  keep  their  peo¬ 
ple  well  employed,  and  from  what  I  learn, 
their  honorable  judge  is  not  over-worked 
by  criminal  cases,  as  in  a  number  of  coun¬ 
ties  throughout  the  State,  and  1  am  pleased 
to  know  that  they  are  not  occupying  our 
good  judge’s  time  along  these  lines.  They 
have  been  so  well  advertised  by  the  able 
representative  that  they  sent  to  our  con¬ 
ventions  for  a  number  of  years,  our  friends 
Burkey  and  Gilley,  who  day  and  night 
spoke  of  the  beauty  and  the  goodness  of 
Lebanon,  that  it  really  has  become  a 
household  word  throughout  the  State. 
Sometimes  they  were  met  with  defeat  in 
having  the  pleasure  of  the  convention  in 
their  city,  but  they  came  up  smiling  every 
time,  and  finally  won  the  confidence  of 
the  delegates  to'  our  convention  and  last 
year  they  all  agreed  to  come  to  Lebanon, 
and  here  we  are.  That  reminds  me  of  a 
story.  An  Irishman  carrying  on  a  woolen 
business  on  a  very  extensive  scale,  failed 
for  a  very  large  amount.  He  sent  a  letter 
to  his  creditors,  who  resided  principally 
in  the  East — New  Y'ork  and  Boston.  In 
this  letter  he  invited  them  to  come  to 
Chicago,  to  be  there  at  a  certain  day.  at 
a  certain  hour  and  in  a  certain  hall.  He 
had  hired  a  hall.  Every  one  of  his  cred¬ 
itors  was  there.  The  Irishman  came  in, 
went  around  carefully  and  met  every  one 
of  them.  He  counted  them  and  he  then 
went  on  the  platform  and  said  :  “Now, 
gentlemen.  I  am  glad  that  you  are  all 
here.  Oh.  I  was  so  anxious  to  see  you. 
I  want  to  settle  with  you.  I  counted  you 
all  over  and  there  is  not  one  missing.  I 
want  to  prove  to  you  that  I  am  honest,  ex¬ 
tremely  honest.  I  want  to  pay  you  all. 
but  to  tell  you  the  God's  truth.  I  haven't 
got  a  cent  to  pav  you  with.”  (Laughter.) 
“But  still.”  he  said,  “to  show  you  I  mean 
what  I  am  saving,  I  am  here  before  you 
all,  and  all  I  have  is  my  body,  and  now 
all  of  you  are  here,  you  can  cut  my  body 
up  into  pieces  and  each  man  can  take  a 
piece.”  An  Irishman  in  the  audience  got  up 
and  said  :  “If  you  cut  him  up.  I  would 
like  to  have  his  gall.”  (Laughter.)  Now. 
I  don't  want  Brother  Gilley  or  Brother 
Burkey  to  substitute  that  word  gall  for 
nerve.  (Laughter.)  Lebanon — the  “town 
with  the  iron  nerve!”  I  want  him  to 
continue  that:  I  don't  want  him  to  get 
that  confused  with  this  Irishman  who 
wanted  his  gall. 

There  are  a  great  many  things  that 
Lebanon  should  be  thankful  for,  the  most 
prominent,  I  understand,  being  that  they 
own  their  own  water  works.  It  is  very 
commendable,  indeed,  in  any.  city.  We 
don’t  in  Williamsport.  Here  in  Lebanon 
they  tell  me  that  an  ordinary  dwelling  of 
six  or  seven  rooms,  bath,  hot  and  cold 
water,  and  everything  modern,  can  be  had 
for  88  a  month  Now,  we  pay  $10,  and 
going  down  these  figures  I  find  that  the 
rates  we  are  paying  are  just  twice  what 
are  paid  in  Lebanon.  In  addition  to  this. 
I  understand  they  pay  all  expenses  of  run¬ 
ning  the  water  works  and  yet  turn  in 
each  year  a  substantial  amount  to  their 
treasury.  There  are  a  great  many  other 
things  that  can  be  said  about  them. 

In  behalf  of  the  Retail  Merchants’  As¬ 
sociation  of  Pennsylvania  here  assembled, 
and  their  representatives,  I  wish  to  thank 
In  their  behalf  Ills  Honor,  the  judge,  for 
the  many  nice  things  which  he  has  said 
about  our  organization  and  about  tne  dele¬ 
gates  here  who  represent  the  different  asso¬ 
ciations  throughout  the  State.  I  wish  to 
thank  on  behnlf  of  our  frjend.  Gilley,  the 
Mayor,  for  the  hearty  welcome  he  has 
given  to  us  representatives.  He  snid  to 
me  when  I  met  him  a  few  moments  ago 
that  he  has  stowed  the  keys  of  the  city 
very  carefully  away  and  he  hoped  lie 
would  forget  where  they  were  until  we  left 
the  city,  (Laughter.)  For  nil  this  I  wish 
to  assure  his  Honor,  the  Mayor,  for  all 
the  kindnesses,  privileges,  etc.,  that  he  has 
granted  us.  knowing  the  character  of  the 
delegates  as  well  ns  we  do.  I  wish  to  as¬ 
sure  him  that  there  is  not  a  particle  of 
confidence  that  he  has  placed  in  tis  that 
will  be  abused  during  our  stay  here  In 
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I  wish  are  getting  better.  The  time  Is  coming 
when  the  merchants  of  Pennsylvania  can 
transfer  politics  from  the  saloons  over  to 
the  corner  grocery,  and  then  you  will  get 


their  beautiful  city  of  Lebanon, 
to  remind  the  judge  and  the  Mayor  of  that. 
Before  the  judge  gets  away  I  want  to  tell 
him  an  Irish  story.  There  was  a  man 
being  tried  for  murder  in  a  certain  county 
of  the  State,  and  the  evidence  against 
the  man  was  so  very  strong  the  chances 
were  he  would  be  convicted.  The  defense 
was  nothing.  The  evidence  was  so  clear 
that  it  could  show  nothing  to  any  in¬ 
telligent  man  but  murder  in  the  first  de¬ 
gree.  The  evidence  of  the  State  was  heard 
and  also  the  evidence  of  the  defendant, 
and  the  prosecution  had  made  its  finai 
plea,  the  judge  charged  the  jury,  the  jury 
filed  out  to  deliberate  on  a  verdict.  The 
lawyer  for  the  defense  knew  that  there 
could  be  no  other  verdict  than  murder  in 
the  first  degree.  As  a  last  chance  he 
spied  an  Irishman  in  the  jury  box,  a  good, 
solid  fellow,  a  fellow  he  knew  he  could 
depend  on,  and  as  the  jury  filed  out  he 
went  very  close  to  the  door.  This  Irish¬ 
man  happened  to  be  the  last  in  the  single 
file  going  out,  so  the  defendant's  attorney 
whispered :  "Mike,  if  you  bring  in  a  ver¬ 
dict  of  manslaughter,  or  murder  of  the 
second  degree,  there  is  $2,000  in  it  for 
you.”  Then  they  went  out  to  deliberate. 
That  was  in  the  afternoon.  They  were  out 
all  afternoon,  they  were  out  all  night,  and 
until  10  o’clock  the  next  morning,  when 
they  filed  into  their  places.  There  wasn’t 
a  man  of  the  jury  but  who  had  his  clothes 
almost  entirely  torn  off.  The  faces  of  all 
of  them  showed  they  had  been  through  a 
battle  like  Bull  Bun.  There  wasn’t  a 
square  inch  on  any  face  that  wasn't  cut 
and  bruised.  They  rendered  a  verdict  of 
manslaughter.  It  was  read  by  the  clerk 
and  the  jury  discharged.  After  they  had 
been  sometime  discharged  the  lawyer 
hunted  up  the  Irishman,  finally  getting 
him  alone,  and  he  said :  “My  heavens ! 
What  in  the  name  of  goodness  happened 
in  that  jury  room?”  “Happened?”  he  said, 
“you  never  saw  such  a  riot  in  your  life.” 
The  lawyer  said,  “It  must  have  been 
awful.”  “Awful !”  Mike  said,  “you  might 
know  what  I  was  up  against  when  on  the 
first  ballot  there  were  eleven  for  acquittal.  ’ 
(Laughter.) 

The  Retail  Merchants  of  Pennsylvania 
found  they  were  being  abused  some  years 
ago,  so  much  so  that  they  found  it  was 
necessary  to  organize.  They  traveled  a 
Poad  that  was  very  hard  and  rugged, 
with  one  or  two  organizations.  The  Leg¬ 
islature  was  making  them  pay  additional 
taxes  every  year.  They  got  together  and 
they  organized  with  three,  four  or  five 
organizations  at  first,  and  finally  there 
grew  the  present  organization.  There  is 
growing  up  among  the  delegates  that  at¬ 
tend  the  conventions  a  fraternity  that  is 
very  dear  to  all  of  us.  They  stand  for 
honestv  and  purity  in  everything,  especially 
in  politics,  fair  dealing  with  all.  They 
haven't  been  so  successful  in  handling  pol¬ 
itics  in  Pennsylvania.  A  number  of  us 
from  time  to  time  were  assigned  the  duty 
of  looking  after  legislation  that  we  were 
opposed  to  and  looking  after  legislation 
that  would  be  beneficial  to  us,  but  when 
it  came  through  those  bosses  at  Harris¬ 
burg,  we  found  that  it  would  go  still 
further.  It  had  got  to  the  point  where 
one  or  two  men  in  Pennsylvania  can  say, 
“you  can  have  it  or  you  can’t  have  it.” 
Even  after  the  two  Houses  would  have 
passed  a  bill,  that  would  be  the  case.  In 
speaking  of  the  repeal  of  the  State  mer¬ 
cantile  tax,  a  tax  which  we  considered  an 
imposition  upon  the  people  of  Pennsyl¬ 
vania,-  a  tax  that  had  been  created,  from 
the  knowledge  we  had  received  at  that 
time,  to  hurt  a  certain  merchant  in  Penn¬ 
sylvania,  this  was  accomplished  through 
the  efforts  of  the  members  of  the  associa¬ 
tion,  largely  through  our  friends  from 
Philadelphia.  They  succeeded  in  having  it 
reduced  one  half,  and  we  are  paying  that 
now.  I  always  give  the  Pennsylvania  or¬ 
ganization  great  credit  for  their  efforts, 
their  personal  efforts  and  sacrifices.  They 
were  on  the  run  from  Philadelphia  to 
Harrisburg  throughout  the  session,  nearly 
all  of  them  at  their  own  expense,  as  your 
officers  had  for  years  gone  by,  until  the 
organization  became  so  large  that  now 
lately  they  have  been  paying  some  of  us, 
especially  the  secretary.  (Laughter.)  I 
happened  to  be  on  the  committee.  It 
was  my  duty  to  see  Speaker  Walton,  who 
was  a  member  of  the  House  at  that  time. 
We  got  our  bill  around  him  nicely,  we 
got  it  in  the  General  Committee,  and  we 
were  before  the  committee.  The  commit¬ 
tee  seemed  favorable  to  have  it  out,  but 
we  thought  it  best  to  go  to  see  Speaker 
Walton.  He  had  at  that  time  a  great  deal 
to  say  as  to  what  bills  would  come  out 
and  what  bills  wouldn’t  come  out,  and 
ttiey  bad  a  private  mark  of  their  own.  If 
they  put  that  mark  on  your  bill  does  not 
conie  out,  and  if  they  put  another  mark 
on,  that  bill  would  come  out.  We  didn’t 
know  all  those  marks  or  signs,  of  course, 
and  in  talking  to  him  about  the  bill  we 
were  so  anxious  for,  he  said,  “Malloy, 
that  bill  is  dead  and  buried.”  “Dead  and 
burled !  I  really  don’t  understand  you. 
Speaker.”  “Well,"  he  said,  “perhaps  you 
are  not  familiar  with  the  terms  we  use 
here  on  bills,  but,”  he  said,  “any  bill  we 
don’t  want  is  placed  with  some  committee  ; 
that  committee  kills  it.  Now,  when  a 
bill  is  killed  we  must  have  a  burying 
ground  for  it,  and  all  bills  we  mark  so. 
so  yours  is  dead  and  buried.”  That  is  all 
the  satisfaction  we  got. 

There  are  about  8,000  merchants  in 
Pennsylvania,  and  if  you  would  contribute 
about  $5  apiece  you  make  a  fund  of 
$40,000,  and  we  can  get  that  bill  for  you. 
This  is  a  bad  state  of  affairs,  but  things 


something.  (Applause.) 

Is  Brother  Itlttenhouse,  of  Scranton,  here? 
No,  he  couldn’t  be  here,  things  are  so 
peaceful.  It  reminds  me  of  an  Irisaman 

named  Casey  in  New  York.  As  he  went 

through  life  his  physical  condition  was 
such  he  could  lick  the  ordinary  two 

or  three  men.  Wherever  Casey  was  there 
was  a  fight.  In  the  last  years  of  his  life 
he  got  to  be  a  political  power  in  ’New 
York.  He  was  a  contractor  and  lived  up 
on  Madison  avenue  in  a  mansion.  When  he 
got  old  he  became  quite  sick.  The  doc¬ 
tors  commenced  to  post  bulletins  in  front 
of  his  house.  The  first  bulletin  was, 

“Casey  spent  an  easy  night.”  The  next 
bulletin  read.  “Casey  shows  no  sign  of 
Improvement.”  Then  along  in  the  after¬ 
noon,  “Casey  is  sinking  rapidly.”  About 
5  o’clock  in  the  afternoon  the  bulletin  said. 
“Casey  Is  dead  and  gone  to  heaven.”  A 
friend  and  chum  that  had  been  with  Casey 
all  his  life  came  along  and  read  that  at 
last  Casey  was  dead  and  had  gone  to 
heaven,  so  he  got  out  a  piece  of  chalk 
and  wrote,  “Things  are  very  peaceable  and 
quiet  in  heaven  :  Casey  hasn’t  arrived  yet." 
So  it  is  with  Itit. ;  he  hasn’t  arrived  yet. 
(Laughter.) 

I  could  go  on  and  enumerate  the  many 
benefits  that  are  being  derived  from  being 
organized,  getting  information  through  the 
combined  ideas  of  men.  doing  away  with 
the  illegitimate  advertisers,  attending  to 
your  own  insurance  and  saving  a  large 
premium  through  it.  etc.,  but  I  don’t  wish 
to  take  up  your  time,  as  there  is  a  vol¬ 
ume  of  business  to  be  done,  but  I  want 
to  say  from  the  bottom  of  my  heart,  I 
thank  you.  (Prolonged  applause.) 

Mr.  Ilarpel. — The  next  on  the  programme 
is  a  response  on  behalf  of  the  Retail  Mer¬ 
chants  of  Pennsylvania.  Mr.  R.  T.  Holme, 
of  Frankford,  Philadelphia. 

RESPONSE  ON  BEHALF  OF  THE  RETAIL  MER¬ 
CHANTS  OF  PENNSYLVANIA,  R.  T. 

HOLME,  FRANKFORD,  PHILADEL¬ 
PHIA,  PA. 

Mr.  Holme. — Mr. .  Chairman,  ladies  and 
gentlemen  of  the  Lebanon  Business  Men's 
Association,  I  certainly  am  more  than 
pleased  to  be  in  Lebanon.  I  knew  very 
little  about  it  until  I  got  here  this  morn¬ 
ing,  but  now  it  reminds  me  of  a  story 
I  heard  of  a  Methodist  preacher  who  for¬ 
merly  served  a  church  here,  and  when  he 
went  to  other  places  would  always  say, 
when  they  had  an  extra  good  meeting, 
“Well,  this  is  the  best  meeting  we  enjoyed 
since  I  was  in  Lebanon,”  and  he  went  on 
and  told  that  story  so  often  that  one 
night  when  they  had  an  experience  meet¬ 
ing,  an  old  lady  got  up  and  said,  “I  have 
been  trying  to  lead  a  good  life  and  I  hope 
to  go  to  heaven,  but  sometimes  I  feel  as 
though  I  would  fail.  But,”  she  said,  “I 
pray  the  Lord  that  if  I  don’t  go  to 
heaven,  I  may  get  as  far  as  Lebanon.” 
(Applause.) 

It  certainly  did  my  heart  good  to  see 
an  Irishman  here  drinking  water  and  talk¬ 
ing  so  much  about  water  works. 

(Laughter.)  The  authorities  upon  whom 
devolved  the  choosing  of  orators  for  this 
very  felicitous  occasion,  selected  me  with 
a  full  knowledge  that  I  was  utterly  unable 
to  make  an  extended  address,  but  they 
hoped  that  I  might  be  able  to  burst  out 
in  song.  I  feel,  of  course,  embarrassed  to 
follow  these  great  speakers.  I  am  a  plain, 
blunt  man,  who  loves  my  friends,  and  I 
have  been  especially  indignant  to  think 
that  P.  M.  Malloy  would  be  allowed  to 
speak  in  the  morning.  (Laughter.) 

I  have  frequently  noticed  that  the  great¬ 
est  applause  a  man  receives  is  when  he 
has  finished  his  speech,  and  it  is  sometimes 
quite  a  problem  to  know  whether  the  ap¬ 
plause  is  for  what  he  said  or  because  fie 
quit.  There  was  a  grocer  one  time  who 
had  been  in  business  quite  a  number  of 
years  and  finally  retired,  and  he  went  to 
an  artist  and  asked  him  if  he  wouldn’t 
paint  a  picture  of  him  so  that  he  could 
hang  it  up  on  his  wall  and  it  would  re¬ 
mind  him  of  his  past  commercial  career. 
The  artist  painted  for  him  Daniel  in  the 
lion’s  den,  and  so  when  his  friends  would 
call  on  him  he  would  take  great  pleasure 
in  explaining  that  picture  to  them.  He 
Would  say  to  them,  “Now,  you  notice  in 
the  centre  is  the  prophet  Daniel  and  all 
about  him  are  the  lions,  so  it  was  in  the 
grocery  business,  considerable  more  lying 
than  there  was  profit.”  (Laughter.) 

And  so  the  committee  thought  when  they 
were  selecting  me.  They  knew  I  couldn’t 
make  an  extended  address  and  they  felt 
that  frequently  in  these  long  speeches  there 
is  considerable  more  lying  than  there  is 
profit. 

We  have  the  very  pleasant  duty  this 
morning  to  express  our  gratification  for 
the  hearty  welcome  that  we.  have  received 
from  the  business  men  of  the  town.  If 
you  lived  in  Philadelphia  they  would  be 
called  the  comprehensive  plans,  and  it 
would  be  necessary  for  you  to  compre¬ 
hend  the  comprehensiveness  of  the  com¬ 
prehensive  plans.  I  apprehend  you  would 
fail  to  comprehend  the  comprehensiveness 
of  our  comprehensive  Mayor  or  his  plans. 
In  fact,  your  plans  for  our  entertainment 
and  comfort  appear  to  be  just  about  as 
perfect  as  that  man  of  whom  the  follow¬ 
ing  story  is  told :  He  lived  down  South ; 
he  had  a  consuming  and  devouring  ambi¬ 
tion  to  become  a  member  of  the  State 
Legislature,  and  you  know  down  there  if 
you  are  not  a  Democrat  you  have  very 
little  chance  of  any  political  preferment, 


so  he  tried  fifteen  times  to  get  the  nom¬ 
ination  on  the  Democratic  ticket  and  he 
utterly  failed,  and  as  he  failed  of  his 
only  ambition  in  life  the  only  thing  left 
for  him  to  do  was  for  him  to  commit 
suicide,  and  as  soon  as  he  had  determined 
to  commit  suicide  he  determined  to  do  the 
thing  up  right,  so  he  went  to  the  country 
store  and  bought  a  piece  of  rope,  and  he 
bought  a  revolver  and  ammunition,  he 
bought  a  dose  of  poison,  a  pint  of  kerosene 
and  he  bought  a  box  of  matches.  .  Then  he 
went  down  to  the  river  side,  got  Into  a 
boat,  pulled  along  the  shore  until  he  came 
to  a  tree  with  an  overhanging  branch, 
stood  up  in  the  boat,  first  saturating  his 
clothing  with  kerosene,  then  he  tied  the 
rope  around  the  limb  of  the  tree  and 
around  his  neck,  swallowed  the  poison, 
set  fire  to  his  clothes,  pushed  the  boat  from 
under  him  and  fired.  The  arrangements 
appeared  to  be  very  complete,  but  It  so 
happened  that  the  bullet,  instead  of  strik¬ 
ing  his  head,  struck  the  rope,  that  let 
him  down  into  the  water,  and  that  put  out 
fire ;  he  got  so  much  water  in  his  mouth 
that  he  vomited  the  poison,  and  he  climbed 
up  on  the  bank  and  ran  for  the  Legis¬ 
lature  on  the  reform  ticket  and  was  tri¬ 
umphantly  elected.  (Laughter  and  ap¬ 
plause.) 

There  may  possibly  be  some  little  slip¬ 
ups  in  your  arrrangements  for  our  enter¬ 
tainment,  but  we  certainly  wish  to  ex¬ 
press  our  appreciation  for  the  efforts  you 
have  made  to  do  tne  thing  up  right.  In 
Deut.  3 :25,  we  find  the  following  words : 
“I  pray  thee  let  me  go  over  and  see  the 
good  land  that  is  beyond  Jordan” — that 
goodly  mountain  of  Lebanon.  And  so  we 
have  come  here  at  the  request  of  the 
various  associations  (and  at  their  expense, 
of  course)  to  take  part  in  these  festivi¬ 
ties  and  express  our  appreciation  for  all 
you  have  done  and  intend  to  do  for  our 
comfort  and  entertainment  during  our 
brief  sojourn  among  you.  Benjamin 
Franklin  had  a  theory  that  if  you  want 
to  make  a  man  your  friend,  let  him  do 
something  for  you,  and  if  that  source 
is  correct,  we  should  certainly  have  a 
host  of  friends  in  dear  old  Lebanon. 

A  certain  professor  who  spent  his  vaca¬ 
tion  at  a  farm  house,  when  the  vacation 
season  rolled  around  was  asked  whether 
he  wouldn't,  come  to  spend  the  vacation 
there  again.  He  sent  a  letter  to  the 
farmer,  in  which  he  said :  “My  dear  Mr. 
Simpkins.  I  don't  intend  to  spend  my  vaca¬ 
tion  with  you  this  year  for  several  reasons, 
among  which  I  might  say.  first,  that  we 
don't  like  your  servant  girl.  Mary ;  sec¬ 
ondly,  the  hog  pen  is  entirely  too  close 
to  the  house  from  a  sanitary  point  of 
view.”  Mr.  Simpkins  sent  a  reply  back 
to  the  professor,  in  which  he  said :  “My 
dear  professor,  Mary  has  went  and  we 
haven’t  had  a  hog  on  the  place  since  you 
were  here  last  summer.”  (Laughter.) 

Now,  we  sincerely  hope  and  trust  that 
the  members  of  Lebanon  will  have  no 
occasion  to  write  such  a  letter  as  that 
after  we  make  our  departure,  but  that 
our  coming  together  may  be  mutually  bene¬ 
ficial  and  of  lasting  good  to  all  concerned. 
(Applause.) 

Mr.  Harpel.— Before  turning  over  the 
convention  to  the  State  President,  Mr. 
Wilmer  Crow,  of  Harrisburg,  I  want  to 
make  a  few  remarks  in  regard  to  the 
badge  you  are  wearing.  The  badge  is 
entirely  new  from  what  you  have  had  be¬ 
fore.  Everything  on  the  badge  means 
something.  For  instance,  the  color  is  gray, 
iron  color,  typical  of  our  industries.  Leb¬ 
anon  is  esentially  a  town  of  iron  indus¬ 
tries.  Five  miles  out  from  Lebanon  lies 
the  largest  deposit  of  iron  ore  in  the  State 
of  Pennsylvania,  one  of  the  largest  in  the 
United  States.  You  will  notice  that  the 
top  bar  is  a  cross  bolt  and  nut.  That 
is  typical  of  our  largest  industry.  The 
American  Iron  and  Steel  Manufacturing 
Co.  is  the  second  largest  producer  of  that 
product  in  the  United  States,  if  not  in 
the  world.  The  color  of  the  ribbon  is 
true  blue,  printed  in  silver — silver  lining 
through  all  clouds,  and  on  the  bottom  is 
the  official  button  of  the  city  of  Lebanon. 
Last  of  all,  the  badge  is  a  solid  casting 
and  substantial,  typical  of  the  people  of 
Lebanon  County. 

I  will  now  turn  over  the  convention  to 
the  State  President,  Mr.  Crow.  (Applause.) 

President  Crow. — In  assuming  charge  of 
the  convention  I  cannot  but  express  my 
hearty  appreciation  for  myself,  as  well  as 
for  the  delegates,  for  the  very  hearty 
words  of  welcome  that  have  been  extended 
to  us  here  this  morning,  both  by  the  ex¬ 
ecutive  of  the  city  and  by  the  judge  of 
the  courts,  and  I  am  sure  that  these  ad¬ 
dresses  of  welcome  have  had  in  them  the 
ring  of  sincerity  and  I  am  sure  that  the 
reception  which  we  shall  receive  during 
the  time  we  shall  be  here  will  be  borne 
out  in  every  respect  with  the  sentiments 
expressed  by  them. 

Mr.  Malloy  in  his  address  referred  to 
the  efforts  made  by  the  representatives 
from  Lebanon  at  the  previous  conventions, 
Mr.  Cilley  and  Mr.  Burkey.  and  I  am 
sure  that  I  can't  but  reiterate  what  Mr. 
Malloy  said  along  those  lines.  These  two 
gentlemen  have  been  most  earnest  in  their 
advocacy  of  Lebanon,  and  they  have  never 
allowed  an  opportunity  to  go  by  to  say 
something  for  Lebanon.  They  have  been 
industrious  and  never  discouraged  and  con¬ 
stantly  on  the  alert,  so  that  their  efforts 
to  secure  the  convention  at  Lebanon  were 
at  last  rewarded,  and  I  am  sure  that 
more  than  anything  else  it  was  due  to 
the  efforts  of  these  two  gentlemen. 

So  far  as  Lebanon  is  concerned,  it  is 
known  throughout  the  State  as  a  beau¬ 


tiful  place  and  a  beautiful  valley.  I 
heard  a  great  many  expressions  of  appre¬ 
ciation  of  the  delegates  from  all  over  the 
State  since  they  have  been  here,  who 
had  never  before  seen  the  Lebanon  Valley. 

I  have  heard  them  express  themselves  as 
to  Its  beauties  like  the  Queen  of  Sheba 
when  she  came  to  King  Solomon  after 
she  had  witnessed  the  beauties  of  his 
court  and  tne  grandeur  of  everything. 
She  said.  "Behold,  the  half  has  not  l>een 
told  me !”  I  think  some  of  the  dele-  | 
gates  who  have  never  been  in  Lebanon 
before  feel  that  way  about  it. 

Now,  gentlemen,  it  is  getting  late,  and 
I  ought  not  to  take  up  your  time  with 
any  extended  remarks  and  I  am  not  going 
to  do  80.  We  are  here  for  business.  We 
are  business  men.  We  are  representing 
our  various  associations.  We  have  in  view 
a  purpose,  and  I  trust  that  every  mo¬ 
ment's  time  during  this  convention  will 
be  profitably  occupied,  and  it  depends  upon 
us  entirely  whether  that  shall  lie  true  or 
not.  So  far  as  the  president  is  con¬ 
cerned.  it  is  his  desire  that  this  shall  be 
one  of  the  best  conventions  and  one  of 
the  most  profitable  that  we  have  ever 
held,  and  that  will  not  rest  entirely  by 
any  means  with  the  president,  but  with 
each  individual  delegate.  We  are  here 
with  various  interests  and  we  ought  to 
lie  given  an  opportunity  to  be  heard,  and 
it  is  our  purpose  to  give  every  delegate 
the  fairest  possible  opportunity.  We  want 
everybody  to  feel  that  this  is  their  con¬ 
vention.  that  whatever  subject  shall  In¬ 
terest  them  shall  lie  heard,  and  we  shall 
give  them  an  opportunity  to  be  heard. 
That  shall  be  our  aim  and  purpose,  and 

1  earnestly  ask  your  hearty  co-operation 
along  that  line. 

I  will  ask  the  secretary  to  read  the  call 
for  the  convention. 

CONVENTION  CALL. 

In  response  to  the  request  of  the  presi¬ 
dent,  Secretary  Howes  read  the  convention 
call,  after  which  the  following  committees 
were  appointed  : — 

CREDENTIAL  COMMITTEE. 

T.  J.  Burkey.  Lebanon,  chairman  :  .1.  W. 
Gillds,  Easton  ;  Harry  E.  Blank,  Green*-  | 
burg. 

PRESS  COMMITTEE. 

Charles  S.  Austin.  Wilkes-Barre.  chair-  I 
man ;  E.  O.  Spotts,  Tarentum ;  J.  F.  Cur¬ 
ran.  Frankford. 

At  this  point  a  recess  was  taken  until 

2  o’clock  P.  M. 

— 

SECOND  SESSION. 

Thursday  Afternoon,  August  8,  1911. 

The  econvention  reassembled  at  2  o'clock 
P.  M.,  President  Crow  in  the  chair.  4 

President  Crow. — Mr.  Ilarpel  has  some 
announcements  he  wants  to  make. 

Mr.  Ilarpel. — The  local  Entertainment 
Committee  wants  to  see  all  the  delegate* 
and  their  lady  friends  at  the  Hotel  Wei¬ 
mar  not  later  than  6.30.  We  will  hare 
some  automobiles  to  take  you  around  the 
different  parts  of  Lebanon  County  to  show 
you  some  of  the  rich  fanning  country  1 
there  is  in  this  section.  To-morrow  after¬ 
noon  at  1.30  there  will  lie  a  special  run 
for  ladies  only.  This  will  be  in  charge 
of  some  lady  of  the  local  association,  who 
will  go  out  with  the  ladies  and  point  out 
the  points  of  interest.  That  run  will 
be  longer  than  the  one  this  evening.  | 
Thursday  afternoon  we  are  going  to  show 
you  a  real  Dutch  picnic.  (Applause.) 

President  Crow. — The  next  in  order  Is 
communications.  Has  the  secretary  any  1 
communications  ? 

Secretary  Howes. — I  have  a  letter  from 
Mr.  E.  J.  Spangler,  of  Pittsburgh,  send¬ 
ing  his  best  wishes.  Also  one  from  Mr 
Hummell.  of  Pottsville.  communicating  the 
death  of  Mr.  Rich,  who  you  will  remem 
ber.  at  Pottsvme.  He  wasn't  with  us  at 
Butler  on  account  of  sickness.  This  com 
munication  ought  to  be  referred  to  the 
Resolutions  Committee,  when  appointed,  in  | 
order  that  suitable  resolutions  may  ,be 
framed.  A  motion  ought  to  be  made  thal 
way. 

Mr.  Schulte,  Erie. — 1  mare  that  thh  ■ 
communication  be  referred  to  the  Reso 
lutions  Committee. 

Seconded  and  carried. 

President  Crow. — Are  there  any  commit 
tees  to  report  at  this  time?  The  Cre 
dential  Committee  isn't  quite  ready  to  re 
port.  1  understand.  The  next  is  the  ap 
pointment  of  the  Resolutions  and  Audit 
ing  Committees.  The  chair  would  Ilk? 
to  be  indulged  until  that  committee  car 
be  appointed. 

The  next  is  an  address.  “The  Relatlot 
of  the  Employer  to  the  Employee,"  to 
D.  P.  Jerauld.’  president  Harrisburg  Mer 
chants'  Association. 

I  take  great  pleasure  in  introducing  Mr 
Jerauld,  and  I  want  to  say  to  you  tha 
he  is  a  live  wire  in  association  work 
(Applause.) 

ADDRESS,  “THE  RELATION  OF  THE  EM  PLOY  El 
TO  THE  EMPLOYEE,”  D.  P.  JERAULD, 
PRESIDENT  HARRISBURG  MER¬ 
CHANTS’  ASSOCIATION. 

Mr.  Jerauld. — I  take  it  for  granted  tha 
the  subject  is  to  be  treated  rather  as  th 
relation  of  employer  to  salespeople  tha' 

In  the  broad  sense  of  employees.  Whei 
your  committee  asked  me  to  speak  on  tbi 
subject  at  first  blush  it  seemed  to  n  j 
an  easy  one.  but  a  little  thought  rcvcale< 
the  fact  that  it  was  one  of  important- 
and  on  the  proper  solution  of  it  much  de 
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ided.  In  fact,  it  could  easily  be  the 
nlng  point  between  success  or  failure 
a  business. 

for  convenience  I  desire  to  divide  sales- 
ple  into  two  distinct  classes,  viz.,  sales- 
j  and  clerks.  Salesmen — and  by  that 

iu  I  mean  both  men  and  women,  as 
worthy  president  says  that  the  men 
t)raee  the  women — A  salesman  is  one 
o  is  by  nature  peculiarly  adapted  to 
goods — loves  the  work  and  has  the 
lity  and  tact  to  meet  instantly  the 
jation  as  it  presents  itself.  If  the 
icle  asked  for  is  not  in  stock,  to  show 
lething  else  similar  and  lead  the  cus- 
ler  by  reasonable  argument,  or,  rather, 
gestion,  to  see  that  the  goods  in  stock 
really  more  desirable  than  those  asked 
,  to  so  handle  the  customers  that  they 
1  not  only  make  the  purchase,  but  leave 
store  delighted  with  the  goods,  as 
1  as  with  the  treatment  received  and 
Dive  that  in  the  future  when  in  need 
anything  in  that  line  they  will  pat- 
ize  that  store  and  that  salesman  will 
t  on  them.  I  fully  realize  that  this 
ideal,  but  submit  that  every  man  has 
t  with  just  such  salesmen  and  had 
t  that  kind  of  experience.  A  woman 
it  into  a  store  and  she  wanted  blue 
:h.  The  salesman  showed  her  all  the 
e  In  the  place.  She  said,  “No.  I  don’t 
it  that,’’  and  she  was  about  to  leave, 
pulled  out  a  piece  he  had  previously 
wn  her  and  said,  “Here,  lady,  is  some- 
lg  that  is  just  out.”  She  said,  “What 
you  call  it?  What  shade  of  blue  is 
’  He  said,  “It  is  called  wind  blue.” 
hy,”  she  said,  “that  is  pretty,”  and  it 
n’t  take  her  but  a  few  minutes  to  buy 
Iress  pattern  off  that  wind  blue  cloth, 
lay  or  two  afterwards  she  came  back 
i  she  met  one  of  the  clerks  in  the 
•c  and  she  wanted  another  yard  of  that 
d  blue  cloth.  She  had  him  stalled.  He 
n’t  know  anything  about  wind  blue 
h.  “She  said,  That  is  the  salesman 
ought  it  off.”  He  came  forward.  She 
1,  “I  would  like  another  yard  of  that 
d  blue  cloth.”  As  he  was  measuring 
off  she  said,  “The  other  clerk  didn’t 
w  anything  about  it?”  He  said,  “No, 
t  is  my  department  and  this  is  very 
r  and  I  just  keep  it  for  a  few  of  my 
ticular  customers.”  She  bought  another 
d  of  wind  blue  cloth,  and  she  knew 
t  she  had  the  very  nicest  and  latest 
de  of  blue  that  there  was.  That  is 
difference  between  a  salesman  and  a 

k. 

mother  instance  to  illustrate  the  point, 
gentleman  and  his  wife  and  three  of 
children  in  the  early  spring  are  go¬ 
to  their  summer  home  and  they  tripped 
)  a  shoe  store.  They  wanted  to  buy 
le  bare  foot  sandals  for  the  children. 

>  salesman  said,  “I  am  sorry,  it  is  a 
le  early  and  we  haven't  got  them  in 
”  The  lady  said,  “Dear,  what  am  I 
ig  to  do ;  we  have  two  hours  to  wait 
the  train,  and  what  am  I  going  to 
”  He  said,  “If  you  care  to,  just  be 
ted — sit  here.”  She  said,  “We  would  be 
ighted  if  we  are  not  in  the  way.”  He 

l,  “No,  just  stay  here.”  Not  being 
y  he  sat  down  and  opened  up  a  pleas- 

conversation,  and  when  they  went  out 
take  that  train  he  had  $18  of  their 
aey  in  the  till.  They  had  run  up 
inst  a  salesman. 

Jow,  the  relation  of  the  employer  to 
t  class  of  employees  must  of  a  neces- 
r  be  different  than  to  those  I  shall 
ak  of  later.  Give  him  an  opportunity 
use  his  brains  to  your  benefit.  En¬ 
rage  him  to  make  suggestions  as  to 
angement  of  stock,  store  management, 
suit  him  as  to  what  to  buy,  how  much 
buy — In  a  word,  to  make  him  feel  that 
highest  success  lies  in  the  greatest 
cess  of  the  store,  and  that  failure  to 
ke  your  business  a  success  spells  fail- 
for  him  as  well.  Encourage  the  “our- 
re”  spirit,  rather  than  "the  store” 
rit.  Don’t  get  it  into  your  head  that 
i  are  the  only  one  about  the  place 
t  has  brains.  You  pay  him  for  not 
y  what  he  does  with  his  hands,  but 
at  he  knows  as  well.  Why  not  get 
lull  value  of  what  you  are  paying 
ir  good  money  for.  Commendation, 
n’t  be  afraid  to  give  a  word  of  praise 
work  well  done.  Has  he  put  in  a 
id  window  for  you?  Then  say  so.  Has 
made  a  good  sale?  Say  so.  Does 

keep  his  stock  in  good  shape?  Then 
I  him  so.  When  visitors  are  there  and 
l  are  showing  around,  it  will  not  lower 
ir  dignity  to  refer  to  a  well-kept  stock 
finely  dressed  window  to  say,  “My  boys 
ip  things  in  nice  shape,”  adding,  “I 
nk  I  have  got  the  best  lot  of  salesmen 
know  of.”  It  won’t  hurt  you  a  bit, 
:  it  will  increase  the  efficiency  of  your 
es  force.  We  never  get  to  know  so 
ch,  or  get  so  old,  but  that  now  and 
m  a  word  of  commendation  does  not 
us  good.  Honest  commendation — not 
sb  and  gush — is  the  cheapest  thing  in 
i  world  and  brings  the  greatest  re- 
■ns.  If  you  have  been  bolding  it  back 
th  your  employees,  turn  over  a  new 
f  and  note  results. 

Remuneration. — This  is  the  rock  that  so 
my  go  ashore  on.  Every  business  will 
ord  a  certain  per  cent,  for  selling  goods, 
honest  with  your  salesmen  and  pay 
to  the  limit.  Does  one  by  earnest  ef- 
't  sell  more  goods  than  another?  Then 
•rease  his  salary  up  to  the  per  cent, 
u  have  figured.  Let  it  be  known  among 
i  salesmen  that  the  more  they  sell  the 
ire  money  they  get,  and  they  do  not 
ve  to  ask  for  it,  either.  Your  people 
the  store  are  just  like  the  drummer 


that  sells  you  goods.  His  salary  is  based 
on  a  per  cent.,  whether  he  draws  a  stated 
salary  or  is  on  commission.  I  know  of  a 
house  that  is  now  paying  one  employee 
250  per  cent,  more  than  when  he  first 
came  with  the  house,  and  the  increase 
has  always  come  without  being  asked  for. 
Do  you  think  there  is  much  danger  of  a 
competitor  hiring  that  party  away  from 
his  present  position?  Good  salesmen  are 
scarce,  and  it  is  very  much  easier  to  lose 
one  than  to  get  one.  In  a  word,  let 
it  be  clearly  understood  that  your  store 
is  not  a  picnic  ground,  but  a  bee  hive,  and 
the  bee  that  gets  the  most  honey  is  the 
one  that  works  the  hardest  and  brings 
about  the  best  results.  That  sort  of  an 
atmosphere  in  a  store  will  stop  the  habit 
of  looking  at  the  clock  to  see  if  it  is 
closing  time ;  the  whistles  will  be  all  they 
will  need  to  tell  then  it  is  12  and  6 
o’clock. 

All  I  have  said  can  be  summed  up  iu 
a  word — the  relation  of  the  employer  to 
his  salesmen  should  be  one  of  mutual 
confidence,  respect  and  esteem,  all  work¬ 
ing  together  for  one  common  end,  viz., 
the  greatest  possible  success  of  the  busi¬ 
ness. 

Now  for  just  a  few  knocks  to  the  em¬ 
ployer.  Josh  Billings  said,  “If  you  want 
to  bring  up  a  child  in  the  way  he  should 
go,  go  that  way  yourself.”  Do  you  want 
to  have  your  salesmen  courteous  to  cus¬ 
tomers?  Then  see  that  you  are  courteous 
to  those  you  wait  on.  Do  you  want  your 
salespeople  to  be  strictly  honest?  Tnen 
see  that  your  dealings  with  the  public  are 
strictly  honest.  Don’t  think  that  you  can 
play  sharp  tricks  on  the  other  fellow  with¬ 
out  teaching  those  around  you  how  to 
play  sharp  tricks  on  you.  Do  you  want 
to  see  your  clerks  neat  and  tidy  in  their 
dress?  Then  don’t  come  down  to  busi¬ 
ness  with  an  unshaven  .  face  and  soiled 
linen,  heels  all  run  down,  shoes  crying 
for  a  shine  and  your  clothing  screeching 
for  the  services  of  a  tailor.  If  your 
salespeople  are  not  looking  quite  as  trim 
as  you  think  they  ought  to  look,  before 
you  say  a  word  about  the  matter,  go  and 
consult  a  mirror.  The  boy  thinks  what 
father  does  is  about  right,  and  you  all 
know  when  you  were  clerking  what  tne 
boss  did  was  good  enough  for  you  to  do. 
I  had  an  illustration  the  other  day.  I 
went  into  a  town  with  my  wife.  She 
wanted  some  little  thing,  I  tjiink  it  was 
a  collar.  We  went  into  the  largest  dry- 
goods  store  there  was  in  the  town.  I 
think  it  was  40  x  100.  There  was  one 
customer  in  the  store,  and  a  lady  clerk 
right  by  the  way  was  waiting  on  that 
party.  We  went  up  to  another  one  and 
we  said  we  would  like  to  see  collars.  She 
said,  “That  lady  down  there.”  We  went 
down  there  and  there  she  was,  sitting 
reading  a  book.  She  looked  up  and  then 
looked  down,  and  I  guess  finished  read¬ 
ing  that  paragraph  to  see  whether  the 
fellow  married  the  girl  or  not.  After 

she  had  finished  reading  she  got  up  and 
w’aited  on  Mrs.  Jerauld.  “Well,”  I  said, 
“this  is  nice :  what  is  the  occasion  of 

all  this  listlessness  around  this  store?  It 
is  an  elegant  store,  it  has  a  good  stock.” 
I  looked  back,  and  back  in  the  office  there 
sat  the  boss,  tipped  back  in  a  chair,  with 
his  feet  up  on  his  desk,  reading  a  news¬ 
paper.  Had  he  any  right  to  find  fault 
with  that  girl  reading  that  book  and 
paying  no  attention  to  us?  Not  a  bit. 

What  the  boss  does  is  good  enough  for 

the  clerks  to  do.  I  don’t  blame  that  girl 
for  reading  that  book. 

When  correcting  an  employee,  don't  do 
it  in  the  presence  of  others.  Take  them 
to  one  side  and  tell  them  what  you  have 
to  say.  It  will  have  a  very  much  better 
effect  all  around.  Remember  you  are  re¬ 
sponsible  for  the  proper  conduct  of  the 
business  and  that  it  is  your  job  to  see 
that  conditions  are  what  they  should  be. 
Last  month  I  was  in  a  town  of  about 
4,000,  and  in  front  of  one  of  the  largest 
stores  there,  among  other  goods  displayed 
on  the  pavement  was  a  “clipper”  sled. 
The  thermometer  registered  nearly  100  in 
the  shade  that  very  day.  Now,  whose 
fault  was  that?  Probably  ask  the  em¬ 
ployer  and  he  would  say,  “That  fool  boy 
ought  to  know  better.”  I  say  that  boy 
was  not  half  as  much  to  blame  as  the 
boss.  We  are  all  imitators.  See  to  it 
that  your  employees,  when  they  do  imitate 
you,  will  do  the  things  you  will  not  be 
ashamed  of.  Fifteen  years  on  the  road 
as  a  traveling  salesman  gave  me  an  in¬ 
sight  into  store  conditions  that  has  had 
an  influence  on  my  life  of  more  than 
twenty  years  as  a  retailer.  I  noted  that 
the  boss  who  would  go  out  and  have  a 
drink  with  the  drummer  usually  had 
around  him  salespeople  that  would  do  the 
same  thing.  If  beer  on  the  breath  of 
your  salespople  is  not  a  good  thing,  it  is 
far  worse  thing  on  yours. 

Now,  just  a  word  about  clerks.  By 
clerks  I  mean  those  who  are  just  animated 
slot  machines.  You  put  your  cash  Into 
their  hands  and  they  pass  out  the  goods 
to  you.  They  talk,  laugh  and  usually  do 
a  lot  of  that.  They  were  never  known 
to  leave  the  store  a  minute  after  time, 
but  were  hardly  ever  known  to  get  there 
on  time.  Would  walk  around  the  block 
twice  rather  than  get  to  the  store  five 
minutes  too  early.  They  seemingly  delight 
to  say  to  a  customer,  "No,  we  haven’t 
got  that,”  and  would  rather  die  than  show 
something  else  or  direct  them  to  the 
counter  where  it  was  on  sale.  They  us¬ 
ually  have  a  lot  of  friends  who  call  on 
them  often  and  talk  about  everything  ex¬ 
cept  your  business,  unless  it  be  to  make 


complants  and  tell  how  poorly  the  store 
is  run  and  what  a  mean  boss  they  have 
got.  Oh,  you  have  all  seen  them  !  Of 
course,  no  one  here  has  any  of  that  kind. 
Sure  of  it?  Then  there  is  that  other 
one  that  is  industrious,  but  has  no  tact 
or  a  single  qualification  as  a  salesman. 
Always  saying  the  wrong  thing.  Honest 
enough,  but  simply  in  the  wrong  place. 
Many  a  good  scrub  woman  has  been  spoiled 
by  trying  to  be  a  saleswoman,  and  many 
a  good  farmer  has  missed  his  calling  by 
trying  to  sell  goods.  Salesmen  are  born, 
not  made.  Of  course,  they  can  be  im¬ 
proved,  but  you  have  got  to  have  the 
right  material  to  work  on.  My  father 
would  have  made  a  mistake  by  trying 
to  make  a  musician  out  of  me — it  would 
have  been  a  waste  of  time  and  money, 

while  I  had  a  brother  who  made  a  marked 
success  in'  that  line,  but  could  not  succeed 
as  a  merchant.  ' 

Now,  what  is  the  relation  of  the  em¬ 
ployer  to  clerks?  As  a  business  proposi¬ 
tion,  I  would  say  pension  them  if  you 
feel  you  are  obliged  to  furnish  them  with 
a  living.  But  if  you  must  have  them 

in  your  store,  if  you  feel  that  your  busi¬ 
ness  is  peculiar  and  cheap  help  will  an¬ 
swer  just  as  well  as  high-priced  sales¬ 

men,  I  would  advise  putting  one  sales¬ 
man  over  not  more  than  four  clerks,  with 
authority  to  hire  and  discharge.  If  that 
will  not  change  the  situation,  I  am  at  a 
loss  just  what  to  advise.  Don’t  think  you 
can  handle  the  matter  yourself,  that  is 
if  you  expect  to  do  anything  else.  You 
cannot  do  it.  Personally,  I  think  the 
poorest  investment  any  merchant  ever 
made  was  in  filling  up  his  store  with  a 

lot  of  clerks,  rather  than  salesmen.  The 
amount  of  goods  they  do  not  sell,  the  in¬ 
attention  they  pay  to  those  whom  they 
do  pretend  to  wait  on,  and  the  consequent 
loss  of  reputation,  are  profits  you  do  not 
get  that  your  expenditure  for  fine  store 
room,  elegant  fixtures,  good  money  invested 
in  stock,  advertising,  etc.,  entitles  you  to. 
I  recall  on  one  occasion  telling  an  old 
merchant  of  our  city  the  trouble  I  had 
just  had  by  a  boy  doing  a  certain  thing, 
when  he  laughingly  said,  “If  that  boy 
had  brains  he  would  not  be  doing  that 
kind  of  work  for  you  or  anybody  else.” 
Don’t  think  you  can  hire  brains  for  the 
price  of  muscle.  It  has  been  tried  many 
times,  is  being  tried  to-day,  but  my  word 
for  it.  it  cannot  be  done  successfully.  It’s 
the  same  old  story  over  again  trying  to  get 
something  for  nothing. 

I  have  said  nothing  about  kindness  to 
all  employees,  as  I  am  talking  to  men 
who  I  am  sure  need  nothing  from  me 
along  that  line.  Our  dogs  are  better  dogs 
if  we  treat  them  kindly.  I  know  some¬ 
times,  when  we  have  granted  a  favor, 
that  in  a  very  short  time  it  is  looked 
upon  as  a  rignt,  but  don’t  fret  under  those 
conditions.  Simply  remember  the  time  you 
were  a  clerk  and  how  you  reasoned  then. 
Your  viewpoint  has  been  changed,  and  your 
employees  to-day  are  very  much  thti  same 
as  you  were.  The  Old  Book  is  the  best 
guide  that  man  has  ever  had  and  it  has 
given  us  a  rule  that  we  will  be  wise 
to  follow,  “Do  unto  others  as  you  would 
that  others  should  do  unto  you'”  It  has 
never  been  improved  upon — never  can  be. 

If  in  this  little  talk  I  have  given  any¬ 
one  a  thought  that  will  aid  him  in  the 
solving  of  one  of  the  most  intricate  prob¬ 
lems  that  we  merchants  have  to  deal  with, 
if  the  carrying  out  of  these  suggestions 
will  make  us  better  employers,  if  care¬ 
ful  thought  along  these  lines  will  smooth 
out  some  of  the  wrinkles  that  are  creep¬ 
ing  into  our  faces,  if  some  idea  has  been 
hinted  at  that  will  make  your  business 
a  greater  success,  the  time  has  been  well 
spent,  both  in  the  delivery  and  the  lis¬ 
tening  to  It.  I  thank  you  for  your  atten¬ 
tion  and  wish  you  all  abundant  success. 
(Applause.) 

President  Crow. — -The  next  on  the  pro¬ 
gramme  is  a  discussion,  “Does  the  Mer¬ 
chant  Benefit  Through  Government  Regula¬ 
tion  of  Commerce?”  We  have  asked  Mr. 
Pratt,  of  Erie,  to  take  charge  of  this. 
Mr.  Pratt  not  being  ready,  the  conven¬ 
tion  will  proceed  to  the  next  order  of 
business,  which  is  local  association  re¬ 
ports. 

First  Vice-President  M.  W.  Leslie,  pre¬ 
siding. 

Mr.  Spotts,  Tarentum. — I  move  that 
three  minutes  be  allowed  each  association 
to  make  its  report. 

Seconded  and  carried. 

REPORTS  OP  LOCAL  ASSOCIATIONS. 

ALLENTOWN. 

Allentown  Merchants’  Association.  Henry 
W.  Shuler,  president ;  A.  H.  Miller,  sec¬ 
retary  ;  not  incorporated  ;  annual  dues,  $G  ; 
other  sources  of  revenue,  commissions  on 
delinquent  collections  and  insurance ;  mem¬ 
bership  last  year,  60 ;  present  member¬ 
ship,  60 ;  meetings,  first  and  third  Wed¬ 
nesdays  of  every  month ;  one  line  or¬ 
ganization  ;  paid  secretary ;  functions,  so¬ 
ciability  and  general  welfare  of  members 
and  to  keep  members  posted  on  “dead 
beats”  ;  have  an  established  agency  for  the 
Retailers’  Mutual  :  efforts  made  in  past 
year  to  main  district  conventions,  banquets 
and  one  day  set  apart  for  general  outing. 

ALTOONA. 

Retail  Merchants  Board  of  the  Cham¬ 
ber  of  Commerce.  W.  C.  Westfall,  presi¬ 
dent  ;  C.  II.  Ileintzelman,  secretary  ;  in¬ 
corporated  ;  annual  dues,  $5 :  no  other 
sources  of  revenue,  except  from  rating 
book ;  membership  last  report,  entire  body. 
330 ;  present  membership,  176,  retail 


branch  only  ;  meets  fourth  Monday  of 
each  month ;  general  organization ;  paid 
secretary ;  functions,  credit  rating,  legis¬ 
lation  and  general  protection  of  members  : 
an  established  agency  for  the  Retailers' 
Mutual  now  being  organized. 

BELLWOOD. 

Bellwood  Business  Men's  Association  and 
Board  of  Trade.  L.  W.  Irvine,  president : 
J.  Chas.  McFarland,  secretary  ;  not  in¬ 
corporated  ;  annual  dues,  $3  ;  no  other 
sources  of  revenue ;  membership  last  re¬ 
port,  44  ;  present  membership,  47  ;  meets 
last  Monday  night  of  each  month  ;  gen¬ 
eral  organization  ;  paid  secretary ;  func¬ 
tions,  to  promote  general  welfare  of  busi¬ 
ness  men  and  to  further  the  industrial 
development  of  the  town  ;  no  established 
agency  for  Retailers’  Mutual  ;  during  past 
year  association  has  promoted  more  friendly 
relations  among  local  business  men ;  agi¬ 
tated  several  municipal  Improvements  and 
made  some  effort  toward  securing  new 
manufacturing  enterprises  for  the  town. 

BETHLEHEM. 

Retail  Grocers’  Protective  Association. 
E.  T.  Parker,  president ;  O.  II.  Best,  sec¬ 
retary  ;  not  incorporated  ;  annual  dues,  $6  ; 
no  other  sources  of  revenue  ;  present  mem¬ 
bership,  15 ;  meetings  second  and  fourth 
Thursday  of  every  month  at  8  I’.  M.  ;  gro¬ 
cers  only ;  no  paid  secretary ;  functions, 
protection  against  undesirable  credit  cus¬ 
tomers  and  general  good  for  members ;  no 
established  agency  for  Retailers’  Mutual  : 
during  the  past  year  all  business  houses 
closed  at  6  o’clock  ;  have  unanimity  In 
observing  holidays  and  close  on  Wednes¬ 
day  afternoons  during  June,  July  and  Au¬ 
gust  :  much  benefit  derived  through  effort 
in  regulating  credits ;  several  wholesalers 
no  longer  selling  direct  to  retail  trade  at 
wholesale  prices. 

BRADFORD. 

Bradford  Business  Men's  Association. 
Frank  L.  Lydell,  president ;  Geo.  L.  Dobie, 
secretary ;  incorporated,  annual  dues,  $30, 
$24,  $18,  $12  and  $0 ;  other  sources  of 
revenue,  membership  fee  of  $3,  agent's 
commission  on  all  insurance  written  in 
Retailers'  Mutual,  and  commissions  and 
postage  fee  on  accounts  reported  for  col¬ 
lection  ;  membership  last  report,  152  ;  pres¬ 
ent  membership,  152 ;  meets  second  Tues¬ 
day  of  each  month  ;  general  organization  : 
paid  secretary  ;  have  an  established  agency 
for  the  Retailers’  Mutual ;  aside  from  re¬ 
vising  and  adding  to  our  credit  ratings, 
our  activities  during  past  year  have  been 
confined  to  routine  matters,  collections, 
credit  reporting,  regulation  of  soliciting 
evil,  both  for  programme  advertising,  do¬ 
nations,  selling  of  tickets,  etc. 

BRADFORD. 

Retail  Grocers’  Association.  W.  II.  Ley- 
man,  president ;  Geo.  L.  Dobie,  secretary  ; 
not  incorporated  ;  annual  dues,  $12,  $8  and 
$4  ;  no  other  sources  of  revenue ;  member¬ 
ship  last  report,  19 ;  present  membership, 
19 ;  meetings,  first  and  third  Mondays 
of  each  month  and  on  call ;  one  line  organ¬ 
ization  ;  paid  secretary ;  have  an  estab¬ 
lished  agency  for  the  Retailers’  Mutual. 

BROWNSVILLE. 

Business  Men’s  Association  of  Browns¬ 
ville  and  Vicinity.  John  F.  Lynch,  presi¬ 
dent  ;  B.  W.  Wolfe,  secretary ;  not  incor 
porated  ;  annual  dues,  $6  ;  no  other  sources 
of  revenue ;  membership  last  report,  30 : 
present  membership,  30 ;  meetings  second 
and  fourth  Thursdays  of  each  month  ;  gen¬ 
eral  organization  ;  paid  secretary ;  have 
an  established  agency  for  the  Retailers' 
Mutual. 

BUTLER. 

Butler  Business  Men's  Association. 
Charles  E.  Walker,  president ;  J.  E.  Don¬ 
nelly,  secretary;  incorporated;  annual  dues, 
$6  to  $48 ;  no  other  sources  of  revenue ; 
membership  last  report,  116;  present  mem¬ 
bership,  106 ;  meetings,  second  and  fourth 
Tuesdays  of  each  month ;  general  organi¬ 
zation  ;  paid  secretary  ;  have  an  estab¬ 
lished  agency  for  the  Retailers’  Mutual  ; 
efforts  made  in  past  year  to  increase  tue 
efficiency  of  our  credit  rating  and  col¬ 
lecting,  have  eliminated  all  fake  advertis¬ 
ing  and  kept  all  fakers  off  street  corners  ; 
held  four  smokers. 

CARBONDALE. 

Carbondale  Business  Men’s  Association. 
George  W.  Berry,  president;  Albert  .1. 
Moon,  secretary  ;  incorporated ;  annual 
dues,  $6 ;  no  other  sources  of  revenue ; 
present  membership,  87  ;  meets  second  Wed¬ 
nesday  of  each  month ;  general  organiza¬ 
tion  ;  paid  secretary  ;  functions,  credit  rat¬ 
ing  and  collecting  accounts;  have  an  es¬ 
tablished  agency  for  Retailers’  Mutual : 
during  past  year  established  new  rating 
system,  better  train  service,  better  mail 
service,  new  State  roads,  etc. 

CHESTER. 

Chester  Grocers.  W.  H.  Nelson,  presi¬ 
dent  ;  Stephen  McCardell,  secretary ;  in¬ 
corporated  ;  annual  dues,  $6  ;  other  sources 
of  revenue,  co-operative  buying ;  present 
membership,  38 ;  one  line  organization  ; 
paid  secretary  ;  functions,  co-operative  buy¬ 
ing  ;  have  on  established  agency  for  the 
Retailers’  Mutual. 

COATESV1LLK. 

Coatesville  Business  Men’s  Association. 
J.  M.  Duncan,  president ;  Max  Stein- 
waehs,  secretary ;  incorporated ;  annual 
dues,  $5 ;  no  other  sources  of  revenue ; 


22 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


membership  last  report,  100;  present 
membership,  103;  meets  third  Tuesday 
night ;  general  organization ;  paid  secre- 
retary ;  functions,  annual  banquet  and  pic¬ 
nic ;  have  an  established  agency  for  Re¬ 
tailers’  Mutual. 

du  nois. 

l)u  Bois  Business  Men’s  Exchange.  D. 
L.  Corbett,  president ;  1’.  S.  Weber,  sec¬ 
retary  ;  incorporated ;  no  other  sources  ol' 
revenue;  membership  last  report,  135;  pres¬ 
ent  membership,  110;  meets  third  Thursday 
of  each  month  ;  general  organization  ;  paid 
secretary ;  have  on  established  agency  for 
the  Retailers’  Mutual  ;  during  past  year 
assisted  A.  P.  B.  Glass  Co.  in  installing 
a  gas  producer,  contributed  $5,000,  and 
aided  the  organization  of  the  Bohemian 
Art  l’ottery  Co.,  using  domestic  clay. 

EASTON. 

Easton  Retail  Grocers’  Protective  Asso¬ 
ciation.  .1.  W.  Gilds,  president;  E.  W. 
Samlt,  secretary;  not  incorporated;  annual 
dues,  $6 ;  membership  last  report,  45 : 
present  membership,  37 ;  meets  Monday 
evenings ;  one  line  organization ;  paid  sec¬ 
retary  ;  have  an  established  agency  for 
the  Retailers’  Mutual;  during  past  year 
stock  at  $25  per  share  was  issued  by 
association,  only  $200  worth  sold  to  date, 
which  shall  net  stockholders  for  six 
months  O'A  per  cent.;  permanent  pur¬ 
chasing  committee  established  which  pur¬ 
chases  goods  for  association  from  time  to 
time ;  defeated  an  ordinance  for  a  sealer 
of  weights  and  measures. 

KIUE. 

Erie  Retail  Grocers’  Association.  C.  J. 
Poble,  president;  A.  C.  Kuhl,  secretary; 
incorporated ;  annual  dues,  $0 ;  other 
sources  of  revenue  derived  from  annual 
outing ;  membership  last  report,  80 ;  pres¬ 
ent  membership,  88 ;  meetings,  first  and 
third  Tuesday  of  each  month ;  one  line 
organization  ;  paid  secretary ;  functions,  to 
better  conditions  of  t lie  Erie  grocers;  no 
established  agency  for  the  Retailers’  Mu¬ 
tual  ;  efforts  made  during  past  year,  for 
Wednesday  half  holiday ;  early  evening 
closing  and  abating  dog  nuisances  In  stores. 

ERIE. 

Erie  Business  Men’s  Exchange.  F.  J. 
Iletzel,  president;  A.  M.  Howes,  secretary; 
incorporated ;  annual  dues,  $(i ;  other 
sources  of  revenue  derived  from  entrance 
fees  and  sale  of  printed  matter ;  mem¬ 
bership  last  report,  451  ;  present  member¬ 
ship,  548 ;  meets  first  Friday  of  each 
month  and  on  call  ;  paid  secretary ;  func¬ 
tions,  development  and  protection  of  trade  ; 
have  an  established  agency  for  the  Re¬ 
tailers’  Mutual  ;  during  the  past  year 
placed  Exchange  on  a  progressive  platform 
with  reference  to  improved  trolley  facili¬ 
ties  ;  defeated  ordinance  providing  annual 
tax  on  all  business  signs ;  increased  ac¬ 
tivity  experienced  in  all  departments — 
credit  reporting,  municipal  affairs  and  leg¬ 
islation  ;  encouraging  sociability  and  fra¬ 
ternity  and  a  higher,  nobler  standard  of 
doing  business,  etc. 

FltANKFORD. 

Frankford  Grocers’  Association.  R.  T. 
Holme,  president ;  J.  A.  Edgar,  secretary ; 
not  incorporated ;  annual  dues,  $0 ;  de¬ 
rive  additional  revenue  from  annual  ex¬ 
cursion  to  Atlantic  City  and  agency  of 
Retailers’  Mutual  ;  membership  last  report, 
103  ;  present  membership,  171;  meets  every 
Tuesday  evening;  organization  limited  to 
grocers,  meat  and  provision  dealers ;  paid 
secretary  ;  functions,  co-operation ;  during 
past  year  excursion  to  Atlantic  City  us¬ 
ual  success,  2,380  people  went  with  us  and 
we  realized  a  profit  of  $000 ;  celebrated 
twenty-third  anniversary  with  banquet  and 
entertainment ;  have  sixty  policies  with 
Retailers’  Mutual ;  building  and  loan  asso¬ 
ciation  in  its  fourth  year  and  is  in  a 
prosperous  condition  ;  Frankford  Grocery 
Co.  is  still  progressing;  business  for  year 
ending  August  31  will  approximate  $4  10,- 
000,  an  increase  of  $50,000 ;  paid  8  per 
cent,  dividend  last  year  and  increased  re¬ 
serve  fund  to  $8,000  ;  erecting  two-story  and 
basement  concrete  warehouse ;  own  and 
using  two  gasoline  trucks,  three-ton  Pack¬ 
ard  and  a  four-ton  Victor. 

FREEDOM. 

Freedom  Business  Men's  Association. 
D.  .1.  Snead,  president  ;  R.  D.  Thompson, 
secretary ;  not  incorporated ;  annual  dues, 
$4 :  no  other  sources  of  revenue ;  mem¬ 
bership  last  report,  20 ;  present  member¬ 
ship,  32  ;  meetings,  second  and  fourth  Fri 
days  of  each  month  ;  general  organization  ; 
no  paid  secretary ;  have  an  established 
agency  for  the  Retailers'  Mutual. 

GREKNSBURG. 

Greensburg  Business  Men's  Association. 
W.  D.  Blitz,  president ;  Ilarry  E.  Blank, 
secretary  ;  incorporated  ;  annual  dues,  $0  ; 
membership  last  report,  108  ;  present  mem¬ 
bership,  90 ;  meets  first  Tuesday  of  each 
month  ;  general  organization ;  paid  sec¬ 
retary  ;  functions,  the  good  of  the  com¬ 
munity  and  business  in  general  ;  have  an 
established  agency  for  the  Retailers’  Mu¬ 
tual. 

HARRISBURG. 

Merchants’  Association.  D.  P.  Jerauld, 
president ;  R.  F.  Cook,  secretary ;  not  in¬ 
corporated  ;  annual  dues,  $0  to  $25 ;  no 
other  sources  of  revenue;  membership  last 
report,  102;  present  membership,  82;  meet¬ 
ings  on  call:  general  organization;  paid 
secretary;  functions,  non-hoard  insurance 
agency, *  credit  reports  and  collections, 


trade  abuses,  etc;  have  an  established 
agency  for  the  Retailers'  Mutual;  since 
last  convention  Sperry  &  Hutchinson  Trad 
ing  Stump  Co.  have  made  persistent  ef¬ 
forts  to  open  up  Harrisburg  again,  but 
efforts  to  date  have  not  been  very  suc¬ 
cessful  ;  having  been  able  to  save  members 
a  lot  of  money  through  reduced  lire  in¬ 
surance  rate,  etc. 

IIAZI.ETO.N. 

Hazleton  Retail  Merchants’  Protective 
Association.  Hugh  McKenna,  president ; 
Thomas  II.  Brennan,  secretary  ;  not  incor¬ 
porated  ;  annual  dues,  $0  ;  no  other  sources 
of  revenue ;  membership  last  report,  22 ; 
present  membership,  22 ;  meets  Monday 
evenings;  one  line  organization;  no  paid 
secretary  ;  functions,  general,  as  necessities 
arise;  have  an  established  agency  for  the 
Retailers’  Mutual  ;  during  past  year  made 
the  S.  &  II.  trading  stamps  look  sick  In 
the  city. 

HOMESTEAD. 

Homestead  Business  Men's  Association. 
P.  C.  Wagner,  president ;  I).  .1.  Crawford, 
secretary ;  not  incorporated ;  annual  dues, 
$6  and  $12  ;  no  other  sources  of  revenue; 
members!;)  last  report,  90 ;  present  mem¬ 
bership,  85 ;  meetings,  second  and  fourth 
Tuesdays  of  each  month  ;  general  organiza¬ 
tion  ;  paid  secretary ;  functions,  annual 
outings  and  banquet ;  have  an  established 
agency  for  the  Retailers’  Mutual  ;  efforts 
made  in  past  year,  to  make  rating  system 
more  perfect,  getting  members  interested 
in  mutual  insurance,  getting  goods  roads, 
trying  to  secure  free  bridges  and  introduc¬ 
ing  a  day  set  for  home  trading. 

JEANNETTE. 

Business  Men’s  Association.  Frank  Trim¬ 
ble,  president;  David  H.  Rankin,  secretary; 
not  incorporated ;  annual  dues,  $0 ;  mem¬ 
bership  last  report,  45 ;  present  member¬ 
ship,  40  ;  meets  second  Monday  of  each 
month ;  general  organization ;  paid  sec¬ 
retary  ;  functions,  general  good  of  members 
and  community  ;  have  an  established  agency 
for  the  Retailers’  Mutual;  during  past  year 
continued  holiday  and  early  closing  and 
other  reforms;  eighth  annual  outing  held 
at  Home  Park,  Oakford  :  agitated  improved 
roads  ;  committees  doing  good  and  efficient 
work  ;  working  on  telephone  abuses  and  are 
much  encouraged. 

JOHNSTOWN. 

Johnstown  Chamber  of  Commerce.  Geo 
K.  Kline,  president ;  W.  II.  Stewart,  sec¬ 
retary  ;  incorporated  ;  annual  dues,  75  cents 
to  $2.50  per  month  ;  other  sources  of  rev¬ 
enue  derived  from  colections ;  present 

membership,  225 ;  meets  first  Tuesday  of 
each  month ;  general  organization ;  paid 
secretary ;  functions,  credits  and  collec¬ 

tions,  municipal,  Industrial,  public  affairs 
and  insurance ;  have  an  established  agency 
for  the  Retailers’  Mutual ;  efforts  made  in 
past  year,  closing  stores  Monday  at  6 
P.  M.,  better  train  service,  assisted  South¬ 
ern  Cambria  Railroad  Co.  in  raising  money 
for  bonds  to  extent  of  $30,000,  have  in¬ 
duced  the  P.  It.  R.  and  Council  to  plan 

for  erection  of  a  new  station  and  other 
improvements,  co-operated  with  Inter-State 
Fair,  etc. 

LEBANON. 

Business  Men's  Association.  L.  G.  Ilar- 
pel,  president ;  T.  J.  Burkey,  secretary ; 
incorporated  ;  dues,  50  cents  ;  other  sources 
of  revenue,  none ;  membership  last  report, 
145 ;  present  membership,  142 ;  meetings, 
first  Tuesday  of  each  month ;  general  or¬ 
ganization  ;  commissioned  secretary  ;  func¬ 
tions,  to  protect,  encourage  and  promote 
the  welfare  and  interests  of  members  ;  have 
an  established  agency  for  the  Retailers’ 
Mutual  ;  during  past  year  encouraged  and 
assisted  in  getting  two  new  street  rail¬ 
ways  built,  retained  a  large  industry, 
barred  the  trading  stamp  company  from 
spreading  and  assisted  members  largely  on 
the  credit  system. 

MANOR. 

Business  Men's  Association  of  Manor. 
J.  R.  Sowash,  president ;  T.  F.  Penman, 
secretary ;  not  incorporated ;  annul  dues, 
$3  ;  no  other  sources  of  revenue  ;  member¬ 
ship  last  report,  10 ;  present  membership, 
11  ;  meetings  subject  to  call  ;  general  or¬ 
ganization  ;  paid  secretary ;  functions,  gen¬ 
eral  sociability  and  to  promote  general 
good  of  town  ;  have  an  established  agency 
for  the  Retailers’  Mutual  ;  during  past  year 
held  twelve  very  good  meetings  and  one 
booster  meeting,  which  resulted  in  reor¬ 
ganizing  fire  company ;  have  plans  under 
way  to  bring  a  manufactory  to  town  ;  fifth 
annual  picnic  was  a  grand  success. 

MAUCH  CHUNK. 

Business  Men’s  Association  of  Maucli 
Chunk  and  Vicinity.  E.  F.  Kuntz,  presi¬ 
dent  ;  J.  C.  Loose,  secretary  ;  incorporated  ; 
annual  dues,  $6 ;  other  sources  of  rev¬ 
enue  derived  from  assessments ;  member¬ 
ship  last  report,  42 ;  present  membership. 
30  ;  meets  first  Wednesday  of  each  month  ; 
general  organization  ;  paid  secretary  ;  func¬ 
tions,  general  ;  have  an  established  agency 
for  the  Retailers’  Mutual  ;  efforts  made  in 
past  year  devoted  to  advertising  Maucli 
Chunk  as  a  summer  resort. 

MT.  CARMEL. 

Retail  Merchants’  Protective  Association. 
.T.  M.  Christ,  President ;  W.  H.  Yoder,  sec¬ 
retary  ;  incorporated ;  annual  dues.  $0 ;  no 
other  sources  of  revenue ;  membership  Iasi 
report,  05 ;  present  membership.  05  ;  meet¬ 
ings,  first  and  third  Monday  evenings  of 
each  month  ;  general  organization  ;  no  paid 


secretary  ;  have  an  established  agency  for 
the  Retailers’  Mutual. 

NEW  BRIGHTON. 

Business  Men’s  Association  of  New 
Brighton.  Fred.  J.  Roth,  president  ;  Alliert 
M.  Latshaw,  secretary;  Incorporated;  an¬ 
nual  dues,  $0 ;  no  other  sources  of  rev¬ 
enue ;  membership  last  report,  31;  present 
membership.  31  ;  meets  first  Tuesday  of 
each  mouth ;  general  organization,;  paid 
secretary;  functions,  credit  rating,'  co-op¬ 
erative  buying,  municipal  efforts,  insurance, 
etc.  ;  have  an  established  agency  for  the 
Retailers'  Mutual  ;  during  past  year  suc¬ 
ceeded  In  having  five  niemlierH  elected  to 
City  Council  and  contributed  $1  per  each 
member  for  legislative  purposes. 

NEW  CASTLE. 

Retail  Grocers'  Association.  A.  G.  Seig, 
president;  E.  O'Brien,  secretary;  Incorpo¬ 
rated  ;  annual  dues,  $6 :  other  sources  of 
revenue  derived  from  percentage  on  co¬ 
operative  buying ;  membership  last  report, 
50;  present  membership,  4!);  meets  Monday 
evenings  ;  one  line  organization  ;  paid  sec¬ 
retary  ;  functions,  credit  rating,  co-opera¬ 
tive  buying  and  fraternalism  :  have  an  es¬ 
tablished  agency  for  the  Retailers'  Mutual  ; 
during  past  year  promoted  and  conducted 
a  successful  food  show,  which  was  a  suc¬ 
cess  ;  annual  outing  was  a  big  success  in 
attendance  and  financially  as  well. 

NEW  CASTLE. 

Board  of  Trade  (formerly  Business  Men's 
Exchange).  B.  F.  Butler,  president;  E. 
O’Brien,  secretary;  incorporated;  annual 
dues  $0 :  no  other  sources  of  revenue ; 
membership,  72 ;  meets  second  Tuesday  of 
each  month  ;  general  organization ;  paid 
secretary ;  functions,  to  promote  the  busi¬ 
ness  Interests  of  the  city  and  vicinity : 
have  an  established  agency  for  the  Re¬ 
tailers’  Mutual. 

PEN  AltGYL. 

Merchants  Protective  Association.  C.  S. 
Jackson,  president ;  C.  E.  Sauerwine,  sec¬ 
retary  ;  incorporated ;  annual  dues,  $0 ;  no 
other  sources  of  revenue ;  membership  last 
report.  21  ;  present  memliership,  22  ;  meets 
second  Tuesday  of  each  month ;  general 
organization  :  paid  secretary  ;  functions,  re¬ 
porting  of  delinquent  customers  ;  have  an 
established  agency  for  the  Retailers'  Mu¬ 
tual. 

PHILADELPHIA. 

Philadelphia  Retail  Grocers'  Association. 
Albert  Kaiser,  president ;  Reno  Schoch, 
secretary  ;  incorporated  ;  unnual  dues,  $6  ; 
other  sources  of  revenue  derived  from  pic¬ 
nic  and  publication,  also  investments ; 
memliership  last  report,  502  ;  present  mem 
mership,  512  ;  meetings,  Monday  evening  of 
each  week ;  one  line  organization ;  paid 
secretary ;  functions,  protection  and  mat¬ 
ters  of  general  interest  in  the  trade  ;  have 
an  established  agency  for  the  Retailers’ 
Mutual  ;  the  past  year  has  been  one 
of  marked  progress  all  along  the  line,  with 
a  single  exception — numbers.  Every  enter¬ 
prise  attempted,  whether  from  a  commer¬ 
cial  or  social  standpoint,  was  attended 
with  gratifying  results.  The  pet  feature 
in  our  association  work,  that  of  co-opera¬ 
tive  buying,  rendered  a  magnificent  return, 
with  sales  for  the  year  of  $2,000,000,  and 
larger  profits  by  far  turned  back  to  the 
stockholders  than  ever  before.  Splendid 
advancements  along  building  and  loan  and 
insurance  lines  are  noted,  and  with  co¬ 
operation  more  firmly  rooted  than  at  any 
prior  time  in  the  life  of  the  organiza¬ 
tion,  the  future  is  rich  in  promises  cer¬ 
tain  of  fulfillment. 

PITTSBURGH. 

Pittsburgh  Merchants’  Association.  W. 
W.  Tilton,  president ;  F.  L.  Harrington, 
secretary  :  incorporated  ;  annual  dues,  $3  ; 
membership  last  report,  27  :  present  mem¬ 
bership,  52 ;  meets  every  Thursday  even¬ 
ing  ;  general  organization ;  no  paid  secre¬ 
tary  ;  functions,  social  and  trying  to  draw 
merchants  closer  together :  have  an  estab¬ 
lished  agency  for  the  Retailers’  Mutual ; 
have  taken  up  Sunday  closing  in  order  to 
have  all  small  stores  close. 

PITTSBURGH 

North  Side  Retail  Grocers'  Association 
of  Pittsburgh  and  Vicinity.  Peter  Stumf. 
irc-sident ;  M.  O.  Grossman,  secretary ;  not 
neorporated ;  annual  dues.  $6 ;  other 
sources  of  revenue  derived  from  co-opera¬ 
tive  buying ;  membership  last  report.  48 ; 
present  membership.  47  ;  meetings  first  and 
third  Tuesday  evenings  of  each  month  :  one 
line  organization  ;  paid  secretary ;  func¬ 
tions,  co-operative  buying,  credit  reporting, 
system  and  mutual  protection  :  have  an  es¬ 
tablished  agency  for  the  Retailers’  Mu¬ 
tual  ;  efforts  made  in  past  year  were  to 
discontinue  the  use  of  trading  stamps  ;  ap¬ 
plied  for  a  charter  under  the  wholesale 
department  and  was  granted  same  from  the 
State  on  August  3d. 

FITTSTON. 

Merchants  Protective  Association.  Jas. 
A.  Joyce,  president;  E.  T.  Messick,  sec¬ 
retary’;  incorporated;  annunl  dues,  $0  : 
other  sources  of  revenue  derived  from  ex¬ 
cursion,  insurance,  commissions,  etc.  :  mem¬ 
bership  last  report,  148 ;  meets  third  Mon. 
day  of  every  month  :  general  organization  : 
paid  secretary ;  functions,  annual  banquet, 
credit  rating’,  collection  of  accounts,  bet¬ 
ter  government,  etc.  ;  have  an  established 
agency  for  the  Retailers’  Mutual  :  working 
along  in  our  general  line ;  membership  re¬ 
mains  the  same. 


POTTSVILLE. 

Retail  Merchants’  Association  of  Potts- 
vllle  and  Vicinity.  Chas.  P.  Hoffman,  pres¬ 
ident  :  T.  E.  Hummel,  secretary ;  Incor¬ 
porated  ;  annual  dues,  $C ;  no  other  sources 
of  revenue;  memliership  last  report.  137; 
present  memliership,  155;  meetings,  first 
and  third  Mondays  of  each  month  ;  gen¬ 
eral  organization;  paid  secretary ;  have 
no  established  agency  for  the  Retailers' 
Mutual. 

READING. 

Retail  Grocers’  Association  of  Berks 
County.  W.  C.  K.  Fisher,  president:  II.  J. 
Ascbenbenuer.  secretary  ;  incorporated  ;  an¬ 
nual  dues,  $4  ;  membership  last  report. 
40  :  present  memliership.  40 ;  meetings,  first 
and  third  Tuesdays  of  each  month ;  one 
line  organization  ;  paid  secretary :  have  an 
established  agency  for  the  Retailers’  Mu¬ 
tual. 

READING. 

The  Merchants'  Association  of  Reading 
C.  K.  Whitner,  president ;  F.  A.  Sessious. 
secretary;  incorporated;  annual  dues,  $1V; 
other  sources  of  revenue  derived  from 
rents;  memliership  last  report,  150;  pres¬ 
ent  memliership,  134;  meets  the  second  da> 
ol  each  rnon  b  :  g.-iu-m !  .rg  inizatiori  ;  paid 
secretary  :  functions,  looking  after  the  in 
terests  of  merchants;  have  no  established 
agency  for  the  Retailers’  Mutual ;  during 
past  year  the  most  active  work  lias  l;ee0 
directed  against  trade  abuses ;  the  trading 
stamp  'question  broke  out  afresh,  but  pre¬ 
vented  any  extended  adoption  of  trading 
stamps  by  local  merchants,  also  inducing 
local  authorities  to  adopt  better  street  reg¬ 
ulations  ;  have  an  established  credit  re¬ 
porting  department. 

SCRANTON. 

Business  Men's  Association.  Walter  Mr 
Nichols,  president :  J.  W.  Itittenhousc.  general 
secretary  ;  not  incorporated  :  annual  dues, $6; 
other  sources  of  revenue  derived  from  rat¬ 
ing  book  :  memliership  last  report,  loo; 
present  membership.  120;  meets  quarterly; 
general  organization  ;  paid  secretary  ;  func¬ 
tions,  principally  credits ;  have  an  estab¬ 
lished  agency  for  the  Retailers’  Mutual; 
efforts  made  "in  past  year  to  get  a  complete 
rating  system. 

SCRANTON. 

Retail  Merchants’  Protective  Association 
Jno.  G.  McConnell,  president;  M.  T.  Car 
roll,  secretary ;  incorporated ;  annual  dues. 
$0  ;  other  sources  of  revenue  derived  from 
commissions  on  collections:  present  mem¬ 
bership.  112;  meets  second  Monday  of  each 
month ;  general  organization  ;  paid  secre¬ 
tary  ;  functions,  credit  reporting  and  col¬ 
lecting  delinquent  accounts;  have  an  es¬ 
tablished  agency  for  the  Retailers'  Mutual: 
made  during  the  past  year  a  specialty  of 
credit  reporting,  also  toward  early  or  half¬ 
holiday  closing  during  the  summer  months, 
which  has  borne  fruit. 

SHARON. 

Retail  Merchants’  Association.  Charles 
Kaufman,  president :  M.  L.  Rushmore,  sec¬ 
retary  ;  incorporated  ;  annual  dues,  $6 
other  sources  of  revenue  derived  from  an¬ 
nual  picnic;  membership  last  report,  100; 
present  membership.  91 ;  meets  on  alter¬ 
nate  Tuesdays  ;  general  organization  ;  oaid 
secretary ;  functions,  credit  rating,  collect- 
tion  of  bad  accounts  and  legislation  :  have 
an  established  agency  for  the  Retailers' 
Mutual. 

SLATINGTON. 

Merchants’  Association  of  Slatington  and 
Vicinity.  Samuel  J.  Griffith,  president  ;  J 
O.  Haines,  secretary  ;  not  incorporated  ;  an 
uual  dues.  $0  ;  no  other  sources  of  revenue: 
membership  last  report.  28 ;  present  mem 
bership,  28  ;  meetings,  first  and  third  Fri 
day  evenings  of  each  month ;  general  or 
ganization  ;  no  paid  secretary;  have  an  es 
tnblished  agency  for  the  Retailers’  Mutual 
efforts  made  in  past  year,  to  sell  insuranci 
for  Retailers'  Mutual,  and  was  successful 
special  aim  is  to  spot  “bad  pays.” 

SOUTH  BETHLEHEM. 

Commercial  League  of  South  Bethlehem 
.Tames  M.  Degnan,  president ;  Frank  IV 
Martenis.  secretary  ;  not  Incorporated ;  aD 
nual  dues,  $6 :  no  other  sources  of  rev 
enue ;  membership  last  report,  41 ;  presen1 
membership.  81  in  good  standing;  meet) 
second  Monday  of  each  month  :  general  or 
ganization ;  no  paid  secretary ;  functions 
combined  Business  Men’s  Association  am 
Board  of  Trade :  have  an  establishei 
agency  for  the  Retailers'  Mutual  :  durlni 
past  year  secured  a  public  building  fo 
South  Bethlehem,  formed  a  building  com 
pany  and  encouraging  the  erection  o 
houses ;  have  a  committee  working  for  i 
new  free  bridge  over  Lehigh  River. 

TARENTUM. 

Business  Men’s  Association  of  Tarentun 
and  Vicinity.  Justus  Hess,  president;  F. 
C.  Spotts.  secretary  ;  incorporated  ;  annua 
dues.  $12 ;  other  sources  of  revenue  d> 
rived  from  commission  on  collections ;  pres 
ent  membership,  100:  meetings,  first  an' 
third  Mondays  of  each  month  ;  general  oi 
ganization  ;  paid  secretary ;  functions,  tb 
general  uplift  of  the  retail  trade :  have  a; 
established  agency  for  the  Retailers'  Mi; 
tual ;  efforts  made  in  past  year  have  bee 
to  try  and  make  the  merchants  realiz 
Hint  t'he  giving  of  credit  is  injurious:  trie 
to  help  the  State  Association  in  its  legis¬ 
lative  work  and  to  increase  its  membei 
ship. 
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Trevorton 


TREVORTON. 
Business  Men's 


Association. 


lex.  Cooper,  president  ;  O.  H  Derek  sec- 
»tary ;  incorporated  ;  annual  dues,  ,  no 
ther  sources  of  revenue  ;  membership  last 
snort,  13 ;  present  membership,  14  ;  rneet- 
first  and  third  Tuesdays  of  each 
lon’th  ;  general  organization  ;  no  paid  sec- 
etary ;  functions,  mutual  protection,  re¬ 
liction  and  equalization  of  prices ;  no  es- 
ablished  agency  for  the  Retailers'  Mutual  ; 
fforts  made  in  past  year  were  to  secure 

charter,  to  have  newcomers  in  business 
,ay  a  mercantile  tax,  to  stop  peddling 
without  a  license,  etc. 

TYRONE. 

Tyrone  Business  Men’s  Association  and 
loard  of  Trade.  Frank  Gardner,  presi- 
lent ;  J.  Van  Taylor,  secretary :  rncorpo- 
ated ;  annual  dues,  $0;  no  other  sources 
,f  revenue ;  membership  last  report,  4  < 
iresent  membership,  47  ;  meets  the  last 
Thursday  of  each  month ;  general  organi- 
atiou ;  paid  secretary;  functions,  to  ad¬ 
vance  and  better  business  conditions,  pro- 
ect  merchants  from  persons  unworthy  of 
■redit  ;  boom  and  advance  the  town  in  gen- 
•ral,  encourage  new  industries  and  advo- 
■ate  any  movement  for  the  public  good 
ind  welfare  of  Tyrone ;  during  past  year 
(btained  for  the  traveling  public  additional 
jassenger  train  stops  at  Tyrone,  held  sixth 
innual  banquet,  which  proved  a  rousing 
uiccess ;  projected  new  public  fountain  for 
he  benefit  of  school  children,  secured 
letter  night  mail  service,  revived  the  ques- 
;icr  of  new  armory. 

VANDERGRIFT. 

Chamber  of  Commerce  of  Vandergrift 
ind  Vicinity.  J.  G.  McGaery.  president ; 
4  W.  Love,  secretary  ;  not  incorporated  ; 
ir.nual  dues,  $6 ;  no  other  sources  of  rev¬ 
enue  ;  membership  last  report.  40 ;  pres¬ 
uit  membership,  72 ;  meets  third  Tuesday 
if  each  month  ;  general  organization  ;  paid 
secretary ;  functions,  protect  the  business 
men,  as  well  as  to  upbuild  the  town 
have  no  established  agency  for  the  Re 
tailors'  Mutual  ;  during  past  year  got  out 
l  credit  directory,  abolished  programme  ad¬ 
vertising.  started  a  strong  movement 
against  street  fairs  and  fakers  and  taken 
up  the  question  of  freight  and  express 
facilities. 

WARREN. 

Warren  Business  Men’s  Association.  .7. 
W.  Kendall,  president ;  J.  F.  Emerson, 
secretary,  incorporated;  annual  dues,  $• 
to  $24  ;  other  sources  of  revenue  derived 
from  membership  fee  of  $2 :  membership 
last  report,  129  ;  present  membership,  12o  ; 
meets  second  Tuesday  of  each  month  ;  gen¬ 
eral  organization;  paid  secretary;  func¬ 
tions.  general  ofliee  duties,  collection,  re¬ 
porting  delinquents ;  have  an  established 
agency  for  the  Retailers’  Mutual  ;  efforts 
in  past  year  have  been  mostly  along  line 
of  aiding  in  collecting  accounts  and  the 
securing  of  new  industries  for  Warren, 
marking  streets,  held  first  annual  ban¬ 
quet,  which  was  a  decided  success,  etc. 
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merchant  benefit  through  government  regu 
lation  of  commerce?”  This  discussion  is  to 
be  opened  by  Mr.  Pratt. 

Mr.  Pratt.  Erie. — I  request  that  it  be 
laid  over  until  to-morrow. 

V.  P.  Leslie. — If  there  is  no  objection  on 
the  part  of  the  delegates,  the  request  will 
be  complied  with. 

We  will  now  take  up  the  Question  Box. 

QUESTION  BOX. 

Mr.  G.  L.  Pratt,  Erie. — I  don't  know  why 
I  was  assigned  to  this  duty,  and  I  had  no 
idea  I  was  assigned  to  it  until  I  heard  my 
name  read  off. 


considered  the  best  plan  in  this  State  or 
any  State  In  the  Union.  We  went  through 
all  the  plans  and  we  took  from  them  the 
best.  The  plans  we  have  have  been  passed 
upon  by  some  insurance  experts  in  this 
State  and  they  have  pronounced  it  the  best 
plan  for  organized  men,  and  it  will  be  well 
for  the  secretaries  and  the  delegates  who 
are  here  to  take  the  matter  up  with  tlielr 
local  associations.  I  believe  if  this  plan 


stationery.  I  think  your  time  is  worth 

three  or  four  times  what  you  earn.  I  think 
that  some  of  us  expect  too  much  for  noth 
ing,  as  one  of  the  speakers  said  here  I 
think  if  there  is  a  little  more  In  it  for  a 
man  he  would  go  out  and  do  more  busi¬ 
ness  and  you  will  get  better  business. 

Mr.  C.  A.  Stuart,  Organizer. —  I  would 
like  to  make  one  suggestion  further  ;  that 

is,  that  a  great  many  of  the  delegates  who  -  - 

are  here  are  presidents  and  secretaries  and  was  explained  to  the  merchants  in  the  dn 
will  go  back  home  and  make  their  reports,  ferent  towns  that  are  eligible  for  insurance 
While  you  men  are  here  mingling  with  the  that  we  could  treble  our  insurance  within  a 
State  officers  who  can  get  in  very  close  touch  year.  (Applause.) 

with  them  and  can  get  at  first  hands  more  Mr.  Lydell,  Bradford. —  Mr.  <  hamnan.  it 

- - —  .  ,  .  information  than  sometimes  vou  can  gather  seems  that  this  one  question  lias  opened  up 

With  regard  to  these  questions,  I  couldn  t  ,  correspondence,  and  if  the  presidents  a  multitude  of  things  for  discussion,  for  wo 

answer  them  personally,  but  I  have  an  en-  a'nd  the  officel.s  an(]  the  men  who  believe  in  are  all  interested  in  the  same  vital  point. 

cyclopedia  to  go  to.  It  has  one  hundred  th  Retailers’  Mutual  will  take  out  a  pol- 1  1  ’  ’  '”  * - '• 

volumes  in  it,  so  that  when  I  press  the  but-  .  that  will  help  us  along.  The  presi 
ton  I  will  expect  the  volume  to  stand  up  den£S  and  the  vice-presidents  and  the 

and  answer,  because  I  don  t  know  which  o(jjcers  whG  know  more  about  the  organize 

volume  to  go  to,  but  if  it  doesn  t  do  it  voi-  f  jon  and  more  at>0ut  the  insurance  than 

untarily  we  will  lay  the  questions  over  un-  |  the  rank  and  fije  ought  to  start  it  in  their 

associations  for  the  good  of  the  association 
and  for  the  furtherance  of  the  cause,  if  il 
is  good  for  three  thousand  members,  it  is 
good  for  you.  It  will  retain  your  member¬ 
ship,  it  will  Increase  your  membership, 
and  it  will  give  your  member,  who  wants 
to  know  where  he  is  going  to  get  one  dol 
lar  for  the  50  cents,  a  knowledge  of  how 
to  solve  the  problem. 

Mr.  P.  C.  Wagner,  Homestead. — My  e\ 


til  to-morrow.  ,  T  ,  „ 

This  question  box  is  certainly,  I  believe, 
one  of  the  best  features  of  this  convention. 
You  take  such  reports  as  have  been  read 
over,  and  I  believe  they  are  the  best  we 
ever  heard. 

One  question  that  is  here  is  :  'How  can 
we  interest  the  large  merchants  not  at  the 
present  time  in  sympathy  with  the  asso¬ 
ciation’s  work:”  In  regard  to  that,  it  is 


the  simplest  thing  in  I  perience  is  that  the  reason  we  don’t  get 

in  one  or  two  wo  ds.  1  don  1 1  cate  w ho  the  M.e  insurance  for  the  Retailers’  Mutual 

for*1  the  money  ;  he’  is  not  in  it  for  health  I  «  because,  of  the  activity  of  the  board  rate 
or  pleasure  ;  simply  dollars  and  cents  ;  and 
the  larger  the  merchant  is  the  more  dol¬ 
lars  and  cents  there  is  in  it  for  him  to  be 
long  to  this  association.  The  trouble  is,  he 
doesn’t  know  it,  and  what  he  doesn  t  know, 
as  the  saying  is,  doesn’t  hurt  him  ;  neither 
does  it  benefit  him.  We  that  are  members 
know  that  this  association  saves  us  from 
$10  to  $500  a  year,  according  to  our  size 
and  how  much  we  use  the  association. 


agents.  We  carry  perhaps  sixty  policies  in 
the  Mutual  at  the  present  time.  We  find 
that  the  agents  of  the  board  rate  companies 
are  usually  customers  of  the  merchants  in 
the  town,  and  they  use  their  influence  and 
every  opportunity  to  run  down  or  belittle 
any 'mutual  company.  I  find  that  is  why 
a  great  many  of  our  smaller  associations 
don’t  take  up  the  mutual  insurance. 

Mr.  O.  H.  Best,  Bethlehem. — I  have 


when  t  qiv  $500  some  of  you  merchants  brought  the  subject  of  mutual  insuiance  be- 
may  thinkyth!t  is  too  large  a  su,n,  but  the  I  fore  our  organization  a  number  of  tunes, 


man  that  is  a  large  merchant  and  takes  ad¬ 
vantage  of  the  insurance,  the  elimination 
of  the  gift  scheme,  the  trading  stamp  and 
other  things  that  come  along,  saves  that 
much.  Mr.  Itittenliouse  can  discuss  this 
question. 

Mr  J.  W.  Rittenliouse,  Scranton. — Not  on 
your  life.  If  you  want  somebody  to  answer 
that  question,  you  want  to  get  somebody 
that  is  a  live  merchant.  I  am  a  dead  one. 
Mr.  Pratt. — We  will  then  ask  Mr.  Kaiser. 
Mr.  Albert  Kaiser,  Philadelphia. — Mr. 
Chairman  and  gentlemen,  I  take  it  the  as¬ 
sociation  work  is  very  much  like  the  ex¬ 
pansion  of  a  business.  I  presume  that  most 


conVemnlating  an  expansion  of  I  years.  I  find  that  in  my  own  business. 
HieR  businesSC\av“  their  geye  in1  a  certain  I  have  one  man  who  is  in  the  insurance 


direction  in  which  they  wish  to  expand  and 
they  do  not  jump  in  that  direction  without 
laying  their  plans.  They  wait  for  the  op¬ 
portunity.  So  it  is  in  association  work.  By 
ceeping  in  touch  with  merchants  and  their 
condition  in  general,  sooner  or  later  an 
opening  is  presented  and  you  want  to  be 
eady  to  jump  into  that  opening  and  show 


WILKES-BARRE. 

Retail  Merchants’  Association  of  Wilkes- 
Barre.  John  S.  Hoffman,  president ;  Chas. 

S.  Austin,  secretary  ;  incorporated  ;  annual 
dues,  $6 ;  no  other  sources  of  revenue ; 
membership  last  report,  56 ;  present  mem¬ 
bership,  60  in  good  standing ;  meetings, 
second  and  fourth  Wednesday  evnings  of 
each  month  ;  general  orgjanization ;  paid 
secretary  :  functions,  protection,  credit,  mu 
nicipal  reform,  co-operative  buying  and  so 
cial ;  have  an  established  agency  for  the 
Retailers’  Mutual ;  during  past  year  held 
annual  excursion  Merchants’  Day,  which 
was  a  decided  success ;  secured  enforce 
ment  of  huckster  license,  opening  of  South 
street  bridge,  improving  of  collection  de 
partment,  etc. 

WICONISCO. 

Retail  Merchants’  Association  of  Wicon 
isco  and  Lykens.  Eighteen  members ;  had 
a  great  deal  of  trouble  in  keeping  mem¬ 
bership  together  and  decided  to  make  meet¬ 
ings  subject  to  call ;  hope  for  better  re 
suits  hereafter. 

WYALUSING. 

Merchants’  Union  Protective  Association 
of  Bradford  and  Wyoming  Counties.  C.  H 
Bosworth,  president ;  E.  P.  Henwood.  sec 
retary ;  incorporated ;  annual  dues,  $3  and 
$1  membership  fee;  membership  last  re 
port.  92 ;  present  membership,  89 ;  meets 
monthly ;  general  organization :  paid  sec 
retary ;  functions,  abate  trade  abuses,  pro 
tection  from  dead  beat  customs ;  have  an 
established  agency  for  Retailers’  Mutual 

YORK. 

York  Chamber  of  Commerce.  Henry 
Washers,  president ;  Eugene  F.  Weiser,  sec 
retary ;  incorporated ;  annual  dues,  $6  to 
$25;  other  sources  of  revenue  derived 
from  commission  on  insurance ;  member 
ship  last  report.  325 ;  present  member 
ship.  300 ;  meetings,  board  meets  every 
month ;  annual  meeting  in  November ;  gen 
eral  organization  ;  paid  secretary ;  fune 
tlons,  to  guard  the  interests  of  our  city 
and  members;  have  an  established  agency 
for  the  Retailers’  Mutual  ;  during  past 
year  organization  has  been  most  aggressiv 
in  urging  civic  improvements  and  point 
with  pride  to  a  few  of  accomplishments 
retailers’  insurance  has  increased,  credit 
system  is  most  valuable  and  now  boostln, 
a  completed  sanitary  sewerage  system. 

V.  P.  Leslie. — We  come  on  the  programme 
to  a  discussion  of  the  subject,  “Does  the 


and  one  reason  why  we  have  not  been 
able  to  do  anything  in  that  direction  is 
that  all  of  its  members  are  so  situated  that 
they  have  insurance  men  for  customers. 
The  majority  of  the  merchants  usually 
carry  a  stock  of  $1,000  or  $2,000  and  the 
insurance  on  that  doesn't  usually  amount 
to  more  than  $12  or  $15  a  year,  while  the 
amount  of  profit  they  derive  from  the  in 
surance  man  who  deals  with  them  is  a 
great  deal  more  than  what  they  pay  out  in 
insurance,  and,  consequently,  they  don’t  feel 
that  they  want  to  throw  their  insurance 
to  somebody  else  and  lose  the  trade  which 
they  have  been  getting  for  a  number  of 


business  who  takes  and  uses  a  lot  of  goods 
from  me,  and  he  uses  really  more  than  the 
profits  on  his  insurance  sales  that  he  makes 
from  me  for  the  whole  year.  Of  course  1 
don’t  like  to  drive  that  kind  of  a  man  away 
Another  thing  is  if  you  go  into  a  mutual 
company,  sooner  or  later  the  premium  may 
be  high  and  you  have  to  pay  higher  in- 
the~gentleman  the  association  fan  solve  a  I  surance  premiums.  I  feel  it  would  be  a 


problem  which  the  largest  merchant  in  the 
town  could  not  solve  alone,  and  Invariably 
you  make  a  member  and  a  good  one.  If 
you  find  a  man  opposed  to  general  organi¬ 
zation  work,  you  will  find  it  is  because  of 
one  or  two  things,  probably  both  :  First, 
lack  of  knowledge  ;  second,  selfishness  ;  and 
if  you  can  sidetrack  the  selfish  nature  and 
get  a  chance  to  show  him,  you  will  nearly 
always  make  a  win  and  win  a  good  one. 
(Applause.) 

Mr.  Pratt. — Where  is  our  next  volume  on 
that?  It  seems  to  me  there  ought  to  be 
somebody  to  give  us  good  points  along  that  snouia 
line.  1  mutual 

The  next  question  is,  “Why  do  we  have  so 
many  organizations  that  don’t  have  the 
retail  mutual  fire  insurance?”  Mr.  Ritten 
house  can  answer  that,  certainly.  He  is 
right  in  the  business. 

Mr.  Rittenhouse. — I  want  to  excuse  my 
self  from  answering  the  first  question, 


good  thing  to  have  mutual  insurance  in  the 
State  Association  but  for  that  reason.  1 
have  the  same  reason  from  each  and  every 
member  of  our  association. 

Mr.  Malloy. — This,  I  believe,  is  one  of  the 
most  important  subjects  under  discussion 
at  our  session — our  co-operative  insurance. 
I  have  been  in  these  towns  throughout  the 
State  ;  I  have  talked  with  the  merchants  on 
insurance  ;  I  have  explained  our  plan  of  in 
surance,  and  I  find  that  the  local  secretary, 
or  whoever  the  local  board  is,  as  a  rule 
don’t  explain  the  insurance  feature  as  they 
They  have  had  experience  with 
insurance  companies  throughout 


I  would  like  to  ask  the  relative  position  of 
the  Retailers’  Mutual  Fire  Insurance  Com¬ 
pany  to  the  Retail  Merchants’  Association 
of  Pennsylvania?  Is  it  not  true  that  poli¬ 
cies  in  the  Retailers'  Mutual  must  be  con¬ 
fined  to  members  of  the  association?  I 
would  make  the  suggestion  that  at  the 
same  day  and  date  all  of  you  policy  holders 
who  pay  railroad  fare  from  the  other  end  of 
the  State  to  this  end,  thus  placing  you  on 
an  equal  basis,  hold  your  annual  meeting 
of  your  insurance  company  in  the  same 
week  while  we  are  here. 

Mr.  Charles  Kaufman,  Sharon. — We  have 
a  paid  secretary  who  gets  pretty  near 
everything  in  the  line  of  dues  or  premiums 
that  come  in  from  the  insurance.  We  pay 
him  35  per  cent,  of  our  dues.  He  gets  all 
the  premiums  from  the  insurance  and  we 
give  him  all  he  makes  out  of  the  collec¬ 
tions,  and  then  he  gets  out  and  hustles. 

Mr.  II.  E.  Blank,  Greensburg. — I  was  in¬ 
terested  in  the  question  that  was  asked  by 
the  gentleman  who  Is  here  to  the  right, 
that  wasn’t  answered.  I  would  like  to  have 
an  answer. 

Secretary  Howes. — I  would  like  to  say 
for  the  information  of  the  delegates,  on 
the  subject  of  the  insurance  meeting  being 
held  at  the  convention  place,  I  believe  that 
the  Insurance  regulations  of  the  State  re¬ 
quire  an  incorporated  headquarters  and 
that  the  annual  meetings  be  held  at  that 
place.  That  is  why  we  meet  in  Philadel¬ 
phia.  If  we  had  a  permanent  meeting 
place  for  our  annual  convention  that  ar 
angement  could  be  made,  but  alternating 
as  we  do  in  different  parts  of  the  State,  I 
don’t  believe  it  would  be  legal  for  us  to 
hold  our  meetings  in  tnat  way. 

Mr.  Kaiser. — If  I  understand  rightly  the 
question  that  Mr.  Lydell  wants  to  know  is 
the  relation  between  the  Retailers’  Mutual 
Fire  Insurance  Company  and  the  Retail 
Merchants’  Association  of  Pennsylvania  ? 
Mr.  Lydell. — Yes,  correct. 

Mr.  Kaiser. — I  want  to  state  the  Retail 
ers’  Mutual  Fire  Insurance  Company  was 
formed  for  the  purpose  >  of  strengthening 
the  Retail  Merchants’  Association  of  Penn¬ 
sylvania  by  giving  it  some  feature  that 
would  be  a  substantial  gain  to  it.  and  its 
business  is  confined  entirely  to  merchants 
that  are  members  of  the  associations  in 
good  standing,  which  association  must  be 
a  member  of  the  State  Association,  in  good 
standing.  On  receipt  of  the  name  of  a 
member  of  a  local  association  not  in  good 
standing,  notice  of  his  cancellation  is  at 
once  sent. 

The  question  of  meeting  with  the  con¬ 
vention  was  taken  up  early  in  the  history 
of  the  insurance  company.  It  was  one  of 
the  first  things  we  took  up.  It  was  then 
decided  that  we  must  have  a  permanent 
office.  But  this  is  really  an  office  only  in 
name,  inasmuch  as  our  office  really  is  in 
Erie.  The  corporation  papers  placed 
Philadelphia  as  the  main  office,  and  the 
legal  requirements  are  that  the  annual 
meeting  be  held  there.  I  would  say,  as 
president  of  the  company,  that  nothing 


mutual  lusumuLX  uiuiimuica  imtni(,noui.  ■  x -  -  ■ -  -  x,.  i, ...... 

the  State  that  have  been  bad  and  have  been  would  gratify  me  mote  than  to  ha  -  - 

bad  failures.  They  have  had  the  experience,  I  sion  ot  the  Itetaileis  Mututal  I  n 
with  some  of  the  older  merchants  that  they 


had  in  these  companies,  that  it  was  per 
petual,  that  their  liability  would  never 
cease  with  some  of  them  ;  not  all  perhaps, 

A  great  many  of  us  do  not  explain  the  in- 
L'l 1 1 V’ ml de rstood' ’as  I  was”walking  down  I  surance  to  intelligent  business  men  as  we  1  K»in  seems  sinii". 
Wh  C  ’  Ho\f  couW  a  fnliin^  man  make  a  should.  In  addition  to  that  the  business  I  something  larger. 

.  1  man  to  my  mind  pays  less  attention  to  his 

insurance  than  any  other  part  of  his  busi¬ 
ness.  There  ape  very  few  of  them  who 
know  the  standing  of  this  company  and 
that  company,  or  any  of  the  old  line  com¬ 
panies,  or  which  is  the  best  and  most  secure 


was,  -  - -  -  ,  , 

success  of  his  business,”  or  something  like 
that ;  but  the  question  in  regard  to  the 
mutual,  I  don’t  know  that  I  can  answer 
that  to  the  satisfaction  of  the  delegates 
present,  but  1  will  tell  you  what  I  find 


There  have  been  started  so  many  rotten  mu  panles,  or  which  is  the  best  anti  most  seem e 
tual  companies  all  over  the  State  of  Pen'  and  which  is  the  worst.  They  simply  take 

svlvanhi  principally  I  guess  in  the  city  of  the  policy  from  the  local  agent  and  let  him 
Philadelphia — little  mutual  companies  with- I  attend  to  it  entirely.  We  all  should  be  a 
out  anv  backing  with  boys  for  directors,  vigilance  committee  to  see  that  the  risks 

etc  that  they  have  been  the  greatest  bug-a-  are  good,  that  they  are  not  outside  of  toe 

boo  that  I  have  come  up  against  and  that  |  fire  protected  limits  in  any  town  or  city, 

has  caused  the  fear  of  associations.  All 
that  I  have  had  to  help  along  in  Scran  tor 
has  been  that  all  our  losses  have  been  pan 
very  promptly  and  that  we  have  the  ver.i 
best  business  men  in  the  city  of  Scranton 
to  speak  for  it,  and  they  are  carrying  in¬ 
surance.  Another  feature  might  be  it  the 
secretary  is  looking  for  remuneration  for  . 
his  work,  he  certainly  cannot  get  it  at  the  |  why, , that  is  given, 
insurance  end  of  It.  I  don’t  think  any  it 
surance  company  anywhere  would  do  a 
great  deal  of  business  if  the  agents  didn  i 
get  any  more  out  of  it  than  the  agents  ot 
the  Retailers’  Mutual  Association.  It  you 
give  the  agents  a  little  bit  more  out  of  it 
than  they  are  getting  they  might  get  more 
business.  We  all  get  tired  working  for 
nothing.  By  the  time  you  take  a  dollar  on 
a  thousand — sometimes  it  is  only  $->00 
and  your  50  cents  is  returned  after  your  ap¬ 
plication  comes  back,  and  then  you  send 


to  see  that  the  old  line  people  have  the 
rates,  etc.  \Tou  can  get  all  that  informa¬ 
tion.  In  speaking  of  insurance  the  word 
"mutual”  should  be  entirely  obliterated 
from  our  plan  of  insurance.  We  tried  to 
do  that  and  did  do  it  in  the  forma  (ion  of 
our  insurance  company.  Regarding  the 
premium  note  you  give,  they  want  to  know 
‘  is  given.  That  is  not  explained 
intelligently.  This  note  does  not  bear  In 
terest ;  it  simply  represents  so  much  value, 
When  the  application  for  the  policy  is  writ 
ten.  the  premium  note  Is  taken  with  the 
policy.  The  policy  Is  merchandise,  good  for 
a  year.  In  the  old  line  they  were  not. 
After  the  year  the  note  dies  with  the  life 
of  the  policy.  Y'ou  are  not  liable  for  any 
thing  else.  All  expenses  and  losses  are 
paid.  That  ends  It.  By  the  renewal  of 
your  premium  note  you  are  liable  for  an¬ 
other  year.  So  you  should  be  candid,  as 


that  noVlcv" out  to“ the  'injured,  if  you  do  It  I  that  is  the  asset  that  the  Insurance  Coin 
bv  mail  you  have  46  cents  left,  out  of  missloner  is  to  pass  upon,  and  the  plan 
which  you  have  to  pay  for  the  cost  of  your  |  should  be  intelligently  explained.  It  is 


ance  Company  in  connection  with  the  con¬ 
vention  of  the  retail  merchants  year  after 
year.  This  was  not  with  the  idea  of  the 
gain  that  the  Retailers’  Mutual  Fire  In¬ 
surance  Company  might  get,  because  the 
gain  seems  small,  but  it  was  to  lead  to 
something  larger.  When  the  insurance 
company  was  incorporated  it  was  meant  for 
a  beginning,  that  the  association  might  tnke 
np  something  after  that  and  make  the 
State  Association  just  as  substantial  and 
valuable  to  the  local  associations  as  the 
local  associations  have  ambition  to  bo  to 
the  local  merchants.  (Applause.) 

Mr.  Lydell. — That  being  the  fact.  It 
seems  to  me  to  be  a  most  easy  matter  to 
overcome  that  obstacle.  I  believe  we  could 
meet  together,  and  if  the  law  Is  that  the 
fire  Insurance  company  must  hold  their 
meetings  at  a  certain  place,  what  discus¬ 
sions  and  nominations  were  made  at  the 
convention  could  be  ratified  at  the  meeting 
of  the  Fire  Association,  and  the  directions 
given  by  the  convention  can  be  put  Into 
effect  by  the  Executive  Board  at  Erie. 

Mr.  l’ratt. — Suppose  you  put  that  in  a 
resolution  and  put  it  in  the  box. 

Mr.  P.  S.  Weber,  Du  Bois. — I  had  in¬ 
tended  to  say  something  in  reply  to  the 
gentleman  from  Allentown.  lie  puis  the 
success  and  non-success  of  the  insurance 
company  upon  the  merchants  who  are 
patronizing  the  old  line  Insurance  compan 
ies.  I  didn’t  represent  the  Insurance  feat¬ 
ure  of  our  town.  We  have  a  regular  ac¬ 
credited  agent. 

J.  C.  Dentar. — Now  I  think  the  argument 
from  Allentown  is  entirely  overcome  by  the 
fact  that  the  local  agents  working  for  the 
mutual  association  or  the  Merchants  Mu¬ 
tual  have  the  snme  rate  and  the  same 
power  of  arguments  on  that  score  as  the 
old  line  members  or  agents  would  have. 
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But  let  that  go.  Another  feature  has 
cropped  out.  I)o  we  know  whether  the 
Insurance  company  or  the  Itetall  Merchants’ 
Association  of  Pennsylvania  is  it?  Which 
one  is  back  and  which  one  is  the  tail? 
Which  wags  the  tail  and  which  wags  the 
head?  That  is  what  1  would  like  to  know, 
and  my  friend  from  Bradford,  I  believe, 
has  hit  the  nail  on  the  head  In  trying  to 
find  out  and  have  that  problem  elucidated. 
We  want  to  know  which  is  the  head,  the 
association  or  the  insurance  company? 

W.  E.  Ilayes,  Erie. — As  I  understand  it, 
the  insurance  company  is  separate  and  dis¬ 
tinct  from  the  association  and  Is  not  sub¬ 
ject  to  It  only  as  it  is  of  the  same  men  or 
members.  But  there  Is  another  question 
which  I  think  Mr.  O’Brien  raised  which  I 
wisli  to  remark  on.  A  note  signed  by  a 
member  of  the  company  died  with  the  pol¬ 
icy,  but  sometime  after  he  had  a  large  con¬ 
flagration,  we  will  say  in  December,  and 
the  main  policy  was  still  in  force  before 
he  died  in  the  present  January  before  the 
money  was  paid.  Isn’t  that  note  liable  for 
the  losses  applied  during  the  life  of  that 
policy? 

Mr.  Malloy. — You  are  liable  until  your 
policy  expires. 

Mr.  Ilayes. — It  isn’t  paid  until  February. 

Mr.  Malloy. — It  occurred  before  your 
policy  expires.  You  are  alive,  because  your 
policy  hasn't  expired. 

Mr.  Ilayes. — It  expires  before  the  debt 
occurred. 

Mr.  Lydell. — ' The  question  I  want  to  ask 
you  is  this.  As  a  matter  of  fact  there  is  no 
relative  position  or  connection  between  the 
Retailers’  Mutual  Fire  Insurance  Company 
and  the  Retail  Merchants’  Association  only 
as  they  take  a  policy. 

.  Mr.  Kaiser. — I  will  say  in  reply  to  Mr. 
Lydell  that  the  by-laws  of  the  insurance 
company  require  a  report  to  be  made  an¬ 
nually  to  this  convention.  There  are  no 
requirements  by  which  the  company  is  to 
receive  instructions  from  this  convention. 
That  I  will  admit. 

Mr.  Lydell. — But  isn’t  the  company  the 
members  who  take  out  the  insurance? 

Mr.  Kaiser. — Sure. 

Mr.  Lydell. — There  is  no  stock ;  it  is 
just  simply  the  policy? 

Mr.  Kaiser. — That  is  right.  We  thought 
to  make  as  nearly  as  possible  the  directors 
of  the  insurance  company  and  the  associ¬ 
ation  one,  in  order  to  keep  the  two  organ¬ 
izations  together  as  much  as  we  could. 
The  question  of  making  an  annual  report 
to  this  convention  has  come  up  year  after 
year,  and  sometimes  it  has  been  discussed 
and  sometimes  it  hasn’t.  I  am  free  to  say 
that  every  director  of  the  insurance  com¬ 
pany  would  feel  obliged  to  accept  any  sug¬ 
gestion  that  this  convention  would  pass 
upon. 

Second  Vice-President  F.  J.  Detzel  in  the 
chair. 

V.  P.  Detzel. — We  will  cease  at  this 
point  any  further  discussion  of  this  sub¬ 
ject  and  take  up  the  report  of  the  Com¬ 
mittee  on  Credentials. 

REPORT  OP  THE  COMMITTEE  ON  CREDENTIALS. 


Delegates  present  .  82 

Officers . : .  7 

Visitors .  19 


Total  . 118 


F.  J.  Burkey, 

Jno.  W.  Gilds, 
Harry  E.  Blank. 

On  motion,  duly  seconded,  the  report  was 
received. 

President  Crow. — I  will  announce  the 
committee  that  should  have  been  an¬ 
nounced  earlier  in  the  afternoon.  They 
are : — 

RESOLUTIONS  COMMITTEE. 

J.  A.  Edgar,  Frankford ;  Dr.  C.  H. 
Bosworth,  Wyalusing ;  F.  J.  Ileisey,  Leb¬ 
anon  ;  P.  S.  Weber,  Du  Bois  ;  E.  F.  Weiser, 
York. 

AUDITING  COMMITTEE. 

John  F.  Lynch,  Brownsville  ;  M.  C.  Black, 
East  End,  Pittsburgh ;  George  W.  Parfet, 
Lykens. 

President  Crow. — Is  it  your  pleasure  to 
take  up  the  question  which  was  passed  by, 
•‘Does  the  Government  Regulation  Benefit 
the  Merchant?” 

Mr.  Lydell.- — 1  move  that  we  turn  hack 
to  the  question  of  insurance.  There  seems 
to  be  a  great  many  delegates  here  who 
want  to  get  ideas  along  that  line,  and 
that  is  something  of  vital  interest  to  them. 

Seconded  and  carried. 

President  Crow. — The  chair  would  sug¬ 
gest  at  this  point,  on  account  of  the  ar¬ 
rangements  of  the  Local  Committee,  it 
might  he  a  good  time  to  adopt  an  hour 
for  adjournment,  so  that  we  can  be  gov¬ 
erned  accordingly.  We  are  to  take  auto¬ 
mobiles  at  6.30,  and  arrangements  have 
been  made  for  dinner  at  the  hotel  at  5.30. 

Mr.  Black. — I  think  the  hour  has  ar¬ 
rived  to  close  our  meeting,  and  the  ques¬ 
tion  should  be  laid  over  until  to-morrow. 

On  motion  adjourned  to  Wednesday,  Au¬ 
gust  9,  1911,  at  9  o’clock  A.  M. 


SECOND  DAY. 

Third  Session. 

Wednesday  Morning,  August  9,  1911. 

Tlie  convention  was  called  to  order  by 
President  Wilmer  Crow  at  9  o’clock  A.  M. 

The  minutes  of  the  previous  sessions 
were  read,  amended  by  Mr.  Kaiser  to  in¬ 
clude  the  names  of  the  questions  discussed, 
and  approved  as  amended. 


COMMUNICATIONS. 

The  secretary  read  a  communication 
from  Mr.  W.  A.  Stein,  third  vice-president, 
regretting  his  inability  to  be  present  and 
wishing  the  delegates  profit  and  pleasure 
from  t lie  meeting. 

Mr.  Kaiser. — I  would  like  to  introduce 
to  the  convention  Mr.  Sol  Mayer,  of 
Wheeling,  W.  Va.  Mr.  Mayer  is  president 
of  the  leading  Merchants’  Association  in 
Wheeling,  and  I  would  ask  that  the  con¬ 
vention  extend  the  privileges  and  cour¬ 
tesies  of  the  floor  to  him  and  that  the 
chair  invite  him  to  the  platform  to  make 
a  few  remarks  at  this  time. 

Privilege  of  the  floor  given  to  Mr.  Mayer. 

Mr.  Sol  Mayer,  Wheeling,  W.  Va. — Sir. 
Chairman  and  gentlemen,  1  came  here  to 
learn,  not  to  instruct,  and  If  you  will 
extend  the  courtesy  to  me  of  delivering 
any  few  remarks  I  have  to  make  until  the 
last  hour  of  your  business  before  your 
convention  adjourns,  I  shall  appreciate  It. 

President  Crow. — Yesterday  we  passed 
by  one  item  on  the  programme,  and  if 
there  is  no  objection,  we  will  take  that 
up  at  this  time,  so  that  we  will  keep 
in  our  regular  order  of  business  as  much 
as  possible.  It  Is,  “Does  the  Merchant 
Benefit  Through  Government  Regulation  of 
Commerce?”  Whoever  offered  this  will 
probably  have  something  to  say  on  that 
line,  or  if  there  is  anybody  else  who  has 
something  to  say  about  it,  we  will  be 
glad  to  have  him  take  it  up. 

Mr.  Kaiser. — I  hate  to  lie  on  my  feet 
all  the  time.  I  believe  this  was  one  of 
the  few  suggestions  sent  to  the  president 
of  the  association  at  the  request  of  a 
friend  of  the  programme.  There  is  con¬ 
siderable  confusion  at  the  present  time 
between  the  public  on  the  one  hand  and 
what  are  known  as  trusts  on  the  other, 
regarding  this  question,  the  public  clamor¬ 
ing  for  regulation  by  the  Government  and 
the  trusts  equally  clamorus  for  the  es- 
toppa!  of  Federal  interference,  and  the 
confusion  seems  to  have  arisen  almost 
to  political  proportions,  so  that  we  find 
the  feeling  growing  among  merchants  that 
the  Government  should  help  them  in  main¬ 
taining  prices,  in  maintaining  a  sufficient 
margin  of  profit  to  afford  a  living,  pro¬ 
tecting  capital,  protecting  him  against  the 
ravages  of  the  unprincipled  merchant.  But 
it  would  seem  to  me,  in  giving  my  version 
of  my  belief,  the  demand  for  Federal  reg¬ 
ulation  or  Governmental  regulation,  is  the 
sure  evidence  of  a  lack  of  confidence,  a 
shaky  confidence,  and  If  the  Government 
would  simply  peel  off  the  schedules  of 
restraint  and  let  pure  competition  have  its 
full  run,  the  public  would  come  in  for 
its  full  share,  and  merchandise  pure  and 
simple  would  thrive. 

Mr.  Weber. — I  think  the  whole  matter, 
if  sifted  down  to  the  bottom,  will  lead 
us  to  the  point  where  the  speech  was 
made  by  Judge  Gary,  of  Indiana  and  of 
the  Steel  Trust,  and  reiterated  by  our 
president,  how  on  first  blush  it  would 
seem  that  the  complaint  of  the  masses 
against  the  trust  is  at  the  exorbitant  high 
prices  which  are  imposed  upon  the  ultimate 
consumer. 

The  complaint  is  against  the  exorbitant 
prices,  and  why  should  Judge  Gary  ask 
the  Government  to  interfere  with  the 
trusts  charging  too  much?  I  tell  you, 
my  friends,  it  is  the  thin  wedge  of  the 
far-seeing  trusts  that  are  asking  this. 
They  now  in  a  measure  control  the  Gov¬ 
ernment,  and  if  they  get  control  of  the 
Government  they  simply  have  us  by  the 
throat  and  make  us  pay  whatever  they 

want.  It  is  not  for  the  welfare  of  the 

ultimate  consumer,  but  for  the  welfare  of 
the  trusts,  who  have  throttled  competi¬ 
tion.  When  I  was  a  little  boy  and  first 
learned  how  to  measure  things  in  the 
drygoods  store,  we  used  to  say  that  “com¬ 
petition  was  the  life  of  trade.”  Where  is1 
there  any  competition  in  capital  ?  They 

gobble  up  everything  and  if  there  is  any 

chance,  they  wipe  out  the  smaller  one 
and  they  water  their  stock  so  that  they 
can  hide  the  high  prices  to  try  to  make 
you  believe  that  they  are  only  making 
5  per  cent,  when  they  are  making  100 
or  150  per  cent.  Let  us  take  warning. 
Judge  Gary  simply  wants  to  further  his 
own  interests,  and  if  they  can  control  the 
Government,  they  can  control  the  prices 
to  their  own  liking,  and  that  is  not  down, 
but  up.  (Applause.) 

Mr.  Justus  Hess,  Tarentum. — This  is  a 
subject  that  I  have  given  some  thought  to 
for  a  good  many  years,  and  I  am  one  of 
the  merchants  who  has  put  in  practice 
some  things  which,  if  all  retail  grocers 
would  do  the  same,  would  be  better  for 
them.  I  think  the  retail  grocers  of  the 
country  and  this  State  may  have  helped 
to  a  great  extent  some  of  our  trusts,  be¬ 
cause  we  have  constantly  bought  goods 
from  them,  and  to-day  they  control  the 
bread  and  butter  and  other  things  which 
you  and  I  deal  in.  For  the  last  fifteen 
year's  I  have  cut  out  buying  off  the  car 
that  comes  in.  We  have  the  Meat  Trust 
sitting  down  in  Chicago  controlling  the 
prices  of  meats,  but  for  the  last  fifteen 
years  I  have  cut  them  out.  I  haven’t 
bought  a  dollar’s  worth  of  goods  from 
them,  and  if  you  do  the  same  I  think 
you  would  be  better  off. 

Mr.  J.  M.  Christ,  Mt.  Carmel. — The  meat 
question  comes  very  much  within  my  line, 
because  I  was  raised  out  in  that  country. 

I  had  a  friend  from  the  State  of  Kansas 
last  winter  tell  me  conditions  in  that 
section.  A  cattleman  whom  he  knew  used 
to  have  55  or  60  head  of  cattle  every 
year.  Y'ears  ago  there  would  be  40  or 
50  cattle  buyers  come  along  to  purchase 


his  stock.  Then  one  of  the  buyers  got 
paying  'A  or  a  cent  to  'A  a  cent  per 
pound  more  than  anybody  else,  and  within 
the  space  of  six  months  the  other  fellows 
were  entirely  out  of  business,  and  when 
that  was  accomplished  and  there  remained 
only  the  one  buyer,  he  lowered  the  price 
'A  to  '/2  cent  per  pound  less  than  they 
had  been  getting  before.  It  got  so  bad 
that  the  farmers  cut  out  raising  cattle. 
Eight  or  ten  or  these  farmers  used  to 
send  their  cattle  to  the  Kansas  City  mar¬ 
ket  with  one  of  their  number,  who' would 
keep  a  strict  account  of  how  many  cattle 
each  man  had,  and  when  he  got  back  he 
would  divide  the  money  among  them  ac¬ 
cording  to  the  number  each  man  sold. 
This  friend  of  mine  finally  decided  to 
make  the  trip  alone  with  his  own  cattle, 
lie  had  24  head  of  beef  cattle.  The  car 
arrived  at  Kansas  City.  My  friend  wanted 
to  have  It  penned,  that  Is,  the  cattle 
placed  in  the  pen.  They  asked  him,  “Do 
you  belong  to  the  association?”  He  said. 
“I  don't.”  “You  must  join  the  association.” 
he  was  told,  “before  we  can  place  your 
cattle.”  He  made  application  to  join. 
They  charged  him  $10  to  join  the  asso¬ 
ciation.  Then  they  took  his  cattle  from 
the  car  and  placed  them  In  a  pen.  lie 
then  considered  he  had  a  right  to  sell 
his  own  cattle,  so  he  went  to  an  old 
dealer  and  said.  “I  have  a  bunch  of  cattle 
I  would  like  to  sell.”  The  man  was  about 
ready  to  buy,  when  along  came  another 
fellow  and  said,  "Here  Is  a  bunch  of 
cattle  I  will  sell  you  for  so  much.”  The 
man  said.  “They  are  my  cattle.”  He  said, 
“No.”  “Why?”  He  said,  “It  don't  make 
any  difference,  I  am  the  salesman  here 
and  I  am  going  to  sell  those  cattle.”  and 
sell  them  he  did,  for  lA  cent  a  pound  less 
than  the  man  had  been  offered  by  the 
other  man  who  wanted  to  buy  them.  Hay. 
which  they  got  for  $14  a  tom  they  charged 
him  $22  a  ton  to  feed,  into  these  cattle. 
For  the  water  they  gave  him  they  charged 
him  $2.  The  cattle  were  sold.  He  got 
his  money  and  he  went  home,  $35  and 
something  out  of  pocket  for  his  experience. 
That  is  the  situation.  The  Beef  Trust  is 
selling  meat  in  London.  France,  Germany 
and  all  foreign  countries,  the  very  best 
cattle  that  we  have  ever  raised,  the  kind 
of  cattle  we  don’t  ’  get  here,  for  4  and 
5  cents  a  pound  less  than  it  costs  the 
home  consumer.  These  conditons  will 
continue  as  long  as  we  keep  voting  for 
the  money  interests  and  their  candidates 
for  office. 

President  Crow. — I  will  appoint  on  the 
Auditing  Committee  J.  E.  Donnelly,  of 
of  Butler,  in  place  of  Mr.  Parfet. 

T-e  next  order  of  business  is  the  nomi¬ 
nation  of  officers  and  the  next  convention 
city.  Will  the  secretary  read  the  list  of 
officers  to  be  voted  for  in  regular  order. 

NOMINATION  OP  OFFICERS. 

Mr.  O.  A.  Patterson  nominated  for  presi¬ 
dent  of  the  association  Mr.  Wilmer  Crow. 

Seconded. 

On  motion  of  Mr.  Best,  seconded  by  Mr. 
Leslie,  the  nominations  for  president  were 
declared  closed. 

The  next  In  order  is  the  nomination  for 
four  vice-presidents.  You  can  nominate 
as  many  as  you  wish.  There  are  four 
to  be  elected.  The  one  receiving  the  high¬ 
est  number  of  votes  becomes  first  vice- 
president,  and  so  on  in  that  order. 

V.  P.  Detzel. — I  wish  to  thank  the  gen¬ 
tlemen  of  the  convention  for  the  courtesies 
they  have  shown  me  in  electing  me  one 
of  their  vice-presidents  for  two  years,  and 
wish  to  state  that  I  am  not  a  candidate, 
so  that  there  will  be  no  misunderstanding, 
but  I  take  great  pleasure  in  nominating 
for  vice-president  Mr.  C.  J.  Pohle,  of  Erie. 

Mr.  Weimer. — I  wish  to  place  in  nomi¬ 
nation  the  name  of  W.  A.  Stein,  of  Butler. 

Mr.  Spotts. — I  nominate  Mr.  Justus  Hess, 
of  Tarentum. 

Mr.  Kay,  New  Castle. — I  nominate  Mr. 
M.  W.  Leslie,  of  New  Castle. 

Mr.  Kaiser. — I  take  great  pleasure  in 
nominating  Mr.  J.  H.  Cllley,  of  Lebanon. 

Mr.  W.  W.  McCormick,  Vandergrift. — I 
nominate  Mr.  J.  E.  McGearv,  of  Vander¬ 
grift. 

Mr.  Sower,  Altoona. — I  nominate  Mr.  C. 
II.  Heintzelman,  of  Altoona. 

Mr.  Mullen,  of  Pittston. — I  take  pleasure 
in  placing  in  nomination  the  name  of  Sen¬ 
ator  William  Drury,  of  Pittston. 

Mr.  Lydell. — I  nominate  Mr.  P.  M.  Mal¬ 
loy.  of  Williamsport. 

On  motion  of  Mr.  Scully,  seconded  by 
Mr.  Sowers,  the  nominations  were  declared 
closed. 

Mr.  Harland  nominated  for  State  sec¬ 
retary  A.  M.  Howes,  of  Erie. 

Mr.  Kinds  nominated  Mr.  Harry  E. 
Blank,  of  Greensburg. 

On  motion  of  Mr.  Spotts  the  nominations 
for  State  secretary  were  declared  closed. 

On  motion  of  Mr.  Patterson,  of  Phila¬ 
delphia,  W.  A.  Nelson,  of  Chester,  was 
nominated  for  State  treasurer  and  on  mo¬ 
tion  of  Mr.  Weimer  the  nominations  were 
declared  closed. 

Secretary  Howes. — Next  are  nominations 
for  the  Executive  Committee.  The  terms 
of  P.  M.  Malloy  and  Albert  Kaiser  have 
expired  and  I  have  the  resignation  of  Mr. 
A.  S.  Deeter,  of  '  Reading,  whose  term 
expires  next  year.  This  resignation  was 
accepted  Monday  night  by  the  Executive 
Committee,  which  didn't  fill  the  vacancy, 
on  account  of  the  nearness  of  this  election. 
There  are  two  to  be  elected  for  two  years 
and  one  for  one  year. 

Mr.  A.  M.  Latshaw,  of  New  Brighton, 
was  nominated  by  Mr.  Leslie  to  fill  the 
unexplred  term  of  Mr.  Deeter,  resigned.  ; 


Mr.  Scully,  of  Philadelphia,  nominated 
Mr.  P.  M.  Malloy,  of  Williamsport,  to 
succeed  himself. 

Mr.  Weiser  nominated  Mr.  Albert  Kaiser 
of  Philadelphia,  to  succeed  himself. 

Mr.  Lydell  raised  the  point  that  Mr 
Malloy  was  nominated  for  vice-president 
and  also  as  a  member  of  the  Executive 
Committee,  whereupon  Mr.  Malloy  with¬ 
drew  his  name  as  vice-president. 

On  motion  the  nominations  for  the  Ex¬ 
ecutive  Committee  were  declared  closed. 


CONVENTION  CITY. 

Mr.  Higgins,  of  Philadelphia,  nominated 
Warren,  Pa.,  as  the  next  convention  city. 

Seconded  by  Mr.  Kendall.  * 

Mr.  Stewart,  Johnstown. — Johnstown  is 
still  on  the  job  for  the  next  State  con¬ 
vention.  We  had  a  glorious  time  last 
year  trying  to  get  our  friends  to  vote  for 
the  convention  to  come  there  and  we  made 
many  friends  over  it. 

I  would  not  attempt  to  describe  to  you 
the  advantages  of  Johnstown,  because  I 
might  interfere  with  the  address  given  bv 
our  friend,  Mr.  Greer.  Nevertheless,  the 
invitation  comes  to  you  just  as  heartily, 
and  I  trust  that  we  may  have  the  pleas¬ 
ure  of  entertaining  you  at  Johnstown  next 
year.  We  need  you  worse  than  vou  need 
us.  We  are  a  young  organization.  We 
have  a  great  many  things  to  learn  In  our 
line  in  a  practical  way,  and  the  reason  we 
need  you  is  for  the  personal  contact,  the 
suggestions,  that  we  will  probablv  receive 
from  you,  the  practical  methods  which  you 
are  using  in  your  own  work.  We  need 
those  suggestions  which  will  come  from 
you  far  more  than  you  need  us.  We 
can  entertain  you  as  well  as  you  can  be 
entertained  anywhere.  Johnstown  has  a 
reputation  for  entertaining  right  royally. 
We  entertained  the  Pittsburgh  Chamber 
of  Commerce  a  little  over  a  year  ago,  and 
I  trust  that  we  may  have  the  pleasure- 
of  entertaining  this  convention  next  vear. 
(Applause. ) 

Seconded  by  Mr.  Ileisey. 

On  motion  of  Mr.  Schutte,  seconded  bj 
Mr.  Bovard,  the  nominations  were  declat 
closed. 

President  Crow. — The  next  In  order 
an  address,  “Organization — the  Sculptoi 
Not  the  Policeman,"  bv  Albert  Kail 
Philadelphia. 

I  take  great  pleasure  in  introduc 
Mr.  Albert  Kaiser,  of  Philadelphia.  <A| 
plause.) 


ADDRESS,  “ORGANIZATION - THE  SCULPTOR,' 

NOT  THE  POLICEMAN,”  ALBERT  KAISER, 
PHILADELPHIA. 

Mr.  Albert  Kaiser. — Mr.  President,  offi¬ 
cers,  members  of  the  Retail  Merchants’ 
Association  of  Pennsylvania,  I  find  myi 
placed  in  a  position  of  dire  abjection  i 
am  a  specimen  of  the  inventor  being  cauj 
or  trapped  in  his  own  invention,  deserr: 
of  your  sympathy,  if  not  pity.  Feel 
that  I  have  your  sympathy,  I  generou 
reciprocate  and  will  take  some  liberty 
your  indulgence  and  modify  the  test. 

"Organization — the  Sculptor,  Not 
Policeman,”  is  simply  a  question  of  b 
versus  force.  It  was  not  the  man,  not 
hand  which  actuated  the  tactful  taps  u_ 
the  stone  inanimate,  presenting  nothing 
but  gloom  and  cold  that  brought  forth 
the  Barnard  statue  which  adorns  the  Cap¬ 
itol  front  of  our  State,  but  the  vision 
which  the  man  saw  brought  forth  that 
life  which  tells  the  story  of  progress  In 
our  manufactures,  science  and  labor. 

In  the  subject  prescribed  there  is  vested 
the  thought  that  it  is  more  fitting  for 
the  association,  as  we  know  it  here,  to 
apply  its  efforts  in  forming,  of  Itself,  a 
plaster  .cast  of  the  ideal  merchant  in  an 
ideal  service  to  the  community  and  in 
conformity  with  the  vision,  guiding  the' 
fashioning  hand  of  that  cast,  chlppf 
from  its  integral  units  chip  by  chip  l 
man  primitive  and  reveal  to  the  woi 
the  ideal  merchant  which,  as  consume] 
we  have  a  most  perfect  mental  conb 
rather  than  attempting  by  force  to  crea 
an  ideal  public,  and  thereby  in  the  ever 
distant  days  of  affluence,  promising  our¬ 
selves  to  become  the  perfected  purveyors. 

This  is  attributed  to  William  Penn.  "If 
we  would  mend  the  world,  we  should  mend 
ourselves."  The  old  Quaker  understood  the 
philosophy  of  life.  He  realized  that 
growth,  its  struggle  and  character,  is  in 
the  quality  of  the  unit. 

The  one  God-given  element  which  has 
placed  man  upon  the  highest  plane  of  the 
kingdom  of  animate  and  to  whose  obedience 
the  elements  do  bow,  is  love.  From  love 
emanate  the  materials  from  which  is  woven 
the  fabric  of  society,  trust,  protection  and 
service,  the  warp  of  which  is  service. 
Every  flaw  in  the  social  fabric  is  an  ir¬ 
revocable  record  of  a  false  shunt.  The 
merchant,  the  warp  of  the  social  fabric — 
for  upon  him  has  been  laid  the  responsi¬ 
bility  of  binding  in  firm  conservation 
“trust”  and  “protection.” 

God  knows  how  every  purveyor  of  com¬ 
modities  is  a  merchant.  That  dealer  who. 
through  methods  however  novel,  seeks  to 
profit  without  rendering  adequate  service, 
or  who  by  methods  contrary  to  laws  of 
political  economy  or  misrepresentation, 
seeks  to  devastate  competition,  is  no  mer¬ 
chant.  Morally,  he  is  no  less  a  criminal 
than  is  the  pickpocket  or  the  burglar. 

The  merchant  cannot  separate  himself 
from  the  community.  The  service  de¬ 
manded  of  him  is  no  other  than  the  service 
which  he  is  demanding  of  others.  There 
are  ever-rising  merchants  in  our  commu¬ 
nities — there  are  such  in  this  assembly — 
they  are  serving  merchants.  Their  success 
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founded  upon  the  rock  that  every  ex- 
nditure  which  is  conducive  to  social  com- 
rt  and  happiness  is  an  investment,  and 
effort,  financial  or  physical,  which 


ery 


of  this  service  a  waste  ripe 


11s  short 

r  pruning.  ,  , 

The  association  is  only  the  merchant  in 
larger  sense.  It  would  he  but  repetition 
elaborate  on  the  organization,  and  when 
e  resolve  that  the  association  shall  do 
lis  or  that,  we  enact  an  impossibility, 
e  must  resolve  in  the  bonds  of  this  as- 
iciation  that  I  shall  do  this  or  that. 

There  are  “service  associations” — there 
•e  such  represented  here  to-day.  They 
ive  been  ordained  as  servants  of  the 
immunity,  not  because  of  any  effort  to 
irce  the  community  to  accept  a  deficient 
■rvice,  but  by  having  put  in  reach  of  its 
erchant  members  that  enlightenment  and 
lose  economies  which  make  him  more 

5The  great  error  in  association  building 
JS  been  the  attempts  at  building  a  re- 
raining  organization.  The  restraining 
irce  embodied  in  those  combinations,  so 
inimon  to  our  time,  falsely  known  as 
•lists,  has  been  largely  responsible  for 
ie  retribution  which  has  come  to  them, 
f  course,  the  failure  to  render  the  prom- 
ied  economies  helped  some. 

Now,  gentlemen,  the  problem  looks  easy 
E  solution,  and  it  is  easy.  When  you 

jnceive  that  each  member  has  but 
nit  to  direct,  and  that  a  unit  over 
e  has  full  control,  we  have  no  problem, 
laturally,  we  say,  “That’s  so.”  We  hes 
ate.  We  query,  “Why  don’t  we?”  Then, 
-ith  a  sigh,  “We  don’t  pull  together.’ 

;ut  then  we  are  not  developed  merchants, 
i'hen  we  are  we  will  pull  together ;  we 
an  know  naught  else.  All  others  will 
e  out  of  the  course. 

The  great  distraction  of  the  merchant 
!  the  unknown  quantity  of  his  competitors, 
le  forgets  that  to  his  competitor  the  un- 
nown  capacity  looms  before  him  with 
qual  awe.  In'  association  all  things  are 
evealed.  X  plus  X  becomes  knowledge 

Some  one  has  said  that  competition  is 
,rar.  Sherman  said.  “War  is  hell.  Com- 
letitlon  between  two  members  of  the 
rotberhood  of  man.  out  of  harmony  with 
tte  bond  of  fellowship,  may  be  hell,  out 
ompetition  between  men  is  the  rarest 
nort  afforded  on  this  round  globe.  Com- 
letition  does  not  embrace  that  art  hol¬ 
lering  on  chicanery,  by  which  the  profit 
if  one  merchant  can  only  be  attained 
hrough  a  like  loss  to  another.  Compe 
ition  means  that  art  by  which  the  finer 
ense  of  man  is  successfully  appealed  to. 
hereby  leading  to  increased  consumption. 

Now,  one  word  as  to  protection.  Pro- 
ection  is  the  keynote  to  our  associations 
is  they  are  generally  constituted  to-day : 
ind  I  grant  you  that  many  of  us  need 
hat  protection.  Probably  the  most  of  us 
leed  that  protection  against  ourselves.  The 
jrevailing  view  of  the  public  to-day  is  that 
t  should  be  protected  from  the  prying 
if  the  merchants.  No  doubt  both  we 
ind  they  need  it.  We  cry  for  laws;  they 
-lamor  for  laws.  They  get  them,  we  don’t. 
I’liey  are  90  per  cent.  ;  we  are  1  per  cent. 
That  is  why  we  do  not  get  the  laws. 

But  we  do  need  the  law?  Would  even 
Hie  meet  sanguine  enactment  appease  us? 

I  fear  not.  Our  ideal  merchant  could 
readily  project  the  means  for  full  protec¬ 
tion  against  misplaced  credits  and  almost 
entirely  eliminate  losses  from  that  source 
by  forming  a  bureau  or  company  whose 
functions  would  be  to  gather  credit  ratings, 
grant  credits  and  insure  against  losses  by 
reason  of  anv  default  by  the  approved 
debtor.  Not  law,  but  improved  protection. 
Not  association  building,  but  .merchant 
building.  Not  reaching  the  top  by  pulling 
the  top  down.  Not  restraint,  but  expan 
slon.  (Prolonged  applause.! 

President  Crow.— The  next  is  an  address. 
“Ethics  Are  More  Effective  Than  Law,' 
H.  G.  Berkhouse,  secretary,  Kane,  Pa. 

ADDRESS,  “ETHICS  ARE  MORE  EFFECTIVE 
THAN  LAW,”  II.  G.  BERKHOUSE, 

KANE,  PA. 

Mr.  Berkhouse. — This  is  the  first  lime 
that  our  organization  has  ever  let  me  at 
tend  this  convention.  Our  organization  is 
two  and  a  half  years  old  and  it  is  our 
first  experience  at  your  annual  convention. 

I  want  to  say  that  we  are  glad  we  came, 
and  I  want  to  take  this  opportunity,  be¬ 
cause  I  may  not  have  another  chance,  to 
thank  you  all  for  the  kindness  and  cour¬ 
tesy  which  has  been  shown  us  since  we 
arrived  in  this  city.  I  want  to  further 
say  that  these  conventions  are  good  things 
They  bring  the  merchants  together  from 
various  parts  of  the  State,  and  even 
though  your  problems  were  all  the  same, 
these  conventions  are  good,  for  the  reason 
that  two  heads  are  better  than  one  and  a 
number  of  heads  are  better  than  two. 

Mr.  Howes  has  assigned  me  a  subject 
here  to-day  to  speak  upon.  I  told  him  al 
the  time  1  would  do  the  best  I  could  with 
it,  but  I  must  confess  I  hardly  know  how 
to  approach  the  subject.  I  have  been 
very  busy  and  haven’t  had  a  great  deal 
of  time  to  prepare  on  it. 

I  will  have  to  approach  it  in  the  same 
way  that  Sam  Jones  approached  the  dog. 
One  time  he  had  occasion  to  visit  the  State 
of  Georgia  where  he  was  holding  a  blble 
service.  He  had  occasion  to  cross  a  field  in 
which  a  farmer  and  his  help  were  engaged 
in  pitching  hay.  There  was  a  vicious  (log 
alongside  the  wagon  that  spied  the  nigger 
and  made  a  desperate  rush  at  him.  Mr. 
Jones  reached  out  the  side  and  grasped  the 
pitch  fork  which  was  standing  on  the 


ground,  and  when  the  dog  got  close  enough 
to  him,  with  the  fork  he  tapped  it  on  the 
diamond  and  jabbed  the  dog  up  pretty  bad 
before  he  got  him  subdued.  The  farmer 
came  running  across  the  field,  very  angry, 
and  wanted  to  know  what  he  meant  by  in¬ 
juring  that  dog.  lie  said,  “Why  didn't  you 
take  the  other  end  of  the  fork?”  Mr.  Jones 
said,  “Why  didn’t  the  dog  come  at  me  with 
his  other  end?”  Iam  going  to  approach  the 
subject  very  much  as  it  approached  me. 
(Laughter.) 

I  don’t  think  there  is  a  man  attending 
this  convention  here  to-day  who  does  not 
know  there  is  a  very  close  relationship  be¬ 
tween  a  retail  business  and  the  law  of  the 
State  in  which  such  business  is  conducted. 
If  you  don’t  know  that,  you  know  some¬ 
thing  else.  You  know  that  the  greatest 
bug-bear,  the  greatest  obstacle,  the  stumb¬ 
ling  block,  the  millstone  in  the  business 
world  to-day,  is  the  unsatisfactory  credit 
system,  the  uncollectible  accounts.  I 
haven’t  looked  it  up,  but  I  wouldn’t  be 
afraid  to  make  this  statement,  that  the  un¬ 
collectible  accounts  and  failure  to  collect 
what  are  considered  good  book  accounts 
causes  possibly,  I  will  venture  to  say,  three 
fourths  of  all  the  business  failures.  Losses 
through  bad  debts  and  through  poor  credit 
accounts  undoubtedly  equals  all  the  other 
causes  combined.  That  is  the  condition  of 
.  affairs  as  it  exists.  Knowing  this  fact,  the 
ut  credit  system  as  it  exisst  to-day  and  as  it 

■'  which  ig  connected  in  its  relation  with  your  busi- 
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ness,  is  a  very  important  subject.  It  is  a 
subject  on  which  the  retail  merchant  should 
spend  a  great  deal  of  time,  for  the  reason 
that  the  collection  business  itself  is  n 
business.  Remember  that.  You  may  know 
your  respective  lines  of  business,  but  the 
collection  business  is  a  business  all  by  it¬ 
self.  The  average  merchant  does  not  have 
time  to  learn  his  own  business  and  the  col¬ 
lection  business.  If  you  know  these  facts 
possibly  from  your  own  experience,  you 
know  that  the  law  of  the  State  of  Penn 
sylvania  offers  little  or  no  protection  what 
ever  in  the  collection  of  your  accounts. 
That  possibly  may  be  a  strong  statement 
to  make.  I  want  to  prove  that  statement 
if  you  will  bear  with  me  a  few  moments.  I 
want  to  show  you  why  I  make  that  state¬ 
ment.  I  want  to  show  you  it  does  not  pro¬ 
tect  you.  You  say  you  are  men  in  business 
and  you  are  as  much  entitled  to  the  benefit 
of  the  laws  of  your  State  as  any  other  one 
set  or  body  of  citizens.  Why  is  it  then 
that  you  don't  receive  the  protection  due 
you?  I  will  take  just  one  case.  I  want  to 
show  you  just  what  the  average  merchant 
is  up  against  when  he  wants  to  collect  his 
account.  I  am  doing  this  for  the  purpose 
of  bringing  out  a  little  later  an  object  les¬ 
son  to  you  in  being  careful  in  the  beginning. 
Take,  for  instance,  a  grocer.  I  am  going  to 
take  the  grocer  in  the  smaller  towns.  You 
men  in  the  larger  cities  don’t  have  the 
credit  system  we  have  in  the  smaller  towns, 
and  you  don’t  have  the  obstacles  to  over¬ 
come  as  the  merchants  in  the  small  towns 
do,  and  none  of  you  have  the  problems  to 
confront  vou  that  the  small  grocer  has 
facing  him  because  he  comes  in  contact 
with  these  questions.  John  Jones  owns  a 
small  grocery  store.  A  man  named  John 


have  it.  He  writes  back,  “I  am  very  sorry  ; 

I  told  you  once  I  will  pay  it  as  soon  as  I 
could,  and  I  will.”  You  decide  you  will 
make  him  pay  that  .$40  if  it  is  the  last 
thing  you  do.  Ilis  wife  can  wear  better 
clothes  than  yours;  his  children  can  go  to 
the  seashore  on  my  money.  Jones  has  an 
execution  sent  out.  A  paper  is  given  to 
the  constable  which  reads  :  “Go  to  Mr. 
Smith’s  home  and  levy  on  whatever  you  find 
in  the  house.”  What  happens  then?  The 
constable  has  probably  whispered  something 
in  Smith  s  ear  when  he  reaches  the  house, 
so  Smith  presents  a  little  piece  of  paper 
which  reads,  “I  claim  the  benefit  of  the  ex¬ 
emption  law  of  Pennsylvania.”  The  con¬ 
stable  comes  back  to  Mr.  Jones  the  gro¬ 
cer  and  says,  “I  can’t  do  a  thing  for  you, 
Mr.  Smith  has  claimed  the  exemption  law 
of  the  grand  old  State  of  Pennsylvania  ;  I 
cannot  sell  his  stuff.”  Jones  the  grocery- 
man  immediately  swells  up  and  says,  “Why, 
that  is  a  strange  state  of  affairs;  under 
the  exemption  law  he  claims  $300  ;  lie  has 
$2,000  worth  of  stuff  in  his  house.”  The 
constable  says,  “I  will  tell  you  what  to  do  : 
you  write  out  a  little  paper,  we  will  have 
some  appraiser  appointed  and  we  will  ap¬ 
praise  the  stuff  and  find  out,  and  if  he 
owns  more  than  $300  worth  we  can  sell  it, 
it  Is  not  exempt.”  So  he  does  that.  The 
appraiser  goes  down  and  a  lot  of  property 
Is  set  aside  as  not  exempt,  subject  to  levy 
and  sale.  Then  what  happens?  The  con¬ 
stable  probably  whispers  in  his  ear,  or  a 
friend  will  meet  him  in  the  street,  or  possi 
bly  he  has  enough  money  to  employ  an  at¬ 
torney.  AVhen  the  constable  comes  down  to 
levy  on  the  stuff  and  sell  it,  the  wife  owns 
the  stuff.  Jones  says  the  wife  don’t  own 
it,  she  has  no  right  to  claim  it.  May  lie 
she  don’t  own  it,  probably  she  don’t,  but 
that  is  what  you  are  up  against.  She  may 
claim  that  her  father  left  her  money  to 
buy  it  with  or  her  former  husband  left  her 
the  money,  or  there  may  be  a  thousand 
other  places  where  she  got  the  money.  At 
least  you  can’t  prove  that  she  doesn’t  own 
the  stuff.  The  constable  will  tell  you  you 
must  furnish  me  a  bond  before  I  sell  the 
stuff.  The  husband  is  liable  for  all  neces¬ 
saries  of  life,  but  you  can’t  charge  a  wife’s 
estate  with  a  husband's  bill  for  necessaries. 
Groceries  are  necessaries.  You  can't  at 
tacli  her  property.  The  constable  wouldn't 
attach  it  unless  you  put  up  a  bond  with 
a  good  surety  company  to  protect  him  from 
a  lawsuit.  You  go  to  your  friends.  He 
finds  it  isn’t  so  easy  to  get  one  of  these 
bonds.  lie  finds  it  isn’t  good  practice  to  go 
on  these  bonds.  Finally  he  does  get  a  bond. 
He  goes  to  the  constable.  The  constable 
goes  ahead  and  sells  the  stuff.  The  gro 
cer  who  furnished  that  bond  takes  an  aw 
ful  chance,  because  if  John  Smith’s  wife 
brings  suit  for  damages  against  that  con 
stable  for  making  a  wrongful  levy  and  sale 
of  that  property,  you  will  find  that  a 
scratch  on  the  piano  or  a  rug  damaged 
comes  awful  high,,  and  he  will  pay  for 
the  little  scratch  more  than  his  grocery 
bill.  Pretty  soon  the  justice  who  handled 
the  case  for  him  presents  a  bill  for  the 
constable  and  the  attorney  fees,  and  it  will 
amount  to  more  than  his  original  grocery 
bill. 

the  garnishee  law 


cation  of  the  public  and  the  merchant. 
Along  with  that  sign  we  have  a  little  ref¬ 
erence  blank  which  we  furnish  to  every 
member  of  our  association.  We  do  this  for 
the  protection  of  the  retail  merchants  who 
find  it  necessary  in  order  to  hold  their 
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working  man,  an  ordinary  working  man 
getting  his  wages  or  salary  and  always 
pays  his  bill.  Mr.  Jones  in  going  over  his 
books  discovers  that  there  is  a  balance  due 
him  of  $40  from  Mr.  Smith  as  a  grocery 
bill.  And  right  there  you  may  remember  as 
a  general  rule  that  balance  represents  your 
profits.  I  had  forgot  to  mention  also  that 
the  poor  grocer  is  the  man  whose  profits 
are  the  least  of  any  man  possibly  in  the 
retail  business  to-day.  For  that  reason  it 
is  up  to  him,  and  it  is  his  business  to  be 
careful  in  this  credit  system.  He  finds 
John  Smith  owes  a  grocery  bill  of  $40.  He 
decides  he  wants  the  money.  He  discovers 
something  else;  he  discovers  that  John 
Smith  is  buying  his  groceries  across  the 
street  at  his  competitor’s  store.  He  makes 
up  his  mind  that  if  Smith  is  going  to  trade 
across  the  street  at  his  competitor  s  store, 
he  will  pay  his  bill.  John  Jones  writes  a 
nice  letter'and  tells  him  he  would  like  him 
to  come  in  and  settle  his  account  ;  it  has 
stood  long  enough.  Smith  writes  a  letter 
and  says,  “Yes,  that  account  should  be 
fixed  up,  but  it  just  about  takes  all  I  can 
make  to  make  a  living,  and  I  will  fix  up 
that  account  as  soon  as  I  can.”  You  have 
heard  that  expression  before — “I  will  fix 
that  account  up  just  as  soon  as  I  can. 
It  goes  along  possibly  a  year,  may  be  two 
years,  may  be  longer ;  the  account  is  not 
fixed  up ;  the  time  when  Smith  can  fix  it 
up  hasn’t  arrived.  Finally  Jones  wants  to 
collect  his  $40.  lie  goes  to  the  justice  of 
the  peace,  who  issues  a  summons  made  re¬ 
turnable  in  five  days.  Smith  doesn’t  appear 
at  the  hearing.  I  might  say  right  here,  f 
he  did  appear  and  dispute  your  account  It 
would  be  necessary  for  you  to  come  in  be¬ 
fore  that  justice  of  the  pence,  or  in  a 
court  of  common  pleas  if  your  bill  was 
large  enough,  and  bring  in  your  books  of 
original  entry  in  order  to  prove  your  little 
account  of  $40.  If  Smith  claims  he  dldn  t 
get  that  stuff  at  that  particular  time  or 
he  didn’t  get  it  from  the  party  you  claim 
he  got  it.  it  will  be  necessary  for  you  to 
produce  the  clerk  In  your  store  who  made 
that  entry,  and  if  that  clerk  isn’t  work¬ 
ing  for  you  now  or  is  dead,  it  would  be 
l  necessary  for  you  to  prove  the  handwriting 
V  that  clerk  who  made  that  entry.  Smith 
didn’t  appear.  You  get  your  judgment  of 
$40.  You  wait  twenty  days.  You  decide 
vou  want  your  money.  You  notify  bun  you 
got  your  judgment  and  you  would  like  to 


passed  -  - 

I  want  to  ask  you  face  to  face,  man  to 
man.  do  you  think  you  want  a  garnishee 
law?  Do  you  think  that  a  garnishee  law 
is  going  to  help  you?  Don’t  you  know  that 
the  trouble  is  with  you  yourselves  as  mer 
chants?  Don’t  you  know  that  you  are  like 
a  phvsician  treating  a  man  who  has  been 
bitten  by  a  rattlesnake  and  who  spends  lus 
time  dressing  that  wound  and  allows  the 
rattlesnake  to  sit  on  the  floor  and  bite  the 
man  again?  If  you  can  eradicate  the  evi' 
itself,  why  do  you  want  to  permit  it 
Wouldn’t  the  garnishee  law  place  a  prerol 
um  on  the  credit  business?  Wouldn’t  ii 
encourage  ahd  foster  the  credit  business 
instead  of  discouraging  it  and  abolishing  it 
He  knows  now  that  it  is  going  to  be 
mighty  hard  matter  to  collect  that  account 
if  he  makes  a  mistake  in  judgment.  Sup¬ 
pose  we  had  that  law.  The  man  would  go 
to  the  grocer  and  ask  for  credit.  The  gro 
cer  would  say,  “I  don’t  know  whether  you 
are  all  right  or  not;  if  you  are  not.  w 
have  a  garnishee  law  in  the  State  of  Bonn 
sylvania  and  that  will  help  me  out.”  You 
are  asking  the  Legislature  to  confess  your 
own  weakness  and  to  encourage  you  in  mak 
ing  mistakes.  The  grocers  of  this  Stat 
represent  1  per  cent,  of  the  population 
What  Is  1  per  cent,  of  the  voting  popula 
tion  of  this  State  in  comparison  with  con 
siderable  more  than  1  per  cent  who  do  not 
want  the  law.  You  don’t  want  any  kind  of 
legislation,  in  my  judgment,  which  foster 
this  credit  business.  It  is  a  cross  ;  it  Is 
black  mark  ;  it  is  a  millstone :  you  don 
want  anything  to  foster  it.  We  know 
grocer  who  was  an  absolutely  cash  grocer 
He  went  into  bankruptcy,  and  be  had  $4,200 
on  his  books.  He  told  the  trustee  be  might 
be  able  to  get  $3,000  of  this  amount,  but 
up  to  the  present  time  lie  has  only  sin 
ceeded  in  getting  S250  out  of  that  $4,200 
and  he  has  been  working  every  day. 

If  you  are  going  to  do  a  credit  business 
do  it;  if  cash,  do  It.  There  is  nothing  that 
will  reduce  vour  self-respect;  there  Is  noth 
Ing  that  will  reduce  you  In  the  estimation 
of  the  public  and  the  customers  in  genera 
as  to  advertise  your  business  ns  a  cas 
business  and  then  do  a  credit  business. 

We  have  posted  in  Kane  consplcuou 
signs  which  read  “Kane  Business  Men's  A 
sociatlon  :  All  persons  applying  for  credit 
unknown  to  us  must  furnish  references." 
The  sign  Is  the  primary  lesson  in  the  edu 


trade  to  give  credit  to  certain  new  families 
ho  move  into  our  town.  At  the  top  is  a 
place  for  the  full  name  and  address :  I)o 
you  own  property?  We  always  have  that 
filled  in  with  the  name.  Do  you  rent?  If 
so,  from  whom?  Where  and  for  whom  do 
you  work?  How  long  have  you  lived  in 
Kane?  Where  did  you  formerly  live?  Can 
vou  furnish  references  from  former  town? 
Where  do  you  buy  your  groceries,  meats, 
dry  goods,  clothing,  shoes?  Do  you  pay 
ash  at  these  stores  or  get  credit?  'That 
will  give  you  an  insight  Into  the  man’s  gen¬ 
eral  reputation  and  character.  The  most 
important  part  is  this:  “I  certify  the  above 
information  to  be  correct,  and  in  consider - 
tlon  of  the  extension  of  credit  to  me,  I 
do  hereby  relinquish  all  benefits  of  the  ex¬ 
emption  law  in  Pennsylvania  now  in  force, 
nd  I  also  waive  all  rights  in  case  of  suit, 
execution  or  appeal  or  any  suit  to  re¬ 
cover  the  above  amount  or  any  part  there¬ 
of.”  In  this  way  we  have  the  man  who 
signs  that  paper. 

REPORT  OF  STATE  PRESIDENT. 

To  the  officers  and  members  of  the  Retail 
Merchants’  Association  of  Pennsylvania. 

Time  in  its  ownward  march  brings  us  to 
tlie  close  of  another  year  in  the  history  of 
our  association,  and  we  are  in  attendance 
at  the  fifteenth  annual  convention. 

The  record  for  the  past  year  has  been 
written,  and  upon  that  record  we  must  be 
judged.  The  year  has  not  been  one  of  phe¬ 
nomenal  growth,  but  yet  we  feel  that  some 
progress  has  been  made. 

ORGANIZATION. 

During  the  past  year  the  plan  of  organ¬ 
ization  work  was  changed.  The  need  was 
greatly  felt  of  having  one  or  more  organ¬ 
izers  who  would  devote  their  entire  time  to 
the  work.  It  required  some  time  to  secure 
a  man  who  seemed  to  possess  the  necessary 
qualifications  and  who  could  be  secured  at 
a  compensation  your  officers  felt  the  organ¬ 
ization  would  be  justified  in  spending. 
Early  in  November,  1910,  a  contract  was 
closed  with  Mr.  0.  A.  Stuart,  formerly  sec¬ 
retary  at  Carbondale,  and  he  entered  upon 
his  work  at  once.  He  has  been  over  the 
Dreater  part  of  the  State  and  the  work  he 
has  done  will  be  fully  covered  in  his  report. 

I  want  to  say,  however,  that  Mr.  Stuart 
has  done  a  somewhat  pioneer  work  in  re¬ 
viving  dead  associations  and  in  securing  live 
organizations  as  members  of  the  State  As¬ 
sociation.  He  has  done  much  in  imparting 
information  concerning  our  work,  which, 
while  not  bearing  fruit  at  once,  has  been 
seed  well  sown  and  cannot  but  result  in 
,;ood  later  on  if  promtly  followed  up.  The 
work  of  the  organizer  has  more  than  ever 
demonstrated  our  great  need  of  efficient 
local  secretaries.  In  many  cases  his  work 
has  'been  barren  of  results  because  of  the 
failure  on  the  part  of  the  local  secretary 
to  properly  follow  it  up.  In  many  towns 
throughout  the  State  there  are  good  organ¬ 
izations  not  affiliated  with  us  that  no  doubt 
can  be  secured  later  on  as  a  result  of  the 
missionary  work  that  has  already  been  done, 
and  I  would  strongly  recommend  that  the 
work  of  organization  be  continued. 

LEGISLATIVE  WORK. 

The  Legislature  of  1911  lias  been  one  of 
the  most  remarkable  for  years  in  more  than 
one  respect.  First,  it  had  more  new  men 
in  the  House  of  Representatives  than  any 
session  in  recent  years.  The  House  was 
never  more  completely  dominated  than  It 
was  this  time  by  one  man  from  Philadel¬ 
phia.  and  he  the  most  radical  opponent  of 
our  desired  legislation. 

Our  garnishee  bill  was  first  introduced  in 
the  Senate  by  Senator  Fox,  of  Dauphin 
County.  It  was  reported  from  the  commit¬ 
tee  promptly  just  as  we  had  prepared  it, 
and  had  every  prospect  of  going  through 
the  Senate  with  slight  opposition.  How¬ 
ever,  when  it  reached  second  reading  on  the 
calendar  it  was  referred  back  to  the  com¬ 
mittee  for  amendment  in  a  way  that  led  us 
to  believe  that  some  quiet  influence  was  at 
work  against  it.  An  investigation  revealed 
the  hand  of  the  Legislative  League  of  New 
York. 

They  had  a  bill  of  their  own  introduced 
in  both  Senate  and  House.  The  Senate  bill 
never  got  out  of  committee  and  the  House 
bill  was  reported  with  a  negative  recom¬ 
mendation.  When  our  bill  was  sent  back 
to  the  committee  in  the  Senate  our  troubles 
began.  It  required  over  two  months  to  get 
it  again  upon  the  calendar,  and  even  then 
we  had  to  submit  to  an  amendment  that  we 
did  not  want.  After  a  strenuous  light,  and 
after  having  been  defeated  once,  we  finally 
succeeded  in  having  it  pass  the  Senate  by 
a  vote  of  33  to  9.  When  it  reached  the 
House  it  was  referred  to  the  Committee  on 
Judiciary  Special  instead  of  the  Committee 
on  Judiciary  General  where  It  should  have 
gone.  The  majority  of  this  committee  were 
opposed  to  the  bill  and  especially  the  chair¬ 
man,  which  was  of  itself  a  great  drawback. 
It  was  promptly  reported  out  (we  think 
through  some  Inok  of  watchfulness  on  the 
part  of  its  opponents).  When  it  reached 
second  reading  It  wns  referred  back  to  the 
committee  by  its  opponents,  and  it  required 
most  strenuous  efforts  to  get  it  out  again, 
and  then  only  nfter  its  opponents  In  the 
committee  felt  confident  they  could  defeat 
it,  which  they  did  twice,  and  nfter  that  it 
could  not  again  be  called  up.  The  strong¬ 
est  political  combination  in  the  State  was 
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arrayed  against  it.  AA’hile  the  bill  was 
pending  in  the  House,  Mr.  Stuart,  our  State 
Organizer,  was  called  to  Harrisburg  to  as¬ 
sist  in  the  work,  which  he  did,  and  ren¬ 
dered  valuable  aid.  While  there  he  assisted 
in  the  defeat  of  the  Salus  weights  and 
measures  bill,  which  would  have  been  a 
most  vicious  piece  of  legislation  had  it 
passed.  The  bill  to  repeal  the  mercantile 
tax  was  introduced  by  Hon.  M.  Clyde  Kelly, 
of  Allegheny  County,  and  no  man  couid 
have  made  a  more  determined  light  for  the 
passage  as  he  did,  both  in  the  committee 
and  on  the  floor  of  the  House,  but  orders 
had  gone  forth  from  the  powers  that  be 
that  the  measure  was  to  be  slaughtered, 
and  it  was.  Although  it  had  been  reported 
from  the  committee  with  a  negative  recom¬ 
mendation,  he  forced  the  House  most  un¬ 
willingly  to  go  on  record  on  a  resolution  to 
place  it  upon  the  calendar,  which  resulted 
in  a  large  vote  in  its  favor,  but  not  suf¬ 
ficient  to  accomplish  the  purpose. 

Now,  gentlemen  of  the  convention,  the 
foregoing  is  a  partial  history  of  last  year. 
What  about  the  future?  Let  us  learn  wis¬ 
dom  from  our  experiences  of  the  past  and 
profit  by  our  failures  as  well  as  our  suc¬ 
cesses.  There  is  much  to  be  accomplished, 
and  it  is  for  us  to  do  our  full  duty.  Shall 
we  meet  our  responsibility?  It  is  for  us  to 
answer  by  our  work  in  the  future. 

Respectfully  submitted, 

WlLMEIi  Citow, 

President. 

(Prolonged  applause.) 

Air.  Kaiser.— I  move  that  the  report  of 
the  president  be  received  and  referred  to 
the  Resolutions  Committee  to  extract  from 
it  such  recommendations  as  would  be  bene¬ 
ficial. 

(Seconded  and  carried.) 

SECRETARY'S  REPORT. 


RECEIPTS. 

August  8,  1911— 

Associatiton  entrance  fees .  $70  00 

Individual  entrance  fees .  60  00 

Capita  tax  .  1,411  65 

Individual  dues .  60  00 

Printed  forms  .  54  51 

Convention  proceedings  .  50  00 

Expenses  returned  .  17  63 

Legislative  contributions .  953  86 


$2,677  65 

Paid  to  treasurer  .  2,677  65 


No  cash  on  hand. 

EXPENSE. 

The  Pennsylvania  Merchant .  $46  62 

Treasurer .  40  00 

Postage,  telegraph,  express .  155  47 

Printing  and  supjtlies .  134  77 

Secretary  .  503  31 

Executive  Committee .  225  01 

Organizing  .  580  42 

Legislation .  1,285  10 

Convention . 107  70 


$3,0?8  40 

Respectfully  submitted, 

A.  AI.  IIowes, 

Secretary. 

TREASURER’S  report. 


Balance  last  audit  .  $548  54 

Receipts  as  above .  2,677  65 

$3,226  19 

Expenses  as  above  .  3,078  40 

Balance  August  8,  1911 .  $147  79 


Respectfully  submitted, 

W.  N.  Nelson, 

Treasurer. 

Examined  and  found  correct. 

.1.  E.  Donnelly, 

M.  C.  Black, 

.1.  F.  Lynch, 

Auditing  Committee. 

President  Crow. — I  will  appoint  the  fol¬ 
lowing  Election  Board  : — 

O.  II.  Best,  Bethlehem ;  Joseph  M.  Lup- 
fer,  Bellwood ;  Albert  Moon,  Carbondale. 

On  motion  the  convention  took  a  recess 
until  2  o’clock  I’.  AI.  the  same  day. 


FOURTH  SESSION. 
secretaries’  meeting. 

Wednesday  Afternoon,  August  9,  1911. 

The  meeting  of  secretaries  was  called  to 
order  by  Edward  O’Brien,  presiding  secre¬ 
tary.  at  2  o’clock  P.  M. 

Mr.  O’Brien. — We  are  to  elect  the  pre 
siding  secretary.  Heretofore  it  has  been 
customary  to  select  a  nominating  commit¬ 
tee  and  leave  to  them  the  selection  of  a 
presiding  secretary.  It  will  not  be  done 
that  way  hereafter.  AVe  propose  to  allow 
each  secretary  to  vote  for  whom  he  sees 
fit  for  presiding  secretary.  I  will  tell  a 
little  story,  not  on  an  Irishman,  but  on  a 
Jew,  his  opinion  of  a  politician.  He  had  a 
son  and  wanted  to  know  what  this  son 
would  be  when  he  grew  up  to  be  a  man, 
so  he  said  to  his  wire.  "ATife,  I  would  like 
to  know  what  Jake  will  be  when  he  grows 
up ;  I  am  trying  to  find  out ;  I  will  put  a 
Bible  down  on  the  table  here,  I  will  put  a 
dollar  down  here,  and  I  will  put  a  quart  of 
whisky  here.  If  Jake  comes  in  and  puts 
the  Bible  in  his  hand,  he  will  be  a  Rabbi  : 
if  he  puts  the  dollar  in  his  pocket,  he  will 
lie  a  great  man,  like  his  father  ;  if  he  takes 
up  the  whisky,  he  will  be  a  drunkard.  Jake 
came  in  and  he  spied  the  goods  on  the 
table.  lie  picked  up  the  Bible  and  put  it 
in  his  pocket  :  picked  up  the  dollar  and  put 
it  in  his  pocket,  and  then  picked  up  the 


bottle  of  whisky  and  took  a  drink  out  of 
it  and  stuck  it  in  his  pocket.  The  horri¬ 
fied  father  said,  “My  God,  he  ain’t  going  to 
be  neither  ;  he's  going  to  be  a  politician." 
(Laughter.) 

After  the  roll  call  we  will  have  some 
remarks  from  Mr.  Stewart,  of  Johnstown. 

The  roll  was  called  by  Secretary  Howes, 
thirty-one  secretaries  answering. 

Air.  O’Brien. — Mr.  Stewart  will  now  ad¬ 
dress  us  on  the  topic  of  association  build¬ 
ing.  Mr.  Stewart  has  built  up  an  associa¬ 
tion  of  225  members  within  the  last  six 
months.  (Tremendous  applause.) 

“•Association  Building,’’  AV.  S.  Stewart, 
Johnstown. 

Mr.  Stewart. — The  great  question  for 
each  secretary  is:  How  shall  I  handle  thesi 
problems  in  order  that  our  members  shall 
consider  the  organization  a  success  and  the 
secretary  an  active  one — at  least  such  is  the 
ever-present  question  with  the  secretary  at 
Johnstown. 

The  object  of  this  paper  is  simply  to  ac¬ 
quaint  you  with  the  nature  of  the  work 
at  Johnstown,  as  this  work  is  the  practical 
result  of  Ideas  long  under  consideration  by 
the  State  organization. 

One  of  the  objectts  of  the  great  work  is 
to  educate  the  merchant  that  he  must  ex¬ 
pect  a  fair  compensation  on  every  sale  and 
in  doing  so  he  only  receives  that  which  is 
honestly  due  him,  as  he  has  not  only  his 
expenses  to- meet,  but  his  profits  to  make 
as  well,  for  the  business  that  is  unprofitable 
should  close  its  doors  to  the  public.  Like¬ 
wise,  the  secretary  who  does  not  have 
enough  self-respect  to  require  adequate 
compensation  for  his  labors  would  do  him¬ 
self  and  his  association  a  great  injustice  to 
cut  the  price  of  his  labor,  for  the  laborer 
is  certainly  worthy  of  his  hire.  No  sec¬ 
retary  can  honestly  and  conscientiously  de¬ 
velop  a  merchants’  association  when  he 
feels  that  conditions  are  such  that  he  can¬ 
not  earn  sufficient  salary  to  drive  away  the 
blues,  especially  if  he  is  inclined  to  get  the 
blues. 

Before  starting  work  at  Johnstown  a  year 
ago  last  April  I  was  told  by  the  State  sec¬ 
retary  of  the  association  of  the  several  as¬ 
sociations  that  had  died  a  natural  death, 
due  partly  to  inadequate  dues.  The  secre¬ 
taries  of  former  associations  were  unwilling 
to  devote  their  entire  time  to  the  work  be¬ 
cause  of  inadequate  dues,  therefore  the 
work  was  obliged  to  suffer  keenly  from  loss 
of  attention.  It  has  required  personal  work 
and  many  calls  to  induce  the  merchants  to 
pay  from  75  cents  to  $2.50  per  month, 
where  they  had  been  paying  50  cents  per 
month  ;  but  it  may  be  well  to  bear  in  mind 
that  the  constant  dropping  of  the  softest 
water  will  wear  away  the  hardest  stone. 

AA’e  have  endeavored  to  follow  the  lines 
of  least  resistance.  Those  merchants  who 
had  a  wholesome  regard  for  the  work  were 
requested  to  make  calls  with  the  secretary 
for  new  members,  counting  on  four  or  five 
new  members  every  day.  and  never  less 
than  three  in  any  one  day,  until  we  could 
secure  enough  new  members  to  allow  time 
for  other  matters. 

AA'hen  we  began  at  Johnstown  we  had  one 
very  definite  resolve  in  mind  which  could 
not  be  broken,  and  which  holds  good  to-day, 
and  that  is,  under  no  condition  shall  we 
become  discouraged. 

The  graded  dues  have  a  tendency  to 
make  the  big  fellows  appreciate  the  value  of 
the  work  and  make  them  use  the  associa¬ 
tion  more.  Our  largest  houses  would  be 
willing  to  pay  $5  per  month  if  necessary. 
One  big  house  states  that  the  advertising 
and  soliciting  commission  work  alone  has 
saved  them  enough  to  pay  their  dues  for  ten 
years.  The  percentage  paid  the  secretary 
means  (at  Johnstown  at  least)  that  half 
of  the  dues  and  half  of  the  entrance  fees 
are  to  be  paid  the  secretary  for  his  salary, 
and  half  the  association  commission  on 
collections  go  to  the  secretary.  Adequate 
and  graded  dues  will  accomplish  that 
which  might  be  impossible  otherwise.  Our 
advertising  and  soliciting  regulations  cer¬ 
tainly  have  caused  an  endless  amount  of 
discussion  and  criticisms  from  those  seek¬ 
ing  endorsement. 

Since  our  work  became  effective  we  have 
had  some  forty-five  applications  for  endorse¬ 
ment  for  programmes  alone,  most  of  which 
have  come  from  large  societies  who  would 
not  take  “no”  for  an  answer,  but  several 
times  have  fought  the  matter  to  the  bitter 
end  on  the  floor  of  the  regular  meetings, 
dying  hard.  AA’e  believe  we  are  a  long  step 
in  advance  of  some  of  our  associations  in 
our  method  of  handling  this  phase  of  the 
work.  AA’e  do  not  exactly  follow  our  by¬ 
laws  and  constitution  on  this  point. 

Our  president  appointed  a  committee  in 
charge  of  all  advertising  and  solicitations 
and  instructed  the  secretary  not  to  give 
the  names  of  this  committee  to  any  one. 

The  secretary  secures  all  data  and  sub¬ 
mits  same  to  the  committee,  who  thus  far 
have  refused  to  endorse  everything  except 
occasional  worthy  public  subscriptions,  and 
then  with  the  request  that  the  solicitor 
shall  not  confine  his  efforts  wholly  among 
the  business  houses,  but  is  requested  to  call 
at.  the  homes  of  the  citizens.  A  carefully 
indexed  record  is  kept  of  all  advertisers, 
members  and  non-members  using  non-ap- 
proved  mediums.  AA’e  use  the  State  Asso¬ 
ciation  method  with  very  good  results. 
These  letters  do  not  savor  of  a  dictatorial 
attitude  in  the  least ;  simply  show  the 
value  of  the  work  and  invite  co-operation. 
AA’e  are  just  recovering  from  a  big  fight 
with  a  State-wide  organization,  which  held 
a  convention  in  Johnstown  recently  and 
applied  for  endorsement  of  their  souvenir 
book  for  advertising.  The  matter  was 
brought  three  times  and  refused  each  time  , 


bv  the  committee.  The  advertising  solicitor  ance  rendered  by  the  State  secretary  Air 
either  misrepresented  the  association  or  left  Howes.  AA’hen  I  went  to  Johnstown  i 
the  wrong  impression  with  the  merchants,  |  kept  in  very  close  touch  with  him  and  re- 
which  caused  a  number  of  the  lar^eKt  ceived  most  valuable  suggestions.  He 
houses  to  make  inquiries  regarding  state-  !  started  Johnstown  on  the  1-2-3-delinuuent 
ments  made  by  the  solicitor.  The  work  slips,  along  with  some  other  printed  mat- 


done  by  the  secretary  at  the  request  of  ter.  Everything  I  use  comes  from  the 
these  large  houses  to  prevent  these  solicit-  State  Association,  with  but  verv  few  ex- 
ors  from  tearing  down  the  good  work  we  ceptions.  We  subscribe  for  the '“I’ennsvl- 
had  already  done  put  the  solicitors  in  vanla  Merchant,"  at  club  rates  for  every 
wrong  and  broke  down  their  strong  attack,  member.  AA'e  have  written  up  but  little 
and  they  lost  out.  The  matter  was  carried  i  insurance, 
considerably  farther  than  1  care  to  discuss,  | 


— v",?  i  The  indorsement  of  the  Industrial  Com- 

but  will  say  that  It  was  carried  to  the  ex-  mittee  to  the  Southern  Cambria  R  It  Co  * 
treme  limits  with  telling  effect,  but  we  raised  $30,000  for  the  extension  of  a  parr 
emerged  from  the  bitter  conflict  none  the  of  their  line,  which  will  lie  in  operation 
worse  and  much  stronger  and  better  pre-  by  the  last  of  October.  This  committee 
Pared  for  a  good  strong  fall  out  of  the  next  is  also  rendering  valuable  aid  to  farther 
adversary  who  desires  to  repeat  the  meth-  j  the  extension  of  one  line  of  the  Johns- 
ods  of  his  predecessor.  AA’e  have  one  and  t  town  Passenger  Railway  Co 


two  solicitors  call  nearly  every  day  for  en-  |  The  Municipal  Commission  is  assisting 
dorsement.  AA'e  use  the  system  used  by  the  the  Civic  Club  and  has  also  adopted  a 

-•  f/.  Ilonru  •  ll’n  1.  o  n  i  _  .  II _  ^  i  .a  •  I 


Erie  Association,  as  follows :  AA’e  have  a  I  policy  to  clean  up  the  eyesores  or 

Mooen'ii  l.i  ta/loo  a  ,  .  (<  L>  - - 11 I  .  .  a  .  ■  •  _  * 


Moore’s  binder  to  file  solicitors  applies-  j  can  dumps.  A  list  of  eyesores  was  suh- 

Through  the 


tions,  which  contain  all  necessary  inquiries  mitted  for  our  perusal.  Through  the  aid 
for  the  association.  After  securing  all  pos-  of  the  city  clerk  we  secured  the  names 
slide  data  the  committee  is  called  and  con- |  of  these  properties  and  wrote  letters  to 
aiders  same  and  invariably  refuse  endorse-  ■  the  owners,  requesting  co-operation  along 
merit.  The  members,  however,  have  the  !  this  line.  Pictures  were  also  taken  of  a 
privilege  any  time  of  having  these  matters  number  of  these  eyesores  before  cleaning 
up  for  discussion  at  t lie  regular  meetings,  and  after,  and  soon  the  picures  will  be 
which  occur  occasionally,  always  referring  published,  showing  the  contrast,  but  we 
the  matter  to  the  committee.  This  we  do  began  this  work  a  little  late  in  the  sea- 
to  avoid  cliques  or  political  tendencies.  Oc-  son. 

casionally  a  vote  is  taken  at  a  regular  Our  Park  Committee  is  to  assist  the 
meeting,  with  an  unanimous  “no"  for  no  City  Council  to  acquire  a  large  tract  of 
endorsement.  Ther§  is  no  one  outside  the  land  as  a  picnic  ground.  For  our  firsts 
Executive  Council  and  the  secretary  who  banquet  we  nad  the  trade  booming  de- 
knows  who  this  committee  is  composed  of,  j  partment  of  the  Pittsburgh  Chamber  of 
by  order  of  the  Executive  Council,  thus  re  Commerce  for  our  guests,  at  which  time 
lleving  the  secretary  of  occasional  unpl#as-  we  entertained  300  friends  and  guests.  For 
ant  duties.  Johnstown  seems  to  be  pol-  the  second  banquet  the  guest  of  honor, 
luted  with  programmes  and  the  like.  The  j  was  the  Hon.  Joseph  Fels.  the  well-known 
following  have  come  under  the  merciless  axe  j  Fels  Naptha  Soap  manufacturer,  and  also? 
of  the  committee :  all  programmes  inelud-  \  our  president.  AA’Ilmer  Crow,  whose  short 
ing  theatre  programmes,  hotel  registers,  address  was  verv  much  appreciated.  At 
thermometer  and  barometer  advertising,  !  this  time  we  had  160  members  and  seated 
State  curtain  advertisements,  baseball  score  159  people.  Our  third  banquet,  held  at 
cards,  phone  director,  souvenir  books,  cash  !  the  expiration  of  our  first  rear’s  work. 


and  merchandise  donations,  and  schemes  of 
chances  from  churches,  lodges  and  societies 
too  numerous  to  mention.  College  an¬ 
nouncements  from  neighboring  towns,  gun 
clubs  and  piano  schemes  of  chance  fostered 
by  individuals.  AA’e  do  not  dictate  to  any 
one  using  an  unapproved  medium,  but  we 
do  send  letters  to  all  merchants  using  un¬ 
approved  mediums,  whether  members  or 
not,  which  is  very  much  like  the  letter  used 
by  the  Erie  Association.  Then,  too,  we 
charge  each  unapproved  medium  with  a 
number  and  that  number  is  charged  to  the 
merchant  using  the  medium.  Thus  we 
knqw  from  time  to  time  how  often  our 
members  go  astray. 


CREDITS  AND  COLLECTIONS. 

AA'e  have  educated  our  members  to  use 
the  telephone  instead  of  publishing  a  credit 
directory,  as  a  credit  directory  seems  to 
savor  too  much  like  the  methods  of  the 
credit  experience  guide,  which  is  respon¬ 
sible,  in  part,  for  some  of  the  problems 
in  our  field.  AA'e  tried  for  a  while  the 
Cleveland  Credit  Men’s  Association  meth¬ 
od.  but  found  one  feature  of  it  impractical, 
that  of  sending  out  information  at  regular 
periods  (weekly)  to  the  members.  AA’e 
found  that  our  members  had  their  friends 
and  would  show  John  Smith  an  X  rating 
we  had  published  about  him,  and  we  prob¬ 
ably  would  lose  some  member  thereby, 
who  felt  a  stronger  regard  for  his  friend's 
delinquency  than  for  the  association.  Then, 
too,  these  reports  would  become  cumber¬ 
some  and  bulky  on  a  business  man's  desk 
or  file.  The  article  recently  published  in 
the  "Pennsylvania  Merchant”  about  the 
Cleveland  Credit  Men's  Association  sending 
out  a  call  sheet  for  information  took  shape 
in  Johnstown  in  such  a  way  as  to  prove 
very  practical  for  us  in  several  ways. 


was  known  as  the  first  annual  banquet 

AA’e  have  the  following  active  commit-* 
tees  .  Industrial.  Municipal.  Public  Parks. 
Trade  Extension.  Advertising  and  Mem1>er- 
shin.  Advertising  and  Soliciting.  Credits 
and  Collections  and  AA’holesalers. 

Mr.  P.  S.  AA’eber,  Du  Bols. — AA’e  have  a 
resolution  on  our  records  regarding  ad¬ 
vertising  and  we  have  a  large  card  printed 
in  colors  which  specifies  the  resolution  that 
the  business  men  who  are  memliers  of  thfr’ 
Exchange  will  not  contribute  to  any 
scheme  of  advertising.  If  Mr.  Jones  comes 
in  our  town  with  a  request  for  a  con¬ 
tribution  or  soliciting  an  advertisement, 
whether  he  is  a  citizen  of  the  town  or 
not.  the  member  of  the  Exchange  will  sav. 
“AA’here  is  your  permit  to  ask  for  this?" 
If  he  can't’  show  a  permit  signed  bv  the 
secretary,  with  the  seal  of  the  Exchange 
thereon.’  the  plan  is  turned  down. 

A’.  P.  Leslie  in  the  chair. 

Mr.  I.atshaw. — T  move  that  no  reso¬ 
lution  be  received  after  the  adjournment 
of  this  session. 

After  discussion,  participated  In  by 
Messrs.  Howes.  Cramer.  Schutte  and  others. 
Mr.  Spotts  amended  the  motion  to  read 
that  no  resolution  be  received  after  to¬ 
morrow  morning. 

Mr.  Mayer.  Mr.  Howes.  Mr.  Harlan.  Mr. 
Toby  and  Mr.  Poble  discussed  the  amend¬ 
ment  and  the  original  motion,  after  which 
Mr.  I.atshaw.  with  the  permission  of  his 
second,  withdrew  his  motion. 

Mr.  Pohle. — I  move  that  we  now  hear 
the  report  of  the  Resolutions  Committee. 

Seconded  and  carried. 


REPORT  OF  COMMITTEE  ON  RESOLUTIONS. 
Mr.  Edgar. — The  first  resolution  is: —  * 
AA'hereas,  It  has  pleased  the  Almighty. 
:n  his  infinite  wisdom,  to  remove  from 


First,  we  find,  as  you  do,  that  business  |  our  fourth  vice-president,  Mr.  H.  J.  Rich; 
men  regard  the  information  they  possess  therefore  be  it 

on  their  trade  as  an  asset  too  valuable  |  Resolved.  That  in  the  death  of  H.  J. 

to  part  with.  AA’e  also  found  that  no  Rich  our  association  has  lost  a  valuable 

merchants  objected  to  give  special  reports  officer  and  the  merchants  who  have  had 
even  on  their  best  customers.  AA’e  will  the  good  fortune  to  know  him  a  valuable 

not  issue  any  credit  information  to  our  friend,  whose  loss  we  greatly  deplore  and 

members  on  paper,  but  have  somewhat  whose  memory  we  will  long  cherish :  and 
reversed  the  method  by  having  it  sent  to  be  it  furthermore 

us.  AA’e  also  send  these  call  sheets  to  Resolved.  That  a  copy  of  these  resolu- 

many  merchants  who  are  not  members,  as  tions  be  entered  on  the  records  and  a 
an  advertising  medium ;  in  fact,  it  will  copy  forwarded  to  the  family  of  Mr.  H.  J. 
not  be  long  when  every  merchant  in  the  Rich  and  the  Pottsville  Merchants'  Asso- 
Conemaugh  Valley  will  receive  these  call  ciation. 

sheets.  |  On  motion  the  resolution  was  unani 

AA'e  have  four  branches  besides  the  main  mously  adopted, 
body  of  the  Chamber  of  Commerce  for  con-  i  Mr.  Edgar. — The  second  is  : — 
venience  only.  They  are  Moxliam,  Morell- 1  AA'hereas.  The  custom  of  closing  stores 
ville.  Conemaugli  and  the  Grocers  and  of  AA'ednesday  afternoons  during  the  sum- 
Meat  Dealers’  branch — Moxham.  Morrell-  mer  months  is  steadily  growing  in  favor ; 
ville  and  Conemaugh  are  about  two  miles  and 

away  from  the  meeting  place  of  the  Cham-  AA’hereas.  Experience  has  shown  that  it 
her  of  Commerce.  The  Grocers  and  Meat  conduces  to  a  better  feeling  lietween  era- 
Dealers’  branch  meet  in  the  association  ployer  and  employee ;  therefore  be  it 
parlor  without  lunch,  monthly.  The  reg-  Resolved.  That  we.  as  merchants  of 
ular  meeting  of  the  main  body  falls  on  Pennsylvania,  in  convention  assembled, 
the  first  Tuesday  of  the  month  at  6  P.  M.,  hereby  place  ourselves  on  record  favoring 
for  supper,  and  during  the  fall  and  win-  such  a  movement,  and  will  do  all  in  our 
ter  months  we  have  from  forty  to  sixty  power  to  encourage  its  general  observance, 
around  the  table.  On  the  19th  of  July  we  The  committee  recommend  that  inas- 
sueceeded  in  organizing  the  Conemaugh  much  as  local  conditions  vary,  the  com- 
Branch.  with  thirty  around  the  table,  mittee  deem  it  unwise  to  recommend  this 
Each  of  the  branches  has  its  own  chairman  resolution  for  adoption. 

and  discuss  all  their  own  problems.  i  On  motion  the  report  of  the  Resolutions 

Our  collections  are  made  by  following  Committee  was  adopted,  and  the  resolution 
the  methods  of  the  National  Collection  As-  lost. 

sociation.  All  claims  we  cannot  handle  Mr.  Edgar. — The  third  resolution,  offered 
are  turned  over  to  our  collector,  who  works  by  Secretary  Howes,  is: — 
on  a  straight  commission.  AA’e  charge  a  AA’hereas.  Contamination  of  the  Great 
commission  of  25  per  cent,  on  all  collec-  Lakes  by  the  emptying  of  sewerage  and 
tions.  I  other  impurities  :  and 

It  is  only  proper  and  just  that  your  at- 1  AA'hereas,  Cities  have  had  typhoid  fever 
tention  should  be  directed  to  the  assist-  epidemics,  caused  by  impure  water  supply. 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


26  a 


ging  sickness  to  thousands  of  homes 
deaths  to  several  hundred  persons  ;  and 
Whereas,  The  State  of  Pennsylvania  is 
erless  alone  to  legislate  effectively  for 
prohibition  of  this  pollution ;  there- 
:  be  it  .... 

esolved,  That  this  association  indorses 
Sulzer  resolution,  providing  for  the 
ointment  of  an  International  C’ommis- 
liy  the  United  States  and  the  Do- 
ion  of  Canada,  to  establish  regula- 
s  forbidding  pollution  of  the  waters 
lie  Great  Lakes  by  sewerage  and  other 
•ces  of  disease  and  epidemics  breeding 
-animation  ;  and  be  it  further 
esolved,  That  these  resolutions  be  sent 
the  secretary  to  the  local  affiliated 
ies,  with  a  request  for  concurrent  ac- 
;  and  be  it  further 

esolved,  That  the  several  resolutions 
pted  by  these  various  assemblies  be 
municated  to  the  President,  W.  H.  Taft ; 
Secretary  of  State,  P.  C.  Knox ;  Con- 
isman  Sulzer,  of  New  York,  referred  to 
■in  as  author  of  said  resolution,  and 
the  United  States  Senators  and  Con- 
;smen  of  Pennsylvania. 

Erie  had  1,100  cases  of  typhoid  and 
deaths,  Toledo,  Cleveland  and  Dunkirk 
some  Canadian  cities  on  the  Great 
es  had  similar  typhoid  epidemics  last 
ter,  which  has  been  traced  to  the  same 
mon  cause.) 

he  committee  recommend  that  the  above 
lution  be  adopted  and  forwarded  as 
ing  from  the  State  Association  only, 
n  motion  of  Mr.  Bovard  the  report  of 
Resolutions  Committee  was  adopted, 
tr.  Edgar.— This  is  offered  by  Mr.  D.  H. 
.kin,  of  Penn  Station  : — 

,'hereas,  By  absenting  themselves  from 
rention,  by  absenting  themselves  from 
regular  hours  of  our  convention’s  im- 
-ant  work  during  our  sessions,  thereby 
n  retarding  the  good  work  for  which 
conventions  are  called,  and  evidenc- 
unbusiness-like  methods ;  therefore  be 

esolved,  That  a  system  of  roll  call  be 
pted  at  the  convention  sessions,  and 
t  the  record  of  the  attendance  of  the 
ious  delegates  be  forwarded  to  their 
>eetive  associations  immediately  on  the 
ing  of  our  future  sessions  of  the  State 
ociations ;  allow  no  part  of  the  pro- 
inme  for  our  entertainment  to  in  any 
t  interfere  with  the  convention’s  work 
le  the  sessions  last;  kindly  insist  on 
,  long  hours  for  work,  with  the  work 
ed,  then  play  ;  with  business  made  the 
ling  issue,  better  results  must  follow, 
'he  committee  report  that  inasmuch  as 
conscientious  delegate,  whose  expenses 
paid  to  our  convention,  would  absent 
.self  from  the  sessions  of  the  conven- 
1,  the  committee  feel  that  to  adopt 
above  resolution  would  be  a  reflection 
the  integrity  of  our  delegates,  and  there- 
>  recommend  that  it  be  not  adopted. 

Ir.  Curran.- — I  move  that  the  resolution 
adopted,  regardless  of  the  recommen- 
ion  of  the  Resolutions  Committee, 
'ollowing  a  discussion  by  Mr.  Wagner. 

O’Brien,  Mr.  James,  Mr.  Lydell  and 
.  Edgar,  the  motion  was  carried. 
Secretary  Howes. — I  move  that  the  sec- 
jries’  election  close. 

Seconded  and  carried. 

Jr.  Edgar. — The  Committee  on  Resolu- 
is  have  carefully  read  the  president’s 
ort  and  feel  that  we  cannot  offer  any 
olutions  strong  enough  to  express  our 
lings  in  the  matter  of  legislation  offered 
the  late  Legislature,  but  suggest  that 
es  are  stronger  than  resolutions.  We 
3r  the  following  : — 

lesolved.  That  this  association  is  in- 
ited  to  President  Crow  and  his  cabinet 
their  hard  work  at  Harrisburg,  and 
end  to  them  our  heartfelt  thanks,  and 
ure  them  of  our  sincere  appreciation. 
L’he  committee  recommend  its  adoption. 
\dopted. 

Mr.  O’Brien. — I  move  that  the  conven- 
n  extend  a  rising  vote  of  thanks  to 
i  Traction  Co.  for  the  courtesies  ex- 
ided  to  them  while  in  this  city. 
Vice-President  Leslie. — I  would  rule  that 
\  O’Brien’s  resolution  be  written  out 
him  and  handed  in  in  the  morning. 

Mr.  Goldstein. — I  think  our  thanks  are 
e  to  our  host  and  not  to  the  people  in- 
•idually.  I  think  the  association  of  Leb- 
on  will  take  care  of  anything  of  that 
id. 

Mr.  Lydell.— I  move  that  we  adjourn 
til  5  o’clock  for  the  election. 

Motion  seconded. 

V.  P.  Leslie. — The  chair  rules  that  we 
II  adjourn  until  5  o’clock. 

Recess. 


The  convention  reassembled  at  5  o’clock 
M..  V.  P.  Leslie  in  the  chair. 

V.  P.  Leslie. — The  next  item  of  business 
the  organizer’s  report,  Mr.  C.  A.  Stuart. 

REPORT  OP  ORGANIZER,  C.  A.  STUART. 

Mr.  Stuart. — This  is  a  report  from  No- 
niber  7,  1910,  to  August  7,  1911. 

Started  work  in  Wilkes-Barre,  made  gen- 
al  canvass  of  all  members  soliciting  iu- 
irance  and  explaining  proposition ;  wrote 
ie  policy  for  $3,000. 

Went  to  Reading  and  made  canvass 
ifcre  especially  among  coal  dealers. 
Addressed  big  meeting  at  Lebanon :  se- 
ired  130  subscriptions  to  “Pennsylvania 

erchant.” 

Mauch  Chunk.— Addressed  meeting.  Se- 
lred  50  subscribers  to  “Pennsylvania  Mer- 

innt.” 

Tamaqua. — Secured  meeting  ;  talked  on 
re  Insurance;  secured  58  subscriptions  to 
Pennsylvania  Merchant.” 


Pottsville. — Talked  on  fire  insurance. 

Worked  Scranton  and  vicinity.  Ad¬ 
dressed  association  at  Scranton  on  insur¬ 
ance.  Formed  circle  of  individual  members 
in  Clarke  Summit,  Factoryville  and  Dalton 
of  nine  members. 

Secured  two  individual  members  at  Peck- 
ville  and  wrote  $3,000  fire  insurance. 

From  January  1,  1911  : — - 

First  actual  organizing  was  attempted 
in  Norristown  the  first  of  the  year.  Was 
met  here  by  opposition  ;  the  Merchants’ 
Mercantile  Agency  had  just  finished  their 
work  and  had  secured  200  members.  We 
tried  to  get  Mr.  Johnson  to  work  up  an 
association,  with  the  idea  of  becoming  sec¬ 
retary,  but  we  were  obliged  to  give  up  the 
idea. 

Called  on  merchants  of  Conshohocken  ; 
they  thought  they  were  not  ready  for 
the  State  organization  and  could  not  be 
convinced  otherwise. 

We  had  a  fine  meeting  in  Phcenixville 
January  17th.  They  unanimously  agreed 
to  join,  but  at  the  next  meeting  a  few 
men  ruled  and  they  changed  their  minds. 

Pottstown. — A  few  leaders  were  anxious 
for  organization,  but  they  could  not  inter¬ 
est  enough  members.  Things  were  very 
dull  there  at  the  time.  They  asked  us 
to  be  sure  and  see  them  early  in  the  fall, 
stating  that  they  would  work  hard  to 
effect  an  organization. 

From  January  21st  to  February  4th  we 
worked  in  the  vicinity  of  Philadelphia, 
Jenkintown,  Hatboro,  Media,  Bryn  Mawr, 
Swarthmore,  Lansdowne.  In  Media  we  se¬ 
cured  three  individual  members ;  in  Bryn 
Mawr  one.  Lansdowne  wants  an  organi¬ 
zation  this  fall. 

West  Chester. — Organization  here.  Pres¬ 
ident  did  not  want  to  call  a  special  meet¬ 
ing.  Invited  to  call  again. 

Coatesville. — Good  meeting.  They  de¬ 
cided  to  reaffiliate 

Elizabethtown  asked  to  call  this  fall. 

Ephrata.- — Small  association,  asked  to  see 
them  later. 

February  20th  attended  a  banquet  at 
Coatesville.  It  was  a  very  fine  affair. 

Harrisburg. — Attended  meeting  of  the 
House,  also  committee  meetings  in  interest 
of  our  bills.  , 

Millersburg. — Association  here  ;  asked  to 
come  again.  .  . 

Mt.  Union. — Attended  meeting ;  decided 
to  affiliate. 

Bellefonte. — ‘Spent  some  time  here, 
formed  good  association ;  they  have  not 
yet  sent  in  application. 

Lock  Haven. — Could  do  nothing  here  at 
the  time.  , 

Cresson. — Good  meeting  ;  affiliated. 

Barnesboro. — Small  meeting;  decided  to 
attend  to  matter  at  next  meeting. 

Tyrone. — Gave  insurance  talk. 

Indiana. — Small  association  here ;  no 
life ;  could  not  land  them. 

Jeannette. — Settled  insurance  matter. 

Uniontown. — Made  arrangements  with 
secretary  of  Board  of  Trade  to  take  up 
work  of  Merchants’  Association. 

Mt.  Pleasant. — No  interest :  flat  failure. 

Pittsburgh. — Attended  meeting  of  Law- 
renceville  Association. 

Washington. — Officers  agreed  to  affiliate 
as  soon  as  possible. 

Cannonsburg. — Good  meeting,  talked  on 
insurance. 

New  Kensington. — Good  meeting,  post¬ 
poned  action.  Usual  result  when  things 
are  postponed.  ,  , 

Verona. — Good  meeting ;  voted  to  affil- 


ire. 

Pittsburgh. — April  20tli  worked  amon; 
lerchants  and  Senate  Bill  No.  98. 

Ford  City. — Good  meeting  here ;  post 
oned  action.  , 

Tarentum. — Good  meeting;  talked  on  in 


urance.  .  .  , 

N.  E.  Pittsburgh. — Good  meeting  ;  talked 
nsurance.  .  , ,  ,  , . 

S.  S.  Board  of  Trade. — Addressed  hi 
aeeting.  ,  .  ,. 

Kittanning. — Banquet  and  organization, 
’hey  agreed  to  affiliate.  Don’t  know  why 
hey  have  not. 

California. — Good  meeting ;  they  afhi 

&  ted 

Monongahela  City. — Formed  good  ass<v 
■iation ;  don’t  know  why  they  did  not 
iffiliate.  „  .  ,  .  . , 

May  22d  called  to  Harrisburg  to  aid 
’resident  Crow  in  Legislative  work. 

Charleroi. — Good  meeting;  another  post- 
lonment.  .. 

Oil  City. — Could  not  arrange  a  meeting. 

Franklin. — Also  dead. 

Titusville. — Talked  on  insurance. 

New  Bethlehem. — Good  meeting;  another 
lostponment. 

rill  Rois. — Talked  insurance  individually 


to  several  members. 

Ridgway. — Started  association. 

Youngsville. — Good  meeting  ;  secured 
affiliation. 

Warren.— Talked  insurance  to  members 
individually. 

Renova. — Interested  several  merchants  ; 
invited  to  come  early  in  fall  ;  have  lead¬ 
ing  merchants  to  start  with. 

Lock  Haven. — Good  meeting;  they  de¬ 
cided  to  affiliate. 

Troy. — Worked  .for  individual  members. 

Watsontown. — Could  not  interest  enough 
merchants. 

Milton. — Good  meeting;  will  probably 
affiliate  August  meeting. 

Newberry. — Small  attendance  ;  not  good 
meeting;  they  decided  to  affiliate. 

Northumberland. — Could  not  Interest 
merchants. 

Selinsgrove. — Good  meeting;  did  not  get 
decision  that  night. 


Rloom.sburg. — Big  meeting;  practically 
decided  to  affiliate;  will  attend  to  matter 
at  September  meeting. 

(Prolonged  applause.  1 
On  motion  adjourned  (o  Thursday,  Au¬ 
gust  10,  1911,  at  9  o’clock  A.  M. 


THIRD  DAY. 

Fifth  Session. 

Thursday  Morning,  August  10,  1911. 
The  convention  was  called  to  order  by 
President  Crow  at  9  o’clock  A.  M. 

The  minutes  of  the  sessions  of  the  pre¬ 
vious  day  were  read  and  approved. 

President  Crow. — The  next  item  on  the 
programme  is  that  J.  E.  Reinoehl,  Esq., 
will  reply  to  any  questions  of  law  that 
may  be  introduced  in  the  convention. 

There  having  been  none  presented,  we 
will  pass  to  the  next  order,  which  is  the 
report  of  the  Retailers’  Mutual  Fire  In¬ 
surance  Co.  of  Pennsylvania. 

REPORT  OF  THE  RETAILERS’  MUTUAL  FIRE  IN¬ 
SURANCE  COMPANY,  JULY  31,  1911. 
RECEIPTS. 

December  30,  1910  $2,244  71 

Regular  premiums  ..$10,108  17 

Policy  fees  .  594  00 

Extra .  25 

Cancelled .  4  99 

Salvage .  24  00 

-  10,791  41 


$13,036  12 


EXPENSES. 


Agents’  commissions, 

$1,640 

56 

Printing  and  supplies. 

114 

94 

Directors . 

175 

28 

President . 

125 

00 

Secretary  . 

597 

50 

Treasurer . 

60 

00 

Postage . 

150 

09 

Refund . 

97 

23 

Advertising . 

136 

00 

Special  agents  . 

431 

36 

Rent . 

25 

00 

Taxes . 

9 

65 

Loss . 

4,122 

06 

Adjustment . 

92 

00 

Auditors . 

25 

00 

Bonds . 

15 

00 

Investments . 

1,729 

76 

$9,547  33 


$3,488  79 

RESOURCES. 

Balance  in  treasury,  $3,4S8  79 
Interest  bearing  cer¬ 
tificates  . 12,000  00 

Agents  balance  ....  1,130  20 

-  $16,618  99 

Premium  note  reserve,  $276,343  32 


$292,962  31 

Insurance  in  force,  $3,339,420.00. 

Saved  to  date,  compared  with  standard 
rates,  $100,183.71  in  premiums. 

Insured  July  31,  1910,  to  July  31,  1911. 
1,942  policies.  Saved  last  year,  compared 
with  standard  rates,  $15,816.20  in  pre¬ 
miums.  Saving  averaged  $8.15  each  pol¬ 
icy.  Each  policy  written  averaged  $1,393. 
Nowhere  over  $3,009  to  one  risk,  not  over 
$9,000  to  one  quarter  square.  All  risks 
under  fire  protection.  No  manufactories. 
Mostly  mercantile  and  dwelling  properties, 
buildings,  stocks,  household  goods. 

Mr.  Schutte. — -I  can’t  get  this  insurance 
proposition  through  my  head.  If  the 
Retailers’  Mutual  has  nothing  to  do  with 
this  convention,  how  can  this  convention 
vote  on  that? 

Secretary  Howes. — The  By-Laws  of  the 
company  provide  that  a  detailed  statement 
shall  be  made  by  the  company  at  the  an¬ 
nual  convention  of  the  Retail  Merchants’ 
Association. 

Mr.  Schutte.— What  has  the  Retail 
Merchants’  -Association  of  Pennsylvania  got 
to  do  with  the  insurance  company? 

President  Crow. — They  are  interested  be¬ 
cause  they  are  policyholders. 

Mr.  Detzel.— I  move  that  the  report 
be  received  and  spread  on  the  minutes. 

Mr.  Goldstein. — I  suppose  most  of  the 
delegates  are  looking  for  information.  We 
haven’t  taken  up  the  insurace  in  Titusville 
for  the  reason  that  most  of  our  people 
haven’t  become  familiar  with  the  details 
of  that  company  and  its  workings.  I  sug¬ 
gest  that  you  devote  about  ten  or  fifteen 
minutes  to  answering  questions  about  the 
details  of  the  fire  insurance  company,  so 
that  we  can  tell  our  people  something  they 
don’t  know. 

Secretary  nowes. — I  sent  a  great  deal 
of  matter  to  each  one  on  the  subject. 

Mr.  Goldstein. — I  would  like  to  ask  the 
question  what  your  insurance  costs  per 
$1,000? 

Secretary  Howes. — There  is  no  fixed  rule 
to  go  by,  except  that  the  By-laws  pro¬ 
vide  a  cash  premium  one-half  the  stand 
ard  rate. 

Mr.  Goldstein. — What  does  It  cost  your 
company  to  sell  the  insurance? 

Secretary  Howes. — No  fire  insurance 
company  can  tell.  The  cost  cannot  be 
determined  until  the  policy  expires.  The 
losses  are  an  unknown  factor. 

Mr.  Goldstein. — You  are  doing  a  certain 
amount  of  business  every  year.  What  Is 
the  first  cost  to  you  to  do  that  business? 

Secretary  Howes. — A  copy  of  the  last 
annual  report  will  show  what  portion  went 
into  surplus  and  what  portion  went  to 
agents,  and  your  secretary  has  a  supply 
of  these  reports. 

Mr.  Lydell. — I  would  like  to  ask  the 


president  if  all  the  By-Laws  that  this 
tire  company  has  are  printed  upon  the 
back  of  the  policy,  and  if  those  are  the 
only  By-Laws  and  Constitution  that  gov¬ 
ern  this  company? 

President  Crow. — Yes. 

Mr.  Lydell. — As  I  understand,  the  Execu¬ 
tive  Board  can  change  this  on  a  special 
call  of  that  company  at  any  time? 

Secretary  Howes. — We  can  change  the 
By-Laws  but  not  the  Constitution  of  the 
company.  The  directors  may  prescribe  the 
By-Laws,  but  they  can’t  change  the  Con¬ 
stitution.  The  policyholders  must  do  that. 

Mr.  Best. — How  are  the  rates  to  be 
found  out — what  rates  are  to  be  charged? 

Secretary  Howes. — The  Constitution  is 
this :  In  each  county  in  this  State  the 
old  line  companies  are  organized  by  coun¬ 
ties.  They  have  an  Underwriters'  Asso¬ 
ciation.  That  Underwriters’  Association 
has  a  secretary.  That  secretary  makes 
the  rates,  subject  to  the  approval  of  the 
General  Committee  at  Philadelphia.  The 
rates  can  be  had  through  any  member  of  the 
Underwriters’  Association  by  the  insured 
or  from  any  agent  who  is  a  member  of 
the  board  to  whom  he  is  willing  to  give 
it  to.  In  some  localities  the  agents  have 
difficulty  in  making  rates.  In  some  locali¬ 
ties  our  agents  are  members  of  the  Un¬ 
derwriters’  Association  and  get  their  rates 
direct.  I  had  it  happen  in  some  other 
localities.  The  agent  is  able  to  affect 
a  combination  for  terms  with  some  old 
line  agent.  Like  this:  He  would  say, 
“I  want  this  rate  of  you,  and  in  ex¬ 
change  for  that  courtesy,  if  I  can  throw 
any  business  your  way  I  will  do  so.”  Our 
company  can’t  take  all  the  amount.  It 
is  never  safe  to  take  the  rate  of  an  ex¬ 
pired  policy  in  writing  the  application,  be¬ 
cause  every  risk  is  rated  differently,  on 
its  own  merits,  and  these  rates  are  sub¬ 
ject  to  change  as  the  hazard  changes,  and 
the  expired  rate  a  year  ago  may  not  be 
the  present  rate,  so  always  ascertain  the 
present  rate. 

Mr.  Best. — Is  it  expensive  to  be  a  mem¬ 
ber  of  the  Board  of  Underwriters? 

Secretary  Howes. — That  differs  in  var¬ 
ious  localities.  In  some  places  the  ex¬ 
pense  doen't  cut  as  much  figure  as  the 
objection  of  the  local  agent.  In  some  lo¬ 
calities  the  Mutual  agent  can’t  join  the 
local  board.  Under  the  By-Laws  of  the 
association  they  can’t  join.  When  I  un¬ 
dertook  the  agency  in  Erie,  on  account 
of  being  an  old  line  agent  I  applied  for 
membership  on  that  basis. 

Mr.  Best. — I  think  one  of  the  foremost 
things  that  the  Retailers'  Mutual  ought 
to  do  would  be  to  settle  a  better  rate  or 
ratings  themselves,  so  that  they  would 
have  something  to  go  by.  It  is  a  simple 
proposition  to  make  a  rate. 

Secretary  Howes. — We  don’t  make  the 
rate ;  we  take  the  standard  rate  as  our 
basis. 

Mr.  Best. — I  understand  that  fully. 

Mr.  Goldstein. — From  what  I  understand 
it  is  absolutely  necessary  for  a  policy¬ 
holder  to  secure  collateral  insurance  be¬ 
fore  he  can  secure  mutual  insurance.  All 
he  has  to  do  would  be  to  take  the  rate 
of  the  other  policies. 

Secretary  Howes. — -We  don't  in  our  com¬ 
pany  have  concurrent  insurance.  We 
charge  on  the  larger  risk.  We  would  in 
your  case. 

Mr.  Goldstein. — I  was  given  to  under¬ 
stand  concurrent  insurance  was  absolutely 
necessary. 

Secretary  Howes. — No.  A  man  has  a 
little  confectionery  stock  of  $800.  we  will 
say.  You  couldn’t  expect  him  to  supply 
such  a  small  item. 

Mr.  Goldstein.— We  were  informed  at  our 
association  meeting  that  such  was  the  case. 

Secretary  Howes. — We  prefer  to  have 
concurrent  insurance,  for  this  reason  :  that 
the  old  line  companies  have  special  agents 
who  go  around.  If  the  risk  has  increased, 
that  special  agent  sees  it.  and  he  has 
his  rates  adjusted  and  we  get  the  benefit 
of  it  without  any  expense. 

Mr.  Goldstein. — If  you  have  been  mis¬ 
informed  by  the  local  board  of  insurance 
underwriters  as  to  the  rate  and  your  board 
passes  on  it  and  there  happens  to  be  a 
fire,  how  would  the  adjustment  be  made? 

Secretary  Howes. — I  don't  know  that  we 
ever  had  a  case  of  that  kind  come  up. 

Mr.  Grossman. — This  Underwriters’  As¬ 
sociation  is  against  us  on  this  insurance 
proposition. 

Secretary  Howes. — Particularly  in  Alle¬ 
gheny  County.  They  have  the  tightest 
combination  of  insurance  agencies  any¬ 
where  in  the  State,  and  they  are  not  under 
the  direction  of  the  Middle  Department. 
They  have  a  little  close  combination  of 
Allegheny  County.  That  is'  the  tightest 
thing  I  know  of  in  trusts. 

A  Delegnte.— I  have  gotten  Insurance 
and  I  expect  him  to  furnish  me  the  rates 
I  ask  for.  Suppose  they  are  wrong? 

Secretary  Howes. — Have  you  any  reason 
to  believe  that  the  rates  he  gives  you  are 
wrong? 

A  Delegate. — Sometimes  he  isn't,  just 
sure  on  his  figures.  He  looks  at  his 
books  and  then  comes  back  and  then  says. 
"That  is  all  right,  just  let  It  go  at  that.” 
What  are  you  going  to  do  about  that? 
Secretary  Howes. — Let  it  go  at  that. 

A  Delegnte. — If  there  Is  a  fire,  does 
the  policy  stand? 

Secretary  Howes. — Sure.  We  accepted  the 
risk.  You  have  accepted  the  risk  as  agent 
and  the  company  lins  accepted  the  risk  ns 
a  compauy  and  binds  us  to  protect  the 
risk. 

Sir.  Kaiser. — Mr.  ITowes  said  we  had  ac¬ 
cepted  the  risk  and  It  would  go.  I  want 
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to  add  to  that  if  we  know  or  learn  that 
late  was  knowingly  put  in  there  as  being 
wrong,  the  company  would  not  he  liable, 
because  there  is  a  clause  in  I  he  policy  that 
vitiates  it  on  that  basis. 


Mr. 
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-  Yes.  I  n 

the 

first 

place,  what  we  call  our  application  blanks 
the  old  line  companies  call  their  daily  re¬ 
port.  Erie  is  a  typical  city.  Every  mem¬ 
ber  of  the  Underwriters’  Association  has 
a  deposit  up  with  the  Underwriters'  Asso¬ 
ciation  to  maintain  that  rate  and  those 
conditions.  To  prove  that  he  does  do  it 
the  number  of  the  daily  report  of  every 
policy  goes  to  his  company  through  the 
office  of  the  secretary  and  must  have  the 
secretary’s  O.  K.  on  it.  That  bears  a 
number,  agreeing  with  the  number  of  the 
policy,  and  all  missing  numbers  have  to 
be  accounted  for,  so  that  they  have  that 
absolutely  cinched.  Ours  don’t  go  through 
the  local  board,  because  our  company  is 
not  a  member  of  the  Underwriters’  Asso¬ 
ciation. 

Mr.  Black. — In  case  of  fire,  do  we  have 
to  submit  to  the  local  Underwriters’  Ad¬ 
justment  Committee  on  the  loss  that  is 
sustained ? 

Secretary  Howes. — The  ruling  of  the 
directors  governing  adjustments  is  this : 
Where  the  property  loss  to  our  company 
is  less  than  $200,  the  local  agent  and 
Insurance  Committee  act  as  adjusters ; 
where  the  loss  exceeds  $200,  we  employ 
a  professional  adjuster,  because  we  find 
it  gives  more  satisfaction  to  all  parties 
and  a  better  settlement,  .because  insurance 
adjusting  is  a  business  of  itself,  which 
requires  technical  knowledge,  and  if  the 
adjuster  and  the  insured  don’t  agree,  then 
the  terms  of  all  policies  provide  that  each 
party  to  the  settlement  shall  select  a  ref¬ 
eree  and  those  two  referees  shall  select  an 
umpire,  and  the  findings  of  the  three  shall 
be  binding  upon  both  the  contesting  par¬ 
ties.  We  had  one  adjustment  of  that  kind 
during  the  year. 

Mr.  Black. — The  reason  I  speak  of  this  is 
that,  as  you  have  stated,  in  Allegheny 
County  they  have  an  iron-clad  association, 
and  they  are  fighting  this  fire  insurance  in 
our  midst  there,  and  if  we  have  to  submit 
to  fire  adjustment  of  their  adjuster  we  will 
get  the  worst  of  it. 

Mr.  Howes. — Our  experience  with  ad¬ 
justers  during  the  past  eight  years  is  that 
every  adjuster,  with  possibly  one  exception, 
did  his  best  to  be  fair. 

Mr.  Black. — It  isn’t  in  our  case.  It  is 
their  business  to  stand  in  with  their  com¬ 
panies  or  they  would  lose  their  jobs. 

Secretary  Howes.- — That  hasn’t  been  our 
experience  or  observation. 

Mr.  Kaiser. — I  want  to  say  regarding 
most  of  our  adjustments,  we  have  been 
using  what  is  known  as  the  General  Ad¬ 
justment  Bureau,  which  is  a  corporation  not 
connected  with  any  insurance  company 
whatever.  It  is  formed  for  the  purpose  of 
making  money  in  investments  and  minimiz¬ 
ing  fire  loss  adjustment,  and  I  think  for  six 
years  we  have  not  used  individuals,  but  this 
adjustment  bureau,  and  it  has  been  very 
satisfactory. 

Mr.  Dobie. — The  secretary  didn't  answer 
the  question  in  regard  to  the  charge  by  the 
local  agents.  Is  it  possible  for  me  as  a 
local  agent  to  charge  for  insurance,  to  have 
it  go  through  and  the  policy  written  on 
that  basis?  Have  we  any  means  of  protect¬ 
ing  these  rates  ? 

Mr.  Kaiser. — I  want  to  say  Mr.  Dobie 
that  the  rate  question  is  left  entirely  with 
the  local  board,  and  we  trust  the  local 
board  can  pass  upon  the  policy  and  the  rate. 
There  is  no  way  except  by  some  correspond¬ 
ence  that  either  the  secretary  or  any  of 
the  officers  of  the  insurance  company 
check  up  that  rate  to  find  out  whether  it 
is  right  or  wrong. 

Secretary  Ilowes. — I  differ  with  you  on 
that.  I  have  a  number  of  times  confirmed 
the  rate  where  I  was  in  doubt  by  giving 
the  location  and  the  nature  of  the  risk  to 
the  Underwriters’  Association  in  Philadel¬ 
phia,  where  they  have  on  record  all  rates, 
a  duplicate  of  all  the  rates  in  the  territory. 

Mr.  Kaiser. — 1  will  admit  that  Mr.  Chair¬ 
man  ;  that  can  be  done ;  but  nevertheless 
the  confidence  on  the  whole  is  on  the  local 
board  to  secure  that  rate. 

Secretary  Howes. — Sure. 

Mr.  Stewart. — If  there  has  been  a  mis¬ 
take  made  Mr.  Iteinhold,  of  Philadelphia, 
se|,s  us  right  on  that  matter. 

REPORTS  OF  COMMITTEES. 

The  Auditing  Committee  reported  they 
had  audited  the  books  of  the  secretary  and 
the  treasurer  and  had  found  same  correct. 

On  motion  of  Mr.  Schutte,  the  report  was 
received  and  placed  on  file. 


REPORT  OF  ELECTION  BOAIID. 

Votes  for  Secretaries. 

President.  Edward  O’Brien,  15;  vice- 
presidents,  W.  L.  Stewart,  10;  George  U. 
Dobie,  10;  O.  II.  Best,  !) ;  .1.  E.  Donnelly, 
0 ;  .!.  W.  Rittenhouse,  S :  It.  F.  Cook,  7  ; 
D.  S.  Weber,  5;  State  secretary,  A.  M. 
Howes,  13;  assistant  State  secretary,  J.  W. 
Rittenhouse.  8. 

The  result  of  balloting  for  officers  of  the 
Retail  Merchants’  Association  is  as  follows: 

President,  Wilmer  Crow,  Harrisburg;  first 
vice-president,  C.  J.  Pohle,  Erie;  second 
vice  president,  M.  W.  Deslie,  New  Castle; 
third  vice-president,  W.  A.  Stein,  Butler ; 


fourth  vice-president,  .1.  II.  C'illey,  Lebanon; 
secretary,  A.  M.  Howes,  Erie;  treasurer,  W. 
II.  Nelson,  Chester;  executive  committee, 
one  year.  A.  M.  Latshaw,  New  Brighton; 
two  years,  Albert  Kaiser,  Philadelphia;  1*. 
M.  Malloy,  Williamsport. 

Next  convention  city,  Johnstown. 

On  motion  the  report  was  received  and 
accepted. 

President  Crow. — I  have  the  pleasure  of 
introducing  to  you  Mr.  .1.  C.  Taylor,  of  the 
Chester  Board  of  Trade,  who  is  to  address 
you.  (Applause.) 

“CITY  GOVERNMENT  BY  COMMISSION,”  BY 
J.  C.  TAYLOIt,  CHESTER,  1»A. 

Mr.  Taylor. — The  “initiative  referendum 
and  recall”  as  known  by  present  day 
students  of  American  government  have  fur¬ 
nished  more  food  for  thought  and  public 
discussion  during  the  past  few  years  than 
have  any  other  public  questions,  and,  from 
a  municipal  viewpoint,  more  than  all  other 
public  questions  combined.  These  bed-rock 
principles  of  commission  government  have 
had  the  devoted  attention  and  conscien¬ 
tious  thought  of  not  only  the  very  best 
American  statesmen,  but  also  of  the  mil¬ 
lions  of  thinking  men  who  are  so  fortunate 
as  to  be  able  to  boast  their  citizenship  of 
the  one  hundred  and  thirty  odd  cities  of  out 
country  which  have  adopted  it  and  are 
thriving  under  its  practice  as  never  before. 
The  press  of  the  country  has  recognized  the 
merit  and  inllnence  of  this  form  of  govern¬ 
ment  and  each  day  records  new  municipal 
converts  and  a  wonderful  achievement  in 
cities  which  have  had  time  and  opportunity 
to  try  out  what  was  hut  a  short  time  ago 
considered  a  theory. 

The  trade  organizations  throughout  the 
country  have  taken  the  subject  up  and  to 
them  and  the  individual  effort  of  the  busi¬ 
ness  man  is  largely  due  the  credit  of  suc¬ 
cess,  where  success  has  been  attained.  I 
say  where  success  has  been  attained,  having 
in  mind  the  effort  involved  in  securing  the 
adoption  of  commission  form  of  government 
and  not  of  its  results  ;  if  not  the  battle  has 
been  to  first  wrest  control  from  a  band  of 
political  pirates  in  order  to  cast  adrift  a 
system  conceded  by  the  pirates  themselves 
as  a  monstrosity.  Once  the  shackles  of 
cumbersome,  irresponsible  government 
broken  and  a  commission  of  business  men, 
alike  to  a  private  corporation,  placed  in  au¬ 
thority,  success  is  not  only  theoretical,  com¬ 
mon  sense  result,  but  it  has  been  demon¬ 
strated  without  a  single  exception  in  every 
adopting  city. 

The  business  men  of  this  country  realize 
the  important  ties  between  business  and 
government.  It  is  indeed  unfortunate  that 
our  right  of  suffrage  is  subject  to  such 
abuses  that  very  frequently  business  sagac¬ 
ity  is  submerged  by  caprice  and  political 
trickery.  The  imperfections  of  the  present 
municipal  government  in  Pennsylvania  and 
these  abuses  have  set  the  business  man  and 
intelligent  citizen  to  thinking,  and  it  is  safe 
to  say  that  among  such  men  there  is  prac¬ 
tically  a  unanimous  opinion  that  something 
must  be  done  and  that  our  hope  and  plea  is 
at  the  door  of  government  by  commission. 
I  am  not  unmindful  of  the  fact  that  there 
are  those  who  differ  in  opinion,  hut  it  is 
safe  to  say  that  with  few  exceptions  the 
opponents  of  commission  government  are 
limited  to  the  professional  politician,  un¬ 
willing  to  hear  the  message  of  progress  and 
to  learn  the  reason  why.  A  year  or  more 
ago  there  were  those  of  the  “wait  awhile” 
and  "let  us  see”  class  who,  if  not  now  able 
to  formulate  an  intelligent  conclusion,  are 
immune  from  facts  and  argument  or  are  in 
lethargic  sleep.  I  say  “conclusion"  because 
comparative  statistics  compiled  by  com¬ 
mission  governed  cities  have  left  no  room 
for  “opinion”  on  the  general  proposition  in 
faeor  of  abolishing  a  farcical  system  in 
favor  of  an  effective  one.  I  had  the  honor 
of  addressing  the  convention  of  cities  of  the 
third  class  of  Pennsylvania  at  York  last 
year  and  I  believe  I  am  right  in  saying  that 
every  city  represented  openly  acknowledged 
the  impotency  and  utter  failure  of  our 
present  form  of  municipal  government.  It 
is  true  that  the  able  municipal  lawyers  and 
other  city  officials  present  and  expressing 
themselves  at  the  convention  based  their 
criticism  against  our  present  city  govern¬ 
ment  very  largely  on  the  grounds  that  our 
couneiimanic  body  is  so  large  and  unwieldy 
that  nothing  gets  done  and  that  there  is 
no  direct  responsibility,  either  for  no  ad¬ 
ministration  or  for  mal-administration. 

Commission  government  supplies  the 
double  remedy  for  these  admitted  evils. 
Our  recent  legislature  corrected  a  similar 
evil  existing  in  our  school  boards  by  re¬ 
ducing  the  number  of  directors  from  twenty- 
two  to  nine  in  our  city,  and  correspondingly 
in  others,  and  provided  that  they  should  be 
elected  at  large.  This  is  one  of  the  few 
good  things  done  by  our  last  legislature 
which  are  hard  to  find  among  the  chaff. 
Your  garnishee  hill  and  mercantile  tax  re¬ 
pealer.  you  will  find  got  lost  on  their  way 
to  the  hopper,  and  right  here  let  me  say 
that  it  is  the  extravagant  government  of 
which  we  complain  that  requires  you  to  pay 
a  tax  for  the  privilege  of  doing  business, 
and  as  the  able  editor  of  your  organization 
paper  has  said — is  responsible  for  oc¬ 
casional  dishonest  returns  in  making  up  re¬ 
ports  of  a  just  burden.  Regarding  your 
garnishee  bill  which  is  aside  from  this  sub¬ 
ject.  let  me  say  that  again  political  intrigue 
prevails  over  business  sagacity  which  not 
only  encourages  dishonesty  with  the  labor¬ 
ing  class  at  the  expense  of  the  merchant, 
but  in  the  end  will  work  a  hardship  upon 
them  by  putting  all  business  with  this  class 
of  people  on  a  cash  basis.  The  day  has 
gone  by  when  the  average  merchant  who 


extends  credit  can  compete  with  his  com¬ 
petitor  who  does  a  strictly  cash  business 
and  has  a  chain  of  stores  in  the  bargain, 
unless  the  law  affords  some  protection  to 
the  merchant  willing  to  be  indulgent  with 
the  laborer  until  he  gets  his  wages. 

EXISTING  DIFFICULTIES. 

When  one  attacks  or  criticizes  an  estab¬ 
lished  system  or  procedure,  the  burden  of 
proof  is  necessarily  on  him  to  point  out 
defects  and  to  produce  a  remedy.  The  nat¬ 
ural  questions  are  therefore  :  What  is  wrong 
with  our  municipal  government?  and  if 
there  Is  something  wrong,  what  is  the  rem¬ 
edy?  It  is  conceded  by  even  the  sponsors 
of  our  present  city  government  that  the 
machinery  does  not  work  efficiently  and 
economically.  Its  admitted  short-comings 
with  respect  to  cities  of  t lie  third  class  in 
Pennsylvania  are  that  we  have  too  inanv 
eouncilmen  and  a  consequent  division  of 
authority  that  fixes  no  responsibility.  Gov¬ 
ernor  Wilson  said  in  a  recent  speech  that 
“municipal  government,  like  the  larger 
forms  of  our  government,  has  become  so 
enmeshed  in  political  machinery  that  it  is 
practically  impossible  to  fix  responsibility 
for  anything  that  goes  wrong.”  Too  many 
officials  In  authority  with  practically  no 
accountability  is,  therefore,  our  main 
trouble,  but  other  weaknesses  of  our  sys¬ 
tem  lie  in  the  division  of  our  city  into 
wards,  thus  establishing  a  political  and  leg¬ 
islative  trading  post;  and  also  in  the  ab¬ 
sence  of  an  appointive  system  to  all  minis¬ 
terial  offices  under  civil  service  regulation. 


HISTORICAL  REASONS  FOR  EXISTING  CON¬ 
DITIONS. 

That  America  is  “the  home  of  the  free 
and  the  land  of  the  brave”  is  an  axiom  of 
which  we  are  all  proud.  This  spirit  has 
ever  been  with  us  and  is  unwritten  law. 
So  jealous  were  our  forefathers  of  individ¬ 
ual  liberty  following  their  colonial  exper¬ 
ience  and  the  French  and  American  Revo¬ 
lution,  that  in  early  days  municipal  gov¬ 
ernment  was  through  the  New  England 
town  meetings  where  every  citizen  was  ex¬ 
pected  to  attend  and  vote  on  public  matters. 
This  system  still  prevails  at  Brookline, 
Mass.,  one  of  the  richest  cities  of  the 
United  States.  The  citizens  gather  once, 
twice  or  three  or  four  times  a  year  in  public 
conclave.  As  many  as  eight  hundred  or  a 
thousand  citizens  attend  this  meeting.  The 
selectmen,  three  commissioners,  as  it  were, 
who  were  elected  at  the  previous  annual 
meeting,  are  called  upon  and  asked  to  give 
an  account  of  their  stewardship.  They 
make  full  reports  of  the  hffairs  of  the  city. 
The  meeting  considers  these  reports  care¬ 
fully  and  takes  up  all  matters  of  municipal 
interest  which  are  discussed  in  detail,  aDd 
then  resolutions  are  passed  for  the  execu¬ 
tion  of  the  people’s  will.  Three  selectmen 
are  elected,  who,  clothed  with  all  municipal 
powers,  act  for  the  coming  year  and  are 
charged  with  the  carrying  out  of  the  reso¬ 
lutions  previously  passed.  A  moderator 
is  selected  always,  who  presides  over  the 
meeting.  Although  a  pure  democracy  was 
found  impracticable  and  unfortunately  in 
adopting  a  new  system,  the  framers  of  our 
early  city  charters  had  been  taught  the 
doctrine  that  in  order  to  prevent  the  gov¬ 
erning  power  from  oppressing  the  people, 
it  was  necessary  to  divide  it  up  into  very 
small  sections,  so  that  no  one  man  would 
have  enough  power  to  make  him  dangerous  ; 
to  have  all  public  officers  elected  by  the 
people  so  that  every  public  employee  would 
be  directly  answerable  to  the  people ;  to 
construct,  in  other  words,  a  form  of  gov¬ 
ernment  in  which  a  multitude  of  petty 
officials  should  take  the  place  of  a  few  re¬ 
sponsible  officials.  To  these  theories  we 
owe  the  birth  of  those  political  monstrosi¬ 
ties  such  as  we  have  in  Pennsylvania,  with 
two  couneiimanic  bodies,  sometimes  big 
enough  to  legislate  the  affairs  of  the  world 
and  too  big  to  exercise  deliberative  func¬ 
tions,  excepting  through  committee  work. 

The  result  has  been  the  exact  reverse  of 
what  the  theory  makers  expected.  We  have 
made  the  offices  so  inconsiderable  that  they 
had  neither  dignity,  honor  or  responsibility. 
To  carry  out  this  early  plan  of  municipal 
government  a  multitude  of  offices  were  to 
be  filled  and  the  selection  made  from  a  long 
and  complicated  ballot,  next  to  impossible 
to  vote  intelligently  and  with  a  knowledge 
of  the  merits  and  demerits  of  the  respec¬ 
tive  candidates.  The  petty  offices  and  ward 
divisions  have  been  the  instruments  of  a 
huge  political  machine  and  are  the  tentacles 
of  an  organization  of  grabbing  politicians. 

THE  REMEDY. 

The  ward  system  should  be  abolished  and 
representatives  elected  at  large  as  school 
directors  are  now  to  be  selected  under  the 
new  law.  This  will  eliminate  the  “vote-for 
me-and-I-will-vote-for-you”  trade,  or  log-roll¬ 
ing,  as  it  is  usually  termed. 

The  number  of  elective  offices  should  be 
reduced  and  the  machinery  of  government 
simplified  by  wiping  out  the  swarm  of  petty 
office  holders  who  now  infest  them. 

A  fair  compensation  should  he  paid  to 
city  officials.  The  question  of  salary  is  not 
important  to  the  man  who  is  engaged  iu 
exploiting  the  city.  He  can.  as  n  rule, 
make  a  great  deal  more  out  of  the  city  than 
any  salary  which  could  be  secured.  It  Is 
important,  however,  to  the  man  who  de¬ 
sires  to  render  honest  service.  City  elec¬ 
tions  should  be  taken  out  of  party  politics. 
All  public  official  should  be  held  to  the 
closest  accountability  to  the  people,  and  be 
subject  to  reversal  or  removal  where  they 
are  antagonizing  the  will  of  the  community. 


All  ministerial  officers  should  be  made 
comply  with  civil  service  requirement 
hold  office  during  good  behavior. 


COMMISSION  GOVERNMENT. 

A  government  that  will  supply  the 

edy  suggested  is  the  commission  foi _ 

There  may  be  some  difference  of  opinion  af 
to  minor  details,  but  its  important  prlnei 
pies  are  incorporated  in  both  the  stralghi 
and  modified  systems.  The  Des  Molnei 
plan  is  usually  cited  as  the  “ideal  com 
mission  government.”  Under  this  plan  m 
officials  are  elected,  only  five  commissioni 
One  of  these  is  called  Mayor,  and  pret 
over  the  commission;  but  he  has  only 
same  vote  as  any  other  commissioner 
no  veto. 

A  citizen  could  be  a  candidate  for _ 

commissioner  by  securing  the  petition 
twenty-five  citizens.  This  requires  that 
name  be  placed  on  the  ticket  at  the  fi 
primary  election.  Names  are  ari 
alphabetically  on  the  ticket;  no  party 
or  emblem  is  allowed. 

The  eight  candidates  for  commissi 
and  the  two  for  mayor,  having  the  bi„ 
votes  in  the  primary  election  make  up 
ticket  for  the  final  election.  This  Is  a 
alphabetically  arranged  and  without 
cal  designation. 

At  the  final  polling,  the  one  candidate 
mayor,  and  the  four  for  commissioners, 
ceiving  the  largest  votes,  are  deer 
elected.  The  commission  thus  eli 
choose  by  ballot  all  other  officers  and 
ployes,  practically  all  from  civil  sei 
merit  lists.  The  city’s  business  is  d 
into  five  administrative  departments, 
headed  by  a  commissioner,  thus : — 

Public  Affairs,  headed  by  the  mayor. 

Accounts  and  Finance. 

Public  Safety. 

Streets  and  Public  Works. 

Parks  and  Public  Property. 

Each  commissioner  has  general  su] 
vision  in  his  department,  running  it 
as  if  he  were  executive  head  of  a  dej 
ment  of  a  great  business.  The  five, 
as  commission,  make  policies,  pass 
nances,  prepare  the  budget,  levy  taxes, 
generally  boss  the  town.  They  cs 
however,  give  away  any  public  fran 
They  can  frame  and  recommend  a  g 
which  must  be  submitted  to  the  voters 
a  special  election,  and  get  a  majority  vi 
to  become  effective. 


SUCH  IS  THE  REFERENDUM  AS  TO 
FRANCHISES. 


As  to  legislation,  the  plan  provides 
if  the  commission  pass  objectionable 
islation,  twenty-five  per  cent,  of  the 
by  petition,  may  require  that  its  op 
shall  be  suspended,  and  that  an  ele 
shall  be  called  to  pass  on  it.  Likewii 
the  commission  refuses  to  pass  any  de 
legislation,  then  a  like  petition  can 
mand  the  commission  to  submit  this  le 
lation  to  a  special  election.  In  either 
the  legislation  stands  or  falls  as  the 
majority  of  the  people  vote.  Similarly  ’ 
to  the  recall.  If  the  people  get  a  "grout' 
against  a  commissioner,  a  like  petition 
quires  the  commission  to  call  an  eiectio 
fill  his  place.  He  is  a  candidate,  if  h 
desires ;  other  nominations  are  made, 
already  described,  and  in  the  election 
man  with  the  majority  of  votes  wins 
By  this  plan  party  politics  is  elimii 
The  city  administration  cannot  be  s 
nated  to  and  used  by  any  political  or_ 
tiou.  Appointments  are  made  on  the 
of  merit,  during  good  behavior  and  sei 
from  lists  of  eligibles  certified  by  the 
service  commission  as  the  result  of 
petitive  examinations.  Under  this  sys 
responsibility  is  centralized,  politics 
nated,  the  spoils  system  rendered 
able. 


WHAT  COMMISSION  GOVERNMENT  HAS 


Government  by  commission  is  not 
dream  nor  an  empty  theory.  It  lias 
onstrated  its  worth.  Its  success  has 
so  marvelous  that  the  statistics  of 
new  city,  as  compared  with  the  old, 
without  exception,  but  one  story  to 
that  of  universal  success.  Proofs  s 
abundant  that  it  has  become  a  ho 
task  to  tabulate  the  figures  recor 
the  annual  reports  of  every  new  Ame 
city.  A  reference  to  these  cities  tells  the  i 
The  wonder  cow  is  why  we  have 
so  long.  The  underlying  principle  of 
mission  government  dates  back  to  the  i 
days  of  Greece  and  in  a  greater  or 
degree  have  been  in  practice  in  E 
Germany  and  Scotland  for  centuries, 
many  leasts  of  her  municipal  gove 
and  her  system  merits  the  distinct 
corded  to  her  well-governed  cities. 
Galveston  is  considered  the  parent  of 
new  form  of  American  government,  a 
of  its  principles  were  tried  out  with 
markable  results  prior  to  the  devastf * 
of  that  city  in  1900.  Memphis,  Tenn., 
rescued  long  ago  (1S78)  from  bank 
by  a  commission  government,  and 
the  reins  of  the  city  were  handed  bi 
the  regular  officials  after  her  credit^ 
been  re-established,  her  people  have 
in  the  past  year  decreed  that  gover 
by  commission  shall  come  to  stay. 

'  Tne  District  of  Columbia  has  al 
thrived  under  a  commission  governiL 
Beginning  at  Galveston  in  1900,  the  oi 
ward  march  has  never  stopped.  This  su 
gle  recruit,  emerging  from  a  death-fille 
waste  and  burdened  by  misrule,  insolven 
vice  and  crime,  “turned  a  keen,  untrou 
face  home  to  the  instant  need  of  thii 
What  was  at  the  time  of  the  flood  a  ho 
ror  and  a  National  calamity  may  have  bee 
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lessing  in  disguise,  for  that  event  marks 
face  about  in  the  municipal  march,  until 
ranks  now  number  about  140  cities, 
resenting  over  30,000,000  of  people. 

'he  political  boss  and  professional  office 
ter  is  opposed  to  the  change,  but  the 
ck  of  progress  by  these  intrenched  pow- 
is  only  temporary.  In  the  face  of 
, unding  reports  from  commissioned  gov- 
ed  cities,  it  cannot  be  otherwise,  even 
Pennsylvania ;  notwithstanding  the  first 
tie  was  lost  in  the  1911  Legislature, 
le  Pittsburgh  looked  on  aghast  in  her 
atle  of  shame  and  disgrace. 

There  were  in  the  United  States  just 
cities,  of  more  than  25,000  people, 
t  doubled  their  population  between  1900 
[  1910,  according  to  the  Federal  census 
jrns.  Of  these,  no  fewer  than  13 
iay  have  commission  government.  In 
there  are  40  commission  governed  cities, 
ve  25,000,  13  of  them  doubled  their 
inlation  in  ten  years.  There  are  188 
[-commissioned  governed  cities  of  the 
ie  class ;  only  9  of  them  doubled.  The 
r  with  the  yearning  for  good  govern- 
it  seems  to  have  had  one  chance  in 
ee  to  double  its  population  within  the 
ade,  the  others  had  one  chance  in  21. 
yith  the  commission  plan  able  still  to 
st  that  it  had  recorded  no  failure,  that 
city  after  once  adopting  has  ever  aban- 
ied‘it,  with  so  many  Legislatures  pass- 
statutes  that  authorize  municipalities 
adopt  the  commission  system,  there  is 
ry  indication  that  the  number  of  Ameri- 
[■  cities  governed  by  this  plan  will  in- 
ase  at  a  rapid  rate,  and  that  in  another 
ade  it  will  be  recognized  as  the  long 
alted  solution  of  our  problem  of  city 
'ernment.  .  , 

rhe  awakening  of  the  American  people 
bound  to  be  continuous  and  the  m- 
asing  adoption  of  the  new  plan  for 
lly  representative  municipal  government 

for"  in  the  words  of  Woodrow  Wilson,  at 
ittle,  “It  cannot  be  an  accident  that 
■  best  governed  cities  in  the  world  are 
ise  in  which  there  is  a  short  ballot, 
icentrated  authority  and,  by  consequence 
>ert  service ;  for  expert  service  is  bound 
come  in  America,  as  elsewhere,  by  rea- 
1  of  this  concentration  of  authority  and 
lplification  of  political  methods.”  (Pro- 
iged  applause.) 

President  Crow. — The  next  in  order  is 
discussion,  “Feeding  the  Hopper, 
bought) — (In  cities)  :  The  need  of  pro¬ 
ving  manufacturing  industries  to  provide 
ployment  and  circulate  money.  (In  ag- 
ultural  centres)  :  The  advantage  of  aid- 
t  the  farmer  to  employment  of  approved 
ithods,  aiming  for  large,  well-developed 
>ps.  (In  all)  :  Making  “trading  at 
me”  the  community  byword. 

Mr.  Goldstein,  Titusville. — Seeking  new 
lustries,  I  would  like  to  ask  the  dele¬ 
tes  present  does  it  seem  to  be  a  more 
ial  point  to  raise  bonuses  or  create  a 
arantee.  „  .  . 

Mr.  Schutte. — I  would  suggest  that  our 
;retary  is  able  to  speak  on  that,  be- 
use  he  is  interested  in  the  Business 
en’s  Exchange,  Chamber  of  Commerce 
d  the  civic  organizations  of  Erie,  Pa., 
d  we  have  had  a  phenomenal  growth  in 
e  last  few  years. 

Secretary  Howes. — Mr.  President  and 
utlemen,  from  our  experiences  at  Erie, 
iere  we  have  been  very  successful  in 
omoting  new  industries,  we  have  not 
und  it  to  our  advantage  to  do  either  of 
e  two  things  which  have  been  suggested, 
e  give  no  bonuses,  we  offer  no  guanin¬ 
es,  other  than  our  natural  advantages, 
e  have  had  some  experience  in  Erie  in 
rmer  years.  You  will  find  dozens,  and 
irhaps  hundreds,  of  industries  on  paper 
eking  a  location  aud  a  bonus  without 
iy  bottom  to  the  industry,  and  if  you 
te  you  are  stung.  The  desirable  indus- 
ies  are  not  going  around  seeking  bonuses, 
believe  that  for  any  community  that  de- 
rcs  to  permanently  increase  its  wage  dis- 
Unit  ion.  the  best  thing  for  them  to  do 
to  study  the  natural  advantages  of  their 
immunity  and  know  the  subject  like  a 
iok.  There  are  certain  things  which 
rge  industries  want  to  know,  the  kind 
!  industries  that  mean  business,  and  that 
ill  permanently  aid  your  community, 
hey  appreciate  that  sort  of  thing  much 
lore  than  a  bonus  or  guarantee.  In 
ie  first  place,  if  you  have  natural  ad 
antages  in  your  community  for  the  pro 
notion  of  that  industry  and  know  it,  and 
re  in  a  position  to  present  that  to  an 
ufUirer,  if  lie  has  got  the  ability  to  make 
is  business  go  lie  has  got  the  judgment 
)  enable  him  to  appreciate  these  advan¬ 
ces.  I  will  give  you  a  couple  of  illus- 
ratlons.  At  Erie  we  had  our  Board  of 
rade  promote  a  silk  mill  proposition, 
lusiness  men  were  invited  to  subscribe 
nr  stock ;  the  stock  is  subscribed  for, 
nd  in  the  course  of  time  the  industry  was 
stablished,  and  there  was  an  after-clap, 
i  that  the  promised  dividends  did  not 
laterialize.  Eventually  that  stock  was 
xchanged  for  bonds,  but  the  whole  trans- 
ctiou  left  a  pretty  bad  taste  in  the 
louths  of  those  who  had  bit.  Now,  for- 
unately,  the  bonds  have,  proven  good  ;  but 
t  does  not  always  prove  that  way. 

Erie  has  secured  some  industries,  the 
’aeiflc  General  Electric,  the  Hammerville 
’aper  Co.  and  others.  The  Hammerville 
’aper  Co.  is  well  established.  They  came 
o  Erie  seeking  Erie  on  its  natural  ad- 
antages.  They  did  not  ask  anybody  to 
ubscribe  for  stock  ;  they  did  not  ask  any- 
'Ody  to  put  up  a  guarantee  fund,  because 
hey  were  satisfied  with  what  we  presented 
o  them  as  to  the  natural  advantages  of 


our  town  for  their  industry.  Every  town 
has  certain  natural  advantages  and  you  can 
exploit  and  promote  that  advantage.  If  you 
haven't  got  the  natural  advantages  for  tnat 
industry,  it  will  not  succeed.  Even  if 

you  give  bonuses  it  will  fail.  If  you  give 
a  guarantee  you  will  be  stung.  Aou  have 
to  have  the  natural  advantages  for  the 
project  or  you  get  no  permanent  success. 
The  Pacific  General  Electric  came  to  Erie 
and  bought  800  acres  east  of  Erie  and 
has  developed  a  model  plant  on  300  acres 
of  that  ground,  and  they  will  enjoy  a 
minimum  of  21,000  and  a  maximum  of 
24,000,  because  they  had  outgrown  their 
Schenectady  plant.  Their  general  mana¬ 
ger  at  one  of  the  Chamber  of  Commerce 
banquets  told  us  they  took  Erie  iu  com¬ 
petition  with  the  country.  Some  of  you 
may  have  these  same  advantages  in  your 
town,  you  may  have  others  we  haven  t 
got.  One  advantage  of  Erie  was  coal. 
They  had  about  decided  to  locate  in  Buf¬ 
falo  when  they  discovered  that  they  could 
save  25  cents  a  ton  on  their  coal,  which, 
on  the  plant  they  expect  to  equip,  amounts 
to  $50  a  day  saved.  They  had  water 
transportation  for  raw  ores  from  the  Su¬ 
perior  region,  they  had  the  coal  behind 
them,  an  inexhaustible  supply  in  Pennsyl¬ 
vania  ;  they  had  two  competing  railroads 
and  the  lines  running  east  and  west,  and 
freight  rates  are  always  regulated  by  water 
rates.  (You  fellows  who  are  down  near 
Pittsburgh  ought  to  bear  that  in  mind.)  It 
is  the  custom  of  the  railroads  to  make 
the  freight  rate  all  the  traffic  will  bear, 
and  it  won’t  bear  any  more  than  waterway 
transportation  will  let  it  bear,  because 
water  transportation  is  always  cheaper 
than  rail  transportation ;  therefore,  it  is 
your  duty  to  develop  inland  waterways. 
Another  advantage  which  they  saw  was 
that  of  our  diversity  of  industries.  1  rob- 
ably  250  or  300  kinds  had  started  from 
small  beginnings,  but  they  were  all  suc¬ 
cessful  A  foreman  would  leave  a  shop 
and  start  a  shop  of  his  own,  and  suc¬ 
ceed  which  showed  that  the  place  was 
naturally  adapted  for  the  iron  and  steel 
industries.  Our  wage  scale  was  very  sat¬ 
isfactory,  we  had  a  contented  labor  con¬ 
dition.  He  said,  “You  are  a  city  of  home 
owners.”  Most  of  our  workmen  own  then- 
own  homes.  All  of  those  things  were 
natural  advantages.  Another  thing  is  pig 
iron,  which  entered  into  their  product 
They  found  that  Buffalo,  Pittsburgh  and 
Cleveland  meet  in  competition  with  Erie 
to  sell  pig  iron,  with  the  result  that  Erie 
pays  a  lower  price  for  pig  iron  than  most 
cities.  Some  of  your  towns  are  con¬ 
veniently  located  to  certain  raw  materials, 
you  are  in  the  natural  gas  belt,  you  are 
located  conveniently  to  iron,  steel,  coal, 
slate,  gas.  glass  making,  all  of  those 
things.  I  think  that  the  tax  rate  is  another 
thing.  I  think  if  you  want  to  build  per¬ 
manently,  make  a  study  of  your  natural 
advantages  and  exploit  them,  rather  than 
to  make  guarantee  or  buy  stocks. 

Mr.  Best  stated  that  Mr.  Howes'  re¬ 
marks-  showed  the  advantage  of  having  a 
iiaid  man  on  the  job  all  the  time,  and  the 
greatest  benefit  would  be  derived  it  we 
were  more  liberal  about  the  advancement 
and  progress  of  the  community. 

Mr  Weber  told  of  the  Buffalo,  Roches 
ter  and  Pittsburgh  R.  R.  fertilizing  the 
lands  along  their  right  of  way  aud  run¬ 
ning  excursion  trains  for  the  farmers  to 
see  the  advantages  to  be  derived  thereby, 
aad  suggested  that  the  merchants  should 
tiy  to  help  the  farmer  to  get  the  utmost 
production  from  his  land. 

Secretary  Howes. — It  seems  to  me  that 
the  centra'l  thought  in  this  whole  discus¬ 
sion  is  this  :  That  the  volume  of  trade  in 
a  community  is  the  basis  of  property 
values  in  that  community.  If  you  can  aid 
your  community  by  establishing  an  indus¬ 
try  employing  1,000  men,  you  will  prob¬ 
ably  aid  your  community  an  annual  wage 
of  $l,000i000  a  year.  Our  work  has  re¬ 
sulted  first  in  the  fact  that  in  the  last 
five  years  the  value  of  real  estate  on  the 
principal  streets  has  developed.  I  think 
if  all  the  houses  that  have  been  lnult  in 
Erie  were  put  on  forty-foot  lots  and  put 
in  a  line  in  the  last  five  years,  it  would 
make  a  street  sixteen  miles  long.  Aou 
can  go  to  Erie  and  go  up  and  down  our 
streets  and  you  will  hardly  see  anywhere 
a  house  for  rent,  because  men  are  com¬ 
ing  in  to  work  at  these  new  industries 
and  filling  these  homes,  and  at  the  pres¬ 
ent  rate  of  growth,  in  seven  years  there 
will  not  be  a  vacant  lot  in  the  city  of 
Erie,  unless  they  enlarge  the  city  limits, 

With  reference  to  the  agricultural  que* 
tion.  the  reason  why  you  want  to  help 
the  farmer  to  the  employment  of  improved 
methods,  aiming  for  large  and  well-de¬ 
veloped  crops,  is  because  he  is  a  producer, 
just  as  the  manufacturer  is,  and  the  better 
crops  he  raises  and  the  more  money  lie 
has,  the  more  money  he  can  spend  in  your 
community,  and  that  is  where  your  in¬ 
terest  lies.  Another  thought:  lou  want 
to  develop  good  roads  in  your  locality. 
Why.  In  order  that  the  people  outside 
your  immediate  community  will  come  more 
often  to  your  community  to  trade.  If  you 
have  good  roads  they  will  come  oftener, 
they  will  spend  more  money,  and  you 
ought,  each  of  you,  to  make  your  com¬ 
munity,  whether  it  is  agricultural,  whether 
manufacturing  or  whatever  it  may  be,  (he 
centre  of  all  the  trading  of  that  com¬ 
munity.  Some  of  our  towns  have  success¬ 
fully  had  a  certain  time  in  the  month 
when  they  all  got  together  and  offered 
special  bargains  on  that  day,  with  the 
purpose  of  co-operatively  attracting  trade 
That  is  a  good  thing,  but  bear  iu  mind 


if  you  educate  your  farmer  to  spray  his 
trees,  so  that  he  can  get  a  better  crop 
and  make  more  money,  you  are  benefiting 
by  it,  because  if  you  educute  him  to  trade 
at  home  you  are  going  to  be  a  part  in 
the  circulation  of  that  trade,  and  trading 
at  home  ought  to  be  the  bulls  eye  that 
vou  are  always  shooting  at;  and  then  bad; 
of  that,  increase  the  volume  of  t lie  t  radii 
in  that  community  in  these  ways.  First, 
by  increasing  the  wage  distribution:  sec¬ 
ond,  if  't  is  a  farming  community,  by 
helping  the  farmer  to  get  more  out  oil 
his  acres;  third,  by  making  it  convenient 
for  him  to  get  into  your  town  by  good 
roads,  and,  fourth,  by  educating  him  to 
t lie  fact  that  you  are  not  afraid  of  com¬ 
petition  anywhere,  that  your  prices  and 
vour  goods  are  right.  (Applause.) 

Mr.  Myrtle  spoke  about  the  way  Allen 
town  was  growing  and  told  of  the  ad¬ 
vantages  of  that  city  for  a  man  to  do 
business  In.  „  , 

President  Crow. — The  roll  call  for  trou¬ 
bles  was  not  taken  up  and  we  will  take 
that  up  at  this  time. 

Mr  Kaiser. — I  move  that  the  roll  call 
be  omitted,  and  any  gentleman  who  desires 
to  suggest  some  troubles  have  that  op¬ 
portunity  and  that  we  devote  five  minutes 
to  that  order  of  business. 

Seconded  and  carried. 

Mr  Pohle  spoke  about  the  Sunday  clos 
ing  in  Erie  and  moved  that  the  associa¬ 
tion  go  on  record  as  favoring  Sunday  clos 
ing  throughout  the  State 
Seconded  by  Mr.  Leslie. 

After  discussion  by  Messrs.  Goldstein. 
Hess,  Kaiser,  Lydell,  Allen,  Garland.  Koss 
ler  and  Holme,  a  motion  was  made  by 
Mr  Malloy  to  lav  the  matter  on  the  table, 
duly  seconded,  and  on  being  put,  was  lost. 

Mr.  Pohle's  motion  was  then  put  and 
carried. 

President  Crow. — Next  is  the  report  of 
the  Publication  Committee  of  the  “Penn¬ 
sylvania  Merchant.”  .  . 

Mr  Lydell. — I  move  that  the  report  be 
dispensed  with  and  printed  in  the  official 
record. 

Seconded.  ,  , 

Mr  Howes. — We  have  a  recommendalion 
from  the  Executive  Committee.  They  rec 
ommend  that  the  “Pennsylvania  Merchant 
be  discontinued.  _  „ 

Mr.  .Tames,  Scranton. — Why? 

Secretary  Howes.— -The  reason  for  the 
recommendation  is  that  the  publication  lias 
not  been  self-sustaining.  It  lias  been 
operated  with  a  deficit  during  the  past 
year  and  there  are  several  reasons  why. 
The  Publication  Committee  consists  of  the 
president,  secretary  and  the  treasurer,  the 
secretary  is  the  managing  editor  ot  the 
publication.  The  secretary  offers  the  toi- 
iowing  reasons: — 

1.  The  publication  has  not  been  sell 

sustaining. 

2  \Ye  may  lose  second-class  mail  pm 

ilege.  as  the  Postal  Department  is  now 
considering  whether  or  not  the  associa¬ 
tion  can  subscribe  for  its  whole  mem 
bership,  that  is,  the  club  rate  subscrip¬ 
tion,  which  constitutes  the  major  portion 
of  our  subscription  list,  and  is  under  re¬ 
view.  They  must  have  positive  proof  that 
each  member  of  the  local  association  de¬ 
sires  that  publication.  . . 

3  The  location  of  the  publication  n 
Philadelphia  or  Pittsburgh  would  probably 
secure  it  more  advertising  support  than 
its  location  at  Erie.  There  are  not  many 
people  located  in  Erie  who  are  selling  good; 
to  merchants  to  get  their  advertising  sup 
port.  By  mail  has  not  been  found  sue- 
ccssful. 

4  We  have  a  great  many  delinquent 
subscribers ;  have  533  subscribers  delin¬ 
quent  over  four  months,  owing  l 
being  thirteen  clubs  and  forty-two  singles. 

5.  Readers  do  not  render  any  aid  to¬ 
ward  providing  interesting  educational 
association  building  stuff  for  publication, 
and  the  secretary  has  been  milked  dry  oi 
material.  . 

C.  Secretaries  occasionally  send  in  pu 
uic  reports,  committee  names  and  such 
stuff,  but  very  little  suggestive  association 
building  stuff. 

7.  The  editor  has  serious  doubts,  most 
of  the  time,  whether  the  paper  is  read  or 
appreciated  enough  to  merit  its  existencc 
and  the  large  amount  of  thought  and  en¬ 
ergy  required  in  getting  it  out.  winch 
might  be  used  more  productively  in  other 

" Ylr.  .Tames. — I  move  that  we  adopt  tin- 
suggestion  of  the  committee 
Seconded. 

Mr.  Lydell.— I  would  like  to  ask  the  sec 
retary  if  it  is  discontinued  now,  how  much 
will  have  to  be  refunded  to  those  who 
have  already  subscribed? 

Secretary  Howes. — We  have  subscrip¬ 
tions  paid  in  advance  as  of  July  -,1st 
to  the  amount  of  $51.00.  Our  advert  is 
ing  subscription  income,  estimated  for  Au¬ 
gust  to  December,  inclusive,  would  be 
$378.70 ;  our  estimated  expense,  based  on 
cost  of  Inst  issue,  is  $286.05;  that  would 
give  an  estimated  surplus  of  $92. do,  against 
which  we  would  have  to  charge  for  any 
unpaid  subscriptions. 

Mr  Lydell. — I  move  as  a  substitute  to 
the  original  motion  that  this  paper  be 
continued  until  the  first  of  the  year  and 
then  it  be  left  in  the  hands  of  the  Lx 
ecutive  Board  to  use  their  judgment 
Seconded  anil  carried. 

Secretary  Howes. — The  Committee  on 
Credentials  report  4!)  associations  repre¬ 
sented  by  90  delegates,  7  officers  and  40 

isitors  :  *  total.  143. 
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SUPPLEMENTAL  REPORT  OF  RESOLUTIONS 
COMMITTEE. 


Report  accepted  and  committee  di 

charged. 


1.  By  M.  O.  Grossman,  N.  S.  Pittsburgh: 
Resolved,  That  hereafter  for  nomination 

of  officers  that  not  less  than  three  nom¬ 
inees  be  offered  for  an  office  where  there 
are  to  lie  one  officer  elected,  namely,  presi¬ 
dent,  secretary  and  treasurer,  and  for  other 
officers,  that  where  there  are  to  -be  more 
than  one  elected  that  we  have  not  less 
than  two  nominees  for  each  office  to  be 
elected  and  that  said  resolution  be  made 
a  part  of  our  Constitution  and  By-Laws. 
Recommended. 

On  motion  of  Mr.  Edgar,  seconded  by 
Mr.  Ilowes,  the  resolution  was  referred 
to  the  Executive  Committee. 

2.  Resolved,  That  the  thanks  of  the 
convention  are  due,  and  are  hereby  ten¬ 
dered  R.  T.  Holme,  of  Frankford,  for 
composing  songs  for  convention  ;  and  be  it 
further 

Resolved,  That  music  has  been  a  pleas¬ 
ing  feature  of  this  convention,  and  we 
would  recommend  the  continuance  of  this 
practice. 

Recommended. 

On  motion  of  Mr.  Howes,  adopted. 

3.  Resolved,  That  it  is  the  opinion  of 
this  convention  that  it  is  unprofitable  for 
grocers  to  buy  future  goods. 

Recommended.  • 

On  motion  of  Mr.  Ilowes,  referred  to  the 
rocers. 

4.  By  Mr.  II.  S.  Bovard  : — 

Resolved,  That  hereafter  the  elections 

of  the  convention  be  held  in  the  lobby 
or  place  arranged  for  by  the  election 
board  ;  at  the  hour  for  election  the  board 
retire  to  said  place  with  the  convention 
roll,  giving  the  members  an  opportunity 
to  retire  at  their  convenience  and  cast 
their  ballot  and  return  to  the  assembly,  and 
thus  not  interfere  with  the  regular  order 
of  the  convention. 

Recommended. 

On  motion  of  Mr.  Lydell,  seconded  by 
Mr.  Howes,  the  resolution  was  adopted. 

5.  By  Scranton  Business  Men's  Asso¬ 
ciation  : — 

Resolved,  That  the  matter  of  respon¬ 
sibility  of  the  policyholders  in  the  Retail 
Mutual  Fire  Insurance  Company  of  Penn¬ 
sylvania  be  referred  to  the  Attorney-Gen¬ 
eral  of  Pennsylvania  at  an  early  date  for 
the  satisfaction  of  our  members. 

Seconded  by  Mr.  Howes. 

Mr.  Ilowes. — While  I  am  in  favor  of  the 
resolution  and  amendments.  I  want  to  say 
that  the  duty  of  the  Attorney-General  is 
to  furnish  legal  opinions  to  the  depart 
ments  and  not  to  the  public,  and  I  don  t 
think  if  vou  refer  the  matter  to  him  he 
will  give'  von  any  attention.  This  ques¬ 
tion  lias  been  before  the  convention  be¬ 
fore  We  have  had  legal  advice  upon  the 
question,  which  has  been  communicated 
previously  to  our  people,  fixing  the  lia¬ 
bility  and  it  is  one  of  those  questions  on 
which  vou  can  get  conflicting  opinions. 
You  will  get  no  information  from  the 
Attorney-General,  except  in  response  to 
an  inquiry,  probably  from  the  Insurance 
Department,  and  you  will  find  that  the 
Insurance  Department  will  not  take  up 
your  question.  They  will  say,  “Hire  a 
lawyer  and  find  out.” 

Mr.  Stewart. — Mr.  Elton  J.  Buckley,  of 
Philadelphia,  is  here,  and  I  have  asked 
him  to  give  us  a  very  brief  opinion  on 
that  question.  . 

10  ,r  Buckley.  Philadelphia. — I  think  I 
can  say  to  you  that  the  Attorney-General 
will  not  give  vou  an  opinion  upon  tilts 
or  anv  other  subject.  The  Attorney  Gen 
era  I  has  a  stereotyped  letter,  which  s  prac 
tlcallv  printed  or  mimeographed,  which  he 
sends'  out  to  any  layman  or  any  outsider 
requesting  an  opinion  from  him.  the  sub¬ 
stance  of  which  is  that  the  Attorney-Gen 
oral's  office  was  created  for  the  purpose 
of  furnishing  legal  opinions  only  to  tin* 
members  of  the  State  Departments,  and 
time  will  not  deviate  from  that  at  alt. 
Now.  tiiere  is  one  way  In  which  your 
members  might  be  able  to  secure  an  opin¬ 
ion  on  Hint  subject  from  the  Attorney-Gen¬ 
eral's  office.  If  you  desire  to  do  so.  and 
that  is  to  stir  up  the  Insurance  Depart¬ 
ment  of  this  State  to  Inquire,  for  any 
reason  of  its  own  4 the  reason  which  you 
have  given  would  not  l>e  sufficient.  In  my 
Judgment  1  Into  the  liability  of  policy¬ 
holders  the  members  of  tills  association 
and  to  ask  the  Attorney-General  for  an 
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opinion  on  that  point.  He  might  then 
lender  to  the  Insurance  Department  such 
an  opinion  as  you  want,  and  if  the  Insur¬ 
ance  Department  could  be  prevailed  upon 
to  give  you  that  opinion,  you  would  have 
from  the  highest  legal  authority  in  the 
Stale  of  Pennsylvania  exactly  the  Infor¬ 
mation  which  you  desire,  but  you  would 
have  stirred  up  the  Insurance  Department 
practically  into  a  phase  of  activity  against 
yourselves,  and  that  surely  would  be  a 
great  mistake. 

As  to  the  liability  of  the  policyholder 
in  an  organization  of  this  sort,  perhaps 
1  can  help  you  by  giving  an  unofficial 
opinion.  I  might  say  that  I  organized  and 
incorporated  for  the  State  Association  this 
insurance  company,  and  perhaps  more  than 
any  other  one  man  (here,  at  least),  I 
may  be  considered  more  familiar  with  the 
liability  of  the  policyholders.  The  state¬ 
ment  Mr.  Howes  has  made  of  the  law  is 
absolutely  correct,  that  is,  that  the  lia¬ 
bility  of  the  policyholder  ends  when  the 
policy  expires,  providing  the  losses  and 
expenses  incurred  during  the  life  of  the 
policy  have  been  paid.  That  is  no  longer 
open  to  question.  It  is  established.  It 
is  fundamental  that  the  liability  of  the 
giver  of  a  premium  note  under  insurance 
of  this  sort  dies  when  the  policy  dies, 
and  if  the  policyholder  is  not  entitled  to 
go  to  his  insurance  company  and  say, 
“Pay  me  the  insurance  upon  a  given  loss,’’ 
so,  for  the  same  reason  and  by  the  same 
token,  that  insurance  company  is  not  en¬ 
titled  to  go  to  him  and  say,  “Pay  us 
something  on  your  note.”  That  is  sub¬ 
ject,  perhaps,  to  one  reservation.  If  when 
the  life  of  a  given  policy  in  your  insur¬ 
ance  company  ends,  there  are  still  some 
losses  to  be  settled,  losses  which  have  oc¬ 
curred  during  the  life  of  that  policy  and 
therefore  during  the  life  of  that  note  the 
policyholder,  even  though  his  official  con¬ 
nection  has  been  severed  from  the  asso¬ 
ciation,  is  still  liable  for  his  pro  rata 
share  of  the  losses  which  occurred  prior 
lo  his  severance  of  his  connection  with 
the  insurance  company. 

Mr.  Spotts. — Just  on  that  line.  If  the 
claim  is  not  settled.  Say,  on  December 
1st  he  has  a  fire ;  his  policy  expires  Jan¬ 
uary  1st;  his  claim  has  not  been  settled 
by  February  1st.  During  the  month  of 
January  he  is  liable  pro  rata  for  his  note? 
Mr.  Buckley. — Yes. 

Mr.  Spotts.— Until  the  claim  is  settled? 
Mr.  Buckley. — Yes  ;  the  reason  being  that 
the  losses  occurred  while  he  was  still  a 
member. 

Mr.  ,Spotts. — If  thsyt  claim  is  never  set¬ 
tled,  is  he  still  liable  at  all  times  for  his 
pro  rata  share? 

Mr.  Buckley. — If  the  claim  is  never  set¬ 
tled  there  is  presumably  no  valid  claim 
at  all. 

The  Committee  on  Resolutions  continued 
Resolution  No.  5  and  amendment  with¬ 
drawn. 

ft  Albert  Kaiser,  Philadelphia  :  — 

Whereas,  We,  officers,  directors  and  mem¬ 
bers  of  the  Retail  Merchants’  Association 
of  Pennsylvania,  having  learned  through 
the  medium  of  our  press  that  the  Com¬ 
mittee  on  Personnel  of  the  United  States 
Department  of  Agriculture  recommends 
that  Dr.  Harvey  W.  Wiley,  chief  of  the 
Bureau  of  Chemistry  of  that  Department, 
"be  permitted  to  resign”  ;  and 

Whereas,  The  retail  merchants  generally 
have  been  highly  pleased  with  the  pro¬ 
gressive  and  aggressive  spirit  displayed  by 
Dr.  Wiley  in  the  administration  of  the 
Pure  Food  and  Drug  Law  ;  and 

Whereas,  Dr.  Harvey  Wiley  enjoys,  we 
believe,  the  full  confidence  of  the  mer¬ 
chants  and  the  public  as  to  his  ability 
and  integrity  and  have  applauded  his  ear¬ 
nest  efforts  in  this  regard;  therefore  be  it 
Resolved,  That  we  heartily  indorse  the 
work  so  far  accomplished  by  Dr.  Wiley  in 
bis  efforts  to  secure  a  proper  observance 
of  the  Pure  Food  and  Drug  Act,  and  that 
we  deplore  any  action  that  would  lead 
him  to  resign  or  hamper  him  in  his  ef¬ 
forts  to  make  the  law  effective. 
Recommended. 

Adopted. 

7.  By  Resolutions  Committee  : — 

Resolved,  That  the  Retail  Merchants’ 

Association  is  very  much  indebted  to  the 
Lebanon  press,  viz.,  the  “Daily  News,” 
“Evening  Report”  and  “Morning  Times” 
for  their  full  and  comprehensive  report  of 
the  convention  proceedings,  and  we  heartily 
tender  to  them  the  assurance  of  our  ap¬ 
preciation. 

Recommended. 

Adopted. 

8.  By  Resolutions  Committee: — 
ikesolved,  That  the  thanks  of  our  con¬ 
vention  are  due  and  hereby  extended  to 
his  Honor  the  Mayor,  George  B.  Marquart, 
Judge  C.  V.  Henry  and  the  Rev.  Dr.  I.  V. 
Fisiier  for  their  courtesy  and  assistance 
in  making  our  convention  in  Lebanon  a 
success. 

Adopted. 

0.  By  Resolutions  Committee  : — 

Whereas,  The  Lebanon  Business  Men's 
Association  has  spared  no  trouble,  time 
nor  expense  in  showing  us  courtesy,  pleas¬ 
ure  and  comfort ;  be  it 

Resolved,  That  for  our  treatment  in 
Lebanon  we  are  deeply  grateful,  and  we 
assure  them  of  our  appreciation.  We 
thank  them  and  leave  Lebanon  wishing 
both  the  association  and  its  members  long 
life  and  prosperity. 

Adopted. 

Mr.  Lydell  moved  that  the  secretaries 
hold  their  meeting  in  the  evening  of  one  ' 
of  the  days  of  the  convention,  so  as  not 


to  interfere  with  the  regular  sessions  of 
the  association  meeting. 

Seconded  and  carried. 

QUESTION  BOX. 

Secretary  Howes. — I  move  that  the  ques¬ 
tions  be  read  first  and  then  the  conven¬ 
tion  take  up  such  as  they  may  wish  to 
answer. 

Seconded  and  carried. 

Mr.  Kaiser  moved  that  two  minutes  be 
devoted  to  the  discussion  of  each  ques¬ 
tion. 

Seconded  and  carried. 

Question  1 :  “Why  are  so  many  associa¬ 
tions  not  represented  at  this  convention?” 

(No  answer.) 

Question  2 :  “Have  the  delegates  any 
suggestions  for  improving  next  year's  meet¬ 
ing?” 

Mr.  Kaiser. — I  want  to  say  from  my 
experience  in  trying  to  conduct  the  con¬ 
ventions — and  I  have  conducted  a  few — 
that  the  greatest  difficulty  is  due  to  the 
fact  that  it  takes  the  last  day  for  the 
delegates  to  wake  up  and  know  what  they 
want.  If  you  would  adopt  the  sugges¬ 
tions  sent  out  from  time  to  time  and 

come  prepared  on  the  floor  the  first  day, 

you  would  not  have  the  annoying  set 

speeches,  but  you  would  have  a  more  in¬ 
teresting  and  profitable  convention. 

Question  3 :  “How  can  programme  ad¬ 
vertising  and  promiscuous  begging  be  fore¬ 
stalled?” 

Answer. — Eliminate  everything  but  news¬ 
paper  advertising. 

Question  4  :  “How  best  can  we  deal 

with  the  parties  leaving  town  to  beat  their 
creditors. 

(No  answer.) 

Question  5:. "Is  there  sufficient  grounds 
for  the  charges  made  in  some  quarters 
that  delegates  are  not  given  ample  oppor¬ 
tunity  to  plan  nominations  for  office?” 

Answer. — There  may  have  been,  but  it 
was  unintentional. 

Question  6 :  "How  can  we  best  combat 
the  press  agitation  of  the  high  cost  of 
living.” 

(Previously  answered.) 

Question  7 :  "Would  it  be  a  good  idea 
for  each  delegate  to  bring  to  the  next  con¬ 
vention  a  sample  of  all  printed  matter, 
letters  and  stationery,  to  be  used  as  an 
exhibit  for  educational  work?” 

Answer.-— Yes. 

Question  8 :  “What  should  be  the  atti¬ 
tude  of  associations  affiliated  with  this 
body  to  other  legislative  movements, 
such  as  Merchants’  League  of  New  York 
State,  allied  civic  bodies,  for  government 
by  commission?” 

Answer. — Concentrate  our  efforts  on  our 
own  organization. 

Question  9 :  “Would  it  not  be  a  good 
thing  to  recommend  that  delegates  wear 
badges  designating  the  town  they  repre¬ 
sent?” 

(Already  passed  on.) 

Question  10 :  “Why  do  so  many  associa¬ 
tions  that  start  co-operative  buying  fail 
in  their  undertaking?” 

Answer. — Mr.  Kaiser. — In  the  first  place, 
they  don't  co-operate  In  the  second  place, 
too  many  start  co-operative  buying  for  the 
purpose  of  building  up  an  organization, 
instead  of  having  the  organization  to  build 
up  co-operative  buying. 

Question  11  :  “Since  the  merchants  of 
Pennsylvania  have  been  thrown  down  so 
hard  by  our  last  three  Legislatures,  why 
not  resolve  at  this  convention  as  to  what 
we  want  in  our  legislative  work  instead 
of  waiting  until  after  election  and  pray¬ 
ing  to  our  political  friends  to  grant  us 
what  is  honorable  and  just?” 

(No  answer.) 

Question  12  :  “Did  the  Retailers’  Mutual 
find  many  premium  notes  uncollectible  when 
the  general  assessment  was  made  a  few 
years  ago?” 

Answer. — Ninety-five  per  cent,  paid  vol¬ 
untarily  ;  assessment  was  3  per  cent. 

Question  13  :  “By  what  condition  should 
an  agent  be  guided  when  accepting  fire 
insurance  notes?” 

(No  answer.) 

Question  14 :  “What  is  your  method  of 
dealing  with  the  mail  order  houses  as  com¬ 
petitors?” 

(No  answer.) 

President  Crow. — We  have  with  us  Mr. 
Sol.  Mayer,  of  West  Virginia.  He  was 
called  to  the  platform  early  in  the  ses¬ 
sions,  but  desired  to  be  heard  later,  and 
I  would  like  your  indulgence  just  a  few 
moments  to  hear  from  him. 

Mr.  Mayer. — You  are  all  Pennsylvania 
people.  I  was  a  Pennsylvania  man,  but 
a  West  Virginian  by  adoption,  not  be¬ 
cause  I  love  West  Virginia  more  and  Penn¬ 
sylvania  less,  but  force  of  circumstances 
had  taken  me  there,  and  I  want  to  say 
that  with  my  entrance — and  when  I  say 
“I,”  if  you  will  pardon  that  word,  it 
means  you — in  West  Virginia  they  first 
learned  what  organization  meant  and  they 
learned  it  due  to  the  fact  that  I  was  lone¬ 
some  in  Wheeling  without  the  organization 
under  which  I  had  lived  for  ten  years  in 
Titusville.  The  spirit  of  the  organization 
— that  is.  the  thing  that  makes  us  do 
good  things.  It  is  just  that  spirit  that 
causes  you  to  come  here  and  do  good,  not 
only  for  yourselves,  but  for  others.  It 
was  that  spirit  that  led  me  to  get  into 
the  work.  I  am  pleased  to  announce  that 
as  the  result  of  the  first  meeting  that 
was  called  in  Wheeling  we  formed  a  tem¬ 
porary  association  of  ninety  members.  The 
association  now  is  just  about  three  years 
old  and  has  over  400  members.  We  pay 
our  secretary  $2,400  a  year.  In  the  mat¬ 
ter  of  credits  we  are  running  the  plan 
of  one,  two  and  three  letters.  You  can 


imagine  the  condition  of  a  town  the  size 
of  Wheeling  that  never  knew  what  an  or¬ 
ganization  was ;  you  can  imagine  the 
amount  of  old  accounts  that  were  charged 
off  their  books  and  how  they  dug  up 
the  old  accounts  when  they  got  a  chance 
to  use  one,  two,  three  letters.  One  of 
your  members  said  to  me,  “Aren't  you  tak¬ 
ing  great  chances  using  your  red  book? 
It  is  a  black  list.”  We  haven’t  taken  any 
chances.  We  put  a  man  in  that  book 
who  is  rated  in  It.  G.  Dun  &  Co.’s  AAAI, 
and  simply  liccause  he  wouldn’t  pay  a  bill 
to  one  of  our  merchants  his  name  was 
taken  out  and  he  settled  to  get  it  back. 

In  the  matter  of  soliciting  for  tickets 
and  advertising  we  have  an  iron-clad  rule 
which  we  enforce,  and  I  believe  it  has 
been  enforced  five  times.  The  rule  is 
that  ony  one  who  violates  Article  No.  10 
of  our  Constitution  and  By-Laws,  which 
provides  that  you  must  not  advertise  in 
any  medium  not  sanctioned  by  our  asso¬ 
ciation,  is  subject  to  a  fine  of  $25,  and 
we  have  collected  the  fine  five  times.  We 
have  what  we  call  our  Halloween  parties. 
We  keep  our  people  at  home  and  bring  in 
30,000  to  35,000  people,  who  spend  the 
day  and  do  their  shopping  in  our  town. 
Here  is  a  little  key  that  the  Business 
Men's  Association  of  Wheeling  had  made. 
They  costs  us  2 'A  cents  each.  We  sold 
45,000  of  these  keys  in  Wheeling  to  suppiy 
the  funds  for  the  Halloween  celebration. 
It  doesn't  have  to  lie  Halloween  with  you. 
it  can  be  any  event  you  want.  We  are 


getting  a  padlock  made  which  will  cost 
us.  $20  a  1,000,  and  they  will  sell  for  ll 
cents  apiece. 

You  want  to  get  into  politics  to  bettei 
your  condition.  Politics  don’t  mean  dim 
politics.  You  want  clean  politics.  Thai 
is  the  kind  we  are  in,  and  everv  mercham 
could  better  bis  condition  by  taking  at 
active  interest  in  the  selection  of  the  mer 
to  represent  him. 

You  are  heartily  invited  to  come  -  u 
Wheeling,  where  we  will  be  glad  to  extern 
you  a  cordial  welcome.  (Applause.) 

Mr.  Kehutte. — I  move  tlxat  we  extend  t 
vote  of  thanks  to  Mr.  Maver.  Mr.  Bu<  klev 
and  the  others  who  have  talked  to  us. 

Seconded  and  carried. 

Mr.  llarian. — I  understand  there  is  s 
gentleman  in  the  audience  who  was  for 
merly  an  honored  officer  of  this  associa 
tion,  and  I  would  like  to  recognize  hi. 
presence  for  the  sake  of  “Auld  Lang  Syne.' 
I  refer  to  Mr.  Wm.  Smedley. 

President  Crow. — I  am  'informed  tlis 
Mr.  Smedley  has  left  the  hall,  so  we  wil 
have  to  forego  the  pleasure  of  hearitr 
from  him. 

The  business  of  the  convention  has  licet 
concluded.  I  want  to  think  vou  for  vou 
courteous  attention  and  appreciate  wba 
you  have  done  to  assist  me  in  this  con 
ventlon.  and  I  wish  vou  Godspeed. 

Thereupon,  at  12.20  P.  M..  the  Kifteentl 
Annual  Convention  of  the  Retail  Merchanti 
Association  of  Pennsylvania  adjourned  sin 
die. 


Selling  Talks  With  Clerks 

BY  A  MAN  WHO  HAS  BEEN  ONE 


Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’n 
Department  Food  Stores,  Trenton,  N.  J. 


Shake  the  Trouble. — You  know 
it’s  there  and  hindering  you. 
Now’s  the  time  to  shake  it.  One 
thing  you  ought  to  be  glad  of — 
that  you  have  sense  enough  to 
size  it  up. 

But  the  greater  thing  is  to 
pound  on  it  and  stamp  it  forever 
out  of  your  life. 

And  the  time  to  do  it  is  this 
minute. 

A  .young  fellow  says,  “I’m 
going  to  have  a  drink  now  but  I’ll 
stop  to-morrow.”  He  doesn’t- 
It’s  harder  to  do  it  then.  There’s 
no  to-morrow,  but  there’s  a 
blessed  “now” — and  it’s  yours. 

*  *  * 

A  FEW  SELLING  SUGGESTIONS. 

Ammonia. — Madam,  you  ordered 
a  bottle  of  ammonia.  We  have 
two  qualities,  one  io  cents  and 
the  other  15  cents — both  the  same 
size  bottle.  This  is  what  is  called 
18  test  and  is  twice  the  strength 
of  the  other.  You  can  prove  it 
yourself  if  you  so  desire.  I  men¬ 
tion  this  because  you  can  see  that 
the  15  cent  bottle  is  far  the 
cheaper  to  use. 

Baking  Powder.— You  ask  me  the 
difference  in  these  two  brands  of 
baking  powder.  There  isn’t  any 
except  in  price. 

By  actual  analysis  the  formula 
of  both  are  alike  and  the  basis  is 
cream  of  tartar.  That  one  we  can’t 


sell  for  less  than  45  cents.  Thi 
one  is  35  cents. 

It's  merely  a  matter  of  10  cents 

Butter.— J  admit  you  Can  bu; 
good  blitter  for  3  cents  less  thai 
our  price,  but  will  you  kindb 
notice  the  rich,  creamy  taste  0 
this  and  how  delightfuly  fresh  i 
smells  and  observe  what  is  callc 
the  "texture  but  what  we  wonh 
call  “perfectly  made  butter. 
Uniform  in  color  and  quality  yea 
in  and  year  out.  Isn’t  \rour  but 
ter  a  bit  streaky  at  times  and  don' 
you  occasionally  find  it  a  littl 
bit  off.  . 

Rolled  Oats. — This  3  cents  differ 
ence  in  rolled  oats  is  on  accoun 
of  the  difference  in  process.  Th 
best  is  kiln  cooked  or  dried  am 
the  other  is  steam  cooked. 

1  he  kiln  cooked  (this  one  I'li 
showing  you)  has  a  nutty  Hanoi 
l  he  meal  itself  is  drier  and  mor 
solid.  The  other  has  a  softer  fee 
and  tastes  flat.  * 

Importance  Of  Knowing. — Ca 

any  of  you  young  men  doubt  th 
importance  of  “ knowing ?” 

To-day  the  people  who  pay  yo 
the  difference  in  price  are  no 
satisfied  with  the  answer  “becaus 
it's  better."  You  yourself  mustn 
he  satisfied  with  such  an  answe 

“Shake  the  trouble”  and  the 
be  master  of  yourself  and  of  you 
business. 


* 
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Information  About  the  Number 
of  Grocery  Stores. 


•  New  York,  Aug.  17,  W11- 
To  the  Editor. 

Dear  Sir: — We  desire  to  obtain 
authoritative  information  as  to  the 
number  of  grocers  in  this  country, 
preferably  by  States,  and  also  by 
ratings  below  and  above  $1,000. 

Also ,  we  should  like  to  know 
concerning  the  figures  of  “groceries 
handlers,”  meaning  not  only  dealers 
in  grocercies,  but  also  such  as  de¬ 
partment  and  general  stores. 

Will  you  kindly  supply  us  with 
such  information,  or  whatever  in¬ 
formation  you  have,  or  else  possi¬ 
bly  indicate  where  we  might  secure 
it?  Sincerely  yours, 

The  Business  Bourse, 

J.  George  Frederick. 

This  information  can  be  obtained 
from  Boyd’s  City  Despatch,  19 
Beekman  street,  New  York,  or  the 
Howe  Addressing  Co.,  208  South 
Fourth  street,  Philadelphia,  Pa. 

*  *  * 

Don’t  Believe  in  Dr.  Wiley. 

New  York,  Aug.  15.  1911. 

To  the  Editor. 

Dear  Sir: — There  seems  to  be  an 
impression  throughout  the  country 
that  the  resignation  of  Dr.  Wiley 
from  the  Bureau  of  Chemistry 
would  annul  the  pure  food  law.  If 
such  a  supposition  is  correct,  would 
not  the  same  conditions  prevail  if 
Dr.  Wiley  should  happen  to  pass 
away?  No  one  denies  the  fact  that 
Dr.  Wiley  has  been  very  active 
since  the  enactment  of  the  Pure 
Food  and  Drugs  Act.  He  has,  in 
most  cases,  however,  acted  under 
instructions  received  from  his  su¬ 
perior,  the  Honorable  Secretary  of 
Agriculture,  and  if  the  public  were 
as  intimately  acquainted  with  Dr. 
Wiley’s  qualifications  as  is  the  Sec¬ 
retary  of  Agriculture,  it  would 
clamor  for  Dr.  Wiley’s  resignation. 
It  is  not  generally  known  to  the 
public  that  when  Dr.  Wliey  was 
subpoenaed  as  an  expert  witness  in 
the  United  States  vs.  Harper  case, 
he  was  unable  to  qualify  as  a  physi¬ 
cian,  a  pharmacologist  or  a  patho¬ 
logist,  and  the  officials  in  Washing¬ 
ton  were  much  chagrined  when 
they  learned  this  fact.  It  is  a  well- 
known  fact  that  Dr.  Wiley’s  views 
on  whiskey,  glucose,  benzoic  acid, 
etc.,  have  been  reversed  by  his  su¬ 
periors.  These  reversals  would 
not  have  been  made  if  Dr.  Wiley’s 


conclusions  were  considered  scien¬ 
tific,  neither  would  the  Referee 
Board  have  been  appointed  if  Dr. 
Wiley’s  investigations  had  been 
conducted  in  a  scientific  manner. 
The  members  of  the  so-called 
Referee  Board  are  recognized  as 
the  foremost  i  dentists  in  the 
United  States,  or  one  might  say  in 
the  world,  and  it  is  folly  to  criticise 
any  conclusions  arrived  at  by  this 
board.  Neither  is  it  generally  known 
that  the  Bureau  of  Chemistry  is 
not  mentioned  in  the  Pure  Food 
and  Drugs  Act  except  in  one  in¬ 
stance,  where  it  says,  “The  Bureau 
of  Chemistry  shall  make  an  exami¬ 
nation  of  the  samples  and  shall  re¬ 
port  its  findings  to  the  Secretary  of 
Agriculture,”  therefore,  the  en¬ 
forcement  of  the  Pure  Food  and 
Drugs  Act  should  be  credited  to 
Secretary  Wilson. 

The  enforcement  of  the  Pure 
Food  and  Drugs  Act  has  certainly 
accomplished  a  vast  amount  of 
good  in  compelling  manufacturers 
to  correctly  label  drug  and  food 
products.  It  is  estimated  that  90 
per  cent,  of  the  judgments  pro¬ 
cured  against  various  merchants 
were  on  account  of  mislabelling. 
In  very  few  of  the  cases  is  there 
any  evidence  of  food  being  adulter¬ 
ated  with  poisonous  or  injurious 
substances.  Many  of  the  States 
have  practically  copied  the  Pure 
Food  and  Drugs  Act  and  State 
Food  Commissioners  have  been  and 
are  quite  active  and  vigilant  in  their 
endeavors  to  protect  the  consumer 
from  adulterated  food  and  drugs, 
all  of  which  is  without  question  ex¬ 
cellent  work. 

The  Bureau  of  Chemistry’  should 
not,  however,  be  credited  with  all 
the  good  work.  There  is  a  Bureau 
in  the  Department  of  Agriculture 
that  has  accomplished  a  vast 
amount  of  good,  and  about  which 
little  is  heard.  It  is  the  Bureau  of 
Animal  Industry,  the  chief  of 
which  is  Dr.  A.  D.  Melvin.  Dr. 
Melvin  has  been  very  active  anc 
has  accomplished  a  great  deal  of 
good.  In  his  annual  report  for 
1910  it  is  shown  that  nearly  1,000,- 
000  animals  were  condemned  in 
whole  or  in  part  and  in  addition 
there  were  condemned  on  re-in¬ 
spection  over  19,000,000  pounds  of 
meat  and  meat  products,  which  liac 
become  unwholesome  since  the  in¬ 
spection  at  time  of  slaughter. 

There  is  really  no  danger  to 
health  and  life  from  partaking  o: 
adulterated  condiments,  etc.,  anc 


the  bulk  of  food  which  mankind 
consumes,  such  as  bread,  meat,  po¬ 
tatoes,  fresh  vegetables,  fresh 
fruits,  nuts,  etc.,  never  has  been 
adulterated.  Fresh  meat,  how¬ 
ever,  is  a  product  that  must  be  con¬ 
sumed  before  deterioration  begins, 
as  it  is  a  well-known  fact  that  as 
soon  as  an  animal  is  deprived  of  it s 
life  porl-mortem  changes  take  place 
place  and  unless  meat  is  protected 
in  some  manner  from  the  action  of 
bacteria,  it  soon  becomes  infected 
with  poisonous  germs. 

The  law  compels  the  truthful 
labelling  of  all  foods  and  drugs 
when  sold  in  packages,  containers, 
etc.,  and  the  meat  inspection  law 
compels  the  proper  stamping  of  all 
inspected  meats. 

There  is  also  a  vast  amount  of 
good  being  done  in  protecting  the 
Dublic  from  impure  food  in  many 
of  the  cities. 

The  report  of  the  Department  of 
Health  of  New  York  City  shows 
that  during  the  past  year  2,140,813 
pounds  of  meat,  fish,  poultry  and 
game  were  condemned.  There 
was  also  condemned  during  the 
same  period  20,370,841  pounds  of 
fruit  and  vegetables. 

The  foregoing  clearly  demon¬ 
strates  that  the  pure  food  law  can 
be  and  is  enforced  in  many  in¬ 
stances  without  the  assistance  of 
Dr.  Wiley,  and  if  he  is  compelled 
to  resign,  the  pure  food  law  will 
continue  to  be  enforced  irrespective 
of  statements  to  the  contrary. 

Yours  very  truly,  “L.” 

*  *  * 

As  to  Rules  for  Salesmen. 

Philadelphia,  Aug.  15,  1911. 

To  the  Editor. 

Dear  Sir : — In  your  last  issue  you 
publish  a  set  of  rules  contributed  by 
veteran  salesman  who  sells  goods 
to  retail  merchants. 

The  first  rule  reads  “Be  sure  to 
find  out  who  the  proprietor  is  be¬ 
fore  you  make  any  advance.”  I 
should  change  this  to  read  “Be  sure 
to  find  out  all  you  can  about  the 
proprietor  and  his  business.” 
That’s  more  important  than  finding 
out  who  he  is  and,  besides,  to  do 
the  former,  you  must  do  the  lat¬ 
ter. 

Rule  No.  2  reads  “If  he  is  busy 
at  the  time,  do  not  bother  him,  etc." 
If  a  salesman  never  bothered  a 
prospective  purchaser,  when  he 
was  busy,  he  wouldn’t  be  a  sales¬ 
man.  If  you  are  the  right  kind  of 
a  salesman,  you  will  convince  your 
prospective  purchaser  that  what 
you  want  to  take  up  with  him  is 
more  important  than  the  matter 
keeping  him  busy. 

Rule  No.  3  says  “When  your  in¬ 
terview  is  obtained,  treat  your  pros¬ 
pective  purchaser  as  a  business  man 
and  make  him  feel  that  you  are  a 
business  man  yourself.  Go  straight 
to  the  point,  etc.”  Instead  of  go¬ 
ing  straight  to  the  point,  you  should 
talk  to  your  prospective  purchaser 
about  his  business  (the  P.  P’s). 
That’s  sure  to  interest  him  if  it  is 
done  intelligently  and  the  chances 


of  doing  business  with  him  are  bet¬ 
ter  if  he  becomes  interested  in  you 
before  you  present  your  proposi¬ 
tion.  Talk  is  all  right  if  it’s  the 
right  kind  of  talk. 

Rule  No.  4  says  “Make  him  feel 
that  you  know  your  business  and 
that  you  are  capable  to  help  him 
increase  his  profits.  ‘Don’t  beat 
around  the  bush’,  but  ask  him  to 
give  you  an  hour  of  his  time  to 
prove  your  case.”  I  should  make 
this  read  “Make  him  feel  that  you 
know  his  business.”  It  will  be 
taken  for  granted  that  you  know 
yours,  unless  you’re  a  dub  and 
carry  a  sign  to  that  effect.  Any¬ 
body  would  rather  hear  his  business 
talked  than  yours.  If  you  convince 
him  that  you  know  his  business, 
you  will  have  no  trouble  showing 
him  how  yours  fits  his.  Don’t  ask 
him  to  give  you  an  hour;  ask  him 
for  ten  minutes  and  get  him  so  in¬ 
terested,  he  will  give  you  the  hour 
without  knowing  it! 

Rule  No.  5  says  “While  a  few 
men,  or  women,  for  that  matter, 
may  be  induced  through  subterfuge 
or  flattery  to  look  at  your  sample, 
the  real  merchant  can  be  interested 
in  one  way  only.  Make  your  talk 
strong  enough  on  the  earning  qual¬ 
ities  of  your  line.”  I  say  “amen” 
to  that. 

Rule  No.  6  says  “Be  in  sympathy 
with  your  man.  If  he  has  any 
hobby,  try  to  find  out  what  it  is  and 
make  use  of  it,  and  above  all 
things,  do  not  antagonize  him. 
The  old  saying,  ‘you  catch  more 
flies  with  sugar  than  you  do  with 
vinegar,’  holds  good  in  this  case.” 
I  agree  with  the  first  part  of  this, 
but  if  you  can’t  get  your  man  by 
sympathizing  with  him,  then  an¬ 
tagonize  him.  It  is  better  to  be 
cussed  than  ignored.  You  may 
get  your  order  after  the  scrap,  but 
you  will  never  get  it  if  he  won’t 
look  at  you. 

NOW  FOR  THE  “dON  TS.” 

The  first  is :  “Don’t  send  in  your 
card.  He  is  sure  to  send  you  word 
that  he  doesn’t  want  anything.” 
As  I  never  used  a  card,  I  agree 
with  this. 

The  second  reads  “Don’t  blow  ci¬ 
gar  smoke  in  his  face  or  let  your 
breath  smell  of  rum.”  This  is  fool¬ 
ish — you  might  just  as  well  say, 
“Don’t  hit  him  with  a  brick.” 

The  next  reads  “Don’t  talk  relig¬ 
ion  or  politics  with  him  or  tell  him 
a  funny  story.”  I  should  say.  if  lie 
wants  to  talk  religion  or  politics  or 
likes  funny  stories,  let  him  have 
them  and  in  the  operation,  get  him 
interested  in  you  and  then  talk 
business. 

The  last  reads  “Don’t  knock  your 
competitor.  He  is  sure  to  resent 
it.”  I  say.  “Bet  your  money  on 
this.”  Very  truly  yours, 

C.  M.  Wessels. 

This  refers  to  a  set  of  “rules" 
for  salesmen  which  were  published 
on  the  editorial  page  of  the  last 
issue,  and  which  by  the  way  were 
contributed  by  a  salesman  for  a 
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large  manufacturer  of  appliances 
used  by  grocers  and  general  store¬ 
keepers.  What  is  said  in  the  above 
letter  is  both  interesting  and  im¬ 
portant,  since  it  comes  from  a  man 
who  is  recognized  as  a  master 
salesman  in  his  own  particular  field. 
*  *  * 

A  Cash  Register  Premium  Plan. 

- Pa.,  Aug.  14,  1911. 

To  the  Editor. 

Dear  Sir: — We  have  purchased 
a  cash  register  printing  a  receipt. 
What  would  you  advise  in  regard 
to  running  a  prize  scheme,  some¬ 
thing  like  this?  Return  in  one 
week  receipts  to  the  amount  of 
$1.00  and  get  any  item  on  the  5- 
cent  counter.  Return  within  two 
weeks  receipts  to  the  amount  of 
$2.00  and  get  any  item  on  the  10- 
cent  counter.  Return  within  four 
weeks  receipts  to  the  amount  of 
$5.00  and  get  any  item  on  the  25- 
cent  counter.  Providing  that  no 
receipt  will  be  redeemed  only  in  the 
month  of  issue. 

We  are  running  a  cash  business 
exclusively  and  think  that  in  this 
way  we  could  avoid  cutting  the 
price  on  the  credit  stores.  All  the 
other  businesses  in  town  are  run 
credit.  Some  of  the  credit  stores 
are  using  trading  stamps. 

We  have  a  general  merchandise 
line  with  notions  and  restaurant. 

Have  you  any  information  of 
parties  that  have  run  a  scheme  such 
as  this  for  a  considerable  time? 

Yours  truly,  “S.” 

The  “Grocery  World  and  .Gen¬ 
eral  Merchant”  does  not  know  of 
any  merchant  using  exactly  this 
plan  for  a  considerable  time,  al¬ 
though  in  the  writer’s  judgment  it 
is  certainly  worth  trying. 

Will  subscribers  who  may  have 
used  this  plan  or  something  like  it, 
let  the  “Grocery  World  and  Gen¬ 


eral  Merchant”  have  their  experi¬ 
ences  with  it? 

*  *  * 

This  Man  Tried  the  Talking  Machine 
Plan. 

Dallastown,  Pa.,  Aug.  15,  1911. 
To  the  Editor. 

Dear  Sir: — In  looking  over  the 
correspondence  page  of  last  issue 
I  note  a  reference  to  the  talking 
machine  scheme,  which  I  tried. 
I  only  had  the  one  price  of  rec¬ 
ords  and  gave  the  machine  free 
with  $30  worth  of  goods  with  the 
idea  of  selling  to  every  one  that 
got  a  machine  about  25  records. 
Some,  however,  took  the  machine 
without  buying  even  one  record. 
A  few  later  on  bought  six  or  ten 
and  only  to  a  few  did  I  sell  over 
25  records.  If  I  would  use  the 
scheme  again  I  would  give  the 
machine  with  $25  worth  and  $5  in 
cash  to  help  to  pay  .  for  the  ma¬ 
chine.  Your  correspondent  has 
the  two-piece  record,  however, 
which  is  a  better  seller,  and  he 
may  get  better  results.  The 
scheme  is  all  rigt  if  you  can  sell 
the  records.  Truly  yours, 

V.  M.  Simon. 

Reisterstown,  Md., 

Aug.  16,  1911. 

To  the  Editor. 

Dear  Sir: — Have  used  the  talk¬ 
ing  machine  scheme  and  gladly 
give  Mr.  Musi  the  benefit  of  ex¬ 
perience.  It  was  not  satisfactory 
for  two  reasons:  We  are  only 
twenty  miles  from  Baltimore  and 
we  found  that  people  would  not 
pay  us  60  cents  for  extra  records, 
as  they  could  buy  in  the  city  for 
less  and  have  a  wide'r  choice.  W e 
found,  too,  that  people  would  col¬ 
lect  coupons  from  their  friends 
who  did  not  expect  or  care  to 
gather  together  enoueh  to  get  a 
machine  and  thus  you  did  not  get 
enough  trade  from  any  one  person 


to  make  it  pay.  The  only  way  to 
prevent  it  would  be  to  have  cou¬ 
pons  non-transferable.  If  the 
scheme  is  used  in  a  olace  where 
the  extra  records  could  be  sold  at 
60  cents  it  would  nrobably  work 
out  ().  K.,  if  not  you  will  be  left 
with  a  lot  on  hand. 

Yours  truly,  J.  M.  Currie. 

Lindley,  N.  Y.,  Aug.  15,  1911. 
To  the  Editor. 

Dear  Sir: — In  answer  to  Mr. 
W.  P.  Musi’s  letter  to  you  in  re¬ 
gard  to  the  talking  machine  deal, 
will  say  that  after  experimenting 
with  this  I  would  advise  my  friend 
to  let  the  other  fellow  have  it.  It 
goes  all  right  until  you  come  to 
sell  the  records  which  you  will 
have  left,  as  I  have,  and  which  I 
would  like  to  sell  for  25  cents. 

Yours  truly,  Andrew  Black. 


Did  This  Swindler  Get  You? 


If  You  Hired  W.  L.  Weatherby  to  Make 
Picture  Postals  of  Your  Town  and 
Paid  Him  Five  Dollars  on  Account, 
You  Can  Charge  it  to  Profit  and  Loss, 
for  Weatherby  is  in  the  Allentown  Jail 
Charged  With  Swindling.  The  Post 
Card  Scheme  is  the  Swindle. 


Retail  merchants  throughout 
Pennsylvania  who  paid  one  Wil¬ 
liam  L.  Weatherby,  “trading  as 
the  American  View  Co.,”  $5  on 
account  of  $10  which  they  agreed 
to  pay  him.  for  making  colored 
postals  of  their  towns,  will  be  in¬ 
terested,  if  not  pleased,  to  learn 
that  he  is  at  present  sojourning  at 
the  Allentown,  Pa.,  jail  waiting 
to  be  tried  for  swindling. 

This  journal  was  inspired  to 
investigate  the  case  by  the  receipt 
of  the  following  letter: — 

Birdsboro,  Pa.,  August  14.  1911. 
Editor  “Grocery  World  and  General 

Merchant.” 

Dear  Sir : — Can  you  give  me  any 
information  regarding  Wm.  Weath¬ 
erby,  trading  as  The  American 


View  Co.  I  enclose  a  contract 
given  him  on  April  25th.  Having 
received  no  delivery,  and  becoming 
somewhat  suspicious,  I  wrote  them  ‘ 
several  letters  but  did  not  receive  a  -  ' 
reply  to  them.  This  A.  M.  I 
called  P.  CL  Glase  &  Son.  Oley,  Pa.,  4 
on  the  ’phone  to  see  whether  they  1 
ever  received  their  order  and  they  7 
report  the  same  treatment.  Any  in-  '{ 
formation  you  can  give  me  will  be 
greatly  appreciated. 

Yours  truly', 

R.  A.  Huyett. 

The  contract  which  Mr.  Huy¬ 
ett  and  other  victims  signed  was 
as  follows: — 

I.  Wm.  L.  Weatherby,  trading  as  j 
the  American  View  Co.,  have  this  I 
day  entered  into  an  agreement  wjth  ] 
one  R.  A.  Huyett  to  make  one  ; 
thousand  views,  colored.  No.  1,  of 
Birdsboro,  State,  Pennsylvania,  at  1 
$10.00  per  thousand.  This  agree-  1 
ment  is  made  contingent  upon  1 
strikes,  accident,  and  other  unfore-  * 
seen  causes,  and  in  no  case  subject  i 
to  countermand.  The  second  party  1 
has  this  day  deposited  one-half  * 
(V2)  the  total  amount  to  bind  the 
said  agreement.  I,  in  return,  do  1 
agree  to  make  the  said  views  in  ? 
about  three  months  from  date,  j 
Published  by  R.  A.  Huyett  No.  2  1 
type.  Amount  deposited,  $5.00;  I 
amount  of  order  in  full,  $10.00;  1 
number  of  subjects,  four;  amount 
of  order  in  full,  one  thousand. 

Received  deposit  on  account  and  . 
first  party  to  the  above  agreement,  1 
Signed,  W.  L.  Weatherby.  J 

Second  party  to  the  above  agree-  ; 
ment, 

Signed  . I 

The  letter-head  used  in  connec¬ 
tion  with  the  above  bore  the  name 
of  the  “American  View  Co.,”  re¬ 
moved  to  1713  North  Fifteenth 
street,  Philadelphia.  This  proved 
to  be  a  private  house,  and  the 
person  in  charge  vouchsafed  the 
information  that  Weatherby  had 
formerly  lived  there,  but  was  now- 
in  the  Allentown  jail  charged 
with  swindling.  Asked  as  to  the 
nature  of  the  swindle,  she  said  it 
was  “something  about  picture 
postal  cards,”  so  that  the  whole 
scheme  is  made  clear 
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It  is  well  to  look  ahead,  and  when  conditions  are  favorable  anticipate  your  wants ; 
this  way  you  often  make  an  extra  profit.  Try  not  to  run  out  of  goods  that  are 
demand,  your  trade  will  go  elsewhere  and  may  continue  to  pass  you  by. 
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SYRUPS — Market  is  working  higher,  and  we  look  for  further  advance.  It 
might  be  well  to  place  order  with  us  for  a  part  of  your  Fall  require¬ 
ments.  Our  brands  are  well  known,  and  quality  guaranteed  in  every 
way.  Royal  Table  Syrup,  Gilt  Edge  Syrup,  King  B  Syrup,  White  Clover  Syrup, 
No.  222  Syrup,  No.  208  Syrup,  Challenge  Table  Syrup,  Extra  Amber  Syrup, 
Crescent  Syrup,  Cruiser  Syrup,  No.  109  Syrup.  Also  a  full  line  of  Sugar 
Syrups  and  New  Orleans  Molasses. 

FRUIT  JAR  WRENCH  — For  opening  and  closing  Mason  Fruit  Jars.  Insures 
properly  sealed  fruit.  Not  merely  a  convenience,  but  a  necessity. 
Retails  at  10c.;  price  per  doz.,  75c. 


FRUIT  JARS  — Look  up  your  stock,  there  is  always  a  demand  for  Jars  about 
Sept.  1st.  We  quote  Ball  Bros.  Pints,  per  gross,  {4.70;  Quarts,  per  gross, 
$4.95;  Half-gallons,  per  gross,  $ 7.50 .  We  also  carrj-  in  stock  the  Economy 
Jars,  an  extra  quality  flint  jar,  wide  mouth,  self  sealing,  requiring  no 
rubber  ring,  Pints,  per  gross,  S8.S5;  Quarts,  per  gross,  $10.30;  Half-gallons, 
per  gross,  $13.20.  We  carry  in  stock  extra  jar  caps,  rubber  riDgs,  etc. 

SANITARY  WASHBOARDS — Something  new,  made  entirely  of  metal, 
heavily  coated  with  pure  zinc.  Cannot  rust  or  wear  out.  Strong,  light, 
cleanly,  everlasting  and  inexpensive.  Guaranteed  to  outwear  any  six 
boards  made,  per  doz.,  $2.85. 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


THE  GROCERY  MARKETS 


Tea. 

The  tea  market  is  in  very  good, 
lealthy  condition.  The  demand 
3  fairly  active,  and  values  are  firm 
hroughout  the  entire  list.  There 
eems  to  be  no  cheap  desirable  tea 
bout.  There  is  some  talk  in 
ome  quarters  as  to  moving  to  re- 
cind  the  recent  order  excluding 
rtificially  colored  tea  from  the 
:ountry,  but  there  is  no  reason 
o  believe  that  any  such  effort  will 
ie  seriously  made,  or  that  it  would 
>e  successful  even  if  made. 

Coffee. 

The  coffee  market  continues 
irm.  Prices  for  Rio  and  Santos 
how  no  change  for  the  week. 
A'hile  the  demand  is  light,  every- 
hing  is  firmly  held.  Mild  coffees 
ire  relatively  cheaper  than  Bra¬ 
ids,  and  it  is  greatly  to  be  won- 
lered  at  that  the  demand  does  not 
li vert  to  them  on  that  account, 
’t  is  possible  to  buy  a  mild  cof- 
ee  to-day  at  about  the  same  price 
is  Santos,  although  it  is  really 
vortli  i  ]/z  cents  more.  Neverthe- 
ess  the  demand  for  mild  coffees 
s  light.  Java  and  Mocha  coffees 
ire  unchanged  and  quiet. 

Sugar. 

Sugar  is  strong,  though  possi¬ 
bly  not  quite  so  strong  as  a  week 
igo.  There  have  been  some  fluc¬ 
tuations  in  raws,  some  by  way  of 
declines,  due  to  better  crop  pros¬ 
pects  abroad.  There  has  been  no 
Tange  in  refined  sugar  during  the 
week,  except  an  advance  to  5.95 
for  granulated  by  the  Federal  re¬ 
finery,  due  to  the  fact  that  their 
stocks  are  much  reduced.  Most 
if  not  all  the  other  refiners  will 
sell  at  5.75.  The  demand  for  re¬ 
fined  sugar  is  fair. 

Syrup  and  Molasses. 

Cducose  shows  no  change  for 
the  week.  Compound  syrup  is 
dull  and  unchanged.  Sugar  syrup 
is  unchanged  and  not  wanted  ex¬ 
cept  for  manufacturing.  Molasses 
is  dull  at  ruling  prices. 

Fish. 

Mackerel  is  higher,  due  to  de¬ 
creased  supplies.  There  is  also  a 
somewhat  better  demand.  All 
told,  Norway  mackerel  have  ad¬ 
vanced  $2  to  $2.50  per  barrel. 
Irish  mackerel  are  also  some  little 
higher.  A  few  new  shores  are 
coming  intoNew  England  mar¬ 


kets,  but  they  are  cutting  very 
little  figure.  Cod,  hake  and  had¬ 
dock  are  all  inactive  and  rule  at 
unchanged  prices.  New  England 
packers  have  announced  that 
they  do  not  intend  to  make  con¬ 
tracts  for  future  delivery  this 
year  in  the  usual  way.  They  will 
make  contracts,  but  they  will  al¬ 
low  a  much  shorter  term  for  de¬ 
livery  than  has  been  the  custom. 
Spot  salmon  is  unchanged,  high 
and  quiet.  Prices  on  new  Alaska 
salmon  have  not  yet  been  named. 
Spot  sardines  have  slumped,  and 
most  packers  will  now  sell  at  $2.50 
in  a  large  way  f.  o.  b.  The  com¬ 
bined  causes  are  beter  supply  of 
fish,  and  growing  competition 
among  the  packers.  Imported 
sardines  are  unchanged  and  quiet. 
There  is  some  demand  for  Portu¬ 
guese  fish.  New  packed  fish  are 
being  offered  for  future  delivery 
at  50  cents  to  $1  below  the  pres¬ 
ent  spot  prices. 

Canned  Goods. 

The  opening  of  the  new  pack, 
with  better  prospects,  has  pro¬ 
duced  a  slump  in  spot  tomatoes. 
From  90  to  95  cents  in  a  large 
way  a  short  time  ago,  the  market 
has  gone  to  80  cents.  There  are 
still  a  few  1910  goods  around,  and 
the  holders  are  trying  to  get  82V2 
cents  for  them,  but  as  new  pack, 
season’s  delivery,  can  be  bought 
anywhere  for  80  cents,  the  de¬ 
mand  is  not  very  active.  The 
prospects  for  the  tomato  pack  are 
now  very  fair.  New  corn  is  now 
in  market,  at  a  considerable  sum 
below  the  price  of  the  old,  some 
of  which  is  still  offered.  Holders 
will  net  a  heavy  loss  on  all  the  old 
corn  they  have,  however,  as  it  is 
now  in  direct  competition  with 
new  at  a  much  lower  price.  Peas 
are  unchanged  and  quiet.  No¬ 
body  is  offering  Delaware 
peaches,  1911  pack,  because  there 
is  reason  to  believe  there  will  be 
no  pack.  Ohio  peaches  have  sold 
quite  largely  at  10  cents  more  for 
unpeeled  and  15  cents  more  for 
peeled  than  last  year.  The 
pack  in  that  section  will  be  large. 
Spot  apples  are  quoted  around 
$3.65  to  $3.75  for  New  York 
State  gallons,  and  practically  no¬ 
body  is  offering  new  pack.  Cali¬ 
fornia  canned  goods  show  no 


change  and  quiet  demand.  Small 
standard  canned  goods  are  un¬ 
changed,  but  practically  the  en¬ 
tire  list  is  very  firm,  as  stocks  in 
packers’  hands  are  exceedingly 
light. 

Dried  Fruits. 

Spot  prunes  are  about  out  of  the 
running.  Future  prunes  are  rul¬ 
ing  at  around  6  cents  assortment 
bag  basis,  in  a  large  way  coast. 
This  is  2  cents  above  the  price 
ruling  not  long  ago.  Short  crop 
prospects  are  the  cause.  The  de¬ 
mand  is  not  large.  New  peaches 
are  high.  The  price  at  which  they 
are  offered  is  1  to  2  cents  per 
pound  above  the  spot  price,  and 
the  market  is  very  firm.  Spot 
peaches  are  scarce  and  cut  no  fig¬ 
ure.  Spot  apricots  are  scarce  and 
inactive;  futures  still  high  and 
likely  to  be  scarce  and  firm.  Rais¬ 
ins  have  not  sold  since  the  re¬ 
cently  reported  advance.  Cur¬ 
rants  quiet  and  unchanged. 

Beans  and  Peas. 

Domestic  pea  beans  show  no 
change  from  last  week,  being 
steadily  maintained  on  last  week’s 
basis.  The  demand  is  fair.  Do¬ 
mestic  marrows  rule  around  $2.45 
in  a  large  way,  which  is  a  nickel 
below  the  price  of  pea  beans. 
California  limas  are  a  shade 
weaker ;  demand  moderate.  Do¬ 
mestic  green  and  Scotch  peas  are 
practically  out  of  the  market. 
Some  imported  green  peas  are  in 
market,  showing  superiority  in 
some  respects  to  the  domestic  and 
selling  at  higher  prices. 

Butter. 

There  is  an  active  consumptive 
demand  for  all  grades  of  butter, 
and  the  market  is  very  firm  at  un¬ 
changed  prices.  The  receipts  are 
lighter  than  usual  for  the  season, 
due,  no  doubt,  to  the  heat  in  all 
sections.  Stocks  of  butter  in  stor¬ 
age  are  smaller  than  usual,  and 
the  market  seems  likely  to  remain 
in  its  present  firm  condition,  with 
a  possible  advance  in  the  near  fu¬ 
ture.  This  applies  both  to  near¬ 
by  and  Western  butter  and  to 
solids  and  prints. 

Eggs. 

1'he  receipts  of  eggs  continue  to 
decrease.  The  consumptive  de¬ 
mand  is  very  good  and  absorbs 
all  grades  on  arrival.  The  qual- 
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ity  of  the  present  receipts  is  show¬ 
ing  some  improvement  and  the 
market  is  in  a  healthy  condition, 
with  no  signs  of  immediate  radi¬ 
cal  change. 

Cheese. 

The  make  of  cheese  this  year  is 
shorter  than  usual,  owing  to  the 
weather.  All  grades  are  in  active 
consumptive  demand.  The  re¬ 
ceipts  are  absorbed  on  arrival 
each  day,  and  an  advance  seems 
likely  in  the  near  future.  The 
quality  of  the  receipts  is  fully  up 
to  the  standard  considering  the 
warm  weather. 

Provisions. 

The  consumptive  demand  for 
provisions  continues  very  good, 
and  the  market  is  very  firm  at  the 
recent  advance  for  everything  in 
smoked  meats.  Stocks  are  about 
normal  for  the  season,  and  while 
the  present  consumptive  demand 
continues  the  market  will  likely 
remain  unchanged,  and  may  ad¬ 
vance.  Pure  lard  is  firm  at  J/j 
cent  advance  over  last  week. 
Compound  lard  is  also  firm  at  J4 
cent  advance.  A  very  good  de¬ 
mand  is  reported  for  both.  Dried 
beef  is  firm  at  1  cent  advance,  and 
the  consumptive  demand  is  re¬ 
ported  good.  Barrel  pork  and 
canned  meats  are  unchanged  and 
in  fair  demand. 


MARKET  NOTES. 

Good  peaches  are  scarce  and 
high.  Delawares  of  rather  bad 
quality  and  condition  are  coming 
forward  at  $1  to  $1.25.  Jersey 
white  peaches  are  about  over  and 
the  range  for  the  best  is  $2  to  $3 
per  crate.  There  has  been  about 
one-third  of  a  peach  crop  in  Jer¬ 
sey  and  hardly  a  tenth  of  a  crop 
in  Delaware. 

Cantaloupes  are  mostly  from 
nearby,  and  range  from  25  to  60 
cents  per  basket.  A  few  Mary¬ 
land  cantaloupes  are  coming  for¬ 
ward  at  $1.50  per  crate. 

Jersey  is  shipping  a  few  water¬ 
melons  out  at  10  to  20  cents  each. 
Maryland  and  North  Carolina 
melons  are  also  coming  forward  at 
about  the  same  price,  but  they 
are  larger. 
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Editor  Science  of  Advertising. 

Dear  Sir: — Having  read  your 
paper  and  profited  by  your  criti¬ 
cisms  the  past  ten  years,  I  am  send¬ 
ing  several  copies  of  a  circular  I 
distribute  every  Thursday  after¬ 
noon.  These  copies  have  the  date 
marked  on  the  back  when  distrib¬ 
uted. 

When  moving  from  my  old  stand 
I  issued  a  circular  the  size  of  the 
large  one  announcing  a  closing-out 
sale  and  have  followed  it  up  since 
I  moved  and  have  gotten  good  re¬ 
sults  from  them. 

With  best  wishes  for  the  con¬ 
tinued  success  of  your  valuable 
paper,  I  am 

Very  truly  yours, 

Jno.  Brayshaw,  Jr. 

Mr.  Brayshaw  sent  quite  a 
batch  of  circulars,  most  of  them 
6  x  9 inches,  but  one  just  twice 
that  size.  They  appear  to  be 
pretty  good,  carefully  prepared 
circulars,  and  ought  surely  to  get 
results  if  issued  regularly  and  the 
distribution  is  systematically  and 
intelligently  done.  Below  is  one 
of  the  large  bargain  circulars 
issued  shortly  after  Mr.  Bray¬ 
shaw  moved 

*  *  * 

This  circular  is  about  as  certain 


beat  Maryland  Tomatoea.  3  cans  for . . .  25  cent* 

2*  lb  Karomel  Syrup  3  for . .  25  c«nta 

Blue  Label  Karo  Syrup.  3  cans  for  . .  25  cents 

Campbells  Soup.  3  cans  for .  25  cents 

15c  cans  Curtice  Pears .  11  cents 

15c  cans  Pineapple  Chunks . .  10  cents 

15c  cans  Sl  ced  Pineapple . . .  lOcenta 

30c  cans  Curtice  Bros.  Soup .  15  cents 

90c  cans  Pure  Olive  Oil .  -  69  cents 

10c  cans  String  Beans.  4  for . .  25  Cents 

Maryland  2}  Peaches,  3  cans  for...  .  23  cents 

15c  cans  Van  Camp’s  Beans.  2  for .  25  cents 

20c  cans  Snider’s  Beans . .  15  cents 

Terrapin  brand  Apples.  3  caus  for .  25  cents 


to  get  some  returns  as  an  adver¬ 
tisement  of  this  sort  can  be.  The 
values  offered  seem  to  be  good 
and  the  prices  low.  In  fact,  some 
of  the  prices  are  rather  deeply 
cut.  The  5-cent  counter  idea  I 
believe  to  be  a  particularly  good 
idea,  and  if  every  reader  hereof 
would  adapt  it  to  his  own  store 
he  would  find  at  the  end  of  the 
year  that  it  had  paid  him  surpris¬ 
ingly  well. 

*  *  * 

Here  is  the  latest  of  the  small 
circulars  in  the  next  column. 

*  *  * 

In  my  judgment  this  circuar  is 
not  as  good  as  some  of  the  other 
small  ones,  because  it  is  much 
more  of  a  simple  price-list  than 
they  are.  If  I  were  Mr.  Brayshaw 
I  should  write  advertisements 
and  not  price-lists.  One  or  two 
of  the  circulars  he  sends  me — the 
one  headed  “To  Truthfully  State,” 
for  example— -finds  something  to 
say  about  almost  everything  ad¬ 
vertised  on  it.  The  one  I  am  re- 


Quaker  Oat*.  3  packages  for .  . ...25  cent* 

Heck  era  Oata;  3  packages  for . 25  cents 

Poet  Toasties.  3  packages  for . 25  cents 

Aunt  Jemima's  P  incake  Flour,  3  packages  for  25  cents 

Blue  Hen  Ma  chea  2  packages  for .  25  cents 

Grape-Nuts.  2  packages  for . 25  cents 

Shredded  Wheat  Biscuit,  2  package#  for . 25  cents 

Best  In. ported  Macaroni.  3  packages  for .  25  cents 

Golden  Egg  Macaroni.  3  packages  for .  25  cents 

Seeded  Raisins.  3  package;  for  — .  25  cents 

Golden  Dates.  3  packages  for  . . 25  cents 

Gold  Medal  Currants,  2  packages  for . 25  cents 

Best  10c  Corn  Starch,  4  packages  for . 25  cents 

Grandmas  Borax  Powder.  5  packages  for  —  10  cents 


producing,  headed  “The  First 
Step,”  says  nothing  about  any¬ 
thing  except  “Fancy  Spring 
Chickens.”  The  reason  is  not  far 
to  seek.  On  the  “To  Truthfully 
State”  circular  but  sixteen  arti¬ 
cles  are  advertised,  while  on  the 
other  there  are  twenty-four.  An 
advertiser  with  but  a  small  space 


=THE  FIRST  STEP= 

Toward  Economizing  in  Your  Marketing  Leads  You  in  the  Direction 
of  Our  Store.  In  Proof  of  This  Statement.  Read  the 
Special  Offerings  Below 

Fancy  Spring  Chickens,  Live  .  per  lb,  20c 

Dressed  Chickens  sad  Fowls.  Our  Own  Killing.  Fresh  Every  Friday 
_ lor  Saturday  s  Market _ 

Legs  of  Spring  Lamb  .  .  per  lb,  15c 

Home-dressed  VeaJ  Roast  per  lb,  12!c  and  15c 
Pure  Kettle  Rendered  Lard  .  per  lb,  11c 

Best  Quality  Sugar  Cured  Hams  .  per  lb,  18!c 
Select  Picnic  Style  Hams  .  per  lb,  11c 

PAG  Oleine  Soap  6  lor  25c  Boyer  t  Best  Polish  10c  bottles.  7c 

Gold  Dust  5c  pkgs .  4c  Green  Seat  Relish  10c  |irt,  7c 

Gold  Dost  25c  pkgs  1  Sc  Best  Full  Head  Rice  4  Iba.^Ac 

Fairy  Soap _ 2  cakes.  9c  Potted  haro  A  tongue  flavor.  Jeans  I  lc 

Special  Elgin  Creamery  Butter,  [.'.'“LfS.,,  per  lb,  30c 
Fresh  Country  Eggs  .  .  per  doz,  25c 

Best  New  York  State  Cheese  .  .  per  lb,  17c 

Fancy  New  Potatoes  .  ■  ■  per  pk,  45c 

SPECIAL  SALE  OF  FISH  THIS  WEEK 
Rock  Fish  and  Spanish  Mackerel  .  per  lb.  12k 
Halibut  Steak  ...  .  per  lb.  18c 

Butter  Fish  and  Salt  Water  Trout  .  per  lb,  10c 
Clams,  Shucked  .  .  per  doz,  15c 

Fancy  White  Crab  Meat  .Y  .  per  qt.  30c 
Soft  Shell  Crabs  .  .  .  per  doz.  40c 

JOHN  BRAYSHAW.  Jr, 

6th  and  A  Streets  N.  E. 

Telephone  Lincoln  2SS  No  Branch  Stores 


at  his  disposal  should  always  re¬ 
sist  the  temptation  to  exploit  too 
many  things.  There  is  a  constant 
pressure  to  do  this.  You  sit  down 
to  write  an  advertisement,  and 
out  of  a  stock  of  several  hundred 
articles  many  things  come  crowd¬ 
ing  into  your  mind  to  advertise, 
and  it  is  sometimes  easier  to  put 
them  in  than  to  leave  them  out. 
Unless  there  was  some  special' 
reason  to  print  a  list  of  prices  and 
nothing  else,  as  there  might  be, 
for  instance,  where  a  list  of  shop¬ 
worn  or  soiled  label  goods  were 
advertised  at  a  very  low  price,  I 
shoud  never  advertise  more  goods 
than  I  could  say  a  word  or  two 
about.  There  are  times  when  an 
advertised  article  speaks  for  it- 
!  self,  as  where  you  are  offering 
|  Lea  &  Perrins  sauce  for  illustra¬ 


tion,  known  everywhere  as  a  25- 
cent  article,  at  19  cents.  Such 
cases  need  no  particular  talk 
about  the  goods — as  I  say,  they  do  - 
their  own  talking.  But  where  the 
goods  don’t  do  it,  it  is  necessary  ^ 
to  do  it  for  them  or  lose  much  of  1 
the  force  of  the  advertisement. 

*  *  * 

Please  let  me  have  more  matter. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


Baltimore  Canned  Goods  Men 
Adopt  Weights. 

At  a  special  meeting  of  the 
Canned  Goods  Exchange  of  Bal¬ 
timore,  to  consider  the  printing  of 
net  weights  on  labels  to  conform 
with  the  new  Florida  food  laws,  a 
motion  was  carried  recommending 
to  the  members  the  following 
weights  to  he  printed  on  labels  in 
the  States  wherever  this  is  re¬ 
quired  by  law,  as  follows: — 

On  No.  1  cans,  regular  or  tall, 
for  fruits  and  vegetables,  the 
words  "Contents  10  ounces  or 
over.” 

On,  No.  I  flat  cans,  for  fruits 
and  vegetables,  the  words  “Con¬ 
tents  8  ounces  or  over.” 

On  No.  ijA  cans  for  fruits  and 
vegetables,  the  words  “Contents 
12  ounces  or  over.” 

On  No.  2  cans,  for  fruits  and 
vegetables,  the  words  “Contents 
18  ounces  or  over.” 

O11  No.  3  cans,  for  fruits  and 
vegetables,  the  words  “Contents 
29  ounces  or  over.” 

On  No.  10  cans,  for  fruits  and 
vegetables,  the  words  “Contents 
95  ounces  or  over.” 

Another  motion  was  carried 
recommending  that  on  cove  oys- 
ters  the  weights  to  be  printed  on 
the  labels  shall  Correspond  with 
the  weights  as  sold  by,  or  in  other 
words ;  for  example,  No.  1  cans 
of  5-ounce  oysters  the  words  to 
be  printed  on  the  label  shall  he 
“Contents  5  ounces.” 

Apples  have  a  wide  range.  The 
fanciest  will  bring  $1  per  basket, 
but  the  run  of  the  market  is  from 
20  to  60  cents.  The  demand  is 
fair. 


Low  Prices  On  Things  You  Need 


Best  New  York  Pea  Beans  per  quart .  10  cents 

California  Limas,  2  quarts  for .  25  cents 

Beal  Pearl  Hominy,  per  quart .  6  cents 

Best  German  Sauer  Kraut,  per  quart _ ...  6  cents 

Toilet  Paper,  3  rolls  for  .  10  cents 

Bess  Lump  Stprcb.  3  pounds  for .  10  cents 

"Richmond”  25c  Washboards  .  19  cents 

‘‘Labor  Saver'”  the  best  Zinc  Board  made  ...  29  cents 

50c  Broanu . . 39  cents 

35c  Brooms . . .  29  cents 

60c  Garbage  Cans . 39  cents 

1-gallon  Oil  Can  ,  to  close  out — .  17  cents 

Tomson’s  Red  Seal  Borax  Soap  Powder  Free  at  6th  and  A  Streets  Saturday 

Legs  of  Lamb,  per  pound .  15  cents 

Best  Elgin  Butter,  3  pounds  fer .  31.00 

"Old  Manse’’  Syrup- every  bod 

Roast  Veal,  per  pound.  . .  16  cents 

Fresh  Country  Eggs,  per  doten  .  25  cents 

knows  the  quality— $1  a  gallon 

Brayshaw's  No.  25  Coffee,  5-lb  pail,  $1.25 

Guaranteed  to  please  or  money  refunded. 

This  Is  unquestionably  tha  best  value  obtainable  ainwc  the  advance 
In  the  pne«  of  Coffee. 

Our  15c  Sale  of  Goods  in  Glass 

la  a  winner.  Every  bottle  worth  more.  All  2Sc  Catsups,  Olive 
Oil,  Preserves,  Helm's  Vinegar,  26<  Extracts,  Salad  Dressing,  and 
many  other  things  included.  On  sale  In  front  window. 

JOHN  BRA  YSHA  W,  JR. 

6th  and  A  Streets  N.  E.  Telephone  Lincoln  255  3d  and  F  Street*  N.  E. 


TO  MY  FRIENDS 

I  wish  to  express  my  appreciation  of  the  •housewarming"  I  received  during  my  opening  waek  at  my  newlocatlon,  8th  and  A  streets, 
which  far  exceeded  my  expectations,  and  the  genuineneaa  of  their  good  wishes  has  been  evidenced  by  their  continued  patronage.  With 
the  atock  of  two  stores  In  one  we  will  contii  ue  to  give  you  the  Uni  ft i  of  many  bargains  while  they  last.  We  have  finished  moving,  but 
It  will  take  ua  some  liule  time  to  get  our  atock  straightened  out  In  our  naw  quarters,  and  new  lots  will  be  added  to  the  bargain  counters 
daily  as  wc  get  to  them.  The  prices  quoted  here  are  good  at  both  stores,  but  I  ave  not  all  the  articles  of  broken  lota  in  Block  at  3d  arid 
F  streets.  The  staple  good*  will  be  sold  at  the  tame  price  at  both  stores,  but  the  largeat  assortment  will  be  found  st  8th  and  A  streets 

/v  .»  m  will  be  found  every  variety  of  10«  box  Spleea,  Cocoa,  Lowney 'a  Chocolate  Powder,  Pineapple 

lln  |nf>  S C  I  OliniPr  Chunks,  standard  brands  tanned  Good*  with  aoiled  labels,  Jellies.  Preaervaa,  odd  k»U of  Plcklaa, 

VII  IIIV  ut  VVUIIIVI  and  a  thousand  and  one  other  articles  too  numerous  to  mention.  Help  yourself— 6c  a  package 

Canned  and  Package  Goods  Bargains 
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A  Scheme  Window. 

The  up-to-date  grocer  is  always  on  the  lookout  for  a  good  scheme 
bring  trade.  Here  is  a  good  suggestion  that  most  dealers  in  green 
ick  will  take  advantage  of.  It  will  only  cost  him  the  price  of  one 
ge  melon,  but  this  window  is  bound  to  bring  in  plenty  of  new  trade 
d  the  profits  on  the  extra  sales  will  surely  more  than  cover  the  cost 
the  melon.  This  is  also  a  good  way  to  advertise  melons,  especially 
er  receiving  a  large  lot  and  wish  to  advertise  and  dispose  of  them  in 
;hort  time. 

It  is  arranged  as  follows :  First  cover  the  window  on  the  bottom 
th  white  crepe  paper.  Along  the  front  place  slices  and  halves,  if  you 
1  them  that  way.  Now  cover  a  corn  or  tomato  box  with  the  white 
per  and  with  black  paint  or  ink  letter  it  like  in  cut.  At  one  side  place 


sign  card,  with  prices  if  you  wish  to,  and  at  the  other  side  a  large  sign 
,rd  with  the  time  and  days  of  the  guessing.  The  merchant  can  arrange 
is  to  suit  himself.  The  idea  is  strangers  will  come  in  for  the  fun 
'  having  a  guess  and  very  often  make  a  purchase  before  going  out. 
ftentimes  a  little  scheme  like  this  wins  permanent  new  trade. 

Use  some  of  the  white  crepe  paper  for  a  background.  The  guess- 
g  should  be  conducted  as  follows.  Every  one  who  guesses  writes 
is  or  her  name  and  address,  with  the  weight  they  guess,  on  a  slip  of 
iper  and  drops  it  in  a  box;  a  pasteboard  box  will  answer,  only  seal  the 
d  on.  When  the  drawing  comes  off,  first  weigh  the  melon,  then  in 


the  presence  of  a  few  customers  look  carefully  over  the  slips.  In  case 
there  are  several  correct  ones,  put  them  in  the  box  or  a  hat  and  let 
some  one  draw  out  three,  the  third  slip  being  the  winner. 


Corn  Display. 

Green  corn  being  so  much  in  demand  now,  it  makes  a  nice 
window  display  when  used  in  this  manner.  An  arrangement  like  this 
not  only  advertises  the  corn  on  the  ear,  but  canned,  dried,  etc.  To 
arrange,  use  a  pale  yellow  paper  on  the  bottom  of  the  window ;  this 
is  most  effective  and  will  show  up  the  green  corn  to  the  best  advantage. 
Along  the  front  of  the  window  place  some  ears,  like  in  illustration. 
Now  get  three  corn  boxes,  place  them  along  the  centre  of  the  window, 
nail  a  couple  of  boards  around  them  in  slanting  position  and  then 


cover  them  with  some  strong  paper  and  last  with  some  of  the  yellow 
paper.  The  mounds  around  the  boxes  should  be  made  as  round  as 
possible.  Now  cover  the  rims  of  three  cheese  box  lids  with  the  yellow 
paper,  place  them  on  the  top  of  the  boxes  and  fill  with  hominy,  corn 
meal,  dried  corn,  etc.  Place  a  small  price  tag  on  each  pile.  Now 
cover  the  mounds  with  ear  corn,  like  in  the  illustration.  Back  of  each 
mound  place  a  semicircle  of  canned  corn.  Place  a  few  stalks  at  each 
side  of  the  window,  if  you  can  obtain  them.  They  are  held  in  place 
by  fastening  the  tops  to  the  wire  that  supports  the  sign  card  suspended, 
in  the  centre. 


Patent*  and  Trade-marks  in  the 
Grocery  Line. 

Messrs.  Davis  &  Davis,  Washington 
itent  attorneys,  report  the  grant  this 
eek  of  the  following  patents : — 
Washington,  D.  C.,  August  i,  1911. 
999.589-  Preserving  compound  for 
;gs.  E.  Petersen  and  M.  Clairemont, 
anta  Barbara,  Cal. 


999,217.  Condiment  for  welsh  rabbits. 
D.  R.  Greene,  Chicago,  Ill. 

999,257.  Egg  baker.  G.  Radtke,  Chi¬ 
cago,  Ill. 

999,274.  Process  of  conserving  fish 
meat.  R.  Tern-Schwartan,  Germany. 

999,478.  Potato  peeling  machine.  S. 
B.  Archer,  Saratoga  Springs,  N.  Y. 

999,684.  Coffee  mill.  E.  M.  Walker, 
Meriden,  Conn. 


TRADE-MARKS  PUBLISHED  FOR 
OPPOSITION. 

Ser.  No.  35,038.  “New  State”  for  rice, 
etc.  The  Williamson-IIakell-Frasicr 
Co.,  Oklahoma,  Okla. 

Ser.  No.  54,136.  “Kulshau”  for  canned 
goods.  P.  P.  Lee  &  Co.,  Bellingham, 
Wash. 

Ser.  No.  55,527.  “Morning  Tonic”  for 


blended  coffee.  Clark  &  Host  Co.,  Mil- 
;  waukcc,  Wis. 

Ser.  No.  55,874.  “Pheasant”  for  wheat 
(lour.  Lexington  Flouring  Mills,  Lex¬ 
ington,  Mo. 

Ser.  No.  53,24 2.  “Ideal”  for  bread. 
G.  E.  Mansfield,  Jr.  Springfield,  Mass. 

Ser.  No.  56,662.  “White  Poppy”  for 
wheat  flour.  Christian  Breisch  &  Co., 
I  North  Lansing,  Mich. 
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WANT  DEPARTMENT 

Auvin  U  Want  Adv«rtl»em«nti  lai»rt*d  In  tkli  d*partn«ot  may  b«  adAraaaad  ta  tha  1  Orooary  World 
aad  Ganna!  Merchant”  when  desired,  provided  the  advertisement  la  aooompaaled  by  looaata  In  peetage  to 
pay  for  remalllng  the  aame.  The  price  ot  each  lnaertlan  is  two  cents  per  word  in  advance. 


HELP  WANTED. 


WANTED. — Sales  agents  to  handle  com¬ 
plete  line  of  automatic  computing  scales, 
self-measuring  gasoline  and  oil  tanks  and 
cheese  cutters.  Exclusive  territory.  Good 
opportunity  for  high  grade  men.  Lacy  & 
Noblit,  1220  Filbert  St.,  Philadelphia,  Pa.  tf 

WANTED. — Live  men  to  organize  retail 
merchants  In  Pennsylvania.  References 
necessary.  Address  A.  M.  Howes,  Secre¬ 
tary,  sio  Lincoln  Building,  Erie,  Pa.  Men¬ 
tion  the  “  Grocery  World  and  General 
Merchant.”  tf 


SITUATION  WANTED. 


MANUFACTURERS  AND  PACKERS.— 
We  have  at  present  a  salesman  in  our 
employ  who  desires  to  connect  himself  wiih 
a  firm  as  salesman.  Has  been  with  us  for 
the  past  eight  years  and  while  we  regret  to 
lose  him  we  desire  to  place  him  as  advan¬ 
tageously  as  possible.  He  can  produce  the 
business.  Thoroughly  acquainted  with 
trade  in  Pennsylvania,  New  Jersey  and 
Delaware.  For  information  address  W.  H. 
Naylor,  Circulation  Manager,  “  Grocery 
World  and  General  Merchant,”  927  Arch 
St.,  Philadelphia,  Pa.  8 


FOR  SALE. 


FOR  SALE.— Great  Sacrifice. 
Grocery,  provision,  general 
store,  dwelling  and  stable.  Es¬ 
tablished  business.  Centrally 
located  in  thickly  settled  subur¬ 
ban  section.  Maurice  J  Hoover, 
414-15  Real  Estate  Trust  Bldg., 
Philadelphia,  Pa.  8 


FOR  SALE. — Old  stand  of  grocery  and 
delicatessen  store.  Will  sell  to  a  quick 
buyer  for  $2,750.  Fine  stock.  Will  sell 
property  at  a  very  low  figure,  $7,500— seven 
rooms  and  bath  and  all  conveniences,  on 
Fifty-second  St.  south  of  Spruce  St.,  West 
Philadelphia.  K  C.,  “  Grocery  World  and 
General  Merchant,”  927  Arch  St.,  Philadel¬ 
phia,  Pa.  19 

FOR  SALE  — An  old  established  grocery, 
meat  and  provision  store  in  busy  part  of 
West  Philadelphia,  near  Fifty-second  St., 
doing  fine  business.  Low  rent.  Will  sell 
to  a  quick  buyer  for  the  low  figure  of  $750. 
F.  C.,  “  Grocery  World  and  General  Mer¬ 
chant,”  9:7  Arch  St.,  Philadelphia,  Pa.  19 

FOR  SALE — An  old  established  corner, 
doing  a  good  business  in  fresh  meats,  gro¬ 
ceries  and  provisions.  Will  accept  the  low 
figure  of  $2,850  from  a  quick  buyer.  Will 
sell  the  house  for  $9,000.  A  bargain.  Twelve 
rooms  and  all  conveniences.  Tasker  St. 
West  of  Broad.  W.  C.,  “Grocery  World 
and  General  Merchant,”  927  Arch  St., 
Philadelphia,  Pa.  19 

FOR  SALE. — Grocery  and  notion  business 
established  twenty-five  years.  Storeroom 
and  dwelling  can  be  rented.  Reason  for 
selling,  death  in  family.  A.  C.,  “Grocery 
World  and  General  Merchant,”  927  Arch 
St.,  Philadelphia,  Pa.  8 


FOR  SALE. — Grocery  and  provision  store, 
would  be  a  good  stand  for  fresh  meats 
Doing  a  fair  business.  Will  sell  to  a  quick 
buyer  for  $650.  Dwelling  contains  five 
rooms  and  bath,  rent  $23  per  month.  F.  C., 
“  Grocery  World  and  General  Merchant,” 
927  Arch  St.,  Philadelphia,  Pa.  17 

FOR  SALE. — An  old  established  grocery, 
meat  and  provision  store  in  the  south  section 
of  Chester,  Pa.  Will  sell  for  a  very  low 
price,  $4,500,  to  a  quick  buyer,  with  privi¬ 
lege  of  buying  property  T.  F.,  “Grocery 
World  and  General  Merchant,”  927  Arch  St., 
Philad  lphia,  Pa.  5 


FOR  SALE  — Stock  and  fixtures  of  a  good 
corner  grocery  and  provision  store,  doing  a 
good  business.  Will  sell  to  a  quick  buyer 
for  $800.  Property  can  be  bought  for  $4,200. 
Six  rooms  and  all  conveniences.  D.  M., 
“Grocery  World  and  General  Merchant,” 
927  Arch  St.,  Philadelphia,  Pa.  10 


FOR  SALE. — Two  Troemner  Power  Coffee 
Mill*,  one  for  pulverizing  and  one  for  granu¬ 
lating  ;  also  Automatic  Coffee  Roaater,  com¬ 
plete  with  fan.  Write  for  particulars.  H. 
F.  Heacock,  gi  North  Second  Street,  Phila¬ 
delphia,  Pa.  tf 


FOR  SALE. — Well  paying  grocery,  meat 
and  provision  store.  Good  neighborhood. 
Will  sell  to  a  quick  buyer  for  $1,250.  Will 
sacrifice  property  containing  six  rooms  and 
bath  for$6,5oo.  Near  Sixtieth  and  Spruce  Sts. 
S.  N.,  “Grocery  World  and  General  Mer¬ 
chant,”  927  Arch  St.,  Philadelphia,  Pa.  22 


FOR  SALE. — One  second-hand  Gurney 
hot  water  boiler,  750  ft.  capacity.  $30  f.o.b. 
Lancaster.  F.  A.  Long,  Lancaster,  Pa. 


FOR  SALE. — Complete  outfit  for  making 
sausage  and  scrapple.  Ten  horse  power 
engine  and  boiler,  eighty  gallon  scrapple 
kettle,  sausage  cutter  and  stuffier,  shafting, 
etc.  The  same  can  be  seen  by  calling  at 
8000  Frankford  Ave.,  Philadelphia,  Pa  8 

FOR  SALE. — An  old  established  grocery 
and  delicatessen  store,  doing  a  fine  business. 
Will  accept  $1,150,  if  sold  at  once.  Neigh¬ 
borhood  Forty-ninth  and  Woodland  Ave. 
Dwelling  has  ten  rooms  and  bath.  I.  E., 
“  Grocery  World  and  General  Merchant,” 
927  Arch  St.,  Philadelphia,  Pa.  9 

FOR  SALE.— Corner  grocery  and  provision 
store.  Would  do  good  with  fresh  meats. 
Will  accept  $1,100,  if  sold  at  once.  Property 
containing  six  rooms  and  conveniences,  can 
be  bought  for  $5,100.  Northwest  section. 
S.  B.,  “Grocery  World  and  General  Mer¬ 
chant,”  927  Arch  St.,  Philadelphia,  Pa.  10 

FOR  SALE. — Stock  and  fixtures  of  a  good 
corner  grocery  store.  Has  a  well  paying 
milk  route.  Will  sell  for  $1,275  to  a  quick 
buyer.  Rent,  $20  per  month.  Dwelling  con¬ 
tains  six  rooms,  bath  and  all  conveniences. 
1429  N.  Twenty-second  St.,  Philadelphia, 
Pa.  9 


FOR  RENT. 


FOR  RENT. — At  Beach  Haven,  N.  J.,  gro¬ 
cery  and  provision  store,  stocked,  furnished 
and  equipped.  Golden  opportunity  for 
ambitious  party.  Apply  quick.  W.  S. 
Cranmer,  Cedar  Run,  N.  J.  8 


BUSINESS  OPPORTUNITIES. 


GROCERY,  MEAT  AND  PROVISION 
STORES. 

EVERY  ONE  A  GOOD  CHANCE. 

No.  60a. — We  have  to  offer  the  best  gro¬ 
cery  in  large  town  in  Northumberland 
County,  doing  $35,000  yearly,  practically 
a  cash  business.  On  account  of  executors 
desiring  to  settle  the  estate,  this  business 
can  be  bought  at  an  Inventory  price,  about 
$3)Soo  required.  Can  either  be  paid  for  in 
cash  or  partly  cash  and  good  security. 

No.  603. — Meat  business,  doing  $300  a 
week,  all  cash.  Can  be  purchased  at 
Inventory  price.  This  business  is  located 
in  a  good  business  section  of  Germantown 
Ave.,  Philadelphia,  has  very  little  competi¬ 
tion  and  rent  and  fixed  charges  very  low. 
About  $450  required.  Owner’s  reason  for 
selling  is  on  account  of  ill  health. 

No.  604.— Grocery  and  produce  business 
in  thriving  town  about  ten  miles  from  Phila¬ 
delphia.  Doing  $15,000  yearly,  but  can 
easily  be  increased  by  proper  party  taking 
hold.  Business  has  been  established  for 
twenty  vears  and  commands  a  trade  in 
which  there  is  a  good  profit.  Will  take 
about  $1,000  to  buy  entire  proposition. 
Worth  investigation. 

No.  606. — In  West  Philadelphia,  delica¬ 
tessen  and  grocery  business,  doing  $aoo 
weekly,  all  cash,  of  which  there  is  eighteen 
per  cent,  net  profit  above  all  expenses. 
Carries  a  stock  of  about  $900,  which  can 
readily  be  reduced.  Rent  and  other 
expenses  low.  Ill  health  causes  selling. 
About  $1,500  required. 

No.  616. — Grocery  and  meat  business  in 
Tioga,  Philadelphia,  doing  $200  a  week, 
mostly  cash.  On  account  of  owner  desiring 
to  move  in  another  section  of  the  city,  will 
sacrifice  business.  About  $1,000  will  buy. 


No.  618.— Grocery,  meat  and  provision 
business  In  New  Jersey  town  about  ten 
miles  from  Camden,  doing  for  the  last  five 
vears  $40,000  yearly,  of  which  two-thirds 
Is  cash  and  balance  good  credit.  Carries 
about  $600  worth  of  stock,  which  will  sell 
at  Inventory.  Has  two  horses  and  four 
wagons  and  fixtures,  which  will  take  about 
$1,400,  making  a  total  investment  of  about 
$2,000.  This  is  unquestionably  one  of  the 
best  business  locations  in  central  New  Jersey 
and  Is  worthy  of  investigation. 

No.  621. — In  a  New  Jersey  town  about  ten 
miles  from  Camden,  grocery  and  provision 
business  doing  $20,000  yearly,  on  which  the 
gross  profits  are  $3,700;  expenses,  Including 
everything,  about  $2,000;  leaving  a  clear, 
net  profit  of  practically  $1,700.  This  busi¬ 
ness  is  situated  In  a  section  of  the  town 
which  commands  practically  the  entire  trade 
of  that  section  and  caters  to  the  best  people 
in  the  town.  Store  has  the  name  of  always 
carrying  the  best  goods.  This  business  can 
be  increased  by  a  hustler  and  anyone  who 
desires  to  secure  a  well  paying  established 
business  investigate  this  one  before  looking 
further.  About  $3,000  required ;  part  cash 
and  good  security  for  the  balance  will  be 
accepted. 

No.  62s. — In  Monroe  Co.,  Pa.,  general 
store  doing  over  $40,000  yearly,  all  cash,  on 
which  there  was  a  net  profit  of  $3,600  last 
year  and  business  Is  growing  each  year. 
Expense  of  conducting  very  low.  Rent 
only  $50  monthly  and  on  account  of  being  a 
summer  resort  the  bulk  of  business  Is  done 
with  low  expense  for  help.  About  $11,000 
will  be  required  to  buy  stock  and  fixtures, 
but  this  can  be  reduced  a  great  deal.  Busi¬ 
ness  is  open  to  investigation.  Full  informa¬ 
tion  will  be  given  on  request. 

No.  623. — General  merchandise  business 
in  Warren  Co.,  N.  J.,  doing  over  $17,000 
yearly,  all  cash.  Can  easily  be  Increased. 
Expenses  very  low.  Rent,  $35  monthly. 
Clerks,  $15  weekly.  Business  has  been 
established  thirty  years.  Always  a  money¬ 
maker.  Write  for  information. 

No.  625.— Northumberland  Co.,  In  town 
of  over  14,000,  general  store  doing  an  aver¬ 
age  of  $34,000  yearly  for  the  past  five  years. 
Clear  profits,  fifteen  per  cent.  Carries  about 
$10,000  stock  and  fixtures  $2,000.  Will  sell 
for  $10,000  for  quick  sale.  Expenses  low. 
The  nature  of  this  business  is  such  that  it  is 
necessary  for  prospective  buyer  to  write 
for  information. 

No.  630. — Grocery  and  meat  store  in  small 
town  in  Burlington  Co.,  N.  J.,  doing  $250 
weekly,  mostly  cash.  A  most  desirable 
location.  Exclusive  trade,  which  can  be 
Increased.  Owner  desires  to  sell  on  account 
of  Government  position.  About  $900  will 
buy. 

No.  632. — A  carefully  selected  stock  of 
first-class  groceries  and  up-to-date  store 
fixtures.  The  latter  includes  24  running 
feet  of  Walker’s  Pivoted  Bins,  three  tiers 
high,  and  same  length  in  two  counters  faced 
with  thirty-six  similar  bins  of  smaller  size  ; 
American  meat  slicing  machine;  floor  coffee 
mill;  Perfection  showcase,  twenty-four 
drawers  with  double  fronts  for  display,  etc.; 
Acme  peanut  roaster ;  refrigerator,  etc. 
The  building  has  been  sold  and  must  be 
vacated  quickly.  No  reasonable  offer  re¬ 
fused.  Fixtures  will  be  separated  from 
stock,  if  desired.  A  near-by  lot  is  ready  for 
a  new  building,  into  which  stock  could  be 
removed  and  allow  the  store  to  continue  in 
what  twenty  four  years’  occupancy  has 
proved  to  be  an  exceptionally  good  locality, 
but  the  health  of  the  owner  prohibits  this  on 
his  part. 

No.  633. — In  New  Jersey  town  about 
twenty  miles  from  Camden,  general  store 
doing  an  average  of  $20,000  for  the  last  five 
years,  and  on  the  increase,  of  which  75  per 
cent,  is  cash,  balance  good  credit.  Business 
now  netting  10  per  cent  profit  above  all 
expenses.  Carries  about  $5,000  stock,  which 
can  be  reduced  to  about  $3,000.  Business 
will  be  sold  at  inventory.  Full  information 
given  on  request. 

No.  634  — Grocery  and  meat  business  in 
West  Philadelphia  doing  over  $400  weekly 
business,  mostly  cash.  Business  has  been 
increased  each  year  for  the  last  four  years 


and  still  increasing.  Expenses  low.  This 
business  shows  a  net  profit  of  8  per  cent. 
Anyone  desiring  the  business  can  go  in  and 
investigate  before  buying,  as  it  will  stand 
any  test  the  business  is  put  to.  About  $1,600 
will  buy. 

No.  635. — Fine  established  general  store 
in  Lancaster  Co.,  doing  a  yearly  business 
of  $20,oco,  netting  a  clear  profit  of  $2,000, 
which  can  be  shown  to  any  buyer.  Expenses 
low  and  old  established  business  command¬ 
ing  the  best  trade  of  a  town  of  3,000  In 
centre  of  rich  farming  district.  About 
$7,000  to  $8,000  required. 

No.  637.— Lancaster  Co.  general  store, 
with  small  stock,  doing  nearly  $30,000 
yearly,  90  per  cent.  cash.  Stock  is  in  good, 
clean  condition  and  the  business  is  in  such 
good  shape  that  purchaser  can  step  into  a 
money  maker  from  the  day  he  takes  hold 
of  business.  Expenses  low.  About  $ 5,000 
will  buy. 

In  all  of  these  the  cause  of  selling  is 
good,  and  the  fullest  Investigation  courted. 
Every  one  paying. 

WARNER  &  CO., 

927  Arch  Street  Philadelphia,  Pa. 


0000000000000000000000000 
o  o 

o  DO  YOU  WANT  TO  SELL 
o  YOUR  BUSINESS? 

o  We  find  buyers  for  grocery  and  o 
o  general  store  businesses  —  nothing  o 
o  else.  We  are  specialists  In  that  ana  o 
o  we  know  what  we  are  about, 
o  In  the  term  "grocery  stores”  we  o 
o  Include  butter  and  egg  stores,  tea  o 
o  and  coffee  stores,  green  groceries  and  o 
o  anything  else  in  the  same  line, 
o  If  you  want  to  sell  your  business,  o 
o  we  have  a  customer.  If  you  want  to  0 
o  buy  one,  we  know  where  something  o 
o  is  that  we’re  sure  will  suit  you. 
o  Write,  call  or  telephone.  o 

0  WARNER  A  CO.,  o 

o  927  Arch  Street,  Philadelphia,  Pa.  0 

o  Phones  :  Bell,  Filbert  3286. 

o  Keystone,  Race  746. 

o  o 

0000000000000000000000000 


MANY  GROCERS 

Find  it  pays  them  to  read  the 
“good  stuff”  in 

The  Advertising  World 

Columbus,  Ohio 

Sample  free,  or  four  moathi'  trial  for  10  ccats 


PATENTS 

and  Trade-marks  procured  promptly  and 
properly  In  aU  countries. 

I» Is  &  Bails,  WasblnitBB.  D.  C. 


We  tell  these  handsome  em¬ 
bossed  Flower  Pots  from  open 
stock  in  any  quantity,  but  this 
assortment  has  been  selected 
for- those  who  lack  experience 
in  ordering.  The  price  being 
the  same  as  on  open  stock. 
No.  7-G  Assortment 


Per  100 

Each 

40  4-in.  Pots  ind  Ssucers®  1  50 

$  .60  sell  <g  $.03 

$1* 

50  5-in. 

250 

1.25  •’ 

.05 

250 

70  6-in.  " 

3.50 

2.45  “ 

.06 

4  20 

50  7-in. 

5.00 

2  50  “ 

.08 

4  00 

40  8-in. 

7.00 

2  80  “ 

.10 

4  W 

89  60 

JI5  9C 

F.  O.  B.  factory.  No  charge  for  package.  Goods 
carefully  packed.  Prompt  shipment.  Order  now. 


The  Peters  &  Reed  Pottery  Company 
ZANESVILLE,  OHIO 


Bouillon 

Capsules 


SEE  THEM  MELT! 

Put  a  package  of  these  on  your  counter, 
with  a  little  card  telling  what  they’re  are 
good  for,  and  they’ll  melt  awav  like  snow. 
ANKER’S  BOUILLON  CAPSULES  make 
bouillon,  soup  or  beef  tea,  aud  everybody 
likes  one  of  the  three,  especially  when 
they’re  so  delicious  as  they  are.  Ten 
capsules  in  a  box — drop  one  in  hot  water. 

Good  goods  and  r  good  profit. 


ROYAL  SPECIALTY  CO.,  Sole' Manufacturers  92  r“w“0Sr6 
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Native  Fig  Packer,  Visiting  Philadelphia, 
Tells  of  Incredible  Filthiness  in  Fig 
Packing  for  American  Market 

Says  that  Most  Smyrna  Plants  Reek  With  Filth  and  the  Oper¬ 
atives  With  Syphilis.  Syphilitic  Natives  Shape  in  Diseased 
Mouths  the  Fancy  Square  Figs  Sold  Largely  in  United  States. 
Better  Packers  Employ  Physicians  to  Examine  Operatives. 
Clean  Figs  Bring  Premium. 


The  fig  season  is  approaching 
again  and  every  retail  dealer  will 
be  interested  in  the  statements 
made  regarding  them  by  an  im¬ 
portant  native  fig  packer  who  re¬ 
cently  visited  Philadelphia.  If 
this  packer  tells  the  truth,  and  his 
reputation  is  that  of  a  reliable 
and  trustworthy  man,  conditions 
of  incredible  filthiness  have  sur¬ 
rounded  the  packing  of  figs  for 
the  American  market,  and  the 
man  who  ate  a  Turkish  fig  has 
taken  his  life  in  his  hands. 


As  readers  hereof  know,  sev¬ 
eral  fig  importers  had  trouble 
with  the  United  States  Govern¬ 
ment  last  year  over  the  fact  that 
several  large  consignments  proved 
under  the  Government’s  exami¬ 
nation  to  be  filthy  and  unfit  for 
food.  In  many  cases  figs  were 
held  up  and  in  some  cases  were 
not  admitted  to  the  country  at 
all.  Certain  information  received 
and  published  at  the  time  dem¬ 
onstrated  that  the  average 
Smyrna  fig  packer  had  taken  no 


precautions  whatever  as  to  the 
cleanliness  and  sanitary  condition 
j  of  his  figs,  and  that  the  methods. 
!  of  preparing  and  packing  them 
for  the  American  market  were 
vile  in  the  extreme. 

But  according  to  the  packer  in 
question  dirt  is  not  the  worst  evil 
about  the  packing  of  figs.  He  de¬ 
clared  when  in  Philadelphia  that 
the  men  and  women  who  work  in 
the  fig-packing  establishments  are 
infested  with  the  most  malignant 
form  of  syphilis,  and  that  they 
handle  the  figs  with  their  diseased 
hands  without  the  slightest  pre¬ 
cautions  against  contamination. 
According  to  this  packer  it  is  the 
common  practice  for  square  figs, 
which  come  to  this  country  as 
something  extra  fancy,  to  be  given 
their  square  shape  by  the  mouth 
of  an  operative  reeking  with 
syphilis ! 

The  packer  referred  to  here  and 
one  or  two  more,  have  inaugu¬ 
rated  a  campaign  for  cleanliness 
which  has  already  produced  some 


results.  This  particular  packe 
employs  a  physician  during  th 
entire  season  to  make  a  physic; 
examination  of  every  man  an 
woman  who  applies  for  worl 
Each  day  he  enforces  a  rule  th; 
every  operative,  before  beginnin 
work,  must  thoroughly  wash  h 
i  or  her  face  and  hands  on  tl 
premises,  and  the  man  who  ei 
forces  this  rule  stands  at  the  ei 
trance  door  with  a  club  in  h 
hand.  Many  of  the  other  facto 
ies,  however,  still  cling  to  the  o 
and  filthy  methods,  as  their  ov 
country  has  passed  no  laws  w 
the  subject,  and  seems  not  to  ca 
how  its  products  are  sent  out. 

The  fact  that  care  and  clean 
ness  pay  is  proven  by  the  fact  th 
the  fig  packers  who  are  observii 
them  are  able  to  get  a  higher  pri 
for  their  figs  in  this  count: 
Their  goods  command  a  premiu 
of  y$  cent  per  pound,  which  aft 
all,  shows  the  insignificant  cost 
proper  care.  These  also  comma:; 
a  premium  from  the  retailer. 


National  Secretary  Green  Looks  Into 
Parcels  Post  in  Germany 


Executive  Officer  of  National  Retail  Grocers’  Association  Tells 
How  Mailing  Merchandise  at  Low  Rates  Works  There. 
Paris  Hats  and  Eggs  Both  Sent  by  Mail.  English  Pension 
System  for  Worn-out  Grocers. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

Cleveland,  Ohio, 

August  22,  1911. 

Leaving  New  York  the  last  of 
June  we  landed  in  Cherbourg, 
France,  early  in  the  second  week 
in  July  and  proceeded  directly  to 
the  capital  of  the  German  empire, 
Berlin,  carrying  letters  of  intro¬ 
duction  from  a  United  States 
Senator  to  the  American  Consul. 

The  letter  stated  my  position 
with  the  association,  the  informa¬ 
tion  wanted  on  the  specific  ques¬ 
tion  and  that  if  given  the  assist¬ 
ance  I  required  the  Senator  would 
be  greatly  obliged. 

With  this  letter  I  made  my  call 
on  the  gentleman  who  received 
me  kindly,  and  the  following  day 
sent  his  deputy  with  me  to  the 
postmaster-general. 

Our  tour  began  through  the  de¬ 
partment  of  packet  post  on  post 
parcels.  I  was  accorded  every 
courtesy,  all  questions  were  an¬ 


swered  freely  and  every  corner  of 
the  buildings,  including  receiving 
and  shipping  departments,  were 
shown  me. 

The  main  building  in  Berlin 
dedicated  to  this  business  covered 
an  entire  block.  Forty  thousand 
packages  are  received  for  distri¬ 
bution  daily  and  as  many  received 
for  shipment.  I  saw  packages  in 
length  about  four  feet  and  six  to 
eight  inches  in  diameter,  and  hun¬ 
dreds  ,of  boxes  and  bundles.  The 
guide  laughingly  told  of  the  Paris 
widow  hats  and  the  small  number 
that  could  be  carried  in  ,a  van. 

One  hundred  and  eighty  wag¬ 
ons  are  used  to  distribute  and 
collect  packages  for  the  city  of 
Berlin  alone,  not  taking  into  con¬ 
sideration  Charlottenburg,  which 
is  now  a  part  of  the  city,  but  re¬ 
tains  its  former  name.  Added  to 
the  cost  of  postage  a  charge  of  15 
cents  is  made  for  delivery,  but 
when  the  package  is  called  for 
there  is  no  extra  charge. 


There  is  not  a  straight  charge 
for  parcels  through  the  empire, 

but  a  zone  system,  the  charge  on 
sealed  packages  being  as  follows: 

From  1  to  5  kilograms, 

Zone  1  . 25  pfennig 

From  1  to  5  kilograms. 

Zone  2  .  50  pfennig 

No  extra  charge  for  this  amount 

up  to  Zone  6. 

From  5  to  6 
kilogr., 

Zone  ....  1  2  3  4  s  6 

Pfennig  .  30  60  70  80  90  100 
From  6  to  7 

kilogr.  ..  37  70  90  no  130  X50 
From  7  to  8 

kilogr.  .  .  40  80  no  140  170  200 
From  8  to  9 

kilogr.  .  .  45  90  130  170  210  250 
From  9  to 

10  kilogr..  50  100  150  200  250  300 
From  14  to 

15  kilogr..  75  150  250  350  450  550 
To  make  these  figures  easily 
understood  the  following  expla¬ 
nation  is  given: — 

One  kilogram  is  equal  to  two 
and  two-tenths  pounds  (2  2-10). 
One  hundred  pfennig  is  equal  to 
25  cents. 

There  are  scheduled  rates  be¬ 
tween  ten  and  fourteen  pounds, 
but  the  above  table  will  suffice  to 
show  the  rates. 

Question :  I11  case  a  farmer 
wants  to  send  eggs  to  a  customer 
in  the  city,  what  plan  have  you 
in  taking  care  not  to  break  the 
eggs? 

Answer.  The  shipper  ties  one 
empty  egg  shell  on  the  top  of  the 
package  and  it  is  delivered  safely. 

All  goods  are  handled  in  a  care¬ 
ful  manner  and  are  delivered 


I  without  injury  or  loss, 
people  are  not  satisfied  with  t; 
zone  system  and  are  looking  fc* 
ward  to  the  time  when  there  wl 
be  one  straight  charge  or  ft 
rate. 

On  the  19th  of  July  I  attend  1 
the  meeting  of  Federation  of  F>- 
tail  Grocers  of  Great  Britain  t! 
Swansea,  South  Wales. 

During  the  convention  an  j-j 
peal  was  made  for  the  benevoht 
fund,  which  fund  is  to  providci 
pension  for  old  and  unfortun;d 
grocers  and  their  widows;  ai 
such  a  response !  I  have  wisheu 
thousand  times  that  the  sentinnt 
prevailing  at  that  time  could  hae 
been  photographed  and  given  at 
the  world.  In  a  little  less  than  11 
hour  sixteen  hundred  pours 
($8,000)  had  been  subscribe 
amidst  the  utmost  enthusiasi. 
Every  hundred  pounds  tota:i‘ 
was  received  with  great  cheeriir. 
That  indeed  was  a  lesson  for 
In  our  prosperity  we  forget  le 
less  fortunate,  but  not  so  the', 
and  when  at  last  the  grand  toil 
was  announced  pandemoniin 
reigned  and  men  forgot  all  c- 
corum  in  the  consciousness  >f 
having  done  something  for  otlie-. 
This  incident  can  never  be  era‘1 
from  the  memory  of  those  wo 
saw  it.  ■ 

John  A.  Green 

Secretary  National  Retail  G>- 
cers’  Association. 
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irtindale  Thinks  Colored  Tea  Ruling 
Will  Affect  Retail  Tea  Trade 

udes  Green  Tea  and  Forces  Retailer  to  Use  More  Black 
Tea  in  Blending  in  Its  Place.  Thinks  the  Premium  Tea 
Business  Will  Suffer  Most. 


here  has  been  considerable 
ussion  throughout  the  country 
■  the  probable  result  of  the 
ntly  reported  order  of  the 
e  Tea  Board  that  artificially 
red  tea  could  not  enter  this 
itry.  A  variety  of  opinions 
»  been  expressed,  many  au- 
ities  contending  that  the  new 
:r  of  things  would  not  affect 
retailer  at  all,  as  color,  or 
le,”  which  color  partially  rep- 
nts,  was  not  a  factor  in  a  con- 
ler’s  selection  of  tea.  1  honjas 
•tindale,  of  Philadelphia,  how- 
-,  who  has  made  an  unex- 
)led  success  in  the  retail  hand- 
•  of  tea,  thinks  that  the  retailer 
feel  the  order  very  seriously, 
luse  the  green  teas  which  he 
been  accustomed  to  use  in  his 
ids  cannot  now  enter  the 
ntry  at  all.  Mr.  Martindale 
tes  the  following  statement : — 

After  due  notice  to  the  grocery 
id  tea  and  coffee  trade  on  the  part 
the  Government  that  after  the  ist 
May,  1911,  no  more  artificially 
ilored  teas  would  be  admitted  into 
e  United  States  on  that  date,  the 
irs  were  shut  down,  and  now  col- 
■ed  or  so-called  colored  teas  can- 
)t  come  in.  This  affects  Young 
ysons,  Hysons,  Imperials,  Gun- 
jwders,  Ping  Sueys,  Hoochows 
id  Moyunes  in  China  tea  and  pan¬ 
ned  Japan  teas. 

Some  tea  importers  say  that  the 
cclusion  of  these  teas  will  mean  a 
lortage  of  over  40,000  packages, 
hich  necessarily  will  have  to  be 
tade  up  by  a  larger  use  of  black 
las,  which  will  undoubtedly  en- 
ance  their  values. 

It  should  be  borne  in  mind  that 
very  large  proportion  of  teas  are 
aid  in  blended  form,  and  most  of 
le  blends  contain  a  proportion  of 
bout  33 Yi  to  40  per  cent,  of  green 
;as. 

The  question  now  arises,  how  are 
he  dealers  to  satisfy  their  customers 
ffio  have  for  such  a  long  time  been 
ised  to  the  flavor  of  green  tea  in 
heir  blends?  It  would  seem  to  us 
hat  the  housewife  will  soon  note 
he  difference  in  the  taste  of  her 
ea  and  will  ask  her  dealer  the  rea- 
ion  why,  and  when  that  is  given 
;he  will  probably — womanlike — -visit 
ither  stores  to  find  out  if  there  isn’t 
)ne  of  them  at  least  that  has  “taken 
ime  by  the  forelock”  and  laid  in  a 
stock  of  green  teas  enough  to  sat- 
sfy  his  trade  until  consumers  be- 
:ome  gradually  accustomed  to  an 
ill-black  tea,  and  to  that  dealer  she 
will  perchance  transfer  her  trade. 

With  green  teas  excluded  from 
the  United  States  entirely  together 
with  the  shortage  in  this  year’s 
crops  of  India  and  Ceylon  teas 
(caused  by  the  drought  and  by  mos¬ 
quito  blight)  and  the  present  light 
stocks  now  held  in  all  parts  of 
the  United  Kingdom,  which  are 


21,258,000  pounds  less  than  they 
were  in  1910,  the  trade  must  look 
for  a  substantial  hardening  of  tea 
values.  This  will  test  the  ingenuity 
of  the  retail  trade  of  the  country 
to  make  a  satisfactory  profit  upon 
their  tea  sales. 

To  those  dealers  who  have  been 
giving  trading  stamps,  presents  and 
other  inducements  to  purchase  tea 
this  subject  is  one  that  is  bound  to 
give  them  grave  concern.  For  in¬ 
stance,  last  year  Congou  teas  were 
in  an  oversupply  here  because  of 
large  purchases  made  in  anticipation 
of  a  duty  of  10  cents  per  pound  the 
previous  year,  and  the  lowest  grades 
of  these  teas  sold  down  to  a  price 
that  didn’t  pay  the  cost  of  picking, 
firing,  packing  and  shipping  the  tea, 
let  alone  the  planting  and  growing, 
as  many  large  sales  were  made  as 
low  as  7k 2  cents  the  pound. 

The  reaction  has  now  come  and 
this  same  grade  of  tea  is  now  sell¬ 
ing  at  12  cents  per  pound  in  in¬ 
voices  from  first  hands,  which 
means  that  when  these  teas  get  dis¬ 
tributed  to  the  wholesale  grocer  and 
from  him  to  the  retail  dealer,  in  a 
small  way,  the  price  will  average 
perhaps  20  cents  the  pound. 

The  dealer  who  attempts  to  sell  to 
his  trade  a  Congou  tea  simply  by 
itself  will  soon  come  to  grief  with 
his  tea  trade,  as  it  is  not  by  itself 
at  all  fitted  for  the  tea  drinker’s 
palate.  There  should  be  a  goodly 
portion  of  Oolongs  mixed  with  it 
and  also  green  teas  to  give  to  the 
resulting  blend  that  piquant  and  de¬ 
sirable  taste  which  pleases,  comforts, 
stimulates  and  nourishes  the  con¬ 
sumer  as  no  other  beverage  in  the 
world  does. 


AMONG  THE  TRADE. 

The  Government  instituted  pro¬ 
ceedings  in  the  United  States  J 
District  Court  last  Monday 
against  three  local  food  dealers,! 
charging  them  with  violating  the 
food  and  drug  act  of  1906.  John 
P.  Wilde,  of  825-27  North  Second 
street,  is  accused  of  misbranding 
a  mustard  he  manufactures, 
known  as  “Wein  Senf.  S.  D. 
Conwell  &  Co.  are  charged  with 
adulterating  “Paragon  \  anilla  | 
Flavor"  by  a  coloring  which  looks 
like  the  extract  of  vanilla  bean, 
while  Henry  W.  Juergens,  of  2615  I 
Germantown  avenue,  is  alleged  to 
have  shipped  20  pounds  of  sans-  j 
age  to  Camden  which  had  not 
been  passed  upon  by  the  food  in¬ 
spectors. 

The  Consumers’  Co-operative 
Trading  Association,  of  Philadel¬ 
phia,  has  been  incorporated  under 
the  laws  of  Delaware  with  $100,- 
000  capital. 


Picnic  Specialties 
for  Labor  Day 


Meat  Loaf 


Composed  entirely  of  fine  selected  meats — contains 
no  flour  or  cereals.  Baked  fresh  daily  in  loaves  of 
about  five  pounds.  Makes  a  quick  and  delicious 
breakfast,  sliced  and  fried  in  a  little  butter. 

Cut  in  thin  slices  it  can  also  be  served  cold  for 
luncheon,  or  warmed  in  the  oven  in  one  piece  it 
takes  the  place  of  a  roast. 


Lunch  Roll 


(Trade-mark) 
Reg.  U.  S.  Pat.  Office 


Composed  of  lean,  tender  pieces  of  pork,  mildly 
cured,  stuffed  in  linen  container  and  boiled.  Far 
superior  and  more  delicious  than  boneless  boiled 
ham,  being  juicy,  mild  and  sweet;  also  less  expensive 
and  not  near  so  wasteful — in  fact  no  waste  at  all. 


Cervelat 


(Also  known  as  Summer  Sausage 
or  Winter  Bologna) 


Not  to  be  confounded  with  Lebanon  Bologna  or 
similar  cheap  products.  Very  choice  and  different 
from  the  numerous  brands  on  the  market  from  the 
fact  that  it  contains  no  cereals.  In  beef  and  hog 
casings. 

Bologna  Sausage 

Burk  quality.  From  animals  slaughtered  on  the 
premises.  No  cereals. 

Burk’s  Hams 

Different  from  others  in  cut  and  trim,  having  short 
shanks  and  round  butts.  No  salty  taste  being 
new  and  sugar  cured.  Bright  color,  smoked  with 
hickory  wood. 

These  goods  are  absolutely  pure  contain  no  adul- 

teration  and  are  free  from  artificial  preservatives. 


LOUIS  BURK 

Girard  Avenue  and  Third  Street 
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The  New  York  Letter 


Jobbers  Who  Sell  in  Florida  Put  Out  Over  Drastic  Provisions 
of  New  Food  Law  There.  Much  Discussion  of  Alleged 
Cold  Storage  Abuses.  Coffee  Trust  Under  Governmental 
Inspection.  Wholesale  Rejections  of  Colored  Tea  Likely. 
Market  Summary. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 


New  York,  August  24,  1911. 

Wholesale  grocers  are  making- 
preparations  to  comply  with  the 
new  and  drastic  food  law  of 
Florida  and  are  thanking  their 
lucky  stars  that  there  are  not 
many  more  new  State  laws,  vary¬ 
ing  one  from  another.  In  two  re¬ 
spects  the  wholesalers  are  made 
to  feel  the  effects  of  the  Florida 
law.  Its  provisions  for  stating  on 
labels  the  net  weights  of  all  foot 
in  packages  are  most  rigid.  Ac 
cordingly,  the  wholesalers  are 
having  printed  quantities  of  stick 
ers  that  are  to  be  pasted  on  al 
packages  shipped  into  the  State. 

Another  provision  will  prove 
even  more  troublesome  to  the 
wholesalers  and  to  some  manu 
facturers.  It  declares  that  food  is 
adulterated  if  any  preservatives, 
including  benzoate  of  soda,  are 
used.  Accordingly,  the  manufac¬ 
turers  who  have  been  using  ben 
zoate  of  soda  must  turn  out  a  dif 
ferent  product  for  sale  in  Florida 
or  else  lose  whatever  business 
they  have  in  that  State. 

*  *  * 

Patent  medicines  made  in  the 
United  States  were  exported  in 
the  last  fiscal  year  to  the  value  of 
$7,000,000,  according  to  a  report 
given  out  by  the  Government’s 
Bureau  of  Statistics.  The  exports 
have  been  growing  steadily.  In 
1900  the  total  was  only  $3,000,000. 
Practically  every  country  on  the 
globe  buys  American  patent 
medicines.  The  Chinese  and 
Japanese  are  about  the  smallest 
buyers,  apparently  not  taking 
kindly  to  our  medicines. 

*  *  * 

Cold  storage  abuses  are  beyond 
public  conception,  according  to  a 
report  made  in  the  last  week  by 
the  State  Department  of  Health, 
following  investigations  made  by 
inspectors  in  a  number  of  cities. 
The  Legislature,  after  the  investi¬ 
gations  of  last  year,  enacted  a  new 
law,  the  Brennan  cold  storage 
law,  and  the  inspectors  reported 
that  this  law  is  flagrantly  violated 


on  all  sides  and  that  the  evils  at¬ 
tendant  on  the  business  are  about 
as  great  now  as  ever. 

In  substance,  the  State  authori¬ 
ties  now  find  that  the  quantities 
of  food  placed  in  cold  storage  are 
much  greater  than  were  revealed 
by  the  former  inquiries.  The 
food  is  placed  in  storage,  accord¬ 
ing  to  the  report,  not  always  for 
the  purpose  of  holding  it  from 
periods  of  plenty  to  periods  of 
scarcity,  but  for  the  purpose  of 
maintaining  an  artificial  scarcity 
and  manipulating  prices. 

Butter,  eggs,  poultry  and  fish, 
the  investigators  say,  are  kept  in 
storage  much  longer  than  the  new 
law  permits.  Food  is  sometimes 
returned  to  storage  after  being 
taken  out  in  an  effort  to  sell  it, 
and  this  is  against  the  law. 

Some  of  the  warehouses  are  de¬ 
clared  to  be  in  a  filthy  condition 
and  infested  with  vermin.  It  is 
also  said  that  the  cold  storage  is 
often  a  farce,  as  the  storage  rooms 
are  not  kept  sufficiently  cold  anc 
there  are  great  variations  in  tern 
perature  that  are  injurious  to  the 
food. 

Assemblyman  Brennan,  who  in¬ 
troduced  the  cold  storage  law, 
says  that  the  conditions,  as  re¬ 
vealed  by  the  present  investiga¬ 
tion,  are  even  worse  than  he  had 
supposed  that  they  were  when  he 
prepared  the  bill.  He  is  confident, 
however,  that  the  State  Board  of 
Health  will  grapple  with  the  situ¬ 
ation  and  get  the  business  on  a 
proper  basis  so  that  the  sanitary 
conditions  will  be  looked  after 
properly  and  the  warehouses  shall 
not  be  illegally  used  for  the  ma¬ 
nipulation  of  prices. 

Extracts  from  the  State  Board’s 
report  give  many  details  of  inter¬ 
est  : — 


An  examination  of  the  cold  stor¬ 
age  /warehouses  in  New  York  City- 
shows  that  the  extent  of  this  indus¬ 
try  is  far  greater  than  was  ever 
imagined,  and  the  public  can  scarce¬ 
ly  conceive  of  the  immense  quanti¬ 
ties  of  goods  held  in  storage.  In 
twelve  storage  houses  alone  in  New 
York  Citv  visited  by  the  inspectors 
there  were  found  to  be  over  7,300,- 
000  pounds  of  poultry  and  meat, 
4,500,000  pounds  of  fish,  2,000,000 
pounds  of  cheese,  6,000,000  pounds 


of  butter  and  500,000  cases  of  eggs. 
A  thorough  examination  of  all  the 
plants  is  being  made. 

The  department  states  that  al¬ 
though  in  the  modern  plants  the 
conditions  are  fairly  satisfactory,  in 
others,  as  many  as  four  of  the  first 
twelve  inspected,  conditions  were 
far  from  satisfactory. 

In  these  places  the  floors  were 
not  in  good  condition,  the  rooms  in 
which  meats  were  stored  were  filled 
with  dirty  barrels  and  rubbish.  In 
one  place  the  floors  were  entirely 
of  wood  and  infected  with  insects; 
walls  and  ceilings  in  very  bad  con¬ 
dition,  neglected  and  unclean. 

In  another  place  the  floors  of 
halls  leading  directly  to  rooms 
where  food  was  stored  were  wet, 
muddy  and,  in  many  places  pools 
of  water  had  formed,  which  in  some 
instances  evidently  had  been  stand¬ 
ing  for  some  time,  as  it  was  stag¬ 
nant.  In  this  place,  in  the  rooms 
where  the  meat  was  stored,  every¬ 
thing  was  in  disorder,  with  evidence 
that  the  floors  and  walls  had  not 
recently  been  cleaned  or  swept. 

In  another  one  of  the  storage 
warehouses  the  walls  were  unclean; 
that  floors  were  not  swept  or 
cleaned;  that  even  the  rooms  in 
which  the  food  was  kept  were  in  a 
dirty  condition. 

Some  of  the  houses  are  conducted 
with  little  regard  to  scientific  prin¬ 
ciples.  The  temperature  at  which 
the  food  is  stored  varies  consid¬ 
erably,  in  many  cases  it  being  far¬ 
cical  to  call  it  cold  storage,  as  the 
temperature  is  twenty-five  degrees 
higher  than  that  acknowledged  by 
experts  as  necessary  for  the  proper 
protection  of  the  food,  butter  hav¬ 
ing  been  found  kept  at  thirty-five 
degrees,  the  proper  temperature  be¬ 
ing  zero. 

An  examination  of  the  books,  es¬ 
pecially  in  the  warehouses  storing 
poultry,  tended  to  show  that  they 
were  largely  placed  in  storage  at 
times  when  they  were  low  in  price. 
This  appeared  so  frequently  that  it 
would  seem  a  question  as  to  whether 
the  storage  was  conducted  merely 
for  the  purpose  of  carrying  over  the 
surplus  supply  of  one  season  to  the 
scanty  time  of  another. 

It  was  found  on  the  examination 
of  the  poultry  that  in  some  cases  it 
was  unfit  for  consumption.  The  de¬ 
partment  will  insist  vigorously  on 
the  labeling  of  food  products  as  to 
date  of  receipt  and  delivery  and 
also  the  selling  of  cold  storage 
foods  as  such,  for  certainly  the  con¬ 
sumer  has  a  right  to  know  what 
he  is  buying. 

The  storage  of  eggs  in  some  ware¬ 
houses  has  proved  to  be  most  lax. 
They  are  brought  into  contact  with 
other  goods  and  much  deteriorated 
by  their  proximity  and  absorption 
of  odors.  Eggs  kept  in  storage  for 
long  periods  acquire  a  taste  much 
different  from  the  fresh  article. 
This  change  in  odor  and  flavor  is 
so  pronounced  and  so  distinctly  un¬ 
pleasant  that  it  does  not  require  an 
expert  to  distinguish  the  fresh-laid 
article. 

The  work  of  inspection  will  be 
systematically  conducted,  and  a  vig¬ 
orous  enforcement  of  this  important 
health  legislation  will  be  carried  on. 
The  results  will  insure  that  cold 
storage  plants  are  kept  in  proper 
sanitary  condition  and  that  the 
foods  are  marketed  after  a  reason¬ 
able  period  and  sold  for  what  they 
are. 

*  *  * 


According  to  the  reports  that 
are  circulating,  the  Government’s 
attorneys  have  obtained  evidence 
of  the  sales  of  coffee  below  the 
market  prices  under  agreements 
|  that  such  supplies  were  not  to  be 
delivered  on  any  contracts  made 
in  the  regular  business  of  the 
Coffee  Exchange. 

In  other  words,  it  is  claimed 
I  that  an  artificial  shortage  has 
been  produced  and  prfees  main¬ 
tained  by  manipulation,  but  that 
the  holders  of  .supplies  have  been 
I  unloading  some  of  their  stock 
secretly  to  buyers  who  agreed  not 
to  let  such  coffee  go  into  immedi¬ 
ate  consumption  and  not  to  let  it 
enter  into  any  of  the  regular 
transactions  of  the  Exchange.  ■ 

1  he  valorization  interests  are, 

I  of  course,  supposed  to  be  back  of 
the  movement.  It  appears  also 
that  there  is  a  group  of  brokers 
who  have  been  selling  short  and 
|  the  valorization  people  have  been 
preparing  to  squeeze  these 
‘shorts.” 

A  wholesale  grocer  said  that  it 
looks  to  him  as  if  there  has  been 
a  conflict  between  the  two  groups 
of  speculators  and  that  the  shorts 
have  begun  to  squeal. 


*  *  * 


Some  of  the  facts  are  coming 
to  light  as  to  the  inquiry  which 
the  Government  has  been  making 
into  the  supposed  manipulation 
of  prices  by  the  coffee  interests — 
sometimes  called  a  trust. 


Notices  have  been  received  that 
the  Government  will  enforce  to 
the  letter  the  law  against  admit¬ 
ting  colored  teas.  These  notices 
were  brought  out  by  reports  that 
shipments  of  colored  Chinese  teas 
are  now  on  their  way  to  this  coun¬ 
try,  and  particularly  that  one 
ship  containing  50,000  pounds  of 
the  colored  tea  is  either  now  at 
San  Francisco  or  soon  will  dock 
there. 

The  Tea  Association  of  New 
York  held  a  special  meeting  sev¬ 
eral  days  ago  to  consider  the 
threatened  arrival  of  the  colored 
teas.  The  information  received 
by  the  association  confirmed  the 
reports  that  had  been  circulating. 

The  association  sent  on  to 
Washington  the  information  that 
it  had  received  and  asked  the 
Government  to  keep  the  colored 
teas  out  of  the  country.  It  was 
represented  that  as  the  law  is 
against  the  importation  of  such 
teas  it  would  be  unfair  to  the 
trade  at  large  to  allow  any  favors 
to  any  particular  importers  in  this 
respect.  Some  Western  importers 
have  appeared  to  be  desirous  of 
getting  the  bars  down  for  a  while, 
but  the  brokers  in  this  city  took 
the  position  that  the  interests  of 
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e  trade  as  a  whole  should  be 
otected  by  the  strict  enforce- 
ent  of  the  law.  Otherwise, 
une  importers  would  obtain 
ifair  advantages  over  others 
ho  had  accepted  the  Govern- 
ent’s  rules  in  good  faith.  The 
Washington  authorities  answered 
tat  no  favors  would  be  shown 
id  that  colored  teas  would  be 
:ized  on  arrival. 

*  *  * 

Read  Gordon,  of  Gordon  &  Dil- 
orth,  the  manufacturers  of  table 
elicacies,  died  Saturday  at  his 
iitimer  home,  Merriwold  Park, 
i  Sullivan  County.  He  had  long 
een  the  head  of  the  house  es 
iblished  by  his  father. 

Mr.  Gordon  was  born  in  1845 
1  Port  Penn,  Del.  He  was  a 
:>bust  man  until  two  years  ago, 
/hen  diabetes  set  in  and  he  had 
ince  made  a  brave  but  hopeless 
ght  agairfst  the  disease. 

Outside  of  his  business,  Mr 
Gordon  was  known  for  his  inter- 
st  in  sociological  questions  and 
n  philanthropic  works.  He  was 
.Iso  a  close  student  of  modern 
hemical  progress. 

Summarized  Market  Con¬ 
ditions. 


The  big  roasting  interests  are 
uying  coffee  only  for  require- 
lents  and  this  lack  of  support  is 
elt  by  the  brokers.  Buyers  are 
nclined  to  look  upon  the  large 
hipments  as  increasing  evidence 
hat  the  valorization  interests  will 
lot  be  able  to  maintain  prices 
nuch  longer  at  the  present  level, 
rhere  is  only  a  routine  business 
n  the  mild  grades 
Teas  are  quiet  and  the  trade  is 
iwaiting  the  outcome  of  the  ex¬ 
aminations  of  the  new  China  teas 
now  on  their  way.  Some  of  the 
experts  say  that  these  shipments, 
or  some  of  them,  will  not  stand 
the  test  for  coloring  material  and 
so  will  be  held  and  perhaps  sent 
back.  Some  buyers  are  looking 
for  concessions  and  seem  willing 
to  place  large  orders  if  the  prices 
were  made  satisfactory  to  them. 
The  opinion  seems  to  prevail  that 
a  lively  trade  will  be  enjoyed  in 
the  coming  fall  months. 

Rice  is  quiet,  with  a  firm  tone 
to  the  offerings.  There  have  been 
some  slight  advances  at  the  South. 

Prices  of  sugar  have  been  ad 
vancing.  The  market  is  strong 
all  around  and  the  refiners  were 
compelled  to  put  up  quotations 


because  of  the  advance  in  raws. 
The  general  advance  was  to  5.85 
cents,  less  2  per  cent,  for  stand¬ 
ard  granulated.  The  Federal 
price  is  5.95  cents,  less  2  per  cent. 

Canned  tomatoes  are  unsettled. 
Some  of  the  packers  now  look 
for  a  good  total  output,  and  as  the 
buying  interest  is  quiet  they  are 
trying  to  stimulate  it  by  offering 
concessions.  Other  packers  are 
firm  in  their  views  and  are  wait¬ 
ing  for  the  buyers  to  come  for¬ 
ward  and  pay  the  prices.  The 
quotations  for  standard  Maryland 
No.  3  vary  from  80  to  8 2/2  cents. 
The  jobbing  grocers  in  this  city 
seem  to  think  that  after  the  sea¬ 
son  is  well  under  way  they  can 
get  better  terms  than  at  present. 
They  have  refused  offers  of  brok¬ 
ers  to  submit  bids  of  77*4  or  even 
75  cents  for  No.  3s. 

Corn  is  quiet  but  firm.  Peas 
continue  scarce,  with  buyers  and 
sellers  apart  in  their  views  as  to 
values.  Beans  are  held  firmly. 

In  general,  the  business  in  canned 
vegetables  is  quiet. 

Business  in  California  canned 
fruits  is  restricted  by  their  scarc¬ 
ity  and  ^high  prices.  Southern 
canned  fruits  are  quiet.  Gallon 
apples  are  dull,  as  buyers  think 
that  lower  prices  must  come. 

California  dried  fruits  are 
weaker,  concessions  being  made 
in  an  effort  to  stimulate  buying 
operations.  This  is  especially  the 
case  in  future  prunes.  Leading 
packers  are  said  to  be  willing  to 
book  orders  for  fancy  seeded 
raisins,  October  shipment,  at  7^5 
cents  and  the  developments  gen¬ 
erally  favor  the  buyers.  Spot  cur¬ 
rants  are  dull.  There  is  little  in¬ 
terest  in  peaches  and  apricots. 

Flour  prices  are  upheld  on  the 
basis  of  $5.25  to  $5.35  for  spring 
wheat  patents  in  wood.  Buyers 
would  now  be  willing  to  place  or¬ 
ders  for  large  shipments,  it  is  said, 
if  prices  were  again  dropped  to 
the  $5  basis. 

There  have  been  beavy  receipts 
of  butter  and  the  tone  of  the  mar 
ket  has  been  unsettled  as  a  result. 
The  fancy  stock  in  specials  is  eas¬ 
ily  obtained  at  28  cents  or  even 
at  a  fraction  below  that  figure. 
All  of  the  grades,  in  fact,  show 
weakness  and  sellers  are  generally 
willing  to  make  concessions  on 
large  sales.  Extras  are  quoted  at 
27  cents ;  firsts  at  24  to  25^  cents ; 
seconds  at  22*4  to  23  cents.  Some 
of  the  dealers  believe  that  the  re 
ceipts  will  continue  heavy  and 

(Continued  on  page  *5-) 


New  Sour  Krout 


52  to  55-gallon  tierces . per  tierce,  $8.85 

15-gallon  kegs . per  keg,  3.25 

10-gallon  kegs . per  keg,  2.20 

5-gallon  kegs . per  keg,  1.40 

Finest  quality  long-cut  goods  on  the  market. 

New  Tomatoes 


$0,671/2 

.65 


Castle  Haven  Brand,  No.  2  cans,  2  doz.,  per  doz., 

5  or  10-case  lots . Per  doz., 

Standard  cold-packed  goods  and  very  desirable. 
To  retail  3  cans  for  25  cents. 

New  Pack  Corn 


Baker’s  Whole  Grain,  2  doz . per  doz.,  $0.77!  2 

The  most  popular  brand  whole  grain  Corn  packed. 


New  Rice 


Fancy  Head,  100-lb.  bags . per  lb.,  $0.04^ 

5  or  10-bag  lots . per  lb.,  .04  4 

Positively  new  goods,  crop  of  1911,  just  in  and  a  beauty.  Whole 
bean,  very  clean,  very  white  and  very  flinty. 

A  big  bargain  in  Fancy  Head  Rice. 

New  Mother’s  Oats 

18  packs  in  container . per  container,  $1.45 

In  10  container  lots,  delivered, 

freight  prepaid . per  container,  1.40 

This  is  an  early  arrival  of  positively  New  Mother’s  Oats,  crop  of 
1911.  We  doubt  if  you  can  get  New  Mother’s 
Oats  from  many  sources. 


WRITE  FOR  THE  “CASH  GROCER,”  CONTAINING 
PRICES  ON  A  FULL  LINE  OF  STAPLE 
AND  FANCY  GROCERIES 


The  abOYf  prices  flood  for  week  August  28th  to  September  2d,  inclusive 

BARBER  &  PERKINS 

Wholesale  Cash  Grocers 

29, 31 , 33  N.  Water  Street  28  N.  Delaware  Avenue 

PHILADELPHIA,  PENNA. 
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The  sensational  daily  papers 
have  made  a  great  ado  during  the 
week  over  the  re- 

Mort  Cold  storage  port  made  by  the 
Sensations.  New  York  cold 

storage  ware 


houses  covering  the  quantity  of 
food  products  at  present  in  stor¬ 
age.  The  disclosure  was  made 
necessary  by  the  new  Brennan 
law,  and  the  papers  seem  to  see 
evidence  of  dire  conspiracy  in  the 
fact  that  large  quantities  of  but¬ 
ter,  eggs,  poultry  and  fish  are 
in  store  at  this  season  of  the 


year. 

Here  is  a  paragraph  on  the  sub¬ 
ject  from  the  Philadelphia  “North 
American”: — 


In  twelve  storage  houses  alone 
visited  by  the  inspectors  there  were 
found  to  be  more  than  7,300,000 
pounds  of  poultry  and  meat;  4,500,- 
000  pounds  of  fish ;  2,000,000  pounds 
of  cheese ;  6,000,000  pounds  of  but¬ 
ter,  and  500,000  cases  of  eggs. 


On  this  text  several  newspapers 
preached  fiery  sermons  on  the 
evils  of  cold  storage,  the  oppres¬ 
sion  of  the  consumer,  the  artificial¬ 
ly  high  cost  of  living,  the  corner¬ 
ing  of  the  food  supply,  and  so 
on. 

The  writer  is  inclined  to  wish 


make  fell  off.  One  year  of  this, 
and  those  who  decry  the  use  of 
cold  storage  now  would  fall  on 
their  knees  and  pray  for  its  res¬ 
toration. 

It  is  impossible  to  conceive  of 
anything  more  vitally  valuable 
than  a  plan  which  takes  a  surplus 
food  product  when  the  demand 
cannot  consume  it  and  conserves 
it  against  the  time  when  condi¬ 
tions  will  reverse  themselves.  It 
is  admitted  that  there  should  be 
no  manipulation  of  such  a  thing. 


that  these  fools  might  have  to 


pass  through  a  year  without  cold 
storage  facilities  for  evening  up 
the  food  supply.  With  eggs 
bringing  next  to  nothing  all  sum¬ 
mer  and  a  dollar  a  dozen  in  the 
winter,  and  more,  with  producers 
leaving  the  business  because  of 
conditions  which  robbed  them  of 
profit  first  through  glut  and  next 
through  famine ! 

With  butter  glutted  to  the 
quick  from  April  on  to  the  end  of 
summer  and  bringing  fabulous 
prices  in  the  winter  when  the 


Readers  of  this  journal  will  re¬ 
member  some  recent  comment  on 
the  fact  that  four- 

Not  Tim*  foe  tee  n  secretaries 

Thi»Yet.  Qf  Western  retail 

lumber  organiza¬ 
tions  had  been1  indicted  at  the  in¬ 
stance  of  the  Government  for 
maintaining  a  combination  in  re¬ 
straint  of  trade.  The  combination 
consisted  of  boycotting  all  manu¬ 
facturers  who  sold  consumers  of 
lumber  direct. 

These  fourteen  lumber  secre¬ 
taries,  in  need  of  moral  sustenance 
and  comfort,  now  issue  a  call  for 
a  national  federation  of  retail 
merchants  in  all  lines.  They  have 
asked  national  organizations  in 
all  branches  to  appoint  commit¬ 
tees  to  meet  the  retail  lumber  in¬ 
terests  in  Chicago  in  October. 
The  plan  is  to  form  at  that  time 
a  national  association  of  retailers 
representing  every  line  of  indus¬ 
try,  to  defend  the  retailer’s  right 
to  fight  for  his  place  in  the  scheme 
of  trade 

The  writer  hopes  that  the  gro¬ 
cery  and  general  mercantile  in¬ 
terests  will  not  affiliate  in  any 
way  with  the  lumber  interests,  un¬ 


til  the  latter  are  purged  of  their 
alleged  crimes  and  misdemeanors. ! 
The  Government  is  just  now  look¬ 
ing  for  trouble  and  anything  that 
makes  a  noise  like  a  trust  or  I 
combination  is  going  to  be 
smashed  if  the  Government  can . 
do  it.  H'h is  is  not  the  time  to  go 
into  schemes  like  this. 


should  be.  Charity  that  is  every¬ 
body’s  business  is  nobody’s  busi¬ 
ness  and  is  never  attended  to.  ] 


Helping  to  Clear 
the  Grocer  of 
a  False  Charge. 


In  a  letter  in  another  column 

National  Secretary  Green  tells  of 

a  scene  he  wit- 

English  and  American  nessed  at  the  COn- 
Treatment  of 

Worn-out  Grocers.  VdltlOn  of  the 

Great  Britain 
Federation  of  Grocers,  when  in  a 
few  minutes  $8,000  was  raised  for 
old  and  unfortunate  grocers  and 
their  widows.  The  money  thus 
subscribed  goes  into  a  benevolent 
fiind,  which  provides  a  pension 
for  worthy  but  destitute  veterans 
of  the  trade. 

The  English  shame  us  in  many 
ways.  In  all  the  United  States, 
modern  and  far-reaching  as  our 
charities  are,  there  is  no  philan¬ 
thropy  that  corresponds  with  this. 
Here  a  grocer  may  be  old  and  des¬ 
titute  ;  he  may  have  been  an  honor 
to  his  trade,  upholding  its  best 
ideals  until  the  end,  but  his  fellow- 
members  of  the  trade  take  not  the 
slightest  responsibility  for  him. 
He  can  go  to  the  poorhouse  if 
there  is  nowhere  else.  This  is  not 
a  charge  that  the  individual  mem¬ 
bers  of  the  grocery  industry  are 
cold-hearted  or  selfish.  Probably 
every  worthy  case  of  destitution 
on  the  part  of  one  of  their  own 
number  would  meet  with  ready 
response — if  there  was  anyone  to 
attend  to  the  matter.  There  is 
nothing  concerted — no  organiza¬ 
tion  for  such  things,  as  there 


The  United  States  Departmen 
of  Agriculture  makes  the  follow¬ 
ing  remarkable 
statement  in  a 
communication  to 
this  journal : —  jj 

Improper  and  antiquated  methods  - 
of  handling  eggs  in  the  United 
States  result  in  losses  that  reach  an 
estimated  total  of  $45,000,000  an¬ 
nually.  This  is  17  per  cent,  of  the  - 
estimated  total  value  of  the  entire  7 
crop.  Practically  all  this  loss  is  J 
borne  by  farmers  and  other  pro- 

rbl/'i.ri-  on/1  1or/vn  C  I*  —  _  _  l.  *  V 


ducers,  and  a  large  part  of  it  can  be 
prevented.  How  the  Department  of 
Agriculture,  through  its  Bureau  of 
Animal  Industry,  is  solving  this  t 
problem  is  told  in  Bulletin  141  just  . 
issued,  entitled  “The  Improvement  ( 
of  the  Farm  Egg.” 


Possibly  the  Government  has 
at  last  put  its  finger  on  the  reason 
why  eggs  are  often  inordinately 
high.  Comparing  the  ordinary 
winter  market  for  eggs  with  the 
market  twenty  or  thirty'  years  ago, 
almost  compels  one  to  conclude 
that  the  egg  industry'  is  declining 
and  that  eggs  are  becoming  a  lux¬ 
ury'.  Yet  never  was  the  industry 
so  flourishing  or  the  production 
so  enormous. 

The  high  prices  have  been 
charged  to  retail  grocers,  who 
have  always  been  innocent,  as  the 
slightest  investigation  would 
have  shown.  Very'  likely'  it  has 
been  the  “improper  and  anti¬ 
quated  methods  of  handling"  all 
the  time,  for  while  this  17  per 
cent,  loss  may  be  nominally  borne 
by  farmers,  undoubtedly'  it  fig¬ 
ured  in  the  price  at  which  the 
farmer  sold  and  was  included  in 
it.  For  that  reason  it  was  really 
borne  by  the  consumer. 


Secretary  Wilson’s  Criticism 
of  Dr.  Wiley  Mild. 


Is  Final  Witness  in  Wiley  Investigation. 
Admits  Friction  Exists.  Roosevelt 
Ordered  that  Glucose  Syrup  Could 
be  Called  Corn  Syrup.  No  Report 
Till  December. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 


Wash.,  D.  C.,  Aug.  25,  1911. 
Secretary  of  Agriculture  James 
Wilson  went  on  the  stand  in  the 
Wiley  matter,  but  his  criticism  of 


the  chief  chemist  proved  very 
mild.  The  Secretary  admitted 
that  there  was  friction  in  the  De¬ 
partment,  and  placed  on  President 
Roosevelt  the  onus  of  reversing 
the  glucose  ruling  so  that  glucose 
syrup  could  be  called  corn  syrup. 
The  lower  food  boards  had  de¬ 


cided  that  it  must  be  called  glu- 


Congress  reconvenes  in  Decem- 


cose. 


Secretary  Wilson’s  evidence 
closed  the  investigation,  but  the 
committee  will  not  report  until 


ber.  The  Secretary  said  that  Dr. 
\\  i ley'  might  have  taken  the  em¬ 
ployment  of  Dr.  Rusby  up  with 
him  at  the  time,  but  that  he  had 
a  very  indistinct  recollection  of 
it.  He  said  he  organized  the 
Remsen  Referee  Board  because  it 
seemed  best  that  important  scien¬ 
tific  questions  such  as  the  right  to 
use  benzoate  of  soda,  sulphur 
dioxide,  alum,  etc.,  should  be  "de¬ 
cided  by  several  scientists  instead 


of  Dr.  Wiley  alone.  He  said 
Roosevelt  thought  so,  too.  But 
little  of  importance  was  elicited 
from  the  Secretary. 

The  consensus  of  opinion  is  that 
Dr.  \\  iley  will  not  be  removed 
from  the  Department  and  he  may 
not  even  be  reprimanded. 


Sweet  potatoes  continue  to 
bring  a  fairly  good  price — 80 
cents  to  $1  per  basket.  The  de¬ 
mand  is  fair. 
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Cincinnati,  O. 

The  Cincinnati  (Ohio)  Retail 
Irocers’  Association  complained 
>  the  Van  Camp  Packing  Co.  that 
ieir  products  were  being  sold  by  j 
epartment  stores  at  cut  prices, 
he  Van  Camp  Co.  answered  in  a 
:tter  which  is  an  interesting  ex- 
ression  as  to  the  duties  and  ob- 
eations  of  a  manufacturer  as  to  I 

o  i 

eepin'g  his  goods  out  of  cut-price 
stablishments.  The  main  por- 
ion  of  the  letter  is  as  follows : — 

We  depend  for  the  most  of  our 
business  upon  the  retail  grocer  in 
average  buying  and  credit  standing. 
His  material  prosperity  is  therefore 
of  great  importance  to  us.  We  con¬ 
sider  his  welfare  as  necessary  to 
our  own.  We  have  to  consider  his 
business  problems,  for  we  are  in  the 
grocery  business  as  well  as  he  is. 

We  make  this  preliminary  state¬ 
ment  to  illustrate  the  fact  that  we 
are  writing  with  the  average  gro¬ 
cer’s  interest  in  mind  and  that  our 
remarks  are  all  in  a  friendly  spirit. 

You  say  that  the  department 
stores  are  selling  our  milk  at  cut 
prices.  We  did  not  know  this,  but 
it  is  not  surprising.  They  make  it 
a  rule  to  sell  EVERYTHING  at 
cut  prices,  not  only  in  Cincinnati, 
but  in  every  city  not  only  in  Ohio, 
but  even  in  the  United  States  and 
all  over  the  world. 

We  have  not  sold  any  milk  to 
your  department  stores. 

It  is  not  necessary  for  them  to 
buy  our  milk  of  us  nor,  in  fact, 
buy  anything  of  the  manufacturer 
direct  to  enable  them  to  sell  any  and 
everything  cheaper  than  the  average 
retailer  sells  it. 

You  know  that  if  any  one  or  all 
of  these  stores  wanted  any  article 
for  sale  that  there  is  no  man,  firm 
or  corporation  on  earth  that  can 
prevent  them  from  supplying  them¬ 
selves  with  what  goods  they  want. 

If  they  can't  buy  them  t>f  the  man¬ 
ufacturers  or  of  local  trade,  they 
can  buy  in  some  other  city,  even 
by  having  a- stool  pigeon  buyer  who 
would  turn  the  goods  over  to  them. 

Now,  this  is  a  fixed  condition  of 
the  trade.  It  exists,  as  we  have 
shown  you,  all  over  the  world. 

You  ask  us  to  use  our  best  en¬ 
deavors  to  remedy  a  condition  that 
exists.  It  is  manifest  that  we  and 
all  other  manufacturers  are  helpless 
to  prevent  these  stores  from  getting 
all  the  goods  they  want,  and  nat¬ 
urally  the  harder  the  goods  are  to 
get,  the  more  they  want  them  and 
the  more  determined  they  will  be  to 
get  them.  It  is  the  rule. 

Let  us  consider  the  question  as 
it  is  in  reality  and  what  can  be  done 
with  it,  rather  than  burn  down  the 
house  to  roast  the  pig. 

What  holds  these  stores  back 
from  doing  more  business?  We 
can  tell  you  what  is  the  greatest 


check  on  them.  It  is  the  average 
retailer  doing  a  neighborhood  busi¬ 
ness  with  a  GOOD  COMPLETE 
STOCK,  selling  it  to  a  clientage 
of  customers  who  care  not  to,  or 
who  cannot  chase  around  bargain 
hunting  for  pennies. 

What  will  enable  or  help  these 
department  or  cut  rate  stores  to  in¬ 
crease  their  business?  What  will 
send  the  people  right  away  from 
the  neighborhood  stores  (customer 
stores,  we  call  them),  to  the  depart¬ 
ment  stores  to  buy  what  the  people 
have  made  up  their  minds  they 
want?  It  will  be  just  the  refusal 
of  these  neighborhood  stores  to 
carry  and  sell  these  articles  or  goods 
the  people  have  made  up  their 
minds  they  want. 

You  say  some  grocers  have  can¬ 
celed  their  orders  for  our  milk  be¬ 
cause  the  department  stores  adver¬ 
tised  it  at  cut  prices. 

Now.  then,  who  is  benefited  if  the 
retail  grocer  sends  the  people  who 
•  want  our  milk  or  want  any  other 
goods  to  the  department  stores  to 
be  supplied?  Has  the  retailer  weak¬ 
ened  the  department  store  by  send¬ 
ing  it  this  business? 

We  tell  you,  Mr.  Elliott,  in  all 
sincerity  and  with  the  most  friendly 
intentions  towards  the  average  re¬ 
tail  grocery  trade  of  Cincinnati,  that 
the  department  stores  welcome  this 
business  the  grocers  send  them. 

If  the  grocers  of  any  town  stead¬ 
fastly  refuse  to  sell  whatever  goods 
the  department  stores  cut  prices  on 
the  grocers  eventually  will  have  re¬ 
fused  themselves  completely  out  of 
the  grocery  business,  because  these 
stores  cut  prices  on  every  article 
in  the  grocery  trade. 

The  grocers  should  organize  to 
SELL  goods  and  not  to  REFUSE 
to  sell  goods. 

Your  interest  is  ours.  Our  ad¬ 
vice  is  friendly  and  is  good. 

Yours  truly, 

The  Van  Camp  Packing  Co. 


Little  Rock,  Ark. 

The  proper  view  of  a  mer¬ 
chants’  association  to  take  of  foot 
inspecting  laws  is  illustrated  by 
the  following  bulletin  issued  by 
the  Little  Rock  (Ark.)  Retai 
Grocers’  Association  to  its  mem¬ 
bers  : — 

The  ordinance  recently  passed  by 
the  City  Council  providing  for  the 
inspection  'of  all  meats  and  other 
articles  of  food,  we  are  sure  will 
meet  with  the  approval  of  all  of 
our  members  dealing  in  such  ar¬ 
ticles.  The  dealer  who  sells  pure 
and  wholesome  goods  will  profit  by 
the  inspection,  as  it  will  insure  them 
against  such  competition  as  they 
have  sometimes  had  to  contend 
with  on  account  of  peddlers  hand¬ 
ling  goods  that  are  not  up  to  the 
proper  standard.  According  to  the 
ordinance,  the  inspectors  have 
power  to  enter  any  butcher  shop, 


- - 


Sunday  Creek  Coal  Company  Buys 
Twenty*four  McCaskeys 

THE  SUNDAY  CREEK  COAL  COMPANY,  of  Columbus,  Ohio,  has 
just  ordered  eighteen  more  McCaskey  Account  Register  Systems, 
after  giving  a  most  severe  trial  to  six  McCaskeys  purchased  some 
months  ago,  and  after  an  open  competitive  test  in  which  other  so-called 
“accounting  systems”  essayed  to  prove  their  superiority. 

<|  In  all,  The  Sunday  Creek  Coal  Company  has  bought  twenty-four 
McCaskey  Systems  for  its  twenty-four  stores.  No  other  method  of  handing 
accounts  is  used. 

<J  The  same  reason  why  The  Sunday  Creek  Coal  Company  bought  only 

wsr 

should  move  you  when  you  consider  the  installation  of  a  one  writing  method 
of  handling  yout  accounts  of  goods,  money,  labor— anything.  Whether  you 
have  one  store  or  fifty,  one  hundred  accounts  or  ten  thousand,  The  McCas¬ 
key  System  will  take  care  of  every  detail  of  your  business  just  as  it  does  for 
more  than  seventy  thousand  merchants  in  all  lines  of  business  in  all  parts  of 
the  country. 

<1  This  is  what  the  McCaskey  System  will  do  for  you : 

It  will  cut  out  your  useless  bookkeeping,  copying  and  posting 
from  one  book  to  another,  and  from  book  to  billhead  and  statement. 

It  will  prevent  your  forgetting  to  charge  an  account  and  in  this 
way  alone  it  will  pay  for  itself  several  times  in  the  first  year  it  is  in 
your  store. 

<J  It  prevents  errors  and  the  disputes  with  customers  that  follow. 

<J  It  collects  money  faster  than  any  human  agency,  because  every 
sales  slip  is  a  reminder  to  the  customer  of  the  money  due  you. 

<J  It  automatically  limits  the  credit  of  those  you  wish  to  set  a 
credit  limit  on. 

<1  It  enables  you  to  prove  your  loss  to  the  penny  if  your  store  burns. 

<J  The  McCaskey  System  keeps  every  account  posted  and  totaled  to  the 
minute.  It  ends  all  book  work,  night  work,  worry  and  trouble  over  accounts. 

<J  The  McCaskey  System  furnishes  each  customer  with  an  itemized  bill  after 
each  purchase  and  the  total  of  his  account  to  date— all  footed  up.  The  in¬ 
stallation  of  The  McCaskey  System  will  speak  more  loudly  for  you  to  your 
trade  than  anything  you  can  say  or  do,  that  you  want  your  customeis  to 
“ Always  know  what  they  owe." 

<1  Every  day  you  delay  in  installing  The  McCaskey  System  means  a  loss  of 
dollars  and  trade  to  you.  Write  to-day  for  free  information.  We'll  be  glad 
to  send  you  testimonial  letters  from  merchants  you  know,  in  your  own  state, 
county  and  city. 

*1  It  is  cheaper  to  own  a  McCaskey  than  to  do  without  one.  *{  Act  now; 
write  before  you  forget. 

The  McCaskey  Register  Company 

ALLIANCE,  OHIO 

Agencies  in  all  Principal  Cities 

The  Largest  Manufacturers  of  Carbon  Coated  Sales  Books  in  the  World 

See  our  exhibit  in  Building  No.  3  at  the  Interstate  Fair.  Trenton.  N.  J.. 

September  25th.  26th.  27th.  2Sth  and  29th,  A  souvenir  to  each  visitor. 

V _ _ _ / 
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dairy,  bakery,  grocery  store,  fruit 
stand,  cold  storage,  hotel,  restau¬ 
rant  or  any  other  premises  for  the 
purpose  of  inspection,  and  upon 
finding  any  article  which  is  in  any 
way  contaminated  or  unfit  for  con¬ 
sumption,  shall  seize  and  destroy 
the  same.  According  to  the  ordi¬ 
nance  a  fine  is  imposed  of  not  less 
than  $10  nor  more  than  $25  for  vio¬ 
lation  of  the  ordinance. 

Cleveland,  O. 

The  Cleveland  (Ohio)  Associa¬ 
tion  took  vigorous  action  last 
week  at  a  recent  publication  in 
one  of  the  local  papers  regarding 
grocers’  profits.  The  article  was 
as  follows: — 

Housewives  who  are  avoiding  the 
public  markets  during  the  cool 
weather,  telephoning  their  orders  to 
the  family  grocer,  are  paying  a  lib¬ 
eral  bonus. 

Staple  fruits  and  vegetables  were 
slashed  in  the  public  markets  Thurs¬ 
day  while  grocers  with  established 
trade  maintained  former  prices. 


Comparison  of 

average 

prices 

shows : 

Markets 

Grocers 

Elberta  peaches, 

qt . 13 

.18 

.20  .25 

Bartlett  pears, 

qt . to 

•  T5 

.20 

Decker  canta- 

loupes,  has.  . . 

1. 00 

1-25 

Huckleberries, 

qt . 13 

•T5 

.t6 

Sweet  corn,  doz.  .10 

.20 

.18  .22 

Radishes,  bunch  3  for  5c 

2  for  5c 

Tomatoes,  lb.  . . 

.08 

.10 

Apples,  lb . 

■03t/2 

.04 

Lemons,  doz.  . .  .20 

•25 

.26 

Cucumbers  . 03 

•OS 

■05 

Tomatoes  . 

.08 

.10 

Potatoes . 03 

■03V2 

.04 

President  Peter  at  once  wrote 
and  had  published  the  following 
answer : — 


In  your  issue  of  July  27  the 
article  comparing  prices  of  1  the  mar¬ 
kets  with  other  grocers  and  which 
was  flared  up  with  the  big  heading : 
“Grocers  keep  produce  high”  looks 
like  a  bit  of  horse  play. 

The  grocers  of  Cleveland  are  at  a 
loss  for  such  unjust  and  uncalled 
for  slurs  upon  them  as  this  article 
surely  is.  Whoever  wrote  the  same 
was  either  ignorant  of  the  facts  in 
the  matter,  or  extremely  careless  in 
handling  the  same  and  it  is  a  great 
presumption  on  his  part  to  make  the 
statement  that  the  grocers  are  keep¬ 
ing  up  prices,  for  the  reason  that,  in 
most  sections  of  the  city,  competi¬ 
tion  is  so  keen  that  they  are  apt  to 
lose  sight  of  profits  in  trying  to  re¬ 
tain  their  trade.  And,  again,  a  few 
grocers  do  not  comprise  “The  gro¬ 
cers”  in  the  sense  in  which  it  was 
used  in  this  article.  We  ask  no 
favors.  Your  paper  can  boost  the 
markets  if  it  so  desires,  but  we  ask 
you  to  be  fair  in  your  criticisms. 
Upon  inquiry  I  found  some  stores 
that  quoted  prices  even  less  than 
similar  articles  were  quoted  by  you 
in  your  market  prices.  So  in  fu¬ 
ture,  we  ask  that  you  do  not  con¬ 
demn  all  the  grocers  so  promiscu¬ 
ously,  but  confine  yourself  to  those 
whom  you  know  have  the  audacity 
or  ability  to  make  extra  profits  on 
their  goods. 

National  Retailers’  Federation. 

The  secretaries  of  fourteen  re¬ 
tail  lumber  dealers  have  launched 
a  campaign  to  form  a  national  as¬ 
sociation  of  retail  dealers  in  all 
lines.  This  is  the  same  fourteen 


men  who  were  recently  indicted 
for  operating  boycott  and  black¬ 
list  plans  in  violation  of  law.  In 
their  call  for  the  national  feder¬ 
ation  they  say : — 

Every  retailer  in  every  line  of 
trade  in  the  United  States  is  directly 
attacked  by  the  Government  in  the 
indictment  of  fourteen  secretaries 
and  ex-secretaries  of  retail  lumber 
associations  by  the  Federal  Grand 
Jury  in  Chicago.  After  a  search¬ 
ing  Grand  Jury  „ investigation  the 
worst  the  Government  can  charge 
against  the  retail  lumber  dealers  is 
that  they  have  been  endeavoring  to 
discourage  wholesalers  and  manu¬ 
facturers  from  selling  direct  to  the 
consumer,  and  so  competing  with 
the  retailer  at  a  great  and  obvious 
disadvantage  to  the  latter.  On  the 
Government’s  own  admission  no  at¬ 
tempt  has  been  made  by  dealers  to 
control  the  prices  of  lumber  in  any 
way  or  to  prevent  competition.  All 
that  is  charged  in  the  indictment 
recently  returned  at  Chicago  is  that 
they  have  kept  themselves  informed 
as  to  those  producers  who  have 
tried  to  double-cross  them,  their 
customers,  by  selling  behind  their 
backs  without  being  subject  to  the 
expense  of  paying  local  taxes,  rent 
and  insurance,  and  of  carrying  the 
burden  of  conducting  local  lumber 
yards  for  the  convenience  and 
service  of  the  general  public  and 
the  people  of  their  respective  com¬ 
munities.  If  the  retail  lumber  deal¬ 
ers  have  not  the  right  to  do  pre¬ 
cisely  what  they  have  been  doing, 
then  the  retail  dealers  in  hardware, 
drygoods,  drugs,  groceries,  boots 
and  shoes,  tobacco  and  every  other 
line  of  trade  have  not  that  right. 

In  view  of  the  fact  that  for  con¬ 
venience  and  economy  to  consumers 
merchandise  must  pass  through  re¬ 
tail  channels  of  trade;  in  view  of 
the  fact  that  the  retail  merchants 
have  greater  investments,  both  in 
real  estate  and  merchandise,  give 
employment  to  more  people,  pay 
more  taxes  and  insurance,  and  ex-  • 
tend  the  helping  hand  of  credit  to 
more  people  than  any  other  class ;  in 
view  of  the  fact  that  the  retail  mer¬ 
chants  are  charged  by  many  as  be¬ 


ing  the  cause  of  high  living,  rid¬ 
iculed  by  politicians  as  being  bar¬ 
nacles  on  the  commercial  ship  of 
state,  and  legislated  against  with  no 
more  reason  than  the  unjnerited 
feeling  that  legislation  must  be 
enacted — and  hence  directed  against 
the  class  which  has  thus  far  shown 
utter  indifference  to  it — the  impera¬ 
tive  need  of  a  National  federation 
of  retail  merchants  is  vitally  demon¬ 
strated.  ' 

The  purpose  of  a  National  feder¬ 
ation  of  retail  merchants  must  be 
to  effectively  stop  legislation  inimical 
to  retail  merchants  and  to  promote 
legislation  for  the  advancement  of 
the  same.  The  fact  that  the  pros¬ 
perity  of  the  retail  merchant  is  syn- 
onomous  with  the  prosperity  of  the 
consumers  warrants  the  belief  that 
the  promotion  of  the  interest  of  the 
retail  merchants  as  above  outlined, 
must  result  in  the  prosperity  of  the 
country. 

The  Lumber  Secretaries’  Bureau 
of  Information  shall  select  a  man  to 
immediately  communicate  with  Na¬ 
tional,  State  and  local  organizations, 
and  urge  representatives  from  them 
with  power  to  act,  to  such  a  number 
as  will  develop  a  meeting  of  at  least 
five  from  each  recognized  branch  of 
legitimate  retail  merchandizing.  It 
is  not  within  the  authority  of  this 
committee  to  outline  a  further  plan 
of  organization,  because  this  com¬ 
mittee  represents  but  one  line  of  re¬ 
tail  merchandizing,  and  in  the  or¬ 
ganization  of  a  National  federation 
of  so  universal  a  scope  the  inter¬ 
ests  of  all  elements  must  be  consid¬ 
ered. 

Unless  ten  or  more  of  the  afore¬ 
mentioned  organizations  have  ap¬ 
pointed  committees  as  above  out¬ 
lined  by  September  1,  1911,  a  meet¬ 
ing  of  the  Lumber  Secretaries’  Bu¬ 
reau  of  Information  shall  be  called 
for  October  18th  and  19th  to  fur¬ 
ther  act.  If,  however,  ten  or  more 
such  organizations  have  appointed 
committees,  the  meeting  of  this  joint 
body  shall  be  October  18  and  19, 
1911,  at  Chicago,  in  the  La  Salle 
Hotel,  to  further  discuss  and.  for¬ 
mally  organize  the  greatest  strictly 
non-partisan  power  for  good  that 
can  be  introduced  into  this  country, 
the  National  Federation  of  Retail 
Merchants. 


did  that  sort  of  thing  (in  princi¬ 
ple)  all  his  life  and  you  see  \there 
he  arrived. 

*  *  * 

Toilet  Soap.— Never  remove  the 
wrapper.  Let  her  get  a  smell  of 
the  three  in  the  box.  It’s  only  15 
cents.  It’s  hard  to  resist  that 
violet  perfume. 

Even  anything  that  “floats” 
seems  common  and  coarse  beside 
it. 

How  clean  and  artistic  the  label 

looks. 

How  swell  the  box  appears. 

Only  15  cents  indeed. 

Oh,  there’s  no  trouble  selling 
toilet  soap,  gentlemen. 

Leading  up  to  the  sale  calls  for 
a  little  tact,  of  course,  but  it’s  one 
of  those  few  articles  in  our  line 
that  tells  the  story  itself. 

,  *  *  * 

Show  Up  Pickling  Spice. — Not  in  a 

little  quart  jar,  but  in  a  big  case 
with  a  false  bottom  in  it  where 
10  pounds  will  look  like  100 
pounds. 

There's  something  fascinating 
about  whole  pickling  spice. 

People  buy  it  that  never  think 
of  pickling  anything. 

It’s  great  to  shake  on  a  roast 
when  half  done. 

The  Germans  do  it,  and  so  do 
the  English. 

But  the  main  thing  to  do  now 
is  to  sell  it  for  what  it  was  put  to¬ 
gether  for. 

Putting  it  up  in  j4~Pound  bags 
at  10  cents  is  a  good  idea. 

You  can  afford  to  do  that. 

But  you  can’t  afford  any  quart 
jar  show. 

Do  it  big.  The  boss  wants  it 
turned  into  money  long  before  the 
snow  flies. 

*  *  * 

About  Potato  Chips. — Here  is  a 

thing  you  all  sell.  But  how  much 
do  you  know  about  them?  To  be 
sure  some  of  you  are  posted  on 
chip  quality,  but  most  young  gro¬ 
cery  men  pass  a  common  thing 
like  this  along. 

The  best  potato  chips  are  fried 
in  cocoanut  oil. 

They’re  uniformly  brown  and 
the  slices  fairly  even. 

Show  them  up  either  in  a  regu¬ 
lar  case  or  under  a  cheese  glass 
cover  at  30  cents  per  pound. 

If  your  buyer  finds  any  dif¬ 
ficulty  in  getting  potato  chips 
like  the  kind  described  the  writei 
will  be  pleased  to  give  you  the 
address  of  the  man  that  makes 
them  and  by  the  way  has  nevei 
met  this  man  and  has  absolutel} 


Selling  Talks  With  Clerks 

BT  A  MAN  WHO  HAS  BEEN  ONE 


Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Stores,  Trenton,  N.  J. 


If  Your  Store  Sells  Fresh  Fish, [ 
Read  On.— The  department  is  al¬ 
ways  in  the  rear. 

Teas  and  coffees  usually  get  the 
first  show. 

The  fellow  in  charge  of  the  fish 
is  working  his  head  off  to  get 
business.  They  all  stop  at  your 
counter. 

Do  you  know  that  he  is  a  pretty 
big  man  that  can  send  people 
down  to  that  fish  department? 

The  average  clerk  in  a  depart¬ 
ment  food  store  doesn’t  do  it. 


That’s  why  he  is  an  average 
clerk. 

But  the  man  that  is  alive — the 
man  that  is  “coming”  and  is  really 
working  for  the  concern  forgets 
the  limits.  There’s  nothing  cir¬ 
cumscribed  about  him.  He  isn't 
jealous.  He  isn’t  selfish. 

I-Ielp  the  fishman.  If  he's  run 
ning  a  “special,”  mention  it.  If 
his  department  is  rigged  up 
“pretty”  go  ahead  and  tell  it  and 
send  them  along  to  him. 

Nathan  Strauss  is  a  man  that 
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io  personal  interest  in  his  busi- 
less. 

*  *  * 

Talk  Salad  Dressing. — A  little 
;alk  is  all  that’s  necessary.  Terri¬ 
ble  indeed  are  the  failures  at  some 
lome  mayonnaise  making.  You 
nay  have  noticed  that.  The  thing 
loesn’t  hold  togeher.  The  oil 
•uns  away  from  the  egg  and  the 
nustard  humps  at  both.  But 


To  Collect  Association  Members’ 
Bills. 

Baltimore,  Md.,  Aug.  1 8,  1911. 
ro  the  Editor. 

Dear  Sir: — I  belong  to  a  re- 
:ently  organized  retail  grocers’ 
eague  which,  in  formulating  a 
satisfactory  plan  to  collect  the 
bills  of  its  members  in  common, 
Is  meeting  with  some  difficulty. 

I11  the  hope  that  you  might  as¬ 
sist  us  I  volunfeered  to  ask  you  to 
lutline  the  method  in  use  by  some 
successful  association,  or  by  put¬ 
ting  me  in  communication  with 
the  secretary  of  an  association 
who  will  do  it. 

Thanking  you  in  advance  for 
your  trouble,  I  remain, 

Yours  very  truly, 

F.  J.  Geneste, 
Mianagelr. 

The  pian  to  write  to  in  this 
case  is  J.  W.  Rittenhouse,  secre¬ 
tary  Retail  Merchants’  Associa¬ 
tion,  Scranton,  Pa.  Mr.  Ritten¬ 
house  knows  everything  there  is 
to  know  about  collection  plans 
for  retail  associations,  and  will  be 
glad  to  help  you  along. 

I  . 

*  *  * 

Competing  on  Low  Price. 

Grand  Rapids,  Mich., 

August  16,  1911. 

To  the  Editor. 

Dear  Sir: — In  your  issue  of 
August  14th  we  have  noted  your 
editorial  criticism  on  the  phrase, 
“Let  us  feature  superior  quality 
and  low  prices  and  not  cut 
prices,”  which  was  contained  in 
some  advertising  literature  issued 
by  us  to  the  trade.  To  this  we 
beg  to  take  exception. 

.  In.  the  first  place  there  is  a  de¬ 
cided  difference  between  low 
prices  and  cut  prices  in  the  sense 
in  which  we  have  applied  this 
term.  One  manufacturer,  on  ac- 


with  the  scientifically  prepared 
article  that  you  sell  salad  eating 
is  at  least  a  joy  for  the  “present.” 

Some  women  may  say,  “I  never 
use  oil.”  But  there  is  a  salad 
dressing  made  “without  oil.” 

Have  the  different  kinds  at 
hand,  read  from  the  label  the  in¬ 
gredients  and  post  yourself  on  the 
goodness  and  convenience  of  this 
indispensable  salad  addition. 


count  of  favorable  location,  good 
transportation  facilities,  cheaper 
rent,  being  nearer  to  the  source  of 
supply  and  with  good  business 
judgment,  can  turn  out  a  pair  of 
shoes  for  5  cents  less  than  what 
it  costs  another  manufacturer 
who  does  not  enjoy  the  advantage 
of  his  competitor  to  produce  ex¬ 
actly  the  same  grade  shoe.  As  a 
consequence  the  first  manufac¬ 
turer  can  sell  his  shoes  cheaper  to 
the  jobber,  if  he  chooses,  and  still 
make  as  much  profit  as  the  second 
manufacturer.  On  the  other  hand 
the  jobber  could  give  the  same 
advantage  to  the  retailer,  yet  no 
part  of  this  saving  would  affect 
the  consumer  unless  the  shoes 
were  superior  in  quality. 

In  the  second  place,  you  cer¬ 
tainly  have  not  carefully  read  the 
copy  of  the  letter  we  sent  out  to 
the  364  jobbers  who  distribute  our 
wafer  products  or  you  would  not 
state  in  your  publication  that  we 
addressed  ourselves  to  the  dealer. 
There  is  no  tangible  connection 
between  the  letter  to  our  jobbers 
and  the  part  of  your  article  which 
reads  in  part:  “If  a  merchant  can 
possibly  provide  anything  better 
to  compete  on,  he  ought  not  to 
compete  on  price  at  all,  because 
cut  prices  are  weapons  everybody 
can  use.  Much  better  have  his 
own  exclusive  weapon,  such  as 
excellent  store  service.” 

Respectfully, 

Biscuit  Fabriek  “De  Linde- 
boom.” 

*  *  * 

Demands  Revision  of  Pood  Law. 

New  York,  August  24,  1911. 
To  the  Editor. 

Dear  Sir: — It  seems  that  a  re¬ 
vision  of  the  present  pure  food 
laws  is  absolutely  necessary. 
Everybody  who  has  followed  the 
working  of  the  pure  food  law  since 
its  enactment  must  fully  agree 


that  the  plan  of  leaving  to  the 
Department  of  Agriculture  the 
power  to  make  its  own  rules  and 
regulations  has  proven  an  abso¬ 
lute  failure,  and  one  of  the  most 
important  changes  in  the  amended 
pure  food  regulations  must  be  a 
change  of  this  policy.  The  power 
not  only  to  make  its  own  rules 
and  regulations  for  the  adminis¬ 
tration  of  the  law,  but  also  the 
power  to  arbitrarily  decide  cases 
of  the  utmost  importance,  for  in¬ 
stance,  the  exclusion  of  certain 
imported  food  products,  etc.,  must 
not  be  left  in  the  hands  of  the  De¬ 
partment  of  Agriculture  alone, 
but  there  must  be  some  higher 
court  to  appeal  to  from  their  de¬ 
cision,  so  that  importers  who  are 
not  satisfied  with  the  decision  of 
the  Department  of  Agriculture 
can  appeal  from  that  decision  to  a 
higher  court  and  present  testi¬ 
mony  to  prove  their  side  of  the 
case. 

At  the  present  moment  if  the 
Department  of  Agriculture  in 
Washington  declines  to  listen  to 
the  presentations  of  the  importer 


that  his  goods  are  fully  in  com¬ 
pliance  with  the  law,  the  im¬ 
porter  has  no  choice,  but  must  re¬ 
export  the  goods  or  take  the  con¬ 
sequences.  It  must  be  remem¬ 
bered  that  the  gentlemen  who 
wield  this  great  power  are  practi¬ 
cally  all  scientists  and  gentlemen 
versed  in  politics,  but  not  practi¬ 
cal  business  men,  and  in  judging 
a  great  many  cases  they  simply 
base  their  decision  upon  the  re¬ 
ports  made  by  chemists,  who  can¬ 
not  be  expected  to  have  a  practi¬ 
cal  knowledge  of  most  of  the 
goods  that  are  handed  to  them 
for  examination. 

The  pure  food  law  is  undoubt¬ 
edly  one  of  the  best,  if  not  the 
best,  law  that  has  been  enacted 
by  Congress  in  a  great  many 
years,  but  there  is  lots  of  room 
for  the  administration  of  this 
splendid  law.  Let  us  hope  that 
the  Legislature,  when  it  is  ready 
to  amend  this  law,  will  bear  in 
mind  to  place  the  power  to  make 
the  rules  and  regulations  for  the 
administration  of  the  law,  not 


(Continued  on  paga  21.) 
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National  Biscuit 
Company  Products 

Enjoy  the  Goodwill 
of  a  mighty  Nation 

The  National  Biscuit  Company 
has  millions  of  dollars  invested  in 
lands,  buildings,  machinery,  raw 
materials  and  other  necessary 
adjuncts  to  the  carrying  on  of  a 
great  industry.  Y et  all  this  invest¬ 
ment,  all  these  facilities  would 
not  avail  without  the  goodwill 
that  has  become  a  part  of  the 
making  and  selling  of  Uneeda 
Biscuit,  Nabisco  Sugar  Wafers, 
Zu  Zu  and  the  other  National 
Biscuit  Company  In-er-seal 
products. 

“How  does  this  apply  to  my 
business,"  you  say?  In  this  way 
— You  must  have  the  goodwill 
of  the  people  in  your  vicinity  in 
order  to  do  business. 

The  various  products  of  the 
National  Biscuit  Company, 
in  packages  and  in  glass- front 
NATIONAL  cans,  already  enjoy  that  goodwill 

RKrillT  It  will  bring  trade  to  your  store 

— it  induces  habit,  and  your  sales 
COMPANY  profit  thereby. 


-3/J 


Wt  waald  ba  plaaaad  M  hara  or  pabdoatiaa  la  tkia  whaa  Ik*  Mm*  of  *ar  raaden  ap*a  Md*  tapic* 
:  bain*  aadatanad  that  wa  d*  a*t  bald  aaraalraa  raapaaalbl*  far  aay  riawa  aapraaaad  tharala.  All  eoaa- 
ualcadaaa  maat  lM  ara—paalad  by  tba  writar'a  aaaaa  amd  addraaa  aa  aa  aridaaaa  *f  f**d  Calth,  bat  a*t 
aaaaaarlly  far  pabliaadaa.  All  la^alrlaa  withia  war  p*war  t*  auni  will  a]**  b*  aattoad  la  tkla  depaxtaaant. 
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Trenton,  N.  J.,  August  13,  1911. 
Editor  “Science  of  Advertising.” 

Dear  Sir: — I  would  appreciate 
your  criticism  of  the  inclosed  cir¬ 
cular.  Have  just  started  in  the 
grocery  business  and  this  circular  is 
my  second  attempt,  hence  my  anx¬ 
iety  to  know  how  I  could  irqprove 
upon  it. 

Thanking  you  for  this  favor,  I 
am,  Yours  truly, 

A.  Gaudett. 

The  circular  inclosed  measured 
9 y2  x  12  incites  and  was  printed 
in  black  on  fair  white  paper. 
Here  is  the  photographic  repro¬ 
duction  : — 


really  a  secondary  announcement 
of  a  new  store.  As  such,  perhaps, 
it  warranted  a  loijger  introduction 
than  an  ordinary  circular. 

*  *  * 

Some  of  the  advertising  on  this 
circular  is  good  and  some  is  not 
so  good.  The  matter  in  the  first 
and  third  columns  is  good,  and 
calculated  to  inspire  business. 
The  coffee  and  tea  matter  has  no 
pulling  power  whatever,  in  my 
opinion.  A  talk  about  “all  our 
coffees,”  with  a  range  of  prices 


The  Public  Appreciates  the  NEW 
GROCERY  AND  MEAT  MARKET 

102  CHESTNUT  AVENUE,  Cor.  WALNUT  AVENUE 


ONE  of  those  First-Class  Quality  Stores  that  Trenton  always  welcomes.  Owned  and 
operated  by  A.  Gaudett.  who  made  his  bow  to  Trenton  last  week  with  a  splendid  line 
of  groceries  and  meats  that's  fit  to  eat.  Your  appreciation,  we  think,  was  due  to  our  plat¬ 
form  so  briefly  stated— 

Honest  Foods  and  Fresh  Meats 


priced  as  low  as  a  modest  profit  and  strictly  square  dealing  with  the  people  will  permit. 
Courteous,  expeditious  attention  to  our  patrons'  wants  and  prompt  service  and  delivery. 
And  as  we  are  here  for  the  purpose  of  pleasing  you,  we  will,  of  course,  hold  Special  Sales. 

We  suggest  below  a  few  examples  of  extra  fine  values  that  are  obtainable  at  the  new 
Grocery  Store,  and  again  we  invite  you  to  call. 

MEATS 


GROCERIES 

Skipper  Sardines,  can  15c 

The  kind  ilm's  advertised  In  olive 
nil  or  tomato  sauce. 

Cream  Cheese,  lb . 20c 

A  New  York  Stair  full  cream  chec>c  .  teal 
value,  nc  Ih.  Specially  priced. 

New-Laid  Eggs,  score  45c 

Jut!  at  fresh  as  the  name  implies 

Snow-Flake  Cake,  lb.  18c 

A  nice  light  and  wholrsomr  pound  rake, 
of  real  aoc.  value 

Pure  Lard,  lb.  13c 

Mind  you,  not  a  compound,  but  an  alisulurcly 
pule  lard,  regularly  pined  at  16c  Jb 

Jellycon,  3  pkgs . 25c 

A  powder  lor  making  jelly  quickly 
Assorted  Has  ol s, 

Vegetables  at  Lowest  Prices 

Kcceivetl  Ircih  dads  direct  Irons  the  lannera. 


A  word  about 

COFFEE 

All  our  coffees  are  blended  for 
particular  palates.  Their  rich,  smooth 
Havor  imparts  a  dclicioosnes9  all  their 
own-;  no  matter  what  price  you  pay, 
there  is  a  difference. 

20  cents  to  40  cents' 
rhe  pound 

TEA 

Our  teas  are  selected  and  blended 
by  experts.  You  will  appreciate  the 
piquant  flavor  and  invigorating  excel¬ 
lence  of  our  teas  over  the  light,  thin 

kinds. 

55  cents  to  $1.00 
the  pound. 


Rib  Roast,  lb  . 12Jc 

Cut  from  fine  corn-fed  tittle  and 
specially  priced 

Legs  of  Lamb,  lb . 16c 

Legs  of  young  spring  lamb, 
of  best  quality. 

Round  Steak,  lb . 18c 

Best  cuts. 

Loin  Lamb  Chops,  lb.  .  22c 

Specially  priced. 

Pot  Roast,  lb . l?c 

Tender  and  Juicy  Koasia,  cut  (tom 
prime  cattle. 

Rump  Roast,  lb . 14c 

You  know  what  a  rump  roast 
is  worth. 

Veal- 


Homc-drcncd  Jersey  Veal — Shoulders  lor 
roasting,  1 6c  lb  Loin  chops,  aoc.  lb. 
Rack  chops,  i  Sc  lb.,  Cutlets,  sic  lb. 


A.  GAUDETT, 


GROCERIES  and 
PROVISIONS 


102  Chestnut  Avenue,  cor.  Walnut 

INTER-STATE  PHONE  639 


I  should  hardly  have  given  up 
half  my  space  to  the  introduction, 
I  think,  although  I  admit  that  this 
circular  was  issued  under  un¬ 
usual  circumstances  and  was 


“from  20  to  40  cents,”  contains 
nothing  for  anybody  in  particular. 
This  way  of  advertising  coffee 
and  tea  puts  the  store  simply  in 
the  class  with  every  other  gro¬ 


cery  store,  for  they  all  say,  in  one 
way  or  another,  that  their  coffees 
are  blended  for  particular  palates, 
and  all  sell  coffee  from  20  to  40 
cents,  or  around  that.  Likewise 
with  tea.  Suppose  you  are  ex¬ 
pecting  to  buy  a  suit  of  clothes 
and  are  looking  through  the 
clothing  advertisements  in  the 
daily  paper  for  something  that  in¬ 
terests  you.  Two  dealers  are  ad¬ 
vertising  clothing.  One  says  “all 
our  clothes  are  selected  patterns 
of  all  wool  and  made  in  the  very 
best  style.  Prices  $15  to  $35.” 
The  other  says  “Here’s  a  blue 
serge  suit  you’d  look  well  in,” 
and  then  describes  it,  following 
this  up  with  detailed  descriptions 
of  two  or  three  other  suits  at  dif¬ 
ferent  prices.  According  to  the 
probabilities,  which  advertise¬ 
ment  would  get  your  business? 

*  *  * 

I  should  have  advertised  coffee 
something  like  this  “Here’s  a 
special  blend  of  coffee  that’s  a  lit¬ 
tle  different  from  anything  Tren¬ 
ton’s  had  before.”  Etc.,  etc.,  etc. 
Same  with  tea.  Advertise  indi¬ 
vidual  blends  or  grades. 

*  *  * 

Below  is  as  horrible  an  example 
of  advertising  as  has  ever  come 


Grand  Opening 

at  J.  OrensteiiTs 

CUT  PRICE  GROCERY 


Kipped  Herring  and  Tomatoes  Sause 

Good  Sardinies  in  Oil 

Good  Sardins 

Sweet  Com  or  Peas 

Beans  or  Pine  apple 

PickI  Olive  Oil 

The  Best  Salad  Oil 


13c 

10c 

3c 

4  cans  26c  7c 
4  cans  25c  7c 
4  cans  25c  7c 
a  quart  20c 


Jelly  5c 

Black  Tea  english  Breakfast  or  gon  Powder  Tea  lb.  25c 
Soaps  Babiks,  Boraks  Fels  Naptha  all  kinds  cake  4c 

Soda  Cracker  from  the  National  Bisquil  Co.  ib.  8c 

Wash  line  25  yard  15c 

Headlight  Oil  gall-  6c 

Solt  Macerels  pice  6c 

Best  Rice  Ib.  5c 

Lentles  Ib.  5c 

Peas  Ib  5c 


3  Ib.  Best  FLOUR  lOc 

724  N.  FRONT  ST 


to  this  department.  I  cannot  con¬ 
ceive  of  such  a  thing  being  born. 
The  man  who  wrote  it  is  evident¬ 
ly  a  foreigner,  not  acquainted 
with  the  English  language,  but 
how  the  thing  could  have  gotten 
by  a  Philadelphia  proofreader  is 
an  eternal  mystery. 

*  *  * 

Please  let  me  have  more  mat¬ 
ter  for  criticism  in  this  depart¬ 
ment. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


JOTS  FROM  A  JOBBER’S 
NOTE  BOOK. 


Mr.  Thomas  V.  Cobb,  president 
of  the  Corby-Cobb  Co.,  has  made 
an  interesting  investigation  into 
the  possibility  of  importing  Ca¬ 
nadian  canned  peas  into  the 
United  States  to  piece  out  our 
own  very  light  pack  this  year.  He 
finds  that  it  could  not  profitably 
be  done  under  the  present  tariff 
law,  and  only  when  the  American 
pack  is  small  or  the  Canadian 
pack  large  could  it  be  profitably 
done  under  the  revised  rate  pro¬ 
vided  by  the  reciprocity  measure. 
The  present  tariff  on  Canadian 
canned  peas  is  40  per  cent,  ad 
valorem,  which  means  40  per  cent, 
of  the  cost  of  the  goods.  Peas 
selling  in  Canada  for  $1  would  pay 
40  cents  duty,  and  would  therefore 
cost  $1.40  delivered  in  this  coun¬ 
try.  The  new  rate,  if  the  reci¬ 
procity  plan  is  adopted  in  Can¬ 
ada,  will  be  Ij4  cents  per  pound, 
or  about  30  cents  per  dozen — 
$1.30  delivered  in  the  Lmited 
States.  At  the  present  time  a 
good  grade  of  Alaska  peas  rule' 
at  $1.10  in  Canada,  as  the  pack  is 
short,  like  that  of  the  United 
States.  This  would  make  it  un¬ 
profitable  to  bring  them  in  this 
year  under  any  circumstances. 
If  there  comes  a  time,  after  reci¬ 
procity  is  adopted,  however,  when 
the  American  pea  pack  is  again  as 
light  as  this  year,  and  the  Canada 
pack  is  normal,  a  land  office  busi¬ 
ness  could  be  done  in  Canadian 
brands  under  a  30-cent  duty. 

The  Jobber. 


GROCERY  WORLD  AND  GENERAL  MERCHANT 
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Five-and-Ten  Cent  Grocery  Stores  in 

Pennsylvania 

Several  Are  Now  Established  in  the  Coal  Regions.  No  Counters 
or  Shelves  and  Nothing  Over  Ten  Cents.  All  These  Stores 
Deliver.  Sample  Advertisement  of  a  Five-and-Ten  Cent 
Store.  Which  Prices  Are  Low?  Special  Packages  Used. 


This  journal  has  been  supplied 
with  some  interesting  evidence  of 
the  growth  of  a  new  grocery 
idea  in  Pennsylvania — the  Five- 
and-Ten-Cent  Grocery  Store. 
There  are  four  or  five  of  these 
concerns  now  being  operated 
through  the  coal  regions,  and  in¬ 
formation  that  should  be  authen¬ 
tic  states  that  the  enterprise  has 
been  very  profitable. 


These  stores  have  neither 
counters  nor  shelves.  The  troods 

o 

are  all  in  packages  and  are  ar¬ 
ranged  on  small  tables.  As  may 
be  seen  from  the  circulars,  the 


This  journal  has  received  a 
copy  of  a  large  circular  used  by 
the  “Five  and  Ten  Cent  Grocery 
Co.,  Inc.,  which  it  is  understood 
expects  to  extend  its  chain  of 
these  stores  throughout  the  State, 
and  in  other  States  if  the  Penn¬ 
sylvania  enterprise  succeeds.  The 
original  circular  was  a  large  af¬ 
fair,  and  it  appears  below  much 
reduced : — 


stores  deliver.  Readers  hereof 
will  be  interested  in  picking  out 
from  this  list  the  prices  which  are 
really  low.  The  concern  use  a 
large  number  of  special  packages 


made  for  its  own  purposes  only, 
so  that  the  value  of  the  five  and 
ten-cent  offer,  without  knowledge 
of  the  quantity,  cannot  be  ap¬ 
praised.  It  may  be,  however,  that 
the  case  is  like  that  of  the  Childs' 
restaurants  in  Philadelphia  and 
New  York.  These  establishments 
are  supposed  to  be  low-priced,  and 
yet  persons  who  have  studied  the 
subject  declared  that  when  quan¬ 
tity  is  compared,  Childs’  prices 
are  as  high  as  those  of  the  most 
fashionable  restaurants 


THE  NEW  YORK  LETTER 

(Continued  from  page  9.) 

that  there  will  be  a  further  easing- 
off  in  prices. 

There  are  excessive  arrivals  of 
fair  to  good  qualities  of  eggs, 
largely  in  held  eggs.  In  these 
prices  are  weak  and  irregular. 
But  of  strictly  high  grade  fresh 
eggs,  the  supplies  are  only  moder¬ 
ate  and  the  market  as  to  these 
eggs  is  steady.  Fresh  gathered 
Western  extras  are  quoted  at  2 2 
to  24  cents;  extra  firsts  at  18 y2  to 
20  cents;  firsts  i6^4  to  iyl/2  cents. 
The  fancy  grades  of  white  near¬ 
by  eggs  have  a  wide  range  of  val¬ 
ues,  from  20  to  30  cents. 

Fred.  A.  McGill. 


ELTON  J.  BUCKLEY 

Editor  "Grocery  World  »nd  General  Merchant" 

Attorney  and  Counselor  at  Law 

643-648  Land  Title  Building,  Phila.,  Pa. 

T^*“e.{i:uy'.fr,c^r 

Corporation  Practice,  Cases  Under  Food  Laws 
Trade-Mark  Registration 
General  Practice 

John  Scott  &  Co. 

INCORPORATED 

PHILADELPHIA 

WHOLESALE  GROCERS 

and  Direct  Importers  af 

Ceylon  and  Assam  Teas 


These  Teas  are  becoming 
more  popular  every  day. 

"Our  prices  are  always  correct” 


Look !  Look  and  Read! 

High  Cost  of  Living  Reduced  Nearly  50  Per  cent. 

This  means  money  to  you.  out  of  debt  and  free  from  those  large  grocery  bills  which  take  most  all  of 
your  cash  at  pay  day.  Pay  cash  and  buy  at  our  prices  and  you  will  soon  have  a  nice  bank  account. 

We  buy  in  such  quantities  and  turn  our  goods  into  cash  so  rapidly  with  our  small  expense  that  we  can 
afford  to  give  you  car  load  prices  in  10  cent  portions.  No  high  priced  men  to  wait  on  you.  Everything  is 
systematically  arranged,  so  every  one  has  their  work  and  everything  is  ready  to  go  out. 

A  PURE  SANITARY  STORE 

Everything  is  packed  by  persons  for  that  work.  Unlike  stores  where  the  same  clerks  weigh  out  your 
sugar,  etc.,  and  then  go  in  the  fish  barrel.  The  ordinary  stores  keep  their  goods  open  to  dust,  flies,  etc. 
In  our  10  Cent  Store  everything  is  wrapped  and  samples  are  under  glass. 

A(  our  5  and  10c  Grocery  Store  you  can  gel  len  10c  items  for  $1.00.  Your  money  stretches  and  its  surprising  what  a  se¬ 
lection  you  can  get  for  a  few  dimes  Variety  is  the  spice  of  life.  The  best  grocery  men  in  the  U.  S.  A.  are  puzzled  and  wonder 
how  we  can  do  it;  but  its  volume  and  the  cash  in  our  pocket,  and  bow  we  do  it  is  up  to  as.  and  it  shonld  be  up  to  you  to  lake  ad¬ 
vantage  of  the  opportunity.  You  owe  it  to  yonr  family,  as  well  as  to  yourself  to  save  and  get  the  same  goods  as  cheap  as  they  can 
he  had.  CaQ  11*42  Bell  Phone  and  let  us  bring  yon  an  order  to  prove  that  we  sell  the  same  goods  for  less  money.  We  sell  only 
the  best.  All  Armour’s  and  Heinz  goods  for  10c  that  sell  elsewhere  for  more.  Everything  We  sell  is  the  best,  and  if  its  not,  we  were 
deceived  and  vri||  thank  you  to  return  it  and  get  your  money.  Should  you  get  a  bad  can  of  goods,  bring  it  back,  Your  m<  (her  has 
had  canned  goods  to  spoil,  but  she  did’nt  know  it  until  it  was  opened,  and  we  wont  know  it  unless  ycu  bring  it  back  and  tell  us. 
as  we  want  iL  Your  orders  will  be  rushed  out  in  anautomobile. 

REMEMBER  this  is  the  first  and  only  store  of  its  kind  in  the  world.  No  counters  or 'shelves.  Yon  can  see  all  the  goods. 
Wc  have  everything  that  any  store  has  in  the  eatable  line.  ONLY  A  FEW  OF  OUR  PRICES. 


Armours  picnic  Hams.  pci  lb  lOc 
Fancy  Rice,  per  lb  . /.  He 

Our  own  Blend  Coffee,  per  |lb  lOe 
Mured.  green  or  black  Tea.  J 

lb  _ _  _  lOc 

Soup  Brans  per  lb  —  5« 

Luna  Bean*  , ,  r  —  lOc 

Mcurowfat  Beans,  per  lb  -  He 
Pure  Lard,  per  lb  .  ,  -  lOe 

Large  Mackerel  —  -  .  5c 

Extra  large  Mackerel  lOc 

BeA  Cbecae.  per  cut  »n  ,  .  I  Oc 

Large  sweet  or  sour  Pickels  pel 
down  .  »«.  -  -  -  I  Oc 

Mued  Pickles,  per  measure  _  I  Of 
Loose  Oatmeal,  per  lb  5c 

Barley,  per  lb  —  ,  VA>r-  5c 
Shredd-<J  Wheat  BixcuM  ,  lOc 
Corn  Flake  .  .  5c 

Force  V _  V.  lOc 

Puffed  Rice  _  I4V 

Cream  ol  W  heal  .  I  Oc 

Grape-nuts  -C.  ^  _  .  1  Oc 

Rolled  Oata  »,  j. . .  I  Oc 
Jersey  Coro  Flake  I  Oc 

Prwt  Toastie*  .....  1  Oc 

W  ashington  Cnsp  MV 

Puffed  Wheat  _  I  Oc 

Toasted  Com  Flake*  lOc 

Campbell's  Soup*,  aaa't  I  Oc 

Canned  Oyster  ■  I  Or 

Canned  Sbrunp  I  Oc 

Canned  Spaghetti  I  Oc 

LulsA  Scbram'a Tomato  Soup  lOc 
Salmon  1  Oc 

Lye  I  Or 

(.'blonde  of  Lime  1  Oc 

Van  Camp's  Peer  lew,  Borden's  Pet 
Milk  __  (W 

Syrup  .... .  I  Or 

Mo  lasers  •  .  f 

Pork  and  Beans 
Canned  Pumpkin  _ 

Canned  Sauer  Kraut 
Canned  Apple* 

Canned  Hominy  — 

Canned  Corn,  all  kinds 
Canned  Tomatoes 
Canned  Peas  .  -  ,  . . 
fkitch  Cleanser  .  _ 


Crystal  Soiloff  „  ^ _ _ 

lOe 

All  kind*  of  Baking  Powder,  *t 

Bon  Ami  ^  ^ 

lOc 

lOc 

Tetley's  Tea  .,  . 

Mixed  Tea  .  /..... 

■  Or 

lOe 

Epsom  Salts  . p 

MV 

Black  or  Green  Tea 

lOc 

T asteless  Castor  Oil 

1  Oc 

Evaporated  Peaches  per  lb. 

lOc 

Pure  Extracts  t~wi  ~r  ----- 

1  Oc 

Evaporated  Apricots  per  Jlbf 

lOc 

Witch  Hazel _ il _ ,. 

1  Oc 

Evaporated  Pears  par  |  lb. 

lOc 

All  kinds  Shut-  Polish  .  r 

1  Oc 

Prunes  per  J  lb.  . 

Itk 

Canned  Siring  Brans  . 

1  Oc 

Easy  bright.  X-ray,  Enameline  or 

Vegetable  Soups  .  .5^ 

lOe 

Sunruic  Stove  Polish  . 

5c 

Table  Beets  ..  -  n,  m 

lOe 

All  kindsof  Spices  : 

5c 

Canned  Cherries  •«.  .  „  . 

in. 

Magu  Yeast  — * .  1  - « 

5e 

Canned  Plums  *.  ,,y 

I  Or 

Electric  Washing  Wax 

5c 

Canned  Pineapples 

I  Or 

Elastic  Starch  . .  .  5e 

Canned  Pear*  - 

lOc 

Ralston  Breakfast  Food 

lOe 

All  kind*  ol  Soap  .  5c 

Mother's  Wheat  Hearts  . 

1  Or 

Sal  Soda  .  .4 

5c 

Portum  . 

lOe 

Light -house  Cleanser  -  v 

5e 

National  Oat*  e  , .  . . 

lOe 

Climax  Wishing  Powder 

5e 

Noodle*  . 

5e 

Matches  . , . . 

5e 

Macaroni  s —  _  5c 

Star  Naphtha  Washing  Powder  5e 

Lunch  Biscuit*  - 

lOe 

Pearline  ...  -  -  — . 

5e 

Malt  Biscuits  1  «J — 

lOe 

Sofadc  - 

IV 

Salitne  BwcuiU  -  , 

lOe 

20-  M  u  It-  Team  Borax 

V 

Charm  Soda  Biscuits 

lOe 

Gold  Du*t  .  ^ 

5e 

Graham  Crackers 

lOe 

Washing  Go* 

5e 

Nabisco* 

lOe 

Arm*  Hammer  Soda 

V 

Sugar  Wafer* 

lOe 

Tooth  Picks 

5e 

Oatmeal  Crackers 

l«f 

Celery  Salt 

(V 

Seed  Iran  Raisin* 

lOe 

M  uxtard 

tv 

Elastic  Starch 

«  Or 

Cream  of  Tartar 

lOe 

Puddme 

lOe 

Fruit  Jellt 

tv 

Tapioca 

1«V 

Sardine*  5e  and 

(Of  II 

Com  Starch  . 

5e 

Potted  Meat* 

V 

Wheat  Fanna 

MV 

Soup  Ringlet*  _ 

tv 

PotatoChip*  . . .  . 

tOe 

Baker'*  Cocoa 

tv 

Toilet  Paper  ,,  — — r 

5e 

Oyrierette*  . .  .  . 

tv 

Wash  Bluing 

5e 

Ginger  Snap*  .*• 

tv 

Baker  *  Chocolate 

IO» 

Lemon  Snap* 

IV 

Dunham  *  Coeoaout 

MV 

(.'need*  Biscuits 

IV 

Baker*  Cocoa 

1  *V 

Maple  Syrup  _ 

Mk 

Pam  hnr 

lOe 

Salad  Oil 

MV 

Breakfast  Cocoa 

1  Of 

Peanut  Butter  .. 

MV 

Large  bag*  Salt 

■  Or 

Glass  jar  Sliced  Beef 

MV 

Ivory  Salt 

l(V 

Fruit  Jrllie*  . .  . 

M>e 

Colburn*  Mustard 

MV 

Shredded  Cod  Fish 

MV 

L  AS  Jellies  lOc 

Horse  Radish  I  Oc 

Royal  Salad  Dressing  I  Oc 

Sweet  Pickles,  bottled  lOc 

Sour  Pickles,  bottled  I  Oc 

Small  Onions,  bottled  lOc 

Mixed  Pickles,  bottled  .  lOc 
Celery  Sauce,  bolt  led  -  IO< 
Stuffed  Olives,  bottled  lOc 

Plain  Olive*,  bottled  1  Oc 

LAS  Tomato  Catsup  lOc 

Hein*  Tomato  Catsup  ,.  lOc 
Table  Sauce  lOc 

Pepper  Sauce  I  Oc 

Cold  Medal  Flour,  per  bag  lOc 
or  00.00  per  barrel  Just  hod 
out  others  prices  in  barrel  Iota 
and  you  will  sec  we  are  chenper 
and  sell  in  10c  portions  or  gTe*t- 


Jar  Rubbers,  per  dozen 
Jar  Tope,  1  down 
Butte;  of  tbe  Net  print 


I  Oc 
lOe 

Fteah  Eggs  cheaper  than  elsewhere 
CBEEN  COODS. 

We  can  sell  you  potatoes,  apple*, 
onion*,  cucumber*,  tomatoes  lemons 
orange*,  bananas,  ect-.  for  les*  than 
you  can  buy  elsewhere  Our  goods 
are  fresh  every  day 

CANDT 

All  Our  Chocolates  are  Afferent 
from  any  other*  you  get.  They 
are  fresh  and  *41  every  place  at  40c 
per  lb  Our  price.  1<V  jwr  |  lb 

Don't  fart  to  try  them 

Tbe  best  line  of  10c  Candy  made 

CAKES. 

We  sell  the  best  Caktw  rnarte.  all 
ISc  value*,  for  lOr  per  lb. 


Ginger  Snaps,  per  II 
Haller  *  Bread 
Halier'*  Cake* 


Remember  »r  acU  foe  Cash  Oaly.  Can  as  op  aad  let  os  bring  yoo  a  C.  O.  D.  order  sod  prose  we  earn  sate  yea  25  per  rent.  We  guarantee  e»ery 
article  »e  sell  1/  aol  satisfactory  return  aad  get  yow  money.  If  oar  good*  are  satisfactory,  tell  year  friends.  If  ooC  tell  as.  We  fame  here  to  stay 
and  m«e  year  money.  Why  not  bay  ail  from  us  A  dollar  mved  is  a  dollar  made.  We  always  bare  specials  Come  to  tbe  same  aa  often  as  pomlble. 
Thanking  too  for  past  favors. 


5  and  lOc  GROCERY  CO.,  Inc. 

1117  Eleventh  Avenue,  ALTOONA,  PA. 


5e 

l<V 

14k 


J 


OAKDALE 

PRETZELS 

Have  won  and  deserve  the  reputation  of 

“HIGHEST”  GRADE 
“CLEANEST”  MADE 

Baked  in  TEN  Varieties 

Packed  in  packages  to  retail  at 
5  cents,  10  cents  and  15  cents. 
Packed  in  boxes  and  barrels  to 
retail  by  the  pound. 

More  pretzels  are  being  sold 
every  year  because  doctors  are  rec¬ 
ommending  them  as  appetizing, 
wholesome,  nourishing,  accept¬ 
able  to  a  weak  stomach  and  better 
for  the  children  than  candy  or 
cake — and  because  “Oakdale” 
Pretzels  are  so  good  everybody 
likes  them. 

Write  for  samples  and  prices,  or 
better — let  us  send  you  a  trial  box, 
returnable  at  our  expense  if  it  does 
not  sell.  Write  to-day. 


Oakdale  Baking  Co. 

Tenth  and  Susquehanna  Ave. 


PHILADELPHIA^ 


Trouble 

I 

in  the  Rennet 
Bottle 

Unless  a  man  knows  how  to 
make  Rennet,  every  bottle  he 
turns  out  stores  up  a  world  of  trou¬ 
ble  for  the  retail  grocer. 

q  Nothing  is  more  delicate  than 
Rennet,  nothing  harder  to  make 
or  to  keep. 

q  James  T.  Shinn’s  Liquid  Rennet, 

to  begin  with,  is  as  clean  as  we 
would  want  Rennet  to  be.  It  is  so 
clean  that  we  guarantee  it  against 
spoilage.  And  it  is  probably  the 
quickest  Rennet  made  —  it  will 
coagulate  milk  in  five  minutes. 

q  Surely  a  grocer  should  be  willing 
to  handle  such  a  superfine  article 
on  a  small  profit  —  but  Shinn’s 
Rennet  pays  100$>. 

q  Why  stand  ye  here  idle  when 
you  could  be  selling  this  great 
good  thing? 

Shinn  &  Kirk 

1400  Spruce  Si.,  Phila 
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CXVII. — A  Manufacturer’s  Right  to  Choose  Whom  He  Will  Sell. 


For  some  weeks  I  have  been 
intending  to  write  an  article  on 
the  subject  mentioned  in  the  let¬ 
ter  which  appears  below.  The 
letter,  which  was  written  to  one  of 
the  papers  publishing  the  series, 
brings  the  matter  to  a  focus,  so 
I  will  do  it  now: — 

Chicago,  Ill.,  August  21,  1911. 

My  Dear  Sir When  we  meet 
with  of  write  to  unfair  manufac¬ 
turers  and  jobbers  about  their  mis¬ 
deeds  they  usually  come  back  by 
saying  they  cannot  refuse  to  sell 
any  dealer  if  they  tender  the  money 
to  pay  for  goods. 

My  own  view  is  that  they  have 
the  right  to  refuse  to  sell  any  deal¬ 
er  if  they  so  desire,  and  it  would 
not  be  in  restraint  of  trade.  Can 
you  not  formulate  a  question  of 
this  kind  and  have  your  Legal  De¬ 
partment  pass  on  it?  The  answer 
published  would  interest  all  who 
are  working  in  the  interest  of  a 
square  deal. 

Yours  very  truly, 

C -  E -  B - 

This  correspondent  is  right. 

Any  seller  of  merchandise  whose 

business  is  not  of  a  public  nature 

can  sell  goods  to  whoever  he  likes 

and  refuse  to  sell  whoever  he 

likes. 

I  have  encountered  the  same 
plea  in  my  own  experience  very 
many  times.  It  is  usually  made 
by  a  manufacturer  whose  goods 
are  being  cut  by  some  large  store, 
and  who  is  importuned  by  the 
regular  trade  to  cease  selling  the 
offender.  A  favorite  answer  is, 
“we  sympathize  with  you  to  the 
fullest  extent.  The  cut  in  price 
is  demoralizing  our  own  business 
as  well  as  yours.  We  are  willing 
to  do  anything  we  can  to  help, 
but  under  the  law  we  cannot  re¬ 
fuse  to  sell  them  if  they  agree  to 
our  terms.” 

Nothing  was  ever  more  errone¬ 
ous.  Th^t  manufacturer  can  cut  a 
customer  off  his  list  at  a  moment’s 
notice,  with  or  without  a  reason, 
and  the  customer,  if  he  attempted 
reprisals  would  find  himself  in¬ 
stantly  confronted  by  the  funda¬ 
mental  law  that  that  which  a  man 
owns  in  his  own  right,  privately 


and  not  charged  with  any  duty  to 
the  public,  he  can  sell  or  refuse 
to  sell,  and  if  he  sells,  he  can  sell 
upon  every  condition  which  it  is 
legal  for  him  to  prescribe. 

The  very  highest  legal  au¬ 
thority  in  the  land — the  United 
States  Supreme  Court — recog¬ 
nized  this  principle  when  it  said 
the  following  in  the  recent  Miles 
limited  price  case: — 

The  basis  of  the  argument  ap¬ 
pears  to  be  that  as  the  manufac¬ 
turer  may  make  and  sell,  or  not, 
as  he  chooses,  he  may  affix  condi¬ 
tions  as  to  the  use  of  the  article 
or  as  to  the  prices  at  which  pur¬ 
chasers  may  dispose  of  it.  But 
because  a  manufacturer  is  not 
bound  to  make  or  sell,  it  does  not 
follow  that  in  case  of  sales  actually 
made  he  may  impose  on  customers 
every  sort  of  a  restriction. 

The  italics,  which  are  mine, 
shows  that  the  court  admits  the 
fundamental  principle  as  a  matter 
of  course. 

Some  manufacturers  make  this 
contention  in  entire  ignorance 
that  it  has  no  foundation.  Others 
do  it  knowingly  because  it  sounds 
well,  and  because  they  perhaps 
naturally  wish  to  retain  the  busi¬ 
ness  of  the  concerns  complained 
of  as  long  as  they  can. 

The  manufacturers  who  make 
the  contention  ignorantly  have  in 
some  way  confused  their  own 
status  with  that  of  a  public  service 
corporation,  which  is  a  radically 
different  proposition.  A  public 
service  corporation  such  as  a  rail¬ 
road  company,  a  telegraph  com¬ 
pany  or  a  telephone  company,  is 
beholden  to  the  general  public. 
It  has  received  certain  privileges 
for  which  the  law  says  it  must 
render  a  return.  Therefore  it  is 
under  a  very  strict  obligation  to 
serve  everybody  who  conforms  to 
its  reasonable  rules  and  regula¬ 
tions.  For  instance,  a  railroad 
has  no  right  whatever  to  refuse  to 
carry  John  Smith,  if  he  is  willing 
to  pay  his  fare  and  to  obey  the 
regulations  which  the  road  has 


laid  down.  If  it  does  refuse  to 
carry  him1  it  is  liable  in  damages. 
So  with  any  corporation  or  con¬ 
cern  of  a  public  character — they 
are  all  bound  to  sell  anybody  who 
conforms  with  their  terms,  and 
more,  to  sell  all  on  the  same 
terms.  The  difference  lies  in  the 
fact  that  the  ordinary  manufac¬ 
turer,  being  engaged  in  a  purely 
private  business,  owes  no  obliga¬ 
tion  to  the  public  because  he  has 
received  no  special  privileges 
from  it.  He  may  act  in  the  most 
arbitrary  way  with  his  goods,  sell 
whom  he  likes,  refuse  to  sell 
whom  he  likes,  sell  one  customer 
at  one.  price  and  another  at  a  dif¬ 
ferent  price,  and  nobody 'can  make 
a  complaint  which  has  the  slight¬ 
est  legal  standing.  There  is  ab¬ 
solutely  no  restraint  of  trade 
about  this  and  could  not  be. 

{Copyright,  August,  1911,  by 
Elton  J.  Buckley.) 

Question :  David  E.  Evans, 
Scranton,  Pa. — Inclosed  find  my 
lease  that  says  I  must  pay  $23 
per  month  rent.  Now  they  noti¬ 
fied  me  about  April  1st,  this  year, 
that  my  rent  would  be  $30.  I 
have  been  paying  $25  for  two 
years.  Can  they  collect  the  extra 
rent,  or  after  paying  it  could  I 
collect  it  back? 

Answer. — This  lease  is  dated 
May  15,  1905,  and  is  for  three 
years  at  $23  per  month.  It  pro¬ 
vides  that  ninety  days’  notice 
shall  be  given  if  either  party 
wishes  to  end  it  at  the  close  of 
any  year.  If  no  notice  is  given 
the  lease  continues  from  month 
to  month  after  the  three  years  are 
over,  but  with  the  same  require¬ 
ment  as  to  ninety  days’  notice. 

The  lessee  evidently  remained 
on  the  premises  for  the  full  three 
years,  and  then  held  on,  under  the 
hold-over  clause,  until  April  1, 
1911,  when  he  says  the  lessor 
notified  him  that  if  he  wished  to 
remain  another  year  he  must  pay 


$30.  My  judgment  is  that  any 
such  notice,  given  forty-five  days 
in  advance  of  the  end  of  the 
rental  year  (May  15,  191 1 )  is  void. 
Notice  to  end  the  lease,  or  change 
its  terms,  should  have  been  given 
ninety  days  in  advance  of  the  end, 
or  not  later  than  February  15, 
1911.  In  my  opinion  you  can  stay 
until  May  15,  1912,  at  $25  per 
month.  If  you  pay  the  $30  per 
month,  however,  you  cannot  get 
it  back,  for  you  would  then  have 
agreed  to  the  new  terms. 

Question  :  “M.,”  Pa. — Will  you 
please  give  us  any  information 
you  can  as  to  the  standing  of  the 
Service  and  Settlement  Co.,  of 
Pittsburgh.  We  are  inclosing 
their  contract  and  blanks  and  will 
appreciate  a  private  answer. 
Please  do  not  let  our  name  ap¬ 
pear  in  connection  with  this  in¬ 
quiry. 

Answer. — The  “Service  and 
Settlement  Co.”  is  new  to  me.  I 
have  never  heard  of  it  before,  nor 
have  I  been  able,  since  receiving 
this  letter,  to  find  anybody  who 
has  heard  of  it.  From  the  blanks 
sent,  however,  it  appears  to  be  a 
collection  agency  much  like  sev¬ 
eral  others.  The  merchant  signs 
a  contract  in  which  he  agrees  to 
do  as  follows  : — 

1 —  Forward  to  the  company 
claims  for  collection,  amounting 
to  a  sum  which  is  to  be  named  in 
the  contract. 

2 —  Pay  to  the  company  an  ad¬ 
vance  fee.  The  amount  is  not 
stated  in  any  of  the  matter  sent 
me. 

3 —  Pay  commissions  on  any 
sums  collected  as  follows:  On  set¬ 
tlements  of  over  $100,  10  per 
cent. ;  over  $25  and  less  than  $100, 
15  per  cent.;  $25  and  less,  25  per 
cent.  There  is  also  a  fee  “on  cur¬ 
rent  (less  than  six  months)  ac¬ 
counts  of  2  per  cent  when  paid  by 
draft,  minimum  fee  $1,  otherwise 
regular  commission.”  The  latter 
is  not  entirely  clear. 

The  company  agrees  under  this 
contract  to  do  as  follows: — 

1 — Collect  claims  aggregating 
a  sum  to  be  named  in  the  contract, 
or  if  it  fails,  to  go  on  serving  the 
client  after  the  contract  expires 
until  it  does  collect  that  much. 
The  contract  is  clear,  however, 
that  if  for  example,  the  contract 
is  for  one  year,  and  the  agency 
falls  down  on  its  promise  to  col¬ 
lect  so  much  within  a  year  and 
goes  on  working  through  the 
second  year  to  try  to  make  its 
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.larantee,  that  all  claims  col- 
cted  during  the  second  year 
ust  pay  the  regular  commis- 

ons. 

I  strongly  advise  you  not  to 
gn  this  contract.  I  should 
itronize  no  collection  agency 
iat  makes  you  pay  in  advance 
r  work  that  may  never  amount 
i  anything;  work  that  even  if  it 
)es  amount  to  something,  you 
e  paying  twice  for — once 
trough  the  “service  fee,”  and 
jain  through  commissions. 

The  guarantee  here  is  utterly 
ilueless.  They  say  in  substance 
is — that  “if  our  work  proves 
orthless  the  first  year,  to  make 
right  with  you  we  will  give  you 
ore  work  that  may  prove 
[iially  worthless.” 


duction  of  a  bona  fide  claim  which 
had  been  assigned. 

Note. — Requests  for  informa¬ 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstruction.  Write 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un¬ 
less  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 


What  Did  You  Pay  for  That  Coffee? 


THAT’S  the  most  vital  question  of  yourwhole  busi¬ 
ness.  For  a  thing  well  bought  is  half  sold. 
More  merchants  fail  because  they  don’t  buy 
right  than  for  any  other  reason. 

.  If  you  bought  that  Coffee  through  a  salesman, 
how  do  you  know  we  wouldn’t  sell  it  cheaper  by 
mail?  That’s  the  thought  we  want  to  plant  deep  in 
your  mind,  so  it  will  grow  and  blossom  into  a  request 
to  us  to  send  samples  and  prices. 

We’ll  match  your  own  samples  any  time  you’ll 
send  them. 


DURYEE  &  BARWISE  89  Sf  r  <)  n  t N  S  treet 


PACKERS  TEAS  AND  COFFEES 

:  New  York 


-ESTABLISHED  1897- 


25%  Discount 


Question:  E.  F.  Kern,  Slating- 
>n,  Pa.— I  lpixl  your  “new  way 
collecting  claims  from  debtors 
ho  have  nothing  but  their  sal- 
ies.”  You  say  that  “the  era- 
oyer  would  have  against  the 
nployee  a  perfectly  good  and 
did  claim  which  he  could  en- 
rce”  and  “could  legally  deduct, 
c.”  I  approached  a  well  in- 
rmed  employer  on  this  subject 
id  he  told  me  that  no  such  as- 
gnment  could  be  legally  en- 
rced  against  wages,  as  an  em- 
oyee  could  enforce  the  payment 
'  wages  in  cash. 

It  seems  to  me  that  some  years 
jo  the  Legislature  passed  a  law 
lat  labor  shall  be  paid  semi- 
onthly  in  cash  without  any  store 
11s  or  other  account  to  be  de¬ 
leted  from  wages.  Would  this 
ot  prevent  your  way  from  being 
egal”? 

Answer. — There  is  no  doubt 
lat  the  assignment  plan  is  abso- 
tely  legal.  The  employer  who 
mies  it  is  under  a  misapprehen- 
on.  Under  the  Pennsylvania 
:t  of  1891  employers  of  labor  are 
iquired  to  pay  their  employees 
/ery  two  weeks,  “the  net 
nount”  of  wages  due  them. 
Net  amount”  means  the  amount 
tie  after  all  proper  deductions  are 
iade.  There  is  no  law  in  Penn- 
dvania,  or  anywhere  else  that  I 
ave  ever  seen,  that  would  pre- 
ent  an  employer  from  deducting 
om  an  employee’s  wages  any 
.tins  which  he  had  a  right  to  de¬ 
lict.  No  such  law  would  be  con- 
dtutional,  in  my  opinion,  even  if 
assed.  There  is  not  a  week  that 
eery  department  store  in  busi- 
ess  does  not  deduct  hundreds  of 
ollars  from  its  employees’  wages 
)r  fines  of  various  sorts.  This  is 
inch  more  arbitrary  than  the  de- 


TBLI.  TOOK  CUSTOMERS  THAT 

RAE’S 

Lucca  Olive  Oil 

Is  the  product  of  perfectly  sound,  ripe, 
freshly  picked,  freshly  crushed  end 
pressed  olives,  rrown  in  Tuscany,  Italy, 
the  one  place  In  the  world  where  the 
olive  reaches  perfection.  You  will  not 
only  please  them  but  you  will  build  up 
a  splendid  trade  on  Lucca  Oil  at  a  good 
profit.  Prices  in  Prices  Current. 

H.  Kellogg  &  Sons 

Philadelphia 


Grocery  Store 
Advertising 

<If  Did  you  ever  stop  to  think 
how  an  Electric  Sign  would 
increase  the  importance  and 
prominence  of  your  Grocery 
Store — how  it  would  attract 
purchasers  and  impress  them 
to  the  fact  that  your  place  of 
business  was  alive  and  up-to- 
date?  We  have  facts  and 
figures  to  show  you !  You 
can  pay  a  flat  rate,  including 
a  monthly  charge  for  the  in¬ 
stallation  and  maintenance, 
or  you  •can  assume  the  entire 
first  cost  and  pay  for  the 
lighting  by  meter.  Write  or 
telephone  to  our  Sign  De¬ 
partment. 


The  Philadelphia 
Electric  Company 

TENTH  AND  CHESTNUT  STS. 


FLEISCHMANN’S 

COMPRESSED  YEAST 

HRS  NO  EQUAL 


We  have  a  $300  order,  in 
exchange  for  advertising,  on 
one  of  the  best  piano  houses 
in  the  country,  which  we  will 
sell  for  cash  at  a  25%  dis¬ 
count. 

Address  L.  S.,  "Grocery 
World  and  General  Mer¬ 
chant,”  927  Arch  Street, 
Philadelphia,  Pa. 


Notice  to  Retail  Grocers 


We  have  a  mighty  interesting  circular  waiting  for 
you — a  circular  of  our  latest 

FREE  DEALS 

We  don’t  ask  all  your  starch  business,  but  we  do 
believe  we  deserve  some  of  it,  because — 

Our  starch  pays  you  better  than  any  Trust  starch. 
This  because  we  don’t  spend  millions  of  dollars — 
taken  out  of  your  profits — in  costly  advertising. 

We  don’t  refer  to  you  as  dirty  grocers  in  adver¬ 
tising  to  your  customers,  as  certain  of  our  competi¬ 
tors  do. 

Never  forget  this — that  the  only  hope  against  the 
oppression  of  the  Starch  Trust  is  to  help  an  inde¬ 
pendent  company.  Will  you  send  a  worthy  independ¬ 
ent  company  a  trial  order  ? 


AMERICAN  STARCH  CO.,  LITITZ,  PA. 

HENRY  PARR,  Sales  Manager 

— - .  -w  ...  . 
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THE 

STROLLERS 

COLUMN 


Some 

Ever  smoke  cigarettes?  Do  I? 
Ain’t  got  one  about  you,  have 
you  ?  Much  obliged.  Got  a 
match  ? 

Yes,  I’ll  hit  up  a  cigarette  once 
in  a  while.  I  ain't  a  fiend  on  ’em 
— I’d  never  kill  my  mother  for 
one,  or  anything  like  that. 

But  it’s  funny  how  some  people 
think  smoking  cigarettes  is  like 
picking  pockets.  I  know  a  couple 
of  fellows  who  would  no  more  hire 
a  clerk  that  smoked  cigarettes 
than  they  would  one  that  had  fits 
regularly  at  3  o’clock. 

Seem  to  think  that  a  cigarette 
smoker  can’t  possibly  be  any 
good. 

Fearful  piffle ! 

I  wa*  talking  the  other  day 
with  a  fellow  who  runs  a  general 
store  down  in  a  little  place  in 
Maryland.  It’s  about  twenty 
miles  from  Baltimore  and  has 
around  a  thousand  people  in  it. 
His  is  the  main  store  and  he  has 
half  a  dozen  clerks. 

The  cigarette  stunt  got  him  into 
a  funny  little  bunch  of  trouble 
last  spring.  He  was  telling  me 
about  it  the  other  day. 

It  seems  that  the  women  of 
some  society  that  belonged  to  the 
Methodist  Church — I  think  they 
called  it  the  Ladies’  Aid  Society, 
or  something  like  that — got  up  a 
scheme  against  cigarette  smoking 
in  the  village.  They  wouldn’t 
patronize  anybody  that  smoked 
’em — they  wouldn’t  let  anybody 
come  see  ’em  that  smoked  ’em — 
they  were  simply  going  to  smash 
the  whole  awful  business  inside 
of  ten  days. 

This  general  storekeeper  had  a 
young  clerk  that  used  to  hit  up 
cigarettes  pretty  much,  but  that 
didn’t  interfere  with  his  being  the 
best  clerk  he  had.  That  boy  had 
more  ideas  than  all  the  rest  of  the 
bunch  together.  He  could  trim  a 
window  better  than  half  the  big- 
salaried  fellows  in  the  depart¬ 
ment  stores. 


Wise  Remarks  on  the  Cigarette 

The  Ladies’  Aid  women  got  up 
a  list  of  all  the  men  and  boys  in 
the  place  that  smoked  cigarettes 
and  went  after  ’em  with  hat  pins. 
The  little  local  bakery  was  run 
by  a  young  fellow  that  smoked 
’em  occasionally — they  started  in 
to  boycott  him  and  they  made  no 
bones  telling  him  why.  He  caved 
right  in. 

After  a  while  one  of  the  suffer¬ 
ing  sisters  came  to  see  my  friend. 
He  told  me  all  about  it.  She 
came  in  one  day  and  asked  to  see 
him  alone,  and  he  took  her 
through  the  side  door  into  the 
parlor  of  his  house. 

“Mr.  Smith,”  she  said,  “I  don’t 
suppose  you  have  the  least  idea 
why  I’m  here.” 

“No,  ma’am,”  he  said,  “I  don’t 
know  as  I  do.” 

“Do  you  know  that  Will  Bax¬ 
ter  smokes  cigarettes?” 

“I  know  he  doesn’t  smoke  them 
or  anything  else  around  the  store,” 
he  answered.  “I  don’t  consider  it 
any  of  my  business  what  he  does 
when  he’s  away  from  here.” 

That  hit  her  in  the  wind  pretty 
hard,  and  she  reddened  up  a  bit, 
but  came  back  all  right. 

“You  know  what  the  Ladies’ 
Aid  Society  is  doing  against  cig¬ 
arette  smoking  in  the  town,”  she 
went  on. 

“I’ve  heard  something  about 
it,”  he  said. 

“We’re  very  much  concerned 
about  the  growth  of  the  vice 
among  the  young  men  here,”  she 
said,  “and  we’re  going  to  use  our 
influence  against  it  in  every  way 
we  can.” 

“What  do  you  want  me  to  do?” 
asked  the  general  storekeeper, 
“fire  Will  because  he  smokes  in 
his  own  time?” 

“We  think  you  ought  to  reason 
with  him  about  it,”  she  said. 

“But  there’s  nothing  for  me  to 
reason  about,”  he  answered. 
“I’ve  told  you  he  didn’t  smoke 
around  the  store,  and  if  he  does  it 


Habit. 

outside  I  don’t  know  anything 
about  it.  It  certainly  don’t  affect 
him  in  any  way.  He’s  always  on 
the  job  with  me.  And  as  for  his 
health — you  can  look  at  him.  I’d 
consider  I  was  butting  in  to  his 
private  business  if  I  said  anything 
to  him.” 

“Nevertheless,  we  think  you 
ought  to,”  she  said.  “Cigarette 
smoking  is  a  fearful  vice  and  it 
counts  its  unnumbered  thousands 
every  year.” 

“Yes,  I’ve  read  things  like  that 
before,”  he  said,  “but  I’ve  never 
seen  any  of  it.  What  will  happen, 
Mrs.  Briggs,  if  I  decline  to  do 
this?  Let’s  be  frank  with  each 
other.” 

“Well, — I  don't  know,”  she 
said  uncertainly,  “I  shall  report 
to  the  next  meeting  of  the  society 
and  I  am  afraid  that  some  of  the 
ladies  will  feel  like  they  ought  not 
to  deal  at  your  store  any  more.” 

“Are  you  going  to  boycott 
everybody  over  this  cigarette 
business?”  he  demanded.  “Mrs. 
Jones  over  here  that  keeps  the 
dry  goods  store  has  a  boy  in 


Richmond  that  smokes  cigarettes 


“What  about  that  young  fel¬ 
low  that  comes  down  from  Bal¬ 
timore  to  see  Miss  Mary  (Miss 
Mary  was  Mrs.  Briggs’  daughter). 
He  went  by  here  only  yesterday 
smoking  a  cigarette,  and  Miss 
Mary  was  with  him,  too.” 

“I  regret  that  I  can’t  control 
him,”  said  poor  Mrs.  Briggs  stiffly 
and  with  a  lovely  red  face. 

“No,  but  you  can  control  y< 
daughter,”  he  said.  "To  be  cc 
sistent,  oughtn’t  you  to  say 
mustn’t  have  cigarette  smoke 
come  to  see  her?”  * 

When  that  hit  her,  Mrs.  Briggs 
remembered  that  she  was  due 
somewhere  else. 

“I’m  sorry  you  feel  as  you  do,” 
she  said,  “I'll  have  to  report  to 
the  society.  Good  by.” 

That  general  storekeeper  told 
me  that  for  days  after  that  he’d 
get  all  het  up  every  time  he’d 
think  of  it.  Did  you  ever  hear 
of  such  fool  stunts  in  your  1  ife? 
Darn  their  hides,  anyway — vou 
get  an  interfering  woman  mixed 
up  in  something  like  that  and 
she’s  worse’n  a  caterpillar  down 
your  neck.  1  don't  know  how 
the  thing  came  out,  but  it  won't 
amount  to  anything,  take  it  from 
me. 

I’ve  just  told  you  this  to  show 
the  fool  way  some  people  look  at 
the  cigarette  business.  The  min¬ 
ute  a  fellow  pokes  a  cigarette  in 
his  face  all  the  good  qualities  he 
ever  had  get  up  and  git.  Ain't  it 
foolish  ? 

The  Stroller. 


— I’ve  seen  him  do  it  when  he 
came  here  to  see  his  mother. 
Going  tcf  take  your  trade  away ' 
from  that  poor  lady  on  account 
of  that?” 

“That’s  different,”  she  said,  “we 
can’t  control  people  that  don't 
live  here.  Will  Baxter  lives  here 
and  works  in  your  store.” 

“Suppose  I  did  talk  with  him 
and  he  refused  to  stop  it/’  he  said. 

“He  wouldn’t  if  he  thought  his 
position  depended  on  it,”  she 
suggested. 

“Oh,  I’m  to  fire  him  if  he 
doesn’t  stop,  am  I  ?”  he  said. 


Kellogg  Co.  Oat  for  Wiley. 

The  Kellogg  Toasted  Corr 
Flakes  Co.  has  interested  itself  in 
the  cause  of  Dr.  H.  W.  Wiley 
chief  Government  chemist,  am 
has  framed  a  petition  which  re 
tail  grocers  are  to  sign  and  for¬ 
ward  to  President  Taft.  Thi 
text  is  as  follows: — 


‘Discharge  as  good,  conscien¬ 


tious  a  clerk  as  I  ever  had — who 
has  no  other  means  of  support — 
merely  because  he  smokes  a  few 
cigarettes  after  business  hours. 
I  wouldn’t  consider  it  for  a  min¬ 
ute,  Mrs.  Briggs.' 


Date . :  j 

To  the  President, 

Washington.  D.  C. 

I  am  a  distributer  of  foods,  and 
am  more  than  ordinarily  interested 
in  pure  food  inspection.  1  believe 
Dr.  Harvey  W.  Wiley,  chief  of  the 
Bureau  of  Chemistry,  to  be  an  hon¬ 
est,  fearless  and  efficient  official,  the 
loss  of  whose  services  would  be  a 
calamity  to  the  country.  I  respect¬ 
fully  protest  against  his  proposed 
dismissal. 

Yours  respectfully. 


Apples  are  still  high.  The  bes 
are  worth  $2.50  to  $3  per  barre 
Ordinary  basket  fruit  range 
from  25  to  50  cents. 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


19 


THE  GROCERY  MARKETS 


Tea. 

The  tea  market  is  in  a  very 
ealthy  condition.  The  demand 
;  fair  for  the  season,  and  as  there 
(  no  surplus  of  desirable  tea  the 
ituation  is  steady  and  good.  No 
hange  in  price  has  occurred  dur- 
ig  the  week,  except  that  Indias 
how  a  slight  hardening,  some 
rades  ]/z  cent  and  others  i  cent 
er  pound.  They  were  rather 
igh  before. 

Coffee. 

Speculative  coffee  options  have 
hown  some  weakness  during  the 
iast  few  days,  but  actual  coffee 
las  not  been  so  much  affected, 
t  has  been  possible  to  buy  actual 
Go  and  Santos  coffee  a  shade 
heaper  during  the  week,  how- 
:ver,  though  the  undertone  is  still 
itrong.  Mild  coffees  are  rather 
leavy  at  the  moment,  though  it  is 
lot  possible  to  buy  at  much  if  any 
roncession.  They  are  relatively 
nuch  lower  than  Rio  and  Santos, 
fava  and  Mocha  show  no  change 
ind  comparatively  light  demand. 

Sugar. 

Sugar  is  very  firm  and  high 
Raw  sugar  has  actually  sold  at  5 
cents  per  pound  during  the  week, 
and  as  refiners  like  to  get  a  mar¬ 
gin  of  Y\  to  1  cent  above  that  for 
refined,  the  status  of  the  latter  can 
easily  be  seen.  Refined  sugar  ad¬ 
vanced  20  points  during  the  week, 
and  at  this  writing  all  refiners  but 
the  Federal  quote  granulated  5.95  ; 
the  Federal’s  price  is  6.05.  Al¬ 
most  certainly  refined  sugar  will 
be  higher — probably  6  cents  any¬ 
way.  The  demand  is  very  fair 
Syrup  and  Molasses. 


Glucose  shows  no  change  for 
he  week.  Compound  syrup  is 
inchanged  and  quiet.  Sugar 
syrup  dull  at  ruling  prices.  Mo- 
asses  quiet  and  unchanged. 

Fish.  • 

Mackerel  continues  steady  to 
firm,  and  shows  a  fair  demand  for 
the  season.  Cod,  hake  and  had¬ 
dock  are  not  wanted  yet  for  spot 
consumption,  but  the  market  is 
steady  to  firm.  Domestic  sar 
dines  are  even  weaker  than  they 
were  last  week,  when  the  quota¬ 
tion  was  $2.50  for  quarter  oils. 
It  is  possible  that  a  good  order 
could  buy  to-day  at  $2.40.  Im 
ported  sardines  are  unchanged 


and  quiet.  Spot  salmon  is  quiet, 
largely  because  of  the  high  price. 
No  price  has  yet  been  named  on 
future  Alaska',  but  it  is  expected 
any  day.  Probably  it  will  be  con¬ 
siderably  above  last  year. 

Canned  Goods. 

Tomatoes  are  dull  and  show  no 
change  from  last  week.  1  lie  mar¬ 
ket  for  new  pack  ranges  from  80 
to  85  cents  country.  Packing 
prospects  improve  every  day,  and 
if  nothing  interferes  the  pack  will 
compare  favorably  with  last 
year’s.  New  corn  is  coming  into 
the  market,  but  is  in  light  demand 
as  yet.  Prices  show  no  special 
change.  Peas  are  high,  dull  and 
unchanged.  Most  packers  of 
apples  refuse  to  name  a  price  for 
new  pack,  meaning  especially 
New  York  packers.  There  seems 
prospect,  however,  for  a  large 
crop  in  most  sections.  California 
canned  goods  are  unchanged  and 
quiet  at  the  moment.  Some  pack¬ 
ers  have  sold  all  they  have  anc 
hav6  retired  from  the  market. 
Small  standard  canned  goods  are 
unchanged  and  in  quiet  demand. 
Packers  of  late  spinach  have 
named  a  price  of  $1,  which  is  10 
to  15  cents  below  the  price  that 
has  been  ruling. 

Dried  Fruits. 

Prunes  show  no  change  from 
last  week.  The  market  is  firm, 
but  the  demand,  owing  to  the 
high  price,  is  small.  Peaches  are 
higher  on  spot,  by  reason  of  the 
high  coast  market,  but  the  de- 
niand  just  now  is  light.  The  mar¬ 
ket  for  future  peaches  bids  fair  to 
be  easier,  though  there  has  been 
no  slump  as  yet.  Spot  apricots 
are  about  cleaned  up,  and  futures 
are  still  high  and  very  dull.  Rais¬ 
ins  are  another  fraction  higher 
owing  to  the  advancing  coast 
market,  but  the  demand  is  light. 
Currants  moderately  active  and 
unchanged. 

Beans  and  Peas. 

Domestic  pea  beans  have  ad¬ 
vanced  another  notch  and-are  now 
quoted  at  $2.55  per  bushel  in  a 
large  way.  This  refers  to  New 
York  beans.  There  are  plenty  of 
Michigan  pea  beans,  and  sales 
have  been  made  at  $2.42.  Natu¬ 
rally  the  New  T  orl-c  market  can 


hardly  keep  up  a  great  while 
onger.  Domestic  marrows  have 
sharply  advanced  and  are  now 
quoted  at  $2.60.  California  limas 
are  sick.  There  has  not  been  the 
demand  that  was  expected,  and 
the  new  season  is  approaching. 
Consequently  holders  are  weaken¬ 
ing  in  their  ideas  and  are  willing 
to  sell  at  a  considerable  fraction 
below  the  price  that  ruled  for  sev 
eral  months — 6.80  per  pound. 
Green  and  Scotch  peas  are  scarce 
on  spot  and  high.  There  has  been 
some  talk  of  new  crop  peas  at 
$2.75  to  $3,  which  is  high. 

Butter. 

The  consumptive  demand  for 
all  grades  of  butter  is  very  good. 
The  receipts  up  to  the  present 
time  have  been  absorbed  on  ar¬ 
rival  at  full  prices.  The  market 
is  very  healthy  now,  and  the 
weather  has  been  more  favorable 
to  the  making  of  butter.  There¬ 
fore  there  is  likely  to  be  an  in 
creased  make  in  the  near  future. 
The  future  of  the  market  depends 
on  the  consumptive  demand.  The 
outlook,  as  stated,  is  for  a  slight 
increase  in  the  supply,  and  if  there 
is  any  change  it  may  be  a  slight 
decline. 


Provisions. 

Everything  in  smoked  meats  is 
firm  and  unchanged,  with  a  sea¬ 
sonable  consumptive  demand. 
Stocks  are  about  normal  for  the 
season  and  prices  are  unchanged 
throughout.  Pure  lard  is  firm  at 
the  recent  advance,  and  compound 
is  sympathetically  firm.  Barrel 
pork  and  dried  beef  are  firm  and 
unchanged.  Canned  meats  are 
unchanged,  and  there  is  a  season¬ 
able  demand  for  everything. 


Eggs. 

The  receipts  of  fresh  eggs  are 
absorbed  each  day  by  a  very  good 
consumptive  demand.  The  qual 
ity  of  the  current  production  of 
eggs  is  improving,  and  the  re 
ceipts  are  just  about  normal  for 
the  season.  At  present  the 
market  is  steady  to  firm,  and  the 
demand  is  improving  with  the 
supply.  A  few  eggs  have  already 
been  withdrawn  from  storage. 

Cheese. 

The  consumptive  demand  for 
cheese  continues  very  good,  and 
the  make  is  a  little  lighter  than  a 
year  ago.  The  market  is  steady 
and  unchanged,  but  the  general 
undertone  is  slightly  easier  never¬ 
theless.  In  the  country  markets 
but  not  in  the  city,  the  market 
declined  about  J4  cent  about  the 
middle  of  the  week,  following 
which  a  number  of  cheese  holders 
withdrew  from  the  market.  It  is 
the  general  belief,  however,  that 
they  will  have  to  come  back  at 
the  decline. 


[individual  market  reports. 

Evaporated  Apples,  Etc. 

Business  in  evaporated  apples 
has  been  very  active  the  last  two 
or  three  weeks  on  stock  that  is 
ready  for  immediate  shipment, 
buyers  paying  9  to  9 J4  cents 
f.  o.  b.  shipping  point  in  50-pound 
boxes.  The  evaporators  have  not 
turned  out  a  very  large  quantity, 
as  the  fruit  was  so  small  it  had 
to  be  made  into  chops.  These 
have  been  selling  at  2*4  to  3  cents 
f.  o.  b.  shipping  point  in  bags. 

The  market  on  apples  for  Oc¬ 
tober  and  November  shipment 
holds  steady.  The  volume  of 
business  is  rather  limited,  as  there 
are  not  many  willing  to  contract. 
Prime  quality  in  50-pound  boxes 
is  quotable  at  10  to  10 *4  cents 
f.  o.  b. ;  choice,  ioj4  to  1 1  cents ; 
cartons,  >4  cent  jfcr  pound  higher. 

C.  C.  Hall. 

Rochester,  N.  Y. 

Rice. 

The  market  for  the  week  has 
exhibited  all  the  features  of  being 
“between  hay  and  grass.”  _  Con¬ 
siderable  attention  is  given  to  the 
sightly  character  of  the  “new 
crop,”  which  is  coming  in  slowly, 
while  major  part  of  (transactions 
are  still  covered  by  the  “old  crop.” 
the  latter  being  well  seasoned  and 
more  attractive  in  way  of  price. 
Japan  sorts  are  scarce  and  held 
firmly  at  advance  prices,  as  the 
scanty  supply  will  be  exhausted 
long  before  the  new  crop  is  com¬ 
mercially  available  in  October. 

Advices  from  the  South  note 
light  demand  on  the  Atlantic 
Coast  on  account  of  restricted 
offerings.  The  growing  crop  is 
looking  fine,  but  the  presence  of 
“salts”  in  the  rivers  makes  the 
outcome  as  to  quantity  proble¬ 
matical. 

At  New  Orleans  'the  market 
lias  been  irregular,  and  in  spite  of 
the  fact  of  light  receipts  (rain 
interfering  with  harvest)  the  dis¬ 
tributive  inquiry  has  been  small. 
At  the  close,  however,  prices  are 
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strong  with  improved  demand 
and  fractional  advances  have  been 
secured  on  the  extremes  of  second 
heads  and  fancies.  The  daily  re¬ 
ceipts  have  been  insufficient  to 
furnish  mills  with  running  supply, 
which  accounts  for  the  strong 
position.  Rough  received  last 
week  included  considerable  dam¬ 
aged  by  rain. 

In  the  interior — Southwest 
Louisiana,  Texas  and  Arkansas — 
the  ‘remainder  crop”  is  going  out 
in  satisfactory  way.  Conditions 
of  growing  crop  are  generally 
good.  In  some  sections,  however, 
a  reduction  in  acreage  and  more 
particularly  poor  yield,  will  cut 
production  very  materially. 
Prices  of  rough  rice  have  been  ad¬ 
vanced  25  cents  per  barrel  (162 
pounds  rough)  over  last  season. 

Cables  and  correspondence 
from  abroad  note  strong  markets 
on  all  deliveries. 

Dan  Talmage’s  Sons  Co. 

New  York  and  New  Orleans. 

Pickles. 

The  pickle  crop  should  now  be 
in  the  height  of  the  yield,  but  the 
vagaries  of  the  weather  has  up¬ 
set  all  calculations.  Some  sec¬ 
tions  are  very  poor,  in  other  large 
producing  sections  the  belated 
vines  must  have  another  month  of 
summer  weather  to  produce  an 
average  crop.  As  we  have  had 
already  four  months  of  summer 
weather  it  would  be  unwise  to  ex¬ 
pect  another  month.  We  have 
had  over  eleven  hundred  degrees 
excess  of  heat  and  dame  nature 
will  average  up  the  account. 

With  all  the  reserve  stock  of 
salt  pickles  at  the  vanishing  point 
and  the  whole  country  bare  of 
stock  there  will  be  an  immense 
demand  for  the* *new  crop  as  fast 
as  they  can  be  cured  out. 

The  way  some  packers  have 
booked  orders  it  will  be  Christmas 
before  they  can  all  be  shipped. 
Quick  shipment  will  command  a 
premium  as  in  other  years.  The 
market  to-day  is  in  an  oversold 
condition. 

F.  A.  Waidner  &  Co. 

Chicago,  Ill. 

Standard  Canned  Goods. 

Spot  and  future  tomatoes  came 
together  last  week  in  point  of 
prices,  and  they  are  now  on  a 
level  as  to  the  quotations.  'As 
was  to  be  expected,  the  spot  goods 
declined  to  a  parity  with  the  mar¬ 
ket  prices  for  futures,  and  from 
now  on  the  daily  quotations  will 
be  for  season’s  delivery,  meaning 
during  the  actual  canning  sea¬ 
son  which  sometimes  ends  in 
September,  but  more  often  it  does 
not  come  to  a  close  until  the  lat¬ 
ter  part  of  October.  The  aver¬ 
age  length  of  the  canning  season 
in  this  section  is  about  ten  weeks, 
depending  wholly  upon  the 
weather  conditions  from  the  set¬ 
ting  out  of  the  plants  in  the 
spring  time  until  the  killing  frosts 
of  autumn  appear.  Because  of 


the  unfavorable  weather  condi¬ 
tions  that  prevailed  during  May, 
June  and  July,  the  opening  of  the 
canning  season  was  fully  ten  days 
later  than  usual  in  most  places  in 
this  section,  including  Baltimore 
City,  and  still  later  in  many  other 
places  where  the  long  drouth  and 
very  hot  weather  did  the  most 
damage.  During  the  last  three 
weeks  the  weather  conditions 
have  been  all  that  could  be  de¬ 
sired  for  the  growth  of  the  vines, 
and  it  remains  to  be  seen  whether 
or  not  the  yield  of  fruit  per  acre 
planted  will  overcome  the  loss 
occasioned  by  the  shortening  of 
the  season  at  the  start.  The  farm¬ 
ers  claim  that  the  vines  are  not 
fruiting  as  they  should,  and  they 
argue  that,  under  all  the  circum¬ 
stances  and  conditions  that  have 
preceded  the  canning  season,  it 
is  unreasonable  to  expect  a  large 
yield  during  this  month,  nor  even 
an  average  yield.  Last  week  the 
average  price  per  bushel  for  raw 
tomatoes  for  canning  purposes  at 
the  wholesale  market  in  Balti¬ 
more  was  60  cents,  against  an 
average  price  during  August  of 
last  year  of  40  cents  a  bushel. 
The  market  was  fairly  active 
again  this  week  for  the  canned 
article  for  immediate  shipment 
and  for  deliveries  during  the  re¬ 
mainder  of  the  month  and  in  the 
first  half  of  September,  but  the 
buying  for  later  deliveries 


In  the  Finley  Acker  store, 
Twelfth  and  Chestnut  streets, 
was  seen  a  dark  brown  basket, 
shaped  like  a  wine  glass  or  an 
urn,  about  four  feet  high.  It  con¬ 
tained  alligator  pears,  wrapped 
in  green  waxed  paper.  Over  the 
edge  hung  an  electric  light  bulb 
covered  with  artificial  green 
grapes,  and  arranged  to  look  like 
a  natural  bunch.  The  bulb  was 
lighted  by  a  cord  suspended  from 
the  ceiling. 

*  *  * 

In  the  Girnbel  grocery  depart¬ 
ment  a  pile  of  lemons  stood  in  the 
centre  of  a  table.  At  one  corner 
was  a  glass  containing  iced  tea 
and  two  straws,  with  the  usual 
slice  of  lemon  over  the  edge.  The 
glass  stood  on  a  plate  with  a  paper 
napkin. 


dropped  off  to  the  vanishing  point. 

The  canning  season  for  corn 
has  opened  up  and  in  the  coming 
week  all  the  big  canneries  will  be 
at  work  full  blast.  The  demand 
for  corn  is  very  light,  but  the  can- 
ners  seem  content  with  their  po¬ 
sition  and  are  not  seeking  new 
business  to  any  extent.  The 
small  stocks  of  peas  left  unsold 
in  this  market  will  not  bother  the 
canners  to  dispose  of  them.  The 
buying  of  soaked  peas  to  take 
the  place  of  seconds  is  remark¬ 
ably  large.  Spinach  for  prompt 
shipment  is  one  of  the  strongest 
articles,  and  the  buying  of  it  for 
delivery  out  of  the  fall  crop  is  in¬ 
creasing.  Sweet  potatoes  for 
prompt  shipment  are  offered  now. 
and  so  is  the  new  pack  of  lima 
beans,  okra  and  tomatoes  and 
plain  okra.  Kraut  and  string 
beans  are  firm  but  less  active. 

We  desire  to  call  special  atten¬ 
tion  at  this  time  to  the  very  small 
stocks  of  all  kinds  of  canned 
fruits  left  unsold  out  of  Baltimore 
pack  this  season,  and  to  the  fur¬ 
ther  fact  that  it  will  be  about  ten 
or  eleven  long  months  before  the 
canning  season  of  1912  rolls 
around.  Not  in  the  last  ten  years 
have  the  stocks  of  canned  fruits 
in  Baltimore  been  so  light.  This 
applies  to  every  article  in  the  list 
of  fruits,  excepting  apples  and 
pears,  the  early  crops  of  which 
are  just  beginning  to  arrive,  but 


In  the  Acker  Eighth  street  store 
packages  of  a  breakfast  food  were 
arranged  on  a  table  around  a  glass 
jar  containing  the  food  loose. 
The  boxes  formed  a  half  circle 
behind  the  jar. 

***** 

At  the  Girnbel  store  the  follow¬ 
ing  usable  ideas  were  noted :  A 
table  of  bottles  of  Worcestershire 
sauce  had  at  one  corner  a  plate 
containing  two  fried  oysters  lying 
in  lettuce  leaves  and  sliced  lemon. 
A  table  of  loose  tea  had  a  cup  of 
tea  with  crackers  beside  it.  A 
table  of  Hershey’s  cooking  choco¬ 
late  was  flanked  with  a  chocolate 
layer  cake,  made  from  the  same. 
A  table  of  Fairy  soap  had  on  one 
corner  a  tiny  bath  tub  contain¬ 
ing  water  and  a  cake  of  Fairy 
soap. 


the  heavy  crops  are  not  due  un¬ 
til  September  and  October.  The 
demand  for  the  new  pack  of 
apples  is  excellent  for  quick  ship¬ 
ment  and  for  delivery  out  of  the 
fall  crop.  Cove  oysters  are  dull 
and  firm. 

Thos.  J.  Meehan  &  Co.  - 

Baltimore,  Md. 

Imported  Fish  Specialties. 

Holland  Herring. — Shipments 
are  now  arriving  more  freely,  but 
demand  is  still  very  limited  and 
will  remain  so  until  the  cooler 
weather  sets  in. 

Scotch  herring,  while  firmer 
abroad,  are  easier  here,  owing  to 
heavy  arrivals,  but  demand  for 
the  same  is  quite  good. 

Norway  Herring. — The  first 
offers  of  New  Norway  fat  herring 
have  been  cabled  over;  prices  are 
reasonable,  but  it  is  too  early  to 
risk  importing  those  very  perish¬ 
able  herring. 

Imported  Oil  Sardines. — From 
France  we  are  receiving  daily  the 
most  deplorable  news  in  regard 
to  the  catch  of  sardines.  There 
is  practically  no  fish  caught  and 
half  the  season  is  over.  Packers 
are  absolutely  unable  to  fill  or¬ 
ders  which  they  have  in  hand 
and  prices  are  advancing  daily.  ] 

In  Portugal  they  are  catching 
only  some  large  fish  at  the  pres¬ 
ent  time.  The  market,  in  sym¬ 
pathy  with  the  French,  is  very 
much  stronger  and  tending 
higher. 

Sprats. — No  supplies  can  be 
had  at  the  present  time  from 
Europe.  Supplies  here  are  grad¬ 
ually  clearing  and  prices  have 
advanced  and  are  likely  to  go  still 
higher,  because  a  new  supply 
cannot  be  expected  before  about 
beginning  of  next  year.  In  Nor¬ 
way  the  catch  is  just  about  fair; 
the  quality  is  good,  but  the  fish¬ 
ing  is  not  at  all  abundant  and 
prices  paid  for  the  fresh  fish  are 
quite  high. 

Strohmeyer  &  Arpe  Co. 

New  York,  N.  Y. 

Spices. 

The  market  is  exceedingly  ac¬ 
tive  and  there  has  been  some  large 
trading  in  futures  for  pepper  and 
cloves.  Pepper  is  very  much 
higher.  Cables  received  to-day 
quote  Singapore  pepper  for  im¬ 
port  at  more  than  11  cents  per 
pound.  In  fact,  Lampong  qual¬ 
ity  would  cost  11  cents  or  more 
to  import  to-day.  It  looks  as 
though  high  prices  are  in  order 
for  the  next  six  or  eight  months. 

Peppers. — Lampong  crop  is 
very  small  and  it  looks  like  a 
serious  shortage  in  the  supply  for 
this  year.  It  is  also  reported  that 
Tellicherrv,  Aleppy  and  Singa¬ 
pore  peppers  are  in  short  supply. 
The  demand  is  no  doubt  increas¬ 
ing  and  there  is  not  enough  pep¬ 
per  in  stock  or  en  route  to  cover 
the  requirements  up  until  Novem¬ 
ber  next. 


Spectacular  Stunts  in  City  Stores 


Little  Things  in  Use  by  Large  City  Grocers  to  Attract  Attention 
to  Various  Goods.  Adaptations  of  the  Principle  that  Goods 
Well  Displayed  Are  Half  Sold. 


[Under  the  above  head,  whenever  they  can  be  gathered,  will  be  presented 
descriptions  of  clever  eye-catching  devices  which  have  been  noted  in  the 
large  central  Philadelphia  stores,  like  Acker’s,  Martindale’s,  Gimbel’s, 
Mitchell,  Fletcher  &  Co.'s,  and  so  on.  Practically  everything  noted  will  be 
of  a  character  easily  adaptable  by  any  grocer.] 
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Red  peppers  are  more  active 
d  held  at  steady  prices.  Spot 
pply  reported  small. 

Cloves  have  advanced.  Big¬ 
ot  demand.  The  crop  is  re- 
rted  small.  This  article  cer- 
inly  looks  as  though  it  will  ad-, 
nee. 

Pimento  (Allspice)  cpiite  firm, 
it  unchanged.  Demand  is  bet- 

r. 

Nutmegs. — Small  size  some- 
lat  firmer  for  spot  and  for  ar- 
,-al.  It  looks  as  though  there 
11  be  an  advance  in  the  price  of 
itmegs  ere  long. 

Mace. — Supply  very  small  and 
ices  are  likely  to  advance  at  any 
ne. 

Cassias  in  fair  demand.  Sai- 
m  is  scarce;  good  grade  Batavia 
also  reported  scarce  and  in  fair 
rnand.  China  is  in  big  supply 
d  there  is  a  good  deal  more  en 
ute. 

Gingers  are  quiet  at  present 
d  held  at  steady  prices.  De- 
and  fair. 

Green  Ginger  Root. — S  t  o  c  fi¬ 
at  is  coming  in  is  of  fair  quality 
id  a  big  demand  is  now  on. 
Tapiocas  very  firm  and  in  good 
inland.  The  market  will  ad- 
mce. 

Seeds,  herbs,  etc.,  in  active  de- 
and,  especially  for  pickling 
:eds.  Caraway  is  now  higher, 
ith  upward  tendency ;  Coriander 
big  demand  at  present.  The 
imand  for  seeds  and  sweet 
;rbs  will  soon  be  on. 

McCormick  &  Co.,  Inc. 
Baltimore,  Md. 


MARKET  NOTES. 

Peaches  keep  high.  Delaware 
id  Maryland  are  sending  fruit 
orth  at  75  cents  to  $i  per  bas- 
et,  but  the  quality  is  very  poor, 
he  best  peaches  are  coming  from 
laryland  and  Jersey  and  rule  at 
1.25  to  $1.75.  The  quality  is 
ood  and  the  demand  good  con- 
dering  the  high  price. 

Tomatoes  rule  about  the  same, 
'anners  are  paying  25  cents  and 
le  best  fruit  ranges  from  50  to 
0  cents.  The  demand  is  good. 

Lima  beans  are  as  cheap  now 
s  they  were  dear  two  or  three 
/eeks  ago.  The  present  range  is 
o  to  60  cents  per  basket,  against 
1.75  only  a  few  weeks  ago.  The 
emand  is  nevertheless  slow. 

Nearby  Bartlets  range  from  80 
ents  to  $1  per  basket,  which  is 
ome  cheaper  than  last  year.  The 
rop  is  large. 

The  first  car  of  Colorado  canta- 
oupes  came  East  during  the  week, 


and  although  a  large  percentage 
was  green,  they  brought  around 
$2.50  per  crate.  The  demand  will 
be  interfered  with  by  the  fact  that 
Jersey  cantaloupes  are  still  around 
at  40  to  75  cents,  and  many  of 
them  are  good. 

Most  of  the  corn  coming  for¬ 
ward  is  poor.  The  best  corn  is 
coming  from  Pennsylvania  and  is 
worth  $1  per  100  ears.  The  run 
of  the  market  brings  25  to  40 
cents. 

White  potatoes  dropped  as  low 
as  50  cents  per  basket,  but  ad¬ 
vanced  10  cents.  At  the  present 
writing  the  quotation  for  good 
stock  is  60  cents. 


CORRESPONDENCE. 

(Continued  from  page  13.) 

only  into  the  hands  of  scientists, 
but  will  co-operate  with  some 
practical  business  men.  But  there 
is  one  point  upon  which  all  people 
interested  in  the  pure  food  lawr 
fully  agree,  and  that  is,  that  it 
would  be  not  only  desirable,  but 
very  important,  that  the  United 
States  pure  food  law  be  made  the 
pure  food  law  of  all  the  various 
States  of  the  Union.  To-day 
practically  every  State  makes  its 
own  pure  food  laws  and  they  vary 
materially  from  the  laws  in  force 
in  other  States.  This  makes  it 
practically  impossible  for  manu¬ 
facturers  and  importers  to  com¬ 
ply  with  the  pure  food  law  of  the 
various  States  because  a  great 
many  of  these  States  have  pure 
food  laws  that  are  at  variance 
with  each  other  and  at  a  variance 
with  the  national  pure  food  law. 

If  the  National  Wholesale  Gro¬ 
cers’  Association  or  any  other  as¬ 
sociation  would  take  up  this  mat¬ 
ter  and  make  a  strong  vigorous 
campaign,  so  as  to  induce  the 
various  States  to  agree  to  make 
the  national  pure  food  law  the 
pure  food  law  of  their  State,  it 
would  make  the  compliance  with 
the  rules  and  regulations  of  the 
pure  food  law  an  easy  matter. 

Respectfully  yours, 
Strohmeyer  &  Arpe  Co., 

G.  Porges,  Sec’y. 

*  *  * 

To  Start  a  Five-and-Ten  Cent 
Counter. 

Sinsheim,  Pa.,  Aug.  21,  1911. 
To  the  Editor. 

Dear  Sir: — Will  you  kindly 
give  me  information  in  regard  to 
5  and  10-cent  counters.  I  am  lo¬ 
cated  in  the  country  and  woulc 
like  to  increase  my  business  anc 
thought  possibly  this  would  be  a 
good  move,  as  the  nearest  5  am 
10-cent  store  is  eight  miles  away. 
Therefore  I  ask  your  kind  opin¬ 
ion  and  also  for  all  the  informa¬ 
tion  you  can  give  me  in  regard  to 
buying  and  running  same. 


Thanking  you  in  advance  for 
any  information  you  can  give  me, 
!!  am. 

Yours  very  truly, 

P.  A.  Swartz. 

The  people  you  want  to  get  in 
touch  with  are  Butler  Bros.,  Chi¬ 
cago  and  New  York.  No  street 
address  is  necessary.  Butler  Bros, 
sell,  among  other  things,  goods 
intended  specially  for  5  and  10- 
cent  counters,  and  they  also  issue 
a  great  deal  of  literature  telling 
iow  to  conduct  such  a  depart¬ 
ment.  They  will  be  very  glad  to 
send  you  everything  they  have. 

*  *  * 

Packers  of  Canned.  Celery. 

New  York,  August  23,  1911. 
To  the  Editor. 

Dear  Sir : — On  page  14  of  your 
issue  of  August  14th  I  note  the 
following  specimen  advertise¬ 
ment:  “Canned  celery.  Is  white 
and  tender;  splendid  for  salads; 
25  cents  per  can.  Yates  &  Mc¬ 
Guire.” 

Please  advise  me  who  packs 
canned  celery. 

Yours  very  truly, 

Stuart  Benson, 

Manager  Collier's  Weekly. 

Canned  celery  is  packed  by  the 
Dunkley  Preserving  Co.,  Kala¬ 
mazoo,  Mich. 


New  Patents  and  Trade-marks  in  the 
Grocery  Line. 

Messrs.  Davis  &  Davis,  Washington 
patent  attorneys,  report  the  grant  this 
week  of  the  following  patents'. — 

Washington,  D.  C.,  August  8,  1911. 

999,910.  Bag  holder.  J.  Thompson, 
Greeley,  Col. 

1,000,073.  F>sh  scaling  tool.  M.  M. 
Clarke,  Des  Moines,  Iowa. 

1,000,072.  Strainer.  J.  A.  Clark,  Co¬ 
lumbus,  Ohio. 

1,000,239.  Process  of  ripening  ex¬ 
tracted  honey.  C.  W.  Dayton,  Chats- 
worth,  Cal. 

1,000,326.'  Tea  and  Coffee  maker.  C. 
B.  Crofford,  Memphis,  Tenn. 

Washington,  D.  C.,  August  15,  191 1. 

1,000,433.  Manufacture  of  cream  of 
tartar.  J.  B.  Moszizenski,  New  York, 
N.  Y. 

1,000,648.  Fish  cutting  machine.  C. 
Wacker,  Byrdton,  Va. 

1,000,5x3.  Coffee  pot.  M.  Griswold, 
Jr.,  Erie,  Pa. 

1,000,692.  Preparation  of  coffee.  L. 
Roselius,  Bremen,  Germany. 

1,000,896.  Garment  or  merchandise 
hanger.  N.  D.  Cohen,  New  York,  N.  Y. 

TRADE-MARKS  PUBLISHED  FOR 
OPPOSITION. 

Ser.  No.  56,009.  “Princess”  for  crack¬ 
ers.  Bishop  &  Co.,  Los  Angeles,  Cal. 

Ser.  No.  56,381.  “Anona”  for  canned 
fruits.  Griffith-Durney  Co.,  San  Fran¬ 
cisco,  Cal. 

Ser.  No.  57,126.  “Kylo”  for  canned 
corn.  The  Illinois  Canning  Co.,  Hoopes- 
ton,  Ill. 

Ser.  No.  57,148.  “Tete-a-Tete”  for 
chocolate.  P.  F.  Beich  Co.,  Blooming¬ 
ton,  Ill. 

Ser.  No.  57,259.  “Navajo”  for  canned 
goods.  Sprague,  Warner  &  Co.,  Chi¬ 
cago,  Ill. 

Ser.  No.  52,029.  '“Gold  Leaf”  for  Ja¬ 
pan  tea.  W.  V.  Stock,  Chicago,  Ill. 
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MAKES 

HEALTHY,  HEARTY 
CUSTOMERS 

Who  consume  more  groceries  than 
drinkers  of  tea  and  coffee  do  You 
may  make  more  money  at  first  on 
tea  and  coffee.  In  the  long  run  it 
will  pay  better  to  sell  cocoa. 

Wholesome  and  Appetizing 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


Practical  Questions  of  Store 
Management 

Conducted  by  HENRY  JOHNSON,  Jr. 

This  department  is  conducted  by  a  man  who  has  run  a  successful  retail 
grocery  store  for  years  and  who  has  also  had  much  experience  with  larger 
enterprises  which  involved  the  selling  of  merchandise  to  retailers.  He  is, 
therefore,  informed  upon  both  sides  of  the  general  questions  of  store 
management  and  will  discuss  those  questions  from  week  to  week.  The 
central  thought  of  his  articles  will  be  “  getting  the  best  service  and  the  most 
money  out  of  a  retail  store.”  Subscribers  are  invited  to  submit  queries  on 
any  and  all  subjects  within  the  scope  of  the  department. 


Buying. 

Here  is  an  exceedingly  impor¬ 
tant  subject  which  can,  in  fact, 
he  treated  only  in  barest  outline 
in  one  article  and  on  which  I 
shall  hope  to  have  some  spirited 
discussion. 

I  know  of  few  alleged  axioms 
which  have  been  so  misinterpreted 
or  which  have  led  to  so  much  dis¬ 
aster  as  “Well  Bought  is  Half 
Sold”;  or  the  idea  of  quantity 
buying;  or  the  error  of  promis¬ 
cuous  future  buying;  or  the  mis¬ 
take  of  averaging  cost;  or  the 
fear  that  at  any  time,  in  almost 
any  conceivable'  circumstances, 
one  cannot  get  enough  of  any  line 
of  goods.  ThH  because  there  is 
a  grain  of  truth  in  each  of  these 
ideas  around  and  about  which 
truth  a  lot  of  dross  has  accumu¬ 
lated ;  and  the  trouble  is  that 
many  sellers  have  taken  advan¬ 
tage,  and  continue  to  take  it,  of 
the  said  refuse  to  obscure  the 
truth  and  mislead  the  buyer. 

I  have  a  friend  who  was  once 
in  the  grocery  business — who  is 
not  there  now  largely  because  he 
misinterpreted  the  idea  of  Well 
Bought,  etc.  He  made  a  fair  suc¬ 
cess  of  the  grocery  business  so 
long  as  his  capital  was  limited 
and  his  experience  small.  Thus 
he  decided  to  expand.  He  thought 
he  was  ready  to  go  into  a  depart¬ 
ment  store  business,  with  the 
fundamental  idea  that,  if  he 
bought  in  quantity,  he  could  se¬ 
cure  lowered  costs,  could  there¬ 
fore  sell  lower,  could  thus  attract 
a  large  trade,  etc.  He  omitted  or¬ 
ganization  and  the  slower  growth 
to  gradual  success  and  plunged. 
One  item  will  serve  to  show  up 
his  weakness.  He  wanted  dust¬ 
pans  which  were  offered  at,  say, 
$1.50  per  dozen  in  single  dozens; 
but  he  got  a  lower  price,  say  $1.35 
in  gross  lots — and  he  bought  the 
gross.  He  “saved”  10  per  cent, 
on  the  cost,  but  when  his  business 
was  cleaned  up  by  the  sheriff  two 


years  afterwards  fully  two-thirds 
of  that  gross — eight  dozen  of 
dustpans — was  still  in  stock. 
This  showed  that  his  sales  capac¬ 
ity  for  dustpans  was  one  dozen 
per  year  and  that  an  investment 
of  $1.50  in  that  pattern  would 
have  been  a  discovery  of  the 
grain  of  truth  in  the  maxim. 

Quantity  buying  should  be 
strictly  limited  to  a  30-day  supply 
of  practically  everything  except 
non-perishable  staples,  for  which 
we  have  a  steady,  reliable  sale, 
and  which,  because  of  unusual 
market  conditions  we  ourselves 
— not  the  salesman — can  see  hold 
good  promise  of  a  fair  speculative 
profit  aside  from  the  regular  le¬ 
gitimate  margin.  Even  so,  such 
purchases  should  be  limited  to 
the  investment  of  actual  surplus 
capital — money  which  is  lying 
around  and  earning  4  per  cent,  or 
a  little  better  in  trust  certificates 
or  bonds.  How  fundamentally 
true  this  is  can  be  seen  if  we  but 
reflect  on  the  tangible,  palpable 
fact  that  the  man  of  small  re¬ 
sources,  who  cannot  possibly  specu¬ 
late  in  anything,  makes  a  bigger 
average  margin  on  his  capital 
than  the  biggest  and  best  of  the 
rest  of  us.  His  circumstances 
compel  his  observance  of  the  “Nim¬ 
ble  Sixpence”  plan  of  operation, 
and  what  compulsion  does  for 
him,  volition  should  do  for  us 
who  may  have  money  ahead ;  and 
volition  must  do  this  for  us  or  we 
shall  fail  to  realize  the  most  from 
our  advantageous  position. 

Much  the  same  reasoning  ap¬ 
plies  to  indiscriminate  future 
buying.  A  few  years  ago  this 
plan  was  limited  to  a  stock  of  to¬ 
matoes  and  corn ;  but  to-day  it 
goes  into  everything.  This  is 
nice  for  the  manufacturer  and 
jobber,  who  thereby  have  defi¬ 
nitely  disposed  of  an  immense 
quantity  of  goods  and  virtually 
have  their  money  back  again  in 
their  business  where  they  can  put 


it  to  work  for  further  develop¬ 
ment  ;  but  why  should  we  “be  the 
goat”  ?  Why  should  we  carry 
stocks  for  those  whose  business 
it  is  to  carry  them  and  whose 
only  right  to  existence,  properly 
and  logically  considered,  lies  in 
the  fulfillment  of  this  function  to 
carry  supplies  for  the  convenience 
of  the  retailer?  If  we  are  to  act 
virtually  as  jobbers  in  this  re¬ 
gard,  why  not  club  together  on 
practically  all  our  purchases  and 
absorb  the  jobbing  margin  among 
ourselves?  It  is  surely  ridicu¬ 
lous  for  us  to  pay  the  jobber  for 
a  service  which  he  is  not  perform¬ 
ing — yet  that  is  just  what  we  are 
doing  to-day. 

The  Averaging  of  Costs  is  a 
practice  which  prevails  to  only  a 
limited  extent  to-day,  though 
formerly  it  was  very  common. 
The  plan  was  that,  on  the  decline 
of  the  market  price  of  some  goods 
of  which  you  might  have  a  good 
stock,  you  bought  more  against 
the  time  when  the  market  would 
stiffen  again,  and  thus  your  aver¬ 
age  of  cost  would  be  reduced. 
This  is  a  rather  attractive  theory, 
but  it  is  poor  practice.  The  mod¬ 
ern  merchant  reduces  his  cost  ar¬ 
bitrarily  through  charging  off  a 
percentage — aad  then  he  proceeds 
to  clean  up  that  particular  item. 

Of  all  fallacies  in  the  buy¬ 
ing  end  of  a  business,  however, 
the  one  which  I  consider  most  ri¬ 
diculous  is  the  idea  that  at  any 
time,  in  any  circumstances,  we 
may  be  unable  to  get  enough 
goods  of  any  special  line  or  va¬ 
riety.  This  is  nonsense.  Recall 
the  serious  look  in  the  eye  of  the 
salesman  who  calls  on  you  about 
June  1st  and  “advises”  you  to 
“secure  your  stock  of  lemons  for 
the  Fourth,  because,  by  Crackey, 
Jim,  I  never  did  see  lemons  so 
scarce,  and  there  is  no  telling 
where  they  will  go!  Why  just 
look  at  three  years  ago,  with  con¬ 
ditions  similar  to  those  now 
prevalent,  lemons  $3.50  on  June 
1st  and  nineteen  dollars  a  box  on 
June  30th !”  etc.,  as  far  as  you 
like.  “Of  course,  nobody  can 
really  tell — but  that  is  the  way  it 
looks  to  me !”  You  had  planned 
to  buy,  maybe,  three  boxes,  but 
you  buy  fifteen ;  with  the  result 
that  before  July  4th  has  come  and 
gone  you  have  dumped  25  per 
cent,  of  the  perishable  stuff,  and 
the  market  has  gone  to  $4.50  or 
possibly  $4.75.  How  vastly  bet¬ 
ter  to  have  purchased  one  or  two 
boxes,  got  them  in  fair  condition 


l 


from  the  cooler,  sold  them  out  in 
three  or  four  days,  got  your 
money  back — with  a  margin  of 
profit  eacli  time. 

The  fact  is  that  you  can  always 
buy,  and  it  is  much  the  more  per¬ 
plexing  problem,  on  which  much 
too  little  time  and  thought  are 
spent  how  to  sell.  This  may  be 
stated  in  few  words  with  almost 
absolute  accuracy  that  if  you  take 
care  of  the  selling  the  buying  will 
take  care  of  itself. 

Just  take  this  example  as  a 
closing  thought.  The  merchant 
who  buys  sugar  from  day  to  day 
and  discounts  his  bills  therefor 
never  has  any  money  invested  in 
sugar.  Why?  Because: — 

1.  He  buys  a  day’s  supply  and 
therefore  sells  it  in  a  day,  there¬ 
by  getting  into  his  till,  or  on  his 
books,  his  entire  investment. 

2.  He  pays  in  ten  days,  less  the 
1  per  cent,  discount,  and  thus  uses 
the  jobber’s  capital  to  finance  his 
sugar  department. 

That  is  sort  of  turning  the 
tables  on  the  jobber — perhaps 
getting  even  with  him  on  a  per¬ 
centage  of  that  .future  buying 
business ;  but  it  is  more  than  that 
It  is  learning  to  analyze  thing? 
more  truly,  and  possibly  will 
lead  to  the  application  of  this  id ea 
to  many  other  items  and  trying 
to  find  new  places  wherein  th< 
same  idea  can  be  used. 

Good  buying  is  a  good  thing;  bui 
be  sure  yours  is  good. 

No  Grocery  Trust  in  Connecticut. 

The  special  committee  appoint 
ed  by  the  Connecticut  Legislatun 
to  investigate  the  high  cost  o 
living  has  reported  during  th< 
past  week  that  there  is  a  market 
tendency  toward  co-operation  b; 
merchants  in  the  State  engagei 
in  the  handling  of  like  commodi 
ties,  but  there  are  few  if  any  com 
binations  in  unreasonable  re 
straint  of  trade  or  for  the  purpos 
of  creating  a  monopoly  in  th 
handling  of  merchandise  comin; 
under  the  head  of  necessities  c 
life.  The  committee  finds  tha 
there  is  a  “Southern  New  Eng 
land  Wholesale  Grocers’  Assoc 
ation,”  but  does  not  find  that  i 
fixes  prices.  It  declares  that  som 
articles  of  merchandise  cannot  b 
purchased  by  retailers  excep 
through  wholesalers,  adding  tht 
there  was  considerable  eyidenc 
to  show  that  thg  sugar  refine: 
restricted  their  trade  to  broker 
who  in  turn  restricted  theirs  t 
wholesale  grocers. 
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Pickling  Vinegar.  whole  top  with  real  moss,  if  you  live  in  a  place  where  you  can  obtain 

.....  .  ,  it  If  not,  use  the  next  best— artificial.  This  finished,  place  a  large 

This  window  suggests  a  timely  display  of  pickling  vinegar  an  of  thg  cQrn  at  the  other  side  Qf  the  window  and  in  the  centre  place 

^tables,  if  you  handle  them.  It  shows  up  well  and  is  very  easi  y  ^  card  with  lettering  like  in  cut.  To  arrange  the  background 
anged.  First  place  a  small  barrel  of  the  vinegar  on  a  strong  box  a  ^  whole’window  in  the  rear  with  a  bright  blue  paper— a  shade 

rear  of  the  window.  The  box  should  be  about  one  and  one-half  or  u  ^  color  r£al  weU  at  night  place  the  strips  of  paper 

>  feet  high.  Build  a  slant  of  boards  from  this.  Place  a  large  sign  ^  ^  ^  down>  ag  they  can  then  be  tacked  fast  and  it  will  be  smooth 

at  the  edges.  Hang  all  the  strips  except  one,  which  will  give  you  room 
to  get  into  the  window.  Place  a  few  cornstalks  against  the  paper  and 
tack  them  at  the  bottom,  so  they  stand  up  straight.  This  done,  fasten 
on  the  last  strip  of  paper  and  then  the  window  is  completely  covered. 
The  moon  is  made  from  a  pasteboard  box — a  small  hat  box  will  answer. 
It  must  be  perfectly  round  and  about  twelve  inches  in  diameter  is  right 
for  the  size  of  the  moon.  Cover  the  end  of  the  box  that  is  to  be  the 
face  of  the  moon  with  pale,  yellow  paper  and  with  black  ink  paint  a 
smiling  face  on  it,  like  in  illustration.  If  a  candle  is  used  in  it,  an 
opening  must  be  cut  in  the  top  of  the  box  or  rim  to  allow  ventilation. 


rd  on  the  barrel.  If  convenient,  sell  the  vinegar  from  the  window, 
le  vegetables  are  arranged  as  follows,  using  large  mangoes  to  space 
f  the  different  kinds  of  vegetables.  On  the  side  slants  place  the  large 
les,  such  as  white  and  red  cabbage,  cauliflower,  etc.,  and  on  the  slant 
front  cucumbers,  small  hot  peppers,  beans,  etc.  A  small  card,  with 
e  name  and  price,  should  be  on  each  kind  of  vegetable. 


»Corn  Bake  Display. 

Here  we  are  again  with  a  green  corn  window ;  but  as  it  is  so  much 
demand  and  a  very  wholesome  vegetable,  displays  of  it  are  always . 
ceptable.  You  will  find  this  one  very  striking  and  attractive.  Coin 
ikes  are  very  popular  outdoors  at  the  present  time  and  why  not 
ggest  one  by  such  a  window  ?  It  is  arranged  as  follows  :  Cover  the 
>or  of  the  window  with  green  cheese  cloth.  Don’t  lay  it  on  flat,  but 
range  it  in  little  puffs  unevenly.  Now  get  a  few  rough  stones  and 
lild  two  little  walls  in  the  corner  of  the  window,  on  which  place  some 
leet  iron  or  tin.  About  half,vay  in  the  fireplace  cover  the  opening 
ith  bright  red  tissue  paper  and  in  front  of  the  paper  place  a  few  sticks 
r  wood.  At  night  an  electric  light  or  a  candle  is  placed  back  of  the 
:d  paper,  giving  it  the  appearance  of  a  fire.  On  the  top  place  a  row 
f  the  corn  in  the  husks  along  the  edge  of  it.  Now.  cover  over  the 


For  lighting  the  candle  an  opening  must  be  made  in  the  back  or  bottom 
of  the  box.  An  electric  light  is  more  convenient  and  not  as  dangerous 
as  a  candle  for  the  lighting  of  the  oven  and  the  moon  Cut  a  round 
hole  in  the  blue  background  large  enough  to  admit  the  face  of  ic 
moon.  Be  careful  not  to  have  any  of  the  box  showing,  only  the  face. 
The  moon  is  held  in  position  by  suspending  a  wire  from  the  ceiling. 
Some  good,  strong  light  should  be  back  of  the  blue  background,  so 
the  color  will  show  up.  Be  sure  and  have  the  moon  very  much 
brighter  than  the  rest  of  the  window  and  use  no  other  lights  in  t  e 
window,  as  it  would  spoil  the  effect.  This  will  prove  to  you  a  window 
worth  the  time  it  took  to  arrange. 
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WANT  DEPARTMENT 


Auwen  to  Tut  AdT»rt[««mo»u  luortod  In  thli  dopulaut  may  b*  adArmead  to  tho  '  Grocary  World 
ud  Oonorol  Merchant"  when  doairod,  prortdod  tho  odrortlMBont  la  ascompaslad  by  10  oonta  In  poacaga  to 
pay  for  ramalllnj  tho  aonio.  Tho  prlco  ot  each  Insertion  la  two  oonta  per  word  In  advance. 


HELP  WANTED. 


WANTED. — Salesman  to  call  on  wholesale 
grocery  trade  in  Philadelphia  to  sell  canned 
goods  for  Philadelphia  commission  house. 
Must  have  experience.  Quote  reference 
and  salary  expected.  R.  J.,  “Grocery 
World  and  General  Merchant,”  927  Arch  St., 
Philadelphia,  Pa.  tf 


WANTED.— Sales  agents  to  handle  com¬ 
plete  line  of  automatic  computing  scales, 
self-measuring  gasoline  and  oil  tanks  and 
cheese  cutters.  Exclusive  territory.  Good 


opportunity  for  high  grade  men.  Lacy  & 
Noblit,  1220  Filbert  St.,  Philadelphia,  Pa.  tf 


WANTED. — Live  men  to  organize  retail 
merchants  in  Pennsylvania.  References 
necessary.  Address  A.  M.  Howes,  Secre¬ 
tary,  210  Lincoln  Building,  Erie,  Pa.  Men¬ 
tion  the  “  Grocery  World  and  General 
Merchant.”  tf 


FOR  SALE. 


FOR  SALE. — Old  stand  of  grocery  and 
delicatessen  store.  Will  sell  to  a  quick 
buyer  for  $2,750.  Fine  stock.  Will  sell 
property  at  a  very  low  figure,  $7,500— seven 
rooms  and  bath  and  all  conveniences,  on 
Fifty-second  St.  south  of  Spruce  St.,  West 
Philadelphia.  K.  C.,  “  Grocery  World  and 
General  Merchant,”  927  Arch  St.,  Philadel¬ 
phia,  Pa. _  ig 


FOR  SALE. — An  old  established  grocery, 
meat  and  provision  store  in  busy  part  of 
West  Philadelphia,  near  Fifty-second  St., 
doing  fine  business.  Low  rent.  Will  sell 
to  a  quick  buyer  for  the  low  figure  of  $750. 
F.  C.,  “  Grocery  World  and  General  Mer¬ 
chant,”  927  Arch  St.,  Philadelphia,  Pa.  19 


FOR  SALE. — An  old  established  corner, 
doing  a  good  business  in  fresh  meats,  gro¬ 
ceries  and  provisions.  Will  accept  the  low 
figure  of  $2,850  from  a  quick  buyer.  Will 
sell  the  house  for  $9,000.  A  bargain.  Twelve 
rooms  and  all  conveniences.  Tasker  St. 
West  of  Broad.  W.  C.,  “Grocery  World 
and  General  Merchant,”  927  Arch  St., 
Philadelphia,  Pa.  19 


FOR  SALE.— Grocery  and  provision  store, 
would  be  a  good  stand  for  fresh  meats. 
Doing  a  fair  business.  Will  sell  to  a  quick 
buyer  for  $650.  Dwelling  contains  five 
rooms  and  bath,  rent  $23  per  month.  F.  C., 
“Grocery  World  and  General  Merchant,” 
927  Arch  St.,  Philadelphia,  Pa.  17 


FOR  SALE. — An  old  established  grocery, 
meat  and  provision  store  in  the  south  section 
of  Chester,  Pa.  Will  sell  for  a  very  low 
price,  $4,500,  to  a  quick  buyer,  with  privi¬ 
lege  of  buying  property.  T.  F.,  “Grocery 
World  and  General  Merchant,”  927  Arch  St 
Philadelphia,  Pa.  q 


FOR  SALE  — Stock  and  fixtures  of  a  good 
corner  grocery  and  provision  store,  doing  a 
good  business.  Will  sell  to  a  quick  buyer 
for  $800.  Property  can  be  bought  for  $4, 200. 
Six  rooms  and  all  convenience*.  D.  M. 
“Grocery  World  and  General  Merchant,” 
927  Arch  St.,  Philadelphia,  Pa.  10 


FOR  SALE. — Apples.  Summer  Rambos 
and  other  varieties.  Handpicked.  $1.75  bbl. 
Send  in  your  orders.  W.  B.  Zullineer 
Mt.  Holly  Springs,  Pa.  Xj 


FOR  SALE.  An  old  established  grocery 
and  provision  stand,  doing  a  good  business. 
Will  sell  to  a  quick  buyer  for  the  low  figure 
of  $1,250.  Property  can  be  bought  at  a  low 
figure.  West  Philadelphia.  A.  M.,  “  Gro¬ 
cery  World  and  General  Mercha  t  ”027  Arch 
St.,  Philadelphia,  Pa.  y  ^ 


FOR  SALE. — One  second-hand  Gurney 
hot  water  boiler,  750  ft.  capacity.  $30  f.o.b. 
Lancaster.  F.  A.  Long,  Lancaster,  Pa. 


FOR  SALE. — An  old  established  grocery 
and  delicatessen  store,  doing  a  fine  business. 
Will  accept  $1,150,  if  sold  at  once.  Neigh 
borhood  Forty-ninth  and  Woodland  Ave 
Dwelling  has  ten  rooms  and  bath.  I.  E., 
“  Grocery  World  and  General  Merchant,” 
927  Arch  St.,  Philadelphia,  Pa.  9 


FOR  SALE. — Corner  grocery  and  provision 
store.  Would  do  good  with  fresh  meats. 
Will  accept  $1,100,  if  sold  at  once.  Property 
containing  six  rooms  and  conveniences,  can 
be  bought  for  $5,100.  Northwest  section. 
S.  B.,  “  Grocery  World  and  General  Mer¬ 
chant,”  927  Arch  St.,  Philadelphia,  Pa.  10 


FOR  SALE. — Stock  and  fixtures  of  a  good 
corner  grocery  store.  Has  a  well  paying 
milk  route.  Will  sell  for  $1,275  to  a  quick 
buyer.  Rent,  $20  per  month.  Dwelling  con¬ 
tains  six  rooms,  bath  and  all  conveniences. 
1429  N.  Twenty-second  St.,  Philadelphia, 
Pa. 


BUSINESS  OPPORTUNITIES. 
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DO  YOU  WANT  TO  SELL 
YOUR  BUSINESS? 

We  find  buyers  for  grocery  and 
general  store  businesses  —  nothing 
else.  We  are  specialists  in  that  and 
we  know  what  we  are  about. 

In  the  term  “grocery  stores”  we 
include  butter  and  egg  stores,  tea 
and  coffee  stores,  green  groceries  and 
anything  else  in  the  same  line. 

If  you  want  to  sell  your  business, 
we  have  a  customer.  If  you  want  to 
buy  one,  we  know  where  something 
is  that  we’re  sure  will  suit  you. 

Write,  call  or  telephone. 

WARNER  &  CO., 

927  Arch  Street,  Philadelphia,  Pa. 
Phones  :  Bell,  Filbert  3286. 
Keystone,  Race  746. 


0000000000000000000000000 


FOR  SALE.— Two  Troemner  Power  Coffee 
Mills,  one  for  pulverizing  and  one  for  granu 
lating ;  also  Automatic  Coffee  Roaster,  com- 
P’ete  with  fan.  Write  for  particulars.  H. 
F.  Heacock,  51  North  Second  St.,  Philadel¬ 
phia,  Pa. 


FOR  SALE. — Well  paying  grocery,  meat 
and  provision  store.  Good  neighborhood. 
Will  sell  to  a  quick  buyer  for  $1,250.  Wili 
sacrifice-property  containing  six  rooms  and 
bath  for$6,soo.  Near  Sixtieth  and  Spruce  Sts 
S.  N.,  “Grocery  World  and  General  Mer¬ 
chant,”  927  Arch  St.,  Philadelphia,  Pa.  22 


GROCERY,  MEAT  AND  PROVISION 
STORES. 

EVERY  ONE  A  GOOD  CHANCE. 

No.  602. — We  have  to  offer  the  best  gro¬ 
cery  in  large  town  in  Northumberland 
County,  doing  $35,000  yearly,  practically 
a  cash  business.  On  account  of  executors 
desiring  to  settle  the  estate,  this  business 
can  be  bought  at  an  inventory  price,  about 
;  13,500  required.  Can  either  be  paid  for  in 
cash  or  partly  cash  and  good  security. 

No.  603  —Meat  business,  doing  $300  a 
week,  all  cash.  Can  be  purchased  at 
inventory  price.  This  business  is-  located 
in  a  good  business  section  of  Germantown 
Ave.,  Philadelphia,  has  very  little  competi¬ 
tion  and  rent  and  fixed  charges  very  low. 
About  $450  required.  Owner’s  reason  for 
selling  is  on  account  of  ill  health. 

No.  604.— Grocery  and  produce  business 
in  thriving  town  about  ten  miles  from  Phila¬ 
delphia.  Doing  $15,000  yearly,  but  can 
easily  be  increased  by  proper  party  taking 
hold.  Business  has  been  established  for 
twenty  years  and  commands  a  trade  in 
which  there  is  a  good  profit.  Will  take 
about  $1,000  to  buy  entire  proposition. 
Worth  investigation. 

No.  606  —In  West  Philadelphia,  delica¬ 
tessen  and  grocery  business,  doing  $200 
weekly,  all  cash,  of  which  there  is  eighteen 
per  cent,  net  profit  above  all  expenses. 
Carries  a  stock  of  about  $900,  which  can 
readily  be  reduced.  Rent  and  other 
expenses  low.  Ill  health  causes  selling. 
About  $i,5Co  required. 

No.  616  —Grocery  and  meat  business  in 
Tioga,  Philadelphia,  doing  $200  a  week, 
mostly  cash.  On  account  of  owner  desiring 
to  move  in  another  section  of  the  city,  will 
sacrifice  business.  About  $1,000  will  buy. 

No.  618.— Grocery,  meat  and  provision 
business  in  New  Jersey  town  about  ten 
miles  from  Camden,  doing  for  the  last  five 


years  $40,000  yearly,  of  which  two-thirds 
is  cash  and  balance  gocd  credit.  Carries 
about  $600  worth  of  stock,  which  will  sell 
at  inventory.  Has  two  horses  and  four 
wagons  and  fixtures,  which  will  take  about 
$1,400,  making  a  total  investment  of  about 
$2,000.  This  is  unquestionably  one  of  the 
best  business  locations  in  central  New  Jersey 
and  is  worthy  of  investlgaticn. 

No.  621. — In  a  New  Jersey  town  about  ten 
miles  from  Camden,  grocery  and  provision 
business  doing  $20,000  yearly,  on  which  the 
gross  profits  are  $3,700  ;  expenses,  including 
everything,  about  $2, coo;  leaving  a  clear, 
net  profit  of  practically  $1,700.  This  busi¬ 
ness  is  situated  in  a  section  of  the  town 
which  commands  practically  the  entire  trade 
of  that  section  and  caters  to  the  best  people 
in  the  town.  Store  has  the  name  of  always 
carrying  the  best  goods.  This  business  can 
be  increased  by  a  hustler  and  anyone  who 
desires  to  secure  a  well  paying,  established 
business  investigate  this  one  before  looking 
further.  About  $3,000  required;  part  cash 
and  good  security  for  the  balance  will  be 
accepted. 

No.  622 — In  Monroe  Co.,  Pa.,  general 
store  doing  over  $40,000  yearly,  all  cash,  on 
which  there  was  a  net  profit  of  $3,600  last 
year  and  business  is  growing  each  year. 
Expense  of  conducting  very  low.  Rent 
only  $50  monthly  and  on  account  of  being  a 
summer  resort  the  bulk  of  business  is  done 
with  low  expense  for  help.  About  $ii,ojo 
will  be  required  to  buy  slock  and  fixtures, 
but  this  can  be  reduced  a  great  deal.  Busi¬ 
ness  is  open  to  investigation.  Full  informa¬ 
tion  will  be  given  on  request. 

No.  623.— General  merchandise  businesy 
in  Warren  Co.,  N.  J.,  doing  over  $17,000 
yearly,  all  cash.  Can  easily  be  increased. 
Expenses  very  low.  Rent,  $35  monthly. 
Clerks,  $15  weekly.  Business  has  been 
established  thirty  years.  Always  a  money¬ 
maker.  Write  for  information. 

No.  625. — Northumberland  Co.,  in  town 
of  over  14,000,  general  store  doing  an  aver¬ 
age  of  $34  000  yearly  for  the  past  five  years. 
Clear  profits,  fifteen  per  cent.  Carries  about 
$10,000  stock  and  fixtures  $2,000.  Will  sell 
for  $ro,ooo  for  quick  sale.  Expenses  low. 
The  nature  of  this  business  is  such  that  it  is 
necessary  for  prospective  buyer  to  write 
for  informaFon. 

No.  630.— G-ocery  and  meat  store  in  small 
town  in  Burlington  Co.,  N.  J.,  doing  $250 
weekly,  mostly  cash.  A  most  desirable 
location.  Exclusive  trade,  which  can  be 
Increased.  Owner  desires  to  sell  on  account 
of  Government  position.  About  $900  will 
buy. 

No.  632.— A  carefully  selected  stock  of 
first-class  groceries  and  up-to-date  store 
fixtures.  The  latter  includes  24  running 
feet  of  Walker’s  Pivoted  Bins,  three  tiers 
high,  and  same  length  in  two  counters  faced 
with  thirty-six  similar  bins  of  smaller  size  ; 
American  meat  slicing  machine ;  floor  coffee 
mill;  Perfection  showcase,  twenty-four 
drawers  with  double  fronts  for  display,  etc. 
Acme  peanut  roaster;  refrigerator,  etc. 
The  building  has  been  sold  and  must  be 
vacated  quickly.  No  reasonable  offer  re¬ 
fused.  Fixtures  will  be  separated  from 
stock,  if  desired.  A  near-by  lot  is  ready  for 
a  new  building,  into  which  stock  could  be 
removed  and  allow  the  store  to  continue  in 
what  twenty  four  years’  occupancy  has 
Droved  to  be  an  exceptionally  good  locality, 
sut  the  health  of  the  owner  prohibits  this  on 
his  part. 

No.  633. — In  New  Jersey  town  about 
twenty  miles  from  Camden,  general  store 
doing  an  average  of  $20,000  for  the  last  five 
years,  and  on  the  increase,  of  which  75  per 
cent,  is  cash,  balance  good  credit.  Business 
now  netting  10  per  cent,  profit  above  all 
expenses.  Carries  about  $5,000  stock,  which 
can  be  reduced  to  about  $3,000.  Business 
will  be  sold  at  inventory.  Full  information 
given  on  request. 

No.  634  —Grocery  and  meat  business  in 
West  Philadelphia  doing  over  $400  weekly 
business,  mostly  cash.  Business  has  been 
increased  each  year  for  the  last  four  years 
and  still  increasing.  Expenses  low.  This 
business  shows  a  net  profit  of  8  per  cent. 
Anyone  desiring  the  business  can  go  in  and 
investigate  before  buying,  as  it  will  stand 
any  test  the  business  is  put  to.  About  $1,600 
will  buy. 

No.  635.— Fine  established  general  store 
in  Lancaster  Co.,  doing  a  yearly  business 
of  $2o,oco,  netting  a  clear  profit  of  $2,000, 
which  can  be  shown  to  any  buyer.  Expenses 
low  and  old  established  business  command¬ 
ing  the  best  trade  of  a  town  of  3,000  in 
centre  of  rich  farming  district.  About 
$7,000  to  $8,000  required. 

No.  637. — Lancaster  Co.  general  store, 
with  small  stock,  doing  nearly  $30,000 
yearly,  90  per  cent.  cash.  Stock  is  in  good, 


clean  condition  and  the  business  is  in  such 
good  shape  that  purchaser  can  step  into  a 
money  maker  from  the  day  he  takes  hold 
of  business.  Expenses  low.  About  $5,000 
will  buy. 

In  all  of  these  the  cause  of  selling  is 
good  and  the  fullest  investigation  courted 
Every  one  paying. 


WARNER  &  CO.,  • 

927  Arch  Street  Philadelphia,  Pa. 


MANY  GROCERS 

Find  it  pays  them  to  read  the 
“good  stuff”  in 

The  Advertising  World 

Columbus,  Ohio 


Sample  tree,  or  lour  moatbi'  trial  lor  10 


PATENTS 


and  Trade-marks  proourad  promptly 


properly  In  aU  countries. 


Buis  k  Inis,  Wullijtii,  I,  l 


We  sell  these  handsome  era 
bossed  Flower  Pots  from  opei 
stock  in  any  quantity,  but  thi 
Assortment  has  been  selectea 
for  those  who  leek  experienci 
in  ordering.  The  price  be  ini 
the  same  as  on  open  stock. 

No.  7-G  Assortment  J 


Per  100 
40  4-in.  Pots  and  Sincere (gt  1  50 
50  5-in.  •'  2.50 

70  6-in.  "  3.50 

50  7-in.  “  5.00 

40  8-in.  “  7.00 


Each 
S  60  Mil  03 

125  “  .05 

2.45  "  .06 

2  50  "  .08 

2  80  "  .10 


I9  60 


F.  O.  B.  factory.  No  charge  for  package, 
carefully  packed.  Prompt  shipment.  Order 


The  Peters  &  Reed  Pottery  Comp 
ZANESVILLE,  OHIO 


- 


Here  Is  a  Good  Scheme! 


Grocers  sometimes 
demonstrate  these* 
with  fine  results.  The! 
demonstration  shows  ! 
two  things— first,  the 
case  with  which  beef  j 
tea,  bouillon  or  soup  i 
is  made  from  these  ! 
capsules  ,  one  of  i 
which  has  simply  to 
be  dropped  in  a 
cup  of  hot  water; 
then  it  shows  the 
delicious  spicy 
flavor. 

You  can  sell  hun¬ 
dreds  of  boxes,  and 
every  one  at  a  profit. 


Bouillon 

Capsules 


Sole  Manufacturers 

ROYAL  SPECIALTY  CO. 

92  Reade  Si.  NEW  YORK 


MR.  GROCERMAN! 
Your  Interests  Are  Ours,  Too 


MAPLEINE 


(A  D  stinctire  Flavoring) 
Better  Than  Real  Maple 

Made  from  aromatic  r 
herbs  which  have  absorbed  the 
richest  elements  from  sunshine 
and  soil— mountain  air  aru;  ixeAr. 
breeze.  Many  flavors  bfended  and 
mellowed  intoone  delicious  flavor¬ 
ing— that's  Mapleine. 

Makes  home  made  sugar  syrup 
better  than  real  maple  at  a  cost  of 
50  cents  per  gallon.  Can  be  used 
anywhere  a  flavoring  is  desired. 

ADVERTISED  EVERYWHERE 
NICE  PROFIT 

DEMAND  STEADY  &  GROWING 

Order  to-day  from  ycur  jobber 
Frank  A.  Smith  Company 
Philadelphia  Agents 
Crescent  Mfg.  Co. 
S  CATTLE,  WASH. 


WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT’ 


Published  every 
Monday. 


Grocery  World 


Circulates  in  every 
State  of  the  Union 
and  Canada. 


RflD 


General  JVlerehant 

Entered  at  the  Philadelphia  Post-Office  aa  Second-class  Matter. 


Vol.  LII. 


Philadelphia,  New  York  and  Pittsburgh,  September  4,  191 1 


No.  10. 


Grocery  World 

AND 

general  Merchant 

FtJBLISXID  WI1XLY  ST  TBS 
IROCXBY  WORLD  PUBLICATION  CO., 

AT 

9*7  Arch  Street,  Philadelphia. 


The  Science  of  Advertising .  1 1 1  Baker  &  Co.,  Limited,  Walter . 

er  Co.,  The  Franklin- . Cover  4  I  Kirk»  Foster  &  Co- .  at 

How  They  Affect  Business  Contracts.  ]  Bell  &  Sons,  Samuel .  37  |  Knight  Cooking  Extract  Co . Cover  s 

Correspondence .  >7  Borden  Condensed  Milk  Co .  n  I  Lautx  Bros.  &  Co„ . Cover  a 


The  Stroller’s  Column  (Contributed)  ...  18 


TSLirBONBS: 

Filbert  3286. 


1.11  I  Fi- 

,ell\  Filbert  3287. 
‘rivate  Exchange. 


Keystone,  Race  746. 


N*w  Yo*x  Orrica: 

Office  of  “Tea  and  Coffee  Trade  Journal,” 
Suite  606-607.  No.  91  Wall  Street, 
Telephone,  3168  Broad. 

PiTTSiUno  Owes: 

825  Lewis  Building. 

f».  and  A.  Phone,  4731-M.  Bell  Phone,  1804  Grant, 


All  Checks  and  Drafts  payable  to  the  Gro- 
:ery  World  Publication  Co. 


An  Independent  journal  published  ex- 
iluslvely  In  the  Interests  of  retail  grocers 
snd  general  merchants. 


Subscription  Rates,  Including  Postage 
Payable  In  Advance : 
rxm  txax 

To  United  States  and  Mexico . $3  00 

To  Canada  .  3-S° 

To  Great  Britain  and  Continent  of  Europe 

and  Asia  .  I  S0 

Single  Copies  . 10 


Who  Was  Right  Here  ? 

The  Grocery  Markets .  19  Bowser  A  Co.,  S.  F .  39  |  Maplelne . 

Individual  Market  Reports .  19  Brown  &  Co.,  P.  F .  h  |  McCaban  Sugar  Ref.  Co.,  The  W.  J-  Cover  3 

19  I  McMenamin  A  Co .  33 

31  Morgan  &  Cornell .  Ji 


Alaska  Salmon  Opens  Highest  on  |  Buckley,  Elton  J 
Record .  20 

Corn  Products  Ref.  Co 


Market  Notes .  20  I 

Pennsylvania  News  Items .  20  |  Crescent  Manufacturing  Co .  28  |  Oakdale  Baking  Co. 

Selling  Talks  With  Clerks .  ai  I  Croft  &  AUen  Co .  39  I  Paul  Manufacturing  Co.. 


ELTON  J.  BUCKLEY, 

Editor. 

DAVID  EZEKIEL. 
Advertising  Manager. 

WILLIAM  H.  NAYLOR, 
Manager  Circulation  and  Prices-Current. 


Contents. 


NOI 

Inside  of  the  “  Harrison  System  ”  of 
Destroying  Grocery  Stores .  6 

Goods  That  Are  Being  Advertised  to 
Your  Customers .  8 

Can't  Change  Their  Coffee  Blends  Either 
in  Quality  or  Price . 

Editorial .  10 

Goods  Advertised  to  Consumers. 

Some  Mail  Order  Figures. 

A  Wholesale  Grocery  Salesman  in 
Congress. 


The  New  York  Letter.. 


FAQ1 


FACE  |  FAQ* 

13  Kellogg  Toasted  Corn  Flake  Co .  35 


Bosman  &  Lohman  Co— .  41  Malllard’s. 


9 

4t 


Practical  Questions  of  Store  Manage- 

ment  .  22  Crulkshank  Bros.  Co 


22 


Organization. 

Among  the  Trade . 

Window  Dressing  Ideas .  27 

Want  Department .  28  I  Duryee  &  Barwlse. 


12 


41 1  Peters  &  Reed  Pottery  Co.,  The .  28 

Davis  &  Davis .  19  I  Philadelphia  Electric  Co.,  The .  9 

Diamond  Crystal  Salt  Co .  15  |  Bracket  Co . — - .  39 

9  |  Quaker  Oats  Company,  The .  7 

“  Grocery  World  ”  Prices  Current .  30 1  Enterprise  Mfg.  Co.  of  Pa.,  The .  33  I  Ritter  Conserve  Co.,  Philip  J . Cover  3 

Farwell  A  Rhines .  18  I  Royal  Specialty  Co .  28 

Fell  Manufacturing  Co.,  E.  C .  n  Rumford  Chemical  Works .  17 

Fischer  &  Co.,  B .  4  |  Runkel  Brothers . Cover  2 

Fleischmann’s  Yeast .  17  I  Sauer  Co.,  C.  F . Cover  4 

Forbes,  J.  P . . .  4'  Scott  &  Co.,  Inc.,  John— . — * .  13 

Franklin  Sugar  Refining  Co .  4  I  Silver  &  C0-  Wm . Cover  4 

Genesee  Pure  Food  Co.,  The .  13  I  Stromeyer  &  Co.,  J- . - .  3 

Gold  Medal  Flour. .  37  Swift  &  . .  9 

Grocery  &  Allied  Trade  Press  of  America.  29  Troemner,  Henry .  37 

Index  to  Advertisements.  |  Heacock,  h.  f. . . - . . . n  I  Walker  Bin  Co . 37 

Hires  Condensed  Milk  Co . Cover  a  I  Washburn  Crosby  Co .  37 

“  Advertising  World  ” .  28 1  Hooton  Cocoa  and  Chocolate  Co .  35  Watson  A  Co.,  Angus .  17 

Anker’s  Bouillon  Capsules .  28 1  Indexed  Coupon  Books .  41  |  'Vessels  Co.,  The  C.  M .  29 

B.  T.  Babbitt—.— . . .  39I  International  Harvester  Co.  of  America..  35  I  Wheatena  Co.,  The 

Baker,  W.  H . . . Cover  s|  Kellogg  &  Sons,  H . 13  and  18  [Young  A  Co.,  Chas.  W . 


FAQ* 


II 


6 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


Inside  of  the  “Harrison  System”  of 
Destroying  Grocery  Stores 


The  Scheme  of  a  New  Pittsburgh,  Pa.,  Enterprise  for  Selling 
Consumers  at  Wholesale  Prices  by  Mail.  Charge 
“Membership  Fee”  of  Four  Dollars  Per  Year.  A  Sketch 
of  the  Scheme  and  Some  Prices. 


The  attention  of  this  journal 
lias  been  attracted  by  the  follow¬ 
ing  advertisement,  which  has  ap¬ 
peared  in  the  want  columns  of 
various  daily  newspapers  during 
the  last  few  weeks : — 


LISTEN— DON’T  READ  THIS 
if  you  don’t  care  where  your 
money  goes.  We  can  show  you 
how  to  save  half  or  more  on  any¬ 
thing  you  need,  whether  it  be  a 
paper  of  needles  or  a  $500  dia¬ 
mond,  groceries,  men’s,  ladies’  and 
boys’  clothing,  furniture,  jewelry 
or  any  merchandise.  Best  granu¬ 
lated  sugar  at  4  cents  a  pound; 
Uneeda  biscuits,  3  cents;  5  bars 
Lenox  soap,  14  cents’;  best  $12 
suits  of  clothes,  $4.75;  best  $20  suit, 
$8.75;  best  guaranteed  $25  sewing 
machine,  $10.85;  floor  oilcloth,  18 J 
cents  a  yard;  ladies’  guaranteed 
14-k.  solid  gold  watch,  $9.50,  or 
anything  you  can  think  of  at  the 
same  low  prices;  booklets  free, 
city,  country  or  anywhere;  write  or 
call;  lady  agents  wanted  every¬ 
where.  The  Harrison  System,  200 
Pittsburgh  Life  Building,  Pitts¬ 
burgh,  Pa. 


die  man’s  head.  The  follow 
ing  interesting  points  are  noted 
This  concern  that  sells  at  whole¬ 
sale  prices  can  afford  to  give  25 
pounds  of  granulated  sugar  with 
each  $5  order  for  groceries,  ant 
50  pounds  of  sugar  with  each  $10 
order.  Nobody  gets  any  credit, 
and  no  orders  go  C.  O.  D.  Every 
order  must  be  accompanied  by 
the  cash. 

The  following  extract  will  in¬ 
terest  the  retailers  whose  trade 
the  Harrison  System  is  endeavor¬ 
ing  to  get: — 


A  representative  of  this  journal 
was  assigned  to  investigate  the 
enterprise  as  best  he  could,  and 
after  some  delay  obtained  the 
Harrison  System’s  literature. 
This  consisted  of  a  letter  promi¬ 
sing  to  sell  all  sorts  of  merchan¬ 
dise  at  a  saving  of  “20  to  75  per 
cent,  on  anything  you  need.” 
According  to  the  letter,  every¬ 
thing  is  bought  direct  from  the 
manufacturer,  and  sold  to  the 
consumer  “at  about  the  same 
price  your  dealer  has  to  pay  for 
these  goods.”  The  negro  in  the 
wood  pile  will  be  clear  to  many 
after  the  following  extract  from 
the  letter  is  read : — 


We  can  give  you  still  another  il¬ 
lustration  Showing  'that  you  are 
paying  anywhere  from  40  per  cent, 
to  75  per  cent,  or  100  per  cent, 
more  on  any  merchandise  you 
need.  Take  for  example  the  aver¬ 
age  merchant  who  carries  a  stock 
valued  at  $25,000.  His  average 
monthly  expense  is  as  follows: — 

Rent  .  . . $250  00 

Light  and  insurance .  75  00 

Clerk  hire .  225  00 

Loss  on  depreciation  of 
stock  (we  figure  very 

low) .  50  00 

General  loss  on  bad  ac¬ 
counts  .  50  00 

Advertising .  150  00 

Living  expenses  .  150  00 


Total  expenses  for  the 
month . .$950  60 


We  charge  a  membership  fee  of 
$4  per  year  for  our  services.  We 
require  this  nominal  fee  in  order 
to  cover  the  expense  of  maintain¬ 
ing  our  business — and  do  not  need 
to  derive  any  profits  from  the  sale 
of  our  goods.  You  can  save  this 
fee — $4 — on  almost  any  $10  order. 

By  sending  $1  now  you  may  be¬ 
come  a  member  of  our  System  and 
you  may  order  any  goods  you  need 
for  yourself  or  your  immediate 
family,  the  remaining  $3  to  be  paid 
in  installments  of  $1  every  two 
weeks  until  the  $4  is  paid. 


Freight  is  paid  on  orders 
amounting  to  more  than  $10. 

With  the  above  came  a  thick 
pamphlet  containing  a  lot  of 
prices  and  reciting  the  usual 
guff  about  selling  over  the  mid¬ 


The  average  sales  of  that  store 
will  amount  to  about  $2,500  a 
month.  This  means  a  total  ex¬ 
pense  of  fully  38  cents  on  each 
$1  worth  of  goods  sold,  and  still 
you  will  see  the  merchant  and  his 
family  take  trips  to  the  seashore, 
ride  around  in  automobiles  and 
wear  diamonds  on  the  profits. 
You  can  readily  see  that  they  could 
not  afford  these  luxuries  if  they 
did  not  double  their  money  on 
every  article  they  sell. 


Included  in  the  pamphlet  are 
several  pages  of  grocery  prices, 
supposed  to  be  wholesale.  There 
is  nothing  in  the  book  to  show 
what  sized  orders  a  consumer  will 
be  expected  to  send.  Here  are 
some  extracts  from  the  price-list: 


Canned  Goods — 

Pork  and  Beans,  10c.  size,  8 
cents;  15c.  size,  12  cents. 

Best  Baked  Beans,  3  cans,  23 
cents;  6  cans,  45  cents. 

Campbell’s  Baked,  3  cans,  25 
cents. 

Marrow  Fat  Beans,  3  cans,  25 
cents. 

Heinz  Baked  Beans,  3  cans,  25 
cents. 

Snider’s  Baked  Beans,  3  cans,  25  ■ 
cents. 

Snider’s  Baked  Beans,  large  cans, 

1  can,  13  cents;  2  cans,  25  cents. 


Lima  Beans,  3  cans,  23  cents;  6 
cans,  45  cents. 

Red  Kidney  Beans,  3  cans,  23 
cents;  6  cans,  45  cents. 

Van  Camp’s  Baked  Beans,  3 
cans,  25  cents. 

Van  Camp’s  Baked  Beans,  large, 
1  can,  13  cents;  2  cans,  25  cents. 

Golden  Wax"  Pond  Lily  Beans, 
1  can,  9  cents;  6  cans,  53  cents. 

Corn,  best  grade,  3  cans,  23 
cents;  6  cans,  45  cents. 

Corn,  extra  fine,  1  can,  11  cents; 
3  cans,  32  cents. 

Mushrooms,  very  fine,  1  can,  19 
cents;  3  cans,  56  cents. 

Mushrooms,  high  grade,  im¬ 
ported,  1  can,  32  cents;  3  cans,  95 
cents. 

Peas,  Early  June,  1  can,  8  cents; 
3  cans,  23  cents. 

Pork  and  Beans,  1  can,  8  cents; 
3  cans,  24  cents. 

Peas,  domestic,  extra  fine,  1  can, 
15  cents;  3  cans,  44  cents. 

Peas,  Sweetheart,  1  can,  18 
cents;  3  cans,  52  cents. 

Spaghetti,  small  can,  1  can,  9 
cents;  3  cans,  25  cents. 

Spaghetti,  large,  1  can,  14  cents; 
3  cans,  40  cents. 

Tomatoes,  fancy,  3  large  cans,  23 
cents;  6  cans,  45  cents. 

Tomatoes,  very  best,  1  can,  9 
cents;  3  cans,  25  cents. 

Early  June  Peas,  3  large  cans, 
23  cents;  6  cans,  45  cents. 


Canned  Meat  and  Fish — 

Mackerel,  imported,  1  can,  15 
cents. 

Mackerel,  fancy  fat  Irish,  10-lb. 
tin,  $1.25. 

Mackerel,  fancy  Norway,  10-lb. 
tin,  $1.60. 

Sardines,  fine  domestic  in  mus¬ 
tard,  1  can,  4  cents;  6  cans,  24 
cents. 

Sardines,  in  oil,  x  can,  4  cents; 
10*  cans,  39  cents. 

Sardines,  imported,  3  cans,  28 
cents;  6  cans,  55  cents. 

Sardines,  imported  in  olive  oil, 
1  can,  14  cents;  3  carts,  40  cents. 

Salmon,  fine  pink,  in  large  tin, 
1  can,  14  cents;  3  cans,  40  cents. 

Salmon,  fancy  red,  1  can,  19 
cents;  3  cans,  56  cents. 

Kinney’s  Salmon,  3  cans,  41 
cents;  6  cans,  80  cents. 

Kippered  Herring,  1  can,  17; 
cents;  3  cans,  50  cents. 

Sliced  Beef,  in  tumblers,  1  glass, 
8  cents;  3  glasses,  23  cents. 

Canned  Sliced  Beef,  1  large 
tumbler,  20  cents;  3  tumblers,  58 
cents. 

Canned  Beef,  in  tins,  tin,  14 
cents;  3  tins,  40  cents. 

Canned  Soups — 

Campbell’s  or  Van  Camp’s  Mock 
Turtle,  Ox  Tail,  Tomato  or  Veg¬ 
etable,  can,  8  cents;  3  cans,  23 
cents. 

Chicken  Soup,  can,  9  cents;  3 
cans,  25  cents. 


Cocoa  and  Chocolate — 

Cocoa,  Our  Best  Brand,  y2  lb., 
15  cents;  1  lb.,  29  cents. 

Baker’s  Cocoa,  y2  lb.,  19  cents; 
1  lb.  37  cents. 

Chocolate,  Our  Best  Brand,  y2 
lb.,  14  cents;  1  lb.,  26  cents. 

Chocolate,  finest  grade,  kz  lb.,  19 
cents;  1  lb.,  37  cents. 

Chocolate  Icing,  Zatek,  package, 
13  cents;  2  packages,  25  cents. 

Baker’s  Sweet  Chocolate,  1  cake, 
4  cents;  4  cakes.  15  cents. 

Hershey’s  Milk  ~  Chocolate.  1 
cake,  4  cents;  4  cakes,  15  cents. 

Lowney’s  Nut  Milk  Chocolate, 
1  cake,  4  cents;  4  cakes,  15  cents. 
Fruits,  Dried  and  Evaporated — 

Apples,  fine,  lb.,  13  cents;  3  lbs., 
38  cents. 

Apricots,  domestic,  lb.,  15  cents; 
3  lbs.,  44  cents. 

Apricots,  extra  fancy,  lb.,  18 
cents;  3  lbs.,  52  cents. 


Dates,  best,  lb.,  12  cents;  3  lbs., 

35  cents. 

Figs,  best,  lb.  14  cents;  3  lbs.,  S 
40  cents. 

Figs,  washed,  in  glass,  glass,  1 
17  cents;  3  glasses,  50  cents. 

Figs,  washed,  in  large  jars,  jar,  J 
24  cents;  3  jars,  70  cents. 

Dried  Peaches,  ripe,  very  good,  1 
lb.,  12  cents;  3  lbs.,  35  cents. 

Prunes,  medium  large  size,  lb.,  1 
13  cents;  3  lbs.,  38  cents. 

Prunes,  extra  large  size,  lb.,  17 
cents;  3  lbs.,  50  cents. 

Raisins,  seeded,  lb.,  9  cents;  \ 
lbs.,  26  cents. 

Raisins,  seedless,  lb.  package,  9 
cents;  3  packages,  26  cents. 

Grape  Juice,  very  best,  quart 
size,  38  cents;  2  quarts,  75  cents. 

Garlic,  Mexican,  best,  lb.,  9 
cents;  3  lbs.,  26  cents. 

Gas  Mantles,  regular  15-cent 
mantle,  7  cents;  3  mantles,  20 
cents. 

Gas  Mantles,  inverted,  regular  15- 
cent  mantle,  7  cents;  3  mantles,  20 
cents. 


Rice — 

Fancy  Japan  Rice,  5  lbs.,  23 

cents;  10  lbs.,  45  cents. 

Fancy  Head  Rice,  5  lbs.,  29 

cents;  10  lbs.,  57  cents. 

Extra  Fancy  Head  Rice,  5  lbs.,  1 


32  cents;  10  lbs.,  63  cents. 

Salt — 

Epsom,  lb.,  6  cents.  _ 

Best  Grade  Salt,  2  bags,  7  cents;  I 
6  bags,  20  cents. 

Celery  Salt,  package,  8  cents;  3  • 
packages,  23  cents. 

Saltpeter,  lump  or  powdered, 
lb.,  10  cents. 


Soap,  Toilet — 

Ivory  Toilet  Soap,  5  bar%,  19 
cents;  10  bars,  38  cents. 

Tar  Toilet  Soap,  5  bars,  19  cents; 
10  bars,  38  cents. 

Perfumed  Soap,  assorted,  4 
cakes,  21  cents. 

Perfumed  Soap,  finest,  3  cakes, 
20  cents. 

Perfumed  Soap,  assorted,  fine 
(in  box),  7  cakes,  25  cents. 

Soap,  Laundry — 

Lenox  Soap,  5  bars,  14  cents; 
10  bars,  28  cents. 

Swift’s  Pride  Laundry  Soap,  5 
bars,  18  cents;  10  bars,  36  cents. 

Octagon  Laundry  Soap,  5  bars, 
19  cents;  10  bars.  38  cents. 

Star  Laundry  Soap,  5  bars,  19 
cents;  10  bars,  38  cents. 

Proctor  &  Gamble  Naphtha 
Soap.  5  bars,  19  cents;  10  bars, 
38  cents. 

Fels  Naptha  Soap.  5  bars,  19 
cents;  10  bars,  38  cents. 

White  Castile  Soap,  5  bars,  19 
cents;  10  bars,  38  cents. 

H.  &  H.,  Carpet  Soap,  very  best 
for  carpet  cleaning,  bar,  12  cents; 
3  bars,  35  cents. 


Scouring  Soap  and  Soap  Pow¬ 
ders — 

Bon  Ami.  bar,  8  cents. 

Scourall,  bar,  4  cents. 

Old  Dutch  Cleanser,  can,  8 
cents. 

Swift's  Pride  Cleanser,  package, 
8  cents;  3  packages,  23  cents. 

Swiff's  Washing  Powder,  4-lb. 
package.  18  cents. 

Gold  Dust,  large  package,  pack¬ 
age.  19  cents. 

Soda,  baking,  best,  lb.,  7  cents; 
3  lbs.,  20  cents. 

Sal  Soda,  granulated,  large  pack¬ 
age,  package,  5  cents;  9-lb.,  pack¬ 
age.  10  cents. 

Sal  Soda,  Crystal,  large  package, 
package,  4  cents;  3  packages,  11 
cents. 


Spices — 

Our  spices  are  ground  from  the 
whole  stock  of  the  finest  quality, 
especially  selected  for  their 
strength  and  richness  of  flavor. 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


$2,500.00  In  Prizes 

To  Increase  Oatmeal  Consumption 

185  Prizes,  Ranging  from  $100  Down 
Open  to  Grocers  and  Their  Clerks 

THE  Quaker  Oats  Company  starts  its  Fall  advertising  with  a 
new  innovation.  See  the  October  magazines  and  women  s 
publications.  They  come  out  about  September  25th. 

We  offer  there  185  prizes,  totaling  $2,500.00.  There  are  five  prizes  of  $100.00  each, 
ten  of  $50.00  each,  etc.  They  are  offered  by  us  to  those  who  send  the  best  letters,  illus¬ 
trating  the  good  which  people  get  from  eating  oatmeal. 

You  men  who  sell  oats  should  have  a  chance  at  those  prizes. 

Be  sure  that  you  see  those  announcements. 

And  notice  this  when  you  read  such  announcement:  The  object  of  our  advertising — 
as  it  has  been  for  years — is  to  increase  the  oatmeal  consumption.  We  are  not  merely 
after  existing  trade.  Nine-tenths  of  our  aim  is  to  increase  the  sale  of  oatmeal. 

A  recent  house-to-house  canvass  which  we  made  in  twelve  cities  shows  that  two- 
thirds  of  all  families  are  now  using  oatmeal.  About  half  of  them  use  it  daily. 

Our  object  now  is  to  bring  this  greatest  of  all  foods  into  constant,  universal  use. 

And  that  is  for  the  good  of  all. 

The  Quaker  Oats  Company  is  doing  more  than  all  others  to  nurture  the  trade  in  oatmeal. 
It  has  done  more  than  all  others  to  make  people  like  oatmeal. 

Quaker  Oats  is,  beyond  any  question,  the  finest  oat  food  in  existence. 

By  quality,  by  advertising  and  by  right  business  methods  we  are  constantly  building 
the  trade  in  oatmeal.  If  you  believe  that  these  efforts  are  good  for  you — and  good  for 
all — we  ask  you  to  help. 

The  Quaker  Oats  (onxparvy 

CHICAGO 
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They  meet  the  most  exacting  Pure 
Food  Laws  of  any  State  in  the 
Union. 

Put  up  in  tlie  most  convenient 
and  practical  air-tight  can,  with 
patent  sifting  and  pouring  tops, 
moisture  proof,  retaining  the  ori¬ 
ginal  flavor  and  aroma  until  used. 

4-oz.  Sifting  Can  Allspice,  8 
cents;  8-oz.  can,  15  cents. 

4-oz.  Sifting  Can  Pure  Black 
Pepper,  8  cents;  8-oz.  can,  15 
cents. 

4-oz.  Sifting  Can  Cinnamon,  8 
cents;  8-oz.  can,  15  cents. 

4-oz.  Sifting  Can  Ginger,  8  cents; 
8-oz.  can,  15  cents. 

4-oz.  Sifting  Can  Cloves,  9  cents; 
8-oz.  can,  17  cents. 

2-oz.  Sifting  Can  Nutmeg,  8 
cents;  4-oz.  can,  15  cents. 

2-oz.  Sifting  Can  White  Pepper, 
8  cents;  4-oz.  can,  15  cents. 

4-oz.  Sifting  Can  Mustard,  8 
cents;  8-oz.  can,  15  cents. 

4-oz.  Sifting  Can  Coleman’s  Eng¬ 
lish  Dry  Mustard,  13  cents;  8-oz. 
can,  25  cents. 

4-oz.  Sifting  Can  Paprika,  Hun- 


Woman’s  World. 

Grape  Nuts. 

*  Puffed  Rice  and  Puffed  Wheat. 
Uneeda  Biscuit. 

Palmoline  Soap. 

Parowax. 

Chiclets. 

Lifebuoy  Soap. 

Lea  &  Perrins  Worcestershire 
Sauce. 

Shaker  Table  Salt. 

American. 

Gold  Medal  Flour. 

Shredded  Wheat. 

Baker’s  Cocoa. 

Armour's  Star  Ham. 

Grape  Nuts. 

White  Rock  Water. 

Horlick’s  Malted  Milk. 

Huyler’s  Cocoa. 

Coca-Cola. 

Wilbur’s  Buds. 

Chiclets. 

Whitman’s  Candies. 

Sunshine  Biscuits. 

Peter’s  Milk  Chocolate. 

Nabisco  Wafers. 

Ivory  Soap. 

Cream  of  Wheat. 

McClure’s. 

Pear’s  Soap. 

Bon  Ami. 

Grape  Nuts. 

Jello. 

Sunshine  Biscuits. 

Liquid  Veneer. 

Steero  Bouillon  Cubes. 

Coca-Cola. 

Wilbur’s  Buds. 

White  Rock  Water. 

U-All-No  Mints. 

Lea  &  Perrins  Sauce. 

Horlick’s  Malted  Milk. 


garian  Sweet  Pepper,  16  cents;  8- 
oz.  can,  30  cents. 

2-oz.  Sifting  Can  Tumeric,  8 
cents;  4-oz.  can,  15  cents. 

Starch — 

Starch,  in  lump,  lb.  3  cents;  3 
lbs.,  8  cents; 

Argo  Starch,  package,  4  cents; 

3  packages,  10  cents. 

Elastic  Starch,  package,  8  cents; 

3  packages,  23  cents. 

Kingsford’s  Silver  Gloss,  pack¬ 
age,  8  cents;  3  packages,  24  cents. 

Corn  Starch,  package,  6  cents;  3 
packages,  17  cents. 

Corn  Starch,  very  best,  package, 

8  cents;  3  packages,  23  cents. 

A  noticeable  feature  of  the 
Harrison  System’s  price-list  is 
that  in  many  cases  no  brand  is 
given.  Readers  hereof  can  see 
for  themselves  whether  the  prices 
quoted  constitute  formidable  com¬ 
petition. 


Nabisco  Wafers. 

Occident  Flour. 

Shredded  Wheat. 

Hampton’s. 

Cream  of  Wheat. 

Gold  Medal  Flour. 

Fairy  Soap. 

Armour’s  Star  Ham. 

Horlick’s  Malted  Milk. 

Huyler’s  Cocoa. 

Occident  Flour. 

Nabisco  Wafers. 

Ivory  Soap. 

Kellogg’s  Toasted  Corn  Flakes. 

Everybody’s. 

Gold  Medal  Flour. 

Whitman’s  Candies. 

Fairy  Soap. 

Grape  Nuts. 

Campbell’s  Soups. 

Post  Toasties. 

Jello. 

Armour’s  Extract  of  Beef. 
White  Rock  Water. 

Lea  &  Perrins  Sauce. 

Chiclets. 

Steero  Bouillon  Cubes. 

Blue  Label  Soups. 

Huyler’s  Cocoa. 

Nabisco  Wafers. 

Occident  Flour. 

Ivory  Soap. 

Kellogg’s  Toasted  Corn  Flakes. 
Lippincott’s. 

Armour’s  Extract  of  Beef. 
Pear’s  Soap. 

Nabisco  Wafers. 

Kellogg’s  Toasted  Corn  Flakes. 
Baker’s  Cocoa. 

Hand  Sapolio. 

Chiclets. 

White  Rock  Water. 

Horlick's  Malted  JVIilk. 


Life. 

Chiclets. 

Peter’s  Chocolate. 

Polarine  Oil  (lubricating),  Stand¬ 
ard  Oil  Co. 

White  Rock  Water. 

Kellogg’s  Toasted  Corn  Flakes. 

ft  >  > 

The  Outlook. 

Crystal  Domino  Sugar. 

Bon  Ami. 

Kellogg’s  Toasted  Corn  Flakes. 
Londonderry  Mineral  Water. 
Londonderry  Lithia  Spring  Water 
Company. 

Baker’s  Cocoa. 

Gold  Medal  Flour. 

Sunshine  Biscuits  (Loose-Wiles 
Biscuit  Co.) 

Nabob  Codfish. 

Borden’s  Evaporated  Milk. 

Post  Toasties. 

Puffed  Rice  and  Puffed  Wheat. 
Kornlet. 

Chiclets. 

Whitman  Candies. 

Uneeda  Biscuit. 

Fairy  Soap. 

Collier’s  Weekly. 

Lea  &  Perrins  Sauce. 

Eagle  Condensed  Milk. 

Horlick’s  Malted  Milk. 

Snider’s  Tomato  Catsup. 

3-in-i  Oil. 

Crystal  Domino  Sugar. 

Puffed  Wheat. 

Puck. 

Great  Western  Champagne. 

White  Rock  Water. 

Chiclets. 

Pear’s  Soap. 

Kellogg’s  Toasted  Corn  Flakes. 
Shine-on  Metal  Polish. 

Spearmint  Chewing  Gum. 

Pearson’s. 

Gold  Medal  Flour. 

Hand  Sapolio. 

Post  Toasties. 

Nabisco  Wafers. 

Huyler’s  Cocoa. 

Cream  of  Wheat. 

Fairy  Soap. 

Kellogg’s  Toasted  Corn  Flakes. 

Success, 

Grape  Nuts. 

Lifebuoy  Soap. 

Three-in-one. 

U.  S.  Metal  Polish. 

Huyler’s  Candies. 

Mapleine. 

Kellogg’s  Toasted  Corn  Flakes. 

Saturday  Evening  Post. 
Spearmint  Chewing  Gum. 
Campbell’s  Soups. 

Underwood  Deviled  Ham. 

Mrs.  Rorer’s  Coffee. 

Chiclets. 

Wear-Ever  Aluminum  Ware. 
Johnston’s  Chocolates  (Milwau¬ 
kee,  Wis.), 

Mapleine. 

Nabisco  Wafers. 

Shaker  Salt. 

Post  Toasties. 

Ladies’  Home  Journal. 

Gold  Medal  Flour. 

Ivory  Soap. 

Nabisco  Wafers. 

Royal  Baking  Powder. 

Pear’s  Soap. 

Parowax. 

Chiclets. 

Mrs.  Rorer’s  Coffee. 

Lifebuoy  Soap. 

Oxo  Bouillon  Cubes. 

Mapleine. 

Huyler’s  Cocoa. 

Lea  &  Perrins  Sauce. 

Steero  Bouillon  Cubes. 

Hormel’s  Hams  and  Bacon  (Aus¬ 
tin,  Minn.). 

Puffed  Wheat  and  Puffed  Rice. 
Occident  Flour. 

Kitchen  Bouquet. 

Karo  Syrup. 

Wesson  Snowdrift  Oil. 


Rex  Deviled  Ham. 

Grape  Nuts. 

Liquid  Veneer. 

Old  Dutch  Cleanser. 

Atlas  Fruit  Jars. 

Post  Toasties. 

Campbell’s  Soups. 

Underwood  Deviled  Ham. 

Bon  Ami. 

Kellogg’s  Toasted  Corn  Flakes. 

Harper’s  Weekly. 

White  Rock  Table  Water. 

Post  Toasties. 

Gold  Medal  Flour. 

Outing. 

Horlick’s  Malted  Milk. 

Huyler’s  Cocoa. 

Knorr’s  Consomme  Cubes. 

Libby,  McNeill  &  Libby’s  Canned 
Goods. *  * 

Mennen’s  Talcum  Powder. 

Post  Toasties. 

Austin’s  Dog  Bread. 

Pictorial  Review,  New  York. 
Cream  of  Wheat. 

Van  Camp’s  Pork  and  Beans. 
Campbell’s  Soups. 

Rex  Deviled  Ham  (Cudahy  & 
Co.). 

Nabisco  Sugar  Wafers. 

Post  Toasties. 

Lea  &  Perrins  Worcestershire 
Sauce. 

Pear’s  Soap. 

Cuticura  Soap. 

Shaker  Table  Salt. 

Parowax. 

Lifebuoy  Soap. 

Karo. 

Jello. 

Crystal  Domino  Sugar. 

Puffed  Wheat  and  Puffed  Rice. 
Occident  Flour. 

Marvel  Solder. 

Coca-Cola. 

Diamond  Dyes. 

Scribners.  • 

Swift’s  Premium  Hams  and 
Bacon. 

Gold  Medal  Flour. 

Hand  Sapolio. 

Pear’s  Soap. 

Kellogg’s  Toasted  Corn  Flakes. 
Grape  Nuts. 

ChicletSi 

Horlick's  Malted  Milk. 

Huyler’s  Cocoa. 

Lea  &  Perrins’  Worcestershire 
Sauce. 

Whitman’s  Candies. 

White  House  Coffee. 

Occident  Flour. 

Peters’  Milk  Chocolate. 

Ivory  Soap. 

Libby,  McNeill  &  Libby’s 
Canned  Goods. 

Postum. 

Baker’s  Chocolate. 

Royal  Baking  Powder. 

Harper’s  Magazine. 

Gold  Medal  Flour. 

Fairy  Soap. 

Graps  Nuts 
White  Rock  Water. 

Blue  Label  Boned  Chicken  and 
Turkey. 

Huyler’s  Candies. 

Chiclets. 

Occident  Flour. 

Ivory  Soap. 

Royal  Baking  Powder. 

Baker's  Chocolate, 

Postum. 

Harper’s  Bazaar. 

Grape  Nuts. 

Nabisco  Wafers. 

Lifebuoy  Soap. 

Baker’s  Cocoa. 

Occident  Flour. 

Guernsey  Earthenware. 

Gold  Medal  Flour. 

Atlantic  Monthly. 

Peters’  Milk  Chocolate. 

Baker’s  Breakfast  Cocoa. 

Horlick’s  Malted  Milk. 


Goods  That  Are  Being  Advertised  to  Your 

Customers 

”  Grocery  World  and  General  Merchant”  Makes  Compilation 
of  Products  for  Which  Demand  is  Being  Created  Through 
Leading  Periodicals.  Papers  and  Magazines  Used  as  Basis 
Cover  Entire  Country. 


[The  compilation  which  appears  below  is  the  result  of  more  thinking 
along  a  line  which  was  given  some  discussion  several  months  ago,  viz.,  the 
advantage  to  the  retailer  of  keeping  posted  as  to  what  products  are  being 
advertised  to  his  customers,  so  that  he  may  get  the  benefit  of  such  advertising, 
if  the  product  is  for  other  reasons  a  desirable  one  to  sell.  The  list  here 
presented  includes  practically  every  leading  magazine  and  periodical  and 
products  that  are  not  advertised  in  some  of  them  are  hardly  advertised  at  all.] 
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Huyler’s  Cocoa. 

White  Rock  Water. 
White  House  Coffee. 

The  Columbian. 

Gold  Medal  Flour. 
Hand  Sapolio. 

Cream  of  Wheat. 

Pear’s  Soap. 


Chiclets. 

Ammo  Dry  Ammonia. 
Ridgway’s  Teas. 

The  World’s  Work. 
Hand  Sapolio. 

Chiclets. 

Shredded  Wheat. 

Fairy  Soap. 


mb 


Can’t  Change  Their  Coffee  Blends  Either 
in  Quality  or  Price 

alight  of  the  Grocer  With  Established  Coffee  Brands  Who  Has 
Not  Been  Able  to  Meet  the  Advancing  Coffee  Market. 
Three  Cases  of  Large  Retailers  Who  Are  Selling  Popular 
Priced  Coffees  of  Identical  Blend  at  the  Same  Price  as 
Before  the  Advance.  Chain  Stores’  Advantage  Under  I 
Present  Market  Conditions. 


A  comparative  coffee  price-list 
irhich  has  been  placed  before  the 
writer  emphasizes  the  trouble 
vhich  the  retail  grocer  is  in  who 
everal  years  ago  established  a 
.rand  of  coffee,  the  ingredients 
nd  price  of  which  he  is  either  too 
onscientious  or  too  fearful  to 
hange  to  meet  the  higher  market. 

^  very  large  percentage  of  gro- 
ers  are  in  this  position.  They 
lave  seen  the  cost  price  of  their 
>lend  steadily  advance  until  it  is 
I  to  5  cents  per  pound  above  what 
t  was  at  the  beginning,  but  they 
lave  not  been  able  to  protect 
:hemselves  either  by  changing  the 
dend  and  using  cheaper  ingredi- 
;nts,  or  advancing  the  price. 
These  blends,  instead  of  being 
3[Ood  profit  payers,  as  they  were, 
ire  now  barely  bringing  back 
their  cost. 

For  instance,  Thomas  Martin- 
dale  &  Co.,  the  Finley  Acker  Co. 
and  Showed  &  Fryer,  representa¬ 
tive  Philadelphia  grocers  of  the 
large  central  type,  all  have  private 
blends  of  coffee  which  they  ex¬ 
ploit  under  their  own  labels. 
Martindale  &  Co.’s  blend  is  called 
“Saludo,”  and  retails  at  26  cents ; 
Showed  &  Fryer’s  is  “Melrose” 
and  retails  for  25  cents,  and  Ack¬ 
er’s  is  “Acker’sfrench'breakfast,” 
and  retails  for  a  quarter.  Not 
one  of  these  houses  has  changed 
its  blends  since  the  advance 
or  raised  its  price.  While  the 
secret  of  the  blends  is  known  only 
to  the  firm  using  it,  it  is  likely 
that  each  one  costs  its  owner 
to-day  around  15  cents  green  or 
18%  roasted.  This  is  at  least  4 
cents  higher  than  the  price  before 
the  advance.  It  costs  all  large 
central  stores  a  high  percentage 


to  do  business,  and  it  is  practi¬ 
cally  certain  that  25  and  26  cents 
for  coffees  costing  i8j4  leaves 
little  or  no  profit.  Yet  the  chance 
is  that  even  if  the  coffee  market 
advanced  to  a  point  where  every 
pound  of  their  blends  netted  them 
a  loss,  these  dealers  would  still 
consider  it  good  business  neither 
to  change  the  blend  nor  the  price, 
but  only  to  live  in  hope  that  the 
market  would  turn. 

When  the  coffee  market  is  run¬ 
ning  tight,  as  it  is  now,  the  ad¬ 
vantage  which  the  chain  stores 
have  in  handling  coffee  is  empha¬ 
sized.  Reference  is  had  to  those 
which  buy  from  first  hands  and  do 
their  own  roasting.  Take  a  coffee 
which  the  average  retailer  has 
been  accustomed  to  sell  at  20 
cents  per  pound.  Before  the 
market  changed  to  the  higher 
level  a  moderate  buyer  coukl  buy 
a  fair  grade  at  11  or  12  cents 
roasted ;  to-day  the  cheapest  sala¬ 
ble  thing  he  can  get  will  cost  him 
17P2  to  18 Yz  cents,  if  he  buys 
through  a  jobber.  Part  of  this  is 
the  jobber’s  profit  and  part  the 
cost  of  roasting,  both  of  which 
items — at  least  all  the  first  and 
most  of  the  second — the  chain- 
store  escapes.  The  large  chain 
store’s  20-cent  coffee  need  not 
cost  it  over  14  to  15  cents  to-day 
roasted,  which  gives  it  a  tremen¬ 
dous  advantage  over  the  grocer 
compelled  to  pay  2j4  to  y/2  more 
than  that. 


Tomatoes  are  cheaper,  but 
mainly  because  the  quality  is 
poorer.  The  best  are  quoted  at 
around  40  cents  per  basket.  Can- 
ners  are  paying  20.  The  demand 
for  tomatoes  is  fair. 


OAKDALE 

PRETZELS 

Have  won  and  deserve  the  reputation  of 

“HIGHEST”  GRADE 
“CLEANEST”  MADE 

Baked  in  TEN  Varieties 

Packed  in  packages  to  retail  at 
5  cents,  10  cents  and  15  cents. 
Packed  in  boxes  and  barrels  to 
retail  by  the  pound. 

More  pretzels  are  being  sold 
every  year  because  doctors  are  rec¬ 
ommending  them  as  appetizing, 
wholesome,  nourishing,  accept¬ 
able  to  a  weak  stomach  and  better 
for  the  children  than  candy  or 
cake — and  because  “Oakdale” 
Pretzels  are  so  good  everybody 
likes  them. 

Write  for  samples  and  prices,  or 
better — let  us  send  you  a  trial  box, 
returnable  at  our  expense  if  it  does 
not  sell.  Write  to-day. 


Oakdale  Baking  Co. 

Tenth  and  Susquehanna  Ave. 

=  PHIUADEUPHIA= 


Grocery  Store 
Advertising 

dtf  Did  you  ever  stop  to  think 
how  an  Electric  Sign  would 
increase  the  importance  and 
prominence  of  your  Grocery 
Store — how  it  would  attract 
purchasers  and  impress  them 
to  the  fact  that  your  place  of 
business  was  alive  and  up-to- 
date?  We  have  facts  and 
figures  to  show  you !  You 
can  pay  a  flat  rate,  including 
a  monthly  charge  for  the  in¬ 
stallation  and  maintenance, 
or  you  can  assume  the  entire 
first  cost  and  pay  for  the 
lighting  by  meter.  Write  or 
telephone  to  our  Sign  De¬ 
partment. 

The  Philadelphia 
Electric  Company 

TENTH  AND  CHESTNUT  STS. 


VALUE  OF 
riAGAZINE 
Advertising 


Magazine  advertising  makes 
people  familiar  with  the  name  and 
quality  of  Swift’s  Premium  Ham 
and  persuades  them  to  try  it. 

When  they  see  a  display,  a  show 
card  or  sign  in  your  store  the  ad¬ 
vertisement  is  recalled.  The  re¬ 
sult  is  a  sale. 

Therefore  it  will  pay  you  to  dis¬ 
play  Swift’s  Premium  Ham  con¬ 
stantly.  Keep  a  sign  in  plain 
sight  all  the  time. 

"WE  SELL 

SWIFT’S  PREMIUM  HAMS " 

The  increase  in  sales  ( will  be 
large  and  steady  for  Swift’s  Prem¬ 
ium  Ham  holds  trade  by  its  uni¬ 
form  quality. 

Swift  &  Company,  U.  S.  A. 


No  Difference 
How  It  Looks 

When  you  buy  Coffee,  do 
you  let  the  fine  appearance 
of  the  bean  blind  you  to  the 
drinking  qualities  ?  Some 
grocers  do — how  foolish  they 
are  ! 

Coffee’s  only  important 
point  is  its  drinking  qualities, 
remember  that.  Look  at  cof¬ 
fee  from  that  standpoint 
always.  We  do,  and  its  had 
much  to  do  with  our  success. 

Just  to  remind  you,  we  sell 
Coffee  direct  by  mail, 
cheaper  (no  salesmen’s  sal¬ 
aries)  than  you  can  possibly 
buy  it  through  salesmen. 
May  we  send  samples  ? 


DlIRYEE  &  BARWISE 

Roasters  and  Packers  Teas  and  Coffees 

89  FRONT  STREET,  NEW  YORK 

ESTABLISHED  1897 
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WITH  THE  EDITOR 


Elsewhere  in  this  issue  appears 
a  list  of  the  products  which  are 
being  advertised 

Goods  Advertised  to  Consumers  ill 

to  Consumers.  the  September 
issues  of  the 
'leading  monthly  and  weekly 
magazines.  The  purpose  is  to  in¬ 
form  retailers  of  something  which 
they  strongly  need  to  be  informed 
of — the  names  of  the  goods  the 
makers  of  which  are  trying  to 
create  a  market  for  them.  Retail¬ 
ers  should  hunt  this  information 
for  themselves,  but  few  of  them 
do,  and  even  those  who  would  do 
so  have  no  facilities  for  covering 
the  whole  magazine  field.  This 
journal  will  therefore  do  the  work 
for  them,  and  earnestly  recom¬ 
mends  that  the  list  it  presents  be 
carefully  scanned  whenever  it  ap¬ 
pears. 

The  presence  of  the  name  of  a 
given  product  in  the  list  referred 
to  does  not  imply  a  recommenda¬ 
tion  to  sell  it.  Two  other  factors 
— three  in  all — are  important  in 
considering  the  desirability  of 
stocking  or  featuring  a  given 
product:  First,  is  it  respectable 
and  legal,  by  which  is  meant- does 
it  comply  with  all  laws  to  which 
it  is  subject,  does  it  bear  a  good 
reputation,  and  is  it  good,  honest 
merchandise?  Second,  is  there 
now,  or  could  there  be,  a  demand 
for  it?  Third,  does  it  pay  a 
proper  profit?  No  dealer  is  war¬ 
ranted — except  for  some  special 
purpose  of  his  own — in  doing 
much  with  a  product  which  can¬ 
not  answer  an  unqualified  yes  to 
all  these  queries.  The  fact  that 
an  article  is  heavily  advertised  to 
consumers  satisfactorily  answers 
but  one  of  them,  i.  e.,  the  one  as 
to  demand.  It  may  be  very  heav¬ 
ily  advertised  and  still  be  poor 
merchandise  and  unprofitable  to 
handle.  The  list  referred  to  is 
relevant  merely  to  the  one  factor 
of  demand — it  suggests,  in  other 
words,  that  products  so  extensive¬ 
ly  advertised  to  consumers  are 
those  for  which  there  will  likely 
be  the  greatest  demand  and  that 
they  therefore  may  satisfy  one  of 
the  three  necessary  requirements. 
If  they  also  satisfy  the  other  two, 
retailers  who  aren’t  in  some  way 


getting  the  benefit  of  this  exten¬ 
sive  advertising  should  seriously 
consider  whether  they  aren’t  mak¬ 
ing  a  mistake. 


The  investigation  by  the  Con¬ 
gressional  Postal  Committee  into 

the  conditions 
Some  Mail  under  which  mat- 
Order  Figures.  ter  of  all  SOrtS  is 

now  carried 
through  the  mails  has  supplied  a 
striking  illustration  of  the  present 
immensity  of  the  mail-order  busi¬ 
ness  and  the  extent  to  which  it 
will  likely  expand  if  the  postage 
rate  on  packages  is  still  further 
reduced. 

One  of  the  largest  mail-order 
houses  in  the  country  is  the  Na¬ 
tional  Cloak  and  Suit  Co.  of  New 
York.  It  sells  women’s  clothing, 
advertises  in  all  the  leading  popu¬ 
lar  periodicals,  and  competes 
with  every  dry  goods  house  in  the 
United  States.  This  concern  does 
not  use  the  mails  to  ship  its  larger 
goods,  owing  to  the  high  cost  and 
weight  limit  (both  of  which  par¬ 
cels  post  would  remove),  yet  its 
manager  testified  before  the  com¬ 
mittee  that  it  spent  over  $600,000 
for  postage  every  year!  1T0  ship 
its  larger  g-oods  by  express  it 
spends  $400,000  more.  The 
smaller  products  of  this  company 
are  sent  by  mail  now,  and  1,032,- 
000  of  them  were  shipped  last 
vear ! 

*  t 

The  manager  of  the  National 
Cloak  and  Suit  Co.  told  the  Con¬ 
gressional  Committee  that  if  par¬ 
cels  post  became  a  fact,  most  of 
the  960,000  large  packages  that 
now  go  by  express  would  go  by 
mail.  Greatly  to  the  advantage 
of  the  mail-order  house  and  still 
further  to  the  disadvantage  of  the 
country  merchant,  for  this  rea¬ 
son  : — 

Many  of  the  960,000  packages 
now  shipped  by  express  undoubt¬ 
edly  go  long  distanced  and  cost  a 
considerable  sum  to  ship.  The 
further  they  go,  and  the  more  it 
costs  to  send  them,  the  smaller 
the  National  Co.’s  business  in  that 
territory.  In  distant  territories  at 
least  the  regular  merchant  is  pro¬ 
tected  from  this  mail-order  com¬ 
petition  to  that  extent.  But  if 


parcels  post  is  enacted  this  pro¬ 
tection  will  be  gone,  for  the  post¬ 
age  rates  will  be  the  same  to  far 
and  near  points,  and  California 
will  be  as  much  the  accessible 
field  of  the  New  York  mail-order 
house  as  Pennsylvania. 

This  is  but  one  illustration,  but 
the  principle  is  the  same  with 
every  mail-order  house.  The 
writer  prophesies  that  if  parcels 
post  is  introduced  generally  in 
this  country,  the  mail-order  busi¬ 
ness  will  treble  in  a  year. 


Raymond  J.  Jodoin,  of  Con 
necticut,  is  the  only  wholesale 
grocery  salesman 
so  far  as  tlu 
writer  knows,  tc 
be  taken  fresl: 
from  the  road  and  sent  to  Con 
gress.  He  has  been  elected  b} 
the  Third  Congressional  Districl 
of  Connecticut,  and  while  his 


A  Wholesale 
Grocery  Salesman 
in  Congress. 


election  is  contested,  he  will  prob¬ 
ably  be  seated. 

An  interesting  story  is  told  of 
Mr.  Jodoin’s  campaign.  He  could 
not  personally  conduct  it,  because 
his  territory  was  outside  the 
Third  Congressional  District,  so 
it  was  conducted  in  large  part  by 
his  fellow  salesmen.  The  New 
York  “World”  thus  tells  the 


story : — 


‘‘I’ve  been  nominated  for  Con¬ 
gress  in  my  district,”  he  told  his 
fellow  salesmen.  “Now,  you  fel¬ 
lows  know  I  travel  outside  of  the 
Third  Connecticut  District,”  he  con¬ 
cluded,  ‘‘so  it’s  up  to  you  to  do 
my  campaigning  for  me.” 

When  he  had  told  them  as  best 
he  knew  just  how  politics  could  be 
carried  as  a  side  line  to  the  gro¬ 
cery  business,  his  co-workers  waxed 
enthusiastic. 

That  day  there  set  out  from  the 
Rhode  Island  grocery  firm  a  young 
army  of  salesmen  crammed  full  of 
political  arguments.  In  the  same 
grip  with  their  order  books  were 
Democratic  campaign  text  books. 
Alongside  of  their  prices  on 
clothespins  and  loaf  sugar  were 
the  ad  valorem  duties  that  a 
“wicked  tariff”  had  imposed  on  the 
same  articles  and  made  their  cost 
so  high. 

About  the  time  these  young  men 
started  out  on  their  campaign 
things  were  in  full  blast  in  the 
"stove  leagues”  in  various  country 
stores  throughout  the  Third  Con¬ 
gressional  District.  Politics  was 
the  topic  for  loungers  in  the  gen¬ 
eral  store. 

Simultaneously  in  a  dozen  towns 
one  fall  day  there  blew  into  the 
general  store  a  representative  of 
the  Rhode  Island  grocery  firm. 


The  “drummer  fellers”  were  held 
in  high  respect  by  the  country  folk, 
and  on  this  particular  day  their 
admiration  for  them  was  increased 
tenfold  when  they  “set  ’em  up” 
to  the  cigars. 

1  hen  followed  the  routine  work 
with  the  country  store  proprietor. 
His  orders  for  new  stock  were 
taken  and  the  salesman  was  about 
to  depart  when  he  stopped  short 
near  the  door  and  the  following 
dialogue  took  place: — 

Drummer.— “Oh,  do  you  know 
Ray’  Jodoin  who’s  running  for 
Congress  down  here?” 

Storekeep. — “Sure,  and  a  right 
smart  boy  he  is,  too.” 

Drummer. — “Well,  I  want  you  to 
return  one  of  the  many  favors  I’ve  . 
done  for  you.  Can  you  vote  for 
Jodoin?” 

Storekeep. — “Why,  ya-as,  I  guess 
so.  Sure.” 

Drummer. — “Much  obliged.  And 
say,  have  you  got  a  son?” 

Every  storekeeper  had  a  son  or 
brother  or  cousin,  and  it  was  an 
easy  matter  to  line  them  up.  Then 
there  were  the  store  loungers  who  t 
took  as  gospel  truth  the  word  of 
the  proprietor  on  all  questions  po-  % 
litical,  social  or  agricultural. 

Frcm  town  to  town  went  the  * 
salesman  dispensing  politics  with 
groceries,  and  meeting  with  great  , 
success. 

Jodoin  was  on  his  regular  route,  '■ 
receiving  daily  reports  from  his 
workers.  He  made  only  two 
speeches  in  the  whole  campaign, 
one  four  and  a  half  minutes  long 
and  the  other  five. 

This  journal  passes  this  idea 
along  for  what  it  may  be  worth 
to  politicians  in  general.  In  many 
cases  nobody  is  closer  to  the 
voters  of  a  community  than  its 
retail  merchants,  and  nobody  is 
closer  to  the  retail  merchants  than 
the  salesmen  who  see  them  regu¬ 
larly.  It  would  seem  as  if  a  force 
of  live  salesmen  could  do  a  great 
deal  for  any  cause  in  which  they 
interested  themselves.  The  writer 
recommends  that  the  Pennsyl¬ 
vania  Retail  Merchants’  Associ¬ 
ation  gets  in  touch  with  the  Penn¬ 
sylvania  Salesmen's  Association 
before  the  next  Legislature.  j 


Reported  Combination  in  New 
Haven,  Conn. 

A  meeting  of  many  of  the  small 
grocers  around  New  Haven, 
Conn.,  is  being  talked  of  to  con¬ 
sider  the  plan  of  forming  a  united 
grocers’  purchasing  association. 
The  idea  of  the  proposed  organ¬ 
ization  is  to  make  it  possible  for 
the  small  dealers  to  get  staple 
articles  at  as  low  a  price  as  the 
)ig  dealers  by  buying  together  in 
arge  quantities. 
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We  Defy  You  ! 

We’re  willing  to  stake  anything  on  Gurnse  butter. 
Willing  to  put  it  to  any  test,  willing  to  let  you  go  to  any 
length  to  prove  to  yourself  whether  it’s  the  fancy  butter 
we  say  it  is. 

We  won’t  lose  a  minute’s  sleep  over  the  worst  you 
can  do.  We  know  all  about  Gurnse — we  know  that  better 
milk  than  is  used  isn’ t  produced — we  know  dairies  can  t 
be  cleaner  than  ours,  and  we  know  butter  cant  be 
watched  and  tended  any  more  carefully.  It’s  the  best 
butter  made  to-day,  and  the  most  uniform.  Wrapped 
in  brine-dipped  parchment  and  then  in  sealed  carton. 
You  need  it. 


The  Grocers* 
Order  Book 


We  have  designed  this  book  spec¬ 
ially  for  the  Grocery  and  General 
Store  trade,  and  do  not  hesitate  to 
say  it  is  the  most  perfect,  easiest 
and  quickest  book  to  operate,  that 
there  is  on  the  market. 

In  each  book  there  are  50  white 
original  sheets  and  50  yellow  du¬ 
plicates,  printed  with  your  business 
card  on  each  sheet. 

The  books  are  numbered  in  du¬ 
plicate.  Our  leather  covers  which 
we  furnish  you  to  use  the  books  in  are 
neatly  made  with  nickeled  holders. 

This  is  the  time  of  year  to  place 
your  order  so  as  to  have  them  for 
the  fall  trade. 


Our  prices  are  so  low  that  you  cannot  afford  to  do 
without  them. 


Packed  in  20.  30  and  50-pound  boxes — pounds  and  half-pounds  35  cents. 
Prices  subject  to  market  changes. 


P.  F.  BROWN  &  CO. 


39-41-43  South  Front  St. 

Philadelphia,  Pa. 


Write  us  for  samples  and  prices. 

E.  C.  Fell  Manufacturing  Co. 

1112-1114  SANSOM  ST.,  PHILADELPHIA,  PA. 


Stays — but  Not 
with  You 

<]f  Breakfast  foods  will  soon  be 
coming  into  their  own  again — give 
a  timely  thought  to  Wheatena. 

The  delicate  hearts  of  selected 
wheat — nothing  like  it  on  the 
market.  Wheatena  has  been  the 
most  remarkable  repeater  and 
stayer  we  have  ever  known. 


THE  WHEATENA  CO.,  Rahway,  N.  J. 


SWISS 
CHEESE 
SLICING 
MACHINE 

Also  used  for  Bologna 
and  Smoked  Meats  $3. so 

SCALES,  COFFEE  MlllS,  TEA* AND  SPICE  CADDIES 

WRITE  FOR  ILLUSTRATED  CATALOGUE 

H.  F.  HEACOCK,  51  N.  2d  Street,  PHILA.,  PA. 


BORDEN’S 


EAGLE  BRAND  EVAPORATED  MILK 

CONDENSED  MILK  peerless  brand 

By  recommending  these  Brands 
you  will  please  your  customers. 

They  are  the  best  that 
Science  can  produce. 

BORDEN’S  CONDENSED  MILK  CO. 

"Leaders  of  Quality" 

Eat.  1857.  New  York 

BHBMM—  III  Hi  ■  I  ill  I  ■—mil’IM  fl  ' '  13*0  WsuN  - 
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The  New  York  Letter 


Legislative  Commission  to  Hold  Food  Investigation, 
of  Prices  to  be  Probed.  Wholesale  Salesmen 
Subsidized  Again.  Retail  Sugar  Price  Advances. 
Rejections  of  Artificially  Colored  Tea.  Interesting 
Competition  Suit.  Market  Summary. 


Special  Correspondence  of  "Grocery  World  and 
General  Merchant." 


New  York,  N.  Y., 

August  31,  1911. 

This  State  is  to  have  a  food  in¬ 
vestigation  and  it  is  to  be  started 
soon  by  a  commission  appointed 
for  that  purpose  by  the  Governor 
in  pursuance  of  a  law  passed  at 
the  last  session  of  the  Legislature. 
The  purity,  prices,  methods  of 
production,  distribution  and  con¬ 
sumption  are  all  to  be  made  the 
subject  of  inquiry  and  study  bv 
this  body. 

Ezra  Tuttle,  Eastport,  L.  I., 
is  one  of  the  members.  William 
C.  Barry,  a  member  of  a  big  nur¬ 
sery  company  at  Rochester,  N.  Y., 
was  appointed,  but  for  business 
reasons  declined  to  serve. 

Wholesale  grocers  are  pointing 
out  that  as  a  result  of  the  recent 
investigation  of  similar  questions 
in  Connecticut  the  jobbers  were 
exonerated  from  responsibility  for 
high  prices  of  food.  They  say 
that  the  investigation  in  this  State 
will  without  doubt  lead  to  a  simi¬ 
lar  conclusion  on  the  price  ques¬ 
tion. 

Manufacturers  and  retailers  are 
also  positive  that  no  blame  can  be 
put  on  them  for  high  prices,  so 
there  will  be  some  curiosity  to  see 
where,  if  anywhere,  the  commis¬ 
sion  will  place  the  responsibility. 
It  is  supposed  that  this  will  be  one 
of  the  subjects  to  receive  much 
attention  and  another  will  be  that 
of  the  purity  of  various  foods. 

A  prominent  retailer  in  speak¬ 
ing  of  the  coming  investigation 
said  that  without  doubt  the  asso¬ 
ciations  of  wholesalers  will  have 
counsel  to  look  after  their  inter¬ 
est,  as  far  as  may  be,  at  the  in¬ 
quiry  and  the  organizations  of  re¬ 
tailers  should  do  the  same. 

*  *  * 

It  appears  that  some  jobbers 
have  permitted,  at  least  tacitly, 
their  salesmen  to  accept  prizes 
and  premiums  from  manufactur¬ 
ers.  The  New  York  Wholesale 
Grocers’  Association,  through 
Secretary  Gray,  has  sent  out  a 
couple  of  notices  warning  their , 


Control 
Being 
Large 
"Unfair” 


members  against  tolerating  any 
practice  of  the  kind. 

In  his  latest  letter  the  secretary 
points  out  that  if  a  jobber  allows 
his  salesmen  to  accept  any  favors 
of  the  kind  mentioned  then  he 
practically  places  them  in  the  pay 
of  the  manufacturers  who  extend 
the  favors.  The  jobber  whose 
salesmen  are  thus  subsidized  can¬ 
not  expect  equitable  treatment 
from  other  manufacturers  in  the 
same  line,  for  they  know  that  his 
salesmen  are  putting  forth  special 
efforts  for  the  companies  that  pay 
the  premiums  or  hand  out  the 
prizes. 

The  practice  is  contrary  to  the 
by-laws  of  the  association.  It  is 
against  the  law  of  the  State  to 
subsidize  a  salesman  without  the 
consent  of  his  firm,  so  it  is  as¬ 
sumed  that  in  the  various  cases 
that  have  become  commonly 
known  the  jobbers  have  given 
their  consent. 

If  a  manufacturer  has  anything 
to  give  away,  it  is  suggested,  he 
should  give  it  direct  to  the  jobbers 
who  distribute  his  product. 

Phonographs  and  other  articles 
have  been  sent  to  the  salesmen’s 
houses,  it  is  said,  in  order  to  win 
their  special  support.  This  stimu¬ 
lus  has  resulted  in  some  lively 
pushing  of  the  products  of  certain 
specialty  manufacturers.  The  big 
sales  that  resulted  pleased  the 
jobbers,  too,  and  this  inclined 
them  to  wink  at  the  practice, 
without  taking  into  account  all  of 
the  consequences,  it  is  said. 

*  *  * 

A  number  of  small  retail  gro¬ 
cers,  especially  in  Italian  districts, 
have  been  made  victims  of  the 
operations  of  the  Black  Hand. 
Two  bombs  were  exploded  early 
Wednesday  morning  ir»  grocery 
stores.  One  blew  to  pieces  the 
front  of  the  grocery  and  fruit 
store  of  Charles  Romo,  on  Lex¬ 
ington  avenue,  near  58th  street, 
and  the  explosion  shook  the  win¬ 
dows  of  big  hotels  over  in  Broad¬ 
way  and  caused  some  excitement 
in  the  fashionable  Fifth  avenue 
district.  Romo  had  received  let¬ 


ters  demanding  money  and  had 
paid  no  attention  to  them.  The 
other  bomb,  exploded  on  the 
same  morning,  broke  up  the  front 
of  Antonio  Capace’s  grocery  store 
at  232  East  29th  street.  He  de¬ 
nied  that  he  had  received  any 
Black  Hand  letters. 

Bomb  outrages  of  this  character 
have  been  more  numerous  in  the 
last  month  than  ever  before  in 
this  city.  Quite  often  the  vic¬ 
tims,  especially  if  they  are  Itali¬ 
ans,  appear  to  be  afraid  to  give 
the  police  information  that  would 
assist  in  the  work  of  running 
down  the  gangs  responsible  for 
these  crimes. 

*  *  * 

Up  went  the  wholesale  prices 
of  some  of  the  popular  brands  of 
cigarettes  this  week.  The  Ameri¬ 
can  Tobacco  Co.  put  up  the  prices 
50  cents  a  thousand  on  five 
brands. 

The  retail  prices  of  some  of 
these  brands  has  been  15  cents  a 
package  in  hotels  and  cafes,  but 
there  has  been  cutting  by  inde¬ 
pendent  dealers  to  13  and  even  to 
10  cents.  It  is  suggested  that  the 
increase  in  the  wholesale  price 
may  stiffen  the  retail  prices  or  at 
least  bring  the  average  up  closer 
to  15  cents. 

Some  of  the  independent  deal¬ 
ers  complain  that  the  increase 
was  aimed  at  them  so  as  to  make 
it  impossible  for  them  to  keep  up 
the  popular  price  of  10  cents  per 
package. 

*  *  * 

Retailers  have  generally  marked 
up  granulated  sugar  a  little  be¬ 
cause  of  the  recent  advances  in 
the  wholesale  prices.  Many  stores 
sell  in  packages  of  y/2  pounds 
and  have  put  up  the  prices  of 
the  packages  from  18  or  19  to  21 
cents,  and  this  is  about  the  rate  of 
the  general  advance. 

One  of  the  daily  papers  an¬ 
nounced  that  sugar  is  up  in  price 
and  said  that  the  wholesale  price 
of  coffee  is  also  up,  but  the  retail 
price  would  not  go  up  because  of 
the  practice  of  selling  coffee  at 
fixed  prices.  The  idea  that  fixed 
prices  will  keep  down  the  prices 
of  coffee  generally,  regardless  of 
wholesale  figures,  wil  be  news  to 
the  retailers. 

*  *  * 

The  tea  trade  has  been  notified 
of  the  rejection  of  50,000  pounds 
of  Chinese  green  teas  at  San 
Francisco  and  the  appeal  of  the 
Chicago  importers  to  the  Board 


of  United  States  General  Apprais¬ 
ers.  The  general  opinion  seems 
to  be  that  the  protest  will  be  in¬ 
effective. 

Local  brokers  are  discussing 
the  course  of  the  San  Francisco 
authorities  in  holding  up  black 
teas  for  examination  as  to  colors. 
It  is  declared  that  this  is  un¬ 
necessary,  as  black  teas  are  not 
colored  and  the  new  regulation  is 
aimed  at  the  colored  green  teas. 
It  is  also  said  that  the  Western 
importers  have  probably  made 
representations  which  led  the  au¬ 
thorities  to  hold  up  and  delay 
black  teas  on  its  way  East,  and 
did  so  in  revenge  because  the 
Eastern  men  took  a  determined 
position  against  the  admission  of 
colored  green  teas.  The  brokers 
here  say  that  the  holding  up  of 
black  tea  is  simply  a  cause  of  de¬ 
lay  and  annoyance,  and  that  there 
is  no  valid  reason  for  it. 

The  Tea  Association  of  New 
York  this  week  made  public  the 
letters  which  it  sent  to  the  Treas¬ 
ury  Department  as  follows: — 

THE  TEA  ASSOCIATION  OF  NEW  YORK, 

90-96  Wall  street. 

New  York,  August  22,  1911. 
Hon.  T.  M.  Halstead,  Chief,  Divi¬ 
sion  of  Customs,  Washington, 
D.  C. 

Sir: — Referring  to  your  com¬ 
munication  of  the  19th  inst..  relative 
to  the  proper  exclusion  of  colored 
teas,  this  association  now  desires  to 
draw  your  attention  to  the  enclosed 
public  circulars  from  responsible 
firms  in  China,  all  testifying  to  the 
fact  that  a  very  large  amount  of 
colored  green  tea  has  been  placed 
upon  the  Shanghai  market  for  sale. 

If  this  tea  is  shipped  to  the  United 
States  and  admitted  for  consump¬ 
tion  the  Chinamen  will  continue  to 
prepare  colored  green  tea.  It  is  ob¬ 
vious  that  such  an  outcome  would 
be  most  unfortunate  and  would  de¬ 
bar  from  the  green  tea  trade  those 
who  wish  to  conform  to  the  United 
States  requirements  in  this  respect. 

It  is  difficult  to  detect  coloring 
matter  with  the  naked  eye  when 
present  in  small  quantities,  and  it  is 
impossible  to  state  with  any  certi¬ 
tude  which  port  of  entry  the  teas 
described  will  be  offered  for  exami¬ 
nation.  For  these  reasons  we  sub¬ 
mit  for  your  consideration  the  sug¬ 
gestion  that  all  tea  examiners  should 
be  instructed  to  have  a  percentage 
of  every  invoice  of  green  teas,  in¬ 
cluding  Country  Greens,  Foochows 
and  Pingsueys.  chemically  examined 
for  “color"  or  “facing." 

The  more  open  leaf  teas  absorb 
and  retain  the  greatest  amount  of 
“coloring"  or  “facing"  matter,  and 
for  this  reason  would  offer  the 
readiest  test  as  to  the  presence  of 
such  adulterants.  The  foreign  mat¬ 
ter  usually  present  in  green  teas  are 
Prussian  blue,  indigo  talc  and  gyp¬ 
sum. 

We  attach  a  copy  of  analysis  (of 
a  number  of  teas  selected  at  ran¬ 
dom)  made  by  Shanghai  Municipal 
Laboratory  and  signed  by  Mr.  Ar¬ 
thur  Stanley,  Health  Officer.  i 
There  is  practically  no  market  for 
Pingsueys  and  Foochows,  except  the 
United  States,  and  strenuous  efforts 
will  be  made  to  secure  their  entry 
into  this  country. 
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If  there  are  questions  which  re¬ 
quire  explanation,  a  committee  from 
this  association  will  be  glad  to  per¬ 
sonally  wait  upon  you. 

Might  we  .ask  you  to  kindly  in¬ 
form  us  what  decision  the  Depart¬ 
ment  reaches  in  this  matter,  so  that 
our  members  may  be  properly  ad¬ 
vised  for  their  future  guidance? 

Respectfully  submitted, 

W.  J.  Buttfield, 
President. 

treasury  department. 
Washington,  D.  C.,  Aug.  25,  1911. 

Mr.  W.  J.  Buttfield,  President  Tea 
Association  of  New  York,  90 
Wall  street,  New  York,  N.  Y. 

Sir: — Referring  to  your  letter  of 
the  22d  and  telegram  of  the  24th 
inst.,  concerning  the  suspected  in¬ 
tention  to  ship  large  quantities  of 
(olored  green  tea.  now  at  Shanghai, 
China,  to  the  United  States,  I  have 
to  inform  you  that  it  has  been  sug¬ 
gested  to  collectors  and  customs 
within  whose  districts  tea  examiners 
are  stationed,  to  submit  samples  of 
all  importations  from  China  of 
green  tea  to  chemical  analysis,  with 
the  view  of  ascertaining  whether  or 
not  such  teas  are  colored  or  faced. 

Respectfully, 

A.  Piatt  Andrew, 

Assistant  Secretary. 

*  *  * 

A  decision  was  handed  down 
his  week  in  the  case  brought  by 
he  James  Van  Dyk  Co.  and  the 
lobert  B.  Reilly  Co.  against  the 
\  V.  Reilly  Co.  The  suit  was 
tased  on  charges  of  unfair  com¬ 
petition. 

The  decision  handed  down  by 
ustice  Lehman,  of  the  Supreme 
'ourt,  is  in  favor  of  the  plaintiffs 
,nd  holds  that  the  exclusive  right 
o  the  trade  names  “Reilly’s  Teas’’ 
md  “Reilly’s  Coffees”  reside  in 
he  Van  Dyk  Co.  as  the  lessee 
md  the  Robert  B.  Reilly  Co.  as 
he  owner.  The  Van  Dyk  Co. 
iperates  a  chain  of  100  stores  in 
7  cities. 

The  co-defendants  in  the  F.  V. 
Reilly  Tea  Co.  are  Herbert  St. 
Hair  Heroy  and  Herbert  Os- 
jorne.  The  decision  is  drastic  in 
prohibiting  the  corporation  and 
:he  co-defendants  from  using  the 
lame  Reilly  in  any  way  that 
night  mislead  the  public  into  sup¬ 
posing  that  this  was  the  old  or 
original  Reilly  Co.  If  the  name 
is  used  at  all,  it  must  be  accom¬ 
panied  by  the  date  of  the  incor¬ 
poration  of  the  new  company. 

The  defendants  are  enjoined 
from  representing  themselves  as 
former  employees  of  the  Robert 
B.  Reilly  Co.  unless  they  accom¬ 
pany  that  representation  with  ex¬ 
planation  that  they  are  entirely 
distinct  from  the  old  company  and 
its  successors. 

The  decision  especially  prohib¬ 
its  the  defendants  from  using 
signs  that  might  mislead  the  pub¬ 
lic. 

A  referee  was  appointed  to  take 

k... 


evidence  as  to  past  damages  sus¬ 
tained  by  the  plaintiffs. 

*  *  * 

There  has  been  a  big  slump  in 
the  prices  of  California  green 
fruits,  especially  peaches  and 
pears,  which  are  being  sold  in 
large  quantities  at  unusually  low 
prices.  The  sales  are  being 
pushed  through  street  peddlers 
with  carts  and  wagons  and  in  the 
public  markets. 

Other  fruits,  including  plums 
from  other  parts  of  the  country, 
have  also  been  selling  much  be¬ 
low  the  usual  prices  even  for  this 
time  of  year. 

Summarized  Market  Con¬ 
ditions. 

Spot  coffee  has  been  irregular 
during  the  week.  The  demand 
from  the  country  has  not  im¬ 
proved  much  and  brokers  who 
looked  for  increased  activity  as  a 
result  of  the  advances  in  options 
have  been  disappointed.  There  is 
some  talk  of  concessions  on  Bra¬ 
zils.  Mild  grades,  especially 
washed  coffees,  are  the  most  ac¬ 
tive  at  present.  Bogotas  and 
Maracaibos  have  been  moving 
somewhat  better  than  other  varie¬ 
ties. 

Refined  sugar  has  been  ad¬ 
vancing  because  of  the  conditions 
in  raws  and  in  beets.  The  Ameri¬ 
can  put  up  the  price  of  standard 
granulated  sugar  to  6.15  cents, 
less  2  per  cent.  Other  refineries 
ask  6.25  cents,  less  2  per  cent. 
Withdrawals  on  contracts  are  ac¬ 
tive  and  all  of  the  refineries  are 
behind  in  their  orders.  It  is  sug¬ 
gested  that  the  higher  prices  may 
curtail  consumption,  especially 
for  preserving  purposes.  But 
cheap  fruit  more  than  offsets  the 
advance  in  sugar. 

Steady  conditions  prevail  in  the 
tea  trade.  It  appears  that  there 
is  little  or  no  speculative  activity 
and  the  buying  is  by  distributers 
for  actual  consumption.  Any  im¬ 
provement  in  the  market  must 
apparently  come  from  the  legiti¬ 
mate  demand.  Prices  are  firm, 
and  because  of  the  Government’s 
action  in  holding  up  cargoes  of 
green  teas,  brokers  are  talking  of 
higher  levels  of  prices.  It  is  sug¬ 
gested  that  rejections  of  Chinese 
teas  because  of  the  presence  of 
coloring  material  must  divert 
considerable  demand  to  black 
teas.  The  reported  action  of  the 
collector  at  San  Francisco  in  hold¬ 
ing  up  black  teas  for  examination 


They  Wanted  Jell-O 

Children  should  not  be  forced 
to  eat  what  they  actually  dislike. 
Grown-ups  wouldn’t  stand  it. 
Anything  distasteful  has  a  dis¬ 
turbing  influence  on  the  digestive 
processes  and  is  harmful  to  health. 
The  old  notion  that  the  less  pala¬ 
table  your  dinner  might  be  the  bet¬ 
ter  it  was  for  you,  no  longer  exists. 


is  good  for  the  children,  and  they 
all  like  it. 

Every  mother  recognizes  this  fact,  and  the  children  get  Jell-O  now 
instead  of  heavy  desserts  that  often  cause  trouble. 

Seven  delicious  Jell-O  flavors. 


THE  GENESEE  PURE  FOOD  CO., 
Le  Roy,  N.  Y.,  and  Bridgeburg,  Can. 

The  name  Jell-0  is  on  every  package  in  big  red  letters. 

If  it  isn’t  there,  it  isn’t  Jell-O 


John  Scott  &  Co. 

INCORPORATED 

PHILADELPHIA 

WHOLESALE  GROCERS 

and  Direct  Importers  •! 

Ceylon  and  Assam  Teas 

These  Teas  are  becoming 
more  popular  every  day. 

*Our  prices  are  always  correct’* 


The  One  Pure  Sugar  Syrup 

Lyle'*  Golden  Syrup— perfectly 
clear,  *  beautiful  golden  color,  so 
neatral  micro-organlama  can’t  lira 
la  it.  Abiolntely  fra*  front  preser¬ 
vative*.  A  product  which  every  *a« 
kttPs  buying.  If  you  want  to  please 
your  trade  tell  them  about  it. 

26*  PROFIT 

Sara  *al*a  and  pleated  cuatomen. 

H.  Kellogg  &  Sons 

Philadelphia 


Increase  Your  Sales  of 

BAKER’S 
Cocoa  and 
Chocolate 

ANY  GROCER  who 
handles  our  prepa¬ 
rations  can  have  a 
beautifully  illustra¬ 
ted  booklet  of  choc¬ 
olate  and  cocoa 
recipes  sent  with 
his  compliments  to 
his  customers  en¬ 
tirely  free  of  charge. 

Ask  our  salesman 
or  write 

Walter  Baker  &  Co.  Ltd. 

DORCHESTER,  MASS. 
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is  the  cause  of  much  discussion 
among  the  brokers  here. 

The  market  for  canned  toma¬ 
toes  became  a  little  stronger  dur¬ 
ing  the  week.  Local  jobbers  do 
not  attach  special  importance,  as 
yet  at  least,  to  the  bullish  reports 
from  Maryland  of  injuries  to  the 
crop  by  the  wet  spell.  Sales  are 
made  between  80  and  85  cents  for 
No.  3s  at  the  factory,  indicating 
wide  variations  in  views  as  to  val¬ 
ues.  Some  packers  refuse  to  book 
any  orders  for  less  than  823/2  cents 
and  others  will  accept  nothing 
less  than  85  cents,  yet  sales  have 
been  made  by  a  few  packers  at  80 
cents.  Corn  is  quiet  but  steady. 
Maryland  corn,  Maine  style, 
ranges  from  6734  to  723/2  cents, 
being  governed  largely  by  differ¬ 
ences  in  quality.  There  is  a 
steady  demand  for  peas  and  a 
light  demand  for  beans. 

There  is  not  much  activity  in 
canned  fruits.  Buyers  are  unwil¬ 
ling,  as  a  rule,  to  pay  the  prices 
asked  for  State  gallon  apples,  as 
the  prospects  are  for  a  large  crop. 
Southern  peaches  are  offered 
only  in  light  quantities  at  fairly 
strong  prices.  There  has  been 
some  pressure  to  sell  Maine  blue¬ 
berries. 

Dried  prunes  are  firmer,  owing 
to  coast  developments.  The  spot 
stock  is  small  and  held  firmly,  al¬ 
though  there  is  not  much  of  a  de¬ 
mand  at  present.  Local  buyers 
are  not  taking  much  interest  in 
forward  shipment  offerings  of 
dried  peaches  and  apricots,  al¬ 
though  the  packers  have  in  the 
last  week  manifested  a  disposi¬ 
tion  to  meet  the  views  of  buyers 
on  prices.  There  is  little  business 
in  California  dried  raisins. 

The  demand  for  both  canned 
and  dried  fruits  is  affected  by  the 
recent  slump  in  the  prices  of 
green  fruits  from  the  coast. 

Flour,  after  going  up,  dropped 
a  little  this  week  and  buyers 
could  get  spring  wheat  patents  in 
wood  at  $5.25  a  barrel.  Some 
millers  held  out  for  $5.35,  but  the 
buyers  can  get  all  of  the  supplies 
they  desire,  except  in  two  or 
three  brands,  for  the  lower  figure. 
The  buyers  have  been  placing 
orders  cautiously,  however,  and 
are  not  inclined  to  buy  ahead  even 
at  the  lower  price.  They  have 
been  following  a  waiting  policy 
for  months  and  do  not  seem  in¬ 
clined  to  change  from  that  atti¬ 
tude. 

(Continued  on  page  20.) 


J.  B.  Losey,  of  Somerville, 
N.  J.,  sends  in  a  couple  of  his 
local  newspapers  each  containing 
his  advertisement.  Both  filled  a 
space  five  inches  deep  across  two 
columns,  and  both  appear  below 
much  reduced : — 


Both  of  the  newspapers  which 
contained  these  advertisements 
were  inclined  to  be  sloppy  in  their 
general  get-up.  In  the  advertise¬ 
ment  headed  “Meats  and  Poultry" 


notice  the  poor  way  in  which  the 
border  joins  at  the  corners  and 
also  the  open  joints  in  the  line  of 
rule  under  the  heading.  All  that 
is  sloppy  printing.  In  the  other 
advertisement  note  where  the 
spaces  between  the  words  of  the 


display  lines  at  the  bottom, 
“Royal  Blend,"  etc.,  have  come  up 
and  show.  Also  in  the  address  at 
the  extreme  bottom.  That  sort 
of  thing  makes  a  careful  printer 


writhe  in  his  clothes,  and  it  ought 
to  produce  the  same  effect  on  an 
advertiser  whose  advertisement  is 
marred  in  that  way. 

*  *  * 

Outside  of  thesedefects  it  seems 
to  me  as  if  these  advertisements 
could  have  been  displayed  more 
tastefully.  Not  the  slightest  at¬ 
tempt  has  been  made  to  give  them 
distinction.  Put  this  same  copy 
in  the  hands  of  a  capable  printer 
who  would  take  some  pains  and 
it  would  look  nothing  like  what 

these  newspapers  have  produced. 
*  *  * 

So  much  for  the  typographical 
features  of  these  advertisements. 
The  text  of  both  of  them  is  good, 
but  I  don't  like  the  heads  of 
either.  Both  are  commonplace. 
"Meats  and  Poultry"  is  about  as 
tame  as  anything  could  be. 
"Tender  Lambs  From  Nearby 
Farms”  would  have  been  better. 
Or  “You  Should  See  These  Spring 
Chickens.”  For  the  other  adver¬ 
tisement  “Give  Me  the  Same” 
would  have  made  a  snappy  head, 
setting  it  in  quotation  marks. 
Or,  "He  Knew  Where  to  Get  It.” 
Or  “Wanted  It  on  the  Farm. 
Too."  Don't  lose  sight  of  the 
fact  that  the  heading  is  the  first 
thing  the  eye  sees.  If  it  attracts, 
the  reader  will  probably  pass  on 
to  the  balance.  If  it  does  not  at¬ 
tract,  the  eye  will  almost  certainly 
never  get  any  further. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 

Apples  are  coming  steadily  for¬ 
ward  and  the  price  ranges  from 
50  cents  per  basket  for  blush 
apples  down. 


Meats  and  Poultry 


We  are  having  and  cutting  some  very 
choice  Jersey  Lambs  these  days  that  come 
direct  from  our  farmer  friends,  and  they  are 
certainly  good  eating — the  meat  is  sweet  and 
pdec  ^  ^e^s’  R°asts>  Chops  and  Stewing 

POULTRY — We  have  some  of  the 
largest,  fattest  Spring  Chickens  we  have  had 
this  Summer,  2  1-2  to  3  pounds  each,  extra 
good.  25c  a  pound.  Some  very  choic  year- 
ling  Fowls.  18c  a  pound  Yours  for  good 
Meats  and  Poultry. 


J.  B.  LOSEY 

Depot  Square  SOMERVILLE,  N.  J. 


GOOD  COFFEE 


A  customer  of  ours  came  into  our  store  a  day 
or  so  ago  and  said  he  wanted  five  pounds  of  good 
Coffee.  We  askfd  him  what  kind — he  said,  "the  kind 
we  always  use  at  our  house 

ROYAL  BLEND 

I  want  it  ground  and  put  into  a  tin  can,  as  I  intend 
to  take  it  down  to  Old  Virginia  with  me  where  I  am 
going  to  spend  two  weeks  on  my  farm.”  So  you  see 
he  knew  what  kind  of  Coffee  was  good  and  where  to 
get  it. 

Royal  iBlend  is  Good  Coffee  Every  Time  and  the 
Price  is  28c  a  Pound 


J.  B.  LOSEY 

Depot  Square  SOMERVILLE,  N.  ]. 
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Here’s  How  We  Induce  Your 
Customers  to  Buy  Shaker  Salt 


In  all  our  advertising  this  year  we  offer  to  users  of  Shaker  Salt  a  genuine  cut-glass  shaker  for 
two  trade-marks  cut  from  the  Shaker  boxes  and  ten  two-cent  stamps.  See  big  circular  enclosed.  Many 
thousands  of  women  are  sending  for  these  shakers  every  month — buying  Shaker  Salt  to  get  them,  too! 


SPECIAL  OFFER 


Now  we  want  to  connect  up  your  store  with  our  advertising.  You  help  us,  we’ll  help  you. 
That’s  team  work.  On  receipt  of  your  order  for  two  cases  (24  cans  retailing  at  10  cents  in  each  case) 
for  Shaker  Salt  at  $1.60  per  case,  we  will  send  you,  carriage  prepaid,  two  of  our  genuine  imported 
cut-glass  salt  shakers  free,  on  condition  that  you  use  them  in  your  store  or  in  your  window  in  making 
a  display  in  connection  with  Shaker  Salt.  These  shakers  have  cut-glass  caps — no  metal  of  any  kind. 

With  each  order  we  will  also  send  one  of  our  beautiful  seven-color,  four-piece  window  trims. 
You  can  make  a  most  attractive  window  display  by  putting  in  the  window  trim  and  placing  some 
Shaker  Salt  with  the  cut-glass  salt  shakers  in  the  window.  After  you  have  made  the  display  the 
shakers  are  yours. 

Hundreds  of  grocers  who  have  used  this  window  display  have  told  us  of  their  greatly  increased 
sales  as  a  result. 

We  will  send  you  besides  a  neatly  printed  poster  calling  attention  to  our  offer  that  will  catch  the 
eye  of  every  woman  passing  your  window.  It  means  money  in  your  till  to  co-operate  with  our  adver¬ 
tising,  because  we  help  you  to  sell  Shaker  Salt  and  Shaker  Salt  pays  you  a  profit  of  50  per  cent. 
Send  your  order  to  us  to-day. 


DIAMOMD  CRYSTAL  SALT  CO.,  ST.  CLAIR,  MICH 


Manufacturers  of  the  Purest  Salt  in  the  World 


CUT  OUT  THIS  SPECIAL,  COUPON 


With  two  cases  of  SHAKER  SALT  {24  cans  retailing  at  10c.  each,  $1.60 
fie r  case)  also  shifi  me  two  genuine  all  cut-glass  salt  shakers  FREE. 


Name . 

Address  . . 

My  Jobbed  s  Name . 

rk  X  in  □  if  you  wish  free  seven-color  window  display, 


Mail  Coupon  to 
Diamond  Crystal 
Salt  Co.,  St.  Clair, 
Mich.  ::  ::  :: 


mjTi21?CARB0NATt0f:  MciNLr'£| 
“MMOND  CRYSTALS  Ay 

-  *T  CLAIR.  MICH.  U-S'  , 
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CXVIII. — Customs  of  the  Trade  and  How  They  Affect  Business  Contracts. 


As  is  generally  known,  every 
trade  has  its  customs — there 
are  hundreds  of  them  in 
every  day  use — and  they  figure 
to  a  very  important  degree  in 
dealings  between  business  men  in 
their  respective  lines.  How  far 
are  they  legal,  what  is  their  rela¬ 
tion  to  contracts  on  the  same  sub¬ 
jects,  and  how  far  may  a  man 
take  advantage  of  them  or  is  he 
bound  by  them? 

A  custom  or  usage  of  the  trade 
is  a  particular,  long-established 
method  of  dealing  as  to  certain 
things.  It  may  be  established  at 
a  certain  place,  or  in  a  certain 
trade,  or  between  certain  classes 
of  men,  but  it  must  be  reasonable 
and  not  in  violation  of  law.  Such 
a  custom  acquires  legal  binding 
force  because  business  men  are 
supposed  to  have  it  in  their  minds 
when  they  make  contracts.  If, 
for  example,  there  is  a  custom 
that  a  ton  of  a  certain  commodity 
means  1,500  pounds  of  it,  and  two 
men  who  have  done  business  for 
years  in  that  community  make  a 
contract  for  so  many  tons  of  the 
particular  commodity,  neither  one 
of  them  will  be  allowed  to  claim 
that  he  should  get  tons  of  2,000 
pounds.  Both  will  be  considered 
as  having  had  tons  of  1,500 
pounds  in  mind  when  they  con¬ 
tracted. 

The  test  in  most  cases  is 
whether  both  parties  knew  of  the 
custom,  or  whether  it  had  come  to 
be  so  generally  used  that  they 
should  have  known  of  it.  In  con¬ 
tracts  covering  insurance  matters, 
or  where  persons  are  dealing  at  a 
particular  place,  or  where  persons 
deal  with  banks  in  negotiating 
bills  or  notes,  it  makes  no  differ¬ 
ence  whether  they  knew  of  the 
custom  or  not.  If  it  actually  ex¬ 
isted,  they  are  bound  by  it.  In 
other  matters,  however,  where  a 
contract  is  made  and  one  party 
tries  to  read  a  custom  of  the  trade 


into  it,  the  other  party  can  plead 
that  he  knew  nothing  about  it, 
and  didn’t  contract  with  it  in 
mind.  If  he  can  convince  the 
court  of  that  the  custom  of  the 
trade  will  not  be  enforced  against 
him.  This  particularly  applies  to 
local  customs.  A  large  number 
of  places  throughout  the  United 
States  have  their  own  little  cus¬ 
toms  of  the  trade,  but  they  will 
not  be  binding  except  on  persons 
who  live  there,  or  outsiders  who 
actually  know  of  them. 

For  instance,  there  is  a  custom 
of  the  trade  in  the  vicinity  of 
Galveston,  Texas,  that  the  whole¬ 
sale  salesmen  of  a  certain  line  are 
not  to  complete  sales  without 
consulting  their  houses.  They 
are  allowed  only  to  take  orders 
subject  to  approval.  In  one  case 
a  salesman  made  a  completed  sale 
and  his  employer  tried  to  get  out 
of  it  by  pleading  the  custom  of 
the  trade.  The  buyer  proved  that 
he  knew  nothing  of  the  custom, 
however,  and  the  court  held  that 
it  could  not  be  enforced  against 
him.  The  sale  therefore  stood. 

In  Alabama  there  is  a  .custom 
that  retailers  shall  not  pay  travel¬ 
ing  salesmen  for  goods  bought, 
but  shall  remit  direct  to  the 
house.  In  one  case  a  retailer  paid 
a  salesman,  who  converted  the 
money  to  his  own  use.  The 
saleman’s  employer  tried  to  col¬ 
lect  the  debt  from  the  retailer 
again,  on  the  ground  of  the  cus¬ 
tom  not  to  pay  salesmen.  The 
retailer  plead  that  he  knew  noth¬ 
ing  of  the  custom  and  his  defense 
won. 

In  another  interesting  case  a 
clerk  from  time  to  time  took 
goods  from  his  employer’s  stock 
for  his  own  use.  His  employer 
asked  him  to  pay  the  full  retail 
price  for  them,  stating  that  it  was 
the  invariable  custom  of  mer¬ 
chants  of  that  vicinity  to  refuse 
to  give  clerks  discounts.  The 


clerk  plead  that  he  knew  of  no 
such  custom,  but  did  know  of  an 
even  more  general  custom  to  give 
clerks  wholesale  rates.  The  court 
held  that  before  the  employer 
could  collect  full  prices  he  must 
show  that  the  clerk  knew  of  this 
special  local  custom,  the  other 
custom  of  giving  clerks  discounts 
being  the  more  general. 

All  the  above  are  cases  where 
one  party  to  a  contract  has  sought 
to  burden  the  other  party  with 
some  custom  of  the  trade  which 
the  contract  did  not  mention,  but 
which  it  was  desired  to  read  into 
it.  The  principle  is  the  same 
where  one  party  to  a  contract 
tries  to  gain  the  benefit  of  a 
favorable  custom.  For  instance 
not  long  ago  a  Western  packer 
contracted  with  a  Pennsylvania 
broker  to  obtain  orders  for  him 
in  Pennsylvania.  The  broker  ob¬ 
tained  orders  for  5,000  cases  of 
goods,  only  3,000  of  which,  by 
reason  of  short  pack,  were  de¬ 
livered.  The  law  of  brokerage  is 
that  the  broker  is  entitled  to  his 
commission  the  minute  orders  are 
obtained  and  accepted,  whether 
the  goods  are  delivered  or  not. 
The  broker  demanded  commis¬ 
sion  on  the  entire  5,000  cases,  but 
the  packer  refused  to  pay  commis¬ 
sion  on  more  than  3,000,  pleading 
that  there  was  a  custom  of  the 
trade  in  Pennsylvania  by  which 
brokers  did  not  charge  brokerage 
except  on  goods  actually  deliv¬ 
ered.  At  the  trial  it  developed 
that  while  this  custom  did  exist, 
the  packer  did  not  know  of  it 
when  he  made  his  contract  with 
the  broker.  For  this  reason  the 
court  denied  him  the  benefit  of  it. 
and  the  broker  recovered  his  com¬ 
missions  on  the  full  5,000  cases. 

Frequently  an  individual  con¬ 
cern  will  have  established  a  cus¬ 
tom  of  its  own.  This,  while  not  a 
custom  “of  the  trade,”  will  be 
binding  on  everybody  who  by 


long-continued  dealings  or  in  any 
other  way  has  become  acquainted 
with  it,  but  not  on  any  one  else. 
For  instance,  a  Wisconsin  manu¬ 
facturing  concern  hired  a  new  em¬ 
ployee  and  kept  back  part  of  his 
wages  in  connection  with  an  in¬ 
surance  scheme  of  its  own.  The 
employee  objected  and  took  it 
to  court.  The  manufacturer  plead 
that  this  had  been  his  custom  for 
years,  but  there  was  no  evidence 
that  this  particular  employee  had 
ever  heard  of  it,  so  the  custom 
was  set  aside. 

A  seller  of  a  machine  tried  to 
limit  the  scope  of  the  implied  war¬ 
ranty  which  would  ordinarily 
have  gone  with  his  machine  by 
the  plea  that  for  years  it  had  been 
his  custom  that  the  warranty 
should  mean  only  so  much.  A 
buyer  of  the  machine  who  thought 
the  warranty  should  mean  what 
implied  warranties  usually  mean 
with  such  machines,  sued  him  and 
got  a  verdict,  as  the  seller  could 
not  prove  that  this  buyer  knew 
anything  about  the  limitation  of 
the  warranty. 

Where  the  parties  to  a  contract 
cannot  agree  what  it  means,  and 
the  matter  gets  to  court,  the 
question  whether  there  is  a  cus¬ 
tom  of  the  trade  bearing  on  the 
disputed  portions  is  always  im¬ 
portant.  An  obscure  meaning  in 
a  contract  has  thousands  of  times 
been  illuminated  by  applying  a 
custom  of  the  trade  to  it.  For 
instance,  in  a  Colorado  case  the 
parties  to  a  wholesale  hat  con¬ 
tract  could  not  agree  as  to  what 
the  words  “for  the  season”  meant. 
The  court  admitted  evidence  that 
there  was  a  custom  of  the  hat 
trade  that  the  season  should  begin 
December  1st  and  thus  made  the 
agreement  clear.  In  the  same 
way  the  courts  will  allow  evi¬ 
dence  of  a  custom  of  the  trade  to 
show  that  a  contract  does  not 
mean  what  it  seems  to.  This 
often  leads  to  peculiar  results. 
In  one  case  a  contract  called  for 
“a  thousand,”  and  one  of  the 
parties  was  allowed  to  show  that 
there  was  a  custom  that  1,000 
should  mean  1,200.  So  in  a  Texas 
case,  a  custom  was  upheld  that  a 
carload  of  a  given  commodity 
should  be  held  to  be  25,000 
pounds,  no  matter  what  its  actual 
weight  might  be. 

So  there  are  many  other  cases 
in  which  contracts  using  various 
terms,  the  meaning  of  which  was 
disputed,  have  been  decided  on 
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ie  principle  that  there  was  a  cus- 
>m  of  the  trade  that  the  terms 
nould  have  such  and  such  a 
leaning.  For  example,  customs 
f  trade  have  been  invoked  to  ex- 
lain  the  following:  The  meaning 
f  a  receipt,  or  whether  a  trans- 
ction  was  a  sale  or  a  hire,  or  the 
leaning  of  “a  bag  of  oats,”  “car- 
>ad,”  “cash  basis,”  “immediate 
elivery,”  “merchantable  order,” 
pound,”  “old  style  tin  roofing,” 
wall  measure,”  and  so  on. 

( Copyright ,  September,  1911,  by 
Elton  J.  Buckley.) 

Question :  E.  E.  Strevy,  New 
Jbany,  Pa. — Inclosed  find  bor- 
ugh  ordinance  regarding  sale  of 
lost  everything.  Please  tell  me 
you  think  it  is  all  right. 

Answer. — I  assume  that  you 
ant  an  opinion  as  to  whether 
lis  ordinance  is  constitutional, 
should  say  off  hand  that  most  of 
is.  Briefly,  it  makes  it  unlaw- 
fl  to  sell,  expose  for  sale,  or  ex¬ 
lode  firecrackers  or  torpedoes 
rithin  the  limits  of  New  Albany 
trough.  The  fine  is  $5.  I  have 
0  doubt  that  this  portion  of  the 


ordinance  is  sound.  Discharging 
any  musket,  rifle,  pistol  or  other 
firearm  without  the  permission  of 
the  Burgess  is  also  punishable  by  a 
fine  of  $1.  This  section  is  prob¬ 
ably  bad,  as  it  gives  the  Burgess 
too  wide  discretion,  and  really 
makes  him  the  law-making  power 
instead  of  Councils.  A  legislative 
body,  such  as  Borough  Councils, 
is  not  permitted  to  delegate  its 
powers  to  others. 

Note. — Requests  for  informa¬ 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstruction.  Write 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un¬ 
less  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
Editor  "Grocery  World  and  Gen¬ 
eral  Merchant.” 


We  would  be  pleased  to  hare  for  publication  in  this  column  the  ideas  of  our  readers  upon  trade  topics 
being;  understood  that  we  do  not  hold  ourselves  responsible  for  any  views  expressed  therein.  All  com- 
unications  must  be  accompanied  by  the  writer’s  name  and  address  as  an  evidence  of  good  faith,  but  not 
ceisarily  for  publication.  All  inquiries  within  our  power  to  answer  will  also  te  noticed  in  this  department. 


rom  the  Uncle  Sam  Breakfast  Food. 

Omaha,  Neb.,  Aug.  28,  1911. 

'0  the  Editor. 

Dear  Sir: — The  report  of  the 
rovernment  judgment  against 
lis  company,  published  in  the 
Grocery  World  and  General 
lerchant”  of  August  21,  1911,  is 
lisleading  so  far  as  our  action  in 
ie  premises  is  concerned. 

We  briefly  state  our  side: — 

The  label,  against  which  infor- 
lation  was  filed,  was  in  use  two 
ears  ago,  but  about  a  year  ago 
-as  changed  to  meet  the  views  of 
lie  Pure  Food  and  Drug  Depart- 
ient. 

There  were  two  counts  in  the 
aformation  against  us — the  first 
elated  to  constipation ;  the  sec- 
nd  related  to  appendicitis. 

We  so  clearly  showed  that  our 
tatement  was  true  as  regards  the 
econd  that  this  count  was  nollied. 

As  regards  the  first  count,  we 
vere  induced  to  plead  guilty  upon 
'urely  technical  grounds,  which 
vere  that  we  could  not  swear  that 
00  per  cent,  of  parties  using  the 


Uncle  Sam  Breakfast  Food  were 
relieved  or  cured  of  constipation 
within  three  days. 

We  were  willing  to  swear  that 
95  per  cent,  and  more  would  be 
so  relieved. 

We  did  not  plead  that  the  Uncle 
Sam  Breakfast  Food  contained  no 
medicinal  properties,  for  to  do  so 
would  have  been  false  to  facts  and 
experience,  and  in  contradiction 
to  many  authorities.  We  have 
hundreds  of  voluntary  letters  in 
our  possession  which  we  were 
prepared  to  introduce  as  evidence, 
as  well  as  other  evidence  in  sup¬ 
port  of  our  position,  but  on  ac¬ 
count  of  the  technical  plea  did 
not  do  so. 

We  now  see  that  we  made  a 
mistake. 

Respectfully  yours, 

LTncle  Sam  Breakfast  Food 
Company, 

W.  J.  Broatsch,  Treasurer  and 
Manager. 

This  journal  confesses  itself  a 
good  deal  puzzled  at  the  Uncle 
Sam  Co.’s  defense.  If  the  com- 


SKIPPER  SARDINES 

A  GOOD  THING 

SKIPPER  SARDINES  are  the  finest  Norwegian 

Sardines  that  come  to  this  country,  from  a  land 
that  packs  the  finest  Sardines  in  the  world.  Ten¬ 
der,  spicy  little  fish  in  pure  olive  oil  or  tomato 
aauce.  Your  customers  are  sure  to  like  them. 

There  has  never  been  a  Sardine  success  like 
SKIPPER  SARDINES  1  why?  Firet,  because 
of  quality,  of  course,  but  second,  because  we 
guarantee  both  the  sale  and  your  profit 

Angus  Watson  <Ss  Go. 

•OLB  PBOPBIETOBB  U  SkippCt ”  StfCl 

toil  ChMtnut  fitrmmt,  Philadelphia,  Pa. 

Branch  »f  Aasi*  Wstsea  A  Ca„  Newcastle  e»—  Tyaa.  Eaalaed 


25%  Discount 

We  have  a  $300  order,  la 
exchange  (or  advertising,  on 
one  of  the  best  piano  houses 
in  the  country,  which  we  will 
sell  for  cash  at  a  25%  dis¬ 
count. 

Address  L.  S.,  "Grocery 
World  and  General  Mer¬ 
chant,”  927  Arch  Street, 
Philadelphia,  Pa. 


Which  ? 


Which  baking  pow¬ 
der  do  you  feature  ? 
Is  it  a  perfectly  health¬ 
ful  powder  ?  Does  it 
leaven  perfectly? 
Does  it  pay  a  satis¬ 
factory  profit  ? 

If  you  are  featuring 
Rnmfurd  Powderr, 

you  will  answer  a  1 1 
these  questions  by  yes. 
If  it  is  some  other 
powder,  you  cannot 
possibly  answer  all  of 
them  that  way,  though 
you  may  some  of  them. 

Rnmford  Powdm 

are  the  pioneer  phos¬ 
phate  baking  pow¬ 
ders.  They  are  not 
chemical  powders  at 
all,  but  are  composed 
of  ingredients  that  the 
body  needs  in  its  food. 

One  of  the  best 
things  about  them  is 
the  profit  they  pay. 


Rumford  Chemical  Works 

PROVIDENCE,  R.  I. 


SSihh  ■it«r>k....n nsiiwrtfiJJJ!* 
’•11*11111  linn  till Iiunii  iiimii till"'11 

JWXRED  AMD  SOLD  BTTBB 

.WWrORD  CHEMICAL  wo® 
roovii*^® 


FLEISCHMANN’S 

COMPRESSED  YEAST 

HAS  NO  EQUAL 
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pany  can  show  that  its  breakfast 
food  will  exercise  a  curative  in¬ 
fluence  on  95  per  cent,  of  the 
people  using  it,  why  in  Heaven’s 
name  did  it  plead  guilty  and  thus 
admit  that  its  product  had  no 
medicinal  virtues  whatever?  The 
agent's  answer  is  that  the  com¬ 
pany  was  misled  by  the  stupidity 
‘  of  its  lawyer,  but  this  isn’t  stu¬ 
pidity — it  is  insanity. 

*  *  * 

To  Buy  Five  and  Ten  Cent  Groceries. 

Dalmatia,  Pa.,  Aug.  29,  1911. 
To  the  Editor. 

Dear  Sir: — Please  give  the 
names  of  some  wholesale  grocery 
houses  that  sell  5  and  10-cent  gro¬ 
ceries,  as  I  hope  to  start  a  store 
at  above  town. 

Yours  respectfully, 

J.  G.  Bingeman. 

There  is  no  line  of  groceries 
that  jobbers  sell  distinctively  as 
5  and  10-cent  groceries.  If  you 
want  such  a  line  you  should  sim¬ 
ply  select  such  package  goods  al- 
ready  on  the  market  which  can  be 
profitably  retailed  at  a  dime  or 
a  nickel.  These  can  be  added  to 
by  having  other  packages  packed 
for  you  of  a  size  to  allow  the  sale 
at  the  5  and  10-cent  price. 

*  *  * 

Name  for  a  Coffee  Substitute. 

Swarthmore,  Pa.,  Aug.  11,  1911. 
To  the  Editor. 

Dear  Sir  : — I  would  appreciate 
very  much  if  you  would  advise  me 
in  the  following  pure  food  case: 

I  want  to  import  a  German  cof¬ 
fee  substitute,  consisting  merely 
of  toasted  figs  ground  and  pressed 
in  cubes,  which  is  labeled  in  Ger¬ 
many  as  a  Carlsbader  Kaffeeger- 
oiirs,  or  Carlsbad  coffee  spice. 

]  want  to  know  which  one  of 
the  following  names  are  legal  and 
not  violating  either  the  United 
States  pure  food  law  or  that  of 
the  State  of  Pennsylvania.  The 
names  I  have  in  mind  are  -the  fol¬ 
lowing  : — 

Carlsbad  coffee  spice,  mocarom, 
figarom,  fig  coffee,  troma,  cafig, 
figq,  figum,  figus,  gif,  fig  drink. 

You  would  oblige  me  if  you 
would  advise  me  about  the  names 
or  what  to  do. 

Paul  Gf.rstle. 

This  product  cannot  be  sold 
under  American  food  laws  in  any 
vvay  which  involves  the  use  of 
the  word  “coffee,”  unless  it  be 
qualified  by  "imitation,”  or  “cof¬ 
fee  substitute,”  the  word  “sub¬ 
stitute”  being  made  a  part  of  the 
name  and  appearing  as  large  or 
larger  than  the  word  “coffee.” 
All  the  names  you  suggest  which 
contain  the  word  coffee  are  in  the 
writer’s  judgment  illegal.  Any  of 
the  others  could  be  legally  used. 


THE 

STROLLER* 

COLUMN 


Herb’s  a  thing  you  fellows  have 
got  to  settle.  I’ve  settled  it,  at 
least  I’ve  gave  my  opinion,  as 
Bill  Smith  would  say,  but  my 
opinion  don’t  seem  to  be  liked  by 
the  people  most  interested. 

I  want  you  to  tell  me  I'm  right. 
If  you  think  I  ain’t  right,  don’t 
say  anything,  but  try  to  be  polite, 
whatever  you  do. 

When  I  got  into  a  certain  little 
farming  town  where  I  do  business 
the  other  day  I  found  all  the  busi¬ 
ness  men  there  trying  to  drink 
each  other’s  blood.  Or  maybe  I 
ought  to  say  that  they  were  all 
after  a  drink  of  the  blood  of  one 
lone  general  storekeeper  that  was 
standing  up  against  ’em  all. 

It  came  about  this  way : — 

For  years  they’ve  been  trying 
to  put  over  an  early-closing  stunt 
in  that  place.  It’s  a  town  of  about 
1,500  people,  in  the  midst  of  big 
farming  lands,  and  a  good  bit  of 
the  trade  all  of  ’em  get  comes 
from  the  farmers.  There’s  also  a 
couple  of  good-sized  factories 
there,  and  that  helps  some,  too. 

The  reason  they  hadn’t  been 
able  to  put  it  over  was  be¬ 
cause  of  one  man  who  had  been 
raised  in  the  old  school  and 
thought  the  world  would  come  to 
an  end  if  he  didn’t  keep  his  store 
open  until  half  past  nine.  The 
rest  of  ’em  wanted  to  close  at 
seven,  and  they  would  have  done 
it  long  ago  if  it  hadn’t  been  for 
him. 

Finally  he  obliged  ’em  all  by 
dying,  and  his  estate  sold  his 
store.  The  new  man’s  been  in  the 
place  for  about  six  months — he 
went  in  last  spring.  Nobody 
seemed  to  think  anything  of  the 
early-closing  scheme  until  just  a 
little  while  ago,  when  one  of  ’em 
started  it  up  again. 

Of  course  the  only  hitch  about 
it  was  the  new  fellow,  as  the  rest 
of  ’em  had  always  been  all  right. 
So  a  committee  of  ’em  went  in  to 
see  him.  Pie  asked  for  a  week  to 


Who  Was  Right  Here? 

make  up  his  mind,  and  when  the 
day  came  he  asked  ’em  to  drop 
in  again. 

“Gentlemen,”  he  said,  “I’m 
sorry,  but  I  can’t  go  along  with 
you  in  this  matter.  I’ve  thought 
it  over  very  carefully,  and  talked 
to  my  clerks,  and  we  all  seem  to 
think  that  it  wouldn’t  be  fair  to 
our  trade.” 

“We  think  we  have  a  right  to 
think  of  ourselves  once  in  a 
while,”  said  one  of  the  committee. 

“So  do  I,”  answered  the  general 
storekeeper,  “and  I’d  be  mighty 
glad  to  think  of  myself  now,  if  I 
could,  but  I  owe  something  to  my 
customers,  and  I  figure  it  would 
inconvenience  them  a  great  deal 
if  I  would  close  at  7  o’clock.” 

“You  couldn’t  possibly  lose 
any  business  by  it,  if  we  all  closed 
at  the  same  time,”  said  another 
member. 

“It  ain’t  that  I’m  thinking  of  so 
much,”  he  replied,  “but  it’s  like 
this.  I  sell  a  lot  of  stuff  to  the 
factory  people,  who  like  to  come 
in  here  in  the  evenings.  That’s 
the  only  time  they  have.  Take 
the  farmers,  too — a  whole  lot  of 
them  drive  in  in  the  evenings  and 
they  always  stop  here  for  some¬ 
thing.  If  they  all  had  to  stop  this, 
what  would  they  do?” 

“Let  ’em  do  their  buying  in  the 
day  time,”  answered  one  of  the 
committee.  “The  factory  men’s 
wives  have  all  day,  don’t  they?” 

“Yes,  but  they  like  to  come  in 
with  their  husbands.  Farmers’ 
wives  wouldn’t  drive  in  alone 
either — they  all  come  in  together. 
I’m  real  sorry  about  it — I’ve 
looked  at  the  thing  from  all  sides 
and  can't  see  how  I  can  work 
it.” 

“That  means  none  of  us  can 
do  it,”  said  one  of  the  committee, 
getting  a  little  ugly. 

“I  suppose  you'll  feel  that  way 
about  it.”  admitted  the  general 
storekeeper,  “and  that’s  why  I’m 
the  mist  sorry.  Of  course  I'm 


sorry  for  myself  too,  for  I  should 
like  to  stop  work  at  seven  instead 
of  ten,  I  can  assure  you.” 

“Well,  gentlemen,  if  that’s  Mr. 
Borton’s  final  word,  I  guess  we 
might  as  well  go,”  said  the  chair-  . 
man,  and  they  filed  out,  mad's 
bugs. 

And  now  they’re  all  down  on 
him  to  beat  the  band.  He  tells 
me  some  of  ’em  don’t  even  speak 
to  him.  I  sell  goods  to  three  or 
four  of  ’em  and  they've  all  got 
it  in  for  him  in  the  worst  way. 
Call  him  a  scalper  and  a  butter- 
in  and  a  lot  of  other  things.  None 
of  ’em  give  him  credit  for  think¬ 
ing  of  his  customers.  “It’s  sim¬ 
ply,”  one  of  ’em  said  to  me,  “that 
the  old  skinflint’s  so  measly  mean 
lie’s  afraid  he’ll  lose  a  cent!”.] 

Now,  who’s  right?  I  ain't  made 
any  bones  about  telling  ’em  J 
think  he  is.  Once  I  got  into  a  real 
peppery'  scrap  over  it  with  a  gro¬ 
cer.'  He  was  a  mean  fellow,  that 
grocer — wouldn’t  let  me.  get  a 
word  in.  But  he  ain’t  here  now 
to  shut  me  up,  and  I’ll  say  it 
again,  loud — I  think  the  general 
store  man's  right ! 

What  do  you  think? 

The  Stroller. 
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WATERTOWN, 


,  U.  S.  A. 


TELL  TOCE  CUSTOMERS  THAT 

RAE’S 

Lucca  Olive  Oil 

1*  the  product  of  perfectly  sound,  ripe, 
freshly  picked,  freshly  crushed  and 
pressed  olives,  (Town  In  Tuscany,  Italy, 
the  one  place  In  the  world  where  the 
olive  reaches  perfection.  You  will  not 
only  please  them  but  you  will  build  up 
a  splendid  trade  on  Lucca  Oil  at  a  good 
profit.  Prices  in  Prices  Current. 

H.  Kellogg  &  Sons 

Philadelphia 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


19 


THE  GROCERY  MARKETS 


Tea. 

There  has  been  no  change  in 
ne  tea  market  during  the  week, 
'he  demand  is  very  fair,  and  val¬ 
es  are  steady  to  firm  and  show 
o  change.  There  have  been 
eavy  rejections  of  China  teas  on 
he  Pacific  Coast  on  account  of 
he  presence  of  artificial  color, 
ut  this  has  had  no  effect  on  the 
-larket,  as  it  was  expected  and 
iscounted. 

Coffee. 

The  market  for  Rio  and  Santos 
offee  options  has  taken  on  a 
ioom  during  the  week  and  has 
oared  to  a  very  high  price.  The 
tption  market  is  wholly  specu- 
ative,  however,  and  may  or  may 
lot  affect  the  actual  coffee  mar- 
;et.  Up  to  the  present  writing  it 
las  not  affected  the  price  of  ac- 
ual  Rio  and  Santos  coffee  to  any 
naterial  degree.  Values  in  Bra- 
:ils  are  practically  the  same  as 
i  week  ago,  and  the  demand  is 
air.  Mild  coffees  are  exceeding- 
y  dull  and  rule  at  unchanged 
trices.  Java  and  Mocha  are  un¬ 
hanged  and  dull. 

Sugar. 

Sugar  is  exceedingly  strong  and 
high.  Raws  are  higher  than  at 
iny  time  for  years,  having  ac¬ 
tually  sold  during  the  week  at  5J4 
cents.  Bad  crop  conditions  in 
Europe  are  the  cause.  Refinec 
sugar  has  advanced  to  6*4  cents 
Eor  granulated,  and  at  that  price 
is  extremely  strong.  Refiners  are 
rigidly  holding  buyers  down, 
and  supplying  only  the  sugar 
needed  for  actual  wants.  The 
consumptive  demand  is  fair.  Very 
likely  the  present  stringency  wit 
continue  until  the  middle  of  Oc¬ 
tober  at  least,  when  a  good  part 
of  the  trade  will  begin  to  be  sup¬ 
plied  by  beet  sugar. 

Syrup  and  Molasses. 

Glucose  shows  no  change  anc 
compound  syrup  is  likewise  un¬ 
changed  and  dull.  But  a  smal 
movement  is  reported  in  sugar 
syrup,  which  rules  at  unchangec 
prices.  Molasses  is  dull  at  ruling 
prices. 

Fish. 

There  has  been  no  materia 
change  in  mackerel  during  the 
past  week.  The  market,  gener¬ 
ally  speaking,  is  steady,  with  but 


trifling  changes  in  price.  The  de¬ 
mand  is  fair.  Cod,  hake  and  had¬ 
dock  are  unchanged  in  price  and 
quiet,  though  steady  to  firm. 
Domestic  sardines  are  inclined  to 
De  weaker,  and  some  holders  have 
sold  during  the  week  at  the  same 
orice  delivered  as  has  been  rul¬ 
ing  f.  o.  b.  This  is  equivalent,  in 
the  case  of  Philadelphia,  to  a  con¬ 
cession  of  13 34  cents.  The  de¬ 
mand  is  fair.  Imported  sardines 
are  unchanged  and  dull.  As  re¬ 
ported  elsewhere,  prices  on  new 
Alaska  salmon  have  opened  dur¬ 
ing  the  week  on  a  basis  much 
higher  than  last  year.  The  pack 
is  short  and  the  situation  very 
strong.  Not  a  packer  on  the 
coast  has  any  surplus  to  sell. 

Canned  Goods. 

Tomatoes  are  unchanged  and  in 
very  light  demand.  The  heavy 
rains  should  strengthen  the  mar¬ 
ket  somewhat,  as  they  have  in¬ 
jured  both  the  fruit  which  is  ripe 
upon  the  vines,  and  the  blossoms 
which  if  let  alone,  would  have 
grown  into  fruit.  If  the  rains  end 
shortly,  and  the  weather  from 
then  on  is  favorable,  there  may 
yet  be  a  satisfactory  pack.  Corn 
shows  no  change  from  last  report ; 
demand  light.  Peas  are  still  firm, 
high  and  quiet.  No  general  price 
has  yet  been  named  on  new  New 
York  State  apples,  but  one  or  two 
packers  are  reported  as  willing  to 
take  orders  at  $2.75  for  gallons. 
This  is  not  a  particularly  high  or 
a  particularly  low  price.  The 
price  for  spot  goods  is  about  $1 
above  that.  California  canned 
goods  show  no  change  and  no  ac¬ 
tivity.  Small  standard  canned 
goods  are  unchanged  and  quiet. 

Beans  and  Peas. 

Domestic  pea  beans  show  a 
wide  range  of  prices.  The  sup¬ 
ply  in  Michigan  is  greater  than 
the  supply  in  New  York,  and 
therefore  Michigan  pea  beans 
have  been  quoted  to  come  for¬ 
ward  as  low  as  $2.35  per  bushel. 
New  York  beans  perhaps  aver¬ 
age  10  cents  more  than  that,  and 
the  spot  price  for  both  varieties 
is  also  somewhat  higher.  Do¬ 
mestic  marrows  are  unchanged ; 
demand  fair.  California  limas 
still  inclined  to  be  weak ;  demand 
only  fair.  Green  and  Scotch  peas 


of  new  crop  are  now  being  ar¬ 
ranged  for,  on  a  basis  around  $3. 

Dried  Fruits. 

Prunes  are  unchanged  on  the 
formerly  reported  high  basis,  and 
in  very  light  demand.  Peaches 
are  high  and  sales  for  future  de¬ 
livery  have  been  very  light.  The 
situation  shows  no  change  for  the 
week.  Future  apricots  are  still 
very  high,  and  have  sold  only  in 
a  very  small  way.  Raisins  are  un¬ 
changed  for  the  week,  but  the 
situation  is  strong.  Currants 
fairly  active  and  unchanged. 

Butter. 

There  is  a  seasonable  consump¬ 
tive  demand  for  everything  in  this 
line,  and  the  market  is  steady  and 
unchanged.  The  quality  of  the 
butter  arriving  is  showing  some 
improvement  both  in  quality  and 
quantity,  but  not  sufficient  to 
affect  prices.  Throughout  the 
market  is  healthy  and  no  radical 
change  is  expected  in  the  im¬ 
mediate  future. 

Eggs. 

The  receipts  of  eggs  are  show¬ 
ing  fine  quality,  owing  to  the 
better  weather.  The  market  is 
healthy  at  ruling  prices,  and  the 
receipts  are  cleaning  up  daily  for 
actual  consumption.  No  material 
increase  in  receipts  is  likely  in  the 
near  future  and  the  market  seems 
likely  to  remain  about  on  the 
present  basis  for  some  little  time. 

Cheese. 

The  make  of  cheese  is  lighter 
than  usual  for  the  season,  and  the 
demand  is  good.  In  consequence 
stocks  are  reported  lighter  than  a 
year  ago,  and  prices  have  ad¬ 
vanced  about  *4  cent  over  last 
week.  At  the  present  time  the 
quality  of  the  cheese  arriving  is 
very  fine,  as  the  weather  has 
been  favorable  for  producing  a 
high  quality  article. 

Provisions. 

The  high  price  of  skinback 
hams  has  curtailed  the  consump¬ 
tion  to  some  extent,  and  the  mar¬ 


a  reported  shortage  in  hogs. 
Dried  beef,  canned  meats  and  bar¬ 
rel  pork  are  unchanged  and  in 
fair  demand. 


INDIVIDUAL  MARKET  REPORTS. 

Evaporated  Apples,  Etc. 

Prices  on  evaporated  apples 
have  eased  up  the  past  week 
owing  to  the  increase  in  offerings. 
The  qualities  of  the  stock  now 
being  made  are  improving  and 
are  obtainable  at  9  to  9J/2  cents 
f.  o.  b.  shipping  point  in  50-pound 
boxes.  Prime  quality  for  Oc¬ 
tober  and  later  months  is  quota¬ 
ble  at  9J4  to  9lA  cents. 

Chops  are  also  -  easier,  being 
obtainable  at  2^4  to  2*4  cents. 

The  lack  of  demand  for  green 
apples  is  increasing  the  output  of 
dried  stock,  but  it  is  too  early  to 
get  much  of  a  line  on  what  the 
total  output  will  be. 

Raspberries  are  steady.  Choice 
stock,  in  barrels,  is  quotable  at 
27  to  27)4  cents  f.  o.  b. 

C.  C.  Hall. 

Rochester,  N.  Y. 

Imported  Fish  Specialties. 

Scotch  herring  are  arriving  in 
fairly  good  volume ;  quality  is 
very  fine  and  demand  continues 
very  good. 

Norway  Herring. — The  first 
offers  of  new  herring  are  being 
cabled  over  now,  but  there  seems 
to  be  very  few  large  fish  to  be 
had.  They  are  running  very 
small  this  season. 

Norway  Stockfish. — All  grades, 
round  as  well  as  split,  have  taken 
an  upward  turn.  Some  grades 
like  Storsey  and  Ling  fish  are 
very  scarce,  practically  unobtain¬ 
able  at  the  present  moment.  The 
quality  of  Italian  round  fish  is 
said  to  be  exceptionally  fine  this 
season. 

French  Oil  Sardines. — Since 
last  week  the  reports  from  France 
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ket  has  therefore  declined  *4  cent 
during  the  week.  Other  cuts  are 
steady  and  unchanged  and  in 
seasonable  demand.  Pure  and 
compound  lard  are  firm  at  an  ad¬ 
vance  of  34  cent,  owing  to  im¬ 
proved  consumptive  demand  and 
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are  not  any  more  encouraging 
than  they  were  at  that  time.  No 
catch  whatever  of  fish  suitable 
for  the  American  trade,  and  here 
we  are,  the  manufacturers  loaded 
with  lots  of  orders  which  they 
cannot  fill  and  buyers  here  wait¬ 
ing  for  the  goods,  which  are  not 
coming.  There  is  still  a  chance  o : 
the  fishing  improving,  but  a  very 
slight  one,  and  all  we  can  do  is 
hope  for  the  best. 

In  Portugal  they  are  catching 
just  a  few  large  fish,  not  suitable 
for  American  dingley  J4s.  There 
is  a  scarcity  of  the  best  brands 
also  in  that  size. 

Sprats  are  getting  in  shorter 
supply  every  day  and  prices  are 
hardening.  The  buyers  who  at 
first  were  reluctant  to  pay  the  ad¬ 
vanced  prices  are  now  fully  rec¬ 
onciled  to  the  idea  that  they  have 
to  pay  the  higher  prices,  and  be¬ 
fore  long  it  will  be  a  question  of 
getting  the  goods  and  not  paying 
the  price,  because  the  new  catch 
cannot  be  here  before  beginning 
of  next  year. 

From  Norway  the  reports  are 
a  little  encouraging.  They  do  not 
seem  to  have  but  a  moderate 
catch  and  plenty  of  orders  to  fill, 
but  they  are  obliged  to  pay  higher 
prices  for  their  supplies  and  sell 
their  goods  at  ridiculous  prices, 
owing  to  the  enormous  competi¬ 
tion.  The  trade  for  Norway 
smoked  sardines  seems  to  be  in¬ 
creasing  daily  in  the  United 
States. 

Strohmeyer  &  Arpe  Co. 

New  York. 

..  i  H 

Spices. 

The  market  is  exceedingly  ac¬ 
tive,  the  demand  being  large  for 
almost  all  articles  in  the  list.  Sup¬ 
plies  continue  very  small  and  in¬ 
asmuch  as  we  are  approaching  the 
largest  consuming  season,  all  in¬ 
dications  point  to  higher  prices. 

Pepper. — The  market  is  steady 
and  very  firm.  The  supply  en 
route  to  America  is  small.  The 
market  here  is  about  on  the  par 
with  European  values.  White 
peppers  are  in  big  demand  and 
prices  are  slowly  advancing. 

Red  Peppers. — Futures  are  re¬ 
ported  firmer.  Demand  is  on  the 
increase. 

Clove  s. — Spot  very  scarce. 
Very  little  being  held  here.  The 
crop  estimates  are  really  unrelia¬ 
ble  and  present  high  prices  are 
likely  to  rule  for  some  time. 

Pimento  (Allspice). — Demand 
very  fair.  Prices  are  firmer  and 
likely  to  advance. 

Nutmegs  in  fair  demand;  nos 
firmer.  The  larger  sizes  are  more 
plentiful  and  are  Selling  well. 

Mace  very  scarce  indeed. 
Prices  are  likely  to  go  higher  for 
all  grades. 

Cassias. — Saigon  is  scarce  ;  Ba¬ 
tavia  is  now  in  better  demand : 
China  is  unchanged  and  unlikely 
to  advance. 

Gingers  in  active  demand  at 
steady  prices. 


Tapiocas  are  very  steady ;  un¬ 
changed  in  price. 

Seeds,  herbs,  etc.,  generally 
firmer.  Advances  have  occurret 
in  Celery,  Caraway  and  Poppy 
Seed.  Seasonable  demand  is  now 
on  and  higher  prices  are  likely  to 
occur. 

Green  Ginger  Root. — Stock  that 
is  arriving  is  of  fair  quality  ant 
a  ready  sale  is  found  for  same. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 


MARKET  NOTES. 

Peaches  are  aiming  for  lower 
prices.  Michigan  has  sent  her 
first  car  East  and  they  averaged 
$1.40  per  bushel.  The  quality 
was  fair.  Nearby  peaches  are 
ranging  from  75  cents  to  $1.25 
and  may  be  cheaper.  Both  New 
York  and  Michigan  have  large 
peach  crops  and  as  soon  as  they 
begin  to  ship  East  the  market 
will  ease  off. 

Nearby  Bartlett  pears  are  com¬ 
ing  forward  at  75  cents  to  $1  per 
basket,  and  are  very  plentiful. 
The  demand  is  good.  There  are 
a  good  many  California  Bartletts 
about,  ranging  from  75  cents  to 
$1.50  per  box. 

Concord  grapes  average  60 
cents  per  case,  and  Delawares  90 
cents.  The  market  is  full  of 
grapes  and  is  easy. 

Sweet  potatoes  about  hold  their 
own.  Receipts  are  steady,  the 
quality  fair,  price  about  like  last 
week  and  the  demand  good. 

White  potatoes  are  slightly 
ligher — the  average  is  70  cents 
}er  bushel,  which  is  10  cents 
ligher  than  a  week  ago.  The  de¬ 
mand  is  good. 

Lima  beans  have  come  a  com¬ 
plete  cropper  since  a  few  weeks. 
To-day’s  market  is  30  to  40  cents 
ler  basket,  and  the  demand  is 
fair. 

Colorado  cantaloupes  are  com¬ 
ing  better  and  the  market  ranges 
from  $2  to  $2.50  per  crate.  There 
are  still  a  lot  of  Jersey  canta- 
oupes  about. 


Pennsylvania  News  Items. 

The  Pennsylvania  State' 
Grange,  in  session  at  Williams 
Grove,  Pa.,  on  Wednesday  last, 
adopted  a  resolution  favoring 
oarcels  post. 


Alaska  Salmon  Opens  Highes 
on  Record. 


Packers  All  Report  Short  Pack  and 
Prices  Twenty-five  Cents  Higher  than 
Last  Year  on  Standard  Red.  Pinks 
Will  be  Relatively  More  Plenty. 
Popular  Price  Salmon  Disappears. 


The  long-deferred  market  for 
Alaska  salmon,  1911  pack,  opened 
last  Monday,  with  the  highest 
prices  on  record.  All  packers’ 
is  $1.60  per  dozen  f.  o.  b.  the  coast. 
Last  year  the  price  was  $1.35. 
The  opening  prices  for  other 
grades  are  in  proportion,  al 
greatly  above  last  year.  A  few 
packers  are  lower  on  pinks  anc 
the  lower  grades  of  reds,  but  al 
are  alike  on  standard  red. 

The  opening  of  such  high  prices 
has  increased  the  strength  of  the 
salmon  situation.  All  packers 
had  booked  orders  subject  to  ap¬ 
proval  of  price  by  the  buyers. 
While  the  prices  were  higher 
than  the  buyers  liked  to  pay,  they 
have  mostly  confirmed  their  or¬ 
ders,  having  no  alternative.  Pack¬ 
ers  are  refusing  to  take  any  more 
business  at  any  price,  and  some 
of  them,  if  not  all,  will  undoubted¬ 
ly  make  short  deliveries.  The 
Alaska  Packers’  Association,  for 
instance,  expects  to  make  a  50  per 
cent,  delivery  of  red  and  50  to  75 
oer  cent,  of  pink.  Other  packers 
say  they  may  do  a  little  better 
than  that.  Short  pack  is  of  course 
the  reason.  All  packers  agree 
that  pink  salmon  will  be  more 
plentiful  than  red. 

These  prices  on  red  Alaska 
salmon  mean  that  popular-priced 
salmon  is  becoming  a  thing  of  the 
past.  A  price  of  $1.60  on  the 
coast  means  $1.75  delivered  in  the 
East  in  a  large  way.  The  dealer 
who  buys  in  small  or  even  moder¬ 
ate  quantities  must  pay  much 
more  than  this.  Possibly  the 
average  retailer  will  pay  not  far 
from  $2  per  dozen,  which  will 
mean  a  retail  price  of  20  to  25 
cents.  That  this  will  reduce  con¬ 
sumption  can  hardly  be  doubted. 


Illegal  Southern  Jobbers’ Association 
Will  Disband  at  Once. 

News  comes  from  Washington 
that  the  Southern  Wholesale  Gro¬ 
cers’  Association  will  disband  to 
avoid  being  crushed  by  the 
United  States  Government.  Sev¬ 
eral  months  ago  the  Government 
started  an  action  against  the  as¬ 
sociation  on  the  ground  that  it 
was  an  illegal  combination  in  re¬ 


straint  of  trade.  Two  trunks  full 
of  conclusive  documentary  evi¬ 
dence  proving  long-continued 
violation  of  the  anti-trust  law 
which  are  now  in  possession  of 
the  Department  of  Justice  explain 
why  it  is  the  association  has 
agreed  to  go  out  of  business  and 
accept  a  consent  decree  to  be  en¬ 
tered  shortly  in  the  United  States 
Court  at  Birmingham,  Ala.,  where 
the  Government’s  suit  was  filed. 


THE  NEW  YORK  LETTER 

(Continued  from  page  14.) 

Butter  is  selling  slowly,  but  is 
steady  in  the  high  grades.  The 
average  quality  of  the  receipts  has 
not  been  high,  most  of  the  arriv¬ 
als  being  in  firsts  and  seconds.  It 
is  supposed  that  the  rainfalls  have 
assured  a  better  fall  production 
and  so  the  buyers  are  conserva¬ 
tive.  The  specials  are  quoted  at 
27  cents;  extras  at  26;  firsts  at 
24  to  25  ;  seconds  at  22  to  23  cents. 
Process  specials  are  bringing  23 
cents. 

I  here  has  been  some  decrease 
in  the  receipts  of  eggs  and  im¬ 
provement  in  the  demand  for 
prime  and  fancy  grades.  There 
is  a  surplus  of  defective  stock. 
Selected  Western  eggs  bring  20 x/2 
cents  and  sometimes  a  little 
more  ;  average  prime  regular  pick¬ 
ings  are  quoted  at  17  to  18  cents, 
and  many  lots  of  ordinary  West¬ 
ern  are  selling  at  15  to  16  cents. 
I’resh  gathered  extras  bring  22  to 
24  cents.  Fancy  grades  of  near¬ 
ly  eSSs  have  a  wide  range,  up  to 
31  cents. 

Fred.  A.  McGill. 


New  Patent*  and  Trade-mark*  in  the 
Grocery  Line. 

Messrs.  Daz’is  &  Davis,  Washington 
patent  attorneys,  report  the  grant  this 
week  of  the  following  patents: — 

\\  ashington,  D.  C.,  August  22,  1911. 
1.001,044.  Food  compound.  J.  H. 
Kellogg.  Battle  Creek,  Mich,  (four  pat¬ 
ents). 

1,001.128.  Oyster  shipping  pail.  F. 
M.  Elledge,  St.  Louis,  Mo. 

1. 00 1. 3 1 4.  Egg  separator.  N.  Shuev, 
Wellsbury,  W.  Va. 

1.001.496.  Reversible  coffee  pot.  E. 
Zimmerman,  Kansas  City.  Mo. 


Dr.  Wiley’s  Friends  Gain  Control  of 
Association  of  Food  Commissioner*. 

The  election  of  the  Wiley 
ticket  at  the  convention  of  the 
State  and  National  Food  and 
Dairy  Departments  in  Duluth, 
Minn.,  last  week  widened  the  split 
jetween  the  opposing  factions. 
Following  are  the  officers  elected: 
"’resident,  Lucius  P.  Brown, 
Tennessee;  first  vice-president, 
T.  E.  Barnard,  Indiana:  second 
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Selling  Talks  With  Clerks 

BT  ▲  MAN  WHO  HAS  BEEN  ONE 

Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Stores,  Trenton,  N.  J. 

rice-president,  C.  H.  Billingley, 
\labama ;  third  vice-president, 
foel  G.  Winkjer,  Minnesota; 
:reasurer,  James  Foust,  Pennsyl¬ 
vania  ;  executive  committee,  Dr. 
2.  E.  Woods,  Maine;  Professor 
Edwin  De  Barr,  Oklahoma;  J.  H. 
Wallis,  Idaho.  Seattle,  Wash., 
vas  chosen  as  next  year's  con¬ 
vention  city,  getting  49  votes, 
while  Cedar  Point,  Ohio,  got  40 
ind  Duluth  6. 


Sugar  Trust  Denies  Owning  Union 
Pacific  Tea  Co. 

Henry  C.  Mott,  of  New  York, 
>ne  of  the  directors  of  the  Ameri- 
:an  Sugar  refining  Co.,  has  writ- 
en  a  letter  to  Thomas  W.  Hard- 
vick,  chairman  of  the  Congres- 
iional  Sugar  Investigating  Com- 
nittee,  asking  that  the  following 
etter  be  placed  in  the  record  of 
he  proceedings  before  the  com- 
nittee 

The  American  Sugar  Refining 
Co.  does  not  own  any  stock  in 
the  Union  Pacific  Tea  Co.  On 
May  29,  1903,  it  purchased  750 
shares  of  the  stock  of  the  Ragus 
Tea  and  Coffee  Co.,  which  was 
either  a  subsidiary  or  affiliated  cor¬ 
poration  of  the  Union  Pacific  Tea 
Co. 

This  stock  the  American  Sugar 
Refining  Co.  held  until  October  1, 
1908,  when  it  sold  out  its  entire 
interest  in  the  Ragus  Tea  and 
Coffee  Co. 

■  Since  that  date  the  American 
Sugar  Refining  Co.  has  not  owned 
and  does  not  now  own,  directly  or 
indirectly,  any  stock  whatever  in  the 
Ragus  Tea  and  Coffee  Co.,  or  in 
the  Union  Pacific  Tea  Co.,  or  in 
any  of  its  affiliated  concerns,  or  in 
any  other  tea  or  coffee  concern. 

At  the  hearing  in  Washington 

certain  evidence  was  that  the 

rrust  had  controlled  the  stock  of 

fie  Union  Pacific  Co. 


Probable,  Pleasant  and  Un¬ 
pleasant  Things  That  the 

Grocery1  Salesman  Is  Up 

Against  Daily. 

“What  Have  You  For  Cocoa.” — 

“Well  we  have  cocoa  in  half- 
pound  tins  at  18,  22  and  25  cents. 
The  imported  sells  at  35  and  45 
cents.” 

“Why  should  there  be  so  much 
difference  in  the  price  of  the 
American  cocoa  as  you  call  it?” 

“Because  some  cocoas  are  not 
produced  from  the  highest  quality 
of  raw  material.  Then  again, 
under  the  pure  food  law  sugar 
may  be  added,  but  in  such  cases 
the  manufacturer  must  invariably 
so  state  the  formula  on  the  label 
or  omit  the  words  'Pure  Cocoa.’  ” 

¥  ')■  "ji 

“Kindly  Tell  Me  About  Rice.”— 

“Well,  madam,  the  best  rice  is 
grown  in  South  Carolina  and 
Louisiana,  and  some  very  few 
grades  come  to  us  from  Texas 
and  Arkansas.” 

“I  have  been  reading  something 
about  coating.” 


with  glucose  and  talc.  This  gives 
it  a  better  appearance  just  as  a 


toilet  water,  for  instance,  is  col¬ 
ored,  to  put  emphasis  as  it  were, 
on  the  perfume  it  represents. 

“It  is  claimed  by  manufactur¬ 
ers  that  this  coating  has  a  polish¬ 
ing  effect  and  that  it  helps  to  pre¬ 
serve  the  rice  and  keeps  it  from 
getting  dusty. 

“However,  the  coating  is  light 
and  of  course  is  removed  when 
washed  previous  to  boiling. 

“Here  is  a  very  good  Japan 
rice — that  is  the  flavor  is  good, 
but  the  kernel  small— that  we 
are  offering  at  four  pounds  for  25 
cents !” 

*  *  * 

“Please  Show  Me  Your  Different 
Kinds  of  Condensed  Milk. — That 

you  say  is  10  cents  and  this  is  12 
cents,  yet  the  cans  seem  the  same 
size.  Is  one  purer  than  the 
other?” 

“Not  necessarily  purer ;  as  I 
understand  it,  the  cheaper  grade 
of  milk  is  prepared  from  partially 
skimmed  fresh  milk  and  I  read  in 
one  of  our  trade  papers  a  little 
while  ago  that  milk  can  be  part 
|  skimmed  and  still  conform  to  the 
food  law  of  nearly  every  State. 

“I  am  not  fully  posted  on  the 
cheaper  grade,  but  I  do  know 


that  this  best  milk  contains  4  per 
cent,  cream  and  I  am  certain  that 
it  will  be  more  satisfactory  for 
you  in  the  end.” 

“Why  then  do  you  advertise  the 
cheaper  kind?” 

“To  bring  people,  of  course. 
Two  cents  a  can  is  quite  an  item 
with  working  people  that  use  con¬ 
densed  milk  daily  and  it  is  only 
customers  like  you  who  want 
‘the  best’  and  want  to  know 
about  these  things  and  go  into  the 
details.” 

*  *  * 

Do  Your  Best. — That’s  the  sum 
and  substance  of  service.  That’s 
the  whole  thing  in  life. 

When  you  can  put  on  your  hat 
and  coat  and  walk  out  the  door 
knowing — actually  knowing  that 
you  have  done  your  best  your 
sleep  to-night  will  be  wholesome 
and  your  prospects  good  for  to¬ 
morrow. 

Keep  this  up.  It’s  mortal  man’s 
biggest  ideal. 

What  difference  does  it  make 
if  somebody  made  a  better  record 
than  you  did? 

You  did  your  best  and  you're 
glad  of  it. 

Your  best  to-morrow  may  make 
to-day  look  pale. 

And  it  may  not. 

But  whatever  comes  or  goes, 
whoever  makes  the  big  sales  and 
the  little  sales,  whichever  clerk 
springs  the  brighest  ideas  or 
makes  the  most  effective  display, 
you — you  in  your  heart  feel  that 
you  have  put  your  best  thought 
and  your  best  energy  into  the 
work  of  to-day  and  that  makes 
you  a  man  among  men. 


Make  us  headquarters  for  Syrups.  We  carry  a  large  assortment  and  you  are 
sure  to  be  pleased  with  the  prices  charged  and  the  treatment  you  receive. 


SYRUPS — Our  brands  are  well  known,  quality  guaranteed  in  every  way. 
Can  give  winter  boiling  (thin  body)  if  desired.  Royal  Table  Syrup,  Gilt 
Edge  Syrup,  King  B  Syrup,  White  Clover  Syrup,  No.  222  Syrup,  No.  208  Syrup, 
Challenge  Table  Syrup,  Extra  Amber  Syrup,  Crescent  Syrup,  Cruiser  Syrup,  No. 
109  Syrup.  Also  a  full  line  of  Sugar  Syrups  and  New  Orleans  Molasses. 

FRUIT  JARS  — Look  up  your  stock,  there  is  always  a  demand  for  Jars  during 
September.  We  quote  Ball  Bros.  Pints,  per  gross,  $4.60;  Quarts,  per  gross, 
$4-85;  Half -gallons,  per  gross,  $7.50.  We  also  carry  in  stock  the  Economy 
Jars,  an  extra-quality  flint  jar,  wide  mouth,  self-sealing,  requiring  no 
rubber  ring,  Pints,  per  gross,  $8.85;  Quarts,  per  gross,  $10.30;  Half-gallons, 
per  gross,  $13.20.  We  carry  in  stock  extra  jar  caps,  rubber  rings,  etc. 


GOLDEN  WAX  BEANS — We  have  a  special  bargain  in  a  lot  of  extra  Stand¬ 
ard  Golden  Wax  Beans  ;  they  were  grown  and  packed  in  New  York 
State  by  one  of  the  leading  packers  of  high-grade  goods.  The  beans 
are  small  and  tender  and  cut.  Price,  per  doz.,  $1. 10. 

VINEGAR — This  is  the  best  season  of  the  year  to  sell  Vinegar.  We  guaran¬ 
tee  ours  to  comply  with  the  Pure  Food  Laws  of  the  States  of  Pennsyl¬ 
vania  and  New  Jersey.  Rambo  Brand  highest  quality  pure  cider 
vinegar,  per  gal.,  14c  ;  Pure  Cider  Vinegar,  New  Jersey  Standard,  per 
gal.,  I4J^C  ;  Fermented  Syrup  Vinegar  at  8>£c;  White  Distilled  Vine¬ 
gar,  per  gal.,  8c. 
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Practical  Questions  of  Store 
Management 

Conducted  by  HENRY  JOHNSON,  Jr. 

This  department  is  conducted  by  a  man  who  has  run  a  successful  retail 
grocery  store  for  years  and  who  ha*  also  had  much  experience  with  larger 
enterprises  which  Involved  the  selling  of  merchandise  to  retailers.  He  is, 
therefore,  Informed  upon  both  sides  of  the  general  questions  of  store 
management  and  will  discuss  those  questions  from  week  to  week.  The 
central  thought  of  his  articles  will  be  “  getting  the  best  service  and  the  most 
money  out  of  a  retail  store.”  Subscribers  are  invited  to  submit  queries  on 
any  and  all  subjects  within  the  scope  of  the  department. 


Organization. 

“The  Smart  Men  of  the  World 
are  those  who  Get  Other  Men  to 
do  Their  Work.” — Elbert  Hub¬ 
bard. 

That  is  Organization  in  a  nut¬ 
shell  ;  and  were  it  not  necessary 
to  give  detailed  examples  of  how 
not  to  do  it  there  would  be  no 
more  to  say.  But  not  only  is 
there  need  for  this,  but  unfortu¬ 
nately  the  examples  are  all  around 
us  in  the  shape  of  grocers  who 
“cannot  get  efficient  help”  be¬ 
cause  they  are  not  organizers; 
which  means  that  they  are  not 
managers,  nor  teachers.  There 
are  many  thousands  of  men  who 
can  and  do  make  a  fair  success 
of  the  retail  business  so  long  as 
it  is  small  and  they  can  handle  all 
the  details  themselves,  who  fall 
down  miserably  when  their  busi¬ 
ness  grows  beyond  the  capacity 
of  their  own  two  hands. 

I  remember  that  I  used  to  per¬ 
sonally  check  over  practically 
every  order,  and  with  my  own 
hands  pass  out  the  crates  for  each 
load  which  left  my  store.  That 
I  did  because  I  felt  it  “impossible 
to  get  trustworthy,  reliable  help.” 
Later  on,  however,  I  traveled 
about  a  good  deal  and  saw  how 
the  Slacks,  Jevnes,  Ackers  and 
Newberrys  did  these  things;  and 
I  realized  that  not  only  did  these 
men  delegate  to  others  every  rou¬ 
tine  task  about  their  business,  but 
that  in  no  other  way  could  their 
vast  enterprises  be  carried  on  at 
all ;  and  I  went  home  and  followed 
their  example.  I  started  in  to 
definitely  organize  my  little  busi¬ 
ness.  I  reserved  to  myself  such 
work  as  I  could  not  expect  to 
delegate  to  others,  such  as  the 
buying,  computing  margins  and 
fixing  prices,  advertising,  plan¬ 
ning  general  sales,  directing  dis¬ 
plays,  etc.,  but  every  other  item 
of  that  business  was  so  arranged 
for  that  I  could  actually  leave  my 


store  at  any  time  and  the  business 
would  go  on  practically  as  if  I 
were  there. 

Like  many  other  seemingly 
great  difficulties  this  one  can  be 
overcome  with  comparative  ease 
once  you  go  about  it  with  a  plan. 
Having  resolved  to  organize  my 
business,  I  planned  out  the  rou¬ 
tine  work  of  every  man,  boy  and 
girl  about  the  store,  reducing  the 
entire  scheme  to  writing.  The 
next  day  I  assigned  to  each  one 
his  or  her  tasks,  with  the  indica¬ 
tion  of  how  and  when  each  was  to 
be  done,  with  the  admonition 
that  I  should  hold  each  one  re¬ 
sponsible  for  his  special  work. 
This  was  not  the  end  of  it — in 
fact,  it  has  not  ended  yet,  nor  ever 
will  end.  It  was  simply  the  be¬ 
ginning;  but  it  has  worked  out 
so  astonishingly  well  that,  as 
stated,  worry  about  the  routine 
work  of  the  store  is  a  thing  of  the 
past  with  me. 

My  next  step  was  a  line  of  spe¬ 
cial  training  of  each  helper.  I 
tried  them  all  out  with  special 
tasks,  and  as  soon  as  one  thing: 
was  accomplished  I  loaded  on  an¬ 
other.  Many  times  a  boy  will 
come  to  me  asking  how  he  is  to 
do  a  certain  thing.  I  may  tell 
him — once;  but  fully  as  often  I 
tell  him  to  go  ahead  and  do  it 
the  best  way  he  can  think  of,  in¬ 
dicating  that  if  he  does  it  fairly 
well  he  will  have  gained  much 
more  than  if  I  told  him  how;  and 
if  he  fails  to  do  it  well,  my  cor¬ 
rection  will  be  much  more  effect¬ 
ive  than  if  he  had  not  tried.  I 
stimulate  his  interest  through  his 
pride  by  telling  him  that  this 
business  is  ever  developing  new 
ideas — that  nothing  is  finished 
and  settled  about  it — and  that  we 
often  get  our  very  best  ideas 
from  those  who  try ,  as  I  now  want 
him  to  try. 

In  this  way  I  have  developed  a 
reliable  order  checker.  I  simply 


shoved  the  work  on  him  seeming¬ 
ly  just  a  litle  faster  than  he  could 
stru&gle  under  it,  and  to-day  he  is 
so  reliable  that  seldom,  indeed,  is 
there  any  error;  probably  not 
more  often  do  things  go  wrong 
than  they  would  go  if  I  were  do¬ 
ing  it  all  myself.  Meantime,  what 
a  joy  to  be  rid  of  that  thankless, 
treadmill  task — which  yet  is  a 
source  of  daily  pride  and  satisfac¬ 
tion  to  him  ! 

In  the  same  way  I  trained  a 
window  dresser.  Reserving  this 
work  to  myself  for  a  while,  I  got 
the  boys  to  fetch  me  whatever 
goods  I  was  going  to  put  into  the 
display ;  and  if  you  have  ever 
noticed,  this  is  a  job  which  will 
always  make  your  boys  look  on 
with  great  interest.  Then  I  be¬ 
gan  to  throw  out  hints  that  to¬ 
night  I  was  a  little  puzzled  to 
know  what  to  put  in ;  and  soon  I 
had  a  suggestion  from  one  whom 
you  would  never  have  picked  out 
for  such  work.  “Why  not  put  in 
that  line  of  Campbell’s  Soups,” 
was  the  question.  “Do  you  think 
they  would  make  a  good  dis¬ 
play?”  I  asked.  “Sure  they  would  ; 
they  are  so  bright,  and  there  is 
such  a  nice  line  that  we  can  fill 
the  window  right  up  with  them ; 
then  they  can  be  put  right  on  the 
shelves  afterwards.”  “All  right,” 
I  said,  “go  to  work  and  fix  the 
window.”  He  hesitated  a  little, 
but  I  told  him  to  fix  it  to  suit 
himself  and  I  might  make  some 
little  corrections  if  needful.  So 
he  did ;  and  he  has  done  most  of  it 
ever  since — and  learned  some¬ 
thing  from  each  dressing. 

There  is  nothing  more  encour- 
aging,  pleasing  or  interesting  thaif 
this  work  of  organizing  your  busi¬ 
ness.  It  does  away  with  the  usual 
attitude  of  “don’t  do  that,”  so 
common  in  many  grocery  stores, 
an  attitude  which  discourages 
ideas  and  original  work  and  sub¬ 
stitutes  the  plan  of  leadership  on 
the  part  of  the  boss.  The  owner 
becomes  a  teacher;  and  “the 
teacher  learns.”  Moreover,  the 
simple  fact  that  each  has  definite 
work  laid  out  for  him  does  away 
with  a  lot  of  aimless  “looking 
around”  for  tasks  the  relative  im¬ 
portance  of  which  the  young  are 
not  capable  of  judging  but  need 
help  to  learn  to  discriminate. 
The  wholesome  discipline  aids  in 
the  formation  of  habits  of  obser¬ 
vation,  so  that  very  soon  the 
veriest  tyro  about  the  store  has 
ideas  of  his  own  whereby  he  regu¬ 


lates  his  work  so  that  it  counts; 
and  you  gain  thereby.  This  all 
leads  to  the  elimination  of  idle 
moments,  and  we  thus  get  much 
better  returns  on  our  investment 
in  help. 


Mr.  J.  Charles  Lawrence,  which 
is  the  Sunday  name  of  Charlie 
Lawrence,  sugar  broker,  rounded 
out  fifty  years  of  active  service  as 
a  sugar  syrup  and  molasses 
broker  last  Tuesday,  August  29th. 
He  has  spent  all  that  time  in 
Philadelphia,  having  started  in  in 
August,  1861,  aged  14.  He  has 
served  time  (this  is  perhaps  an 
unfortunate  phrase,  but  read  on) 
with  John  Culin,  J.  K.  Huston  & 
Co.  and  J.  C.  Lawrence  &  Co.,  and 
bids  fair  at  64  to  begin  another 
half  century  of  active  work. 

Jacob  B.  Derby,  well-known 
among  the  local  wholesale  and 
shipping  trade,  died  at  his  home 
in  Wayne  last  Sunday,  aged  58. 
He  had  been  soliciting  freight 
agent  for  the  Philadelphia  and 
Gulf  Steamship  Co.  for  many 
years.  All  the  trade  knew  him, 
liked  and  respected  him,  and  will 
feel  his  loss  considerably  more 
than  they  feel  the  loss  of  the  aver¬ 
age  man  with  whom  they  come 
into  casual  contact. 

The  “United  Grocery  Stores 
Corporation”  is  a  new  chain-store 
concern  just  born  in  Camden.  Its 
announced  intention  is  to  open 
grocery  stores  in  Camden,  Phila¬ 
delphia,  Baltimore,  Washington, 
Richmond  and  Norfolk.  Nobody 
seems  to  know  much  about  it 
The  president  is  H.  G.  Hallinger, 
Sixth  and  Market  streets,  Cam¬ 
den,  N.  J. 

William  Smedley,  who  for  the 
last  two  years  was  secretary  of 
the  Acme  Tea  Co.  and  before  that 
secretary  of  the  Philadelphia  Re¬ 
tail  Grocers’  Association  and  the 
Girard  Grocery  Co.,  has  accepted 
the  general  managership  of  the 
Vacuum  Cleaner  Manufacturing 
Co.,  a  large  corporation  selling 
over  the  entire  country,  with 
headquarters  in  Philadelphia.  He 
is  already  filling  the  position. 
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Tea  Display. 

Tea,  this  much  used  article,  is  always  at  hand  to  make  a  nice 
ndow  display.  The  grocer  sometimes  wonders  what  to  use  for  an 
ractive  window  display  and  very  often  this  staple  article  comes  to  the 
■cue.  A  small  cup  of  choice,  hot  tea  will  be  relished  by  all  your 
stomers  and  the  best  way  to  advertise  it  is  by  giving  a  sample.  To 
•ange,  first  cover  the  bottom  of  the  window  with  a  plain  yellow  paper. 

:  each  side  of  the  window  place  a  neat  sign  card,  like  in  cut.  In  the 
litre  place  a  lacquer  tray  with  a  Japanese  teapot  on  it  and  some  cups 


id  saucers.  Place  a  little  cotton,  pulled  out  very  thin,  in  the  spout,  to 
litate  steam.  At  each  side  of  this,  a  little  towards  the  rear,  place  two 
lall  boxes,  which  answer  for  a  foundation  for  the  letter  T.  Use  tea 
it  up  in  one-half  or  one  pound  square  pasteboard  boxes,  as  they  are 
ore  firm  when  placed  together.  You  can  make  the  letters  large  or 
nail,  just  as  you  wish,  but  they  must  be  uniform.  The  cut  shows 
ght  in  the  centre.  To  arrange,  first  place  seven  boxes  one  on  the 
her.  Use  a  few  pins  through  the  corners — this  will  hold  them  firm, 
ow  the  cross  piece.  Get  a  thin,  flat  board  on  which  seven  boxes  will 
:.  First  fasten  the  two  end  ones  on.  They  are  held  in  place  up 
gainst  the  board  by  strong  pins  forced  through  the  board  and  the 
irners  of  the  box  slanting— this  holds  them  firm.  When  they  are 
stened,  place  the  board  on  the  column  of  boxes.  Use  a  few  pins 
2re  through  the  board  into  the  top  box.  Then  fill  the  board  with 
Dxes,  thus  forming  the  letter  T.  Around  the  base  pile  loose  tea,  like 
i  illustration.  From  each  mound  place  extra  fine  package  tea  in  a 


semicircle.  At  the  rear  of  the  window  make  a  slant  of  boards  and 
cover  this  with  loose  black  tea.  The  words,  “  Choice  Teas,”  are  made 
on  it  with  loaf  or  domino  sugar.  At  the  top  of  the  slant  make  three 
fans  with  the  yellow  crepe  paper  and  place  a  large  black  letter  on  each. 
The  letters  are  cut  from  black  paper  and  held  in  position  with  a  few 
drops  of  glue.  Above  them  suspend  three  Japanese  lanterns,  thus 
making  it  very  attractive  by  night  as  well. 


Rambo  Apple  Display. 

To  the  merchant  who  handles  apples,  this  display  of  September 
Rambos  will  bring  him  plenty  of  customers.  The  arrangement  is  neat 
and  simple.  First  cover  the  bottom  of  the  window  with  green  crepe 
paper — a  light  shade  looks  best.  Along  the  front  stand  two  covered 
glass  dishes  and  a  fruit  dish.  Fill  this  with  apples  and  get  one  of  your 
customers  to  make  some  sauce  and  apple  butter.  Give  her  the  apples 
to  make  it  sufficient  so  she  will  have  some  of  it  for  her  trouble,  you 
asking  only  for  a  dish  of  each  to  display.  Place  a  neat  sign  card  in 
front  of  each  dish.  At  the  rear  build  a  slant  of  boards,  cover  this  also 


with  the  green  paper  and  at  the  bottom  nail  a  strip  of  wood,  which 
will  prevent  the  apples  from  rolling.  Fill  the  slant  with  choice  apples, 
stems  out,  and  garnish  all  around  the  edges  with  colored  leaves,  real 
or  artificial,  whichever  you  can  get.  Suspend  a  large,  neat  sign  card 
with  lettering  like  in  cut  and  the  window  is  complete. 

This  idea  can,  of  course,  be  used  for  any  other  variety  of  apple. 


Preservatives  Now  Forbidden  in 
North  Dakota. 

Food  Commissioner  E.  F.  Ladd, 
f  North  Dakota,  who  has  ai¬ 
med  the  Sale  of  goods  contain- 
ig  benzoate  of  soda,  has  now  de¬ 


cided  to  stop  it,  and  has  issued 

the  following  notice  : — 

You  are  hereby  warned  that 
further  notices  will  be  considered 
unnecessary  from  this  department; 
and  manufacturers,  wholesalers  and 


jobbers,  who  ship  into  the  State, 
goods  containing  benzoate  of  soda 
or  other  chemical  preservatives,  in¬ 
cluding  saccharin  and  alum  com¬ 
pounds,  will  be  treated  as  inten¬ 
tional  violators  of  the  law. 

Retail  dealers  of  the  State  arc 


hereby  warned  that  if  ihcy  receive 
and  sell  such  goods,  they  too,  must 
expect  from  this  date  prosecutions 
under  the  provisions  of  the  statute 
that  prevents  the  sale  of  products 
containing  benzoate  of  soda  or 
'  other  preservatives. 


28 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


WANT  DEPARTMENT 


Auw*n  t«  Wut  Adyertiiemeatt  lu«rt*d  la  tkU  deputawt  say  b*  uMnued  U  the  '  Grocery  World 
ud  Ooaoral  Merchant "  whoa  dor i rod,  provided  tho  odrortUoiaont  lo  aacoapoalod  by  10  ooatt  la  pottage  to 
pay  for  romollla(  tho  rrmo.  Tho  prico  ot  each  laoertloa  to  two  matt  per  word  la  adraaoe. 


HELP  WANTED. 


WANTED. — Specialty  salesman  calling  on 
the  grocery,  drug  and  confectionery  trade, 
both  retail  and  wholesale,  in  Philadelphia 
and  near-by  territory,  would  like  to  get  in 
touch  with  a  good  line  for  the  above  stated 
trade.  M.  J.  C.,  "Grocery  World  and  Gen¬ 
eral  Merchant,”  927  Arch  St.,  Philadelphia, 
Pa.  11 


WANTED. — Salesman  to  call  on  wholesale 
grocery  trade  in  Philadelphia  to  sell  canned 
goods  for  Philtdelphia  commission  house. 
Must  have  experience.  Quote  reference 
and  salary  expected.  R.  J.,  "Grocery 
World  and  General  Merchant, ”927  Arch  St., 
Philadelphia,  Pa.  tf 


WANTED. — Sales  agents  to  handle  com¬ 
plete  line  of  automatic  computing  scales, 
self-measuring  gasoline  and  oil  tanks  and 
cheese  cutters.  Exclusive  territory.  Good 


opportunity  for  high  grade  men.  Lacy  & 
Noblit,  1220  Filbert  St.,  Philadelphia,  Pa.  tf 


WANTED. — Live  men  to  organize  retail 
merchants  in  Pennsylvania.  References 
necessary.  Address  A.  M.  Howes,  Secre¬ 
tary,  210  Lincoln  Building,  Erie,  Pa.  Men¬ 
tion  the  "  Grocery  World  and  General 
Merchant.”  tf 


FOR  SALE. 


FOR  SALE. — Old  stand  of  grocery  and 
delicatessen  store.  Will  sell  to  a  quick 
buyer  for  $2,750.  Fine  stock.  Will  sell 
property  at  a  very  low  figure,  $7,500— seven 
rooms  and  bath  and  all  conveniences,  on 
Fifty-second  St.  south  of  Spruce  St.,  West 
Philadelphia.  K.  C.,  "  Grocery  World  and 
General  Merchant,”  927  Arch  St.,  Philadel¬ 
phia.  Pa. 


FOR  SALE  — An  old  established  grocery, 
meat  and  provision  store  in  busy  part  of 
West  Philadelphia,  near  Fifty-second  St., 
doing  fine  business.  Low  rent.  Will  sell 
to  a  quick  buyer  for  the  low  figure  of  $750. 
F.  C.,  “  Grocery  World  and  General  Mer¬ 
chant,”  927  Arch  St.,  Philadelphia,  Pa.  19 


FOR  SALE  — An  old  established  corner, 
doing  a  good  business  in  fresh  meats,  gro¬ 
ceries  and  provisions.  Will  accept  the  low 
figure  of  $2,850  from  a  quick  buyer.  Will 
sell  the  house  for  $9,000.  A  bargain.  Twelve 
rooms  and  all  conveniences.  Tasker  St. 
West  of  Broad.  W.  C.,  “Grocery  World 
and  General  Merchant,”  927  Arch  St., 
Philadelphia,  Pa.  Zg 


hOR  SALE. — An  old  established  grocery, 
meat  and  provision  store,  with  carefully 
selected  fresh  stock,  fixtures,  and  thirty 
running  feet  of  Walker  Pivoted  Bins,  two 
tiers  high  ;  electric  coffee  mill  grinder  and 
pulverizer  ;  rotary  dried  beef  cutter ;  electric 
hamburg  machine  ;  large  meat  box,  holding 
one  ton  of  ice;  fresh  fish  box  ;  butter  box 
Caters  to  the  best  people  in  a  suburban  town 
about  seventeen  miles  from  Philadelphia. 
Rent,  $30  per  month.  Large  store  and 
cellar.  Including  four  horses,  four  wagons, 
three  large  sleighs,  all  in  first-class  order. 
Owner  wishing  to  travel.  Price  for  the 
entire  business,  $3,800.  Will  pay  to  inves¬ 
tigate.  L.  B.,  "Grocery  World  and  Gen¬ 
eral  Merchant,”  927  Arch  St.,  Philadelphia, 
Pa.  ,, 


FOR  SALE.— Grocery  store  attached  to 
modern  ten-room  house,  also  stable.  Real 
estate  will  be  sold  for  $10,000,  stock  at  in¬ 
ventory.  Located  seventeen  miles  from 
Philadelphia  on  the  P.  &  R.  R.  R.,  popula¬ 
tion  600  and  good  surrounding  country. 
Owner  for  thirty  years  desires  to  retire. 
S.  H.  W.,  "Grocery  World  and  General 
Merchant,”  727  Arch  St.,  Phhiladelphia, 
Pa.  jj 


FOR  SALE. — One  second-hand  Gurney 
hot  water  boiler,  750  ft.  capacity.  $30  f.o.b. 
Lancaster.  F.  A.  Long,  Lancaster,  Pa. 


FOR  SALE. — Corner  grocery  and  provision 
store.  Would  do  good  with  fresh  meats. 
Will  accept  $1, 100,  if  sold  at  once.  Property 
containing  six  rooms  and  conveniences,  can 
be  bought  for  $5,100.  Northwest  section. 
S.  B.,  “Grocery  World  and  General  Mer- 
chant,”  927  Arch  St.,  Philadelphia,  Pa.  10 


BUSINESS  OPPORTUNITIES. 


0000000000000000000000000 

0  o 

o  DO  YOU  WANT  TO  SELL 
o  YOUR  BUSINESS? 

o  We  find  buyers  for  grocery  and 


FOR  SALE. — Grocery  and  provision  store, 
would  be  a  good  stand  for  fresh  meats. 
Doing  a  fair  business.  Will  sell  to  a  quick 
buyer  for  $650.  Dwelling  contains  five 
rooms  and  bath,  rent  $23  per  month.  F.  C., 
“Grocery  World  and  General  Merchant,” 
927  Arch  St.,  Philadelphia,  Pa.  17 


FOR  SALE. — Stock  and  fixtures  of  a  good 
corner  grocery  and  provision  store,  doing  a 
good  business.  Will  sell  to  a  quick  buyer 
for  $800.  Property  can  be  bought  for  $4,200. 
Six  rooms  and  all  conveniences.  D.  M. 
"Grocery  World  and  General  Merchant,”’ 
927  Arch  St.,  Philadelphia,  Pa.  10 


FOR  SALE. — Apples.  Summer  Rambos 
and  other  varieties.  Handpicked.  $1.75  bbl. 
Send  in  your  orders.  W.  B.  Zullineer 
Mt.  Holly  Springs,  Pa.  n’ 


FOR  SALE.  An  old  established  grocery 
and  provision  stand,  doing  a  good  business. 
Will  sell  to  a  quick  buyer  for  the  low  figure 
of  $1,250.  Property  can  be  bought  at  a  low 
figure.  West  Philadelphia.  A.  M.,  “  Gro¬ 
cery  World  and  General  Merchant, ”027  Arch 
St.,  Philadelphia,  Pa.  y  20 


o  general  store  businesses  —  nothing 
o  else.  We  are  specialists  in  that  and 
o  we  know  what  we  are  about, 
o  In  the  term  "grocery  stores”  we 
o  include  butter  and  egg  stores,  tea  o 
o  and  coffee  stores,  areen  arocerifs  anH  0 

o 

- o 

o  we  have  a  customer.  If  you  want  to  o 
o  buy  one,  we  know  where  something  o 
o  is  that  we’re  sure  will  suit  you. 
o  Write,  call  or  telephone, 
o  WARNER  &  CO., 


o  anything  else  in  the  same  line, 
o  If  you  want  to  sell  your  business, 


o  927  Arch  Street,  Philadelphia,  Pa. 
o  Phones  :  Bell,  Filbert  3286. 

o  Keystone,  Race  746. 

o 

0000000000000000000000000 


FOR  SALE.— Two  Troemner  Power  Coffee 
Mills,  one  for  pulverizing  and  one  for  granu¬ 
lating  ;  also  Automatic  Coffee  Roaster,  com¬ 
pete  with  fan.  Write  for  particulars.  H. 
F.  Heacock,  51  North  Second  St.,  Philadel¬ 
phia,  Pa.  tf 


FOR  SALE.— Well  paying  grocery,  meat 
and  provision  store.  Good  neighborhood. 
Will  sell  to  a  quick  buyer  for  $1,250.  Will 
sacrifice  property  containing  six  rooms  and 
bath  for  $6, 500.  Near  Sixtieth  and  Spruce  Sts 
S.  N.,  "Grocery  World  and  General  Mer¬ 
chant,”  927  Arch  St.,  Philadelphia,  Pa.  22 


GROCERY,  MEAT  AND  PROVISION 
STORES. 

EVERY  ONE  A  GOOD  CHANCE. 

No.  602.— We  have  to  offer  the  best  gro¬ 
cery  in  large  town  in  Northumberland 
County  doing  $35,000  yearly,  practically 
a  cash  business.  On  account  of  executors 
desiring  to  settle  the  estate,  this  business 
can  be  bought  at  an  inventory  price,  about 
$3,500  required.  Can  either  be  paid  for  in 
cash  or  partly  cash  and  good  security. 

No.  603  —Meat  business,  doing  $300  a 
week,  all  cash.  Can  be  purchased  at 
inventory  price.  This  business  is  located 
in  a  good  business  section  of  Germantown 
Ave.,  Philadelphia,  has  very  little  competi¬ 
tion  and  rent  and  fixed  charges  very  low 
About  $450  required.  Owner’s  reason  for 
selling  is  on  account  of  ill  health. 

No.  604.— Grocery  and  produce  business 
in  thriving  town  about  ten  miles  from  Phila- 
delphm.  Doing  $15,000  yearly,  but  can 
easily  be  increased  by  proper  party  taking 
hold.  Business  has  been  established  for 
twenty  years  and  commands  a  trade  in 
which  there  is  a  good  profit.  Will  take 
about  $i,coo  to  buy  entire  proposition 
Worth  investigation. 

No.  606— In  West  Philadelphia,  delica¬ 
tessen  and  grocery  business,  doing  $200 

lirAol.  1  «*  nil  nnnl.  ^ _ L!  _l.  .1  .  .  .  " 


weekly,  all  cash,  of  which  there  is  eighteen 


per  cent,  net  profit  above  all  expenses. 
Carries  a  stock  of  about  $900,  which  can 
readily  be  reduced.  Rent  and  other 
expenses  low.  Ill  health  causes  selling. 
About  $1,500  required. 

No.  616 —Grocery  and  meat  business  in 
Tioga,  Philadelphia,  doing  $200  a  week, 
mostly  cash.  On  account  of  owner  desiring 
to  move  in  aro  her  section  of  the  city,  will 
sacrifice  business  About  $r,ooo  will  buy 
No.  618  —Grocery,  meat  and  provision 
business  in  New  Jersey  town  ab.ut  ten 
miles  from  Camden,  doing  for  the  last  five 
years  $40,000  yearly,  of  which  two-thirds 
is  cash  and  balance  gord  credit.  Carries 
about  $600  worth  of  stock,  which  will  sell 
at  inventory.  Has  two  horses  and  four 
wagons  add  fixtures,  which  will  take  about 
$1,400,  making  a  total  investment  of  about 
$2,ooo.  This  is  unquestionably  one  of  the 
best  business  locations  in  central  New  Jersey 
and  is  worthy  of  investigatlc  n. 

No.  621. — In  a  New  Jersey  town  about  ten 
miles  from  Camden,  grocery  and  provision 
business  doing  $20, coo  yearly,  on  which  the 
gross  profits  are  $3,700;  expenses,  including 
everything,  about  $2, coo;  leaving  a  clear, 
net  profit  of  practically  $1,700.  This  busi¬ 
ness  Is  situated  in  a  section  of  the  town 
which  commands  practically  the  entire  trade 
of  that  section  and  caters  to  the  best  people 
in  the  town.  Store  has  the  name  of  always 
carrying  the  best  goods.  This  bus’ness  can 
be  increased  by  a  hustler  and  anyone  who 
desires  to  secure  a  well  paying,  established 
business  investigate  this  one  before  looking 
further.  About  $3,000  required;  part  cash 
and  good  security  for  the  balance  will  be 
accepted. 

No.  622— In  Monroe  Co.,  Pa.,  general 
store  doing  over  $40,000  yearly,  all  cash,  on 
which  there  was  a  net  profit  of  $3,600  last 
year  and  business  is  growing  each  year. 
Expense  of  conducting  very  low.  Rent 
only  $5°  monthly  and  on  account  of  being  a 
summer  resoit  the  bulk  of  business  is  done 
with  low  expense  for  help.  About  $11  0  0 
will  be  required  to  buy  stock  and  fixtures, 
but  this  can  be  reduced  a  great  deal.  Busi¬ 
ness  is  open  to  investigation.  Full  informa¬ 
tion  will  be  given  on  request. 

No.  623. — General  merchandise  busines3 
in  Warren  Co.,  N.  J.,  doing  over  $i7,oco 
yearly,  all  cash.  Can  easily  be  increased 
Expenses  very  low.  Rent,  $35  monthly. 
Clerks,  $15  weekly.  Business  has  been 
established  thirty  years.  Always  a  money¬ 
maker.  Write  for  information. 

No.  625.— Northumberland  Co.,  in  town 
of  over  14,000,  general  store  doing  an  aver¬ 
age  of  $34  000  yearly  for  the  past  five  years. 
Clear  profits,  fifteen  per  cent.  Carries  about 
$10,000  stock  and  fixtures  $2,000.  Will  sell 
for  $10,000  for  quick  sale.  Expenses  low. 
The  nature  of  this  business  is  such  that  it  is 
necessary  for  prospective  buyer  to  write 
for  information 

No.  630.— Giocery  and  meat  store  in  small 
town  in  Burlington  Co.,  N.  J.,  doing  $250 
weekly,  mostly  cash.  A  most  desirable 
location.  Exclusive  trade,  which  can  be 
increased.  Owner  desires  to  sell  on  account 
of  Government  position.  About  $900  will 
buy. 

No.  632.— A  carefully  selected  stock  of 
first-class  groceries  and  up-to-date  store 
fixtures.  The  latter  includes  24  running 
feet  of  Walker’s  Pivoted  Bins,  three  tiers 
high,  and  same  length  in  two  counters  faced 
with  thirty-six  similar  bins  of  smaller  size  ; 
American  meat  slicing  machine;  floor  coffee 
mill;  Perfection  showcase,  twenty-four 
drawers  with  double  fronts  for  display,  etc.; 
Acme  peanut  roaster;  refrigerator,  etc! 
The  building  has  been  sold  and  must  be 
vacated  quickly.  No  reasonable  offer  re¬ 
fused.  Fixtures  will  be  separated  from 
stock,  if  desired.  A  near-by  lot  is  ready  for 
a  new  building,  into  which  stock  could  be 
removed  and  allow  the  store  to  continue  in 
what  twenty  four  years’  occupancy  has 
proved  to  be  an  exceptionally  good  locality, 
Put  the  health  of  the  owner  prohibits  this  on 
his  part. 

No.  633.— In  New  Jersey  town  about 
twenty  miles  from  Camden,  general  store 
doing  an  average  of  $20,000  for  the  last  five 
years,  and  on  the  increase,  of  which  75  per 
cent,  is  cash,  balance  good  credit.  Business 
now  netting  10  per  cent,  profit  above  all 
expenses.  Carries  about  $5,000  stock,  which 
can  be  reduced  to  about  $3,000.  Business 
will  be  sold  at  inventory.  Full  information 
given  on  request. 

No.  634  — Grocery  and  meat  business  in 
West  Philadelphia  doing  over  $400  weekly 
business,  mostly  cash.  Business  has  been 
increased  each  year  for  the  last  four  years 
and  still  increasing.  Expenses  low.  This 
business  shows  a  net  profit  of  8  per  cent. 


any  test  the  business  is  put  to.  About  f  1  tor 
will  buy.  ’ 

No.  635.— Fine  established  general  store 
in  Lancaster  Co  ,  doing  a  yearly  busines« 
of  $2o,°c°,  netting  a  clear  profit  of  $3, coo 
which  can  be  shown  to  any  buyer.  Expense' 
low  and  old  established  business  command 
ing  the  best  trade  of  a  town  of  3,000  in 
centre  of  rich  farming  district.  About 
$7,000  to  $8,000  required. 

No.  637.— Lancaster  Co.  general  store 
with  small  stock,  doing  nearly  $30, 00c 
yearly,  90  per  cent.  cash.  Stock  is  in  good 
clean  condition  and  the  business  is  in  such 
good  shape  that  purchaser  can  step  into  a 
money  maker  from  the  day  he  takes  hold 
of  business.  Expenses  low.  About  f  5  « 
will  buy. 

In  all  of  these  the  cause  of  selling 
good  and  the  fullest  investigation  ccuite 
Every  one  pa)  Ing. 

WARNER  &  CO., 

927  Arch  Street  Philadelphia,  Pa 


MANY  GROCERS 

Find  it  pays  them  to  read 
“good  stuff”  in 

The  Advertising  World 

Columbus,  Ohio 


Sample  free,  or  four  moathe’  trial  for  1 0  ceata 


Per  100 
40  4-in.  Pol  vend  Sxncnrs  @  1  50 


50  5-in 
70  6-in. 
50  7-in. 
40  8-in. 


F.  O.  B.  factory, 
carefully  packed. 


We  aell  these  handsome 
boxed  Flower  Pott  from 
ntock  in  any  quantity,  but 
assortment  has  been  seL 
for  those  who  lack  experi 
in  ordering.  The  price 
the  same  as  on  open 

No.  7-G  Assortment 

Each 

5  ,60  sail  <§  I  03 

125  “  .05 

2.45  “  .06 

2  50  "  .08 

2  80  “  .10 

*9  60 


2.50 

3.50 
5.00 
7  00 


No  charge  for  package. 
Prompt  shipment.  Order  1 


The  Peters  &  Reed  Pottery  Comj 

ZANESVILLE.  OHIO 


^^Boui 


It's  little  sellable 
specialties  like  l 
that  fill  up  the 
places  in  your  j 
its.  Make  delic 
Beef  Bouillon, 

Tea  or  Soup.  Te 
in  a  box,  one  to  be 
dropped  in  a  cup  < 
hot  water.  Ereiy»j 
body  buys  them. 


Sole  Manufacturers 

ROYAL  SPECIALTY  CO. 

92  Reade  St.  NEW  YORK 


THE  FLAVOR  DE  LUXE 


MAPLEINE 


Original  and  Distinctive 


ousiness  snows  a  net  profit  of  8  per  cent. 
Anyone  desiring  the  business  can  go  in  and 
investigate  before  buying,  as  it  will  stand 


Fla  vors cakes, candies,  icings' 
puddings,  ice  cream ,  etc. .  and 
makes  a  table  syrup  better 
than  maple  at  a  cost  of  50c. 
per  gallon. 

SELLS  ON  MERIT 
BACKED  UP  BY  ADVERTISING 

See  Price-list 
Order  a  supply  from  your 
jobber,  or 

Frank  A.  Smith  Company 
105  South  Front  Street 
Philadelphia,  Pa. 

Crescent  Mfg.  Co. 
SCATTLt,  WASH. 
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Extracts  from  Dairy  and  Food  Commissioner’s  Report  Show 
Hundreds  of  Samples  Analyzed  With  Not  One  Case  of 
Adulteration.  Lard  Shows  Highest  Percentage  of  Fraud, 
i.  e.,  Twenty-five  Per  Cent.  Soft  Drinks  Also  Show  Badly. 


'Flic  Dairy  and  Food  Commis¬ 
sioner  of  Pennsylvania  has  sent 
this  journal  a  copy  of  his  prelimi¬ 
nary  report  for  the  current  year, 
in  which  appears  some  interesting 
SjUnjmari.es  ..of  the  number  of  sam¬ 
ples  collected  during  the  year  and 
the  percentage  found  adulterated. 

The  following  figures  are  taken 
from  the  report : — 

.  Sixteen  samples  of  condensed 
milk  were  analyzed,  and  all  but 
one  were  up  to  standard. 

Eleven  samples  of  cheese  were 

analyzed,  and  all  found  good. 

.  0 

Nine  hundred  and  thirty-eight 

samples  of  butter  were  analyzed, 
of  which  thirteen  were  con- 1 
demned. 

t  One  sample  of  renovated  butter  j 
was  analyzed,  and  found  all  right. 
"Two  hundred  and  eighty-three 
samples  of  oleomargarine  were 
analyzed,  thirty  being  condemned 
because  sold  for  butter. 

One  hundred  and  fifty-eight 
prosecutions  were  brought  for 
selling  artificially  colored  oleo. 

Two  hundred'  and  fifty-seven 
samples  of  meats  and  fish,  cannec 
and  fresh,  including  sausages, 
were  analyzed,  all  being  fount 
good  except  the  sausage.  Seven¬ 
teen  samples  of  sausage  and  three 
of  minced  ham  were  found  bad. 

Twenty  samples  of  lard  were 
analyzed,  five  being  found  bad. 

I  wo  hundred  and  fifteen  sam¬ 
ples  of  canned  fruits  and  vege 
tallies  and  seven  of  canned  soups 
were  examined,  all  being  found 
good. 


puddings  were  examined,  fifteen 
samples  of  cake  being  found  bad. 

Twenty  samples  of  corn  starch, 
buckwheat,  baking  soda  and  bak 
ing  powder  were  examined,  none 
being  found  adulterated. 

1  hree  hundred  and  thirty-six 
samples  of  candy  were  examined, 
but  five  being  found  bad. 

Forty  samples  of  flavoring  ex¬ 
tracts  were  examined,  only  three 
of  which  were  illegal. 

1  wo  hundred  and  seventy-eight 
soft  drinks  were  examined,  sixty- 
eight  of  which  were  found  bad. 

.  Twenty-eight  samples  of  maple 
syrup  were  examined,  with  but 
one  case  of  adulteration. 


One  hundred  and  twenty-nine 
samples  of  catsups,  chow-chow, 
oils  and  salad  dressings  were  ex¬ 
amined,  and  nineteen  found  bad. 

Seventy-four  fruit  butters, 
jams,  jellies  and  preserves  were 
examined,  without  finding  one 
bad. 

Five  samples  of  fruit  juices 
wcre  analyzed,  three  of  which 
were  bad. 

I  wenty-five  samples  of  vinegar 
were  analyzed,  six  being  bad.  " 

One  hundred  and  twenty-two 
samples  of  biscuit,  cakes,  pics  and 


Further  Expression  of  Govern¬ 
ment’s  Intention  to  Destroy 
All  Combinations  Which 
Restrain  Competition. 

Asks  Western  Court  to  Enjoin  Organ¬ 
ized  Lumber  Interests  for  Tying  Up 
Trade  Among  Themselves.  Made 
Manufacturers  Sell  Only  to  Members 
of  Retail  Association  Under  Heavy 
Penalty.  If  They  Refused,  Retail 
Associations  All  Over  the  Country 
Had  Revenge. 


scription  of  their  methods  will  be 
of  interest:— 

It  is  alleged  that  members  of 
the  retailers’  association  endeav¬ 
or  to  prohibit  manufacturers  or 
jobbers  from  shipping  to  other  re¬ 
tailers  who  were  non-members  o 
the  organization.  A  manufac¬ 
turer  shipping  to  such  retailers  is 
subject  to  a  fine  of  io  per  cent, 
of  the  value  of  the  sale,  it  is 
charged,  and  if  the  manufacturer 
refuses  to  pay  the  penalty  the  or¬ 
ganized  retailers  are  informed  o: 
it.  In  case  any  association  mem 
ber  continues  dealing  with  the 
manufacturer,  following  notifica¬ 
tion  that  he  has  refused  to  pay  his 
penalty,  the  member  is  subject  to 
expulsion  from  the  body 
When  a  manufacturer  or  job 
ber  failed  to  abide  by  the  rules  o 
the  defendant  organization,  it  is 
alleged  that  the  secretary  of  the 
association  would  complain  to  the 
Lumber  Secretaries’  Bureau  o 
Information,  and  the  latter  would 
in  turn  give  notice  to  the  severa 
lumber  dealers’  associations 
throughout  the  United  States,  al 
of  which  the  Government  holds  to 
be  in  restraint  of  trade 

The  “Scout”  is  a  lumber  trade 
paper  which,  the  Government 
claims,  helped  the  plan  along  by 
editorials  and  news  publications 


The  attack  which  the  United 
States  Government  is  making  on 
the  organized  lumber  interests 
has  been  discussed  from  time  to 
time  in  these  columns,  for  the  rea¬ 
son  that  the  practices  for  which 
the  lumber  associations  are  being 
attacked  have  some  slight  conn 
terpart,  at  least,  in  practices 
which  have  been  used  in  some  re¬ 
tail  and  wholesale  associations  of 
the  grocery  trade. 

During  the  week  the  Govern¬ 
ment  filed  a  bill  in  the  United 
States  Court  at  Detroit,  Mich., 
asking  an  injunction  against  the 
Michigan  Retail  Lumber  Dealers 
Association,  the  Scout  Publishing 
Co.  and  the  Lumber  Secretaries’ 
Bureau  of  Information  of  Chi¬ 
cago. 

These  interests  are  charged 
with  tying  the  trade  up  among 
themselves  so  that  competition 
was  fettered  and  a  virtual  monop¬ 
oly  created.  The  following  de 


Peaches  are  not  particularly 
easier  than  a  week  ago,  though 
the  receipts  have  increased.  The 
rains  have  rotted  the  fruit,  how¬ 
ever,  and  a  large  part  of  the  re 
ceipts  are  small  and  poor.  Ohio 
peaches  range  from  $1.50  to  $1.80 
per  bushel,  and  West  Virginia 
and  western  Pennsylvania  peaches 
range  from  $1.50  to  $2  per  case 
The  demand  for  peaches  is  fair 


The  United  Stores  Association’s 
Latest  Plan  is  Alliance 
With  Farmers. 

Committee  of  Pennsylvania  State  Grange 
Go  to  New  York  to  Arrange  Plan  by 
Which  U.  S.  A.  Will  Distribute  Their 
Produce  Direct  to  Consumers. 
Another  Attack  on  the  Middleman. 
Farmers  Will  be  Asked  to  Take 
Financial  Interest  in  U.  S.  A. 

Readers  hereof  are  familiar 
with  the  scheme  of  the  United 
Stores’  Association  of  New  York, 
which  opened  up  offices  at  1261 
Broadway,  New  York  City,  sever¬ 
al  months  ago  to  exploit  a  plan  for 
various  co-operative  enterprises. 
In  substance  the  association  was 


to  select  one -.dealer  in  each  line  in 
a  district,  and  work  various  plans 
to  send  the  consumers  of  that  dis¬ 
trict  to  him.  It  was  also  to  do  co¬ 
operative  buying  for  the  mer¬ 
chants  who  joined  it.  Up  to  the 
present  time  the  organization  has 
made  but  little  headway, and  there 
have  been  various  ructions  in  it 
which  have  resulted  in  the  resig¬ 
nation  of  several  of  its  officers. 

T  he  association  is  now  said  to 
have  effected  some  sort  of  ar- 
rangement  with  the  grangers,  es¬ 
pecially  those  of  Pennsylvania,  by 
which  the  New  York  enterprise 
will  act  as  a  clearing  house  for  the 
products  of  the  farmers.  The<e 
will  be  shipped  to  New  York  City 
and  distributed  to  consumers  di¬ 
rect.  A  committee  of  the  Penn¬ 
sylvania  Grange  went  to  New 
York  during  the  week,  met  Mayor 
Gaynor,  and  were  warmly  her¬ 
alded  as  forerunners  of  that  mil- 
lenial  condition  when  there  shall 
be  no  more  middlemen.  It  is  un¬ 
derstood  that  most  of  the  goods 
to  be  sent  will  consist  of  fruits, 
produce,  butter  and  eggs,  and  the 
farmers  went  so  far  as  to  inspect 
several  warehouses. 

In  introducing  the  grangers,  to 
Mayor  Gaynor,  the  representative 
of  the  United  Stores’  Association 
said  that  potatoes,  which  cost  the 
consumers  of  Greater  New  York 
ast  year  over  $60,000,000,  netted 
the  farmers  who  grew  them  less 
than  $8,500,000;  cabbages  which 
cost  them  $9,125,000  netted  the 
growers  only  $1,800,000;  milk 
which  cost  nearly  $49,000,000  net- 
ted  $23,000,000;  the  eggs  which 
cost  them  $29,000,000  netted  $17.- 
250,000,  and  the  onions  costing 
$8,212,000  netted  the  farmers  only 
$821,000. 

This  journal  is  informed  that 
before  the  plan  will  be  put  into 
effect  the  grangers  are  all  to  be 
asked  to  buy  stock  in  the  United 
Stores’  Association  or  contribute 
to  its  capital  enough  to  float  this 
slan.  \\  hether  this  will  make  it 
more  or  less  likely  to  succeed, 
those  who  know  farmers  well  can 
answer  best. 
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BURK'S 


Meat  Loaf 


SEASONABLE  THROUGHOUT  THE  YEAR 

Composed  entirely  of  fine  selected  meats— contains 
no  flour  or  cereals.  Baked  fresh  daily  in  loaves  of  about 
six  pounds. 

Makes  a  quick  and  delicious  breakfast  sliced  and 
fried  in  a  little  butter. 

Can  also  be  served  cold  for  luncheon,  cut  in  thin 
slices  or  warmed  in  the  oven  in  one  piece  to  take  the 
place  of  a  roast. 


BURK’S 

Lunch  Roll 

(Copyrighted) 

SUBSTITUTE  FOR  BOILED  HAM 

Composed  of  lean,  tender  pieces  of  pork,  mildly 
cured,  stuffed  in  linen  container  and  boiled. 

Far  superior  and  more  delicious  than  boneless  boiled 
ham,  being  juicy,  mild  and  sweet;  also  less  expensive 
and  not  near  so  wasteful — in  fact  no  waste  at  all.  Much 
finer  in  texture  and  just  as  easily  sliced,  or  more  so, 
as  this  can  be  done  in  a  slicing  machine. 

The  cover  is  readily  removed  by  cutting  the  seam 
and  then  stripping  off  the  sack  as  the  roll  is  consumed. 
This  prevents  it  becoming  dry  and  is  a  sanitary  feature 
that  appeals  to  the  consumer,  as  it  keeps  the  product 
clean  while  displayed  on  the  counter  and  untouched  by 
hand  while  slicing,  a  vast  improvement  as  compared  with 
handling  the  greasy,  unprotected  boneless  boiled  ham. 

MEAT  LOAF  and  LUNCH  ROLL  were  originated 
by  us,  now  imitated  by  others,  but  none  equal  to  Burk's, 
which  are  prepared  from  only  the  choicest  materials. 


LOUIS  BURK 

Girard  Avenue  and  Third  Street 


PHILADELPHIA 


Errors  are  a 
Thing  of  the  Past 


where  the  merchant  is  one  of  the  seventy  thousand  users  of 


With  Only 
One  Writing 


The  End  of 
Drudgery 


<If  Where  the  McCaskey  System  is  used,  every  customer  has 
the  same  record  of  his  account  as  the  merchant— and  in  the 
same  handwriting.  The  two  are  made  at  the  same  time, 
WITH  ONE  WRITING. 

The  McCaskey  System  is  a  C|  The  McCaskey  System 
time,  labor  and  money  saver,  pleases  profitable  customers 
It  draws  new  trade,  it  helps  because  it  gives  them  .  an 
collect  old  accounts.  It  pre-  opportunity  to  check  each 
vents  losses  from  forgotten  item  for  delivery  and  price 
charges.  It  cuts  out  useless  j  and  tells  them  what  they 
bookkeeping.  ,  owe. 

<jf  The  McCaskey  System  is  sold  on  easy  payments  if  desired. 
Let  us  tell  you  how  it  pays  for  itself. 

<if  Ask  for  catalog  and  do  it  to-day. 


TheMcCaskey  Register  Co. 

ALLIANCE,  OHIO 

Agencies  in  all  Principle  Cities 

Manufacturers  of  the  famous  McCaskey  SURETY  Non-Smut  Duplicating  and  Tripli¬ 
cating  Salespad  and  single  carbon  pads  in  all  varieties 

.  See  our  exhibit  in  Building  No.  3  at  the  Interstate  Fair.  Trenton.  N.  J., 

September  25th.  26th.  27th.  28th  and  29th.  A  souvenir  to  each  visitor. 
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The  New  York  Letter 


Mystery  as  to  What  Cereal  Company  Cancelled  Its  Quantity 
Price.  National  Retail  Secretary  Green  Asks  Other  Trade 
Representatives  to  Confer  With  Him  on  Trade  Problems. 
Various  Items  and  Market  Summary. 


Special  Correspondence  of  "Grocery  World  and 
General  Merchant.” 

New  York,  August  7,  1911 
Your  correspondent  has  called 
on  the  local  representatives  of  a 
half  dozen  of  the  well  known  -cer¬ 
eal  companies  and  asked  them 
about  the  report  circulated  on 
Monday  to  the  effect  that  the 
quantity  price  had  been  cancelled 
by  one  of  the  largest  companies. 
Each  man  said  that  his  company 
had  not  done  anything  of  the  kind 
and  each  had  a  suspicion  that 
possibly  “so-and-so”  may  be  the 
company  that  did  it. 

Usually  the  men  in  the  trade 
here  get  pretty  prompt  informa¬ 
tion  as  to  any  change  of  this  kind, 
but  they  seemed  to  be  in  the  dark 
this  time. 

Apparently  the  action  of  a 
single  company,  assuming  the  re¬ 
port  to  be  true,  does  not  indicate 
any  general  movement  on  the 
part  of  companies  that  have 
quantity  prices.  Representatives 
of  several  of  the  companies  which 
have  the  plan  in  vogue  said  that 
there  has  been  no  trouble  about 
it  and  they  are  confident  that 
their  companies  will  continue  it. 

The  reasons  given  in  the  report 
for  the  abandonment  of  quantity 
prices  are  fairly  familiar.  It  is 
said  that  the  company  which  now 
gives  up  the  plan  has  been  grant¬ 
ing  a  differential  of  per  cent, 
for  orders  of  100  cases  and  over, 
the  discount  being  10  and  2.y2. 

Because  of  the  differential  there 
has  been  overbuying,  it  is  said, 
with  deterioration  of  -the  product 
and  heavy  returns,  which  were 
allowed  as  the  product  is  perish¬ 
able.  So  it  was  concluded  that  a 
flat  price  will  result  in  the  dealers 
-taking  just  about  the  quantity  of 
supplies  that  they  will  sell.  Thus 
the  product  will  reach  the  public 
in  the  best  condition  and  the  an¬ 
noyance  of  the  heavy  returns 
from  the  retailers  will  be  greatly 
lessened. 

These  have  been  the  standard 
arguments  against  quantity  prices. 
The  success  of  one  of  the  cereal 
companies  is  often  ascribed  in 
part  to  its  policy  in  keeping  away 


from  quantity  prices  and  in  never 
overloading  the  retailers. 

Yet  it  might  be  supposed  that 
several  of  the  other  companies 
would  be  affected  by  the  troubles 
mentioned,  but  their  representa 
tives  smiled  at  the  idea.  They 
said  that  the  quantity  price  works 
out  to  general  satisfaction,  as  far 
as  they  know,  in  the  business  o 
their  own  companies. 

One  distinction  is  noted  by  job 
bers.  It  is  that  a  manufacturer 
of  perishable  specialties  who  sells 
directly  to  retailers  may  be  both 
ered  more  by  returns  -than  those 
who  sell  mostly  through  the 
jobbing  trade,  as  the  jobbers  pro 
vide  a  more  even  distribution,  ac 
cording  as  the  goods  are  required, 
they  claim. 

*  *  * 

Speculation  in  flour  is  said  to 
be  eliminated  this  year,  although 
it  usually  gets  active  about  this 
time,  after  the  rush  of  new  wheat 
to  market.  The  reason  for  the 
absence  of  -the  speculative  spirit 
is  said  to  bei  that  the  speculators, 
as  well  as  the  trade  generally, 
which  bought  early  last  year, 
were  nipped  by  the  ensuing  de¬ 
clines  in  prices. 

So  this  year  the  dealers  are 
buying  most  cautiously  for  actual 
requirements.  Those  among 
them — and  there  are  said  to  be 
many — who  have  an  inclination 
to  take  an  occasional  chance  by 
buying  heavily  in  the  expectation 
of  an  advance,  are  sticking  to 
straight  business;  and  out-and- 
out  speculators  are  apparently 
taking  no  interest  at  all  in  this 
market. 


*  *  * 


Any  grocers  who  think  that 
their  rental  is  pretty  high  may 
take  comfort  from  the  figures 
given  out  as  to  the  rental  to  be 
paid  by  a  drug  company  for  a  new 
store  near  Herald  Square.  The 
amount  is  $110,000  a  year  and  the 
drug  company  has  taken  a  lease 
at  this  figure  for  21  years. 

The  location  is  a  retail  shop¬ 
ping  -as  well  as  newspaper  and 
theatrical  centre. 


It  is  given  out  that  in  pursuance 
of  plans  made  at  the  last  conven 
tion  of  the  National  Association 
of  Retail  Grocers,  Secretary 
Green  has  sent  letters  to  the 
officers  of  the  associations  of 
manufacturers  and  jobbers  in¬ 
viting  them  to  co-operate  in  hold¬ 
ing  a  conference  at  which  food 
questions  will  be  considered,  es 
pecially  the  question  of  reducing 
the  cost  of  food  distribution,  and 
thus  reducing  the  cost  of  living. 

There  is  a  prospect  of  an  early 
preliminary  conference  of  repre 
sentatives  of  the  retailers’  associ¬ 
ation  with  officers  of  the  Ameri¬ 
can  Specialists’  Association  and 
-the  National  Wholesale  Grocers’ 
Association. 

*  *  * 

As  a  result  of  recent  activity  on 
the  part  of  New  Jersey  officials 
600  cans  of  frozen  eggs  were 
seized  at  Jersey  City  and  are  now 
at  Trenton,  where  they  are  un¬ 
dergoing  examination  by  experts 
in  the  employ  of  the  State  Board 
of  Health.  All  of  the  eggs  that 
are  deemed  unfit  for  use  in  food 
will  be  destroyed. 

*  *  * 

A  petition  in  bankruptcy  was 
died  several  days  ago  against  the 
Dutchess  Cider  and  Vinegar  Co., 
of  Verbank.  The  assets  consist 
of  a  mill  valued  at  $15,000  and 
mortgaged  for  $4,000 
*  *  * 

A  call  has  been  issued  for  the 
first  meeting  of  the  new  Pure 
ood  and  Drugs  Department  of 
the  National  Civic  Federation. 

he  meeting  is  to  be  held  here 
September  27th  in  the  rooms  of 
t  le  Board  of  Trade  and  Transpor¬ 
tation.  Associations  of  grocers, 
druggists,  medical  men,  farmers 
and  others  are  invited  to  partici¬ 
pate.  The  call  was  issued  by  Ex- 
Mayor  Seth  Low,  the  president  of 
the  Federation. 

*  *  * 

The  fifth  annual  golf  tourna¬ 
ment  of  the  wholesale  grocers 
brokers  and  allied  trades  is  to  be 
held  September  14th  at  the 
Wykagyl  Club,  New  Rochelle, 

N.  Y.  There  is  much  interest  in 
this  annual  event,  in  the  wholesale 
district  of  the  West  Side. 

*  *  * 

Several  of  the  department 
stores  have  been  advertising  pure 
food  exhibitions  in  their  grocery 
departments,  with  special  sales, 
etc.  These  stores  have  been 
making  this  an  annual  feature 
about  this  time  of  year.  The  de¬ 


partments  are  especially  deco¬ 
rated  for  the  event  and  there  are 
I  demonstrations  of  various  prod¬ 
ucts  and  other  features. 

*  *  * 

J.  E.  Bowman,  a  member  of  a 
wholesale  grocery  company  at 
Newburgh,  N.  Y.,  committed  sui¬ 
cide  yesterday  by  hanging  him¬ 
self  in  a  room  in  the  Grand  Union 
Hotel  in  this  city.  He  was  a 
member  of  the  Leonard-Bowman 
Co.,  recently  incorporated  with  an 
authorized  capital  stock  of  $100,- 
000.  He  had  been  a  salesman  for 
Doyle  &  Leonard,  wholesale  gro¬ 
cers  of  Newburgh,  and  it  had  been 
arranged  that  the  interests  of  this 
firm  should  be  taken  over  byr  the 
new  corporation.  No  motive  for 
the  suicide  is  known  to  his  busi¬ 
ness  associates. 


Summarized  Market  Con¬ 
ditions. 

Roasters  continue  to  buy  coffee 
from  hand  to  mouth.  They  ap¬ 
parently  are  not  willing  to  tie  up 
capital  by  any  lively  buying  at 
present  high  prices  and  also  they 
probably  feel  that  there  would  be, 
in  that  case,  risk  of  a  reaction  if 
the  bull  campaign  should  cease 
for  any  reason.  The  stocks  of  the 
roasters  are  said  to  be  light,  but 
for  the  reasons  given  the  stocks 
are  likely  to  continue  light  for 
some  time.  The  jobbers  are  get¬ 
ting  full  prices  on  all  sales.  Mild 
grades  are  fairly  firm,  but  there 
have  been  concessions  here  and 
there  and  this  has  stimulated  buy¬ 
ing  to  some  extent. 

Sugar  has  continued  its  upward 
movement.  Because  of  the  ad¬ 
vances  in  European  beets,  the  re¬ 
finers  this  week  again  marked  up 
their  quotations.  The  American 
asks  6.40  less  2  per  cent,  for  stand¬ 
ard  granulated.  The  Federal  ad¬ 
vanced  to  6.60  after  taking  a  lim¬ 
ited  amount  of  business  at  6.50 
cents.  Arbuckles  are  firm  at  6.50 
cents.  Howell  &  Warner  with¬ 
drew  temporarily^  from  the  mar¬ 
ket. 

Holders  of  teas  find  a  fair  de¬ 
mand  when  prices  are  not  held  too 
high.  There  is  uncertainty  still 
over  the  color  question ;  this  has 
been  increased  byr  the  action  of 
the  Federal  authorities  on  the 
coast.  Some  of  the  brokers  are 
now  suggesting  that  even  in  the 
black  teas  a  close  examination  of 
the  teas  and  rigid  interpretation 
of  the  laws  might  lead  to  the  con¬ 
clusion  that  there  is  some  color- 
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ing  material,  as  a  little  talc  may 
be  found.  It  is  said  that  some  of 
the  Japans  held  up  at  San  Fran¬ 
cisco  will  be  expressed  here  for 
careful  re-examination  by  the  au¬ 
thorities  in  this  city. 

The  rice  market  is  cjuiet  and 
distributers  are  buying  only  for 
requirements. 

There  is  a  lull  in  the  sales  of 
canned  vegetables.  Jobbers  are 
apparently  content  to  await  de¬ 
velopments  before  adding  to  their 
earlier  purchases  of  this  year’s 
pack.  Some  of  them  think  that 
after  the  packers  have  made  their 
deliveries  on  the  business  now 
booked  there  will  be  pretty  heavy 
supplies  left  on  hand  which  may 
then  be  obtained,  possibly,  at 
prices  lower  than  those  now  rul¬ 
ing.  The  representatives  of  the 
packers  say  that  the  market  will 
continue  firm  and  may  even  ad¬ 
vance  ;  so  they  are  not  trying  to 
push  business.  There  is  some  dis¬ 
cussion  as  to  whether  or  not  to¬ 
matoes  were  really  injured  to  the 
extent  that  was  claimed  in  the 
recent  rains.  Favorable  reports 
as  to  the  size  .of  the  corn  crop  lead 
some  of  the  buyers  to  wait  for 
lower  prices  before  placing  addi¬ 
tional  orders.  There  is  little  do¬ 
ing  in  peas.  The  few  offerings  are 
above  the  views  of  buyers  as  to 
prices.  State  string  beans  are 
quiet  and  firm,  but  buyers  look  for 
a  decline  in  prices  because  of  the 
reports  of  a  big  crop. 

The  spot  market  for  California 
fruits  is  quiet  and  firm,  buyers 
taking  only  what  is  actually  need¬ 
ed  pending  deliveries  on  new  con¬ 
tracts.  There  is  little  demand  at 
present  for  Southern  fruit  but 
prices  are  firm. 

There  is  little  doing  in  dried 
fruits.  The  spot  demand  is  quiet, 
as  usual  at  this  season,  but  the 
limited  supplies  keep  prices 
steady.  Buyers  are  not  placing 
new  orders  for  futures,  either,  as 
they  think  that  there  is  nothing 
to  be  lost  by  waiting.  Prunes  are 
somewhat  irregular  in  prices. 
Peaches  are  dull  and  also  apri¬ 
cots.  There  is  an  easy  feeling  in 
seeded  raisins.  Currants  are 
strong  because  of  reports  from 
Greece  that  the  crop  is  late. 

Flour  is  quiet  and  firm.  Be¬ 
cause  of  the  advance  in  wheat 
buyers  are  compelled  to  pay  high¬ 
er  prices  than  those  of  a  week 
ago.  Spring  wheat  patents  range 
from  $5.25  to  $5.50,  according  to 
the  brand  and  the  circumstances 
of  the  sale. 


Moderate  activity  is  noted  in 
the  butter  market.  The  top 
grades  arc  slightly  firmer.  Spe¬ 
cials  are  quoted  at  27  to  27I/2 
cents.  The  receipts  include  liber¬ 
al  quantities  of  butter  selling  at 
23T2  to  25  cents,  with  lower 
grades  offering  at  22  to  23  cents. 

Arrivals  of  eggs  are  moderate 
and  there  are  only  limited  sup¬ 
plies  of  the  strictly  high  grades. 
The  market  is  stronger  in  tone  as 
a  result  than  it  was  a  short  time 
jack.  The  bulk  of  the  stock  that 
is  arriving  now  brings  from  17  to 
20  cents.  Some  of  the  finest  of 
the  Western  eggs  bring  as  much 
as  22  cents.  Fresh-gathered  ex¬ 
tras  are  quoted  at  24  to  26  cents; 
and  fancy  grades  of  nearby  white 
eggs  find  4  market  at  prices  rang¬ 
ing  from  26  to  34  cents. 

Fred.  A.  McGill. 


AMONG  THE  TRADE. 

Two  men  well  known  in  local 
wholesale  grocery  circles  died 
during  the  week.  J.  W.  Laugh- 
lin,  who  was  in  the  jobbing  busi¬ 
ness  for  many  years  as  J.  W. 
Laughlin  &  Co.,  died  at  his  home, 
3406  Baring  street.  He  retired 
from  the  wholesale  business  sev¬ 
eral  years  ago  and  has  since  been 
in  the  insurance  business.  John 
Price,  well  known  as  a  jobber, 
also  died  after  a  long  illness  from 
malignant  growth  on  the  brain. 
He  retired  from  the  active  con¬ 
duct  of  his  business  several 
months  ago. 

Nearby  Jersey  Bartlett  pears 
average  $1  per  basket.  California 
pears  are  freely  offered  at  $1  to 
$1.50  per  box,  which  is  hardly  half 
the  usual  price.  The  interests 
handling  them  are  making  heavy 
losses  this  year.  The  freight  on 
a  box  of  California  pears  is  80  to 
85  cents. 


LI  . 


Look  at  This  Trade  Mark 


It  means  the  broadest  guarantee  that  has  ever  been  given 
with  GLOSS  STARCHES — the  guarantee  to  give  you  and 
your  customer  the  money  back  if  not  satisfied  with  our  goods. 

We  can  do  this  because  our  manufacturing  methods  are 
wholly  different  from  other  factories.  Other  factories  take 
Pearl  Starch,  which  is  the  starch  just  as  it  comes  from  the  corn, 
after  being  dried,  and  make  gloss  starch  of  it  without  further 
refining. 

We  pulverize  the  pearl  and  work  it  just  as  if  we  were 
making  corn  starch,  so  as  to  remove  the  gluten  that  makes 
other  starches  stick  to  the  iron. 

Five  minutes’  use  will  show  that  Garantee  Gloss  Starch 
is  by  far  the  smoothest  and  the  best.  Will  you  send  the  lead¬ 
ing  independent  starch  factory  a  trial  order? 

AMERICAN  STARCH  CO.,  LITITZ,  PA. 

HENRY  PARR,  Sales  Manager 


There’s  a  Cozy 
Brightness 

about  the  grocery  window 
or  store  that’s  decorated 
with  bright  red  and  green 
Fels-Naptha  cartons. 

You  can  always  easily  save 
them  when  emptied;  they’re 
quite  convenient  and 
valuable  for  any 
kind  of  store 
display  work. 
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WITH  THE  EDITOR 


'I  here  are  a  few  men  in  the 
world  who  were  created  without 
hearts  or  human 
Dfimaec.  sympathy,  w  li  o 

a  Vampirt.  have  no  tolerance 

for  any  mistakes 
except  their  own,  who  recognize 
no  possibility  of  repentance  or  re¬ 
form,  and  who  regard  a  man  who 
has  made  one  mistake  as  an  out¬ 
cast  forever — toward  whom  there 
is  a  duty  to  hunt  him  down, 
wherever  he  may  be  endeavoring 
to  expiate  his  offense,  and  ex¬ 
pose  him  before  the  world.  Such 
a  man  is  William  F.  Delmacfe, 
a  retail  meat  dealer  of  New  York 
l  ity.  Read  the  following  extract 
from  last  Sunday’s  Philadelphia 
papers : — 


once  fallen  in,  and  so  poor  lleitz 
went  from  place  to  place,  again 
and  again  hounded  out  of  an  hon 
est  living  by  the  vampire  Del 


mage ! 


New  York,  Sept,  t.— When  Police 
Alagistrate  Butts  to-day  learned  that 
Jacob  F.  Heitz  had  expiated  an  old 
sin  by  four  years  of  upright  living 
he  turned  on  Heitz’s  former  em¬ 
ployer,  whom  he  had  robbed  four 
years  ago,  and  declared  him  guilty 
of  disorderly  conduct  because  the 
employer  had  followed  Heitz  and 
had  him  discharged  from  two  situ¬ 
ations. 

"1  heard  he  was  working  and 
deemed  it  my  duty  to  tell  on  him,” 
said  William  F.  Delmage,  the  em¬ 
ployer  who  was  robbed. 

This  did  not  appeal  to  the  Magis¬ 
trate,  who  told  Deimage  to  stop 
“hounding”  Heitz  and  held  him  un¬ 
der  a  $1,000  bond  for  six  months  to 
carry  out  the  order. 

Heitz  pleaded  guilty  when  arrest¬ 
ed  four  years  ago  for  stealing  $5 
worth  of  meat,  and  his  sentence  was 
suspended. 

Five  years  ago  Heitz  stole  $5 
worth  of  meat  from  Delmage. 
Very  likely  he  needed  it,  and 
while  that  would  not  excuse  the 
theft,  it  would  remove  it  from  the 
category  of  cold-blooded  stealing. 
The  fact  that  when  he  plead 
guilty  the  court  suspended  sen¬ 
tence  shows  that  extenuating  cir¬ 
cumstances  were  present  in  the 
case. 

Whatever  the  motive  and  con¬ 
ditions,  Heitz  stole  no  more. 
There  is  no  evidence  of  the  slight- 
est  wavering  from  the  straight 
and  narrow  path  from  the  date  of 
that  one  mistake.  For  four  years 
he  lived  an  honest  and  upright 
life,  and  filled  two  positions  ac¬ 
ceptably  until  Delmage,  his  for¬ 
mer  employer,  smelled  him  out 
and  exposed  him.  Each  time  his 
new  employer  lent  himself  to  the 
heartless  system  of  holding  a 
man’s  head  under  water  if  he  has 


Finally,  when  the  latter  tried  it 
a  third  time  Heitz  had  him  ar¬ 
rested  and  he  is  held  in  heavy 
bail  to  keep  the  peace.  Good  for 
Heitz!  If  you  had  smashed  him 
good  and  hard,  a  thousand  men 
would  have  clamored  to  go  your 
bail  when  the  truth  was  known  ! 
Delmage  and  all  his  kind  earn  the 
utter  detestation  of  every  man 
with  a  heart  in  his  breast. 


‘‘Collier’s  Weekly”  did  an  ex¬ 
ceedingly  unfair  thing  in  its  last 
issue,  in  the  writ- 
Uofair  of  er’s  judgment.  A 

Coihtr’s.  week  or  two  be¬ 

fore  it  had  pub¬ 
lished  a  story  about  the  State 
Normal  School  at  Westfield, 
Mass.,  at  which  the  chemical  de¬ 
partment  analyzed  all  the  food 
products  that  anybody  would 
send  there.  In  the  last  issue  the 
‘‘Weekly’’  published  a  list  of  the 
products'  that  the  Westfield 
School  had  found  pure.  In  its  in¬ 
troduction  it  took  occasion,  sev¬ 
eral  times,  to  say  things  like  the 
following : — 


the  mighty  power  of  a  journal  cir¬ 
culating  all  over  the  country  to 
recommend  certain  brands  for  an 
implied  superiority  which  with 
regard  to  hundreds  of  other 
brands  does  not  exist.  To  put  it 
a  little  differently,  it  establishes 
Westfield  conditions  as  a  pure 
food  standard  for  the  whole 
United  States. 

It  does  no  good  to  say  there 
may  be  other  brands  just  as  good 
the  answer  of  the  reader  is  “yes, 
there  may  be  others,  but  we  don’t 
know  about  them.  \\e  know 
about  these,  for  you  have  told  us. 
We  will  therefore  use  these  and 
let  the  others  go.” 

Suppose  some  paper  in  West- 
field  had  published  a  list  of  the 
names  of  certain  women  living  in 
Westfield  and  over  it  had  run  the 
caption  “  1  he  following  women 
have  convinced  us  that  they  are 
virtuous,  though  there  may  be 
others  in  the  town  quite  as  much 
so.”  Would  the  editor  of  “Col¬ 
lier’s,”  if  he  lived  in  Westfield, 
feel  perfectly  comfortable  in  find¬ 
ing  some  particular  woman 
friend’s  name  absent? 


workings  of  her  mind  very  easily: 
“If  I’m  arrested  I  can  say  ‘why  I 
told  the  people  it  was  a  humbug, 
and  they  bought  with  their  eves 
wide  open.’  On  the  other  hand, 
the  people  won’t  think  anything 
of  the  name— they'll  just  laugh  at 
it.” 

W  hether  this  canny  lady  made 
her  ingenious  plea  to  the  United 
States  Government  when  arrested 
the  record  of  the  case  does  not 
tell.  The  writer,  however,  would 
give  a  considerable  sum  for  the 
joy  of  hearing  her  perpetrate  it  on 
the  average  United  States  judge. 


„  Printing  the  following  article 
“Collier’s”  realizes  that  it  will 
arouse  much  criticism  and  some 
genuine  misunderstanding. 

It  is  clearly  stated  in  the  article 
that  the  foods  here  mentioned  as 
samples  of  purity  are  only  those 
which  happen  to  have  been  found  so 
in  the  experiments  conducted  at  the 
Massachusetts  State  Normal  School 
at  Westfield. 

There  may  be  a  dozen  times  as 
many  foods  which  are  pure  but 
which  have  not  happened  to  be 
tested  in  that  town. 

On  the  surface  this  appears  as 
fair  as  fair  can  be,  but  neverthe¬ 
less  it  is  unfair,  for  this  reason: 
The  average  magazine  reader  is 
not  a  deep  reasoner.  The  inevi¬ 
table  effect  which  the  publication 
of  this  partial  list  will  have  is  to 
lead  the  average  person  to  favor 
these  few  things  to  the  exclusion 
of  other  brands  equally  worthy, 
but  which  may  not  be  sold  in 
Westfield  and  therefore  have 
never  gone  to  the  Westfield 
School  for  analysis.  It  is  using 


Here  is  a  small  bit  of  humor 
from  the  usually  unhumorous  en 
forcement  of  the 
Mrs.  Smith,  Federal  Food  and 

a  Schemer.  Drug  Act  Jf  the 

writer  correctly 
interprets  it,  it  is  a  good  illustra¬ 
tion  of  a  certain  type  of  ingenious 
but  low-grade  cunning  which  one 
occasionally  encounters  among 
violators  of  food  laws. 

In  Minnesota  a  Mrs.  J.  F.  Mar¬ 
shall  Smith  has  just  been  fined  $5 
for  selling  a  “Humbug  oil,”  which 
was  said  to  have  the  power  to  “re¬ 
lieve  diphtheria  of  the  most  ma¬ 
lignant  type.”  The  Government 
found  that  the  “ingredients  do  not 
possess  properties  to  relieve  diph 
theria  of  the  most  malignant 
type,”  and  Mrs.  Smith  plead 
guilty  and  paid  her  little  fine. 

Now  the  writer  may  be  wrong, 
but  he  believes  that  the  use  of  the 
word  “Humbug”  was  a  cleverly 
concocted  scheme  to  avoid  prose¬ 
cution  for  the  exploiting  of  what 
Mrs.  Smith  knew  all  the  time  was 
a  humbug.  One  can  see  the 


According  to  dispatches  from 
Washington,  briefly  published 
last  week,  the 
South"n  w»oie. 
Grocers’ Association,  sale  Grocers’  As¬ 
sociation,  which 
for  several  years  has  been  on  one 
rack  or  another,  has  consented 
that  a  decree  shall  be  entered 
against  it  in  the  Government’s 
suit  to  dissolve,  as  preliminary  to 
giving  up  the  ghost.  Thus  end- 
eth  a  proposition  that  never  had 
any  decent  right  to  exist. 

The  Southern  Wholesale  Gro¬ 
cers’  Association’s  schemes  of  ty¬ 
ing  up  the  trade  in  the  South  had 
much  in  common  with  those  of 
the  W  estern  lumber  interests,  » 
which  are  now  also  under  sharp 
attack  by  the  United  States  Gov¬ 
ernment.  The  Southern  Associ¬ 
ation  went  much  further  than  any 
other  grocery  organization  had 
ever  gone.  Their  famous  green 
300k  was  as  relentless  as  any 
ukase  of  a  Russian  Czar.  Only 
jobbers  whose  names  appeared  in 
the  green  book  could  buy  of 
manufacturers;  if  any  manufac¬ 
turer  thought  and  acted  otherwise 
ie  was  boycotted  by  the  whole 
Southern  trade.  New  firms  who 
thought  they  had  a  right  to  enter 
the  jobbing  field  changed  their 
minds  when  they  found  that  they 
could  not  get  into  the  green  book 
— the  association  wanted  no  more 
jobbers  in  the  business — and  be¬ 
cause  they  were  not  in  the  green 
book  they  could  not  buy  goods. 
One  or  two  newcomers  refused  to 
tamely  endure  and  brought  suits 
which  were  uniformly-  decided 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


11 


rainst  the  association  with  thou- 
nds  of  dollars  damages. 

Large  retailers  who  had  been 
•customed  to  buy  direct  found 
.emselves  suddenly  and  perma- 
:ntly  cut  off,  for  they  could  not 
4  their  names  in  the  green  book- 
id  the  manufacturers  were 
raid  to  sell  them.  Even  the  job- 
;rs  who  were  in  the  green  book 
id  to  walk  the  straight  and  nar- 
vv  path  as  to  everything,  par- 
rularly  as  to  the  prices  at  which 
ey  sold,  or  their  names  were 
bbed  out,  and  they  found  them- 
lves  outside  the  pale  in  twenty- 
ur  hours.  Outside  the  pale,  let 
be  said,  meant  no  trifling  in- 
nvenience;  it  meant  destruc- 
)n,  for  a  jobber  who  could  not 
ly  of  manufacturers  could  not 
p  business. 

In  the  writer’s  judgment,  the 
mthern  Wholesale  Grocers’  As- 
ciation  represented  the  most 
artless,  cold-blooded  and  un- 
nerican  '  application  of  the  il- 
jal  boycott  that  the  grocery 
ide  of  the  United  States  has 
er  known.  All  of  its  colossal 
mbles,  culminating  now  in  final 
ssolution,  are  upon  its  own 
ad,  and  it  reaps  simply  the 
rvest  it  has  sown. 


Contributed. 

Lux  Contrasts  Old-time  Busi¬ 
ness  Methods  With  To-day’s. 


Says  Everything  is  Changed  for  the 
Better.  More  Rest  for  the  Merchant 
and  More  Protection.  But  the  National 
Bankruptcy  Law  is  a  Great  Bug-a-boo. 


Let  us  compare  the  past  and 
present.  A  few  years  ago  the 
rooster  crowed  the  opening  signal 
for  the  merchants  in  the  morning 
and  at  night  when  the  last  light 
went  out  in  town  was  the  closing 
signal,  and  he  knew  no  rest  on 
Sunday.  At  the  present  time  the 
merchant  works  about  half  that 
time  and  rests  on  Sunday. 

A  few  years  ago  it  was  fashion¬ 
able  for  the  merchants  to  put  each 
other  out  of  business,  and  if  they 
spoke  to  each  other  they  were 
afraid  the  dead  beat  might  think 
they  were  friends  looking  for 
credit  information.  The  fight  to 
get  a  dead  beat  away  from  your 
competitor  was  often  the  source 
of  a  lifelong  feud.  Under  that 
condition  the  association  quickly 
showed  the  merchants  that  the 
dead  beats  were  putting  them  out 
of  business  at  the  rate  of  90  per 
cent,  each  year. 


To-day  you  can  go  into  the 
office  of  the  association  secretary 
in  almost  any  town  in  the  coun¬ 
try  and  there  you  will  find  thou¬ 
sands  of  cards  filed  away  alpha¬ 
betically.  On  each  of  these  cards 
is  written  the  name,  address  and 
occupation  of  some  consumer, 
rated  by  from  one  to  a  dozen  mer¬ 
chants  as  good,  bad  or  slow.  I 
have  often  heard  merchants  say 
who  had  been  in  business  for 
years,  after  looking  over  their 
dead  accounts,  that  if  they  had 
our  present  credit  system  it  would 
have  saved  them  thousands  of 
dollars.  Long-winded  credits  and 
lost  discounts  are  now  relics  of 
past  ages. 

It  took  your  association  a  long 
time  to  convince  the  merchants 
that  it  cost  money  to  sell  and  de¬ 
liver  goods.  Many  of  them 
thought  if  they  bought  an  article 
for  $1  and  sold  it  for  $1.10  that 
they  made  a  profit  of  10  cents : 
whereas  they  lost  about  10  cents, 
as  it  costs  nearly  20  per  cent,  to 
do  business.  Now,  if  the  differ¬ 
ence  between  the  purchasing  and 
selling  price  of  an  article  is  less 
than  20  per  cent,  of  the  selling 
price  there  is  very  little  of  it  sold. 


A  few  years  ago  what  business 
was  left  after  the  peddler  and 
transient  merchant  got  through 
was  nearly  all  licked  up  by  the 
produce  dealers  and  jobbers. 
Now  the  first  two  are  practically 
eliminated  and  the  latter  two  are 
gradually  being  taught  to  keep 
their  places.  I  am  not  afraid  of 
the  mail-order  business  unless 
Uncle  Sam  should  go  into  part¬ 
nership  with  them  without  shar¬ 
ing  in  any  of  their  profits.  The 
small  articles  that  now  costs  them 
40  or  50  cents  to  deliver  does  not 
cost  the  merchant  more  than  5 
cents.  It  is  delivered  to  the  job¬ 
ber  in  trainloads  and  to  the  mer¬ 
chant  in  carloads,  and  it  is  on  the 
small  articles  that  they  claim  to 
make  their  profit.  The  most 
effective  way  to  keep  busines  at 
home  is  to  have  a  joint  meeting 
or  picnic  each  year  of  the  business 
men  and  farmers,  at  which  some 
good  speaker  explains  the  neces¬ 
sity  of  co-operation  to  build  up 
the  local  community.  Our  Gov¬ 
ernor  generally  speaks  for  us  in 
Minnesota.  Always  keep  close  to 
the  consumer.  If  the  merchants 
would  say  ’‘How  do  you  do”  the 
moment  they  see  a  customer  it 


Talks  $  $  $  ””  I 

All  the  year  ’round — summer  and  winter — heavy,  continuous,  attractive 

advertising  creates  steady  demand  for 

* 

Post  Toastiesj 

This  means  good,  clean,  profit  for  Grocers,  with  no  risk  because  the  sale 
of  every  package  is  guaranteed  ! 

f,The  Memory  Lingers’’  | 

for  both  Grocers  and  Customers 


Postum  Cereal  Co.,  Ltd.,  Battle  Creek,  Mich. 


IN  WRITINO  TO  ADVERTISERS  KINDLY  MENTION  "GROCERY  WORLD  AND  GENERAL  MERCHANT" 


12 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


would  do  them  a  world  of  good. 

The  National  Bankruptcy  Law 
is  one  of  the  greatest  burdens  the 
merchants  have  to  carry  now  or 
in  the  future.  Our  bankruptcy 
law  allows  the  rascal  to  put  his 
hand  in  the  merchant’s  pocket  and 
take  his  pocket  book.  It  has  re¬ 
pealed  that  commandment  of  God 
which  says  “Thou  shalt  not 
steal.'1  There  is  no  law  in  this 
country  so  far-reaching  and  de¬ 


moralizing  as  our  National  Bank¬ 
ruptcy  Law,  which  offers  to  any 
man  a  receipt  in  full  for  all  his 
debts  if  he  will  consent  to  become 
dishonest  enough  to  go  through 
bankruptcy.  It  is  a  law  which 
sows  the  seeds  of  dishonesty  in 
every  American  home.  We  speak 
of  the  evils  of  lottery  schemes  anc 
gambling  devices  To  win  on 
these  you  have  to  take  a  chance, 
but  to  win  on  our  bankruptcy  law 
you  take  no  chance  whatever. 

In  a  commercial  nation  like 
ours  there  are  very  few  men 
whose  moral  standard  is  so  high 
that  they  can  stand  the  strain 
which  this  corrupt  law  imposes 
upon  them.  It  gnaws  at  the  mor 
als  of  the  community  like  a  dead¬ 
ly  corrosive  poison  in  the  human 
system.  I  have  had  personal  ex¬ 
perience  with  men  going  through 
bankruptcy,  who  had  homes 
worth  thousands  of  dollars  and 
whose  annual  income  reached 
thousands,  but  the  temptation  to 
get  something  for  nothing  was 
too  great  for  them  to  resist.  Pick 
up  any  of  our  daily  papers  and 
you  will  find  a  list  of  bankrupts 
who  have  beaten  the  merchants 
out  of  the  necessaries  of  life. 

John  W.  Lux, 
President  National  Retail  Gro¬ 
cers’  Association. 

St.  Paul,  Minn., 

September  4,  1911. 


We  would  he  pleased  to  have  for  publication  in  this  column  the  ideas  of  our  readers  upon  trade  topics 
it  being  understood  that  we  do  not  ho  Id  ourselves  responsible  for  any  views  expressed  therein.  All  com¬ 
munications  must  be  accompanied  by  the  writers  name  and  address  as  an  evidence  of  good  faith  but  not 
necessarily  for  publication.  All  inquiries  within  our  power  to  answer  will  also  le  noticed  in  this  department 


More  Food  Products  Fail  to 
Stand  Before  Federal  Food 
and  Drugs  Act. 


Government  Certifies  Other  Reports 
of  Judgments  Under  National  Act  for 
Adulteration  or  Misbranding. 

The  following  summaries  have 
been  prepared  in  this  office  from 
data  certified  by  the  United  States 
Department  of  Agriculture  cover¬ 
ing  cases  of  adulteration  and  mis¬ 
branding  : — 

Judgment  No.  88r — Misbranding 
of  Macaroni. 

On  or  about  October  21,  1910, 
Ceravolo  Brothers,  Philadelphia, 
Pa.,  shipped  from  Pennsylvania  into 


New  .Jersey  Weights  and  Measures 
Law. 

Trenton,  N.  J.,  Sept.  6,  ion. 
To  the  Editor. 

Dear  Sir: — If  it  is  not  too  much 
trouble,  will  you  kindly  tell  me 
through  your  columns  the  weight 
and  measure  law  of  New  Jersey. 

Thanking  you  in  advance,  I 
remain, 

Yours  truly, 

M.  Nicholson. 

We  should  be  glad  to  do  this, 
if  it  wasn’t  so  long.  We  suggest 
that  you  send  a  messenger  to  the 
State  House  and  ask  the  State 
Superintendent  of  Weights  and 
Measures  for  a  printed  copy. 

*  *  * 

Write  President  Taft  Against 
Parcels  Post. 

Chicago,  Ill.,  Sept.  1,  ion. 
To  the  Editor. 

Dear  Sir : — The  American 
League  of  Associations  is  send¬ 
ing  out  to  all  its  members  and  to 
many  retail  merchants  the  accom¬ 
panying  circular. 

Will  you  please  give  this  im¬ 
portant  circular  space  in  your  val¬ 
ued  journal  and  reinforce  it  in  any 
way  which  may  seem  proper  to 
you. 

Thanking,  you  in  advance  for 
your  co-operation,  we  remain, 
Very  truly  yours, 

American  League  of  Associ¬ 
ations, 

E.  B.  Moon,  Executive  Sec'y. 
The  circular  which  the  Ameri¬ 
can  League  is  using  is  as  fol 
lows : — 


“The  Press”  announce  that  the 
President  will  recommend  a  general 
parcels  post  in  his  coming  message 
to  Congress. 

Unfortunately,  the  President  is 
not  in  touch  with  the  widespread, 
thoughtful  opposition  to  parcels 
post  and  has  no  way  of  knowing  the 
attitude  of  wholesalers  and  retailers 
on  this  question  without  they  “speak 
out”  directly  to  him. 

Advocates  of  parcels  post  have 
repeatedly  placed  before  the  Presi¬ 
dent  their  misguided  views  on  this 
question,  and  it  is  now  time  that  his 
attention  be  called  to  the  strong 
business  reasons  why  parcels  post 
should  not  be  established  in  this 
country. 

Please  write  at  once  to  the  Presi¬ 
dent  of  the  United  States  a  strong 
letter  in  opposition  to  parcels  post. 
Such  a  letter  is  bound  to  have  a 
powerful  influence. 

Very  truly  yours, 

American  League  of  Associations. 

*  *  * 

Wants  to  Find  New  Chain  Store 
Concern. 

Baltimore,  Md.,  Sept.  1,  1911. 
To  the  Editor. 

Dear  Sir: — The  following  in¬ 
quiry  has  been  referred  to  the 
“Answers”  column  of  “The  Sun”: 
“Can  you  furnish  the  address  of 
the  United  States  Grocery  Stores 
Corporation  ?” 

If  you  can  furnish  this  informa¬ 
tion  I  shall  appreciate  it  very 
much; 

Gratefully  yours, 

H.  L.  McKinsey, 
Editor  “Answers.” 

This  journal  doesn’t  know  tin 
address  of  the  corporation,  but] 
the  president’s  name  is  H.  G.  Hal- 
|  linger,  and  he  can  be  found  at  1 
Sixth  and  Market  streets,  Cam-| 
den,  N.  J. 


New  Jersey  a  consignment  of  20 
boxes  of  macaroni  labeled :  “Steam 
Mill  and  Paste  Factory — Neapolitan 
Style — San  Giovanni  a  Teduccio. 
(Pictorial  representations  of  medals 
of  award,  smoking  volcano,  a  body 
of  water,  etc.)  (Stamped  thereon 
inconspicuously  in  small  type  the 
words)  :  “Manufactured  in  Philadel¬ 
phia.”  Samples  were  examined  and 
it  was  found  to  be  of  domestic 
manufacture.  The  labels  and  in¬ 
scriptions,  delineations  and  language 
were  intended  by  their  terms  and 
style  of  display  to  indicate  that  the 
said  macaroni  was  a  foreign  prod¬ 
uct,  when  it  was  produced  in  the 
United  States  of  America.  The 
goods  were  seized  and  sold  by  the 
Government. 

Judgment  No.  S82 — Misbranding  of 
“Unemo  Brand"  Syrup. 

On  or  about  June  25,  1910,  the 
Alabama-Georgia  Syrup  Co.,  Mont¬ 


gomery.  Ala.,  shipped  from  Alabama 
to  Mississippi  a  quantity  of  syrup 
labeled :  “Unemo  Brand  Syrup. 
Packed  by  Alabama-Georgia  Syrup 
Co.,  Montgomery,  Ala.  Our  Unemo 
Brand  Syrup  is  a  blend  of  pure 
Georgia  cane  and  high  grade  Louisi¬ 
ana  syrup  with  corn  syrup  to  keep 
same  from  sugaring  or  souring. 
Packed  by  manufacturers,  Ala¬ 
bama-Georgia  Syrup  Co.,  Montgom¬ 
ery,  Ala.”  Samples  were  analyzed 
and  the  product  was  found  to  con¬ 
tain  45.6  per  cent,  of  commercial 
glucose  (corn  syrup).  The  above 
label  was  false  and  misleading,  as 
it  conveyed  the  impression  that  the 
product  substantially  consisted  of  a 
blend  of  cane  and  high  grade  Louisi¬ 
ana  syrups  with  an  inconsiderable 
amount  of  glucose  for  the  purpose 
of  keeping  the  same  from  sugaring 
or  souring;  *vhen,  in  truth  and  in 
fact,  the  product  consisted  of  the 
syrups  named  with  45.6  per  cent,  of 


glucose.  The  claimants  plead  guilty 
and  were  fined  $100. 

Judgment  No.  883— Misbranding,  i 
and  Alleged  Adulteration  of 
Vinegar. 

On  or  about  August  3,  1910,  there 
were  shipped  from  Illinois  into  In-  | 
diana  63  barrels  of  a  food  product,  1 
each  of  said  barrels  being  labeled- 
‘Trussing  Bros.  Pure  Cider  Vine-  | 
gar.  49  Gals.  40  Gr.  Chicago,  Ill. 
Mills,  Montague,  Mich.”  Analysis 
of  samples  showed  it  to  consist, 
wholly  or  in  part  of  a  mixture  of  a 
product  high  in  reducing  sugars  and 
dilute  acetic  acid,  prepared  in  imita¬ 
tion  of  cider  vinegar.  Nobody 
claimed  the  vinegar  and  it  was 
seized  and  sold  by  the  Government 

Judgment  No.  884 — Adulteration 
of  Corn  Meal. 

On  or  about  July  30,  1910,  the 
Baltimore  Pearl  Hominy  Co.,  Balti¬ 
more.  Md.,  shipped  from  Maryland 
into  North  Carolina  400  sacks,  more 
or  less,  of  a  food  product,  each  of 
which  sacks  was  labeled:  “96  lbs. 

2  Bushels  Bolted  Meal,  Baltimore 
Pearl  Hominy  Co.,  Baltimore,  Md. 
S.”  An  examination  of  b  sample 
showed  94  beetles.  11  weevils,  16 
moths,  29  other  insects,  and  677 
larvae  and  mealy  worms.  The 
claimant  was  required  to  file  a  bond 
for  $500  not  to  sell  the  meal  in  that 
condition. 

Judgment  No.  886 — Adulteration 
of  Tomato  Catsup. 

■  On  or  about  November  19,  1910, 
the  McMechen  Preserving  Co., 
Wheeling,  W.  Va.,  shipped  from 
West  Virgina  into  Massachusetts 
a  consignment  of  301  cases  of  to¬ 
mato  catsup,  each  of  said  cases 
being  labeled :  “1910  2  doz.  No.  14 
Mayflower  Brand  Tomato  Catsup. 
1-10  of  1  per  cent,  benzoate  of  soda. 
Packed  for  C.  B.  Smith  Bros.,  Bos¬ 
ton,  Mass.”  Samples  were  exam¬ 
ined  and  it  was  found  to  consist  in 
part  of  filthy,  decomposed  and  put¬ 
rid  animal  or  vegetable  substance. 
The  stuff  was  destroyed  by  the 
Government. 

Judgment  No.  887— Adulteration 
of  Tomato  Catsup. 

On  or  about  December  1  and  12, 
1010,  A.  C.  Soper  &  Co.,  New  York 
City,  shipped  from  New  York  into 
Massachusetts  two  consignments  of" 
a  food  product  labeled :  “A.  C. 
Soper  &  Co.  Pilgrim  Brand  Catsup. 
Made  from  tomato  pulp,  vegetable 
flavors,  salt,  and  preserved  with  1-3 
benzoate  of  soda.  New  York.” 
Samples  were  examined  and  it  was 
found  to  consist  in  part  of  a  filthy, 
decomposed  and  putrid  animal  or 
vegetable  substance.  The  court  or¬ 
dered  the  stuff  destroyed. 

Judgment  No.  888 — Adulteration 
and  Misbranding  of  Pow¬ 
dered  Cloves. 

On  or  about  January  25,  1910, 
Thomas  M.  Curtius.  New  York 
City,  shipped  from  New  York  into 
California  a  consignment  of  a  food 
product  labeled :  “P.  Cloves”  and 
invoiced  and  sold  at  “Pure  Powd. 
Cloves.”  Samples  were  analyzed 
and  examined  and  it  was  found  to 
consist  of  a  mixture  of  allspice  tis¬ 
sue  and  a  small  amount  of  ex¬ 
hausted  cloves.  The  defendant  en¬ 
tered  a  plea  of  guilty  to  the  above 
information,  whereupon  the  court 
imposed  a  fine  of  85. 


The  best  fancy  New  York  State 
apples  can  be  bought  at  $3  per 
barrel.  The  run  of  the  market 
ranges  from  40  to  60  cents  per 
basket. 
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'en  Years’  Influence  on  Butter, 
Eggs,  Poultry,  Beans, 
Peas  and  Hay. 


>ld  Price  List,  Dated  April  6th,  1900, 
Compared  With  Current  Values. 
Everything  Much  Higher,  but  Eggs 
Nearly  100  Per  Cent. 


There  has  .come  into  this  jour- 
ial’s  office  a  price-list  of  vari- 
us  staples  dated  April  6,  1900, 
bout  eleven  years  and  six 
lonths  ago.  The  list  includes 
utter,  eggs,  poultry,  beans  and 
eas,  and  baled  hay  and  straw, 
n  order  to  learn  what  the  passage 
f  over  ten  years  has  done  to  the 
rices  of  these  things  this  journal 
as  obtained  current  quotations 
n  them  all,  and  present  them  be- 
dw  in  comparison  with  those  of 
900 : — 


BROWN,  STEWART  &  CO. 
Price  List,  Dated  April  6,  1900. 


utter— 

1900. 

1911. 

Per  lb. 

Per  lb. 

reamery,  extra 

.26  -$  .27 

$  .30 

reamery,  firsts  . . 

.2454-  .25 

.29 

reamery.  seconds 

.22  -  .2  3Y2 

.28 

reamery,  imijation 
ountry  rolls  . 

.22  -  .22}4 

•27 

.18  1  .22 

.23-  .20 

rints,  fancy  . 

tore  packed  . 

.28  -  .31 

•35 

.15  •  .16 

ggs— 

Per  doz. 

Per  doz. 

earby,  fresh  - $ 

.13  -$  -14 

$  .25  sel. 

Vestern,  fresh  - 

.12  -  .13 

.22*  .24 

outhern,  fresh  ... 

•  I2J4-  .13 

.22-  .24 

luck  eggs  . 

.22  -  .23  none  on  mkt. 

oose  eggs  . 

ive  Poultry — 

•55  •  .00 

Per  lb. 

Per  lb. 

lens  . $ 

,io}4-$  .it 

$  .14-$  -is 

)ld  roosters  . 

.0754-  .08 

.10- 

Vinter  chickens  . 

.15  -  18 

.16-  .17 

lucks  . 

.12  *  .13 

.14-  .15 

eese  . 

Iressed  Poultry — 

.10  -  .11 

none  on  mkt. 

"resh  killed 
fowls,  Western 

Per  lb. 

Per  lb. 

choice  . $ 

"resh  killed 
fowls,  Western, 

.10  -$  .10 Yz 

V| 

<0 

CO 

fair  to  good  . 

.09  -  .0954 

.15-  .16 

ild  roosters  . 

.07  -  .08 

.10-  .11 

learby  chickens  . 
hickens,  Western, 

.13  •  .14 

.18-  .20 

fancy  . 

"urkeys,  choice, 

.12  >  .1254 

.16-  .17 

young  . 

.1254-  -13 

.20-  .22 

leans  and  Peas — 

farrows,  bright 

Per  bus. 

Per  bus. 

H.  P.,  choice  ..$  2.17  -$  2.20 

Iedium,  bright 

$  2.60 

H.  P.,  choice  .. 
>ea  beans,  bright 

2.17  -  2.18  none. 

H.  P.,  choice _ 

2.20  -  2.30 

2.40-  2.50 

led  Kidney  . 

2.15  -  2.20 

370-  375 

laled  Hay  and  Straw — 

Large  bales. 

Large  bales. 

kimothy,  choice  .$17.00  -$17.50 

$24.00-$25-00 

timothy,  No.  i  .. 

16.50  -  17.00 

23.00-  24.00 

Small  bales. 

Small  bales. 

Hmothy,  No.  i  ... 

15-00  •  *5-50 

23.00-  24.00 

Vo.  1,  mixed  _ 

'Vo.  1  straight  rye. 

14.50  -  15.00 

21.00-  22.00 

14.50  - 15.50 

14.00 

angled  rye  . 

11.50  -  12.00 

10.50-  1 1. 00 

Vheat  No.  i  . 

10.50  •  1 1. 00 

9.00-  9.50 

These  figures  show  vividly  the 
ipward  trend  of  prices  in  the  last 
:ew  years.  The  greatest  differ- 
:nce  is  in  eggs,  which  have  ad¬ 
vanced  nearly  100  per  cent.,  but 
werything  else  in  the  list  has  ad¬ 
vanced  largely. 


t  Useful  Table  Whether  You  Figure 
Profit  on  Selling  Price  or  Cost. 

The  trade  is  divided  as  to 
whether  profit  should  be  figured 


on  selling  price  or  cost.  The 
table  here  presented  is  useful 
either  way : — 

Five  per  cent,  added  to  cost  is 
4^4  Per  cent,  profit  on  selling  price. 

Seven  and  a  half  per  cent,  added 
to  cost  is  7  per  cent,  profit  on  selling 
price. 

Ten  per  cent,  added  to  cost  is  9 
per  cent,  profit  on  selling  price. 

Twelve  and  a  half  per  cent,  added 
to  cost  is  per  cent,  profit  on 
selling  price. 

Fifteen  per  cent,  added  to  cost  is 
13  per  cent,  profit  on  selling  price. 

Sixteen  and  two-thirds  per  cent, 
added  to  cost  is  14^4  Per  cent,  profit 
on  selling  price. 

Seventeen  and  a  half  per  cent, 
added  to  cost  is  15  per  cent,  profit 
on  selling  price. 

Twenty  per  cent,  added  to  cost  is 
i6?4  per  cent,  profit  on  selling  price. 

Twenty-five  per  cent,  added  to 
cost  is  23  per  cent,  profit  on  selling- 
price. 

Thirty  per  cent,  added  to  cost  is 
23  per  cent,  profit  on  selling  price. 

Thirty-three  and  a  third  per  cent, 
added  to  cost  is  25  per  cent,  profit 
on  selling  price. 

Thirty-five  per  cent,  added  to  cost 
is  26  per  cent,  profit  on  selling  price. 

Thirty-seven  and  a  half  per  cent, 
added  to  cost  is  2 7J4  per  cent,  profit 
on  selling  price. 

Forty  per  cent,  added  to  cost  is 
2854  per  cent,  profit  on  selling  price. 

Forty-five  per  cent,  added  to  cost 
is  31  per  cent,  profit  on  selling  price. 

Fifty  per  cent,  added  to  cost  is 
33/4  per  cent,  profit  on  selling  price. 

Sixty  per  cent,  added  to  cost  is 
3754  per  cent,  profit  on  selling  price. 

Sixty-five  per  cent,  added  to  cost  is 
3954  per  cent,  profit  on  selling  price. 

Sixty-six  and  two-thirds  per  cent, 
added  to  cost  is  40  per  cent,  profit 
on  selling  price. 

One  hundred  per  cent,  added  to 
cost  is  50  per  cent,  profit  on  selling 
price. 


Written  for  the  "Grocery  World  and  General 
Merchant.” 

Late  Closing  Keeps  Good  Help 
Away  from  Retail  Merchants. 


,  Boy  Wanting  to  Go  to  Work  Can 
Find  Better  Hours,  as  Well  as  Better 
Wages,  in  Skilled  Laboring  Lines. 
A  Case  of  Successful  Early  Closing 
in  the  Maryland  Peninsula. 


In  regard  to  the  early-closing 
movement  among  the  retail  mer¬ 
chants,  this  has  been  inaugu¬ 
rated  in  many  towns  on  the 
Maryland  and  Delaware  Penin¬ 
sula  with  satisfaction  both  to  the 
merchant  and  consumer.  Our 
plan  in  Elkton,  Md.,  is  this:  We 
close  every  evening  except  Satur 
day  at  6  o’clock  during  July  and 
August.  Of  course  there  are  a 
few  disgruntled  ones  who  keep 
open.  The  merchants  figure  no 
loss  in  it  after  they  deduct  ex¬ 
penses,  such  as  light,  etc.  I  note 
that  the  same  persons  who  come 
when  we  close  at  six  will  come 
when  we  close  at  eight. 

The  question  of  early  closing 
is  an  important  one  in  the  coun 
try  districts.  For  instance  there 
was  a  time  when  a  boy  had  an 
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“ The  Favor  of 
the  Trade” 


NATIONAL 

BISCUIT 

COMPANY 


Does  your  business  have 
it?  Do  you  enjoy  the 
goodwill  of  your  trade? 
You  say  “yes” — but,  con¬ 
sider  the  matter  imperson¬ 
ally.  Is  your  business 
growing?  lor  growth 
is  the  sure  sign  that 
your  business  possesses  a 
goodwill. 

The  various  products  of  the 
National  Biscuit  Company  enjoy 
the  favor  of  the  trade  throughout 
these  United  States — they  enjoy 
the  goodwill  of  over  one  hundred 
millions  of  people. 

Mr.  Dealer — in  the  past  twelve 
years  hundreds  of  millions  of 
In-er-seal  packages  have  been 
sold,  to  say  nothing  of  the  in¬ 
conceivable  quantities  of  National 
Biscuit  Company  products  sold 
from  the  famous  glass-front  cans. 

Have  you  shared — do  you  share 
— Will  you  share — in  these  im¬ 
mense  sales? 


John  Scott  &  Co. 

INCORPORATED 

PHILADELPHIA 

WHOLESALE  GROCERS 

•nd  Direct  Importers  «f 


FLEISCHMANN’S  ,  ,, 

COMPRESSED  YEAST 


HAS  NO  EQUAL 


more  popular  every  day. 

'Our  price  1  arc  always  correct" 


PATENTS 

aud  Trtii-mtiki  prooorad  promptly  o>d 


proparly  la  all  oooatrtoa. 


litis  &  Inis,  Wukliftii,  I.  C. 


The  One  Pure  Sugar  Syrup 

Lylc'o  Ooldea  Syrup  — perfectly 
dear,  •  beautiful  goldem  color,  oo 
aeutral  mlcro-organiam*  can't  Urt 
la  It.  Abaolatcly  frae  from  preoer- 
rotiTc*.  A  product  which  every  on* 

A nil  buying.  If  you  waat  to  plfl 
■de  leU  them  at 


your  trad 


1  about  it. 


2C*  PROFIT 

•are  aalaa  aad  pleaead  customer* 

H.  Kellogg:  &  Sons 

Philadelphia 


IN  WRITINO  TO  ADVERTISERS  KINDLY  MENTION  “QROCERY  WORLD  AND  GENERAL  MERCHANT" 
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aspiration  to  obtain  a  position  in 
a  store,  but  now  in  the  rural  dis¬ 
tricts  it  is  difficultto  obtain  proper 
help.  Why?  On  account  of  the 
long  hours  and  the  better  wages 
paid  to  skilled  workmen.  For  in¬ 
stance,  a  carpenter,  bricklayer  or 
workman  in  any  trade  will  mostly 
work  from  nine  to  ten  hours  per 
diem  and  receive  from  $2.50  to  $5 
for  it. 

Can  you  blame  the  boy? 

And  that  great  American  insti¬ 
tution,  the  Saturday  half  holiday, 
makes  our  boys  want  it,  and  boys 
seek  employment  where  they  can 
have  it.  Newark,  Del.;  Elkton, 
Md.,  and  many  other  towns  on 
the  Peninsula  do  close  early  dur 
ing  July  and  August  and  the  em¬ 
ployer  as  well  as  employee  seems 
pleased.  Our  farmers  do  not  have 
to  come  to  the  post-office,  as  they 
are  served  by  R.  F.  D.  routes ;  the 
farm  trade  buy  in  the  morning  on 
their  way  to  milk  stations  and 
creameries. 

Another  thing — there  is  always 
a  class  of  people  who  will  be  late 
whether  it  be  for  store,  church  or 
train.  These  people  put  off  their 
buying  until  the  last  minute 
whether  it  be  six  or  ten  o’clock 
closing.  W e  who  are  favored 
with  early  closing  appreciate  it. 
Those  who  have  families  can  go 
home  and  enjoy  themselves  on 
their  porches  and  go  to  work  the 
next  day  feeling  more  rested  by 
the  two  hours’  recreation.  A 
prominent  man  said  this  to  me 
and  it  made  a  great  impression : 
“When  you  close  at  six  you  feel 
as  good  as  other  people.” 

I  surely  think  the  “Stroller 
made  a  wrong  decision  in  his  ar¬ 
ticle.  Man  was  created  above  the 
animal  not  merely  to  go  to  work 
at  5.30  and  quit  at  8.30,  then  to 
bed,  and  to  keep  this  monotonous 
routine  up  forever.  If  you  close 
early  you  will  get  better  results 
from  your  help. 

The  “Stroller”  had  better  take 
out  an  accident  policy  when  he 
comes  down  this  way. 

Harry  D.  Lee. 
Elkton,  Md.,  Sept.  7,  1911 


Practically  all  enterprising 
stores  use  more  or  less  printed 
matter  about  the  place.  Some  of 
it  goes  out  in  packages,  some  they 


Telling' 

about 

anc/ 

Fish 


and  a  little  talH  on 
one  Kind  of  coffee 


hand  to  customers,  some  lies  on 
the  counters  for  people  to  pick  up 
and  read.  L.  Lehman  &  Co.,  who 
have  several  retail  grocery  stores 


tion — were  the  things  advertised. 
Here  are  all  four  pages  much  re¬ 
duced  . 

*  *  * 

I  don’t  care  much  for  the  typo¬ 
graphical  arrangement  of  the  first 
page  here.  Somehow  it  seems 
out  of  balance.  Perhaps  it  would 
have  been  better  to  print  the 
black  circle,  “The  Lehman  News” 
in  the  centre,  near  the  top,  with 
a  rule  below  it.  The  lines  “Tell¬ 
ing  About  Eggs  and  Fish”  could 
then  go  below  that,  possibly  in 
two  lines — which  would  make 
them  wider — instead  of  four. 
And  a  little  talk  on  one  kind  of 
coffee"  could  go  at  the  bottom, 


The  matter  of  the  Lehman  ad¬ 
vertising  is  always  good.  It  has  a 
terse,  business-like  manner  which 
appeals.  One  criticism  I  always 
have  of  their  advertising,  how¬ 
ever — it  usually  contains  too 


i^aurelvale 
Country  Eggs 

W«  can  now  supply  you  with  Traah  Eggt. 
Thoy  come  to  u,  three  tlmee  a  weeh— Tues¬ 
day.  Thursday  and  Saturday.  We  sell  them 
in  sealed  dozen  cartons  only,  and  each  car¬ 
ton  Is  branded  "  Laurelvale." 

For  bolting  or  poaching,  or  for  using  raw. 
these  Laurelvale  eggs  will  be  found  at  all 
tim«»  entirely  satisfactory. 

Many  of  them  only  a  faw  hours  old*  some 
a  day  old.  but  few  of  them  exceed  that  age. 
Our  guarantee  goes  out  with  every  one 
them,  and  should  they  at  any  time  prove 
!**  the  least  different  from  what  you  expected, 
please  notify  us. 


The  best 
drinhing  coffee 
to~d*y  is 

,  s 

Congress 

Coffee 

Control  Co  Set  u  iht  boi 
ihirty-cent  coffee  becaute  it  ha» 
•he  Beil  Flavor— aod  flavor  o 
(he  whole  thing. 

Id  this  Coffee  there  11  mb* 
•tance.  body,  character.  It  ha» 
imoothncti  and  it  hai  a  distinct 


One  time,  Friday  was  the 
only  day  for  Fish 

—  now  it's  any  day  or  any  meal 

Froa  two  10  ia  Lodi  received  by  im  boa  the  Aon  fresh  every  oarhM. 
Sometime*  Halib*  ia  the  leader;  wmrtmw  Cod  or  Mackerel,  or  »a,U 
StuTfeoe.  whatever  we  may  offer  ai  a  leader  or  a  “regular".  d’i 

going  to  be  the  BEST. 

CLAMS  — 

Monday.  Wedooday  aod  Friday  fee  the  amval  of  Let  m 

have  your  Uaodmg  order.  By  doing  tho.  there  wdl  be  m>  mxttty  about 
- 1 —  -• —  .1 - *- - • - T  clam  fnUerv. 


CONOEESS  HAS  VIGOR. 


Coffee  of  the  type  of  CONGRESS  hai  vigor.  It*»  twinning.  It 
hat  every  quality  of  the  ideal  breakfart  drink. 

Pleature  in  every  drop"  and  a  Coupon  in  every  bag. 

30c.  a  pound,  and  twenty  free  S.  &  H.  itampt  with  each  pound. 


No  Concord  grapes  in  small 
baskets  have  come  from  New 
York  State  as  yet.  Concords  in 
cases  are  worth  60  to  75  cents  per 
case  of  eight  baskets,  and  Dela¬ 
wares  packed  in  small  baskets  are 
worth  12  cents.  Loose  grapes 
average  40  cents  per  truck  basket. 
The  demand  is  fair. 


in  New  Jersey,  the  largest  of 
them  I  believe  in  Trenton,  send 
me  a  copy  of  a  leaflet  they  use  in 
some  way — they  don’t  say  how. 
It  was  printed  in  black  and  red  on 
thick  white  paper  and  looked  well. 
The  size  was  5 J4  x  7^2  inches, 
and  there  were  four  pages.  Eggs, 
fish  and  coffee — an  odd  combina- 


practically  as  now.  It  may  be 
that  I  would  change  this  arrange¬ 
ment  after  I  got  to  work  on  it — 
it  is  not  easy  to  scheme  it  out  in 
your  mind  so  as  to  get  the  best 
results — but  I  am  sure  that  the 
original  could  be  improved  upon 
in  some  way.  I  like  the  typo¬ 
graphical  arrangementof  the  other 
pages  better,  although  I  don’t  see 
any  reason  why  such  dissimilar 
type  should  have  been  used  on 
pages  2  and  3.  Good  printing  al¬ 
ways  preserves  a  certain  similar¬ 
ity  between  the  pages,  particu¬ 
larly  when  they  contain  advertis¬ 
ing  df  about  the  same  character. 


much  heavy  display  type.  Take, 
the  fourth  page — it  is  like  a  sand¬ 
wich  with  thick  slices  of  heavy 
type  for  the  bread  and  a  thin  slice 
of  reading  matter  for  the  meat. 
If  Lehman  &  Co.  use  this  kind  o L 
a  leaflet  often,  and  the  block 
“Lehman  Department  Food 
Stores"  is  a  trade-mark  which 
they  want  to  use,  I  should  have  a 
much  smaller  reproduction  made 
of  it — this  one  is  too  black  for  a 
small  sheet. 


Please  let  me  have  more  mat¬ 
ter. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request,- 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  S.cience 
of  Advertising.  They  will  be 
filed  in  their  order  ahd  taken  up 
in- strict  rotation.  Aw 
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the  supply,  so  you  would  better 

* 

ORDER  NOW  for  delivery  in 
the  Fall. 

Write  for  our  plan  that 
will  double  your  buckwheat 
sales  and  profits. 


The  Quality  of  MORNING  GLORY  SELF-RISING  BUCK¬ 
WHEAT  FLOUR  has  made  it  so  popular  that  the  sale  has 
increased  3  times  in  3  years.  And  we  GUARANTEE  ITS 
SALE;  if  you  have  any  left  at  the  end  of  the  season  we’ll 
take  it  back  and  pay  you  cash.  BUT,  we  can’t  guarantee 


ESTABLISHED  1808 


John  R.  McFetridge  &  Sons 

« 

printers  ant>  publishers 


FTne  Catalogue  and  Color  Work 


No.  927  Arch  Street,  Philadelphia 


— 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  "GROCERY  WORLD  AND  GENERAL  MERCHANT” 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


A  case  with  which  I  was  recent¬ 
ly  connected  inspires  me  to  dis¬ 
cuss  one  phase  of  partnership  law 
which  I  think  I  have  not  as  yet 
considered  in  these  articles.  I 
have  discussed  the  formation  of  a 
partnership,  the  legal  advantages 
and  disadvantages  of  the  partner¬ 
ship  relations,  and  also  its  disso¬ 
lution  by  ordinary  methods.  The 
case  I  refer  to,  however,  involves 
the  application  of  the  law  under 
which  one  member  of  a  partner¬ 
ship  can  rid  himself  of  another 
who  by  misconduct  is  endanger¬ 
ing  the  welfare  of  the  business. 

The  partnership  in  question 
consisted  of  two  men,  who  had 
contributed  an  equal  sum  to  the 
firm  capital,  and  were  supposed 
to  contribute  an  equal  amount  of 
labor.  One  took  care  of  the  ac¬ 
counting  and  the  books — was  in 
fact  the  financial  man — ,and  the 
other  handled  the  buying  and  sell¬ 
ing.  Each  man  was  well  adapted 
for  his  particular  end,  and  the 
combination  did  good  team  work 
until  the  accountant  began  to 
drink  and  neglected  his  part  of 
the  business.  From  a  moderate 
drinker  he  soon  became  an  inebri¬ 
ate,  and  took  to  staying  away 
from  his  office  for  days  at  a  time. 
The  other  man  handled  the  double 
burden  as  best  he  could,  but  he 
wasn’t  qualified  for  it,  and  the 
business  began  to  show  unmistak¬ 
able  signs  of  suffering. 

At  this  stage  the  steady  mem¬ 
ber  of  the  firm  consulted  counsel 
and  was  advised  to  make  his  part¬ 
ner  an  offer  either  to  buy  his  in¬ 
terest  or  to  sell  his  own.  Both 
offers  were  made  and  rejected;  in 
fact  the  bibulous  member  refused 
to  give  the  other  any  satisfaction 
whatever  or  any  promise  of  im¬ 
provement.  The  credit  of  the 
business  began  to  suffer,  as  it  was 
the  accountant  who  came  most  in 
contact  with  the  men  from  whom 
the  firm  drew  necessary  supplies, 


and  some  of  these  had  drifted 
away  while  others  had  threatenec 
to.  It  became  evident  that  some¬ 
thing  must  be  done,  and  on  behalf 
of  the  regular  partner  that  phase 
of  the  law  was  invoked — it  is  the 
law  in  practically  all  States — 
which  allows  one  member  of  a 
partnership  to  apply  to  the  court 
for  a  decree  of  dissolution.  A  de¬ 
cree  of  dissolution  is  a  forcible 
separation  of  a  partnership  by  the 
court.  The  result  in- the  case  un¬ 
der  discussion  was  the  filing  of  a 
bill  in  equity,  reciting  the  miscon¬ 
duct  of  the  other  partner,  and  the 
fact  that  by  reason  of  it  the  busi¬ 
ness  was  suffering.  The  partner 
attacked  filed  an  answer,  evidence 
was  taken  and  the  court  held  the 
charges  to  be  proven  and  granted 
a  decree.  A  part  of  the  decree 
was  the  fixing  of  the  value  of  the 
defendant  partner’s  share. 

Any  member  of  a  partnership 
whose  interests  are  being  en¬ 
dangered  by  the  misconduct  of 
his  fellow-member  can  bring  such 
an  action  in  every  State,  and  if  he 
can  make  out  his  case  he  will  get 
his  decree  of  dissolution  or  sepa¬ 
ration.  It  is  practically  an  appli¬ 
cation  for  a  business  divorce,  and 
the  law  is  as  particular  that  a  suf¬ 
ficient  cause  be  shown  as  that  the 
cause  for  domestic  divorce  be 
sufficient. 

The  misconduct  or  dissension 
complained  of  must  be  something 
that  really  endangers  the  enter¬ 
prise.  Trifling  or  temporary  dis¬ 
putes  between  partners  are  not  a 
sufficient  reason — the  law  holds 
them  likely  to  occur  in  any  part¬ 
nership.  Still,  if  the  disputes  are 
so  serious  and  persistent  as  to 
make  the  successful  continuance 
of  the  business  impracticable,  the 
courts  will  often  grant  dissolu¬ 
tion. 

Neither  will  slight  negligence 
or  misconduct  by  a  partner  be 
considered  good  ground.  Nor 


mere  error  in  judgment.  Not 
long  ago  a  member  of  a  partner¬ 
ship  brought  suit  for  dissolution 
against  his  partner,  who  had  re¬ 
peatedly  used  bad  judgment  in 
buying.  The  court  refused  the 
decree  on  the  ground  that  error 
in  judgment  was  not  sufficient, 
because  it  was  comparatively  easy 
to  guard  against  it. 

There  are  many  cases  on  the 
books  which  show  what  the 
courts  consider  sufficient  cause 
for  the  forcible  dissolution  of  a 
firm.  In  a  California  case,  for  in¬ 
stance,  one  member  defrauded  his 
partner  by  false  entries  in  the 
books.  In  an  Indiana  case  a  part¬ 
ner  used  firm  property  for  his  own 
purposes  and  refused  to  account 
for  it.  In  a  Massachusetts  case  the 
owner  of  a  business  induced  an¬ 
other  to  form  a  partnership  with 
him  by  lies  as  to  the  profits.  In  a 
Canada  case  one  partner  defied 
the  action  of  the  majority  and  did 
his  own  things.  In  all  these 
cases  dissolution  was  granted,  and 
it  will  be  in  every  such  case.  It 
has  been  granted  even  where  the 
partnership  agreement  required 
six  months’  notice  of  an  intention 
to  dissolve,  and  also  provided  for 
the  referring  of  disputes  between 
partners  to  an  arbitrator. 

On  the  other  hand,  the  courts 
lave  small  patience  with  mere 
squabbles  between  partners. 
Grossly  negligent  or  fraudulent 
misconduct,  seriously  affecting 
the  business  must  be  shown,  es¬ 
pecially  where  such  conduct  con¬ 
sists  of  a  breaoli  of  the  partner¬ 
ship  agreement.  In  an  Arkansas 
case  one  member  of  a  firm  took 
his  partner  into  court  because  the 
latter  occasionally  absented  him¬ 
self  from  the  store  without  the 
plaintiff’s  consent.  This  case  got 
scant  consideration.  In  another, 
which  met  the  same  fate,  a  part¬ 
ner  had  used  firm  money  to  pay  a 
personal  debt,  but  he  had  properly 


charged  himself  with  it,  and  the 
firm  capital  remained  unimpaired. 

The  trouble  of  going  to  court 
over  matters  of  this  kind  can 
practically  always  be  avoided  by 
covering  the  contingency  in  the 
partnership  agreement.  I  have 
explained  in  another  article  that 
no  partnership  of  any  character 
should  be  entered  into  without  an 
agreement  in  writing.  This 
should  contain  a  provision  like 
this : — 

That  if  either  of  the  parties  here¬ 
to  considers  that  the  other  party  is 
not  properly  performing  his  obliga¬ 
tions  under  this  agreement,  or  that 
he  is  guilty  of  misconduct  or  negli¬ 
gence  prejudicially  affecting  the  wel¬ 
fare  of  the  business,  the  complain¬ 
ing  member  shall  at  his  option  refer 
the  subject  matter  of  his  complaint 
to  a  board  of  arbitration,  composed 
as  follows:  Each  party  hereto  to 
appoint  one  member,  and  the  two 
so  appointed  to  appoint  a  third.  The 
said  board  of  arbitration  shall  hear 
the  complaint,  and  if  they  decide  it 
to  be  well  founded,  and  believe  that 
the  elimination  of  the  offending 
member  shall  be  for  the  best  inter¬ 
ests  of  the  business,  they  shall  ap¬ 
praise  the  value  of  said  member’s 
share  of  same  and  the  other  member 
shall  have  the  option  of  purchasing 
said  interest  at  the  appraised  price 
within  one  week  from  the  date  of 
the  findings  of  the  board. 

( Copyright ,  September,  ign,  by 
Elton  J.  Buckley.) 

Question  :  V.  W.  Harris,  Wash¬ 
ington,  D.  C. — Becoming  in¬ 
volved  in  a  peculiar  situation  and 
having  been  ably  assisted  by  you 
before,  I  would  like  to  ask  your 
advice  on  the  following  situation: 
A  leased  a  piece  of  property  from 
B  in  the  State  of  Maryland,  on 
which  there  were  two  dwellings. 
A  installed  a  French  range  for 
cooking  purposes,  setting  same 
upon  bricks  to  prevent  fire  catch¬ 
ing  to  the  frame  structure.  Lease 
reads  that  if  tenant  should  do  any¬ 
thing  in  violation  of  the  fire  in¬ 
surance  rules  the  landlord  shall 
lave  the  right  to  enter  and  take 
possession  without  formal  notice. 
A  lived* in  one  house,  but  the 
other  was  vacant.  B  moved  in, 
claimed  possession,  thus  ousting 
A,  and  claiming  the  range  on  the 
ground  that  it  is  attached  to  the 
louse  and  is  therefore  real  estate, 
although  range  can  be  taken  out 
without  altering  the  property  in 
any  way,  and  the  house  was  not 
altered  in  any  way  to  attach  it. 
Will  you  kindly  advise  which  is 
the  best  way  of  recovering  this 
property  ? 

Answer. — First  as  to  whether  B 
lad  the  right  to  take  possession 
under  the  clause  in  the  lease  re¬ 
garding  violation  of  the  insurance 
regulations.  Of  course  I  do  not 
enow  what  the  insurance  regula¬ 
tions  in  vour  section  are,  and  can 
therefore  not  advise  whether  the 
installation  of  a  kitchen  range  is 
a  violation  of  them.  I  don’t  kno\y 
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hy  it  should  be,  because  it  is  cer- 
inly  expected  that  every  dwell- 
g  house  will  contain  a  range, 
here  may  be  some  provision, 
jwever,  regarding  the  inspection 
same,  when  installed,  by  the 
surance  company.  If  the  in- 
allation  of  the  range,  as  done, 
as  actually  in  violation  of  the 
surance  regulations,  then  B 
ithout  doubt  had  a  right  to  take 
jssession,  provided  he  used  no 
mecessary  violence  in  doing  so 
id  in  all  things  complied  with 
ie  law.  If  the  installation  of  the 
nge  did  not  violate  the  insur- 
lce  rules,  B  had  no  right  to  take 
jssession.  The  application  of 
lis  opinion  to  the  facts  of  your 
ise  you  must  make  for  yourself, 

;  it  rests  upon  a  knowledge  of 
surance  rules  which  I  do  not 
ive. 

Second,  as  to  whether  B  had 
ie  right  to  seize  the  range.  My 
jinion  is  that  he  did  not  have. 

range  installed  by  the  tenant 
ir  his  own  use,  and  not  attached 
i  the  real  estate  so  that  it  cannot 
;  removed,  is  not  in  my  judg- 
ent  a  part  of  the  realty.  It  is 
ie  property  of  the  tenant  and 
in  be  claimed  by  him.  I  should 
iplevin  it,  or  if  you  prefer,  you 
m  sue  B  for  its  value.  Of  the 
vo  I  should  prefer  an  action  in 
iplevin,  as  it  would  probably  get 
ie  case  settled  more  quickly. 
>n  the  other  hand,  it  will  likely 
e  more  expensive. 

t  " 

Question :  C.  E.  Sites,  Cham- 
ersburg,  Pa. — Just  at  the  present 
me  a  large  number  of  the  gro- 
srs  and  tobacco  dealers  have 
een  arrested  for  selling  minors 
)bacco,  cigars  and  cigarettes,  but 
e  have  not  and  I  want  to  be  on 
ie  safe  side.  Will  you  give  me 
ie  law  and  the  fine,  what  we  can 
ell  and  what  we  cannot  sell,  and 
ie  age  one  must  be  to  get  it. 
'an  we  sell  on  an  order  from  the 
arents  or  older  persons?  Please 
ell  me  all  about  it. 

Answer. — The  laws  as  to  the 
ale  of  tobacco  to  minors  in  Penn- 
ylvania  were  passed  in  1901  and 
903.  The  former  makes  it  a  mis- 
emeanor  to  sell  or  give  tobacco 
a  any  form  to  a  minor  under  16 
ears  old.  The  penalty  is  a  fine 
lot  exceeding  $100,  or  imprison- 
nent  not  exceeding  30  days,  or 
•ofch.  The  act  of  1903  forbids  the 
ale  of  cigarettes  to  any  person 
tnder  21  years  old  under  penalty 
>f  $100  to  $300. 

You  ask  whether  tobacco  can 
>e  delivered  to  a  minor  on  order 


from  his  parents,  or  from  any 
adult.  I  should  say  yes,  for  in 
that  case  itwould  neither  be  given 
nor  sold  to  him ;  he  would  merely 
be  the  messenger  of  some  one 
legally  authorized  to  buy. 

Note. — Requests  for  informa¬ 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstruction.  Write 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un¬ 
less  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 


It  is  a  familiar  saying  that  it 
takes  all  sorts  of  people  to  make  a 
world,  and  it  is  equally  true  that 
it  takes  all  sorts  of  buyers  to 
make  a  market.  Very  frequently 
I  find  that  I  disagree  with  the 
buying  systems  of  some  retailers, 
but  the  dealers  in  question  are 
often  among  the  leading  mer¬ 
chants  in  their  line,  which  arouses 
a  suspicion  as  to  the  accuracy  of 
my  own  judgment.  For  instance, 
a  certain  large  Philadelphia  re¬ 
tailer  did  something  in  the  course 
of  buying  coffee  the  other  day 
which  seemed  to  me  to  be  a  hope¬ 
lessly  bad  thing  to  do.  He  was 
negotiating  for  a  large  block  of 
coffee  and  had  practically  agreed 
to  pay  the  seller’s  price,  when  he 
learned  that  the  coffee  was  in  New 
York,  and  it  would  cost  him  ]/s 
cent  more  per  pound  to  get  it  over 
from  there.  Upon  hearing  this  he 
declined  to  take  the  coffee,  and  a 
few  days  later,  the  market  having 
meanwhile  advanced,  this  identi¬ 
cal  coffee*  sold  for  p2  cent  more 
than  the  price  at  which  the  re¬ 
tailer  could  have  bought  it  then. 
Is  this  good  buying?  I  am  told 
that  retailers  as  a  class  will  dicker 
a  good  deal  longer  over  a  tiny 
fraction  of  a  cent  in  buying  coffee 
than  you  would  think  they  would. 
Coffee  is  not  so  subject  to  com¬ 
petition  as  other  products  and 


We  Are  Headquarters  for 

FRUIT  JARS 

Mason-Banner-Lightning 

Lowest  Prices — Best  Quality — Prompt  Shipments 

FISHER,  BRUCE  &  CO. 

No.  221  Market  St.,  Philadelphia 


The  Only  Brand  Made 

<J  If  you  sell  corn  flakes  or  rolled  oats,  you 
will  find  dozens  of  brands,  all  about  alike. 

€J  If  you  sell  Wheatena,  you  will  find  no 
brand  that  is  anything  like  it.  It  is  a  dis¬ 
tinctive  wheaten  food,  made  from  the  hearts 
of  wheat,  and  nobody  once  eating  it  can  find 
its  counterpart — there  is  no  counterpart. 
Therefore  they  must  eat  Wheatena — and 
they  do. 

•I  Instead  of  distributing  the  trade  among  a 
lot  of  brands,  this  means  concentrating  it  on 
one,  and  this  is  exactly  the  reason  why 
Wheatena  has  repealed  so.  It  is  a  most  re¬ 
markable  seller. 

THE  WHEATENA  CO.,  Rahway,  N.  J. 


1 


Do  You  Handle  Coffee? 


Would  a  200%  increase  in  your 
coffee  trade  with  perhaps  five 
cents  additional  profit  per  pound 
interest  you  ?  You  can  just  as 
well  have  it  as  not. 

We  can  put  you  in  the  coffee 
business  RIGHT.  We  are  doing 
it  for  thousands  of  progressive 
merchants  as  fast  as  we  can  make 
the  machines. 

Our  Royal  System  not  only  in¬ 
cludes  the  Royal  Electric  Coffee 
Mill  and  Roaster,  but  the  aid  of 
our  Service  Department,  which 


One  of  Several  Stylet 


The  Mill  That  CUTS  the  Coffee 


is  in  the  hands  of  experts. 

If  you  believe  that  you 
could  handle  from  three  to 
five  times  the  amount  of  cof¬ 
fee  trade  you  now  have,  our 
complete  booklet  will  inter¬ 
est  you.  Write  for  it  to-day. 

We  also  manufacture  Elec¬ 
tric  Meat  Choppers  and  Meat 
Slicers. 

The  A.  J.  Deer  Co. 

158  West  Street 

HORNELL,  N.  Y. 
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therefore  a  small  variation  in 
price  does  not  have  the  same 
effect  upon  the  retail  selling  price 
as  would  be  the  case  with  many 
other  products. 

*  *  * 

'The  present  sugar  situation  has 
not  been  duplicated  before  for 
long  time.  The  market  has  ad 
vanced  so  rapidly  during  the  last 
few  weeks  that  most  jobbers  are 
now  able  to  sell  sugar  at  a  smal 
profit,  a  thing  they  have  not  been 
able  to  do  for  a  considerable 
period.  Sugar  has  always  been 
the  bait  which  wholesale  grocers 
have  used  to  get  orders  for  more 
profitable  articles.  The  present 
situation  in  which  the  jobbers  are 
able  to  get  a  profit  on  a  product 
which  they  have  for  months  been 
selling  at  a  loss  would  seem  to  be 
so  satisfactory  that  one  woulc 
think  all  jobbers  would  be  con¬ 
tent  to  go  along  and  not  disturb 
it.  And  as  a  matter  of  fact,  most 
of  them  have.  For  the  last  few 
weeks  there  has  probably  been 
more  unanimity  among  whole¬ 
salers  in  the  sale  of  sugar  than 
for  a  long  time  before.  Yet  only 
last  week  I  overheard  a  fellow 
jobber  confess,  or  admit,  which 
ever  you  please,  that  he  had  just 
sold  sugar  at  5.85  cents  as  a  bait 
to  get  an  order  for  16,000  cigars. 
He  got  the  order,  and  billed  the 
sugar  at  5.85,  though  the  market 
was  then  6.15.  It  occurs  to  me 
that  retailers  are  very  short 
sighted  about  buying  sugar.  A 
jobber  must  make  so  much  out  of 
his  business  every  year.  If  he 
does  a  third  of  his  business  at  a 
loss,  he  must  make  it  up  on  the 
other  two-thirds.  That  seems 
fundamental.  The  retailer  who 
bought  sugar  at  5.85  when  the 
market  was  6.15  undoubtedly  paid 
more  for  his  cigars  than  he  would 
have  paid  if  he  had  been  content 
to  pay  the  jobber  a  profit  on  the 
sugar.  It  really  makes  no  differ¬ 
ence  what  the  profit  is  paid  on — it 
is  bound  to  be  paid  on  something, 
and  if,  out  of  a  given  order,  sugar 
pays  a  profit  like  the  rest,  there  is 
no  doubt  that  the  jobber  can  af¬ 
ford  to  sell  the  other  articles  at  a 
lower  price,  and  vice  versa. 

The  Jobber. 


Sweet  potatoes  keep  up  well. 
The  rains  have  interfered  with  the 
an(l  this  has  made  them 
temporarily  scarce.  The  range  is 
80  to  85  cents  and  the  demand  is 
good. 


STBOLLER'S 

COLUMN 


I  got  a  shock  the  other  day 
that  sort  of  did  me  up.  To  tell 
the  truth,  I  ain’t  got  over  it  yet. 
There  was  a  young  fellow  used 
to  be  a  clerk  in  a  store  where  I 
sell  goods,  and  last  spring  he  bor¬ 
rowed  a  little  money  from  his 
wife’s  aunt  and  started  up  a  store 
of  his  own  in  the  same  place.  I 
sold  him  some  of  the  goods  for 
his  opening,  and  I  sure  did  wish 
him  good  luck.  More  than  that, 
I  expected  he’d  have  it,  for  he  de¬ 
served  it.  A  good,  clean  boy. 

Last  week  I  went  back  there 
for  the  first  time  since  spring.  I 
sort  of  looked  forward  to  seeing 
Ed.  again — he’s  a  boy  I  always 
liked.  I  tended  to  some  other 
business,  and  then  went  round  on 
Pearl  street  where  the  new  store 
was. 

It  was  closed  up  and  had  a  for 
rent  sign  on  it.  At  first  I  thought 
I’d  gone  wrong,  but  no  sir,  there 
was  the  sign  still  up: — 


EDWARD  BARTON,  Jr. 
Groceries  and  Provisions 

Butter  an<l  Eggs  a  Specialty 


I  looked  in  the  window — there 
was  an  empty  cracker  tin  on  the 
door,  that  was  all.  A  cleaned- 
out,  deserted  store. 

It  always  does  give  me  the 
jlue  devils  to  get  up  against  a 
store  that  somebody’s  tried  to  run 
and  fell  down  on.  Especially  a 
young  fellow  that  looked  on  it  as 
lis  big  chance.  By  gravy,  to 
stand  on  the  sidewalk  and  see  the 
empty  windows,  with  nothing  but 
dead  flies  and  dirt  in  ’em,  and  the 
store  room  with  an  old  box  or  two 
in — it  ain’t  a  very  pleasant  sight 
to  me.  I  can  size  up  how  the  fel- 
ow  that  fell  down  there  felt  when 
he  opened  up.  Maybe  he’d  put  in 
all  the  money  he  had  in  the  world. 
Maybe  he’d  borrowed  it,  like  Ed. 
did.  Can’t  you  see  him  going 
own  in  the  morning  to  the 


The  Empty  Store. 

store’s  first  day,  thinking  it  was 
simply  plumb  sure  to  go? 

I  can  see  his  wife,  too.  If  she 
was  the  right  sort  of  a  woman  she 
was  more  wrapped  up  in  the  thing 
than  he  was.  Talking  it  over 
with  him  every  chance  she  got, 
looking  forward  to  it,  with  her 
mind  made  up  to  do  everything 
she  could  to  help  him — “I’ll  show 
him  I’ve  got  as  much  head  as  he 
has” — 

And  his  mother,  and  her 
mother,  and  the  whole  family  on 
both  sides — “did  you  know  Char¬ 
lie  or  Will  or  Ed.’s  going  to  have 
a  store  of  his  own?  Yes,  indeed! 
He’s  going  to  have  a  fine  place. 
I  suppose  he’ll  cut  into  Timmons 
something  fearful — the  people  all 
like  him ;  a  lot  of  ’em  only  went 
to  Timmons  store  because  of 
Charlie,  not  because  they  liked 
Timmons.  Yes,  help  him  all  you 
can — he’ll  have  good  goods.” 

The  whole  family  from  grand- 
pap  down  to  sister’s  baby,  all  full 
of  the  thing. 

And  then,  holy  corocco,  to  have 
it  fail !  By  George,  can  you  see 
it?  Work  and  sweat,  and  feaze 
and  even  pray — do  everything 
you  can,  work  everything  you 
can — nothing  doing.  The  new 
store  never  even  walks — it  never 
gets  anywhere.  Or  maybe  it  has 
a  good  opening,  and  then  falls  off 
and  never  gets  anywhere  again. 

I  think  I’d  rather  the  opening 
would  be  bum  rather  than  have 
an  opening  that’s  going  to  lie  to 
me  about  what  the  future’s  going 
to  be. 

Can’t  you  just  hear  the  family 
talking?  “It  wasn’t  •Charlie’s 
fault — he  worked  like  a  horse. 
The  people  here  simply  don’t  ap¬ 
preciate  good  goods,  that’s  all. 
They’ve  been  used  to  getting 
trash  from  Timmons  so  long  that 

o 

they  don’t  want  anything  else.  I 
pity  Maine,  though— Charlie’s 
wife ;  she’s  more  broke  up  over  it 


than  he  is.  Yes,  he  shut  up  last 
Saturday  night.  Oh,  no,  he  won’t 
go  back  to  Timmons;  Timmoi 
was  mad,  you  know,  when 
started  opposition  to  him.  Ol 
yes,  Timmons  would  take  hin 
back — sure  he  would  ! — but  Char 
lie  won’t  give  him  that  satisfac 
tion.  I  tell  Marne  he’ll  get  a  jo 
somewhere.” 

To  get  back  to  Ed.’s  case,  tlu 
was  just  about  what  happened 
him.  His  little  store  never  got 
its  feet,  and  auntie  never  even 
a  run  for  her  money.  I  heard  si 
couldn’t  afford  to  lose  it,  and 
there’s  another  point  to  the  case. 
I  suppose  auntie  tried  to  kee 
sweet  about  it  and  tried  lil 
thunder  to  feel  that  Ed.  did 
durndest,  and  that  it  wasn't  hi_ 
fault.  Of  course  that  didn’t  bring 
the  money  back,  and  maybe  she 
was  another  sort  of  aunt — the 
kind  that  got  way  off  the  handle 
when  her  money  went,  and  talked. 
You  know  there  are  aunts  like 
that — my  wife  has  a  whole  boxful 
of  ’em.  They  never  lost  any 
money  through  me,  understand — 
don't  get  any  such  pipe  dream  as 
that.  How  could  they  when 
they’d  never  lend  me  any? 

The  Stroller. 


\\  hite  potatoes  range  from  70 
to  75  cents  per  bushel,  which  is 
about  the  price  they  have  been 
bringing  for  some  weeks.  The 
demand  is  good. 


TBI.I.  TOUR  CURTOlfSRI  TUT 

RAE’S 

Lucca  Olive  Oil 

*«  the  product  o 4  perfectly  sound,  ripe, 
frahly  picked,  frahly  cr  allied  and 

B rased  alira,  rrown  la  Tnscany,  Italy, 
le  one  place  In  the  world  where  the 
oil  re  reacha  perfection.  Yon  will  not 
•nly  please  them  but  yen  will  build  up 
a  splendid  trade  on  Lucca  Oil  at  a  food 
profit.  Prices  in  Prices  Current. 

H.  Kellogg  &  Sons 

Philadelphia 
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THE  GROCERY  MARKETS 


Tea. 

The  tea  market  is  unchanged 
iroughout.  The  demand  is  fair 
>r  the  season  and  practically 
/erything  sold  commands  the 
ill  market  price.  The  business 
i  new  Japans  has  been  very 
rge. 

Coffee. 

The  coffee  market  has  shown 
mewed  activity  during  the  week, 
ad  all  grades  of  Rio  and  Santos 
re  to  Yz  cent  higher  than  a 
•eek  ago.  The  advance  is  with- 
ut  doubt  speculative  to  a  certain 
stent,  though  there  is  scarcity  in 
x>t  stock.  The  market  is  well 
.ipported  by  the  large  interests 
nd  the  future  seems  as  strong  as 
le  present.  Mild'  coffees,  which, 
s  previously  reported,  have  been 
datively  much  lower  than  Bra¬ 
ils,  have  also  shown  some  ad- 
ance  during  the  week.  The  con- 
amptive  demand  for  coffee  has 
een  fair.  Java  and  Mocha  are 
nchanged  and  dull. 

Sugar. 

The  sugar  market  has  contin- 
ed  in  its  firm  upward  course, 
laws  have  sold  at  a  still  further 
dvance,  and  the  high  point  is 
bout  J4  cent  higher  than  refined 
ugar  sold  for  not  so  long  ago. 
lefined  sugar  has  also  shown  fur- 
her  advances,  and  at  this  writing 
ranulated  is  quoted  at  6.60  cents, 
’he  demand  is  fair,  and  seems  not 
o  have  been  seriously  interfered 
nth  by  the  advance. 

Syrup  and  Molasses. 
Glucose  shows  no  change  for 
he  week.  Compound  syrup  is 
ull  and  without  change,  but  its 
elling  season  will  open  very 
hortly.  Sugar  syrup  is  dull  at 
uling  prices  and  so  is  molasses. 

Fish. 

There  has  been  no  change  in 
he  fish  market  during  the  past 
veek.  Mackerel  has  been  active, 
iut  at  prices  that  show  no  change, 
dackerel  are  ruling  on  a  rather 
ow  basis,  and  some  operators 
iredict  higher  prices  in  the  near 
uture.  The  sales  of  new  mack¬ 
erel  have  been  very  good.  Cod, 
lake  and  haddock  are  high  and 
vill  probably  remain  so  during 
he  season.  The  demand  is  light 
is  yet.  There  is  nothing  new  to 


report  in  the  salmon  situation, 
except  that  some  of  the  packers 
seem  to  have  a  surplus  of  new 
pack  to  sell,  in  spite  of  pro  rata 
deliveries.  Salmon  will  be  high, 
however,  throughout  the  season. 
Domestic  sardines  show  no 
change.  The  market  is  un¬ 
changed,  except  that  one  packer 
is  reported  to  be  underselling  the 
market.  Imported  sardines  should 
be  firm,  if  the  reports  of  short 
pack  are  true,  but  the  market 
seems  lackadaisical  in  this  coun¬ 
try,  and  not  much  interest  is 
being  taken  or  business  doing. 

Canned  Goods. 

The  heavy  rains  have  decidedly 
affected  the  growing  crop.  Some 
patches  are  left  intact,  while 
others  are  ruined.  Even  if  the 
weather  is  perfect  from  now  on, 
the  pack  will  be  much  smaller 
than  it  would  have  been,-  though 
if  the  damage  hadn’t  occurred  the 
1911  production  would  probably 
have  been  exceedingly  large.  If 
the  weather  is  good  there  will 
probably  still  be  a  fair  pack. 
Corn  is  a  little  easier,  as  packers 
have  some  surplus.  They  are 
packing  Maine  corn  now,  and  the 
outlook  is  for  a  large  pack,  though 
the  corn  situation  in  Maine  is  so 
carefully  controlled  that  what¬ 
ever  happens  there  will  probably 
be  no  great  slump  in  the  market. 
Peas  are  unchanged — scarce,  firm 
and  quiet.  Some  packers  are 
quoting  new  pack  New  York 
State  gallon  apples  at  $2.50  in  a 
large  way,  but  packers  generally 
are  not  offering  new  pack  at  all. 
California  canned  goods  are  in¬ 
active  and  unchanged  ;  most  pack¬ 
ers  are  sold  up  on  peaches.  Small 
standard  canned  goods  are  un¬ 
changed  and  in  light  demand. 
New  pack  New  York  State  plums 
are  being  offered  this  year  as  low 
as  $1  per  dozen,  which  is  about 
30  cents  below  last  year’s  price. 

Dried  Fruits. 

Prunes  are  a  little  easier  and 
there  is  some  reason  to  believe 
that  the  crop  will  be  larger  than 
was  represented  some  time  ago. 
Packers  are  willing  to  sell  small 
sizes  on  a  5p2-cent  basis  f.  o.  b. 
coast,  which  is  a  drop  of  J4  cent. 
Peaches  are  a  little  weaker  on  the 
coast,  and  buyers  have  therefore 


temporarily  lost  interest  in  the 
market.  Raisins  are  quiet  at  rul¬ 
ing  prices.  Currants  are  in  fair 
demand  at  ruling  prices.  New 
fruit  will  arrive  around  October 
1  st. 

Beans  and  Peas. 

The  price  of  New  York  and 
Michigan  pea  beans  is  still  apart, 
owing  to  a  variation  in  the  sup¬ 
plies  in  the  respective  States. 
Michigan  pea  beans  can  be 
bought  in  a  large  way  at  $2.33  per 
bushel,  while  New  York  beans 
rule  around  $2.50.  Domestic  mar¬ 
rows  rule  from  $2.60  to  $2.75,  ac¬ 
cording  to  the  conditions  of  sale ; 
demand  fair.  California  limas  are 
weak.  New  beans  will  be  in  mar¬ 
ket  around  October  1st,  and  there 
are  still  old  beans  to  sell.  The 
chance  is  the  market  may  go 
lower.  New  crop  Scotch  peas  are 
offered  at  $3.05  in  a  large  way, 
with  very  few  takers.  Imported 
green  peas  are  cutting  quite  a  fig¬ 
ure,  as  they  can  be  bought  con¬ 
siderably  below  the  price  of  the 
domestic. 

Butter. 

The  receipts  of  butter  are  nor¬ 
mal  for  the  season,  and  the  qual¬ 
ity  is  running  exceptionally  good. 
All  grades  are  in  active  demand, 
both  solids  and  prints,  nearby 
and  Western.  The  market  is 
firm,  with  a  higher  tendency, 
though  without  change  for  the 
week.  Throughout,  the  market  is 
in  good  shape  and  everything  is 
cleaned  up  on  arrival. 

Eggs. 

The  receipts  of  eggs  are  about 
normal  for  the  season,  and  the 
market  is  healthy  and  firm  at  1 
cent  advance  for  the  week  on 
high  grade  eggs.  The  bulk  of  the 
receipts  are  fancy  and  the  out¬ 
look  is  for  a  continued  firm  mar¬ 
ket  during  the  next  few  days. 

Cheese. 

Cheese  is  coming  forward  in 
about  the  normal  quantity,  and 
the  quality  is  showing  consider¬ 
able  improvement  during  the 
week,  owing  to  better  pastures 
and  conditions.  The  make  is 
about  as  usual  for  the  season  and 
the  market  very  healthy  at  ruling 
quotations.  No  radical  change 
seems  in  sight. 


INDIVIDUAL  MARKET  REPORTS. 


Evaporated  Apples,  Etc. 

Prices  on  evaporated  apples 
have  declined  still  further.  This 
decline  seems  to  be  principally 
from  the  fact  that  the  demand 
for  green  apples  is  very  limited, 
and  on  this  account  evaporators 
are  getting  a  much  larger  supply 
of  green  apoles  than  ordinarily. 

Early  evaporated  stock  for 
prompt  shipment  is  quotable  at 
to  9  cents,  and  for  October- 
November  shipment  8l/2  to  8J4 
cents. 

Chops  are  dull,  being  obtainable 
at  2  to  2^4  cents  f.  o.  b.  in  bags. 

Cores  and  skins  have  also  de¬ 
clined,  sales  having  been  made 
down  to  2  cents  f.  o.  b.  from  the 
high  point  of  3 ]/\  cents. 

Raspberries  are  steady;  choice 
quality  is  quotable  in  barrels  at 
27  to  27^2  cents;  reds,  at  32  to  33 
cents. 

C.  C.  Hall. 

Rochester,  N.  Y. 

Imported  Fish  Specialties. 

Holland  herring  dull  and  feat¬ 
ureless  here  in  the  East,  but  the 
West  is  doing  some  little  buying. 
Business  is  likely  to  improve  in 
Holland  herring  as  soon  as  the 
weather  gets  real  cold. 

Scotch  herring  are  doing  very 
nicely.  Quality  is  very  good  and 
arriving  shipments  are  bought 
readily.  Prices  in  Scotland  are 
higher  and  trade  will  have  to  get 
accustomed  to  pay  more  money 
for  new  arrivals.  We  have  bad 
news  all  around  this  week  in  re¬ 
gard  to  prices. 

Imported  French  Sardines. — 
No  change  in  the  situation ;  no 
catch  whatever  and  it  looks 
mighty  bad  for  the  poor  manu¬ 
facturers  who  are  unable  to  fill 
the  orders  which  have  been 
booked,  and  for  us  commission 
merchants,  who  have  booked  or¬ 
ders  and  cannot  execute  them. 
There  is  still  time  for  fishing  to 
improve,  but  there  is  mightly  lit¬ 
tle  chance  that  it  will,  so  there 
will  be  very  few  if  any  new 
French  sardines  in  the  market 
this  season. 

In  Portugal  the  fishing  con¬ 
tinues  to  yield  some  large  fish, 
which  are  not  fit  for  American 
dingley  %s,  and  they  are  getting 
scarce.  Naturally  in  consequence 
of  the  failure  of  French  fishing, 
our  Portuguese  friends  are  ad¬ 
vancing  their  prices. 

In  Norway  manufacturers  are 
booking  orders  with  the  proviso 
that  they  will  fill  them  if  they  get 
the  fish.  The  fishing  is  far  from 
good,  although  the  quality  of  fish 
taken  lately  is  very  satisfactory. 


20 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


Sprats. — As  we  have  reported 
before,  there  is  no  fishing,  and  the 
new  pack  will  not  arrive  here  be¬ 
fore  the  end  of  the  year.  Stocks 
are  decreasing  rapidly  and  our 
people  have  cabled  us  to  advance 
prices.  Our  available  stock  will 
not  last  very  long;  we  shall  soon 
be  sold  out  of  sprats  long  before 
the  new  season  will  start. 

Norway  Herring. — The  catch 
of  late  has  not  at  all  been  good ; 
fish  caught  were  very  small  and 
also  in  Iceland  they  do  not  expect 
a  large  catch  this  season,  so 
higher  prices  are  looked  for. 

Stockfish. — The  yield  has  been 
smaller  than  expected  and  prices 
are  moving  upward.  So,  all  in  all, 
practically  everything  that  we  im¬ 
port  is  higher  and  where  these  ad¬ 
vances  end  we  really  do  not  know. 

StROH MEYER  &  ARPE  Co 
New  York,  N.  Y. 


Standard  Canned  Goods. 

No.  i 

During  eight  days  it  rained 
very  hard  and  almost  continu¬ 
ously  throughout  this  section  of 
the  country,  and  the  storms  have 
ben  so  severe  that  all  records  of 
the  weather  bureau  in  this  State 
have  been  broken.  Some  nights 
were  as  cold  as  it  usually  is  here 
in  the  month  of  November. 
Doubtless  you  have  read  the  ac¬ 
count  of  it  in  the  newspapers. 
The  ground,  the  tomato  vines  and 
the  fruit  on  them  are  thoroughly 
water-soaked,  and  it  will  take  one 
week  at  least  of  favorable  weather 
conditions  for  them  to  dry  out. 
The  farmers  and  canners  through¬ 
out  this  section  are  becoming  un¬ 
easy  about  the  prevailing  weather 
conditions  and  the  results  to  the 
crop  of  tomatoes.  The  receipts  of 
raw  tomatoes  for  canning  pur¬ 
poses  have  fallen  off  considerably, 
and  the  prices  of  them  are  ad¬ 
vancing.  In  consequence  the 
market  quotations  for  the  canned 
article  have  stiffened  up  material¬ 
ly  and  at  this  writing  the  outlook 
is  for  a  stronger  and  higher  mar 
ket  for  that  article.  It  is  surpris 
ing  how  quickly  the  jobbers  fol¬ 
low  up  the  developments  in  the 
tomato  market  and  wire  their  or¬ 
ders  at  full  prices.  Of  course  it 
is  within  the  possibilities  for  a 
good-sized  crop  of  tomatoes  to  be 
made  during  September  and  the 
early  part  of  October.  Probably 
not  more  than  one-third  of  the 
tomatoes  that  were  sold  for  de¬ 
livery  during  August  were 
shipped,  and  those  contracts  will 
have  to  be  filled  on  top  of  the  con¬ 
tracts  that  were  made  for  Sep¬ 
tember  delivery.  Therefore  the 
canners  will  be  compelled  to  work 
their  factories  to  the  limit  to  take 
good  care  of  their  contracts  dur¬ 
ing  this  month.  Under  these  con¬ 
ditions  the  chances  for  lower 
prices  are  not  at  all  encouraging 
to  the  jobbers  who  have  been 
awaiting  a  lower  range  of  prices 
before  loading  up  with  the  goods 
for  their  fall  and  winter  require 


ments.  The  future  course  of 
prices  depends  entirely  upon  the 
size  of  the  crop  and  the  pack  dur¬ 
ing  the  month  of  September.  At 
the  close  of  business  this  week 
the  demand  was  increasing,  and 
the  buying  orders  came  from 
nearly  all  sections  of  the  country. 
Keep  your  stocks  of  tomatoes  in 
a  comfortable  position  for  your 
wants  during  the  next  three 
months. 

There  was  some  increase  in  the 
demand  for  the  new  pack  of  corn, 
and  the  prices  were  a  shade 
higher  at  the  close  than  they  were 
at  the  opening  of  the  week.  The 
canners  are  making  strenuous 
efforts  for  a  large  pack  because 
they  are  so  largely  sold  ahead. 
The  buying  of  soaked  peas  is  re¬ 
markably  large  and  their  seems  to 
be  no  let-up  to  it.  Of  course  that 
grade  is  active  because  of  the  fact 
that  all  seconds  peas  and  stand¬ 
ard  peas  are  entirely  sold  out  anc 
something  at  lower  prices  must  be 
used  to  take  the  place  of  seconds 
and  standards.  The  buying  o:: 
spinach  for  shipment  out  of  the 
new  pack  continues  to  be  quite 
large,  and  that  article  is  worth  at¬ 
tention  now.  Sweet  potatoes  are 
in  about  the  same  position  with 
spinach.  The  demand  for  the 
new  pack  of  green  lima  beans  has 
been  equal  to  the  pack  up  to  this 
date,  and  the  buying  of  them  is 
increasing.  String  beans,  kraut, 
okra  and  tomatoes  and  plain  okra 
are  all  receiving  attention. 

Pears  and  apples  were  the  most 
active  articles  during  the  week  in 
the  line  of  fruits,  though  the  or¬ 
ders  for  peaches  were  more 
numerous  than  in  the  week  pre¬ 
vious,  but  they  were,  as  a  rule,  for 
small  lots  at  the  present  high 
prices.  Each  of  these  three  arti¬ 
cles  are  worth  attention  at  this 
time.  The  lower  range  of  prices 
for  apples  causes  an  increase  in 
the  demand  for  them.  •  For  the 
other  lines  of  fruits  there  is  a  fair 
demand  and  no  changes  in  the 
quotations  of  the  previous  week. 
As  before  reported,  the  stocks  left 
unsold  in  this  market  are  remark¬ 
ably  light  for  pineapples,  berries, 
cherries,  etc.  Cove  oysters  are 
quiet  and  firm  at  to-day’s  prices. 
Thos.  J.  Meehan  &  Co. 
Baltimore,  Md. 


No.  2. 

The  heavy  rains  the  past  week 
have  spread  consternation  among 
the  packers  and  in  consequence 
one  and  all  have  practically  with¬ 
drawn  from  the  market  awaiting 
more  settled  conditions.  With 
the  return  of  sunshine  the  pros¬ 
pects  may  assume  a  different  as¬ 
pect  and  conditions  may  become 
more  normal.  While  buyers  have 
been  watching  the  situation  with 
interest  they  have  been  loath  to 
plunge  in  at  advanced  prices, 
since  they  have  already  purchased 
heavily  against  future  needs,  and 
at  this  writing  seem  to  prefer  to 


wait  awhile  for  further  develop¬ 
ments. 

Many  sections  are  late  and  to 
what  extent  the  crop  will  suffer 
is  a  matter  of  conjecture,  depend- 
ing  largely  on  how  far  advancer 
the  crop  may  be.  To  say  the 
least,  the  weather  is  most  unusual 
More  may  perhaps  be  known 
“when  the  clouds  have  roller 
away.” 

While  there  are  few  if  any 
offerings,  the  market  may  be 
quoted  from  80  to  82 ]/2  cents  for 
3s,  but  it  would  be  impossible  to 
fill  orders  of  any  size  at  the  more 
advanced  figure,  or  even  higher, 
until  the  sun  again  shines  forth. 

Corn  packing  has  not  proceed¬ 
ed  with  the  same  zest  this  week 
as  last,  owing  to  the  extreme 
weather  conditions.  The  game 
has  been  delayed.  It  has  been  al 
most  impossible  in  some  places  to 
get  the  crops  from  the  fields, 
which  in  some  of  the  heavy  corn 
growing  sections  have  really  been 
flooded  with  water.  While  there 
is  little  interest  displayed  by  buy¬ 
ers  there  is  no  great  pressure 
among  packers  to  sell,  and  the 
market  rules  unchanged  from 
previous  quotations. 

William  Silver  &  Co.,  Inc. 
Aberdeen,  Md. 

Spices. 

The  market  is  very  active. 
Trading  has  been  very  heavy  dur¬ 
ing  the  week.  The  large  season¬ 
able  demand  is  now  on  and  will 
continue  for  the  next  60  days. 
Prices  are  generally  firm  and 
tending  upward. 

Pepper. — Slight  advance  has 
occurred  during  the  week.  Prices 
are  higher  abroad  for  both  black 
and  white  in  all  positions.  Stocks 
here  are  very  small  and  further 
advances  are  anticipated. 

Red  peppers  unchanged  during 
the  week  and  in  fair  demand. 

Cloves. — The  spot  stock  is  ex¬ 
ceedingly  small.  There  seems  to 
be  no  question  about  the  present 
crop  being  small.  Present  high 
irices  will  continue  until  new 
crop  arrivals. 

Pimento  (Allspice)  is  higher  in 
Jamaica.  Total  of  new  crop  is  re¬ 
ported  40,000  bags,  against  a  nor¬ 
mal  crop  of  90,000  bags.  Indica¬ 
tions,  therefore,  point  to  higher 
values. 

Nutmegs  should  advance  in 
price.  The  supply  here  is  small 
and  it  is  reported  crops  will  be 
somewhat  short. 

Mace. — Stock  here  is  very  scarce 
at  present,  prices  on  all  grades 
laving  advanced  during  the" week. 

Cassias. — Saigon  is  scarce  and 
in  fair  demand ;  Batavia  in  better 
demand;  China  grades  are  selling 
at  reduced  prices. 

Gingers  quiet  but  held  at  steady 
prices. 

Green  ginger  root  somewhat 
scarce  during  the  week.  Prices 
unchanged. 

Tapiocas  continue  firm  and  in 


Seeds. — Caraway  in  big  demand 
and  prices  have  advanced.  Poppy 
prices  very  high  and  there  is  no 
question  about  a  further  advance. 
Celery — the  reopening  of  the 
question  of  duty  by  the  Govern¬ 
ment  has  caused  an  advance  of  10 
or  more  cents  per  pound,  and 
round  lots  are  held  at  25  to  28 
cents,  with  further  advances  ex¬ 
pected. 

Sage  now  in  fair  demand;  also 
sweet  herbs.  Prices  steady  but 
unchanged. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 

Rice. 

Demand  during  the  week  has 
been  of  fair  proportions.  Re¬ 
ceipts  are  small,  particularly  of 
the  new  crop,  which  is  being  sold 
freely  from  dock.  Prices  are  firm 
and  an  item  advanced. 

Advices  from  the  South  note 
serious  disaster  on  the  Atlantic 
Coast.  The  storm  of  last  week 
destroyed,  it  is  estimated,  90  per 
cent,  of  the  Carolina  crop.  It  is 
hoped,  however,  that  the  loss  will 
not  be  quite  so  severe,  but  the 
most  sanguine  only  hope  for  a 
salvage  of  about  25  per  cent — a 
most  sorry  outcome  for  the  vear’s 
work  of  the  planters.  At  New 
Orleans  the  market  is  stead)-, 
with  improved  demand.  Receipts 
of  rough  larger  than  the  previous 
week,  but  on  account  of  untoward 
weather  are  100,000  sacks  less 
than  last  year  at  equal  date. 
Prices  are  strong,  with  more  in¬ 
quiry  for  distribution. 

In  the  interio  r — southwest 
Louisiana,  Texas  and  Arkansas — 
planters  are  watching  the  weather 
as  the  most  important  feature  of 
present  conditions.  Considerable 
resh-milled  old  crop  is  being 
offered  at  reasonable  figures,  and 
a  few  lots  of  new  crop  have  been 
sold. 

Cables  and  correspondence 
from  abroad  note  firm  markets  on 
all  deliveries. 

Dan  Talmage’s  Sons  Co. 

New  York  and  New  Orleans. 


air  demand. 


Market  unchanged. 


New  Patents  and  Trade-marks  in  the 
Grocery  Line. 

Messrs.  Davis  &  Davis.  Washington 
patent  attorneys,  report  the  grant  this 
week  of  the  following  patents: — 

Washington.  D.  C..  Aug.  29,  1911. 

1.001,717.  Carboy  shipping  case.  C. 
S.  Weatherby,  Paulsboro,  N.  J. 

1.001,867.  Display  rack.  N.  J.  Little 
and  T.  G.  Cummings,  Fargo.  N.  D. 

1. 001.949.  Culinary  beater.  W.  A. 
Hanna.  Del  Norte.  Col. 

1,002,116.  Peanut  threshing  and  re¬ 
cleaning  machine.  M.  B.  Bates,  Farm¬ 
ers'  Exchange,  Tennessee. 

TRADE-MARKS  PUBLISHED  FOR 
OPPOSITION. 

Ser.  No.  27.517.  “Palm"’  for  rolled 
oats,  etc.  S.  Hamill  Co.,  Keokuk.  Iowa. 

Serial  No.  56,640.  “Kimco”  for  wheat 
flour.  The  King  Milling  Co.,  Lowell, 
Mich. 

Ser.  No.  56.814.  “Kehlor's”  for  wheat 
flour.  Kehlor  Flour  Mills  Co.,  St.  Louis, 
Mo. 

Ser.  No.  57.129.  “Coral  Brand’’  for 
canned  corn.  The  Illinois  Canning  Co., 
Hoopeston.  Ill. 
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Selling  Talks  With  Clerks 

BY  A  MAN  WHO  HAS  BEEN  ONE 

Conducted  by  W.  E.  Swbenby,  Manager  for  L.  Lehman  &.  Co.’a 
Department  Food  Stores,  Trenton,  N.  J. 

We  Missed  You.— People  like  to 
;  missed.  Being  missed  and 
lowing  it  adds  importance  to 
lr  lives.  It  shows  we  play  our 
irt  in  the  real  drama  and  were 
e  to  step  out  there  would  be  an 
completeness  in  things.  Part  of 
ife's  cheerfulness  and  a  bit  of 
)od-fellowship  had  been  with- 
•awn. 

But  that  isn’t  the  point  we  in- 
nded  to  make. 

When  the  customer  gets  back 
s  good  taste  and  good  business 
;  say,  “I  am  very  much  pleased 
deed  to  welcome  you  back  to 
lr  store.  We  certainly  missed 
hi.  I  hope  you  had  a  pleasant 
immer  and  that  you  are  quite 
ell.” 

But  emphasize  the  “missed 
>u”  part  because  no  matter  how 
nail  or  how  extensive  your 
isiness  may  be,  a  woman  likes 
feel  that  she  helped  make  it. 
ath  sexes  have  some  vanity  in 
eir  make-up,  but  hers  being 
ich  a  delightful  part  of  her  life, 
le  is  naturally  most  responsive. 

*  *  * 

Peas  Are  Peas  This  Year. — No 

ich  thing  as  a  io-cent  can  of 
gular  peas  now.  You  may  hear 
“peas”  being  sold  for  io  cents, 
it  they’re  soaks. 

Soaks  as  you  know  are  simply 
•ied  peas  processed.  Be  sure 
lat  you  explain  this  and  show 
lat  it  would  be  cheaper  for  her 
)  buy  your  peas  by  the  quart  or 
3und  and  do  her  own  process- 
i  g- 

*  *  * 

He  Was  There  With  the  Limas. — 

Have  you  any  shelled  lima 
eans,”  said  the  customer.  “No, 
la’am,”  said  the  young  clerk, 
but  we  have  plenty  of  them  in 
ie  pod,”  said  the  brighter  fellow 
-“Take  the  order,  we’ll  have  lots 
f  them  in  a  half  hour.” 

What  did  he  do?  Why  he  set  a 
oy  shelling  them  and  filled  “lots” 
f  orders  that  afternoon. 

Now,  what  does  a  thing  like 
lat  teach  us? 


It  teaches  us  the  importance  of 
having  our  mind  on  the  business. 

As  soon  as  a  woman  calls  for  a 
thing  that  you  apparently  haven’t 
got,  do  a  little  thinking.  You 
have  no  fresh  spinach,  but  you 
have  it  cooked  in  cans.  You  have 
no  cranberries  but  you  have  the 
sauce  all  ready.  You  have  no 
bunch  beats,  'but  you  have  the 
real  strawberry  variety  in  large 
cans  for  15  cents,  ready  for  the 
table.  You  have  no  shelled  lima 
beans  but  you’ll  shell  some. 

*  *  * 

What  About  Night  School. — The 

man  that  attends  night  school 
means  business. 

Being  married  has  nothing  to 
do  with  it.  Being  30  or  40  or  50 
or  any  old  age  cuts  no  figure. 
Somebody  pays  a  lot  of  brainy 
men  and  women  to  teach  us 
things  we  don’t  know  and  to  do 
this  teaching  when  we’re  through 
work. 

Wouldn’t  some  of  you  men  like 
to  speak  German,  French  or  Ital¬ 
ian  ? 

Wouldn’t  it  be  a  fine  thing  to  be 
able  to  write  or  dictate  a  better 
letter  than  you  can  write  or  dic¬ 
tate  to-day. 

Night  school’s  a  grand  thing. 

*  *  * 

“I  Don’t  Like  That  Last  Corn 
Starch  I  Bought.”— “Well,  madam, 
I  don’t  remember  the  sale  and  you 
say  you  don’t  know  the  brand,  but 
1  think  I  can  tell  you  the  differ¬ 
ence  in  the  best  and  the  poorest. 

“The  best  is  made  from  what  is 
called  select  corn  and  goes 
through  a  distinct  process.  The 
starch  is  washed  from  the  grain 
and  is  filtered  through  what 
looked  to  me  like  a  silk  cloth. 
They  say  that  this  process  makes 
it  dissolve  easily  and  keeps  it 
from  lumping. 

“The  poor  kind  isn’t  as  white  as 
the  best — isn’t  as  soluble  and 
hasn’t  that  smooth,  creamy  taste. 

“Try  the  best  this  time  if  you 
please  and  you’ll  see  I  am 
right.” 


Why  We  Can 
Guarantee  Against 
Spoilage 

The  filthiest  thing  on  earth 
is  rennet  if  made  carelessly 
and  under  unclean  condi¬ 
tions. 

If  you  could  see  some  com¬ 
mercial  rennets  made  you 
wouldn’t  let  them  enter  your 
store. 

We  guarantee  to  the  abso¬ 
lute  limit  the  perfect  cleanli¬ 
ness  of  James  T.  Shinn’s 
Liquid  Rennet,  but  we  have 
other  proof  that  it’s  clean — 
we  guarantee  it  not  to  spoil. 
We  wouldn’t  dare  guarantee 
an  unclean  rennet  that  way. 

James  T.  Shinn’s  Liquid 
Rennet  will  also  coagulate 
milk  in  2 — 5  minutes,  and  in 
every  way  will  satisfy  your 
most  exacting  customer. 

Costs  you  SI. 50,  sells  for 
S3. 00.  Order  some  now,  be¬ 
fore  you  forget  it.  All 
jobbers. 

Shinn  &  Kirk 

1400  Spruce  St.,  Phila. 


Don’t  Tell  Us 
Your  Coffee 
Prices^= 


We  don’t  want  to  know 
what  you’re  paying  for  Cof¬ 
fee.  Simply  send  us  samples 
of  the  coffee,  and  we’ll  tell 
you  what  we’ll  sell  it  to  you 
for.  If  we’re  lower,  you’ll 
know  what  to  do. 

We  zvill  be  lower,  if  you’re 
buying  through  salesmen, 
just  as  sure  as  anything  can 
be.  Doesn’t  it  cost  less  to 
sell  by  mail,  the  way  we  sell, 
than  through  expensive  sales¬ 
men,  the  way  other  houses 
sell  ? 


DURYEE  &  BARWISE 

Roasters  and  Packers  Teas  and  Coffees 

89  FRONT  STREET,  NEW  YORK 

ESTABLISHED  1897 


“I  don’t  mind  paying  a  good 
price  for  butter,  but  I  do 
object  to  paying  it  for  the 
kind  you  sent  me  yesterday” 

Ever  had  that  said  to  you  ?  If  you  had,  chance  is  it  was 
your  jobber’s  fault,  not  yours,  for  nothing  is  more  uncertain 
and  variable  than  the  quality  of  successive  shipments  of  butter. 

But  no  grocer  on  earth  has  ever  had  that  said  to  him  if 
“the  kind  you  sent  me  yesterday”  was  GURNSE.  Ever  see  a 
pound  of  Gumse?  It  carries  its  quality  on  its  face;  a  gilt- 
edge  dairy  butter  made  and  packed  under  ideal  conditions. 

You  need  a  butter  leader  like  Gurnse. 

Packed  In  20.30.  and  50-pound  boxes  — pounds  and  ball  pounds  — 35  cents. 

Prices  subject  to  market  changes. 

P.  F.  BROWN  &  CO. 


39- 4U *3  SOUTH  FRONT  STREET 
PHILADELPHIA,  PA. 
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Practical  Questions  of  Store 
Management 

Conducted  bv  HENRY  JOHNSON,  Jr. 

This  department  is  conducted  by  a  man  who  has  run  a  successful  retail 
grocery  store  for  years  and  who  ha*  also  had  much  experience  with  larger 
enterprises  which  Involved  the  selling  of  merchandise  to  retailers.  He  is, 
therefore,  informed  upon  both  sides  of  the  general  questions  of  store 
management  and  will  discuss  those  questions  from  week  to  week.  The 
central  thought  of  his  articles  will  be  “  getting  the  best  service  and  the  most 
money  out  of  a  retail  store.”  Subscribers  are  invited  to  submit  queries  on 
any  and  all  subjects  within  the  scope  of  the  department. 


Reviews. 

It  used  to  be  said  that  grocers 
did  not  read  trade  papers;  but 
that  saying  will  no  longer  “go.” 
If  you  do  not  believe  it,  print 
some  fool  statement  or  debatable 
assertion,  and  watch  how  they  get 
after  you ! 

About  a  month  ago  I  stated 
that  the  average  discount  on  pur¬ 
chases  would  yield  us  fully  15 
per  cent,  on  our  working  capital ; 
and  then  I  said  that,  on  a  business 
of  $30,000  involving  purchases  of 
$24,000,  this  would  yield  “the 
very  appreciable  sum  of  $3,600.” 
Of  course  this  was  all  wrong.  I 
do  not  know  just  how  I  did  it — 
simply  got  my  figures  mixed  and 
did  not  catch  the  error.  The  cor¬ 
rect  statement  would  be  that, 
figuring  on  a  working  capital  of 
$3,000,  this  15  per  cent,  per  annum 
would  yield  $450 — a  sum  still  so 
appreciable  that  my  insistence 
that  no  man  buy  goods  beyond  his 
ability  to  discount  still  holds. 

The  pleasing  point  of  this,  how¬ 
ever,  was  that  immediately  I  re¬ 
ceived  protests  from  dealers  in 
New  York  on  the  East  and  Los 
Angeles  on  the  West,  and  from 
various  points  between,  which 
showed  that  my  stuff  was  being 
read  by  live  grocers  everywhere 
and  read  with  great  attention. 

*  *  * 

In  that  same  article  I  allowed 
$1,500  to  $2,000  as  the  investment 
in  equipment  out  of  a  total  of 
$5,000  capital.  One  correspond¬ 
ent  writes  that  this  proportion  is 
too  great  for  the  fixed  investment. 
But  is  it?  Looking  over  the  arti¬ 
cle  in  question,  I  find  that  I  was 
working  on  the  supposition  that 
the  business  was  one  of  $30,000 
per  annum,  and  I  do  not  think 
that  such  a  business  can  be  run 
with  an  equipment — here  repre¬ 
senting  everything  from  scales  to 
horses — of  a  value  much  below 


$1,500,  and  that  $2,000  is  not  ex¬ 
cessive.  I  shall  have  more  to  say 
about  this  later  on,  for  Lam  a  firm 
believer  in  excellent  equipment, 
but  at  the  same  time  it  must  be 
remembered  that  it  costs  some¬ 
thing  for  the  tools,  etc.,  with 
which  to  conduct  a  $30,000  busi¬ 
ness;  and  it  costs  each  of  us  more 
than  most  of  us  think  it  does — 
that  is,  most  of  us  actually  expend 
more  on  this  end  of  the  business 
than  we  really  know  about. 

But  there  is  further  criticism 
on  my  saying  that  these  ratios 
can  be  built  up  proportionately, 
because  this  would  lead  to  the  in¬ 
vestment  of  $12,000  in  equipment 
where  a  man  had  $20,000  capital. 
But  that  was  not  what  I  really 
meant,  though  on  looking  back  I 
can  see  that  I  was  a  bit  ambigu¬ 
ous  in  my  statements.  What  I 
said  was:  That  a  man  should  not 
try  to  handle  a  $30,000  business 
on  less  than  $5,000  total  capital, 
and  that  “these  ratios  can  be 
built  up  proportionately,  except 
that,  as  we  get  much  larger,  we 
must  allow  a  constantly  increas¬ 
ing  proportion  of  capital  since 
earnings  are  apt  to  be  reduced  as 
the  business  grows.”  A  careful 
re-reading  of  that  article  will  re¬ 
veal  the  fact  that  I  wras  mostly 
right,  though  not  quite  distinct. 

I  was  wrong,  however,  in  one 
thing — and  here  again  I  do  not 
know  how  it  happened.  I  should 
have  stipulated  $5,000  working 
capital  as  the  safe  minimum  for  a 
$30,000  business,  as  I  find  that 
in  hurriedly  running  over  the 
record  of  Johnson  &  Son  I  had 
failed  to  take  account  of  the  in¬ 
vestment  in  personal  accounts., 
which  with  us  stands  at  about 
$5,000  steadily.  Our  stock  fig¬ 
ures  about  $6,500  and  our  busi¬ 
ness  is  around  $65,000  on  the 
average.  This  shows  an  overturn 
of  total  working  capital  practi¬ 
cally  524  times  annually,  and  I  am 


led  to  believe  that  few  do  better 
than  that. 

But  after  all,  this  proves  very 
little,  since  what  I  aim  to  do  is 
relate  the  best  examples  of  man¬ 
agement  in  order  that  we  shall 
strive  to  emulate  them.  Objec¬ 
tion  being  made  that  “except  in 
very  intensive  localities”  no  man 
can  expect  to  turn  his  capital  ten 
times,  or  even  eight  times,  I  have 
to  say  that  reference  to  the  begin¬ 
ning  of  the  former  article  will  in¬ 
dicate  that  smaller  merchants 
have  the  inside  track  on  us  in  this 
respect;  but  we  .should  strive  to 
shape  our  dealings  so  that  we 
shall  do  as  well  as  the  small  man. 
It  was  by  no  means  an  “intensive 
locality”  wherein  I  first  saw  a 
small  capital  turned  not  eight 
times  nor  ten  times,  but  more 
like  twenty  times  during  the  first 
years  of  experience.  The  grocery 
business  at  its  best  is  a  30-day 
business,  and  on  theory  it  should 
be  completely  turned  every  thirty 
days.  The  nearer  our  practice 
approaches  this  theoretically  ex¬ 
cellent  condition  the  better  gro¬ 
cers  we  shall  be.  Let  us  try. 

*  *  * 

Meantime  please  understand 
that  criticism  is  so  valuable  that, 
while  I  do  not  want  to  do  that,  I 
should  almost  be  willing  to  make 
a  false  statement  now  and  then 
in  order  to  be  criticised,  for  in  this 
live  discussion  shall  we  derive  the 
greatest  benefit. 

Come,  then,  join  in  heartily 
whenever  you  see  anything  you 
do  not  agree  with,  and  if  nothing 
of  that  sort  shows  up,  join  any¬ 
way,  and  help  the  good  work 
along ! 


Spectacular  Stunts  in  City 
Stores. 


Little  Things  in  Use  by  Large  City 
Grocers  to  Attract  Attention  to 
Various  Goods.  Adaptations  of  the 
Principle  that  Goods  Well  Displayed 
Are  Halt  Sold. 


[Under  the  above  head,  whenever  they 
can  be  gathered,  will  be  presented 
descriptions  of  clever  eye-catching 
devices  which  have  been  noted  in  the 
large  central  Philadelphia  stores,  like 
Acker’s, Martindale’s.Gimbel’s, Mitchell, 
Fletcher  &  Co.’s,  and  so  on.  Practi¬ 
cally  everything  noted  will  be  of  a 
charactereasily  adaptable  by  any  grocer.] 


Mitchell,  Fletcher  &  Co.  have  a 
window  display  of  canned  goods 
such  as  sardines,  bacon,  boiled 
ham,  etc.,  and  in  the  centre,  on  top 
of  a  can  of  Moland’s  sliced  bacon, 
was  a  toy  pig,  probably  made  of 
papier  mache. 


Acker’s  Twelfth  and  Chestnut 
street  store  specialize  a  brand  of 
fancy  cheese  by  having  a  cornu¬ 
copia  (horn  of  plenty)  filled  with 
boxes  of  the  cheese.  The  boxes 
are  green  and  are  set  off  by 
sprays  of  asparagus  fern.  The 
cornucopia  has  the  appearance  of 
having  been  carelessly  half 
emptied  on  the  table. 

*  *  *  *  * 

Another  window  display  of 
Mitchell,  Fletcher  &  Co.  of  coffee 
was  made  up  this  way:  Bottom  of 
the  window  was  covered  with  un¬ 
roasted  coffee  beans.  Three 
dishes  of  coffee;  one  of  the 
roasted  coffee  unground,  another 
of  coffee  ground  very  fine,  almost 
like  powder,  and  the  other  of 
medium  ground.  In  the  centre 
was  a  large  sign  giving  the  vir¬ 
tues  and  price  of  the  coffee. 
***** 

In  Acker’s  was  seen  a  cylinder¬ 
shaped  basket  about  three  feet 
long  covered  with  birch  bark.  It 
contained  oranges,  among  which 
was  arranged  sprigs  of  laurel 
leaves.  On  the  sides  of  the  basket 
were  four  or  five  pockets  made  of 
bark.  In  each  pocket  there  was  a 
sort  of  nest  of  the  laurel  sprigs 
and  one  orange. 

***** 

In  Gimbels’  grocery  store  there 
was  a  special  table  containing 
packages  of  macaroni.  There  was 
one  dish  of  loose  macaroni  cov¬ 
ered  with  ground  red  cheese,  the 
point  being  to  suggest  possibili¬ 
ties.  On  another  table  a  loaf  of 
bread  flanked  a  bag  of  flour,  a 
plate  of  bread  and  baked  beans 
flanked  some  canned  Boston 
brown  bread,  and  a  plate  of  fresh 
grapes  and  peaches  stood  beside 
a  dish  of  cornflakes. 

***** 

In  Gimbel  Brothers’  coffee  de¬ 
partment  was  a  pile  of  original 
burlapped  bags  of  coffee.  The 
two  lower  ones  were  unopened, 
but  the  top  one  had  two  long 
slits  cut  across  each  other  at  right 
angles,  as  if  going  to  the  four 
corners  of  a  square.  The  flaps 
thus  made  were  then  laid  back, 
exposing  the  contents. 


Tomatoes  are  unchanged  and 
rule  on  a  comparatively  low  basis, 
though  this  is  partly  because  the 
quality  is  poor.  A  few  very  fancy 
tomatoes  bring  50  cents,  but  for 
most  of  the  so-called  best,  40 
cents  is  top.  Canners  are  paying 
18  to  20  cents. 
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Late  Fruit. 

The  green  truck  dealer  will  find  this  a  neat  display  of  late  peaches 
d  Bartlett  pears.  It  is  very  simple  to  arrange  and  calls  the  attention 
the  housekeeper.  The  display  of  a  few  jars,  canned  and  spiced,  and 
few  glasses  of  preserves,  homemade,  will  put  the  notion  in  many  a 
iman’s  head  to  try  and  do  some  up  herself  who  before  bought  all  the 
ssert  in  cans.  Get  the  loan  of  some  from  a  customer  for  a  day  or 
o  or  while  you  have  the  fruit  on  display.  To  arrange  this  window, 


yer  the  bottom  with  green  crepe  paper,  arrange  the  jars  and  glasses 
e  in  cut,  place  a  large  sign  card  in  the  centre  with  wording  like  in 
istration  and  name  of  the  lady  who  loaned  you  the  fruit.  Prices 
n  be  quoted,  if  you  desire.  Make  a  slant  at  the  rear  of  the  window 
th  boards  and  cover  this  with  the  green  paper  and  also  the  rims 
four  cheese  box  lids.  Place  the  lids  on  the  slant  and  fill  with  fruit, 
spend  one  large  sign  card  in  the. rear  and  word  it  like  illustrated. 


Mustard  Display. 

This  display  of  mustard  is  a  neat  one  and  will  show  up  nicely 
every  kind  that  you  have  for  sale.  To  arrange,  first  cover  the  bottom 
of  the  window  with  white  crepe  paper,  also  the  rim  of  a  cheese  box 
lid.  Fill  the  lid  with  yellow  mustard  seed  and  at  each  side  place  a  few 
bottles  of  mustard  dressing.  Cover  a  small  wooden  box  with  the  crepe 
paper  and  letter  like  in  cut.  Fill  a  large  fancy  bottle  or  jar  with  loose 
prepared  mustard.  At  each  side  place  five  and  ten  cent  glasses  in  a 
three  corner  arrangement  or  V  shape.  Arrange  the  glasses  on  the 


bottom  of  the  window,  then  at  each  corner,  back  of  the  glasses,  place 
an  extra  one.  On  them  place  a  narrow  strip  of  wood  about  three 
inches  wide.  On  this  place  another  row  of  glasses.  At  the  rear  and 
across  the  window  fasten  a  strong  board  about  four  or  five  inches  wide 
and  along  the  edge  of  this  tack  some  of  the  paper.  The  letters  for  the 
word  can  either  be  painted  on  or  cut  from  black  paper  and  pasted  on. 
Build  pyramids  of  the  boxes  of  dry  mustard  of  different  sizes  on  the 
board.  Suspend  a  neat  sign  card  and  your  window  is  complete. 


MAGAZINE  NOTES. 


rhe  recent  substantial  increase  in 
■  size  of  “Lippincott’s  Magazine”  af- 
ds  room  for  an  alluring  table  of 
ntents  this  month.  The  complete 
vel  is  by  Carolyn  Wells,  whose  de¬ 
rive  stories  are  live  matters  all 
'ough,  as  is  proved  by  the  tremen- 
us  sales  of  her  latest  book,  “The 
ild  Bag.”  On  its  heels  comes  this 
w  novel,  “His  Hand  and  Seal,”  pub- 
tad  complete  in  the  September  “Lip- 
lcott’s.”  Its  scenes  are  all  right  in 
:w  York  City;  and  you  will  wel- 
me  the  familiar  and  magnetic  “Flem- 
Stone,”  the  detective,  who  is 
ain  to  the  fore  in  telling  fashion. 
ie  Plot  is  ingenious  enough  to  baffle 


the  most  acute,  and  up  to  almost  the 
very  last  the  question  “Who  did  it?” 
will  not  down. 

The  eight  short  stories  show  hu¬ 
morousness  or  humaneness,  or  both, 
as  in  “The  Friendship  of  Alanna,”  by 
Kathleen  Norris,  so  natural  and  amus¬ 
ing,  even  while  on  the  edge  of  trag¬ 
edy,  in  its  portrayal  of  a  girl’s  loyalty 
to  her  chum.  “The  Curtain,”  by  J.  J. 
Bell,  gives  a  man  thrilling  night  ex¬ 
perience,  showing  what  one  can  stand 
for  the  sake  of  a  hobby.  “Flavia 
Swims,”  by  Sigmund  Spaeth,  is  a  sum- 
mer-sport-and-love  story  containing  a 
new  line  of  campaign.  A  Blue  Ridge 
mountain  story  of  extraordinary  charm 
is  “Mary,”  by  Elizabeth  Maury 
Coombs.  A  slick  business  deal  carried 
through  on  British  soil  by  an  Ameri¬ 


can  is  “Colonel  Copp’s  Finesse,”  by 
Frank  E.  Verney.  A  touching  tale 
of  heroism  in  the  Mexican  War  is 
“The  Price  of  Victory,”  by  Frances 
Douglas.  “What  Happened  to  Jack- 
son,”  by  Merle  M.  Hoover,  is  an 
amusing  story  of  a  lost  wallet — told 
over  telegraph  wires. 


Chain  Store  Consolidation  in 
Chicago. 

The  Hazel  Pure  Food  Co.,  a 
chain-store  system  backed  by  a 
big-  Chicago  department  store,  has 
absorbed  its  only  rival  there,  the 
United  Food  ProductsCo.,andhas 


come  into  possession  of  the  many 
retail  groceries  scattered  over  the 
“Windy  City”  by  the  former. 
The  concerns  represent  a  com¬ 
bined  capital  of  $1,750,000  and 
operate  thirty-five  retail  stores, 
with  more  to  be  started  in  the 
near  future. 


Colorado  cantaloupes  are  off,  on 
account  of  larger  receipts.  The 
present  range  is  $1.50  to  $2  per 
crate,  and  the  fruit  is  very  good. 
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WANT  DEPARTMENT 

Auvtrt  (•  Will  Adv*rtli*aa»ta  luwtad  la  tkli  depart»«ut  may  ba  addnatad  to  tha  '  Grocery  World 
ud  Oo moral  Merchant"  whoa  doolrmd,  provided  the  adrertUement  la  aaoompaalad  bp  10  oaata  la  yttttrgr  to 
pmp  for  remaUiag  tho  timo.  Tho  prlco  ot  amok  loiartlaa  la  two  oaata  par  ward  la  advaaoa. 


HELP  WANTED. 


WANTED. — Man  and  wife,  experienced  in 
specialty  advertising,  wish  joint  proposition 
Man  as  salesman,  wife  as  crew  manager  or 
demonstrator.  Food  product  or  soaps 
Reference  and  bond,  if  necessary.  Sa'es 
man  and  Demonstrator,  care  E.  S.  Plows, 
436  E.  138th  St.,  New  York,  N.  Y.  12 


WANTED.— Specialty  salesman  calling  on 
the  grocery,  drug  and  confectionery  trade, 
both  retail  and  wholesale,  in  Philadelphia 
and  near-by  territory,  would  like  to  get  in 
touch  with  a  good  line  for  the  above  stated 
trade.  M.  J.  C.,  “  Grocery  World  and  Gen¬ 
eral  Merchant,”  927  Arch  St.,  Philadelphia, 
Pa.  11 


WANTED. — Salesman  to  call  on  wholesale 
grocery  trade  in  Philadelphia  to  sell  canned 
goods  for  Philadelphia  commission  house. 
Must  have  experience.  Quote  reference 
and  salary  expected.  R.  J.,  “Grocery 
World  and  General  Merchant,”  927  Arch  St., 
Philadelphia,  Pa.  tf 


WANTED. — Sales  agents  to  handle  com¬ 
plete  line  of  automatic  computing  scales, 
self-measuring  gasoline  and  oil  tanks  and 
cheese  cutters.  Exclusive  territory.  Good 
opportunity  for  high  grade  men.  Lacy  & 
Noblit,  1220  Filbert  St.,  Philadelphia,  Pa.  tf 


FOR  SALE. 


FOR  SALE. — An  old  established  corner, 
doing  a  good  business  in  groceries,  provi¬ 
sions,  milk,  cigars  and  candies.  Would  be 
a  good  stand  for  fresh  meats.  Will  sell  for 
the  low  figure  of  |6oo.  Rent,  $  7  a  month, 
six  rooms.  637  N.  Fifty-third  St.,  Philadel¬ 
phia,  Pa.  22 


FOR  SALE. — Rare  opportunity  to  engage 
in  thriving,  soundly  established  and  highly 
remunerative  business.  Wholesale  fruit 
and  produce  house  in  western  Maryland. 
City  of  25,000 population,  covering  numerous 
towns  in  rich  coal  regions  and  industrial 
points  of  four  States.  Offered  for  sale 
account  owner  retiring  from  business.  This 
affords  an  investment  of  unusual  quality 
and  merits  close  cons  deration.  Net  profits 
in  last  six  months,  1 1,600.  Business  con¬ 
stantly  growing,  with  unlimited  possibilities 
for  development.  Here’s  a  legitimate,  prac¬ 
tical,  paying  opportunity.  About  $\,ooo 
cash  required.  Be  quick.  “  Produce,” 
“  Grocery  World  and  General  Merchant,” 
927  Arch  St.,  Philadelphia,  Pa.  n 


FOR  SALE. — Apples.  Summer  Ramboa 
and  other  varieties.  Handpicked.  $i.75bbl. 
Send  in  your  orders.  W.  B.  Zullinger, 
Mt.  Holly  Springs,  Pa.  11 


FOR  SALE. — Two  Troemner  Power  Coffee 
Mills,  one  for  pulverizing  and  one  for  granu¬ 
lating  ;  also  Automatic  Coffee  Roaster,  com¬ 
plete  with  fan.  Write  for  particulars.  H. 
F.  Heacock,  51  North  Second  St.,  Philadel¬ 
phia,  Pa.  _  _  _ tf 

FOR  SALE. — Well  paying  grocery,  meat 
and  provision  store.  Good  neighborhood. 
Will  sell  to  a  quick  buyer  for  $1,250.  Will 
sacrifice  property  containing  six  rooms  and 
bath  for  $6,500.  Near  Sixtieth  and  Spruce  Sts, 
S.  N.,  “Grocery  World  and  General  Mer¬ 
chant,”  927  Arch  St.,  Philadelphia,  Pa.  22 

FOR  SALE. — An  old  established  grocery 
meat  and  provision  store,  with  carefully 
selected  fresh  stock,  fixtures,  and  thirty 
running  feet  of  Walker  Pivoted  Bins,  two 
tiers  high  ;  electric  coffee  mill  grinder  and 
pulverizer  ;  rotary  dried  beef  cutter ;  electric 
hamburg  machine  ;  large  meat  box,  holding 
one  ton  of  ice ;  fresh  fish  box  ;  butter  box. 
Caters  to  the  best  people  in  a  suburban  town 
about  seventeen  miles  from  Philadelphia 
Rent,  $30  per  month.  Large  store  and 
cellar.  Including  four  horses,  four  wagons 
three  large  sleighs,  all  in  first-class  order 
Owner  wishing  to  travel.  Price  for  the 
entire  business,  $3,800.  Will  pay  to  inves 
tigate.  L.  B.,  “Grocery  World  and  Gen 
eral  Merchant,”  927  Arch  St.,  Philadelphia 
Pa.  1 1 


FOR  SALE. — Grocery  store  attached  to 
modern  ten-room  house,  also  stable.  Real 
estate  will  be  sold  for  $10,000,  stock  at  in 
ventory.  Located  seventeen  miles  from 
Philadelphia  on  the  P.  &  R.  R.  R.,  popula¬ 
tion  600  and  good  surrounding  country 
Owner  for  thirty  years  desires  to  retire 
S.  H.  W.,  “Grocery  World  and  General 
Merchant,”  727  Arch  St.,  Phhiladelphia, 
Pa.  n 


FOR  SALE. — One  second-hand  Gurney 
hot  water  boiler,  750  ft.  capacity.  $30  f.o.b. 
Lancaster.  F.  A.  Long,  Lancaster,  Pa. 


BUSINESS  OPPORTUNITIES. 


FOR  SALE. — Old  stand  of  grocery  and 
delicatessen  store.  Will  sell  to  a  quick 
buyer  for  $2,750.  Fine  stock.  Will  sell 
property  at  a  very  low  figure,  $7,500— seven 
rooms  and  bath  and  all  conveniences,  on 
Fifty-second  St.  south  of  Spruce  St.,  West 
Philadelphia.  K.  C.,  “  Grocery  World  and 
General  Merchant,”  927  Arch  St.,  Philadel- 
phia,  Pa. _  _  Ig 


FOR  SALE. — An  old  established  grocery, 
meat  and  provision  store  in  busy  part  of 
West  Philadelphia,  near  Fifty-second  St., 
doing  fine  business.  Low  rent.  Will  sell 
to  a  quick  buyer  for  the  low  figure  of  $750. 
F.  C.,  “  Grocery  World  and  General  Mer¬ 
chant,”  927  Arch  St.,  Philadelphia,  Pa.  19 

FOR  SALE. — An  old  established  corner, 
doing  a  good  business  In  fresh  meats,  gro¬ 
ceries  and  provisions.  Will  accept  the  low 
figure  of  $2,850  from  a  quick  buyer.  Will 
sell  the  house  for  $9,000.  A  bargain.  Twelve 
rooms  and  all  conveniences.  Tasker  St. 
West  of  Broad.  W.  C.,  “Grocery  World 
and  General  Merchant,”  927  Arch  St., 
Philadelphia,  Pa.  Ig 

FOR  SALE.— Grocery  and  provision  store, 
would  be  a  good  stand  for  fresh  meats 
Doing  a  fair  business.  Will  sell  to  a  quick 
buyer  for  $650.  Dwelling  contains  five 
rooms  and  bath,  rent  $23  per  month.  F.  C., 
“Grocery  World  and  General  Merchant,” 
927  Arch  St.,  Philadelphia,  Pa.  17 
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DO  YOU  WANT  TO  SELL 
YOUR  BUSINESS? 

We  find  buyers  for  grocery  and 
general  store  businesses  —  nothing 
else.  We  are  specialists  in  that  and 
we  know  what  we  are  about. 

In  the  term  “grocery  stores”  we 
include  butter  and  egg  stores,  tea 
and  coffee  stores,  green  groceries  and 
anything  else  in  the  same  line. 

If  you  want  to  sell  your  business, 
we  have  a  customer.  If  you  want  to 
buy  one,  we  know  where  something 
is  that  we’re  sure  will  suit  you. 

Write,  call  or  telephone. 

WARNER  &  CO., 

927  Arch  Street,  Philadelphia,  Pa. 

Phones  :  Bell,  Filbert  3286. 
Keystone,  Race  746. 
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FOR  SALE. — An  old  established  grocery 
and  provision  stand,  doing  a  good  business. 
Will  sell  to  a  quick  buyer  for  the  low  figure 
of  $1,250.  Property  can  be  bought  at  a  low 
figure.  West  Philadelphia.  A.  M.,  “  Gro¬ 
cery  World  and  General  Merchant  ”027  Arch 
St.,  Philadelphia,  Pa.  2Q 


GROCERY,  MEAT  AND  PROVISION 
STORES. 

EVERY  ONE  A  GOOD  CHANCE. 

No.  602.— We  have  to  offer  the  best  gro¬ 
cery  in  large  town  in  Northumberland 
County,  doing  $35,000  yearly,  practically 
a  cash  business.  On  account  of  executors 
desiring  to  settle  the  estate,  this  business 
can  be  bought  at  an  inventory  price,  about 
$3,500  required.  Can  either  be  paid  for  in 
cash  or  partly  cash  and  good  security. 

No.  603  —Meat  business,  doing  $300  a 
week,  all  cash.  Can  be  purchased  at 
inventory  price.  This  business  is  located 
in  a  good  business  section  of  Germantown 
Ave.,  Philadelphia,  has  very  little  competi¬ 
tion  and  rent  and  fixed  charges  very  low. 
About  $450  required.  Owner’s  reason  for 
selling  is  on  account  of  ill  health. 

No.  604.— Grocery  and  produce  business 
in  thriving  town  about  ten  miles  from  Phila¬ 
delphia.  Doing  $15,000  yearly,  but  can 


easily  be  increased  by  proper  party  taking 
hold.  Business  has  been  established  for 
twenty  years  and  commands  a  trade 
which  there  is  a  good  profit.  Will  take 
about  $i,coo  to  buy  entire  proposition 
Worth  Investigation. 

No.  606— In  West  Philadelphia,  delica 
tessen  and  grocery  business,  doing  $200 
weekly,  all  cash,  of  which  there  is  eighteen 
per  cent,  net  profit  above  all  expenses 
Carries  a  stock  of  about  $900,  which  can 
readily  be  reduced.  Rent  and  other 
expenses  low.  Ill  health  causes  selling, 
About  $i,5Co  required. 

No.  616.— Grocery  and  meat  business  in 
Tioga,  Philadelphia,  doing  $200  a  week, 
mostly  cash.  On  account  of  owner  desiring 
to  move  in  another  section  of  the  city,  will 
sacrifice  business.  About  $1,000  will  buy. 

No.  618. — Grocery,  meat  and  provision 
business  in  New  Jersey  town  about  ten 
miles  from  Camden,  doing  for  the  last  five 
years  $40,000  yearly,  of  which  two-thirds 
is  cash  and  balance  good  credit.  Carries 
about  $600  worth  of  stock,  which  will  sell 
at  inventory.  Has  two  horses  and  four 
wagons  and  fixtures,  which  will  take  about 
$1,400,  making  a  total  investment  of  about 
$2,000.  This  is  unquestionably  one  of  the 
best  business  locations  in  central  New  J ersey 
and  is  worthy  of  investigation. 

No.  621.— In  a  New  Jersey  town  about  ten 
miles  from  Camden,  grocery  and  provision 
business  doing  $20,000  yearly,  on  which  the 
gross  profits  are  $3,700  ;  expenses,  including 
everything,  about  $2,000;  leaving  a  clear, 
net  profit  of  practically  $1,700.  This  bust 
ness  is  situated  in  a  section  of  the  town 
which  commands  practically  the  entire  trade 
of  that  section  and  caters  to  the  best  people 
in  the  town.  Store  has  the  name  of  always 
carrying  the  best  goods.  This  business  can 
be  increased  by  a  hustler  and  anyone  who 
desires  to  secure  a  well  paying,  established 
business  investigate  this  one  before  looking 
further.  About  $3,000  required;  part  cash 
and  good  security  for  the  balance  will  be 
accepted. 

No.  622. — In  Monroe  Co.,  Pa.,  general 
store  doing  over  $40,000  yearly,  all  cash,  on 
which  there  was  a  net  profit  of  $3,600  last 
year  and  business  is  growing  each  year, 
Expense  of  conducting  very  low.  Rent 
only  $50  monthly  and  on  account  of  being  a 
summer  resort  the  bulk  of  business  is  done 
with  low  expense  for  help.  About  $11,000 
will  be  required  to  buy  stock  and  fixtures, 
but  this  can  be  reduced  a  great  deal.  Busi¬ 
ness  Is  open  to  investigation.  Full  informa 
tlon  will  be  given  on  request. 

No.  623. — General  merchandise  businesj 
in  Warren  Co.,  N.  J.,  doing  over  $17,000 
yearly,  all  cash.  Can  easily  be  increased. 
Expenses  very  low.  Rent,  $35  monthly. 
Clerks,  $15  weekly.  Business  has  been 
established  thirty  years.  Always  a  money¬ 
maker.  Write  for  information. 

No.  625. — Northumberland  Co.,  in  town 
of  over  14,000,  general  store  doing  an  aver¬ 
age  of  $34,000  yearly  for  the  past  five  years. 
Clear  profits,  fifteen  per  cent.  Carries  about 
$10,000  stock  and  fixtures  $2,000.  Will  sell 
for  $10,000  for  quick  sale.  Expenses  low. 
The  nature  of  this  business  Is  such  that  it  is 
necessary  for  prospective  buyer  to  write 
for  information. 

No.  630.— Grocery  and  meat  store  in  small 
town  In  Burlington  Co.,  N.  J.,  doing  $250 
weekly,  mostly  cash.  A  most  desirable 
location.  Exclusive  trade,  which  can  be 
increased.  Owner  desires  to  sell  on  account 
of  Government  position.  About  $900  will 
buy. 

No.  632.— A  carefully  selected  stock  of 
first-class  groceries  and  up-to-date  store 
fixtures.  The  latter  includes  24  running 
feet  of  Walker’s  Pivoted  Bins,  three  tiers 
high,  and  same  length  in  two  counters  faced 
with  thirty-six  similar  bins  of  smaller  size; 
American  meat  slicing  machine;  floor  coffee 
mill ;  Perfection  showcase,  twenty-four 
drawers  with  double  fronts  for  display,  etc.; 
Acme  peanut  roaster;  refrigerator,  etc. 
The  building  has  been  sold  and  must  be 
vacated  quickly.  No  reasonable  offer  re¬ 
fused.  Fixtures  will  be  separated  from 
stock,  if  desired.  A  near-by  lot  is  ready  for 
new  building,  into  which  stock  could  be 
removed  and  allow  the  store  to  continue  in 
what  twenty  four  years’  occupancy  has 
proved  to  be  an  exceptionally  good  locality, 
out  the  health  of  the  owner  prohibits  this  on 
his  oart. 

No.  633. — In  New  Jersey  town  about 
twenty  miles  from  Camden,  general  store 
doing  an  average  of  $20,000  for  the  last  five 
years,  and  on  the  increase,  of  which  75  per 
cent,  is  cash,  balance  good  credit.  Business 
now  netting  10  per  cent,  profit  above  all 
expenses.  Carries  about  $5,000  stock,  which 
can  be  reduced  to  about  $3,000.  Business 
will  be  sold  at  inventory.  Full  information 
given  on  request. 


No.  634 — Grocery  and  meat  business  In 
West  Philadelphia  doing  over  $400  weekly 
business,  mostly  cash.  Business  has  besn 
increased  each  year  for  the  last  four  years 
and  still  increasing.  Expenses  low.  This 
business  shows  a  net  profit  of  8  per  cent. 
Anyone  desiring  the  business  can  go  in  and 
investigate  before  buying,  as  it  will  stand 
any  test  the  business  is  put  to.  About  $i,6oo 
will  buy. 

No.  635. — Fine  established  general  store 
in  Lancaster  Co.,  doing  a  yearly  business 
of  $20,oco,  netting  a  clear  profit  of  $2,000, 
which  can  be  shown  to  any  buyer.  Expenses 
low  and  old  established  business  command¬ 
ing  the  best  trade  of  a  town  of  3,000  in 
centre  of  rich  farming  district.  About 
$7,000  to  $8,000  required. 

No.  637.— Lancaster  Co.  general  store, 
with  small  stock,  doing  nearly  $30,000 
yearly,  90  per  cent.  cash.  Stock  is  in  good, 
clean  condition  and  the  business  is  in  such 
good  shape  that  purchaser  can  step  into  a 
money  maker  from  the  day  he  takes  hold 
of  business.  Expenses  low.  About  $5,000 
will  buy. 

In  all  of  these  the  cause  of  selling  is 
good  and  the  fullest  Investigation  courted. 
Every  one  paying. 

WARNER  &  CO., 

927  Arch  Street  Philadelphia,  Pa. 


MANY  GROCERS 

Find  it  pays  them  to  read  the 

“good  stuff’’  in 

The  Advertising  World 

Columbus,  Ohio 

Sample  tree,  or  four  mootin'  trial  lor  10  coats 


We  sell  these  handsome  em¬ 
bossed  Flower  Pots  from  open 
stock  in  any  quantity,  but  this 
assortment  has  been  selected 
for  those  who  lack  experience 
in  ordering.  The  price  being 
the  same  as  on  open  stock. 

No.  7-G  Assortment 


Per  100 

Each 

40  4-in.  Pots  and  Ssneers  @  1  50 

$  .60  sell®  1.03 

11  20 

50  5-in. 

2.50 

1.25  ’• 

.05 

250 

70  6-in. 

3.50 

2.45  “ 

.06 

4  20 

50  7-in. 

5.00 

2.50  “ 

.08 

4.00 

40  8-in.  " 

7.00 

2.80  “ 

.10 

4  00 

{9  60 

815  90 

F.  O.  B.  factory. 

No  charge  for  package. 

carefully  packed.  Prompt  shipment.  Order  lunv. 
The  Peter#  &  Reed  Pottery  Company 
ZANESVILLE,  OHIO 

- - 


THE  FLAVOR  DE  LUXE 

MAPLEINE 

Original  and  Distinctive 

Fla  vors  cakes,  candies,  icings* 
puddings,  ice  cream ,  etc. .  and 
makes  a  table  syrup  better 
than  maple  at  a  cost  of  50c. 
per  gallon. 

SELLS  ON  MERIT 
BACKED  UP  BY  ADVERTIS1NQ 
See  Price-list 
Order  a  supply  from  your 
jobber,  or 

Frank  A.  Smith  Company 
105  South  Front  Street 
Philadelphia,  Pa. 

Cr«aoent  Mfg.  Co. 

SEATTLE,  WASH. 


If  you’ve  never 
sold  these  Bouillon 
Capsules,  you  have 
no  idea  of  the  trade 
waiting  for  them. 
Make  delicious  and 
nutritious  bouillon, 
beef  tea  or  soup. 
Packed  xo  in  a  bo%* 
ready  for  instant  use 
with  hot  water. 


Sole  Manufacturers 

ROYAL  SPECIALTY  CO. 

92  Reade  St.  NEW  YORK 
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English  Co-operative  Grocery  Stores  Suc¬ 
ceed  Because  They  Pay  Clerks 
Starvation  Wages 

National  Secretary  Green  Tells  What  He  Learned  While  Abroad 
This  Summer.  Girl  Clerk  Gets  $4,25  per  Week  After  Six 
Years  Experience.  A  Suggestion  That  the  Greater  Pur¬ 
chasing  Power  of  the  English  Dollar  Should  be  Considered. 
National  Association  Will  Investigate  Lumbermen’s  Scheme 
to  Unite  All  Retail  Associations. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

Cleveland,  Ohio, 

September  13,  1911. 

There  has  recently  been  held 
in  England  a  co-operative  con¬ 
gress.  That  is,  a  congress  com¬ 
posing  representatives  of  the  dif¬ 
ferent  co-operative  stores  in  Eng¬ 
land. 

At  this  conference  one  of  the 
principal  questions  discussed  is 
the  minimum  wage  paid  to  the 
employees  of  the  system. 

When  the  amount  of  wages 
paid  to  their  employees  is  taken 
into  consideration  one  can  easily 
understand  how  they  manage  to 
pay  the  half  yearly  dividends 
which  they  now  pay. 

During  my  recent  trip  through 
Great  Britain  I  paid  special  atten¬ 
tion  to  the  wages  paid  to  the  em¬ 
ployees  in  the  co-operative  stores, 
so  that  when  I  read  the  report  of 
their  congress  and  find  in  there  a 
resolution  unanimously  adopted 
expressing  the  desirability  of  the 
directors  of  the  co-operative 
wholesale  society  putting  into 
operation  a  minimum  scale  of 
wages  for  female  employees  com¬ 
mencing  at  five  shillings  per 
week  at  the  age  of  14  and  advanc¬ 
ing  yearly  by  two  shillings  per 
week  up  to  seventeen  shillings  at 
the  age  of  20,  this  to  apply  in  all 
departments  where  no  trade  union 
rate  for  women  existed,  I  am  not 
surprised. 

Can  we  imagine  a  firm  of  retail 
grocers  in  the  United  States  em¬ 
ploying  a  girl  of  14  years  at  the 
wage  of  $1.25  per  week,  or  can 
we  imagine  this  same  girl  after 
six  years  of  experience  getting  the 
princely  sum  of  $4.25  per  week 
at  the  age  of  20  years. 

These  are  the  conditions  exist¬ 
ing  in  the  co-operative  stores 
owned  and  operated  by  the  con¬ 
sumers  of  Great  Britain,  and 
which  system  we  have  flaunted 


in  our  face  almost  every  day. 
So  far-reaching  has  this  system 
become  in  Great  Britain  that 
there  are  to-day  in  many  of  the 
mills,  workshops,  factories  and 
clubs  as  well  as  some  places  of 
worship  co-operative  buying  ex¬ 
changes  which  is  carried  on  to 
such  an  extent  as  to  seriously  in¬ 
jure  the  retail  shopkeeper  and  his 
position  in  the  community. 

*  *  * 

A  great  many  letters  have  been 
rceeived  asking  information  in  re¬ 
gard  to  the  letter  and  circulars 
being  sent  out  by  Arthur  L. 
Holmes,  secretary  of  the  Lumber¬ 
men’s  Association,  Detroit,  Mich., 
calling  a  meeting  in  Chicago  Oc¬ 
tober  18th  and  19th,  for  the  pur 
pose  of  organizing  a  federation  of 
retail  associations  in  all  lines. 

On  August  29th  at  a  special 
meeting  of  the  executive  board  of 
the  National  Association  of  Retail 
Grocers,  held  in  Watertown, 
Wis.,  it  was  decided  that  the  na¬ 
tional  association  would  be  repre 
sented  at  the  meeting;  that  we 
would  look  into  the  question 
very  thoroughly,  after  which  we 
would  send  out  a  letter  of  expla 
nation  to  all  those  connected  with 
our  association. 

There  is  no  question  about  the 
advisability  of  such  a  federation 
if  organized  along  consistent 
lines. 

*  >1=  * 

The  following  committees  have 
been  appointed  by  President  John 
W.  Lux  for  the  enduing  year: — 


Trade  Relations.— T.  P.  Sullivan, 

2300  Seminary  Ave.,  Chicago,  Ill.; 
C.  E.  Beinert,  Wymore,  Neb. ;  J.  A. 
Green,  305  American  Trust  Build¬ 
ing,  Cleveland,  Ohio;  J  W.  Lux, 
cor.  Rice  and  University  Sts.,  St. 
Paul,  Minn. 

Weights  and  Measures. — W.  H. 
Cook,  1515  Lagonda  Ave.,  Spring- 
field,  Ohio;  J.  H.  Hellweg,  Hay¬ 
ward,  Wis. ;  L.  F.  Padberg,  3901 
Broadway,  St.  Louis,  Mo. ;  P'red. 
Diers,  Madison,  Neb.;  M.  J.  Doll, 
Louisville,  Ky. 

H  John  A.  Green, 

Secretary  National  Retail  Gro¬ 
cers’  Association 

Note. — Secretary  Green’s  com¬ 
parison  of  English  and  American 
grocery  clerks’  wages  is  hardly 
fair  to  the  English,  for  the  reason 
that  the  financial  basis  is  much 
lower  in  England  than  in 
America  and  the  purchasing 
power  greater.  An  English  clerk, 
for  example,  will  hardly  ever  be 
paid  more  than  50  or  75  per  cent, 
as  much  in  money  as  the  Ameri 
can  clerk  is  paid,  but  his  $6  or 
$8  per  week  will  buy  much  more 
than  that  sum  would  buy  in  the 
United  States,  therefore  he  is  not 
so  badly  off  in  contrast  with  the 
American  clerks  as  the  mere  com 
parison  of  wages  would  make  it 
appear. — Ed. 


Food  Crops  Have  Steadily  De¬ 
teriorated  Since  June. 

Average  Condition  Now  15.2  Below 
Average  for  Season.  White  Potatoes 
Worst,  Cranberries  Best.  Farmers 
Getting  More  for  Most  Fruits  and 
Vegetables  Than  a  Year  Ago. 


Legislation. — F.  A.  Dodge,  Sev¬ 
enth  and  T.  S.,  Washington,  D.  C. ; 
Chas.  Kramer,  2x9  Main  St.,  Little 
Rock,  Ark.;  P.  G.  Hanson,  Second 
St.,  Minneapolis,  Minn. ;  J.  A. 
Stulz,  San  Francisco,  Cal.;  N.  A. 
Perry,  Houlton,  Ore. ;  W.  M.  Mor¬ 
gan,  San  Antonio,  Texas;  W.  F. 
Pigford,  Meridian,  Miss. ;  Geo. 
Stadtlander,  Fourteenth  and  Sev¬ 
enth  Ave.,  New  York. 

Ways  and  Means. — J.  F.  Carver, 
Ogden,  Utah ;  P.  J.  Murray,  Paw¬ 
tucket,  R.  I.;  J.  T.  McKenny,  975 
Flatbush  Ave.,  Brooklyn;  J.  N.  Mc- 
Lellan,  Longmont,  Col. ;  A.  W. 
Bower,  Spokane,  Wash. 


The  condition  of  all  crops  com¬ 
bined  on  September  1st  in  the 
United  States  was  approximately 
15.2  per  cent,  below  the  average 
conditions  on  that  date,  whereas 
on  August  1  st  general  conditions 
were  about  14.6  per  cent,  below 
average,  on  July  1st  about  10.7 
per  cent,  below,  and  on  June  1st 
about  2.8  per  cent,  below  average 
conditions.  Thus  it  appears  that 
the  present  crop  season  has  con¬ 
tinued  unfavorable  as  it  pro¬ 
gressed  toward  harvest.  During 
the  past  month  conditions  im 
proved  somewhat  in  most  North 
ern  States,  but  declined  in  most 
Southern  States. 

A  comparison  of  the  condition 
of  various  crops  on  September  1st 
(or  at  time  of  harvest)  with  their 
average  growing  condition  on 
September  1st  of  recent  years 
(past  ten  years  for  most  crops) 
is  shown  as  follows  (100  repre¬ 
senting  average  condition  and 
not  normal)  : — 

Cranberries,  109.8;  lima  beans, 
107.0;  apples,  106.8;  watermelons, 
105. 1 ;  lemons,  104.9;  sugar  cane, 
103. 1 ;  oranges,  102.0;  canta¬ 


loupes,  101.8;  grapes,  101.7;  pears 
100.2;  sugar  beets,  100.0;  rice 
98.8;  beans,  96.3 ;  buckwheat 
96.2;  peanuts,  94.5;  sweet  pota 
toes,  92.5;  tomatoes,  91.8;  soil 
ghum,  91.2;  corn,  88.7;  onion.- 
86.5;  cabbage,  82.8;  oats,  81. 1 
peaches,  80.3;  barley,  78.9;  broon 
corn,  78.1;  potatoes,  75.8;  sprim 
wheat,  72.0. 

1  he  above  figures  of  growiu. 
conditions  do  not  take  into  ac 
count  the  influence  of  change' 
acreages.  I  aking  into  accouri 
both  acreage  and  condition,  indi 
cations  are  that  the  wheat  cro- 
will  be  5.0  per  cent,  less  than  th 
average  annual  production  of  th 
past  five  years ;  corn,  2.9  per  ccnl 
less;  oats,  9.6  per  cent,  less;  bar 
ley,  14. 1  per  cent,  less;  buck 
wheat,  1.2  per  cent,  less;  potatoe? 
19.0  per  cent,  less;  rice,  5.5  pc 
cent,  more,  and  hay  26.0  per  cent 
less  than  the  average  productioi 
of  the  past  five  years. 

Prices  paid  to  farmers  in  th. 
L  nited  States  on  September  1st 
compared  with  September  1st  las 
year,  for  potatoes  averaged  56.x 
per  cent,  higher;  barley,  34.6  pe 
cent,  higher;  hay,  23.1  per  cent 
higher;  oats,  5.2  per  cent,  higher 
U’e>  3-8  per  cent,  higher;  buck 
wheat,  1.9  per  cent,  higher;  corn 
0.6  per  cent,  lower;  chickens,  6.; 
per  cent,  lower;  butter,  8.3  pe: 
cent,  lower;  eggs,  10.3  per  cent 
lower:  wheat,  1 1.5  per  cent 
lower.  Similarly  prices  on  Aug 
11st  15,  1911,  compared  with 
same  date  last  year  for  eabb 
averaged  30.7  per  cent,  high 
sweet  potatoes,  29.1  per  c 
higher  ;  clover  seed,  28.2  per  0 
higher;  onions,  16.2  per  cent 
higher;  honey,  0.7  per  cent 
higher;  milk,  0.5  per  cent,  higher 
apples,  1. 1  per  cent,  lower 
beans,  3.1  per  cent,  lower;  beei 
cattle,  5.4  per  cent,  lower;  veal 
calves,  5.7  per  cent,  lower;  lambs 
7-9  Per  cent,  lower;  sheep,  14.9 
per  cent,  lower;  hogs,  15.9  per 
cent,  lower. 


ELTON  J.  BUCKLEY 

Editor  "Grocery  World  and  General  Merchant** 

Attorney  and  Counselor  at  Law 

643-648  Land  Title  Batldlog,  Pblli.,  Pa. 

T,i,nv,„n,.  t  Bell,  Spruce  2608-2609 
Telephones  }  Keystone>  Race  7i6 

Corporation  Practice,  Cases  Under  Food  Laws 
Trade-Mark  Reglstratloa 
General  Practice 
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$2,500.00  In  Prizes 

To  Increase  Oatmeal  Consumption 

-  ' 

185  Prizes,  Ranging  from  $100  Down 
Open  to  Grocers  and  Their  Clerks 

THE  Quaker  Oats  Company  starts  its  Fall  advertising  with  a 
new  innovation.  See  the  October  magazines  and  women’s 
publications.  They  come  out  about  September  25th. 

We  offer  there  185  prizes,  totaling  $2,500.00.  There  are  five  prizes  of  $100.00  each, 
ten  of  $50.00  each,  etc.  They  are  offered  by  us  to  those  who  send  the  best  letters,  illus¬ 
trating  the  good  which  people  get  from  eating  oatmeal. 

You  men  who  sell  oats  should  have  a  chance  at  those  prizes. 

Be  sure  that  you  see  those  announcements. 

And  notice  this  when  you  read  such  announcement:  The  object  of  our  advertising — 
as  it  has  been  for  years — is  to  increase  the  oatmeal  consumption.  We  are  not  merely 
after  existing  trade.  Nine-tenths  of  our  aim  is  to  increase  the  sale  of  oatmeal. 

A  recent  house-to-house  canvass  which  we  made  in  twelve  cities  shows  that  two- 
thirds  of  all  families  are  now  using  oatmeal.  About  half  of  them  use  it  daily. 

Our  object  now  is  to  bring  this  greatest  of  all  foods  into  constant,  universal  use. 

And  that  is  for  the  good  of  all. 

The  Quaker  Oats  Company  is  doing  more  than  all  others  to  nurture  the  trade  in  oatmeal. 
It  has  done  more  than  all  others  to  make  people  like  oatmeal. 

Quaker  Oats  is,  beyond  any  question,  the  finest  oat  food  in  existence. 

By  quality,  by  advertising  and  by  right  business  methods  we  are  constantly  building 
the  trade  in  oatmeal.  If  you  believe  that  these  efforts  are  good  for  you— and  good  for 
all — we  ask  you  to  help. 

The  Quaker  Oa*s  (on\par\y 

CHICAGO 
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The  New  York  Letter 


May  Compel  Grocer  to  Pay  License  to  Show  Goods  in  Front 
of  His  Store.  Oleo  Wins  Again.  The  Sugar  Trust’s 
Explanation  of  Price  Increase.  Market  Summary. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

New  York,  September  14,  1911. 

The  retail  grocers’  societies, 
both  in  New  York  and  Brooklyn, 
held  meetings  this  week  with 
which  they  start  the  new  season’s 
work.  At  the  Brooklyn  meeting 
there  was  a  discussion  of  the 
question  of  requiring  a  license  for 
street  stands  of  all  kinds.  It  was 
pointed  out  that  if  the  plan  were 
incorporated  in  the  form  of  an  or¬ 
dinance,  as  proposed,  then  the  re¬ 
tail  grocer  would  have  to  take  out 
a  license  and  pay  a  fee  in  order  to 
have  a  stand  outside  of  his  store, 
although  such  stands  are  usually 
for  purposes  of  display,  while  the 
sales  are  really  made  inside  the 
store. 

There  are  many  instances, 
however,  in  which  the  grocer 
leases  the  right  for  a  stand  out¬ 
side  his  store  to  another  man  and 
so  the  fruit  and  vegetable  line  on 
the  outside  is  really  a  separate 
business. 

The  sentiment  was  against  the 
proposal  to  require  a  license  for 
these  stands,  whether  the  grocer 
conducted  it  himself  or  leased  it 
to  another.  President  J.  T.  Me 
Kinney  was  appointed  a  commit 
tee  of  one  to  look  after  the  inter¬ 
ests  of  the  association  in  regard 
to  the  proposed  ordinance. 

As  to  stands  in  public  places, 
not  connected  with  stores,  includ¬ 
ing  those  of  curbstone  dealers, 
and  the  peddlers  with  carts,  many 
grocers  believe  that  a  substantial 
license  fee  should  be  required, 
since  these  dealers  compete  with 
regular  storekeepers  who  pay 
taxes  or  rental. 

*  *  * 

Oleomargarine  has  won  a 
sweeping  victory,  in  a  test  case 
just  decided  by  Justice  Cochrane, 
of  the  Supreme  Court,  of  this 
State.  The  case  was  brought  by 
the  State  authorities  against  a 
firm  of  Albany  grocers.  It  ap¬ 
pears  that  all  of  the  conditions 
were  present  for  a  fair  test  of  the 
right  to  sell  colored  oleomarga¬ 
rine  when  the  color  is  a  natural 
accompaniment  of  the  ingredients 
used. 


There  was  no  misrepresentation 
and  none  was  alleged.  The  but- 
terine  was  sold  for  exactly  what  it 
was  to  inspectors  of  the  State  De¬ 
partment.  Leading  counsel  was 
engaged  on  both  sides. 

The  court  upheld  the  right  of 
the  grocers  to  sell  the  colored 
oleomargarine,  since  the  coloring 
was  not  artificial  and  not  intro¬ 
duced  for  deceptive  purposes. 

This  completely  overturned  the 
claims  of  the  State  authorities. 
They  claimed  that  as  this  oleo 
was  yellow  and  therefore  resem¬ 
bled  butter  that  fact  in  itself  made 
its  sale  illegal,  no  matter  how  the 
coloring  was  produced.  The 
court  even  went  to  the  other  ex¬ 
treme  and  accused  the  manufac¬ 
turers  of  white  oleomargarine  of 
bleaching  the  product. 

John  J.  Guiton  and  Patrick 
Reilly  were  the  defendants.  They 
are  partners  in  a  retail  grocery 
and  market  at  Albany.  The  State 
was  represented  by  Attorney- 
General  Carmody  personally.  He 
was  assisted  by  Henry  Hirsch- 
field,  of  Chicago,  and  they  had  the 
support  of  Dairy  Commissioner 
Flanders  and  various  experts 
*  *  * 

The  new  management  of  the 
American  Sugar  Refining  Co.  is 
demonstrating  its  new  attitude 
toward  the  public.  Because  of 
the  advancing  price  of  sugar  there 
is  naturally  discussion  and  it 
seemed  likely  that  the  daily 
.newspapers  might  get  up  some  of 
the  sensational  articles  that  have 
often  appeared  when  the  prices  of 
any  of  the  necessities  of  life  are 
put  up  for  any  reason. 

Under  such  circumstances  it 
was  the  part  of  wisdom  for  the 
company  to  take  the  public  into 
its  confidence  by  putting  out  what 
appears  to  be  a  perfectly  straight¬ 
forward  statement  of  the  situ¬ 
ation,  indicating  that  there  is  no 
squeeze”  and  that  the  advance 
is  unavoidable  as  far  as  the  com¬ 
pany  is  concerned. 

Such  a  statement  certainly 
tends  to  discount  anything  sensa¬ 
tional  ;  the  newspapers  are  less 
likely  to  try  to  make  a  sensation 
now.  Most  of  them  will  prob¬ 


ably  feel  that  the  story  has  been 
told  and  that  is  enough  for  the 
present.  The  man  who  tells  his 
story  first  always  has  the  advan 
tage  in  press  work. 

(The  company’s  statement  ap 
pears  in  another  column.) 


*  *  * 


A  certificate  incorporating  the 
Producers’  and  Consumers’  Na 
tional  League,  with  headquarters 
at  63  Park  Row,  has  been  filed 
The  league  is  to  endeavor  to  ob 
tain  legislation  in  the  interest 
both  of  the  farmer  and  of  the 
consumer.  The  exact  nature  o 
such  legislation  is  not  indicated 

The  incorporators  are  headec 
by  Mayer  Schoenfeld,  60  Sec 
ond  avenue. 

*  *  * 

Gum  and  chocolate  slot  ma 
chines  in  public  places  are  being 
investigated  by  Commissioner 
Walsh,  of  the  Bureau  of  Weights 
and  Measures.  He  has  been  get¬ 
ting  many  complaints  from  people 
who  drop  pennies  into  machines 
and  wait  in  vain  for  gum  or 
chocolate  to  come  out.  It  appears 
that  the  machines  get  out  of  or¬ 
der  quite  frequently  and  then 
people  waste  their  pennies  when 
they  drop  them  into  the  slots. 

The  Commissioner  also  in¬ 
spected  the  scales  in  elevated  ant 
subway  stations  and  ferry  houses 
He  found  that  a  large  proportion 
of  these  scales  on  which  the 
people  weigh  themselves,  think 
ing  that  they  are  getting  their 
exact  weight,  are  incorrect. 
These  incorrect  scales  were  con¬ 
demned.  They  may  be  repaired 
and  used  again. 

*  *  * 

The  Almeria  grape  campaign 
will  begin  before  the  end  of  this 
month.  Several  representatives 
of  Spanish  shipping  houses  have 
already  arrived  here  so  as  to  be 
on  hand  for  the  opening,  and  they 
are  now  renewing  old  friendships 
on  the  West  Side. 

About  17,000  barrels  of  the 
grapes  are  now  on  their  way  to 
this  port  on  the  “Madonna,”  due 
here  on  the  19th,  and  the  “Alice” 
due  on  the  21st. 

*  *  * 

A  meeting  of  the  Board  of  Di¬ 
rectors  of  the  American  Specialty 
Manufacturers’  Association  was 
held  yesterday  (Thursday)  after¬ 
noon  at  which  it  was  decided  to 
hold  the  annual  convention  of  the 
association  on  November  16th 
and  17th. 


On  the  question  of  place  the 
vote  was  so  nearly  even  between 
New  York  and  Chicago  that  the 
question  was  held  open  in  order 
to  give  the  directors  who  were  not 
present  an  opportunity  to  vote  by 
mail.  After  the  votes  of  the  ab¬ 
sent  members  are  received  by 
mail  an  announcement  will  be 
made  as  to  the  place. 


Summarized  Market  Con¬ 
ditions. 

Roasters  are  continuing  their 
hand-to-mouth  attitude  in  buying 
coffee.  1  he  brokers  who  ex¬ 
pected  that  the  country  would 
finally  accept  the  conditions  and 
buy  in  the  usual  quantities  are 
not  so  sanguine  as  they  were. 
Reports  from  primary  points  are 
quoted  both  for  and  against  a  be¬ 
lief  in  the  continuance  of  high 
prices,  and  the  buyers  seem  as 
determined  as  ever  to  resist  the 
present  prices  to  whatever  extent 
they  can.  Mild  grades  are  quiet 
and  steady,  sympathizing  with 
Brazils. 

Refiners  have  been  compelled 
to  send  up  sugar  to  new  high  lev¬ 
els  as  a  result  of  the  higher  prices 
of  raws.  The  American  is  now 
quoting  6.75  cents  for  standard 
granulated  ;  the  Federal  and  Ar- 
buckles  were  7  cents,  less  2  per 
cent,  until  yesterday,  when  Ar- 
buckles  advanced  to  7.25  cents. 
Even  at  these  prices  refiners  are 
discouraging  new  business.  On 
contracts  allotments  are  made  and 
deli\  eries  on  all  orders  are  from 
two  weeks  to  a  month  behind. 
Brokers  have  been  figuring  on  the 
additional  profits  that  the  refiners 
could  have  made  on  their  early 
purchases  of  raws  if  they  had  not 
taken  advance  orders  for  the  re¬ 
fined  sugar  and  could  now  sell  the 
entire  output  at  the  new  level  of 
jrices.  Some  cargoes  show  mar¬ 
gins  between  $200,000  and  $300,- 
000  at  present  prices  over  the 
contracts. 

Early  in  the  week  there  was  an 
easy  feeling  in  canned  tomatoes, 
jut  this  has  given  way  to  a  firmer 
tone.  The  conditions  are,  of 
course,  due  to  differences  of  opin¬ 
ion  as  to  actual  crop  conditions. 
Brokers  here  say  that  they  have 
jeen  compelled  to  pay  85  cents 
or  standard  No.  3s  and  65  cents 
or  standard  No.  2s  f.  o.  b.  factory, 
with  the  Baltimore  rate  of  freight, 
and  that  all  efforts  to  get  conces- 
ions  from  these  figures  are  un- 
Some  of  the  packers 


availing. 
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e  trying  to  buy  from  competi-  ^ 
rs  in  order  to  fill  early  delivery 
ders,  it  is  said.  The  local  job- 
rs  have  not  been  moved  from 
eir  complacent  attitude,  bow¬ 
er.  as  to  buying  further  sup- 
ies,  and  are  mostly  holding  off 
r  another  week  or  two  before 
icing  large  orders.  Corn  is 
iet;  peas  firm  with  less  urgent 
mand,  and  string  beans  firmer. 
Canned  fruits  are  quiet,  but 
ere  is  no  special  pressure  to  sell 
d  prices  are  firmly  maintained. 
Local  buyers  are  slow  in  plac- 
y  orders  for  dried  California 
unes  and  the  firm  attitude  of 
Tiers  precludes  any  consider- 
le  business  here  at  present, 
le  brokers  report  that  the  in- 
iries  from  Europe,  especially 
ance  and  Germany,  are  fre- 
ent  and  indicate  a  heavy  de- 
md,  because  of  the  shortage  of 
e  crop  abroad.  These  reports 
ve  given  a  stronger  tone  to  the 
irket,  but  while  the  holders  are 
us  confirmed  in  their  views  the 
:al  jobbers  show  no  indication 
more  active  buying.  Apricots 
e  dull  and  coast  conditions  are 
id  to  be  easy.  There  is  only  a 
aderate  demand  for  peaches, 
ime  of  the  brokers  are  predict- 
y  higher  prices  and  say  that  the 
stributing  trade  will  yet  have  to 
ly  heavily  at  advances.  Buyers 
re  are  showing  little  interest  in 
isins.  Currants  are  firm. 

Spot  canned  salmon  of  all  kinds 
scarce  and  receipts  are  coming 
rward  slowly.  The  demand  is 
ily  of  the  usual  extent,  but  it 
iphasizes  the  inadequate  sup- 
ies  now  here.  Many  small  sales 
spot  red  Alaska  at  $1.90  are  re- 
irted,  but  it  is  said  to  be  getting 
fficult  to  find  sellers  at  that  fig- 
e. 

In  flour  there  is  a  routine  mar- 
:t,  with  spring  wheat  patents 
nging  from  $5.25  to- $5.50.  The 
ills  could  perhaps  book  more  or- 
:rs  by  making  concessions,  but 
e  generally  unwilling  to  do  so. 
There  is  a  fair  volume  of  trad- 
g  in  butter  at  prices  about  the 
une  as  a  week  ago.  The  gilt 
lged  specials  bring  as  much  as 
7 >2  cents.  Considerable  storage 
•eamery  is  being  used  by  jobbers 
id  the  top  grades  bring  as  much 
5  the  same  grades  in  fresh  cream- 
7- 

Receipts  of  eggs  have  increased 
iis  week.  There  is  less  activity 
mong  buyers,  as  some  of  them 
)ok  a  little  more  than  they  re- 
uired  last  week.  The  arriving 


eggs  do  not  contain  a  large  pro¬ 
portion  of  high  grade  eggs,  how¬ 
ever,  and  the  fancy  grades  are  in 
fair  demand  at  steady  prices. 
The  fresh  gathered  Western  ex¬ 
tras  are  quoted  at  25  to  27  cents ; 
firsts  at  21  to  2^/2  cents.  For 
fancy  nearby  white  eggs  as  much 
as  30  to  35  cents  a  dozen  is  paid 
by  dealers  having  an  exclusive 
trade. 

Fred.  A.  McGill. 


Pennsylvania  News  Items. 

The  Lock  Haven,  Pa.,  Business 
Men's  Association  applied  for 
membership  in  the  State  Associa¬ 
tion.  It  is  incorporated  and  has 
eighty  members.  Its  officers  are 
J.  A.  Simon,  president;  C.  T. 
Rothrock,  vice-president ;  W.  A. 
Kinsloe,  secretary;  A.  H.  Kauf¬ 
man,  treasurer,  and  the  following 
directors:  C.  H.  Bresler,  Allen 
Sterner,  William  Iveiner,  C.  H. 
Dougal,  David  Salmon,  Michael 
Denehy,  J.  D.  Bowe. 


First  Rules  Under  New  Jersey 
Food  Storage  Law. 


$14.25  for  a  Tea  which 
might  cost  you  $18  anywhere  else 

“THE  ARDEN  BLEND 


»» 


Pakt  in  new  lined  barrels  of  100  lbs. 
net,  from  good  Foochow,  Oolong,  Congou 
jjand  Green  Teas.  A  fine  “leader”  for  your 
Tea  trade.  Price  $14.25  barrel,  net  cash 
10  days.  In  the  present  state  of  the 
Tea  market  this  is  unusual  value. 


Thomas  Martindale  &  Co. 

Tea  Importers  and  Dealers 
Philadelphia,  Pa. 


The  New  Jersey  State  Board  of 
Health,  in  furtherance  of  its  cru¬ 
sade  against  the  storing  of  de¬ 
cayed  eggs  in  that  State  for  sale 
as  food,  made  two  rules  last  Tues¬ 
day,  acting  in  accordance  with 
the  new  James  cold  storage  law, 
for  the  guidance  of  warehouse¬ 
men,  putting  up  to  them  the  re¬ 
sponsibility  for  the  purity  of  food 
products  when  they  are  given 
them  for  storage.  The  first  rule 
adopted  has  to  do  with  the  egg 
matter,  and  the  second  rule  re¬ 
lates  to  the  storage  of  apples  and 
articles  put  in  containers.  They 
are  as  follows: — 

No  materials  in  a  state  of  decom¬ 
position  or  putrefaction  or  in  any 
other  condition  which  renders  them 
unfit  for  food,  shall  be  placed  in 
cold  storage  in  the  same  room  or 
inclosure  with  articles  intended  for 
use  as  food. 

When  articles  of  food  held  in 
cold  storage  are  removed  from  the 
packages  in  which  they  were  con¬ 
tained  and  placed  in  other  pack¬ 
ages,  the  date  of  original  entry  into 
cold  storage  of  such  articles  shall 
be  placed  upon  the  containers  into 
which  they  have  been  transferred, 
and  if  articles  of  food  which  were 
placed  in  cold  storage  on  different 
dates  are  packed  in  the  same  con¬ 
tainer,  the  date  of  storage  of  the 
article  longest  stored  shall  be 
placed  upon  the  container  to  which 
such  articles  have  been  transferred. 


White  potatoes  are  a  little 
easier,  and  now  range  from  6o  to 
70  cents  per  basket.  1  his  is  a 
drop  of  about  10  cents. 


_  Your  Year  With 

\  Gurnse  Butter 

You,  Mr.  Grocer,  who  took  up  with  Gurnse  butter 
around  a  year  ago,  hasn’t  this  twelvemonth  brought  you 
comfort  ?  Hasn’t  it  been  fine  to  know,  when  a  shipment 
of  Gurnse  butter  came,  that  it  was  sure  to  be  all  right? 
Hasn’t  it  been  pleasant  to  see  your  customers  delighted,  to 
hear  no  complaints  of  bad  butter,  “  Not  a  bit  like  the  last”  ? 

Gurnse  never  did  and  never  will  or  can  betray  any 
grocer’s  confidence.  It  is  a  fancy  dairy  butter,  fine  in  every 
grain  and  the  same  month  in  and  month  out.  We  aim  at 
uniformity  really  as  much  as  at  high  quality. 

Wrapped  in  brine-dipped  parchment  and  sealed  in  cartons. 


Packed  in  20.  30  and  50-pound  boxes— pounds  and  half-pounds— 35  cents. 
Prices  subject  to  market  changes. 


I 


VI 


P.  F.  BROW/VI  &  CO. 


39-41-43  SOUTH  FRONT  ST. 
-  -  PHILADELPHIA, 
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WITH  THE  EDITOR 


One  reason  for  the  writer’s  firm 
belief  that  parcels  post  laws  are 
sure  to  come  in 
$1.25  by  Mail,  $26.50  t  b  e  compara- 
byExpre...  tively  near  fu¬ 
ture  is  the  allur¬ 
ing  matter  with  which  the 
American  public  is  being  fed 
by  the  magazines  who  want 
parcels  post  for  two  reasons: 
First  because  they  probably 
believe  it  would  be  good  on  gen¬ 
eral  principles,  and  second  be¬ 
cause  they  believe  it  would  in¬ 
crease  postal  revenues  and  thus 
lessen  the  necessity  of  asking 
them  to  pay  more. 

As  a  sample  of  the  matter  that 
is  called  alluring,  take  the  fol¬ 
lowing  extract  from  an  artice  in 
the  “Outlook,”  which  comments 
on  one  in  “Good  Housekeeping,” 
reciting  the  experiences  of  a  party 
of  European  travelers  who  found 
the  English  parcels  post  a  sav¬ 
ing:— 

“We  bought  2  pence  worth  of 
strong  brown  paper,  five  yards  of 
black  calico  to  sew  things  in  which 
would  not  wrap,  a  penny’s  worth  of 
stout  twine,  then  we  went  at  light¬ 
ening  our  trunks.  The  hotel  clerk 
sent  up  a  set  of  scales  and  we  did 
as  fine  calculation  over  our  mer¬ 
chandise  as  if  it  had  cost  the  cent 
an  ounce  as  it  does  here,  instead  of 
two  cents  a  pound  charged  by  lib¬ 
eral  Britain.  *  *  *  Here  are  the 
contents  of  one  bundle :  Three 
wooden  dolls,  a  lace  robe,  two  pew¬ 
ter  plates,  one  pewter  teapot,  a  hair 
brush  and  mirror,  a  brass  inkstand, 
three  tartan  photograph  frames,  six 
tablecloths,  fourteen  towels,  a  cam¬ 
era  and  two  rubber  hot  bottles,  all 
wrapped  and  stitched  into  a  steam¬ 
er  rug  which  weighed  four  pounds. 
That  was  only  one  parcel — we  sent 
a  dozen  through  the  Hereford  post 
office:  a  Merry  Widow  hat  in  gi¬ 
gantic  box,  the  postage  on  it  was 
twopence;  and  all  the  helter  skel¬ 
ter  pick-ups  from  London  shopping 
—shoes,  gloves,  a  set  of  furs,  a  win¬ 
ter  suit,  two  raincoats,  an  old  clock, 
brass,  copper  and  pewter,  bric-a- 
brac  and  baskets,  a  Sheffield  tray, 
ancient  candle  sticks  and  a  mahog¬ 
any  footstool.” 

They  soon  found  they  had  posted 
to  the  steamship  company,  to  be 
held  until  they  were  ready  to  sail, 
fifteen  bundles  of  all  sizes,  on 
which  they  had  spent  only  $1.25  in 
postage.  When  they  reached  the 
home  port  with  their  purchases  the 
express  company  charged  $26.50  to 
transport  from  the  dock  to  their 
home  things  which  the  generous 
British  post  office  took  off  their 
hands  for  $1.25.  That  is  the  sort  of 
thing  that  the  British  parcels  post 
will  do  for  the  prodigal  traveler  from 
across  the  water;  for  the  native 
Briton  it  forms  an  almost  indis¬ 
pensable  accessory  of  his  daily  life. 

The  famous  short  bread  of  Lhan- 
bryde,  the  wonderful  Harris  tweeds 
spun  by  the  crofters  in  the  Western 


Highlands,  the  soft,  fleecy  goods  of 
the  Shetlanders,  the  haddies  of  the 
fisher  folk  of  Finnan,  and  the  jams 
and  jellies  of  tiny  out-of-the-way 
villages  are  all  marketed  through¬ 
out  the  United  Kingdom  by  post. 
“Everywhere,”  says  the  writer,  “the 
British  parcels  post  brings  a  market 
to  the  door  of  any  British  subject 
in  the  most  out-of-the-world  spot, 
if  he  has  anything  worth  selling  and 
knows  how  to  sell  it.”  “Where  we 
went  visiting,”  she  continues,  “our 
hostess  wished  to  rent  a  vacuum 
cleaner  for  a  few  days.  It  came  from 
London,  with  20  cents  postage  on  it 
and  the  rent  began  from  the  moment 
a  postman  handed  it  in  at  the  door.  I 
saw  crated  dogs,  cats  and  pigeons 
in  the  post  office,  cans  of  milk,  pots 
and  pans,  perambulators,  guns,  car¬ 
pets,  memorial  wreaths,  rubber  boots, 
bundles  of  sheep  wool,  fiddles,  hams, 
blankets  and  whisky.” 

American  readers  will  get  those 
comparative  charges  for  doing  the 
same  work — $1.25  in  England, 
$26.50  here — firmly  fixed  in  their 
minds,  and  naturally  they  instant¬ 
ly  begin  clamoring  for  cheap  mai 
rates. 

The  above  article  shows  clearly 
that  general  parcels  post  would 
at  once  destroy  all  local  trade 
barriers,  and  would  enable  any 
large  mercantile  establishment  to 
thrust 'its  fingers  into  the  terri 
tory  of  every  local  dealer  in  the 
United  States.  Of  course  it 
would  also  enable  the  small  mer¬ 
chant  to  do  the  same,  but  the 
privilege  would  do  him  no  good, 
for  he  is  not  equipped  to  use  it. 


Many  a  grocer  will  envy  his 
trade  brethren  of  San  Paula,  Cal., 
who,  as  told  on 
The  Deadlocks  of  the  a  ii  o  t  h  e  r  page, 
Trade.  have  combined  to 

cease  the  use  of 
solicitors.  The  agreement  lasts 
only  until  January  i,  1912.  If  by 
that  date  any  party  to  it  finds  he 
can  make  more  money  by  solicit¬ 
ing  daily  orders  than  by  not  so¬ 
liciting  them,  he  is  at  liberty  to 
withdraw  by  giving  thirty  days 
notice  to  his  fellows. 

An  amazingly  large  percentage 
of  evils  of  the  trade  exist  be¬ 
cause  one  man  begins  them  and 
the  others  are  afraid  not  to  follow. 
Sending  out  for  orders  is  one. 
It  is  really  helpful  to  nobody. 
It  may  save  the  dealer  some 
bother  in  waiting  on  custom¬ 
ers,  but  on  the  other  hand  it 
robs  him  of  hundreds  of  sales 
which  he  would  make  if  the  cus¬ 


tomer  came  face  to  face  with  the 
goods.  More,  it  is  expensive,  and 
to  maintain  it  he  must  charge 
more  for  his  merchandise. 

Neither  is  it  helpful  in  the  long 
run  to  the  customer.  Doubtless 
she  finds  it  convenient  to  give  her 
order  without  setting  foot  out¬ 
side  of  her  house,  but  she  is  in¬ 
evitably  paying  for  the  conveni¬ 
ence  and  more  than  that,  she  is 
getting  poorer  goods,  where  there 
is  a  chance  for  variation  in  qual¬ 
ity,  for  not  one  grocer  out  of  ten 
will  send  the  same  quality  that 
he  would  have  to  give  if  the  cus¬ 
tomer  picked  it  out  herself. 

No,  soliciting  orders  is  an 
empty  boon,  and  thousands  of 
grocers  would  abolish  it,  to  every¬ 
body’s  advantage  in  the  end,  if 
their  competitors  would  also. 
Happy  indeed  are  the  competitors 
who,  as  in  San  Paula,  all  see 
the  thing  alike ! 


In  every  walk  of  life,  even 
among  clergymen,  there  are 
knaves,  but  ex- 

Blamine  Tea  Thou-  cept  jn  the  a]_ 
sand  for  the  Sms 

of  One.  most  solitary 
case  of  grocers, 
nobody  thinks  of  blaming  the 
whole  industry  for  the  sins  of  one 
poor  representative.  There  are 
dishonest  grocers,  of  course,  but 
why  should  stuff  be  continually 
printed  about  the  grocery  busi¬ 
ness  which  insinuates  that  all  are 
short  weighters  or  deliberate 
sellers  of  adulterated  or  mis¬ 
branded  food?  The  following-  is 
a  good  example;  it  is  from  the 
ast  Sunday  magazine  of  a  chain 
of  daily  papers : — 

Let  regular  buyers  once  discover 
that  a  dealer  is  treating  them  un¬ 
fairly,  and  they  will  have  no  more 
of  him.  Once,  I  went  for  some 
sugar  to  our  regular  grocer,  with 
whom  we  had  been  spending  $40  to 
$50  a  month.  He  asked,  “A  25-eent 
bag  ?”  I  said  yes,  and  asked  how 
much  I  should  get,  “Three  and  a 
half  pounds,”  was  the  reply.  He 
explained  that  he  sold  most  of  his 
sugar  in  that  quantity,  and  kept  a 
stack  of  packages  already  weighed 
out.  Indeed,  he  sold  an  average  of 
100  of  these  packages  a  day.  In¬ 
voluntarily,  I  put  mine  on  his  scales 
as  I  w'as  going  out.  Including  bag, 
string  and  all,  it  weighed  exactly 
three  and  a  quarter  pounds.  This 
bag  happened  to  have  been  poorly 
done  up,  and  I  asked  for  another. 
That  also  w-eighed  three  and  a 
quarter  pounds.  I  made  a  mental 
computation  (one-quarter  pound  of 
sugar  at  8  cents  a  pound)  which 


showed  that  on  sugar  alone — by  no  . ‘ 
means  among  the  most  important 
of  his  supplies,  from  the  profit  view- Si 
point — he  was  stealing  $2  a  day  £ 
from  his  customers.  I  asked  for  > 
my  total  bill.  Three  of  our  neigh-  *' 
bors,  to  whom  we  told  the  inci-_> 
dent,  also  quit;  and  we  had  the*S 
satisfaction  six  months  later  of  see-  1 
ing  the  grocer  move  away.  Two  2 
years  later  I  saw  him  working  as  j 
clerk  for  another  grocer. 

Now  as  the  case  of  an  isolated 
dishonest  grocer,  this  is  of  no 
particular  importance — as  sug¬ 
gested,  one  can  find  a  knave  in  all 
lines.  But  as  a  case  indicating 
that  this  short  weight  thief  was 
a  fair  representative  of  all  gro¬ 
cers,  the  incident  assumes  much 
greater  importance,  and  that  is 
why  the  writer  of  the  article  used 
it  so  that  that  inference  could  be 
drawn. 

Of  course,  the  whole  thing  may 
be  a  lie — lies  have  been  told  in 
print  before.  Retribution  over¬ 
took  the  wicked  here  rather  too 
quickly  and  aptly  for  real  life. 
Nevertheless,  true  or  false,  the 
harm  done  is  the  same. 


There  has  been  much  discus-C 
sion  as  to  whether  the  inordi¬ 
nately  high  price 

High  Sugar  Pricts  of  sugar  will  re- 
and  the  Consumption.  dUCC  the  con¬ 
sumption.  At  to¬ 
day’s  market  consumers  would 
Pay  7T>  cents  per  pound  for 
granulated,  which  is  from  2  to  2J2 
cents,  or  40  to  50  per  cent.,  more 
than  they  have  been  accustomed 
to  pay  during  the  last  few  years. 
This  is  a  heavy  advance,  although 
it  appears  much  greater  in  per¬ 
centage  than  in  money. 

Fundamentally  any  material 
advance  in  the  price  of  a  commod¬ 
ity  curtails  the  consumption,  but 
it  is  probably  true  that  the  cur¬ 
tailment  is  much  smaller,  if  it  is 
anything  at  all,  when  the  advance 
is  on  such  things  as  sugar,  salt, 
pepper,  etc.  People  can  stop 
using  eggs,  meats  and  cereals,  be¬ 
cause  there  are  substitutes,  but 
there  is  no  lawful  substitute  for 
sugar,  and  it  is  inconceivable  that 
a  consumer  would  use  half  the 
usual  quantity  of  sugar  in  his  cof¬ 
fee  or  on  his  cereal.  Preferably 
he  would  completely  drop  foods 
containing  sugar,  though  surely 
he  would  do  that  only  when 
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Selling  Talks  With  Clerks 

BY  A  MAN  WHO  HAS  BEEN  ONE 

Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Stores,  Trenton,  N.  J. 

gar  got  absolutely  beyond  his 
ach  . 

The  writer  therefore  believes 
at  the  advance  in  sugar  will 
ake  little  or  no  differnce  in  the 
©sumption,  and  he  is  strength- 
ed  in  this  opinion  by  the  fact 
at  the  increase  which  it  will 
use  in  the  cost  of  living  will 
exceedingly  small.  A  house- 
ife  who  uses  six  pounds  of 
anulated  sugar  per  week — prob- 
ly  not  far  from  an  average 
mily  consumption — stated  dur- 
g-  the  week  that  up  to  that  time 
e  had  paid  but  I  cent  per  pound 
are  for  sugar  than  usual.  The 
;ekly  increase  to  her  was  there- 
re  but  6  cents,  which  was  surely 
it  sufficient  to  create  any  pres- 
re  to  reduce  the  consumption, 
/en  if  it  doubles,  the  difference 
but  twelve  cents,  which  is  an 
an  to  very  few  people  who  use 
anulated  sugar  at  all. 


New  Concord  grapes  from  New 
Drk  State  range  from  9  to  n 
nts.  Jersey  Concords  are  cheap 
35  to  40  cents  per  truck  bas- 
t.  Delaware  grapes  range  from 
to  13  cents.  Grapes  are  abun- 
nt  and  selling  well. 


Having  An  Ideal  Man. — When  a 
fellow  gets  along  to  be  25  and  has 
settled  down  to  live  and  learn  he 
has  surely  met  somewhere  or 
other  his  ideal  man — a  man  who 
is  all  honor,  who  is  wholesome, 
happy  and  a  financial  success. 

That’s  the  man  to  imitate. 
That’s  the  man  to  watch  and 
study  and  talk  with  if  possible. 

To  be  sure,  we  can  read  about 
such  lives  and  such  reading  “re¬ 
mind  us  we  should  make  our  lives 
sublime,”  but  coming  in  contact 
with  real  success  at  close  range  is, 
or  should  be,  most  inspiring. 

If  you  were  asked  to-morrow 
to  sit  at  the  desk  of  your  ideal 
man  and  assume  his  duties  how 
near  would  you  qualify? 

If  you  have  the  right  ambition, 


sir,  there  is  no  question  as  to  your 
being  “asked”  some  day. 

But  if  you  make  no  attempt  to 
learn  the  things  he  learnt,  or  to 
live  the  correct  life  he  lives,  your 
chance  will  be  very  improbable 
indeed,  and  the  sooner  you  know 
it  the  better. 

*  *  * 

Some  Things  People  Will  Be 
Buying  Very  Soon.— It’s  time  to 
make  your  fall  season  display. 
It’s  most  important  to  introduce 
your  new  and  your  old  brands 
early  because  experience  tells  us 
that  customers  don’t  switch  off 
much  on  reliable  stuff  after  you 
get  them  started. 

Show  up  griddle  cake  flour, 
syrup,  molasses,  mincemeat,  flour, 
candles,  canned  peas,  soups,  clam 


chowder,  sausage,  canned  sauer 
kraut.  Many  of  these  things  will 
be  written  about  in  later  articles 
giving  you  selling  suggestions. 

*  *  * 

Keep  at  the  Coffee  Stronger  Than 

Ever. — Even  though  the  price  has 
advanced  don’t  encourage  drink¬ 
ers  of  high-class  coffee  to  use 
Santos — you  may  lose  them  al¬ 
together.  If  they  insist  on  a 
lower  price  better  sell  a  com¬ 
pound  which  can  be  composed  of 
Maracaibo  and  roasted  and 
ground  wheat.  But  sell  it  for  a 
compound. 

*  *  * 

“I  Can  Beat  Your  Price  On  Lard,” 

says  the  little  cash  buyer. 

“Yes,  but  are  you  talking  about 
the  best  lard?  There’s  compound 
and  there’s  pure  lard.  There’s 
best  lard,  so-called,  and  there’s 
leaf  lard,  which  in  reality  is  the 
best.” 

“What  does  ‘leaf’  mean?” 

“Why,  it  means  the  leaves  or 
thin  layers  of  fat  rendered  down 
just  as  taken  from  the  hog.” 

“For  frying  purposes  especially, 
this  is  the  cheapest  to  use.  It’s 
all  substance  and  very  sweet. 
This  is  the  kind  I  quoted  you,  al¬ 
though  we  have  the  other.” 


MR.  ENTERPRISING  GROCER! 

Dandelion  Brand  Butter  Color  Makes  Butter  Sell  on  Sight 

And,  besides,  the  advantage  of  handling  it  is  two-fold.  You  sell  it  to  your  butter  making  customers  and  then 
sell  their  butter. 

In  this  way  you  realize  two  profits  instead  of  one.  Dandelion  Brand  Butter  color  never  needs  “  pushing  ” — the 
customer’s  increased  sales  makes  him  come  back  to  you  for  more. 

So  it’s  a  co-operative  scheme  that  works  both  ways.  Dandelion  Brand  gives  butter  a  glorious  golden  color,  quickly 
recognized  by  the  purchaser.  Every  butter  maker  of  any  consequence  has  been  using  it  successfully  for  years. 

It  never  turns  rancid  or  sour.  Neither  does  it  affect  in  the  slightest  way,  the  taste,  odor,  or  keeping  qualities 
of  butter. 

Endorsed  by  every  authority.  Safe  in  action.  Uniform  in  color. 

Prove  it  to  your  Profit — by  sending  us  an  order  for  Dandelion  Brand  Butter  Color. 


Dandelion  Brand  Butter  Color  Is 
Endorsed  by  All  Authorities 

•  * 

Dandelion  Brand 

.Purely 


Dandelion  Brand  Is  the  Safe  and 
Sure  Vegetable  Butter  Color 

Butter  Color 

Vegetable 


W«  guarantee  that  Dandelion  Braid  Buttar  Color  la  purely  vegetable  and  that  lha  use  of  aaaio  for  coloring  butter  la  permitted 

under  all  Food  Laws— State  and  National. 

WELLS  &  RICHARDSON  CO.,  Burlington,  Vt. 
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We  would  be  pleaded  to  have  for  publication  in  this  column  the  ideas  of  our  readers  upon  trade  topics 
it  being understood  that  we  do  not  hold  otustlvcs  responsible  for  any  views  e  press,  d  therein  All  com¬ 
munications  must  be  accompanied  by  the  writer’s  name  and  address  as  an  evidence  of  good  faith  but  not 
necessarily  for  publication.  All  inquiries  within  our  power  to  answer  will  also  te  noticed  in  this  department 


Sweet.  Potatoes  in  Virginia. 

Patton,  Pa.,  Sept.  4,  1911. 
To  the  Editor. 

Dear  Sir: — Will  you  kindly 
advise  the  name  of  some  parties 
that  sell  sweet  potatoes  in  Vir¬ 
ginia,  also  the  names  of  some 
fruit  and  produce  journals? 

Yours  truly, 

The  Spot  Cash  Store. 

The  following  firms  probably 
,  handle  sweet  potatoes  since  they 
are  fruit  and  vegetable  dealers: 
James  D.  McTntire  &  Co.,  Rich¬ 
mond,  Va. ;  J.  M.  McCoach  &  Co., 
Huntington,  Va. 

The  “Fruit  Trade  Journal  and 
Produce  Record,”  of  New  York 
City,  is  a  good  fruit  paper. 

*  *  * 

New  York  and  Philadelphia  Potato 
Quotations. 

Hallstead,  Pa.,  Sept.  7,  1911. 

To  the  Editor. 

Dear  Sir : — I  note  that  you  say 
potatoes,  were  70  cents  last  week 
and  60  cents  the  previous  week, 
while  New  York  commercial 
quotations  range  from  $2.75  to  $3 
per  barrel.  Please  explain. 

Where  can  I  get  the  best  esti¬ 
mate,  most  reliable,  as  to  the 
probable  yield  in  United  States 
and  Canada  as  compared  with 
former  seasons? 

Thanking  you  for  any  enlight¬ 
en  ment. 

Yours  very  truly, 

V.  D.  Hand. 

1  here  is  no  doubt  that  the 
Philadelphia  quotation  for  white 
potatoes,  on  the  day  mentioned, 
was  70  cents  per  basket.  Since 
there  are  five  bushels  to  the  bar¬ 
rel,  this  was  equivalent  to  $3.50 
per  barrel,  or  50  to  75  cents  more 
than  you  say  New  York  quota¬ 
tions  were  on  the  same  day. 

First,  are  you  sure  it  was  the 
same  day  ?  Second,  even  if  you 
ai  e  sure,  there  may  be  two  ex¬ 
planations  of  the  difference:  The 
fruit  and  produce  markets  are 
peculiarly  affected  and  controlled 
by  local  conditions.  The  New 
^  ork  and  Philadelphia  markets 
often  vary  more  widely  than  this. 
The  Philadelphia  potato  market, 
for  instance,  is  very  importantly 


affected  by  the  demand  from  the 
chain  stores. 

It  is  quite  possible’  therefore, 
that  both  quotations  were  correct. 
Or  both  may  not  have  been  cor 
feet — the  New  York  paper  may 
have  been  wrong;  it  often  is,  in 
cidentally. 

*  *  * 

What  a  Chain  Store  Pays  for  Its 
feoffee. 

Boston,  Mass.,  Sept.  8,  1911 
To  the  Editor. 

Dear  Sir: — Glancing  over  your 
issue  of  the  4th  inst.,  on  page  9, 
as  you  end  the  article  headed: 
“Can’t  Change  Their  Coffee 
Blends  Either  in  Quality  or 
Price,”  I  notice  you  say  “the  large 
chain  store’s  20-cent  coffee  need 
not  cost  it  over  14  to  15  cents  to¬ 
day  roasted.”  If  the  party  who 
wrote  that  article  knew  what  he 
was  talking  about  he  would  have 
said  1334  to  1434  cents  green, 
which  means  16 ]/2  to  1734  cents 
roasted,  and  he  would  not  then 
.say  that  the  chain  store  could  sell 
a  coffee  at  20  cents  and  make  a 
living  profit. 

I  should  be  pleased  to  see  a 
correction  made  of  this  statement 
and  have  the  facts  as  they  are  and 
not  mislead  anybody  to  think  that 
the  chain  stores  get  goods  so 
much  cheaper  than  the  ordinary 
dealer. 

Yours  truly, 

George  S.  Wright, 

President  and  Treasurer  Dwin 
ell- Wright  Co. 

Possibly  the  estimate  of  14  to 
15  cents  roasted  was  too  low,  even 
for  a  large  buyer.  Certainly  it  is 
too  low  for  to-day’s  market,  al 
though  the  article  Mr.  Wright 
mentions  was  published  two 
weeks  ago,  when  the  market  was 
lower  than  it  is  to-day. 

But  even  on  the  basis  of  Mr. 
Wright’s  own  figures,  the  writer 
isn’t  sure  that  this  journal  will 
have  to  take  water.  The  point 
this  journal  made  in  the  article 
referred  to  was  the  advantage 
which  the  large  chain-store  buyer 
of  coffee  had  over  the  small  gro 
cer,  in  buying,  for  instance,  a 
coffee  to  retail  at  20  cents.  Mr. 
Wright  says  the  chain-store 
buyer  can’t  buy  such  a  coffee,  as 


this  journal  claimed,  for  14  to  15 
|  cents,  but  he  admits  he  can,  or 
could  at  that  time,  for  1634  cents 
roasted.  I  his  he  says  would  not 
leave  a  living  profit. 

The  chain-store  that  bought 

I  O 

coffee  at  1634  cents  and  sold  it  at 
20  cents  would  make  334  cents  or 
|  21  j4  per  cent,  gross  profit.  If  its 
expenses  were  12  per  cent,  the 
balance  of  934  per  cent,  should 
[certainly  be  considered  a  living) 
profit. 

*  *  * 

As  to  “Goods  Advertised  to  Your 
Customers.” 

Battle  Creek,  Mich., 

September  8,  1911. 

To  the  Editor. 

Dear  Sir: — We  have  just  been 
looking  over  your  issue  for  Sep¬ 
tember  4th,  and  particularly  the 
article  on  page  8,  “Goods  That 
Are  Being  Advertised  to  Your 
Customers.”  This  is  a  good 
stunt  and  is  bound  to  be  of  in¬ 
terest  to  your  readers. 

It  occurs  to  us,  however,  that 
you  would  doubtless  get  much 
more  satisfactory  information  by 
addressing  a  letter  to  the  publi- 
tations  that  you  wish  to  mention 
and  securing  from  them  a  com¬ 
pilation  for  the  entire  year.  This 
would  be  fairer  to  the  advertisers 
in  general,  we  are  inclined  to 
think 

We  hav'e  nothing  to  complain 
of,  as  it  seems  that  Kellogg's 
Toasted  Corn  Flakes  is  mentioned 
about  as  much  as  any  other  one 
product  in  your  compilation,  but 
just  as  an  example  we  call  your 
attention  to  the  fact  that  Kellogg's 
Toasted  Corn  Flakes  is  not  men 
tioned  in  the  compilation  for  the 
Woman’s  World,”  “McClure's,” 
Collier’s  Weekly,”  “Saturday 
Evening  Post,”  “Outing,”  “Pic¬ 
torial^  Review”  and  “The  Colum¬ 
bian,”  although  by  consulting  our 
records,  we  find  that  we  are 
spending  a  trifle  over  $60,000  this 
year  in  these  publications. 

Distributed  as  follows:  “Wom¬ 
an’s  World,”  $17,500-  “Me 
C  1  u  r  e’s„”  $4,100;  “Collier’s 

\\  eekly,”  $8,800 ;  “S  a  1 11  r  d  a  y 
Evening  Post,”  $22,000;  “Out¬ 
ing,”  $500;  “Pictorial  Review,” 
$5-I42:  “The  Columbian,”  $1,300. 

I  am  sure  that  the  advertising 
managers  of  these  publications, 
or  of  any  list  that  you  might 
choose  to  select,  would  be  glad 
to  give  you  any  sort  of  a  compila¬ 
tion  that  you  might  desire  and 
there  is  no  question  but  that  this 
would  be  of  considerable  interest 
to  your  readers. 

Yours  very  truly, 

Kellogg  Toasted  Corn  Flake 
Company, 

R.  O.  Eastman 
We  propose  to  get  around  this 
very  point  by  publishing  such  an 
article  once  a  month,  obtaining 
the  necessary  information  from 


the  magazines  of  the  current 
month. 

*  *  * 

Makers  of  Salesmen's  Bags. 

Lebanon,  Pa.,  Sept.  13,  ion.  1 
To  the  Editor.  1 

Dear  Sir: — Can  you  give  me  the 
names  and  addresses  of  manufac¬ 
turers  of  traveling  salesmen’s 
bags  ? 

1  hanking  you  in  advance  for 
same,  I  am, 

Yours  truly, 

Robert  L.  Eby.  1 

C.  A.  Dickson,  637  Market 
I  street,  and  Leatheroid  Manufac¬ 
turing  Co.,  923  Arch  street,  both 
Philadelphia.  Pa. 

*  *  * 

Another  View  on  Borrowing  Money 
to  Discount  Bills. 

Clifton  Heights,  Pa., 

September  12,  1911.  ] 
To  the  Editor. 

Dear  Sir: — When  you  say,  on 
the  first  page  of  a  recent  issue: — 

The  merchant  who  borrows  I 
money  to  discount  bills  doesn’t  “rob 
Peter  to  pay  Paul,’’  as  one  suggested.  Y 
last  week ;  he  borrows  money  at  6  1 
per  cent,  to  make  20  or  30  per  cent.  .1 
on. 

you  are  right,  and  that  is  not 
all  or  the  most.  The  first  price  to 
such  a  model  merchant  may  be 
a  greater  saving  than  his’ dis¬ 
counts.  He  is  sought  for  by  sell¬ 
ers  and  offered  the  world's  best. 
Yours, 

R.  B.  Chipman.  j 

*  *  * 

Another  Thinks  So,  Too. 

Baltimore,  Md.,*Sept.  14,  1911. 

To  the  Editor. 

Dear  Sir: — On  the  front  page 
of  your  issue  of  September  nth 
you  state : — 

"  The  merchant  who  borrows 
money  to  discount  bills  doesn't 
rob  Peter  to  pay  Paul,’  as  one 
suggested  last  week ;  he  borrows 
money  at  6  per  cent,  to  make  20 
or  30  per  cent,  on  it.” 

You  might  further  state  that  he 
not  only  saves  this  money,  but 
puts  himself  on  a  good  credit 
basis  whereby  he  can  buy  goods 
cheaper. 

There  is  no  manufacturer  or 
jobber  to-day,  selling  a  general 
line  of  specialties,  who  hasn’t  two 
prices — one  for  those  who  pay  in 
30  or  (>o  days  after  bills  are  due, 
and  another  for  those  who  dis¬ 
count  their  bills. 

The  retailer  must  know  this.  , 

\\  e  also  note  on  page  10 
your  answer  regarding  “Collier's 
\\  eekly.  We  think  it  is  right  to 
the  point  and  that  you  did  the 
right  thing  to  answer  them  as  you 
have  done. 

It  is  a  question  whether  one  in 
twenty-five  of  the  manufacturers 
throughout  the  country  ever  sees 
"Collier's.”  Our  attention  was 
called  to  it  bv  one  of  our  salesmen 
in  the  West,  asking  why  we  were 
not  listed.  He  took  it  that  Col- 
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r  had  examined  a  large  quan- 
y  of  goods  and  this  statement 
is  the  result.  He  wanted  to 
low  what  we  were  going  to  do 
out  it. 

You  can  readily  see  how  unjust  | 


a  publication  of  that  kind  is  to 
other  manufacturers. 

Again  thanking  you  for  taking 
it  up,  we  are, 

Very  truly  yours, 
McCormick  &  Co.,  Inc. 


he  Soaring  Sugar  Market  and  Its  Cause 

and  Meaning 

igher  Now  than  Any  Time  Since  1889,  When  Granulated 
Was  9.06  Cents.  Short  Crops  in  Cuba  and  Europe  the 
Reason.  Consumers  Buying  in  One  Hundred  Pound  Lots. 
Relief  May  Shortly  Come.  American  Sugar  Refining  Co.’s 
Statement. 


Readers  of  this  journal  have 
Len  kept  posted  from  week  to 
eek  regarding  the  rapid  upward 
ovement  of  the  sugar  market, 
.igar  is  at  present  higher  than  at 
iy  time  within  the  last  twenty¬ 
mo  years,  with  one  exception, 
t  the  present  writing  the  Phila- 
;lphia  market  is  6j4  cents  for 
•anulated,  and  the  New  V  ork 
arket  is  7  cents.  This  is  the 
ghest  price  since  1889,  when 
-anulated  was  quoted  at  9.06 
:nts  net  cash. 

The  advance  in  refined  sugar 
nee  July  1st,  when  the  present 
lovement  began,  has  been  ij4 
;nts.  Practically  all  of  this  was 
lade  necessary  by  the  advancing 
iw  market,  raws  having  ad- 
anced  1.7  cent  per  pound  in  the 
ime  time. 

The  great  scarcity  of  sugar  has 
:d  to  some  remarkable  experi- 
nces.  Raw  sugar  has  been  so 
:arce  and  high  that  the  refiners 


have  bought  as  little  as  they 
could,  and  in  consequence  their 
production  has  been  cut  down  and 
they  have  reduced  the  orders  they 
have  received,  delivering  in  many 
cases  only  a  small  part  of  the 
sugar  wanted.  It  has  required 
the  closest  figuring  to  keep  up 
stock  under  these  circumstances. 
To  illustrate  what  happened  when 
the  figuring  was  not  close,  it  de¬ 
veloped  during  the  week  that  the 
Childs’  store  at  Salem,  N.  J.,  had 
been  entirely  out  of  sugar  for 
nearly  a  week.  A  West  Philadel¬ 
phia  grocer  telephoned  a  jobber 
one  day  during  the  week  that  he 
must  have  more  sugar  at  once, 
that  he  had  already  that  day  sold 
four  barrels  over  his  counter,  and 
his  customers  were  buying  sugar 
in  ioo-pound  lots. 

The  cause  of  the  whole  flurry 
is  actual  scarcity,  starting  with 
the  last  Cuban  crop,  which  was 
400,000  tons  short  of  expectations. 


This  400,000  tons  the  refiners 
sorely  needed,  and  to  get  sugar  to 
take  its  place  they  had  to  go  to 
Europe,  where  the  crop  was  also 
short.  The  European  shortage  is 
estimated  at  1,500,000  tons.  Out¬ 
side  of  Russia  thq  European  crop 
is  40  per  cent,  short,  on  account 
of  bad  weather.  Speculators  have 
seized  hold  of  the  market,  and 
while  there  is  a  strong  undertone, 
due  to  bona  fide  conditions  of  sup¬ 
ply  and.  demand,  the  market  is 
nevertheless  dangerously  specu¬ 
lative. 

Some  authorities  think  there  is 
a  large  invisible  supply,  that  is, 
sugar  in  the  hands  of  retail  or 
wholesale  buyers.  One  well- 
known  authority  on  the  subject 
declares  that  the  refiners  de¬ 
livered  more  sugar  in  June,  July 
and  August  than  ever  before,  and 
that  all  this  volume  of  sugar 
could  not  have  been  consumed, 
because  the  fruit  crops  were  not 
large  enough.  The  jobbers  cer¬ 
tainly  haven’t  got  any  of  it 
left,  so  if  it  is  still  unconsumed 
it  must  be  in  the  hands  of  retail¬ 
ers. 

There  is  reason  to  believe  that 
the  present  high  prices  will  not 
continue  very  much  longer.  The 
new  Cuban  crop  is  coming  on,  and 
is  expected  to  be  400,000  tons 
larger  than  last  year.  The  cur¬ 
rent  beet  crop  is  50,000  tons  ahead 
of  last  year  and  the  Louisiana 
crop  is  also  50,000  tons  more.  All 
these  increases  will  help ;  in  fact 
the  new  beet  crop  is  already  help¬ 
ing,  for  new  crop  beet  granulated 
is  now  being  shipped  from  Cali¬ 


fornia  as  far  East  as  St.  Paul, 
Minn. 

The  American  Sugar  Refining 
Co.  has  issued  the  following 
statement  on  the  sugar  market 
during  the  past  week  : — 

'1  lie  present  advance  in  the  price 
of  sugar  is  of  deep  concern  to  every 
household  in  the  land. 

The  American  Sugar  Refining 
Co ,  which  produces  42  per  cent,  of 
the  refined  sugar  consumed  in  these 
households,  and,  therefore,  shares 
their  interest  in  the  situation 
deems  it  timely  to  record  publicly 
its  understanding  of  the  advance 
and  its  own  policy  in  connection 
therewith. 

'the  crop  just  harvested  in  Cuba 
shows  a  shortage  of  about  300,000 
tons  from  the  previous  crop — a  di¬ 
rect  loss  in  our  supplies,  as  these 
sugars  come  to  the  United  States  al¬ 
most  exclusively. 

Long-continued  heat  and  drouth 
in  Europe,  corresponding  closely  to 
the  untoward  summer  weather  con¬ 
ditions  in  this  country,  have  so  ser¬ 
iously  impaired  the  growing  beet 
sugar  crop  of  France,  Germany  and 
Austria  that  estimates  of  a  reduc¬ 
tion  of  from  1,000,000  to  1,500,000 
tons  or  more — nearly  one-fifth — in 
the  supplies  of  Europe  are  generally 
made. 

This  threatened  scarcity  has 
caused  excessive  speculation  in  Eu¬ 
rope  and  has  advanced  the  sugar 
juices  at  London  and  Hamburg — 
the  leading  sugar  markets  of  the 
world — 1  Yu  cents  per  pound  since 
June  15th,  while  growers  of  cane 
sugar,  in  the  face  of  an  anxious 
demand  and  a  certain  shortage  in 
the  beet  product,  have  similarly  ad¬ 
vanced  the  price  of  their  product 
1 cents  per  pound  in  the  same 
period. 

The  American  Sugar  Refining  Co. 
does  not  own  an  acre  of  cane  sugar 
land,  nor  does  it  produce  a  pound 
of  raw  sugar;  it  depends  for  its 
supplies  of  raw  sugar  upon  the 
growers  of  Cuba,  Porto  Rico,  the 
Philippines,  Hawaii,  Java  and  other 
sugar  countries.  It  has,  in  common 
with  all  other  refiners  at  home  and 
abroad,  been  compelled  to  secure  its 
supplies  from  these  sources  at  con¬ 
stantly  advancing  prices. 

On  June  15th  raw  sugar  could  be 
secured  at  3.89  cents  per  pound. 

(Continued  on  page  22.) 
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That  you  place  an  order  with  us  NOW.  We 
the  quicker  you  get  our  goods  in  stock  the 

SYRUPS  -The  market  on  syrups  is  higher  again.  About  a  month  ago  we 
advised  the  purchase  of  syrups  and  have  sold  more  syrup  during  the 
last  thirty  days  than  we  ever  did  before  in  the  same  length  of  time. 
Our  brands  are  well  known  and  run  uniform  in  quality.  Royal  Table 
Syrup,  Gilt  Edge,  Extra  Amber,  White  Clover,  Challenge,  King  “ B ,"  etc. 
We  have  a  special  in  Fine  Pure  Sugar  Syrup.  This  is  light  in  color, 
good  body  and  a  fine  sweet  flavor.  Price,  24  cents  per  gallon.  If  you 
can  sell  pure  sugar  syrup  you  should  not  miss  this.  We  carry  a  good 
line  of  New  Orleans  Molasses. 
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will  delay  shipment  if  you  wish  us  to,  but 
better.  You  will  find  our  line  trade  winners. 

SEEDED  RAISINS— Just  received  from  California  Owl  Brand  Fancy 
Seeded  Raisins,  36  1  lb.  packages,  per  11).  gtf.  In  transit,  due  Octo¬ 
ber  1st :  Ensign  Fancy  Seeded  Raisins,  at  9%  cents ;  Choice  Seeded 
Raisins,  at  9  cents.  Both  freshly  seeded  stock  and  desirable  goods. 

N.  Y.  PLUMS— We  offer  a  lot  of  fancy  New  York  State  packing  of  Egg 
Plu^is  and  Green  Gage  Plums,  under  the  Golden  Wedding  label. 
They  are  No.  2%  cans,  packed  full  of  delicious  ripe  fruit  and  packed 
with  a  good  syrup.  Price,  fi.25  per  dozen. 

Write  us  for  prices  of  New  Norway  Mackerel.  Due  October  10th. 


KIRK,  FOSTER  &  CO. 


WHOLESALE 

GROCERS 
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STROLLER'S 

-  11 

1 nfJr  TAjujl 

My  Way  of  Shunting  Off  a  Bad  Partner. 


Did  you  read  that  article  in  the 
last  “Grocery  World  and  Gen¬ 
eral  Merchant’’  on  how  to  get  rid 
of  a  bad  partner? 

I’ve  got  a  scheme  that  beats 
that  all  to  shucks.  I  could  have 
told  the  editor,  too,  if  he  had 
asked  me.  But  he  thinks  that  no 
fat  man  can  give  anybody  advice. 
He’s  all  wrong,  about  me,  at  least, 


for  I’ll  tell  him  straight,  I  can 
give  people  a  darned 


sight  more 


advice  than  they  want. 

My  scheme  for  getting  rid  of  a 
bad  partner  is  not  to  get  one. 

The  fellow  who  finds  out  that 
he’s  really  got  a  good  partner — 
the  man  he’d  make  to  order  if  he 
went  out  to  do  it — he’s  the  happi¬ 
est  fellow  in  business.  For  there 
ain’t  anything  so  comfortable  in 
business  as  to  be  able  to  chew 
things  over  with  somebody  as 
much  interested  as  you  are,  and 
with  as  much  brains. 

But  as  for  the  fellow  who  don’t 
draw  that  kind  of  a  partner — why 
I’d  rather  have  a  boil  on  the  back 
of  my  neck  that  never  went  away. 
Give  you  my  word. 

Here’s  some  cases  that  I  know 
all  about: — 

I  know  a  firm  with  two  men  in 
it.  One  of  ’em’s  sober  and  on  the 
job  all  day  long.  The  other  one’s 
a  drunken  sport.  He  don’t  half 
tend  to  his  work,  and  the  sober 
one  has  to  carry  about  three- 
fourths  of  the  load.  By  load.  I 
mean  work,  but  he  has  another 
load  to  carry,  too— the  load  that’s 
on  his  mind  of  having  to  stand 
for  a  partner  like  that.  Why 
don’t  he  get  rid  of  him?  That’s 
what  I’ve  blown  at  him  a  thou¬ 
sand  times.  I  admit  it  ain’t  so 
easy — their  wives  are  sisters. 

I  know  another  partnership 
where  one  of  the  partners  is  a 
little,  wiry  bunch  of  springs  that 
is  busy  at  something  all  day  long. 
The  other  one  is  as  lazy  as  an  old 
tomcat.  He  works  when  he  can’t 


get  out  of  it,  and  can  work  all 
right,  but  most  of  the  time  he  sits 
around  and  lets  things  go  and 
puts  things  off.  He’s  a  lazy  shirk, 
to  come  right  out  with  it,  and  his 
little  partner  does  a  heap  more 
than  he  has  any  call  to. 

I  don’t  know  whether  you  fel¬ 
lows  can  get  on  to  the  awful  chafe 
that  little  man  is  under  of  seeing 
his  partner  loaf  while  he  works, 
but  I  can.  You  take  it  from  me — 
it  comes  pretty  close  to  spoiling 
all  the  pleasure  of  his  life.  At 
least,  the  business  end  of  it. 

Why  don’t  he  get  rid  of  him? 
I’ve  said  the  same,  but  after  all’s 
said  and  done,  it  ain’t  so  easy. 
Still,  I  wouldn’t  work  under  a  load 
like  that  if  I  had  to  go  out  and 
break  stones. 

There’s  still  another  firm  where 


one  partner  is  a  regular  old 


say  “Jim,  you’re  so  filthy  about 
yourself  I  can’t  stand  it — we’ve 
got  to  cut  apart.”  Why  Jim 
would  be  so  blistered  about  it  he’e 
never  get  over  it. 

Maybe  it  would  be  better  i 
there  was  a  straight  show-down 
like  that,  because  now  the  other 
fellow  has  to  keep  it  shut  up  tight 
inside  of  him. 

Except  when  he  lets  it  out  on 
me.  Only  the  other  day,  when  I 
was  in  the  store,  he  came  across 
to  me  and  said : — 

“Did  you  see  Jim’s  shirt  under 
the  arms?  He’s  worn  that  one 
shirt  through  all  this  hot  weather 

since  last  Monday !  By  - ,  it 

makes  me  wild !” 

“Why  don’t  you  tell  him?” 

“Oh,  I  can’t  tell  him !” 


woman  about  keeping  himself  and 
the  store  slicked  up,  and  the  other 
partner  wears  one  collar  a  week 
and  washes  when  his  wife  says 
she’ll  get  out  if  he  don’t. 

Can  you  see  those  two  loving- 
companions  getting  along  like 


bugs 


in  a  rug? 


Of  course  the  rubbing  here  is 
on  the  clean  man’s  side — the 
other  fellow’d  get  along  all  right, 
if  he  could  be  let  alone.  And  he 
mostly  is  let  alone,  for  you  can’t 
very  well  tell  your  own  partner 
he’s  dirty  unless  lie’s  littler  than 
you  are.  So  he  don’t  mind  it 
much.  But  the  clean  man— it’s 
like  something  rubbing  him  all 
day  long  and  whenever  he  wakes 
up  and  thinks  about  it  in  the 
night. 

I  see  you  getting  ready  to  ask 
me  again — why  don’t  he  get  rid  a 
of  him?  Well,  in  this  case  the 
only  thing  against  the  soiled  part¬ 
ner  is  that  lie’s  soiled.  He's  a 
good  worker  and  the  best  fellow 
generally  that  ever  was.  Poor  old 
Jim!  Personally,  I’d  rather  do 
anything,  if  I  was  his  partner,  than 


“Why  don’t  you  have  a  decent 
talk  with  his  wife  about  it?” 

“She  isn't  the  kind  of  a  woman 
you  could  do  that  with.  She’d 
get  up  in  the  air  in  a  minute  and 
start  Jim  off.  Besides  that,  she’s 
just  as  sloppy  as  he  is.” 

Why  I  could  write  on  here  till 
dinner  time,  just  telling  about  the 
badly  married  partners  that 


know.  They  were  never  meant  to 
go  together,  they  don’t  fit  in  har¬ 
ness  any  better  than  a  horse  and 
a  cow.  In  most  of  these  cases 
neither  one  of  the  partners  is 
happy,  still  they  feel  that  they 
can’t  cut  apart. 

No,  sir,  the  best  way  to  get  rid 
of  the  wrong  partner  is  not  to  tie 
up  with  him.  I’d  no  more  go  into 
partnership  with  a  fellow  that  I 
hadn’t  worked  with  and  knew  all 
about  than  I’d  marry  a  woman 
that  I’d  only  known  a  minute  and 


The  Stroller. 


Want  to  Help  Along  Campaign 
Against  Express  Companies. 

Offers  to  assist  the  Interstate 
Commerce  Commission  in  the 
proposed  express  investigation 
are  pouring  into  the  offices  of  the 


Commission  at  Washington.  The 
Minneapolis  Traffic  Association 
has  written  that  it  is  at  work  col¬ 
lecting  evidence  and  to  ask  that 
Minneapolis  be  designated  as  one 
of  the  points  at  which  a  part  of 
the  hearing  in  the  express  matter 
be  conducted.  Besides  this,  offers 
to  give  testimony  have  come  from 
various  private  sources.  The 
Abingdon  Produce  Co.,  of  Abing¬ 
don,  Ya.,  has  expressed  a  desire 
to  submit  testimony.  Likewise 
Dr.  Cecil  French,  a  large  shipper 
of  live  stock,  of  Washington, 
D.  C.,  has  offered  evidence;  Co 
Walters,  of  No.  48  East  92d 
street,  New  York  City,  has 
offered  to  give  some  valuable  tes-J 
timony. 


Tomatoes  are  rather  cheap,  j 
Canners  are  paying  18  cents  per 
basket,  and  the  regular  jobbing 
quotations  are  20  to  35  cents.* 
The  demand  is  good. 


New  Crop  California  Almonds 
Fall  Flat  Up  to  Now. 


Price  Fifty  per  Cent.  Above  Normal 
and  Lower  Price  of  Imported  Nuts, 
Combine  With  Surplus  Stock  of  Old 
Nuts  to  Make  Eastern  Demand  for  1911 
Crop  Nil  Up  to  Date. 


The  producers  of  California 
almonds  are  reported  to  be  con¬ 
siderably  disgruntled  over  the 
failure  of  the  Eastern  buyers  to 
take  hold  of  them  as  usual. 
Prices  on  new  California  almonds 
opened  this  year  as  usual  in  July. 
Under  ordinary  conditions  buyers 
would  have  bought  their  season's 
wants  at  once.  This  year  prices 
were  so  high  that  they  have  prac¬ 
tically  bought  none  at  all.  In¬ 
stead  of  Nonpareils  being  around 
12  cents  per  pound  f.  o.  b.  San 
Francisco  in  a  large  way,  this 
year’s  price  is  i8}4  cents.  All 
oackers  agree  that  the  crop  will 
not  be  over  one-half. 

Another  reason  there  have  been 
no  sales  is  that  considerable  of 
ast  year's  California  almond  crop 
was  left  over.  Last  year’s  price 
was  high  also  and  the  nuts  did 
not  clean  up.  Large  quantities  of 
them  have  been  in  cold  storage 
for  months  and  will  have  to  be 
sold  before  new  nuts  will  be  or¬ 
dered. 

Foreign  almonds  are  cheaper 
than  last  year,  and  they  have 
therefore  sold  largely,  being 
lelped  by  the  high  price  of  Cali- 
fornias. 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


Tells  Who  Sold  the  Most 


of  the  grocer’s  hardest  problems  is  keeping  clerks  inter¬ 
ested  in  selling  goods. 

A  modern  National  Cash  Register  tells  how  much  each  one  sells. 
This  creates  a  friendly  rivalry  which  results  in  increased  sales  and 
increased  profits  to  you. 

Modern  National  Cash  Registers  give  you  information  about  clerks’ 
ability,  honesty,  industry  and  accuracy. 

They  tell  which  clerk  sells  the  most  goods  and  who  makes  the 
mistakes.  This  will  enable  you  to  know  which  clerks  are  the  most 
valuable  to  you — you  can  regulate  salaries  according  to  merit. 

Write  for  more  information  about  how  one  of  these 
registers  will  increase  your  profits 


The  National  Cash  Register  Company 

Dayton,  Ohio 

IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 
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CXX.— The 


Seattle,  Wash.,  Sept,  i,  1911. 
Elton  J.  Buckley,  Esq. 

Dear  Sir : — If  it  is  a  proper  topic 
for  an  article  in  one  of  your  series 
on  legal  phases  of  business,  why 
not  discuss  what  rights  an  employer 
has  against  a  man  or  a  firm  who 
tempts  away  one  of  his  employees. 

I  have  had  this  happen  to  me  a  num¬ 
ber  of  times,  several  times  greatly  to 
my  injury.  In  thinking  it  over,  it 
has  occurred  to  me  that  a  business 
man  should  not  be  compelled  to 
endure  outrages  like  this  and  that 
there  ought  to  be  a  remedy.  I  want 
to  know  the  law  on  the  subject,  also, 
so  that  I  will  know  my  rights  in 
going  after  the  other  people's  em¬ 
ployees  if  they  continue  to  do  the 
same  with  me.  Very  truly, 

Oscar  L.  Bergman. 

This  is  indeed  a  worthy  topic 
for  discussion,  and  a  timely  one, 
as  several  cases  along  the  same 
line  have  recently  occurred  with¬ 
in  my  own  jurisdiction. 

Decidedly  an  employer  has 
rights  against  those  who  steal  his 
employees — if  he  has  been  careful 
to  safeguard  those  rights  so  that 
they  can  be  enforced. 

To  begin  with,  every  man  who 
employs  men  or  women  should 
make  a  written  contract  with 
them.  I  don’t  mean  as  a  rule 
with  such  employees  as  ordinary 
laborers,  but  with  all  employees 
of  any  importance.  The  present 
custom  is  to  make  contracts  only 
with  somebody  like  heads  of  de¬ 
partments,  but  it  is  a  mistake. 
The  making  of  a  contract  is  a 
simple  matter — blank  forms  can 
easily  be  provided,  and  once  the 
employee’s  name  is  on  one  of 
these  there  is  a  legal  agreement 
with  which  no  one  can  tamper 
except  at  his  peril. 

Many  a  lost  and  valued  em¬ 
ployee  would  have  been  held  had 
there  been  a  contract.  I11  most 
cases  of  ordinary  employees  there 
is  not  even  a  verbal  understand¬ 
ing  as  to  the  length  of  time  the 
employment  is  to  last.  The  sal¬ 
ary  is  fixed,  and  the  time  when 
the  work  is  to  begin,  but  nothing 
more.  Of  course  both  parties  be¬ 
lieve  it  will  last  as  long  as  mu- 


Law  as  to  Stealing  Other  Firms’ 

tually  agreeable  and  satisfactory, 
but  unfortunately  this  is  not  a 
contract  which  the  employee  is 
under  obligation  not  to  break,  and 
which  any  third  person  can  be 
proceeded  against  for  interfering 
with. 

There  are  some  cases  that  hold 
that  the  existence  of  a  contract 
will  be  implied  if  the  stolen  em¬ 
ployee  was  actually  in  his  former 
employer’s  service,  but  my  advice 
is  to  put  every  employee  under 
contract  if  he  is  likely  to  become 
so  valuable  that  you  won’t  want 
to  lose  him. 

Don't  avoid  making  contracts 
with  the  rank  and  file  of  your  em¬ 
ployees  because  of  an  idea  that 
you  are  assuming  an  obligation 
which  may  prove  irksome  later. 
That  is  really  not  the  case.  A 
contract  of  employment  is  always 
conditional  upon  the  employee 
rendering  satisfactory  service  to 
the  employer,  and  that  is  so 
whether  it  is  mentioned  in  the 
contract  or  not.  It  is  fundamen¬ 
tal.  Even  if  this  were  not  so,  it 
would  be  quite  easy  to  include 
such  a  provision  in  the  agreement. 

A  plain  agreement  in  writing  be¬ 
tween  an  employer  and  employee, 
without  interfering  in  the  least 
with  the  right  of  discharge  in  case 
of  unsatisfactory  services,  gives 
a  chance  to  protect  one’s  self 
against  persons  who  tempt  an 
employee  to  break  his  contract 
and  go  to  another  employer. 

Consider  a  case  where  A  has 
hired  B  for  one  year,  a  written 
contract  having  been  executed 
between  them.  Some  time  dur¬ 
ing  the  year  C  offers  B  a  higher 
salary,  and  B  breaks  his  contract 
and  joins  C’s  service.  In  the 
average  case  the  employer  does 
nothing,  because  he  is  under  the 
impression  that  his  only  action  is 
against  B,  who,  as  he  says,  “has 
nothing.”  lie  should  know  that 
he  probably  has  a  perfect  action 


Employees. 

against  C,  who  very  likely  does 
“have  something.”  I  say  prob¬ 
ably,  because  C  can  only  be  pro¬ 
ceeded  against  if  he  took  B  away 
knowing  he  was  under  contract 
with  A,  or  if  he  did  not  know  it 
at  the  time,  if  he  retained  B  after 
lie  was  told  of  it.  If  either  of  the 
above  facts  is  established,  A  can 
go  after  C  in  a  suit  for  damages, 
and  can  recover  all  he  can  prove 
that  he  suffered.  The  technica 
offense  of  which  C  would  have 
been  guilty  is  interference  with 
the  contracts  of  others. 

Of  course  the  law  allows  some 
little  latitude  in  these  matters  foT" 
competition  and  the  natural  rival¬ 
ry  between  employers.  Under 
some  circumstances  if  A  and  B 
are  face  to  face,  in  the  act  of  mak¬ 
ing  a  contract,  and  C  persuades 
either  party  to  refrain  to  make  it, 
the  other  has  an  action  for  dam¬ 
ages.  Also,  in  some  cases  where 
A  and  B  have  already  made  a 
contract,  subject  to  be  terminated 
at  the  end  of  a  year,  or  to  be  re¬ 
newed  at  the  option  of  the  parties, 
if  C  persuades  either  party  to  ter¬ 
minate  it  at  the  end  of  the  year, 
he  is  liable  for  his  interference, 
provided  the  party  so  persuaded 
would  have  renewed  it  if  let 
alone. 

The  law  as  to  business  con¬ 
tracts,  however,  especially  con¬ 
tracts  between  employer  and  em¬ 
ployee,  does  not  go  that  far. 
Suppose  A  has  hired  B  for  one 
year,  contract  to  be  renewable  if 
both  parties  agree.  Shortly  be¬ 
fore  the  year  ends  C  persuades  B 
not  to  renew  and  to  come  with 
him.  He  has  done  nothing  illegal, 
and  A  has  no  action  against  him. 
So  if  A  is  about  to  hire  B  on  a 
contract,  and  C  persuades  B  not 
to  sign,  but  to  take  a  position 
with  himself,  in  this  case  also  C 
has  not  exceeded  his  rights. 

Another  class  of  cases  in  which 
contracts  with  employees  come  in 


very  handy  is  in  case  of  strike. 

The  average  employer  who 
makes  no  contracts  with  his  em¬ 
ployees  is  usually  helpless  if  some 
trades  union  induces  them  to  i 
strike.  But  if  he  has  a  contract 
with  them  all  he  needs  to  do,  in 
case  of  attempted  strike,  is  to 
notify  the  union  of  the  existence 
of  the  contract.  If  the  union  calls 
the  employees  out  in  face  of  that, 
it  can  be  proceeded  against  for  in¬ 
terference  with  others'  business 
agreements,  and  this  is  the  law 
even  though  the  persuasion  of  the 
union  was  absolutely  peaceful. 

1  here  are  large  concerns  who 
compel  every  man  in  their  em¬ 
ploy,  in  whatever  capacity,  to 
sign  a  printed  blank  when  he 
takes  service.  'I  his  blank  amounts 
to  a  contract,  and  if  he  strikes 
while  it  is  in  force,  the  labor  union 
that  compelled  him  to  do  so  can 
be  proceeded  against. 

(Copyright,  September,  ign,  by  j 
Elton  J.  Buckley.) 

Question :  A.  S.  Reidenbach, 
Lancaster,  Pa. — On  August  2 
1911.  I  applied  to  the  Common¬ 
wealth  Casualty  Co.,  of  Philadel¬ 
phia,  for  a  health  and  accident 
policy.  When  I  received  the  pol¬ 
icy  and  examined  contents,  I 
found  they  had  my  occupation  as 
"selling  goods  over  counter,  not 
porter.”  As  I  do  all  my  work 
myself  I  objected  to  the  police 
reading  that  way. 

In  section  11  there  is  a  clause 
reserving  the  right  of  the  com¬ 
pany  to  cancel  the  policy  at  any 
time.  I  also  objected  to  this  part. 

I  paid  a  membership  fee  of  $3 
and  a  monthly  premium  of  $1.2^ 
with  my  application.  I  cannot 
use  the  policy,  but  can  I  get  any 
part  of  my  money  back?  I  ret¬ 
urned  policy  end  asked  to  be  re-  I 
unded.  but  have  not  heard  from 
them. 

Answer. — ^Examination  of  the 
papers  you  send,  including  a  letter 
sent  you  by  the  Commonwealth 
Co.,  shows  that  the  company 
make  the  following  explanation  as 
to  why  they  describe  your  occu¬ 
pation  as  “selling  goods  over 
counter,  not  porter": — 

1  he  information  we  get  from  this  ‘ 
application  is  that  you  are  a  mer-  - 
chant  engaged  in  the  grocery  busi-  ; 
ness  and  that  your  duties  in  con¬ 
nection  with  this  business  is  such  , 
as  falls  to  the  lot  of  any  man  en-  1 
gaged  in  a  similar  business.  If  you 
are  the  proprietor  of  the  business 
you  could  not  be  classed  as  a 
porter,  because  the  kind  of  work 
required  of  a  porter,  as  the  term  is 
generally  understood,  is  quite  differ¬ 
ent  from  that  which  falls  to  the  lot 
of  the  proprietor  of  a  grocery  store. 

The  words  "not  porter"  should  not 
have  been  made  a  part  of  this  con-  ' 
tract. 

We  can  overcome  this  feature  by 
preparing  for  you  a  new  applica¬ 
tion  with  this  omitted. 
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Good  Profit  on 
Good  Goods 


So  far  as  we  know,  no  gro¬ 
cer  lias  ever  complained  at  the 
profit  he  made  on  Rumford 
Baking  Powders.  They  are 
regarded  everywhere,  we  be¬ 
lieve,  as  one  of  the  few  lines 
that  have  been  let  alone  by 
cutters,  and  still  pay  the  whole 
trade  a  satisfactory  return. 

Of  course  that  gives  any 
grocer  great  satisfaction  in 
selling  them,  but  he  will  get 
even  more  satisfaction  when 
he  reflects  upon  what  sort  of 
products  Rumford  Powders  are. 
They  are  composed  of  phos¬ 
phates,  starch  and  soda,  and 
they  are  therefore  not  only 
leaveners,  but  foods.  The 
average  baking  powder  is  made 
only  of  chemicals. 

Rumford  Powders  are  also 
unique  in  this — they  are  bak¬ 
ing  powders  that  nobody  has 
ever  said  anything  bad  about. 


Rumford 
Chemical  Works 

Providence,  R.  I. 
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mmford  chemical  works. 
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So  that  the  company  are  willing 
to  yield  to  your  objection,  and  to 
give  you  a  new  policy  with  the 
words  “not  porter’’  omitted.  Per¬ 
sonally,  it  doesn’t  seem  to  me 
very  important  whether  those 
word's  were  in  the  policy  or  not. 

You  also  object  to  the  clause 
giving  the  company  the  right  to 
cancel  the  policy  at  any  time.  All 
insurance  policies  contain  that 
clause,  and  you  are  therefore  ask¬ 
ing  the  Commonwealth  Company 
to  violate  the  universal  rule  of  the 
insurance  business.  That  I  am 
sure  they  will  not  do,  and  I  am 
also  clear  that  their  refusal  to  do 
so  is  not  good  ground  for  demand¬ 
ing  a  cancellation  of  the  policy. 
The  law  presumes  when  you  ap¬ 
ply  for  a  policy  that  you  are  will¬ 
ing  to  take  the  type  of  policy  al¬ 
ways  given  in  similar  cases. 

In  my  judgment  you  have  no 
ground  whatever — now  that  the 
company  has  met  you  on  the  “not 
porter”  complaint — for  asking 
either  a  cancellation  of  the  policy 
or  your  money  back. 


Question:  J.  B.  N.,  Philadel¬ 
phia. — I  bought  out  the  stock, 
good  will  and  fixtures  of  a  store 
in  this  city,  receiving  a  bill  of 
sale  from  the  party  I  bought  of. 
This  bill  of  sale  does  not  specify 
any  particulars  as  to  the  fixtures, 
nor  is  there  any  particular  thing 
excepted. 

Recently  I  notified  the  owner 
of  the  property  that  I  would  va¬ 
cate  the  premises  at  the  expiration 
of  my  lease,  at  which  time  the 
owner  intends  to  go  into  business 
at  this  stand  again.  The  party 
from  whom  I  purchased  was  the 
tenant  that  the  owner  originally 
sold  the  stock,  good  will  and  fix¬ 
tures  to,  the  tenant  later  selling 
same  to  me.  Their  bill  of  sale  re¬ 
serves  nothing  of  the  fixtures,  and 
they  sold  all  to '  me,  as  stated 
above. 

Now,  the  owner  of  the  property 
claims  that  the  shelving  and 
counters  were  not  sold,  but  are  a 
part  of  the  real  estate,  or  build¬ 
ing,  and  being  tacked  or  nailed  up 
must  remain  on  the  premises.  I 
claim  that  I  bought  them,  and  as 
the  owner  reserved  no  part  of  the 
fixtures  in  the  bill  of  sale  to  the 
party  I  bought  from  that  I  have 
a  legal  right  to  sell  them  or  re¬ 
move  them.  Please  advise  me  on 
this. 


Answer. — This  illustrates  the 
danger  of  giving  or  taking  a  bill 
of  sale  which  does  not  specify  ex¬ 
actly  what  passes.  Since  the  bill 
of  sale  offers  no  help  in  fixing 
your  status,  we  will  have  to  go 
to  the  facts  of  the  case,  which  you 
will  know  better  than  I. 


SKIPPER  SARDINES 

A  GOOD  THING 

SKIPPER  SARDINES  are  the  finest  Norwegian 
Sardines  that  come  to  this  country,  from  a  land 
that  pack9  the  finest  Sardines  in  the  world.  Ten¬ 
der,  spicy  little  fish  in  pure  olive  oil  or  tomato 
sauce.  Your  customers  are  sure  to  like  them. 

There  has  never  been  a  Sardine  success  like 
SKIPPER  SARDINES;  why?  First,  because 
of  quality,  of  course,  but  second,  because  we 
guarantee  both  the  sale  and  your  profit. 

A  ngus  at  son  &  Go. 

solb  proprietor*  “ Skipper  ”  Sardines* 

lOll  Chestnut  Street,  RHiledelpHIa,  Pa. 

Branch  of  An  am  Watson  Sc  Co.,  Nawcastlo-upon*Tyne,  England 


We  Are  Headquarters  for 

FRUIT  JARS 

Mason-Banner-Lightning 

Lowest  Prices — Best  Quality — Prompt  Shipments 

FISHER,  BRUCE  &  CO. 

No.  221  Market  St.,  Philadelphia 


SWISS 

CHEESE 

SLICING 

MACHINE 

Also  used  for  Bologna 
and  Smoked  Meats 


PRICE,  $3.50 

LARGE  LINE  OF  = 


SCALES,  COFFEE  MILLS,  TEA  AND  SPICE  CAOOIES 

WRITE  FOR  ILLUSTRATED  CATALOGUE 

H.  F.  HEACOCK,  51  N.  2d  Street,  PHILA.,  PA. 


Try  mis  on  lie  Worn-outs 

<|  Nobody  who  hasn’t  tasted  Wheatcna 
has  any  idea  that  a  breakfast  food  can 
be  so  delightfully  palatable.  It  is 
quite  different  from  all  the  rest. 

<J  If  a  customer  has  cut  out  ail  break¬ 
fast  foods  (“my  family  are  tiled  of 
them")  try  her  with  Wheatena;  if  a  cus¬ 
tomer  has  never  eaten  breakfast  foods 
( ‘  'never  saw  any  1  wanted'  ’ )  try  her  on 
Wheatena  ;  if  a  customer  looks  vaguely 
around  the  shelves  for  something  new 
in  breakfast  foods  (“don’t  seem  to 
have  an  appetite  for  those  things  in  the 
morning’’)  try  her  on  Wheatena. 

KJ  If  Wheatena  once  gets  in,  your  work 
is  over.  It’ll  repeat  forever. 

The  Wheatena  Co.,  Rahway,  N.  J. 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 
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I  understand  that  the  owner  o  : 
the  real  estate  in  which  your  store 
is  located  originally  conducted  a 
store  there  himself.  He  sold  his 
stock  and  fixtures  to  the  man  who 
later  sold  to  you.  Whether  the 
counters  and  shelving  were  in¬ 
cluded  in  the  first  sale  depends  on 
the  circumstances  of  that  sale. 
Something  must  have  been  saic 
between  the  owner  and  his  buyer 
as  to  whether  the  counters  or 
shelving  passed  or  not.  It  is  im¬ 
portant  to  find  what  that  was,  be¬ 
cause  it  is  really  the  crux  of  the 
case.  If  it  was  understood  be¬ 
tween  the  owner  and  his  buyer 
that  the  counters  and  shelving 
passed  with  the  other  fixtures, 
they  did  pass,  and  passed  again  to 
you  when  you  bought.  If  there 
was  no  such  understanding,  the 
shelving  probably  passed  to 
neither  of  you,  though  there  is 
much  reason  to  argue  that  the 
counters  did,  for  counters  are 
usually  considered  personal,  mov¬ 
able  property,  while  shelving  is 
oftener  attached  permanently  to 
real  estate  and  considered  a  part 
of  it. 

If  there  was  no  clear  under¬ 
standing,  either  express  or  im¬ 
plied,  that  the  counters  and  shelv¬ 
ing  passed  in  the  first  sale,  the 
owner  has  some  ground  to  argue 
that  they  are  a  part  of  the  real 
estate.  In  that  case  you  have  no 
case  against  him ;  for  you  simply 
assumed  you  were  getting  more 
fixtures  than  you  were.  If,  how¬ 
ever,  the  man  who  sold  to  you 
represented  either  directly  or  in¬ 
directly  that  you  were  getting  the 
shelving  and  counters  when  you 
were  not,  you  can  arrest  him  for 
false  pretense,  if  he  did  it  wil¬ 
fully,  and  can  sue  him  for  their 
value  if  he  did  it  ignorantly  but 
not  wilfully. 

If  you  have  a  sweeping  bill  of 
sale  reading  “all  fixtures  on 
premises,”  or  something  like  that, 
then  in  my  judgment  there  is 
enough  in  your  position  to  do  a 
little  fighting.  I  should  see  the 
man  from  whom  you  bought  and 
find  out  how  his  bill  of  sale  read 
and  what  he  thought  he  was  get¬ 
ting  under  it. 

Note. — Requests  for  informa¬ 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstruction.  Write 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 


office  not  later  than  Tuesday  of  | 
each  week  to  ensure  an  answer  | 
in  the  Monday’s  issue  following. 
The  signature  and  address  of  the  I 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un- 1 


This  journal  has  more  or  less 
often  discussed  the  question  of 
scientific  management  in  the  re¬ 
tail  store,  by  which  is  meant  the 
elimination  of  waste,  in  all  direc¬ 
tions,  and  the  getting  of  every  iota 
of  return  from  the  capital  invested 
and  the  business  done  on  the 
smallest  possible  expense.  As 
readers  of  the  current  standard 
periodicals  know,  the  results  of 
the  application  of  scientific  man¬ 
agement  to  other  lines  of  business 
have  been  phenomenal.  There 
has  been  no  general  application  of 
it  to  the  retail  mercantile  business 
as  yet. 

Directly  in  line  with  the  move¬ 
ment  noted  above,  a  writer  in  the 
last  number  of  the  “Saturday 
Evening  Post”  devotes  some 
little  space  to  discussing  a  case 
in  which  a  New  York  grocer  ap¬ 
plied  scientific  management  prin¬ 
ciples  to  his  own  store.  Some  ex¬ 
tracts  from  the  article  follows : — 

A  grocer  in  upper  New  York  fig¬ 
ured  up  his  first  year’s  business, 
took  an  inventory  and  found  that 
his  assets  were  $700  less  than  they 
were  when  he  started.  In  other 
wards,  his  store  had  fallen  that 
much  short  of  earning  him  a  living. 

Some  radical  action  was  neces¬ 
sary.  If  he  continued  to  deplete  his 
capital  at  the  same  rate  another 
year  would  see  him  in  a  tight  place, 
while  a  third  year  would  bring  cer¬ 
tain  failure.  To  assure  his  contin¬ 
uance,  one  of  three  things  was  im¬ 
perative  :  First,  a  large  increase  in 
trade;  second,  a  lopping  off  of 
$700  in  store  expenses ;  third,  a  50 
per  cent,  reduction  in  the  cost  of 
living. 

The  first  proposition  did  not  seem 
possible.  Within  the  year  another 
grocery  had  opened  on  the  opposite 
corner,  while  two  others  had  located 
in  the  immediate  district  he  served. 
The  neighboring  grocery  trade  was 
already  unreasonably  competitive, 
and  to  attempt  spectacular  selling 
methods  would  bring  crippling  ex¬ 
pense  and  plunge  him  into  a  war 
the  outcome  of  which  would  be  very 
dubious.  Besides,  it  might  cause 
the  abandonment  of  his  policy  of 
selling  for  cash,  and  this  policy  he 
was  resolved  not  to  give  up.  The 
wise  thing,  he  reasoned,  would  be 
to  go  along  cautiously,  giving  relia- 


less  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Lega 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 


ble  groceries  and  good  service,  and 
trust  to  slow  but  steady  growth. 

Here,  however,  he  was  confronted 
by  the  second  proposition :  reduc¬ 
tion  of  store  expense.  He  believed 
he  was  already  operating  as 
economically  as  possible.  He  had 
four  clerks,  counting  his  delivery 
boy,  when  he  really  needed  five.  To 
dispense  with  a  clerk  seemed  im¬ 
possible  without  working  great  harm 
to  his  service.  His  delivery  facili¬ 
ties,  too,  must  be  kept  up.  Stabling 
and  repairs  to  wagon  and  harness 
were  fixed;  and  so  were  rent, 
light,  insurance  and  general  upkeep. 

When  he  turned  to  the  third 
proposition — reduction  in  living  ex¬ 
pense — he  almost  despaired.  His 
family  comprised  seven  persons  and 
there  was  no  hope  from  this  source. 

One  day  a  city  salesman  of  ana¬ 
lytical  tendencies  said  to  him,  point¬ 
ing  to  a  clerk  who  was  putting  up 
sugar,  “Why  don’t  you  get  a  bigger 
scoop  and  save  a  lot  of  those  mo¬ 
tions?  That  clerk  has  made  six 
trips  between  the  sugar  bin  and  the 
counter  just  on  that  one  package. 
And  see  that  other  clerk  over  there 
— wrapping  up  a  mixed  sale.  He 
makes  several  motions  to  every  one 
that  is  necessary.  If  I  wanted  a 
job  at  clerking  I’d  come  in  here  and 
guarantee  to  do  40  per  cent,  more 
work  than  your  best  clerk,  without 
expending  any  more  energy.” 

This  germ  fell  in  receptive  soil. 
The  grocer  never  had  heard  of  sci¬ 
entific  management,  but  he  began  at 
once  to  practice  it  in  principle.  In 
the  beginning  he  had  no  idea  what 
it  would  mean  to  him.  As  he  saw 
it  then,  the  art  of  cutting  out  mo¬ 
tions  was  merely  a  way  to  give  cus¬ 
tomers  quicker  service  and  so  help 
to  build  trade.  Many  times  he  had 
seen  impatient  customers  wa'k  out 
and  go  across  the  street  to  the  new 
grocery. 

Little  by  little  the  real  significance 
of  time-study  dawned  on  him.  He 
discovered  it  to  be  the  solution  of 
his  financial  problem.  He  learned 
that  motion  meant  money;  that 
when  he  paid  for  10,000  useless  mo¬ 
tions  a  day  he  paid  for  the  services 
of  one  clerk  more  than  he  needed. 
Here,  in  one  total,  he  believed  he 
could  save  $600  of  his  deficit. 

He  had  no  help  in  his  investiga¬ 
tions  and  knew  nothing  of  the  tech¬ 
nical  procedure  that  governs  the 
work  of  the  time-study  expert.  In 
his  own  crude  way  he  experimented 
to  discover  the  quickest  way  of  per¬ 
forming  the  routine  of  the  store. 
With  his  watch  he  timed  the  old 
way  and  the  new.  For  instance,  he 
found  that  graduated  scoops  some¬ 
times  cut  the  number  of  seconds 
more  than  70  per  cent.  In  dipping 
up  sugar,  rice,  tea  and  goods  of 
that  sort,  it  became  his  purpose  to 
approximate  the  purchase  as  closely 


as  possible — but,  at  least,  to  use  a 
scoop  too  big  rather  than  too  smalL 
For  every  bin  he  provided  several 
scoops,  building  a  rack  inside  the  4 
bin  to  keep  the  implements  out  of 
the  way  of  each  other. 

'1  he  average  operation  of  wrap— 3 
ping  he  found  took  more  than  double 
the  necessary  movements.  On  light  \ 
packages,  stickers  were  substituted.,' 
for  string.  On  heavy  bundles,  3! 
stronger  cord  was  used,  so  that  one® 
winding  sufficed.  The  motions  were  < 
worth  far  more  than  the  extra  cost  ■ 
of  the  heavier  twine. 

Another  motion  clipping  expedi-  X 
ent  was  the  policy  of  listing  all  ^ 
counter  sales,  so  far  as  possible,  be-  2 
fore  they  were  filled,  as  if  they  had  J 
been  delivery  orders.  Thus  clerks  ^ 
were  able  to  collate  goods  with  the  3 
minimum  number  of  steps,  and  were  * 
able  to  foot  up  the  total  of  an  or- 
der  without  going  through  the  fa-  i 
miliar  process  of  fumbling  the  pack-  1 
ages  in  the  effort  to  remember  2 
what  each  contained.  Experiments  * 
showed  that  clerks  could  often  wait  ^ 
on  three  or  four  customers  in  the 
minutes  lost  by  the  duplication  of  1 
trips  about  the  store. 

By  degrees  a  new  system  of  shelf 
classification  was  adopted  as  arbi-  1 
trary  as  the  plan  of  the  modern  \ 
factory  storeroom.  In  former  days  5 
a  vast  amount  of  time  had  been  1 
lost  in  searching  for  goods.  The  ^ 
new  plan  was  to  have  less  stock 
on  the  shelves,  but  to  have  each  1 
item  instantly  accessible.  The  store 
boy  was  given  stated  hours  for  re-  - 
plenishing  the  shelves  from  the  ' 
stockroom,  an  operation  formerly  f 
done  by  the  clerks  as  they  saw  fit.  1 
Much  congestion  had  been  caused  j 
during  rush  hours  by  this  waste 
movement.  In  every  operation  it 
was  the  policy  to  relieve  the  higher- 
paid  employees  of  motions  that 
might  be  performed  by  cheaper  la¬ 
bor.  An  extra  boy  could  be  hired 
to  work  two  hours  for  10  cents, 
while  the  game  work  done  by  a 
clerk  would  cost  40  cents.  Ulti¬ 
mately  a  special  boy  was  engaged 
to  draw  molasses  and  kerosene,  and 
to  do  similar  low-grade  work  that 
had  devoured  costly  motions. 

It  was  six  months  before  the  gro¬ 
cer  felt  sure  enough  of  his  ground 
to  dispense  with  a  clerk.  Then  for 
a  few  weeks  things  went  badly.  His 
great  difficulty  all  along  had  been 
the  lack  of  willing  co-operation; 
and  now,  when  his  clerks  found 
themselves  taking  on  what  seemed 
an  extra  burden,  they  came  near  re¬ 
bellion.  It  was  hard  to  make  them 
realize  that  what  he  asked  was  not 
more  work,  but  a  simple  economy 
of  energy.  Likewise,  it  was  hard 
for  the  grocer  to  realize  that  to  ac¬ 
complish  this  he  must  reward  them. 
Finally  he  accepted  the  logic  of  the 
situation  and  added  $2  a  week  to 
the  wages  of  each  adult  clerk,  and  a 
dollar  to  the  delivery  boy’s  pay.  ' 
This,  however,  cut  his  anticipated 
saving  in  half,  but  it  raised  his 
clerks  gradually  to  the  plane  of  effi¬ 
ciency.  They  were  earning  higher 
wages  than  other  grocers  were  pay¬ 
ing  and  they  were  anxious  to  make 
the  plan  a  success. 
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How  a  New  York  Grocer  Applied  Scientific 
Management  to  His  Own  Store 

Was  Facing  Failure  When  He  Learned  that  His  Clerks  Were 
Wasting  Steps,  Motions  and  Time.  The  Plans  He  Adopted 
of  Paring  Off  Dead  Wood  Finally  Equipped  Him  to  do 
More  Business  on  One  Less  Clerk.  Giving  Cheap  Work 
to  Cheap  Help. 
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THE  GROCERY  MARKETS 


Tea. 

The  tea  market  is  still  in  very 
ir  condition.  The  demand,  es- 
cially  for  new  teas,  which  are 
iw  in  market  in  good  volume,  is 
irly  active.  Prices  show  no 
ange,  everything  being  steady 
firm.  There  is  very  little  good 
a  obtainable  at  any  concessions. 

Coffee. 

The  coffee  market  continues 
m  and  unchanged,  so  far  as  Rio 
id  Santos  are  concerned.  The 
arket  in  Brazil  is  stronger  than 
has  been,  but  in  this  country 
is  simply  maintained  on  the 
mer  basis.  The  demand  is  fair, 
ild  coffees  are  active  and  con- 
derably  higher,  the  advance  for 
e  week  being  at  least  y2  cent, 
he  main  reason  seems  to  be  a 
alization  of  the  fact  on  the  part 
buyers  that  milds  are  relatively 
uch  cheaper  than  Rio  or  Santos, 
iva  and  Mocha  are  steady  and 
ichanged. 

Sugar. 

The  sugar  market  continues  ex- 
:edingly  strong  and  high.  In 
hiladelphia  the  quotation  for 
•anulated  is  6)4  cents,  in  New 
ork  7  cents.  Whether  further 
Ivances  will  come  is  problemati- 
d;  the  market  is  already  rather 
:riously  high.  Raws  have 
ished  up  still  closer  to  6  cents, 
id  sales  have  been  made  during 
le  week  at  5.82.  Shortage  in 
uba,  aggravated  by  short  crops 
i  Europe  are  at  the  bottom  of 
le  present  trouble.  The  demand 
>r  refined  sugar  seems  not  to 
ave  been  affected  by  the  advance 
3  yet ;  in  fact  it  has  been  quite 
:tive  during  the  week. 

Syrup  and  Molasses. 

Glucose  shows  no  change  for 
ie  week.  Compound  syrup  is 
:ill  dull,  but  a  little  more  weather 
ke  that  of  the  past  week  would 
aeedily  create  an  active  move- 
lent.  Sugar  syrup  is  quiet  at 
ding  quotations.  Molasses  dull 
nd  unchanged. 

Fish. 

Mackerel  is  firmer.  Both  Irish 
nd  shore  fish  are  strong,  and 
lorways  are  also  well  maintained, 
he  demand  is  fair,  and  a  good 
lany  buyers  seem  to  have  some 
onfidence  in  the  market.  Cod. 
ake  and  haddock  are  steady  to 


firm  and  quiet  as  yet.  Domestic 
sardines  are  generally  quoted  on 
the  basis  of  $2.40  for  quarter  oils, 
and  are  not  especially  active. 
Imported  sardines  statistically 
strong,  but  quiet  and  unchanged. 
There  has  been  no  general  change 
in  Alaska  salmon  since  the  open¬ 
ing,  although  some  packers  have 
advanced  10  cents  per  dozen  on 
both  pink  and  red.  The  pack  of 
pink  is  not  yet  over  and  there 
seems  to  be  plenty  to  sell  at  $1.10, 
and  some  sellers  are  willing  to 
take  $1. 

Canned  Goods. 

Tomatoes  are  a  little  higher,  in 
spite  of  reports  from  the  packing 
sections  that  very  large  quantities 
are  being  packed.  If  the  weather 
keeps  favorable  it  seems  reason¬ 
ably  certain  that  the  pack  will  be 
fair  if  not  large.  The  average 
quotation  for  new  tomatoes  is  85 
cents  in  a  large  way,  though  a 
f&w  might  be  picked  up  at  slightly 
less.  The  demand  is  light.  Corn 
is  unchanged.  New  pack  is  com¬ 
ing  forward,  and  prices  rule  on  a 
moderate  basis,  considerably  be¬ 
low  the  price  ruling  recently  for 
1910  corn.  Peas  remain  scarce 
and  high.  Apples  are  unchanged. 
There  is  without  doubt  a  good 
crop  in  New  York  State,  but 
packers  are  nevertheless  reluctant 
to  name  prices  on  future  apples. 
California  canned  goods  show  no 
change  and  very  little  demand 
either  spot  or  future.  Small 
standard  canned  goods  are  un¬ 
changed  and  dull. 

Dried  Fruits. 

Prunes  are  easier,  in  fact  most 
California  dried  fruits  are.  The 
market  for  California  fresh 
fruit,  which  has  been  high, 
has  slumped,  and  in  conse¬ 
quence  packers  are  drying  it 
instead  of  selling  it  fresh.  Prunes 
are  perhaps  y2  cent  easier  and 
now  rest  on  a  5p2-cent  basis. 
Peaches  show  about  1  cent  de¬ 
cline.  Apricots  are  also  about  1 
cent  cheaper.  The  demand  for 
the  fruits  named  is  by  no  means 
heavy.  Raisins  are  about  y2  cent 
easier,  speaking  now  of  seeded 
goods.  Currants  are  in  moderate 
demand  at  ruling  prices.  Citron 
shows  an  advance  of  y2  cent  for 
the  week,  and  is  now  quoted  at 


12^2  cents  in  a  .  large  way.  The 
opening  quotation  was  11  cents. 

Beans  and  Peas. 

Domestic  pea  beans  have 
slumped,  by  reason  of  larger 
available  supplies.  The  range  is 
now  $2.35  to  $2.40  in  a  large  way, 
the  lower  quotation  being  for 
Michigan  beans.  Domestic  mar¬ 
rows  are  quoted  at  $2.60  in  a  large 
way,  which  is  a  shade  lower  than 
the  quotation  of  a  week  ago. 
California  limas  are  easy,  and 
some  sales  were  made  during  the 
week  at  634  cents.  The  goods 
offered  at  that  figure  are  sold  out 
now,  but  the  market  may  go  as 
low  or  lower  again  before  old 
beans  are  cleaned  up.  Green  and 
Scotch  peas  are  in  a  very  firm  po¬ 
sition.  There  is  no  old  crop,  and 
the  new  crop  is  quoted  at  $3.10 
for  green  and  $3.30  for  Scotch. 
Buyers  will  hesitate  a  long  while 
before  they  pay  these  prices,  if 
they  can  get  imported  beans,  as 
seems  likely  now,  on  a  much 
lower  basis  than  the  domestic. 
Imported  peas  are  now  quoted  at 
$2.80  in  a  large  way,  but  they 
have  been  much  lower  than  that. 

Butter. 

The  receipts  of  fancy  butter 
have  increased  during  the  week, 
owing  to  the  favorable  weather. 
The  current  make  meets  with  a 
ready  sale  at  full  prices.  Medium 
grades  are  also  in  good  demand 
and  keep  cleaned  up  from  day  to 
day.  The  market  is  healthy  and 
seems  not  likely  to  radically 
change  soon. 

Eggs. 

The  consumptive  demand  for 
eggs  is  very  good,  and  the  market 
is  firm  at  1  cent  up.  The  quality 
of  the  current  receipts  is  improv¬ 
ing  considerably,  and  the  bulk  of 
the  arrivals  show  fine  quality  and 
freedom  from  heat.  The  market 
is  firm  at  the  recent  advance,  and 
receipts  are  readily  cleaning  up. 

Provisions. 

Everything  in  smoked  meats, 
picnic,  regular  and  skinback  hams, 
bellies  and  bacon,  is  in  fair  de¬ 
mand.  Stocks  are  reported  larger 
than  usual,  and  as  a  result  there 
has  been  a  general  decline  of  y2 
to  I  cent  per  pound.  The  market 
is  healthy  at  the  present  writing 


and  if  there  is  any  further  change, 
it  will  likely  be  a  further  slight 
decline.  Both  pure  and  com¬ 
pound  lard  are  firm  at  unchanged 
prices;  consumptive  demand 
good.  Barrel  pork,  dried  beef  and 
canned  meats  are  unchanged  and 
in  fair  consumptive  demand. 

Cheese. 

The  cheese  market  is  very  firm 
but  unchanged.  The  consumptive 
demand  is  good  for  the  season, 
and  the  quality  of  the  receipts  is 
showing  very  fine.  The  market 
is  thoroughly  healthy  throughout. 


INDIVIDUAL  MARKET  REPORTS. 


Spices. 

The  market  is  firm  and  most 
articles  are  higher.  Trading  has 
ben  large  for  both  spot  and  fu¬ 
tures.  It  is  quite  likely  that  we 
will  have  many  fluctuations  be¬ 
fore  the  close  of  the  year. 

Pepper.— Foreign  markets  are 
all  higher,  prices  having  advanced 
here.  There  is  no  question  about 
short  crops  of  Lampong,  Telli- 
cherry  and  Singapore  pepper.  It 
is  also  reported  that  the  supply  of 
white  pepper  is  less  than  normal. 
Therefore,  all  predictions  point  to 
some  sharp  advances  before  the 
close  of  the  year. 

Red  '  Pepper. — The  price  is 
somewhat  firmer  and  a  normal 
demand  is  now  on. 

Clove  s. — Spot  stocks  very 
scarce  at  present  and  the  predic¬ 
tion  relative  to  short  crop  seems 
rather  uncertain.  Present  prices 
are  firm  and  not  much  change 
expected  until  arrival  of  new  crop 
goods. 

Pimento  (Allspice)  demand 
very  good.  Prices  steady  and 
market  is  quite  firm. 

Mace. — The  demand  is  large, 
practically  all  spot  goods  have 
been  sold. 

Nutmegs  have  advanced  during 
the  week.  Tendency  is  upward. 
Higher  prices  are  altogether 
likely  for  all  sizes  during  the  next 
thirty  to  sixty  days. 

Cassias. — Saigon  is  scarce  and 
firm.  Batavia  of  fair  quality  is  in 
small  supply.  China  quiet  but 
steady. 

Gingers  firm  and  in  fair  demand 
for  this  season.  No  changes  to 
report  during  the  week. 

Tapiocas  steady  and  prices  are 
unlikely  to  decline. 

Seeds. — Caraway  and  Poppy 
are  higher,  due  to  report  of  bad 
crop  conditions.  Higher  prices 
are  expected.  There  is  no  change 
in  the  Celery  situation.  Other 
seeds  unchanged. 
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ters  of  that  article,  as  is  shown  by 
the  big  increase  in  the  demand 
from  nearly  all  sections.  All  in 
all,  the  tomato  market  is  worth 
close  attention  and  conservative 
purchases  at  to-day’s  prices  ap¬ 
pear  to  be  justified,  even  though 
higher  than  you  had  expected  to 
pay. 

The  quality  of  the  corn  packed 
in  Maryland  this  season  up  to  this 
time  averages  much  better  than 
usual.  The  canners  have  sold  up 
so  close  to  their  factory  capacity , 
that  they  are  more  interested  in 
filling  contracts  already  booked- 
than  in  seeking  further  orders.! 
Hence  a  quiet,  though  firm  mar¬ 
ket  for  corn  at  this  time.  Soaked  j 
peas  are  certainly  having  their  J 
innings  this  season,  the  sales  of  j 
them  surpassing  the  “altitude  rec-  ’ 
ord  ’’hertofore,  and  still  they  come  ! 


back  for  more,  all  owing  to  the 
fact  that  seconds  and  standard 
peas'are  sold  out.  Sweet  potatoes 
continue  strong  and  active.  New 
crop  green  lima  beans  are  ready 
for  shipment,  and  the  demand  for 
them  so  far  is  equal  to  the  .pack. 
Qkra  and  tomatoes  and  plain 
okra,  spinach,  kraut  and  string 
beans  are  active  in  a  small  way 
just  now.  ' 

Cove  oysters  for  fall  shipment 
are  now  receiving  some  attention, 
while  the  spot  goods  are  quiet 
and  firm. 

Titos.  J.  Meehan  &  Co. 

Baltimore,  Md. 


MARKET  NOTES. 


For  the  first  time  on  record, 
Connecticut  shipped  peaches  to 


the  Philadelphia  market  during 
the  past  week.  They  were  of 
good  quality  and  had  the  very 
unusual  quality  of  not  being 
topped — the  fruit  at  the  middle 
and  bottom  of  the  package  was  as 
good  as  at  the  top.  The  fruit 
ranged  at  $i  to  $1.25  per  basket 
and  sold  well.  New  York  Stat^j 
peaches  ranged  from  $1.50  to 
$l./5  per  rack  of  two  small 
baskets,  aggregating  nearly  a 
bushel. 

California  is  about  to  begin  to 
ship  new  grapefruit  to  market.  1 

New  quinces  are  in  market 
from  nearby  points  and  average 
S4  per  barrel. 


Sage. — 'f'he  demand  will  soon 
be  on,  also  for  Marjoram  and 
other  Sweet  Herbs.  Prices 
steady  but  without  change. 

McCormick  &  -Co.,  Inc. 

Baltimore,  Md. 

Imported  Fish  Specialties. 

We  are  sorry  we  have  to  report 
more  advances  in  our  line  this 
week. 

Holland  Herring. — The  catch 
is  short  of  last  year  and  prices  are 
firmer.  The  demand  here  is  not 
yet  up  to  standard,  and  if  demand 
improves  prices  are  sure  to  go 
higher. 

Scotch  Herring. — The  catch  is 
short  and  market  very  strong. 

Norway  Herring. — Prices  are 
unchanged.  Most  of  the  fish 
caught  this  season  are  small.  A 
real  scarcity  of  large  fish,  which 
are  mostly  wanted  by  the  Scandi¬ 
navian  trade. 

Norway  Mackerel. — The  first 
shipments  of  real  fat  mackerel  are 
now  on  the  way  and  are  expected 
to  arrive  here  in  a  week  or  two. 
Prices  this  season  are  very  rea¬ 
sonable  and  ought  to  make  them 
sell  nicely.  No.  is  and  No.  4s 
seem  to  be  very  scarce  and  bloat¬ 
ers  practically  unobtainable.  Most 
of  the  catch  consists  of  No.  2s  and 
No.  3s. 

Imported  Oil  Sardines. — Abso¬ 
lutely  no  change.  No  catch  what¬ 
ever  in  France;  very  little  catch 
in  Portugal ;  poor  catch  in  Nor¬ 
way.  Demand  here  continues 
good,  in  fact  very  good,  and  mar¬ 
ket  is  very  strong. 

Strohmeyer  &  Arpe  Co. 

New  York,  N.  Y. 

Standard  Canned  Goods. 

Disturbing  reports  concerning 
the  tomato  crop  are  coming  in 
these  days  from  sources  consid¬ 
ered  to  be  well  informed  on  the 
subject,  and  consequently  they 
are  entitled  to  consideration. 
The  crop  conditions  are  now  said 
to  lie  unfavorable  in  those  parts 
of  Maryland  and  Delaware  that 
heretofore  reported  a  favorable 
outlook,  while  in  those  other  sec¬ 
tions  that  have  consistently  re¬ 
ported  unfavorable  conditions  all 
along  there  has  been  no  improve¬ 
ment,  which  means  that  they  have 
lost  additional  time  which  cannot 
be  recovered  at  this  late  date, 
even  though  the  crop  conditions 
and  surroundings  be  favorable 
from  now  on.  One  is  not  obliged 
to  accept  as  gospel  truth  every 
rumor — good  or  ill — that  comes 
along  concerning  the  tomato 
crop.  Unfortunately  the  rumor 
factories  have  in  times  gone  by 
sent  out  reports  that  were  more 
often  misleading,  if  not  un¬ 
truthful,  and  buying  operations 
based  upon  them  proved  to  be  un¬ 
profitable.  Hence  the  jobbers 
are  always  skeptical  about  all  re¬ 
ports  regarding  tomatoes  whether 
in  the  fields  or  in  the  cans.  More 
confidence  in  the  reports  this  time 
is  exhibited  by  the  large  distribu¬ 


Newark,  N.  J.,  Sept.  11,  1911. 
Editor  “Science  of  Advertising.” 

Dear  Sir : — I  have  been  solicited 
to-day  by  a  salesman  for  a  local 
.  concern  to  make  a  contract  with 
him  by  which  I  will  buy  so  many 
hundred  novelties  per  month  for 
one  year.  There  are  twelve  differ¬ 
ent  novelties  in  all  and  I  am  sup¬ 
posed  to  give  one  out  a  month. 
They  are  all  printed  with  my  name 
on.  For  instance,  one  is  a  small 
celluloid  backed  mirror,  another  is  a 
handsome  envelope  opener,  another 
a  small  rule,  and  so  on.  The  solic¬ 
itor  threatens  to  give  it  to  my  near¬ 
est  competitor  if  I  don't  take  it  and 
I  feel  as  if  I  want  the  advice  of 
somebody  better  posted  than  I  am. 
The  expense  would  run  into  about 
$10  or  $12  a  month,  which  repre¬ 
sents  quite  a  sum  per  week.  At  the 
present  time  I  feel  I  need  to  do  some 
kind  of  advertising,  but  cannot  use 
the  local  papers,  as  most  of  their 
circulation  would  not  do  me  any 
good.  I  have  also  thought  of  a 
little  store  paper  of  my  own,  but 
have  done  nothing  definite  as  yet. 
Please  let  me  have  your  views 
through  an  early  issue  of  your  de¬ 
partment,  but  do  not  give  my  name. 

Yours  respectfully, 

*  *  *  * 

In  the  first  place,  pay  no  atten¬ 
tion  to  the  solicitor’s  threat  to 
give  this  scheme  to  your  com¬ 
petitor  if  you  don’t  take  it.  That 
is  an  old  bluff  that  has  been  tried 
by  second  and  third-class  sales¬ 
men — never  by  first-class  ones — 
for  years.  It  is  not  an  argument, 
but  a  threat,  and  should  have  no 


weight  whatever  in  appraising  an 
advertising  proposition. 

*  *  * 

As  to  the  novelty  idea,  con¬ 
sidered  on  its  merits,  it  might  be 
a  good  thing  if  used  in  connection 
with  other  advertising,  but  it 
would  never  in  the  world  take  the 
place  of  advertising  that  a  retail 
store  ought  to  do  to  get  direct 
returns.  Such  advertising  never 
gets  direct  results,  though  it  does 
serve,  if  properly  done,  to  keep 
the  store  before  the  people  and 
thus  in  line  to  get  indirect  results. 
My  advice  to  this  correspondent 
at  this  time  is  to  study  his  local 
conditions  carefully  and  then 
start  to  do  the  kind  of  direct  ad¬ 
vertising  which  he  considers  best 
adapted  for  himself.  After  he  has 
got  that  going  well,  he  can  take 
on  his  novelty  scheme,  if  lie 
wishes  to  spend  a  little  money 
on  indirect  advertising,  but  I 
shouldn't  bother  with  the  novel¬ 
ties  now. 

*  *  * 

Another  thing  about  novelty 
advertising  is  being  more  strong¬ 
ly  born  in  on  me  every  day,  and 
that  is  that  its  effect  is  largely 
lost  by  the  giver’s  foolish  practice 
of  printing  his  name  and  business 


across  the  face.  That  simply  de¬ 
stroy.-  novelties  for  the  purpose 
for  which  they  would  be  most  ef¬ 
fective.  Not  one  person  out  of 
fifty  will  make  the  same  use  of  an 
advertising  novelty  if  it  has  ad¬ 
vertising  across  its  face  that  he 
would  make  if  it  was  free  from  it. 
or  had  the  advertising  in  a  less 
conspicuous  place.  In  other 
words,  the  average  person  prefers 
using — in  other  people’s  presence 
— something  that  he  has  appar¬ 
ently  bought,  to  using  something 
that  was  obviously  given  to  him. 
So  that  if  I  did  use  advertising 
novelties  1  should  see  to  it  that  1 1 
did  not  kill  them  by  turning  them  * 
into  an  open  advertisement. 

*  *  * 

l’icasc  let  me  have  more  mat¬ 
ter  for  criticism. 

- 

Note. — This  Department  is  de  I 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  foi 
special  occasions,  upon  request 
and  to  the  suggesting  of  origina 
advertisements  when  data  is  sup 
plied.  All  communications  sen 
in  for  this  Department  should  bt 
addressed  to  the  Editor  of  Science  i 
of  Advertising.  They  will  b<  : 
filed  in  their  order  and  taken  uj  ’i 
in  strict  rotation. 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


21 


SSQCIATIM 

Af  EAVS 


mmm 


Santa  Paula,  Cal. 


The  grocers  of  Santa  Paula, 
al.,  by  a  signed  mutual  agree- 
lent  have  discontinued  the  so- 
citing  of  orders  from  house  to 
ouse  for  the  balance  of  this  year, 
.fter  this  date  any  who  desire 
in  withdraw  from  their  agree- 
lent  by  giving  thirty  days’  notice 
>  all  others.  The  merchants  who 
ave  pledged  themselves  are  the 
anta  Paula  Co-operative  Associ- 
tion,  Say  Mercantile  Co.,  Dim¬ 
ing  Grocery  Co.,  Blevins  &  Mar¬ 
ion,  J.  C.  Cowden  &  Son. 

*  * 

Wichita,  Kans. 

Mr.  T.  Arthur  Rector,  secretary 
f  the  Wichita  (Kan.)  Retail  Gro- 
ers’  Association,  has  issued  the 
blowing  statement  regarding  the 
lovement  emanating  from  cer- 
lin  quarters  to  interest  grocers 
D  go  into  the  soda  water  busi- 
ess : — 

There  is  being  circulated  through 
the  trade  press  an  agitation  that 
would  make  retail  grocers  be¬ 
lieve  that  they  should  go  into  the 
soda  fountain  business.  They  are 
being  told  how  great  the  profits 
are  and  what  an  increase  it  will 
cause  in  their  business.  Along  the 
line  of  “fountains  in  grocery  stores,” 

I  would  like  to  give  my  personal 
observations  and  how  they  affect 
the  smooth  runnings  of  an  asso¬ 
ciation.  To  begin  with,  I  will  say 
that  I  think  nothing  could  be  de¬ 
vised  that  will  break  up  an  asso¬ 
ciation  of  retail  grocers  quicker 
than  the  introduction  of  soda 
fountains  in  grocery  stores.  Until 
two  years  ago  we  had  one  store 
here  in  Wichita  that  had  a  fountain. 
The  owner  would  never  consider 
the  association,  saying  that  he  must 
keep  open  at  night  in  order  to  make 
his  fountain  pay  and  that  an  asso¬ 
ciation  member  should  abide  by  the 
association’s  rulings  and  closing 
hours.  One  day  he  said  to  me : 
“If  this  fountain  does  not  pay  me 
better  during  the  remainder  of  this 
season  that  it  has  during  the  last 
three  years.  I  will  throw  it  out  and 
then  I  will  join  the  association.  I 
don't  like  to  be  a  ‘scab’  and  keep 
open  when  my  competitors  are 
closed.  Another  thing  I  don't  like 
is  burning  the  candle  at  both  ends, 
staying  in  a  store  day  and  night 
will  kill  any  man.  Come  around  in 
October  and  T  will  talk  to  you.” 

The  same  day  I  visited  the  other 
grocers  in  his  vicinity.  All  had  a 
big  grievance  because  the  “soda 
fountain — grocery  store”  was  keep¬ 
ing  open  at  night.  It  really  looked 


as  if  the  association  would  be  dis¬ 
rupted,  all  on  account  of  this  one 
store  remaining  open.  If  one  or 
two  grocers  had  broken  over  it 
would  have  been  contagious  and 
probably  the  whole  association 
thrown  into  a  turmoil.  Hard 
work  was  necessary  to  keep  them 
in  line  during  the  remainder  of  that 
season. 

In  October  T  was  present.  The 
grocer  said,  “There  is  nothing  to 
this  business  of  running  a  soda 
fountain  in  a  grocery  store.  Mine 
is  going  out.”  I  said,  “Well,  here 
is  your  application  blank  for  the 
association.”  He  signed  on  the 
dotted  line  and  since  then  all  has 
been  peaceful  across  the  Potomac. 

T  would  say  to  grocers,  “Beware 
of  the  fountain  business,”  and  to 
every  association,  “If  you  want  to 
stay  together  keep  them  out.” 

Respectfully, 

T.  Arthur  Rector, 
Secretary  Wichita  Retail  Grocers’ 
Association. 

*  *  * 

Missouri. 

Below  appears  the  attitude 
j  which  the  Missouri  Retail  Gro¬ 
cers’  Association,  at  its  recent 
I  convention,  took  toward  the  vari¬ 
ous  problems  of  the  trade  through 
I  the  resolutions  it  adopted  : — 

Whereas,  The  National  bankrutp- 
cv  law  is  so  framed  that  it  permits 
persons  who  are  wage-earners  to  be¬ 
come  voluntary  bankrupts,  and  so 
avoid  and  escape  their  just  debts, 
while  forbidding  the  creditors  of 
such  persons  to  force  such  persons 
into  bankruptcy,  thereby  giving 
wage-earners  as  a  class  privileges 
and  immunities  not  enjoyed  by  other 
classes  of  citizens ;  and 
Whereas,  A  great  many  wage- 
earners  take  advantage  of  the  said 
law  by  becoming  bankrupts,  causing 
great  loss  to  their  creditors,  and 
particularly  to  retail  merchants,  who 
are  thus  deprived  of  the  right  to 
collect  their  lawful  debts ;  now, 
therefore  be  it 

Resolved,  By  the  Missouri  Re¬ 
tail  Merchants’  Association,  that  we 
favor  an  amendment  to  the  National 
bankruptcy  law  which  will  exclude 
wage-earners  from  becoming  volun¬ 
tary  bankrupts,  and  that  we  take 
such  action  as  may  seem  best  with 
a  view  to  securing  such  an  amend¬ 
ment. 

Whereas,  The  retail  grocer  is  of¬ 
tentimes  defrauded  in  his  purchases 
of  beans,  vegetables,  etc.,  in  ham¬ 
pers,  boxes,  barrels,  packages  and 
other  containers,  through  a  wide 
variation  in  the  size  and  quantity, 
thereby  causing  confusion  and  con¬ 
siderable  loss ;  and 
Whereas,  Bacon  and  ham  are  sold 
at  gross  weight  and  a  charge  made 
for  burlap,  etc.,  at  bacon  and  ham 
prices,  resulting  in  a  further  and 
unnecessary  loss  to  the  retailer  of 
groceries ;  and 


Whereas,  Lard  is  at  present  sold 
in  cans  without  specifying  actual 
weight  of  the  lard,  which  is  to  our 
detriment  and  indefinite ;  therefore 

be  it 

Resolved,  That  this  convention  go 
on  record  favoring  the  amendment 
of  National  and  State  food  laws,  to 
the  end  that  hampers,  barrels,  boxes 
and  other  containers  shall  be  uni¬ 
form  in  size,  and  also  favor  a  net 
weight  law  to  be  adopted  first  by 
Congress  and  then  by  Missouri ;  and 
be  it  further 

Resolved,  That  this  be  referred  to 
the  Legislative  Committee,  whose 


The  One  Pure  Sugar  Syrup 

Lyle’s  Golden  Syrup  — perfectly 
clear,  a  beautiful  golden  color,  so 
neutral  micro-organisms  can’t  live 
in  it.  Absolutely  frte  from  preser¬ 
vatives.  A  product  which  every  one 
keeps  buying.  If  you  want  to  please 
your  trade  tell  them  about  it. 

26%  PROFIT 

Sure  sales  and  pleased  customers. 

H.  Kellogg  &  Sons 

Philadelphia 


Increase  Your  Sales  of 

BAKER’S 
Cocoa  and 
Chocolate 

ANY  GROCER  who 
handles  our  prepa¬ 
rations  can  have  a 
beautifully  illustra¬ 
ted  booklet  of  choc¬ 
olate  and  cocoa 
recipes  sent  with 
his  compliments  to 
his  customers  en¬ 
tirely  free  of  charge. 

Ask  our  salesman 
or  write 

Walter  Baker  &  Co.  Ltd. 

DORCHESTER,  MASS. 


John  Scott  &  Co.  gfn 

INCORPORATED 

PHILADELPHIA 

WHOLESALE  GROCERS 


These  trade-mark  criss-cross  linj 


and  Direct  Importers  of 

Ceylon  and  Assam  Teas 


FARV 


ery  package 

DET  FOR 
DIABETICS 


Kidney  and  Liver 

and  ills 

Rich  in  Protei 


eumatism,  Obesity 

Uric  Acid 

sician^^-eading  grocers. 

.Y..U.S.A. 


These  Teas  are  becoming 
more  popular  every  day. 


"Our  prices  are  always  correct” 

fs 

and  Trade-marks  procured  promptly  and 
properly  in  aU  countries. 

Qavis& Davis,  Washington,  D.  G. 

MANY  GROCERS 

Find  it  pays  them  to  read  the 
"good  stuff"  in 

The  Advertising  World 

Columbus,  Ohio 

Sample  free,  or  four  months’  trial  for  10  cents 


TEEL  YOUR  CUSTOMERS  THAT 

RAE’S 

Lucca  Olive  Oil 

is  the  product  of  perfectly  sound,  ripe, 
freshly  picked,  freshly  crushed  and 
pressed  olives,  grown  in  Tuscany,  Italy, 
the  one  place  In  the  world  where  the 
olive  reaches  perfection.  You  will  not 
only  please  them  but  you  will  build  up 
a  splendid  trade  on  Lucca  Oil  at  a  good 
profit.  Prices  in  Prices  Current. 

H.  Kellogg  &  Sons 

Philadelphia 


FLEISCHMANN’S 

COMPRESSED  YF  AST 

HRS  NO  EQUAL 


25%  Discount 


We  have  a  $300  order,  in 
exchange  for  advertising,  on 
one  of  the  best  piano  houses 
in  the  country,  which  we  will 
sell  for  cash  at  a  25%  dis¬ 
count. 

Address  L.  S.,  “Grocery 
World  and  General  Mer¬ 
chant,"  927  Arch  Street, 
Philadelphia,  Pa. 
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duty  it  shall  be  to  promote  the 
spirit  of  this  resolution  and  to  use 
every  honorable  means  to  bring 
about  the  amendments  referred  to 
and  to  report  at  the  next  conven¬ 
tion  of  this  association. 

Whereas,  We  believe  this  method 
of  selling  is  unbusiness  like  and  in¬ 
jurious  to  the  retailer,  tying  up  his 
capital  in  surplus  goods  and  over¬ 
stocking  him,  and  that  the  benefits 
of  the  free  goods  should  be  in  the 
form  of  price  reduction  on  case 
lots;  therefore  be  it 

Resolved,  That  we,  the  Missouri 
Retail  Merchants’  Association,  in 
convention  assembled,  are  opposed 
to  free  deals,  premiums  and  gift 
schemes  of  all  kinds  and  do  request 
the  manufacturer  and  jobber  to  dis¬ 
continue  the  practice  of  free  deals. 

The  convention  elected  the  fol¬ 
lowing  set  of  officers:  I.  M.  Hick¬ 
man,  Springfield,  president;  J.  L. 
Beck,  Jefferson  City,  first  vice- 
president;  C.  W.  Parker,  St. 
Louis,  second  vice-president ; 
John  F.  Wiedeman,  Kansas  City, 
third  vice-president ;  Roscoe  Mc- 
Canne,  Moberly,  fourth  vice- 
president  ;  Charles  F.  Busche,  St. 
Louis,  fifth  vice-president;  Geo. 
J  Schulte,  secretary,  re-elected ; 
Henry  Vogelmann,  treasurer,  re¬ 
elected;  Frank  L.  Pfeiffer,  ser¬ 
geant-at-arms,  re-elected. 


New  Seckel  pears  are  coming 
in  from  nearby  points  and  range 
from  $i  to  $1.25  per  basket.  The 
quality  is  good  and  the  crop  is 
large. 


AMONG  THE  TRADE. 

Mr.  Charles  B.  Stretsch,  who 
has  been  bookkeeper  for  Halpen, 
Green  &  Co.  and  their  predeces¬ 
sors  for  nearly  thirty  years,  died 
a  few  days  ago  at  his  home  Jef¬ 
ferson  and  Carlisle  streets,  Phila¬ 
delphia.  He  was  eighty-two 
years  old  and  was  in  excellent 
health  until  the  death  of  his  wife 
a  few  months  ago.  When  that 
occurred  he  began  to  fail,  but  re¬ 
mained  in  his  position  until  about 
ten  days  before  his  death.  Mourn¬ 
ing  his  wife’s  loss  caused  his 
death  almost  entirely,  according 
to  the  doctors.  Mr.  Stretsch  was 
one  of  the  quiet,  faithful  ones  who 
do  conscientiously  and  well  what¬ 
ever  they  do  at  all.  His  associ¬ 
ates  miss  his  white-haired  figure 
very  deeply,  and  the  loss  of  such 
a  man,  though  perhaps  not  in  this 
case  untimely,  is  indirectly  a  loss 
to  all.. 

The  United  Grocers’  Co.,  of 
Camden,  N.  J.,  was  incorporated 
under  New  Jersey  laws  during 
the  week  with  a  capital  of  $500,- 
000. 


Practical  Questions  of  Store 
Management 

Conducted  ev  HENRY  JOHNSON,  Jr. 

This  department  is  conducted  by  a  man  who  has  run  a  successful  retail 
grocery  store  for  years  and  who  has  also  had  much  experience  with  larger 
enterprises  which  involved  the  selling  of  merchandise  to  retailers.  He  is, 
therefore,  informed  upon  both  sides  of  the  general  questions  of  store 
management  and  will  discuss  those  questions  from  week  to  week.  The 
central  thought  of  his  articles  will  be  ‘‘  getting  the  best  service  and  the  most 
money  out  of  a  retail  store.”  Subscribers  are  invited  to  submit  queries  on 
any  and  all  subjects  within  the  scope  of  the  department. 


Equipment. 

I  believe  in  having  the  best 
equipment — scales,  coffee  mills, 
counters,  trucks  and  bins;  the 
most  efficient  cold  storage;  the 
best  make  of  wagons,  good  har¬ 
ness  and  fine  horses  The  further 
I  go  the  more  am  I  confirmed  in 
this  belief,  for  experience  teaches 
me  that  not  only  are  all  these 
things  of  the  best  quality  good, 
but  that  it  is  true  economy  to 
have  plenty  of  them  and  to  do  by 
mechanical  means  all  that  can  be 
done  that  way.  It  is  not  that  I 
fear  for  the  health  of  a  husky  boy 
that  I  prefer  a  power  elevator ;  it 
is  that  I  know  electricity — or 
other  mechanical  power — is  less 
expensive  than  boy  power,  at  any 
wages.  Moreover,  I  know  the  ele¬ 
vator  will  travel  on  schedule  if 
mechanically  driven ;  but  I  am  not 
at  all  certain  on  what  speed  the 
boy  will  be  geared,  nor  how  often 
he  will  “stop  to  think”  with  the 
load  half  way  up  stairs.  Nor  is 
it  because  I  want  to  save  the 
clerks  that  I  have  counters  and 
scales  and  bag  holders — filled 
every  morning — and  twine  all 
over  the  store ;  but  it  is  because  I 
am  paying  for  the  time  of  those 
clerks  and  everything  I  do  to  les¬ 
sen  the  consumption  of  their  time 
is  a  saving  for  me. 

W e  cannot  always  have  the 
best,  nor  all  we  want,  of  appli¬ 
ances.  My  first  experience  was  of 
the  crudest;  our  first  wagon  cost 
$5  and  our  first  horse,  I  think,  $15 
— we  called  him  “Boney.”  And 
we  must  live  within  our  means. 
The  point  is,  that  these  things  are 
the  best  possible  investments.  I 
have  scales  now  which  were 
bought  by  the  elder  Johnson  in, 
say,  1888;  and  they  adjust  per¬ 
fectly  to-day,  because  they  were 
the  best.  Also,  to-day,  because  of 
annual  discounting  to  cover  de¬ 
preciation,  those  scales  not  only 
stand  me  no  investment  whatever, 


but  are  paying  me  back  in  divi¬ 
dends  over  and  above  the  princi¬ 
pal  invested  in  them  originally. 

Ten  years  ago  and  over  I 
moved  into  a  new  store.  Then  I 
added  to  my  really  fine  equipment 
a  lot  of  new  shelving  and  fixtures, 
costing  upward  of  $1,400.  These 
were  quartered  oak  shelves,  coun¬ 
ters,  bins,  show  cases,  etc.  In 
somewhat  over  a  year  from  now  I 
expect  to  move  into  a  still  newer 
store  and  in  the  moving  of  those 
fixtures  I  shall  have  practically  a 
new  outfit  with  only  a  slight  re¬ 
finishing;  for  there  is  not  a  broken 
shelf  nor  yet  a  checked  nor 
cracked  panel.  Supposing  I 
should  move  to-day  having  dis¬ 
counted  the  $1,400  for  ten  years, 
as  I  say,  my  investment  in  what 
would  cost  me  probably  not  less 
than  $1,750  to-day  would  be 
$482.84,  plus  the  refinishing, 
which  shows  the  wisdom  of  buy¬ 
ing  the  best. 

In  the  interim  I  have  added  a 
completely  equipped  coffee  roast¬ 
er,  which  outfit  is,  for  my  pur¬ 
poses,  as  good  as  the  day  it  was 
installed  eight  years  ago.  It 
would  not  sell  for  what  I  paid  for 
it,  nor  would  it  cost  to-day  what 
I  paid  for  it.  But  while  I  paid 
around  $600  for  it,  it  stands  me 
just  $258.27  now  and  will  be  fur¬ 
ther  reduced  when  I  move  it;  yet 
it  will  last  me  as  long  as  I  shall 
be  interested  in  coffee  roasting, 
unless  things  spurt  up  so  that  I 
shall  have  to  exchange  it  for  one 
larger. 

Not  only  in  time-saving  and 
wear-giving  do  good  fixtures  and 
appliances  pay  for  themselves  and 
return  a  big  percentage  on  your 
investment  therein,  but  they  are 
great  conservers  of  stock.  Good 
bins  and  properly  constructed 
counters  and  drawers,  and  well- 
fitted  shelves,  will  save  you  more 
than  the  most  liberal  interest  on 
the  investment  every  year 


through  the  protection  they  af¬ 
ford  from  rats,  mice  and  other 
vermin.  This  is  an  expense  we  do 
not  always  take  into  sufficiently 
serious  account;  but  I  shall  take 
this  up  further,  in  fuller  detail, 
next  week.  It  is  one  of  my  pet 
ideas,  a  real  hobby  of  mine,  so  I 
want  you  to  let  me  ride  it.  May¬ 
be  you  will  want  a  hobby,  too.  \ 
Again,  good  fixtures  have  great 
advertising  value.  This  has  un¬ 
doubtedly  been  said  many  times 
before,  but  it  will  bear  repeating, 
for  it  is  most  decidedly  true. 
Nothing  is  more  attractive,  not  to 
merchants  only,  but  to  women 
buyers,  than  neatly  filled,  uni¬ 
formly  made  shelves;  properly 
dressed  show  cases;  counters 
wherein  and  whereon  groceries 
are  neatly  displayed — with  plain, 
artistic  price-cards  in  front  of  each 
display.  It  is  a  mistake  to  think  it 
makes  no  difference  whether  your 
store  interior  is  bright,  well  fin¬ 
ished,  uniform  in  design,  harmoni¬ 
ous  in  color.  Every  such  point 
has  great  weight  with  your  trade 
and  is  valuable  as  an  intangible 
asset. 


THE  SOARING  SUGAR 
MARKET  AND  ITS  CAUSE 
AND  MEANING. 

(Continued  from  page  13.) 

Last  week  the  corresponding  price 
was  5.75  cents  per  pound.  On  the 
June  date  this  company  was  selling 
granulated  sugar  at  4.90  cents  per 
pound  net,  while  recent  quotations  * 
have  been  as  high  as  6.62  cents  per 
pound  net. 

As  regards  our  policy,  it  will  be 
seen  from  these  prices  that  we  have 
fairly  maintained  a  stable  margin 
between  raw  and  refined  sugars, 'and 
we  believe  it  only  just  to  add  that 
the  grocery  trade  of  the  country  has 
likewise  maintained  a  fair  parity 
to  the  consumer. 

Throughout  the  rise  our  prices 
have  frequently  been  from  10  cents 
to  25  cents  per  100  pounds  below 
other  refiners,  this  policy  having 
been  pursued  designedly  and  aided 
by  supplies  which  were  fortunately 
adequate  to  the  purpose. 

We  share  the  hope  which  every 
consumer  undoubtedly  entertains 
that  the  loss  in  Europe  has  been 
exaggerated  (the  actual  figures  can¬ 
not  be  known  before  December  or 
January),  and  that  the  calls  upon 
what  are  almost  exclusively  Ameri¬ 
can  supplies  of  raw  sugar  will 
gradually  diminish. 

Happily,  the  domestic  sugar  crops 
promise  good  yield,  and  with  their 
harvesting  which  has  already  con- 
menced  and  \\hich  will  be  in  full 
progress  in  October,  the  present 
flurry  should  disappear.  In  the 
meantime  our  policy  as  regards  a 
reasonable  margin  will  be  contin¬ 
ued  ;  it  is  dictated  not  only  by  a 
recognition  of  our  peculiar  relation¬ 
ship  to  the  welfare  of  the  country's 
households,  but  also  by  good  busi¬ 
ness,  for  any  decided  check  in  con¬ 
sumption  with  a  profit  margin  as 
narrow  as  that  in  sugar  refining 
could  only  occasion  heavy  losses  to 
all  refiners. 

Thf.  American  Sugar  Refining  Co. 
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Flour  Display. 

If  you  have  any  particular  brand  of  flour  you  wish  to  push  or 
e  customers  try  make  a  window  display  of  it.  This  is  a  simple,  but 
id  one,  and  very  easy  to  arrange.  First  cover  the  bottom  of  the 
dow  with  some  light  shade  of  crepe  paper.  At  one  side  place  a 
;e  tin  bread  mixer  and  at  each  side  of  this  place  a  bag  of  fine  salt 


l  a  box  of  yeast  cakes.  At  the  other  side  of  the  window  place  a 
i  large  loaf  of  bread  on  a  high  standing  dish.  In  the  centre  in  front 
:e  a  neat  sign  card  with  lettering  like  in  cut,  giving  the  name  of  the 
y  who  baked  the  loaf  and  also  the  name  of  the  flour.  Across  the 
r  of  the  window  place  different  size  sacks  of  flour  and  your  window 
inished. 


Baked  Beans  Display. 

Here  is  an  attractive  baked  beans  window.  The  weather  being 
cooler  this  dish  will  be  very  acceptable.  To  arrange,  cover  the  bottom 
of  the  window  with  white  crepe  paper  and  also  around  the  three  sides 
of  a  large  flat  box.  Letter  the  front  of  the  box  like  in  illustration 
before  you  place  it  in  the  window,  and  place  in  the  centre  and  towards 


the  rear.  In  front,  in  the  centre,  place  some  bacon  on  a  platter  and 
arrange  bacon  in  glasses  around  in  the  window.  On  top,  around  the 
edge  of  the  box,  place  some  large  ripe  tomatoes.  Now  fill  in  the  space 
on  the  top  of  the  box  with  large  marrowfat  beans.  Use  some  of  the 
white  paper  as  a  curtain  in  the  rear  for  a  background. 


BORDEN’S 


EAGLE  BRAND 
CONDENSED  MILK 


EVAPORATED  MILK 

PEERLESS  BRAND 


By  recommending  these  Brands 
you  will  please  your  customers. 

They  are  the  best  that 
Science  can  produce. 

BORDEN’S  CONDENSED  MILK  CO. 

“Leader*  of  Quality” 

Eat.  1857.  Naw  York 
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WANT  DEPARTMENT 


Ajuwmti  U  Waal  AdT*rtl»«m«at»  laMttad  la  tkU  diputant  may  b*  addnuad  to  tha  '  Orocary  War  Id 
aad  Oaaaral  Marckaat”  whaa  daalrad,  prorldad  tha  adyartlaamant  la  aaooatpaalad  by  10  eaata  la  poatxga  to 
pay  for  ramaillxg  tha  aama.  Tha  prlca  ot  aaeh  lnaartlaa  la  taro  oaata  par  arord  la  adraaoa. 


HELP  WANTED. 


WANTED.— Man  and  wife,  experienced  in 
specialty  advertising,  wish  joint  proposition 
Man  as  salesman,  wife  as  crew  manager  or 
demonstrator.  Food  product  or  .soaps 
Reference  and  bond,  if  necessary.  Sa’es 
man  and  Demonstrator,  care  E.  S.  Plows 
436  E.  138th  St.,  New  York,  N.  Y.  12 


WANTED. — Salesman  to  call  on  wholesale 
grocery  trade  in  Philadelphia  to  sell  canned 
goods  for  PhiUdelphia  commission  house 
Must  have  experience.  Quote  reference 
and  salary  expected.  R.  J.,  “Grocery 
World  and  General  Merchant,”  927  Arch  St., 
Philadelphia,  Pa. 


tf 


WANTED. — Sales  agents  to  handle  com¬ 
plete  line  of  automatic  computing  scales, 
aelf-measuring  gasoline  and  oil  tanks  anc. 
cheese  cutters.  Exclusive  territory.  Good 
opportunity  for  high  grade  men.  Lacy  & 
Noblit,  1220  Filbert  St.,  Philadelphia,  Pa.  tf 


FOR  SALE. 


FOR  SALE. — An  old  established  corner, 
doing  a  good  business  in  groceries,  provi 
sions,  milk,  cigars  and  candies.  Would  be 
a  good  stand  for  fresh  meats.  Will  sell  for 
the  low  figure  of  $600.  Rent,  {  7  a  month, 
six  rooms.  637  N.  Fifty-third  St.,  Philadel 
phia,  Pa.  22 


FOR  SALE. — Old  stand  of  grocery  and 
delicatessen  store.  Will  sell  to  a  quick 
buyer  for  {2,750.  Fine  stock.  Will  sell 
property  at  a  very  low  figure,  {7,500— seven 
rooms  and  bath  and  all  conveniences,  on 
Fifty-second  St.  south  of  Spruce  St.,  West 
Philadelphia.  K.  C.,  “  Grocery  World  and 
General  Merchant,”  9*7  Arch  St.,  Philadel¬ 
phia,  Pa.  19 


FOR  SALE. — An  old  established  grocery, 
meat  and  provision  store  in  busy  part  of 
West  Philadelphia,  near  Fifty-second  St., 
doing  fine  business.  Low  rent.  Will  sell 
to  a  quick  buyer  for  the  low  figure  of  {750 
F.  C.,  “  Grocery  World  and  General  Mer¬ 
chant,”  927  Arch  St.,  Philadelphia,  Pa.  19 


FOR  SALE. — An  old  established  corner, 
doing  a  good  business  in  fresh  meats,  gro¬ 
ceries  and  provisions.  Will  accept  the  low 
figure  of  {2,850  from  a  quick  buyer.  Will 
sell  the  house  for  {9,000.  A  bargain.  Twelve 
rooms  and  all  conveniences.  Tasker  St. 
West  ol  Broad.  W.  C.,  “Grocery  World 
and  General  Merchant,”  927  Arch  St., 
Philadelphia,  Pa.  19 


FOR  SALE. — Grocery  and  provision  store, 
would  be  a  good  stand  for  fresh  meats. 
Doing  a  fair  business.  Will  sell  to  a  quick 
buyer  for  {650.  Dwelling  contains  five 
rooms  and  bath,  rent  {23  per  month.  F.  C., 
“Grocery  World  and  General  Merchant,” 
927  Arch  St.,  Philadelphia,  Pa.  17 


FOR  SALE. — An  old  established  grocery 
and  provision  stand,  doing  a  good  business. 
Will  sell  to  a  quick  buyer  for  the  low  figure 
of  {1,250.  Property  can  be  bought  at  a  low 
figure.  West  Philadelphia.  A.  M.,  “  Gro¬ 
cery  World  and  General  Merchant, ”927  Ar^h 
St.,  Philadelphia,  Pa.  20 


FOR  SALE.— A  grocery  and  general  mer¬ 
chandise  business,  established  over  twenty- 
five  years.  Doing  a  business  of  {2,500  a 
week.  Will  rent  building  and  turn  over  the 
business  to  a  good  reliable  party  who  can 
show  enough  capital  to  carry  on  the  business. 
I  have  horses,  wagons,  fixtures  and  stock 
for  sale  if  buyer  wants  it,  or  I  can  dispose  of 
them  myself.  I  wish  to  retire  from  the  busi¬ 
ness.  Geo.  W.  Leech,  Pleasantville,  N.  J. 
_ _ 13 


FOR  SALE. — Well  paying  grocery,  meat 
and  provision  store.  Good  neighborhood. 
Will  sell  to  a  quick  buyer  for  {1,250.  Will 
sacrifice  property  containing  six  rooms  and 
bath  for  {6,500.  Near  Sixtieth  and  Spruce  Sts. 
S.  N.,  “Grocery  World  and  General  Mer¬ 
chant,”  927  Arch  St.,  Philadelphia,  Pa.  22 


FOR  SALE. — Two  Troemner  Power  Coffee 
Mills,  one  for  pulverizing  and  one  for  granu¬ 
lating  ;  also  Automatic  Coffee  Roaster,  com¬ 
plete  with  fan.  Write  for  particulars.  H. 
F.  Heacock,  51  North  Second  St.,  Philadel¬ 
phia,  Pa.  tf 


FOR  SALE. — One  second-hand  Gurney 
hot  water  boiler,  750  ft.  capacity.  {30  f.o.b. 
Lancaster.  F.  A.  Long,  Lancaster,  Pa. 


BUSINESS  OPPORTUNITIES. 


0000000000000000000000000 
o  o 

o  DO  YOU  WANT  TO  SELL  o 
o  YOUR  BUSINESS?  o 

o  We  find  buyers  for  grocery  and  o 

o  general  store  businesses  —  nothing  o 

o 
o 


o  else.  We  are  specialists  in  that  and 
o  we  know  what  we  are  about. 


In  the  term  “grocery  stores”  we 


o  include  butter  and  egg  stores,  tea 
o  and  coffee  stores,  green  groceries  and 


o  anything  else  in  the  same  line, 
o  If  you  want  to  sell  your  business, 


o  is  that  we’re  sure  will  suit  you. 
o  Write,  call  or  telephone. 


o  we  have  a  customer.  If  you  want  to 
o  buy  one,  we  know  where  something  o 

o 
o 

o  WARNER  &  CO., 

o  927  Arch  Street,  Philadelphia,  Pa. 
o  Phones  :  Bell,  Filbert  3286.  o 

o  Keystone,  Race  746.  o 

o  o 

0000000000000000000000000 


GROCERY,  MEAT  AND  PROVISION 
STORES. 


EVERY  ONE  A  GOOD  CHANCE. 


No.  602. — We  have  to  offer  the  best  gro¬ 
cery  in  large  town  in  Northumberland 
County,  doing  {35,000  yearly,  practically 
a  cash  business.  On  account  of  executors 
desiring  to  settle  the  estate,  this  business 
can  be  bought  at  an  inventory  price,  about 
{3,5°°  required.  Can  either  be  paid  for  in 
cash  or  partly  cash  and  good  security. 

No.  603  — Meat  business,  doing  {300  a 
week,  all  cash.  Can  be  purchased  at 
inventory  price.  This  business  is  located 
in  a  good  business  section  of  Germantown 
Ave.,  Philadelphia,  has  very  little  competi¬ 
tion  and  rent  and  fixed  charges  very  low. 
About  {450  required.  Owner’s  reason  for 
selling  is  on  account  of  ill  health. 

No.  604. — Grocery  and  produce  business 
in  thriving  town  about  ten  miles  from  Phila¬ 
delphia.  Doing  {15,000  yearly,  but  can 
easily  be  increased  by  proper  party  taking 
hold.  Business  has  been  established  for 
twenty  years  and  commands  a  trade  in 
which  there  is  a  good  profit.  Will  take 
about  {1,000  to  buy  entire  proposition. 
Worth  investigation. 

No.  606  —In  West  Philadelphia,  delica¬ 
tessen  and  grocery  business,  doing  {200 
weekly,  all  cash,  of  which  there  is  eighteen 
per  cent,  net  profit  above  all  expenses. 
Carries  a  stock  of  about  {900,  which  can 
readily  be  reduced.  Rent  and  other 
expenses  low.  Ill  health  causes  selling. 
About  {1,500  required. 

No.  616  — Grocery  and  meat  business  in 
Tioga,  Philadelphia,  doing  {200  a  week, 
mostly  cash.  On  account  of  owner  desiring 
to  move  in  another  section  of  the  city,  will 
sacrifice  business.  About  {1,000  will  buy. 

No.  618. — Grocery,  meat  and  provision 
business  in  New  Jersey  town  about  ten 
miles  from  Camden,  doing  for  the  last  five 
years  {40,000  yearly,  of  which  two-thirds 
s  cash  and  balance  good  credit.  Carries 
about  {600  worth  of  stock,  which  will  sell 
at  inventory.  Has  two  horses  and  four 
wagons  and  fixtures,  which  will  take  about 
{1,400,  making  a  total  investment  of  about 
{2,000.  This  is  unquestionably  one  of  the 
aest  business  locations  in  central  New  J  ersey 
and  is  worthy  of  investigation. 

No.  621. — In  a  New  Jersey  town  about  ten 
miles  from  Camden,  grocery  and  provision 
business  doing  {20,000  yearly,  on  which  the 
gross  profits  are  {3,700  ;  expenses,  including 
everything,  about  {2,000 ;  leaving  a  clear, 
net  profit  of  practically  {1,700.  This  busi¬ 
ness  Is  situated  in  a  section  of  the  town 
which  commands  practically  the  entire  trade 
of  that  section  and  caters  to  the  best  people 
in  the  town.  Store  has  the  name  of  always 
carrying  the  best  goods.  This  business  can 
be  increased  by  a  hustler  and  anyone  who 
desires  to  secure  a  well  paying,  established 
business  investigate  this  one  before  looking 
further.  About  {3,000  required;  part  cash 


and  good  security  for  the  balance  will  be 
accepted. 

No.  622 — In  Monroe  Co.,  Pa.,  general 
store  doing  over  {40, coo  yearly,  all  cash,  on 
which  there  was  a  net  profit  of  {3,600  last 
year  and  business  is  growing  each  year. 
Expense  of  conducting  very  low.  Rent 
only  {50  monthly  and  on  account  of  being  a 
summer  resort  the  bulk  of  business  is  done 
with  low  expense  for  help.  About  (11  0.0 
will  be  required  to  buy  stock  and  fixtures, 
but  this  can  be  reduced  a  great  deal.  Busi¬ 
ness  is  open  to  investigation.  Full  informa 
tion  will  be  given  on  request. 

No.  623. — General  merchandise  busines 
in  Warren  Co.,  N.  J.,  doing  over  {17,000 
yearly,  all  cash.  Can  easily  be  increased. 
Expenses  very  low.  Rei.t,  {35  monthly. 
Clerks,  {15  weekly.  Business  has  been 
established  thirty  years.  Always  a  money¬ 
maker.  Write  for  information. 


No.  625. — Northumberland  Co.,  in  town 
of  over  14,000,  general  store  doing  an  aver¬ 
age  of  {34  000  yearly  for  the  past  five  years. 
Clear  profits,  fifteen  per  cent.  Carries  about 
{10,000  stock  and  fixtures  {r,ooo.  Will  sell 
for  {10,000  for  quick  sale.  Expenses  low. 
The  nature  of  this  business  Is  such  that  it  is 
necessary  for  prospective  buyer  to  write 
for  information. 

No.  630. — Grocery  and  meat  store  in  small 
town  in  Burlington  Co.,  N.  J.,  doing  {250 
weekly,  mostly  cash.  A  most  desirable 
location.  Exclusive  trade,  which  can  be 
Increased.  Owner  desires  to  sell  on  account 
of  Government  position.  About  {900  will 
buy. 

No.  632. — A  carefully  selected  stock  of 
first-class  groceries  and  up-to-date  store 
fixtures.  The  latter  includes  24  running 
feet  of  Walker’s  Pivoted  Bins,  three  tiers 
high,  and  same  length  in  two  counters  faced 
with  thirty-six  similar  bins  of  smaller  size  ; 
American  meat  slicing  machine ;  floor  coffee 
mill ;  Perfection  showcase,  twenty-four 
drawers  with  double  fronts  for  display,  etc.; 
Acme  peanut  roaster;  refrigerator,  etc. 
The  building  has  been  sold  and  must  be 
vacated  quickly.  No  reasonable  offer  re¬ 
fused.  Fixtures  will  be  separated  from 
stock,  if  desired.  A  near-by  lot  is  ready  for 
a  new  building,  into  which  stock  could  be 
removed  and  allow  the  store  to  continue  in 
what  twenty  four  years’  occupancy  has 
proved  to  be  an  exceptionally  good  locality, 
but  the  health  of  the  owner  prohibits  this  on 
his  part. 

No.  633.— In  New  Jersey  town  about 
twenty  miles  from  Camden,  general  store 
doing  an  average  of  {20,000  for  the  last  five 
years,  and  on  the  increase,  of  which  75  per 
cent,  is  cash,  balance  good  credit.  Business 
now  netting  10  per  cent,  profit  above  all 
expenses.  Carries  about  {5,000  stock,  which 
can  be  reduced  to  about  {3,000.  Business 
will  be  sold  at  inventory.  Full  information 
given  on  request. 

No.  634  — Grocery  and  meat  business  in 
West  Philadelphia  doing  over  {400  weekly 
business,  mostly  cash.  Business  has  been 
increased  each  year  for  the  last  four  years 
and  still  increasing.  Expenses  low.  This 
business  shows  a  net  profit  of  8  per  cent. 
Anyone  desiring  the  business  can  go  in  and 
investigate  before  buying,  as  it  will  stand 
any  test  the  business  is  put  to.  About  {1, too 
will  buy. 

No.  635. — Fine  established  general  store 
in  Lancaster  Co.,  doing  a  yearly  business 
of  {2o,oco,  netting  a  clear  profit  of  {2, coo, 
which  can  be  shown  to  any  buyer.  Expenses 
low  and  old  established  business  command 
ing  the  best  trade  of  a  town  of  3,000  in 
centre  of  rich  farming  district.  About 
{7,000  to  {8,000  required. 

No.  637. — Lancaster  Co.  general  store, 
with  small  stock,  doing  nearly  {30,000 
yearly,  90  per  cent.  cash.  Stock  is  in  good, 
clean  condition  and  the  business  is  in  such 
good  shape  that  purchaser  can  step  into  a 
money  maker  from  the  day  he  takes  hold 
of  business.  Expenses  low.  About  {5,000 
will  buy. 

In  all  of  these  the  cause  of  selling  is 
good  and  the  fullest  investigation  courted. 
Every  one  paying. 

WARNER  &  CO., 

927  Arch  Street  Philadelphia,  Pa. 


We  sell  these  handsome  em 
bossed  Flower  Pots  from  opei 
stock  in  any  quantity,  but  thi 
assortment  has  been  selects 


for  those  who  lack  experienc 
in  ordering.  The  price  bein 
the  same  as  on  open  sti 

No.  7-G  Assortment 


Per  100 

40  4-in.  Pots  and  Ssncers  (a,  1  50 


50  5-in. 
70  6-in. 
50  7-;n. 
40  6-in. 


2.50 

3.50 
5.00 
7  00 


Each 
t  60  sell  (g  $  03 
125  “  .05 

2.45  “  .06 

2  50  “  .08 

2  60  “  .10 


tO  60 

No  charge  for  package. 
Prompt  shipment.  Orde, 

The  Peters  &  Reed  Pottery  Comp 
ZANESVILLE.  OHIO 


F.  O.  B.  factory, 
carefully  packed. 


THE  FLAVOR  DE  LUXE 

MAPLEINE 


Original  and  Distinctive 

Flavors  cakes,  candies,  icings* 
puddings,  ice  cream ,  etc. .  and 
makes  a  taole  syrup  better 
than  maple  at  a  cost  of  50c. 
per  gallon. 

SELLS  ON  MERIT 
BACKED  UP  BY  ADVERTISING 
See  Price-list 
Order  a  supply  from  your 
jobber,  or 

Frank  A.  Smith  Company 
105  South  Front  Street 
Philadelphia,  Pa. 

Crescent  Mfg.  Co. 
S  CATTLE,  WASH. 


Grocery  Store 
Advertising 


Did  you  ever  stop  to  thinl 
how  an  Electric  Sign  woult 
increase  the  importance 
prominence  of  your  Grocer 
Store — how  it  would  attrac 
purchasers  and  impress  ther 
to  the  fact  that  your  place 
business  was  alive  and  up-to- 
date  ?  We  have  facts  anc 
figures  to  show  you  1  Yoi 
can  pay  a  flat  rate,  including 
a  monthly  charge  for  the  in¬ 
stallation  and  maintenance, 
or  you  can  assume  the  entire 
first  cost  and  pay  for  the 
lighting  by  meter.  Write  or 


telephone 

partment. 


to  our  Sign  De- 


The  Philadelphia 
Electric  Company 


TENTH  AND  CHESTNUT  STS. 


Bouillon 

Capsules 


SEE  THEM  MELT! 


Put  a  package  of  these  on  your  counter, 
with  a  little  card  telling  what  they’re  are 
good  for.  and  they'll  melt  away  like  snow. 
ANKER’S  BOUILLON  CAPSULES  make 
bouillon,  soup  or  beef  tea,  and  everybody 
likes  one  of  the  three,  especially  when 
they’re  so  delicious  as  they  are.  Ten 
capsules  in  a  box — drop  one  in  hot  water. 

Good  goods  and  r  good  profit. 


ROYAL  SPECIALTY  CO.,  Sole  Manufacturers 
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Contributed. 


How  Fast  We  Get  Rich  in  the  Grocery 

Business 


Student  of  the  Business  Cites  Three  Cases  of  Retail  and  Whole¬ 
sale  Grocers  and  Contrasts  How  Fast  They  Ought  to  Get 
Rich  With  How  Fast  They  Do.  Turning  Capital  Three  Times 
a  Year  Would  Yield  Seven  per  Cent,  on  Investment  and 
Two  and  One-Third  per  Cent,  on  Sales.  Average  Business 
Doesn’t  Work  That  Way,  Because  So  Many  Goods  Are 
Sold  That  Promise  to  Pay  Large  Profits;  But,  Not  Being 
in  Demand,  Pay  None. 


A  young  man,  twenty-one,  falls 
heir  to  $100,000  invested  in  the 
wholesale  grocery  business,  lives 
comfortably,  and  makes  7  per 
cent,  a  year  net  on  his  capital. 

At  31  he  has  $200,000. 

At  41  he  has  $400,000. 

At  51  he  has  $800,000. 

At  61  he  has  $1,600,000. 

At  71  he  retires  with  $3,200,000. 

Another,  same  age,  goes  into 
the  retail  grocery  business  with 
$10,000.  He  also  lives  comfort¬ 
ably  and  makes  7  per  cent,  net  a 
year  on  his  capital. 

At  31  he  has  $20,000. 

At  41  he  has  $40,000. 

At  51  he  has  $80,000. 

At  61  he  has  $160,000. 

At  71  he  retires  with  $320,000, 


which  at  5  per  cent,  is  $16,000  a 
year. 

Still  another,  same  age,  with 
$1,000,  goes  into  retail,  lives  com¬ 
fortably,  and  makes  7  Per  cent,  a 
year  net  on  his  capital. 

At  31  he  has  $2,000. 

At  41  he  has  $4,000. 

At  51  he  has  $8,000.  ■ 

At  61  he  has  $16,000. 

At  71  he  retires  with  $32,000, 
which  at  5  per  cent,  is  $1,600  a 
year. 

How  many  times  a  year  should 
a  wholesale  grocer  turn  over  his 
capital?  How  many  times  should 
a  retail  grocer  turn  over  his  capi¬ 
tal?  Business  differs  so  much, 

say  three  to  ten  times  for  both. 
Say  the  three  young  men  turn 


their  capital  over  three  times  a 
year.  A  dollar  buys  three  times 
a  year  and  sells  three  times;  three 
profits  a  year.  The  average  rate 
of  net  profit  is  2T*4  per  cent. 

These  three  men,  who  retired 
after  fifty  years  of  successful 
service  with  thirty-two  times  their 
original  capital,  made  it  with  2*4 
per  cent,  net  profit  on  sales. 

But  the  average  grocer,  whole¬ 
sale  or  retail,  doesn’t  get  on  like 
that.  Why  not? 

He  turns  over  his  capital  three 
times  a  year,  doesn’t  he?  Yes. 
And  he  doesn’t  double  it  every  ten 
years,  does  he?  No. 

Then  he  doesn’t  make  2*4  per 
cent,  net  profit  on  sales.  Why 
not?  Two  reasons:  Some  goods 
don’t  pay  their  expense — you’re 
used  to  that;  can’t  help  it;  what’s 
the  use  talking  about  it?  The 
other  reason  is:  He  can’t  sell 
enough  of  the  goods  that  pay  to 
bring  the  average  up  to  2j4  per 
cent,  net  profit ! 

It  would  be  foolish  to  go  so  far 
and  not  go  farther.  Why  can’t  he 
sell  the  profit  goods  as  well  as  the 
no  profit  goods?  Wrong  goods. 
He  chose  those  goods  for  the 
profit  they  promised  to  pay. 
They  lied;  he  ought  to  have 
known  they  lied.  He  counted  his 
hopes. 

You  want  the  goods  that  the 


people  want  and  that  pay  a  fair 
profit.  Profitable  and  wanted 

goods. 

The  no-profit  goods  have  been 
turned  out  by  the  maker  into  the 
world  to  be  sold  for  what  they’ll 
fetch.  The  maker  has  taken  al! 
the  profit  they’ll  bear  and  aban¬ 
doned  them. 

Why  you  grocers  should  squab¬ 
ble  over  such  stuff  and  make  less 
than  that  average  2j4  per  cent 
net  on  your  sales  is  your  question 
not  ours. 

The  profitable  and  wantet 
goods  are  within  your  reach 
What  stands  in  their  way  beside 
those  tramps?  Your  practice  § 
trying  to  sell  other  goods  for  ira 
possible  profits. 

We  have  shown  you  how  yot 
come  out.  You  make  less  thai 
an  average  2J4  per  cent,  on  sale 
because  you  buy  goods  you  can' 
sell. 

The  lesson  is:  Don’t  coun 
your  chickens  till  they  ar 
hatched.  Don’t  count  profit  ti 
goods  are  sold.  Don’t  buy  good 
for  a  profit  you  can’t  get.  But 
maxim  isn't  so  good  as  a  princ 
pie:  Better  be  fair.  The  principi 
thing  in  the  grocery  business  i 
service. 

A.  Schilling. 

San  Francisco,  Cal., 

September  17,  1911. 


This  Bill,  Now  Pending,  Gets  at  Parcels 
Post  in  New  Way 

Introduced  by  Senator  Bourne,  of  Oregon,  It  Merely  Extends 
to  American  Citizens  the  Same  Postal  Rights  in  Shipping 
Packages  Among  Themselves,  Which  They  Have  in  Shipping 
Them  to  Foreign  Countries. 

Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 


Washington,  D.  C., 

September  21,  1911. 
Among  the  parcels  post  bills 
which  are  pending  in  one  house 
or  the  other  of  Congress  is  one 
which  is  not  quite  so  well  known 
as  the  others.  It  was  introduced 
just  before  adjournment  by  Sena¬ 
tor  Jonathan  Bourne,  Jr.,  the  in¬ 
surgent  Senator  of  Oregon,  and  is 
the  shortest  parcels  post  bill  yet 
introduced.  Following  is  the  full 
text : — 

Be  it  enacted  by  the  Senate  and 
House  of  Representatives  of  the 
United  States  of  America  in  Con¬ 
gress  assembled,  That  from  and 
after  the  passage  of  this  act  no 
higher  postage  rate  shall  be  charged 


for  the  transmission  of  mail  en¬ 
tirely  within  the  United  States  or 
its  possessions  than  is  charged  for 
transmission  of  mail  partly  within 
and  partly  without  the  United 
States  or  its  possessions.  The  Post¬ 
master-General  is  hereby  authorized 
and  required  to  establish  and  en¬ 
force  rules  and  regulations  which 
will  give  the  people  of  the  United 
States  rights  and  privileges  in  the 
use  of  the  United  States  mails  as 
liberal  as  the  rights  and  privileges 
the  United  States  accords  to  the 
people  of  the  most  favored  nation. 

It  will  be  seen  that  this  bill  gets 
at  the  subject  of  parcels  post  in  a 
wholly  different  way  from  the 
others.  The  speech  which  Sena¬ 
tor  Bourne  made  in  support  of 
his  bill  may  be  interesting,  so  I 
have  copied  it  from  the  “Congres¬ 
sional  Record”: — 


Mr.  President,  it  may  seem 
strange  to  members  of  the  Senate 
that  there  should  be  a  possibility 
of  legislation  giving  American  citi¬ 
zens  privileges  in  the  United  States 
mails  between  themselves  equal  with 
those  enjoyed  by  residents  of  this 
country  in  transaction  of  business 
with  residents  of  foreign  countries. 

|  The  facts  are  these :  Within  the 
United  States  the  rate  of  postage 
on  fourth-class  matter  is  16  cents 
a  pound,  with  a  limit  of  four 
pounds.  The  United  States  is  party 
to  a  treaty  under  which  residents  of 
twenty-nine  foreign  countries  may 
send  fourth-class  matter  through 
the  United  States  mails  at  12  cents 
a  pound,  with  a  limit  of  eleven 
pounds.  In  other  words,  a  man 
may  send  an  eleven-pound  package 
from  San  Francisco  to  Rome,  Italy, 
at  12  cents  a  pound,  but  if  he  wishes 
to  send  the  same  article  to  New 
York  he  must  divide  them  into 
packages  of  not  to  exceed  four 
pounds  each  and  pay  16  cents  a 
pound.  A  Japanese  residing  in  New 
York  can  send  an  eleven-pound 
package  to  his  friends  in  Tokyo  at 
12  cents,  but  an  American  in  New 
York  can  send  only  a  four-pound 
package  from  New  York  to  Wash¬ 
ington  and  must  pay  16  cents  a 
pound. 

Mr.  President,  the  Committee  on 
Post  Offices  and  Post  Roads  of  both 
Senate  and  House  have  under  con¬ 
sideration  bills  for  the  establish¬ 
ment  of  parcels  post.  In  my  opin¬ 
ion,  the  specific  provisions  of  such  a 
bill  should  be  fixed  only  after  the 
most  careful  investigation.  I  be¬ 
lieve  Congress  will  establish  a  par¬ 


cels  post  rate  of  less  than  12  cents 
a  pound,  and  a  rate  very  much  less 
than  that  for  short  hauls.  But 
whatever  the  ultimate  action  on  the 
question  of  parcels  post,  I  see  no 
reason  for  delay  in  the  enactment 
of  this  law,  giving  American  citi¬ 
zens  as  favorable  postal  facilities 
as  this  Government  extends  to  resi-< 
dents  of  foreign  countries.  Espec- : 
ially  is  this  true  when  investiga¬ 
tion  by  the  Post  Office  Department  j 
shows  that  the  cost  of  transporting  j 
fourth-class  matter  is  approximately 
12  cents  a  pound.  The  passage  of 
this  bill  will  in  no  way  conflict  with 
any  subsequent  legislation  on  the 
subject  of  parcels  post  . 

Holt. 


Grapes  range  10  to  12  cents  p 
small  basket,  including  Concort, 
Delawares  and  Niagaras.  .Tl:‘ 
demand  is  fair.  Wine  grap> 
average  35  cents  per  basket. 


ELTON  J.  BUCKLE'S 

Editor  “Grocery  World  and  General  Merckan 

Attorney  and  Counselor  at  Ur 

643-648  Land  Title  Building,  Pblla.,  Pa. 
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Bell,  Spruce  2608-2609 
Keystone,  Race  746 
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$2,500.00  In  Prizes 

To  Increase  Oatmeal  Consumption 

185  Prizes,  Ranging  from  $100  Down 
Open  to  Grocers  and  Their  Clerks 

THE  Quaker  Oats  Company  starts  its  Fall  advertising  with  a 
new  innovation.  See  the  October  magazines  and  women’s 
publications.  They  come  out  about  September  25th. 

We  offer  there  185  prizes,  totaling  $2,500.00.  There  are  five  prizes  of  $100.00  each, 
ten  of  $50.00  each,  etc.  They  are  offered  by  us  to  those  who  send  the  best  letters,  illus¬ 
trating  the  good  which  people  get  from  eating  oatmeal. 

You  men  who  sell  oats  should  have  a  chance  at  those  prizes. 

Be  sure  that  you  see  those  announcements. 

And  notice  this  when  you  read  such  announcement:  The  object  of  our  advertising — 
as  it  has  been  for  years — is  to  increase  the  oatmeal  consumption.  We  are  not  merely 
after  existing  trade.  Nine-tenths  of  our  aim  is  to  increase  the  sale  of  oatmeal. 

A  recent  house-to-house  canvass  which  we  made  in  twelve  cities  shows  that  two- 
thirds  of  all  families  are  now  using  oatmeal.  About  half  of  them  use  it  daily. 

Our  object  now  is  to  bring  this  greatest  of  all  foods  into  constant,  universal  use. 

And  that  is  for  the  good  of  all. 

The  Quaker  Oats  Company  is  doing  more  than  all  others  to  nurture  the  trade  in  oatmeal. 
It  has  done  more  than  all  others  to  make  people  like  oatmeal. 

Quaker  Oats  is,  beyond  any  question,  the  finest  oat  food  in  existence. 

By  quality,  by  advertising  and  by  right  business  methods  we  are  constantly  building 
the  trade  in  oatmeal.  If  you  believe  that  these  efforts  are  good  for  you — and  good  for 
all — we  ask  you  to  help. 

The  Quaker  Oats  (omparvy 

CHICAGO 


* 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  "GROCERY  WORLD  AND  GENERAL  MERCHANT'* 
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The  New  York  Letter 


Grocery  Trade  Glad  Wiley  Was  Exonerated.  American  Specialty 
Manufacturers  to  Discuss  Private  Brands.  Black  Teas  Also 
Artificially  Colored.  Everybody  in  Trade  Making  Good 
Sugar  Profits.  Various  Trade  Items  and  Market  Summary. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 


New  York,  Sept.  22,  1911.. 
Representative  men  in  the  gro¬ 
cery  and  drug  trades  have  ex¬ 
pressed  themselves  as  thoroughly 
pleased  with  the  action  of  Presi¬ 
dent  Taft  in  exonerating  Dr. 
Wiley.  There  is  evidently  a 
widespread  belief  that  back  of  the 
doctor’s  open  enemies  were  men 
who  would  like  to  sell  adulterated 
food  or  the  chemicals  that  are 
used  in  the  adulteration.  It  is 
known,'  of  course,  that  the  drug 
and  chemical  lobby  has  for  years 
been  one  of  the  most  powerful, 
with  plenty  of  money  at  its  dispo¬ 
sition. 

A  number  of  telegrams  were 
sent  from  the  wholesale  grocery 
trade  congratulating  Dr.  Wiley 
on  the  outcome.  The  following 
telegram  was  sent  by  members  of 
Francis  FI.  Leggett  &  Co.: — 

Mr.  Whitmarsh,  Mr.  Juhring  and 
myself  send  our  heartiest  congratu¬ 
lations  over  the  sweeping  exoner¬ 
ation  of  the  President’s  decision 
from  Beverly.  (Signed)  Alfred  W.. 
McCann. 

Several  of  the  jobbers  expressed 
the  opinion  that  this  action  of  the 
President  means  that  those  who 
try  to  adulterate  or  misbrand  food 
products  must  reform  their  ways 
or  get  out  of  the  business.  Others 
think  that  this  is  rather  an  opti¬ 
mistic  view  and  remark  that  there 
are  still  left  opportunities  for 
turning  some  tricks  in  the  trade; 
and  conditions  will  not  be  entirely 
corrected  until  the  laws  of  all 
of  the  States  are  brought  into  har¬ 
mony  with  the  Federal  food  law. 
*  *  * 

Votes  thus  far  received  from  di¬ 
rectors  of  the  American  Specialty 
Manufacturers’  Association  on 
the  place  of  holding  the  annual 
convention  November  16th  and 
17th  maintain  a  tie  between  New 
York  and  Chicago.  There  are  14 
members  in  the  Board  of  Direc¬ 
tors. 

This  situation  is  puzzling  and 
the  officers  are  desirous  of  getting 
a  decision  so  as  to  go  on  with  the 
arrangements  for  the  meeting.  A 
suggestion  has  been  heard  for  a 
compromise  by  meeting  in  some 


city  that  would  be  midway  be¬ 
tween  New  York  and  Chicago, 
and  Buffalo  has  been  mentioned. 

*  *  * 

It  is  reported  that  one  of  the 
members  of  the  American  Spe¬ 
cialty  Manufacturers’  Association 
is  preparing  to  bring  up  the  sub¬ 
ject  of  private  brands  at  an  execu¬ 
tive  session  to  be  held  on  the  sec¬ 
ond  day  of  the  coming  convention, 
so  that  it  may  be  considered  and 
action  taken  without  any  unneces¬ 
sary  publicity.  The  officers  of  the 
association  say  that  they  have  no 
knowledge  of  any  such  plan  and 
no  special  arrangements  are  being 
made  officially  for  the  proposed 
discussion. 

But  it  will  be  in  the  power  of 
members  to  bring  up  for  discus¬ 
sion  any  subject  that  they  please, 
as  there  is  no  gagging  at  these 
conventions  and  so  nobody  can 
tell  exactly  what  may  or  may  not 
be  done. 

The  talk  is  of  a  revival  of  the 
plans  for  .central  distributing 
depots  which  would  make  the  spe¬ 
cialty  manufacturers  independent 
of  the  jobbers  if  it  should  become 
necessary  to  open  warfare  on  the 
private  brands. 

One  of  the  specialty  manufac¬ 
turers  is  now  said  to  refuse  to  sell 
his  product  to  any  jobber  who  has 
a  competing  private  brand  and 
is  also  trying  to  keep  other  job¬ 
bers  from  supplying  those  who 
are  cut  off  the  list  for  this  reason. 
Fie  argues  that  a  jobber  with  a 
private  brand  is  worse  than  an 
open  competitor — is  like  a  secret 
enemy — as  such  a  jobber  will  al¬ 
ways  push  the  sales  of  his  own 
brands  in  preference  to  all  others 
and  is  in  a  position  to  do  harm  to 
a  manufacturer  by  disloyal  meth¬ 
ods  of  selling. 

Of  course  the  question  is  most 
acute  in  the  large  cities  in  which 
some  of  the  big  wholesalers  are 
practically  manufacturers  as  well 
as  jobbers. 

*  *  * 

Now  it  is  stated  that  the  Chi¬ 
nese  black  teas,  especially  Foo- 
chows,  often  contain  coloring 
matter  and  the  authorities  at 


Washington  have  decided  not  to 
admit  any  teas,  green  or  black, 
that  have  any  traces  of  artificial 
coloring. 

It  was  at  first  supposed  that 
only  the  green  teas  would  be  af¬ 
fected  by  the  color  regulations. 
The  new  development  is  making 
importers  extremely  careful  in 
buying  any  kind  of  Chinese  teas 
and  as  a  result  of  the  present 
situation  higher  prices  are  again 
predicted. 

It  appears  that  some  of  the 
samples  of  teas  deposited  with 
collectors  of  ports  as  the  stand¬ 
ards  have  been  found  to  contain 
coloring.  Because  of  this  a  few 
of  the  importers  began  to  expect 
concessions  from  the  authoritits 
in  the  matter  of  coloring,  but  the 
Washington  officials  have  sent 
word  to  the  collectors  that  under 
no  circumstances  is  any  tea  with 
artificial  coloring  to  be  admitted. 
New  samples  without  coloring 
will  be  supplied. 

*  *  * 

Another  of  the  trusts  that  dis¬ 
tribute  their  products  in  part 
through  the  retail  grocery  trade 
received  the  attention  of  the  Gov¬ 
ernment  this  week  when  Ft.  A. 
Wise,  the  United  States  District 
Attorney,  filed  a  petition  to  dis¬ 
solve  the  kindling  wood  combina¬ 
tion.  A  number  of  companies  are 
alleged  to  be  in.  a  combination 
which  supplies  bundled  kindling 
wood. 

*  *  * 

Wholesalers  and  many  retailers 
have  been  making  quite  a  profit  in 
sugar  as  a  result  of  the  recent  ad¬ 
vances.  Those  who  were  fortu¬ 
nate  enough  to  have  considerable 
supplies  or  contracts  ahead  are 
now  finding  sugar  one  of  the  most 
profitable  articles  that  they  sell,  as 
the  prices  have  been  marked  up 
everywhere  to  the  new  basis. 

As  sugar  has  been  notoriously 
an  article  on  which  the  distribu¬ 
ters  have  received  only  the  closest 
margin  or  perhaps  none  at  all,  the 
present  condition  is  a  novelty. 
Several  of  the  big  jobbing  houses 
are  said  to  be  heavily  ahead  of 
the  game  as  the  result  of  timely 
purchases  made  before  the  ad¬ 
vances. 

*  *  * 

It  is  charged  that  the  meat  of 
diseased  and  decrepit  horses  i-s 
shipped  out  of  this  country  and 
later  brought  back  here  in  the 
form  of  foreign  bologna,  and 
dried  and  smoked  beef,  which  are 
sold  at  fancy  prices. 


The  Government  is  collecting 
evidence  on  the  subject  and  has 
presented  this  evidence  to  the 
New  Jersey  State  Board  of 
Health.  One  large  packing  house 
is  named  and  it  is  likely  that 
others  will  be  brought  into  the 
proceedings  that  are  expected  to 
result  in  both  Federal  and  State 
courts. 

Must  of  this  horse  meat,  accord¬ 
ing  to  rumor,  has  been  sold,  after 
being  prepared  abroad,  to  con¬ 
sumers  in  New  York  and  vicinity. 

*  *  *  .» 

Next  Tuesday'  has  been  set  for 
a  hearing  in  the  cases  brought  un¬ 
der  the  new  cold  storage  law  of 
thi>  State  against  the  Greenwich 
Cold  Storage  Co.  and  L.  P.  Prior, 
its  president.  The  charge  is  that 
61  barrels  of  sardines  and  other 
fish  were  received  at  the  ware¬ 
house  and  not  marked  with  the 
date  of  arrival,  as  required  by  the 
law.  The  hearing  will  take  place 
in  the  court  of  special  sessions.® 
*  *  * 

The  dried  fruit  trade  has 
learned  with  regret  of  the  death  of 
R.  E.  Funsten,  president  of  the 
R.  E.  Funsten  Dried  Fruit  and 
Nut  Co.,  of  St.  Louis. 

*  *  * 

New  incorporations  include  the 
l  nited  Grocers’  Co.,  Camden. 
N.  J.,  to  deal  in  groceries,  farm 
and  dairy  products ;  capital  stock. 
$500,000;  incorporators,  IF.  G. 
Hallinger,  Merchantville ;  F.  J. 
Hineline,  R.  L.  Warren,  Camden. 
The  New  Jersey  Dairy'  Products 
Co..  Perth  Amboy,  N.  J. ;  capital 
stock,  S25.000;  H.  Kopper,  ‘ Jfi. j 
Klein,  A.  Goldman,  M.  Friedman, 
all  of  Perth  Amboy. 


Summarized  Market  Con¬ 
ditions.  ’ 

Spot  coffee  is  firm  in  sympathy 
with  the  rising  market  in  options. 
The  country  is  looking  for  offer¬ 
ings  at  concessions  and  not  get¬ 
ting  them  is  taking  cheap  grades. 
The  effect  of  this  tendency  of  jj 
roasters  to  seek  cheapness  rather  * 
than  quality  is  a  problem  and 
some  are  fearful  that  it  may  check  : 
consumption.  Substitution  and 
compounding  are  already  said  tojj 
exercise  a  strong  influence  in  .1 
some  parts  of  the  country.  Buy-  : 
ers  are  admitting  that  the  bull  in-  1 
terests  in  coffee  are  stronger  than  3 
was  supposed  a  few  weeks  ago.  I 
Mild  grades  are  firm,  with  busi-  i 
ness  of  a  routine  character. 


grocery  world  and  general  merchant 


9 


- :  “  i 

The  high  prices  of  sugar  are  ex-  ^ 
;cted  by  the  refiner  to  continue 
util  November  unless  the  con- 
lmption  should  be  greatly  de- 
•eased,  in  which  event  an  earlier 
adjustment  of  prices  would  be 
assible..  There  is  a  feeling  in 
iany  parts  of  the  country  that 
le  big  companies  are  in  some 
ay  responsible  for  the  high 
rices  and  have  taken  advantage 
:  the  fact  that  this  is  a  big  fruit 
sar,  with  a  big  demand  for  sugar 
>r  canning  purposes.  It  is  possi- 
le  that  many  housewives  will 
:bel  against  high  sugar  by  cur¬ 
dling  the  amount  of  canning  that 
ley  would  otherwise  do.  The 
merican  is  quoting  same  prices 
;  a  week  ago,  6.75  cents  less  2 
er  cent,  for  standard  granulated, 
.rbuckles  quote  7.50  cents;  the 
ederal  7.25  cents.  Warner  and 
lowell  are  out  of  the  market. 

The  demand  for  canned  toma- 
ies  is  light,  but  there  is  no  sell- 
lg  pressure.  There  is  a  waiting 
ttitude  as  to  the  new  crop  in 
Drn.  Spot  supplies  are  small,  but 
le  demand  is  light.  Peas  are 
rm  and  the  demand  seems  about 
qual  to  the  present  offerings, 
'here  is  not  much  doing  in  string 
eans.  The  pack  is  said  to  be 
hort,  but  the  packing  season  has 
till  some  time  to  run.  Offerings 
f  the  more  desirable  grades  of 
sparagus  are  light. 

Supplies  of  all  kinds  of  canned 
ruit  are  light  and  prices  are  main¬ 
lined.  There  is  a  fair  demand 
Dr  Southern  peaches  and  prices 
re  firm.  Pineapples  are  in  small 
upply  at  firm  prices. 

Dried  prunes  are  strong,  espe- 
ially  in  large  sizes,  which  are 
'ffered  sparingly.  Dried  peaches 
re  not  as  weak  as  they  were  re- 
ently.  There  is  little  activity  in 
Iried  apricots.  There  is  a  bearish 
one  in  raisins,  but  it  is  said  in 
he  trade  that  this  is  due  to  an 
'ffort  of  the  packers  to  influence 
growers  on  new  contracts,  and 
hat  the  pagkers  are  not  trying 
lard  to  get  business  on  the  basis 
)f  the  quotations.  Currants  are 
piiet. 

There  has  been  a  sharp  decline 
n  the  prices  of  domestic  sardines. 
\11  prices  are  subject  to  confirma- 
:ion  and  represent  a  loss  to  the 
packers,  it  is  said.  It  is  predicted 
diat  the  low  level  will  not  con¬ 
tinue  long. 

The  flour  trade  has  been  rtf  a 
routine  character  with  prices  un¬ 
changed  and  a  general  inclination 


to  await  the  outcome  of  the  reci¬ 
procity  vote  in  Canada  before  put¬ 
ting  through  any  important  busi¬ 
ness. 

The  butter  market  is  steady, 
with  a  fair  trade.  Prices  are 
about  the  same  as  a  week  ago, 
with  fancy  specials  bringing  as 
much  as  27  to  27J4  cents ;  extras, 
26  to  2 6y2  cents;  firsts,  24  to  25 
cents. 

The  egg  market  is  irregular 
under  heavy  receipts.  There  con¬ 
tinues  a  good  outlet  for  the  high 
grades  of  fresh  gathered  eggs,  but 
there  is  a  surplus  of  medium  and 
lower  grades.  The  fresh  gathered 
Western  extras  are  quoted  from 
25  to  27  cents;  firsts  and  extra 
firsts  from  21  to  24  cents. 

Fred.  A.  McGill. 


Taft  Exonerates  Dr.  Wiley. 


Decides  that  Chief  Chemist  Did  Not 
Act  Improperly  and  Should  There¬ 
fore  Not  be  Dismissed.  Reprimands 
Other  Attaches  of  Department. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

Washington,  D.  C., 

September  22,  1911. 

The  long-looked  for  decision  by 
President  Taft  in  the  Wiley  case 
was  rendered  early  during  the 
week,  when  the  President  deliv¬ 
ered  a  letter  to  Secretary  of  Agri¬ 
culture  Wilson,  in  which  he  up¬ 
holds  Dr.  Wiley  in  everything  he 
has  done,  but  recommends  that 
Dr.  L.  F.  Kebler,  chief  of  the  drug 
laboratory  of  the  Bureau  of 
Chemistry,  and  Dr.  W.  D.  Bige¬ 
low,  assistant  chief  of  the  bureau, 
be  reprimanded.  Dr.  PI.  H.  Rus- 
by,  of  New  York,  pharmaconist  of 
the  bureau,  over  whose  employ¬ 
ment  the  trouble  arose,  is  cleared 
of  the  charges  against  him. 

The  decision  was  merely  on  the 
charge  recently  made  against  Dr. 
Wiley  that  he  should  be  dis¬ 
missed  or  permitted  to  resign,  be¬ 
cause  he  had  employed  Dr.  PI.  H. 
Rusby,  an  expert  chemist,  on  un¬ 
lawful  terms.  The  mix-up  that 
came  later,  involving  the  whole 
conduct  of  the  Federal  hood  and 
Drug  Board,  was  not  decided,  as 
the  committee  investigating  same 
has  not  yet  rendered  its.  report. 

Holt. 


Sweet  potatoes  rule  consider¬ 
ably  higher  than  last  year.  The 
present  range  is  50  to  60  cents  per  | 
basket,  against  35  cents  last 
year. 


Everything  in  the  Grocery  Line 
at  Low  Prices  for 

CASH 

We  have  noTraveling  Salesmen 


Note  the  following  quotations  and  write  for 

“  THE  CASH  GROCER  ” 

containing  prices  on  the  full  line. 

NEW  NORWAY  MACKEREL,  1911  Catch,  Fancy  White 

Fat  Fall  Caught  No.  2s,  about  220  to  240  fish . per  bbl.,  $20.50 

X-bbls.  (100  lbs.  fish) . per  X-bbl.,  10.75 

X-bbls.  (50-lb.  blue-painted  tubs) . per  tub,  5.48 

No.  3s‘,  about  320  to  340  fish . „ . per  bbl.,  16.00 

X-bbls.  (100  lbs.  fish) . per  X-bbl.,  8.50 

X -bbls.  (50-lb.  blue  painted  tubs) . per  tub,  4.35 

We  recommend  the  quality  and  guarantee  the  weight. 

MAC0N0CHIES,  Kippered  Herring,  plain,  flat  oval 

cans,  2  doz . per  doz.,  1.25 

PARCHMENT  BUTTER  PAPER,  best  quality,  9  x  12, 

1,000  sheets,  full  count,  25-pack  lots . per  pack,  .63 

10-pack  lots .  per  pack,  .64 

5-pack  lots . per  pack,  -65 

SARDINES,  Monitor  Brand,  Xs  Oil,  100  cans . per  case,  2.55 

5  or  10-ease  lots . per  case,  2.50 

Monitor  Brand,  Xs  Mustard,  48  cans . per  case,  2.50 

5  or  10-case  lots . . per  case,  2.45 

Star  Brand,  Xs  Mustard,  100  cans . per  case,  2.52 X 

5  or  10-case  lots .  per  case,  2  50 

New  goods,  pack  1911.  Sardines  are  lower  in  price  than 
you  have  heard  on  them  for  many  a  day. 

CALIFORNIA  LIMA  BEANS,  bags  about  80  lbs., 

single  bags . per  lb  ,  .06X 

5  or  10-bag  lots . per  lb.,  .06X 

ROLLED  OATS,  bbls . per  bbl.,  5.25 

90-lb  bags  (X-bbl.) . per  bag.  2.50 

5  or  10-bag  lots . per  bag,  2.47X 

Finest  quality  Rolled  Oats  on  the  market,  and  positively 
new  goods,  crop  of  1911. 

HARLEM  OIL,  Genuine  Imported  Dutch,  bladder 

stopper,  gross  lots  or  over . per  gross,  2.15 

X -gross  lots . per  gross,  2.25 

X-grosslots . per  gross,  2  35 

The  above  prices  good  for  week  only,  September  25th  to  30th,  inclusive 

BARBER  &  F ERKINS 

Wholesale  Cash  Grocers 

29, 31 , 33  N.  Water  Street  28  N.  Delaware  Avenue 

PHILADELPHIA,  PENNA. 
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WITH  THE  EDITOR 


In  a  recent  issue  this  journal 
repeated  some  statements  made 
by  a  native 

The  Cleanliness  of  Smyrna  fig 

Fie*-  packer  on  a  visit 

to  Philadelphia, 
touching  the  almost  incredible 
filth  in  which  the  packing  of  figs 
for  the  American  market  had  been 
carried  on  in  Turkey,  practically 
up  to  the  present  time.  Readers 
hereof  will  remember  that  last 
season  several  importations  of 
figs  were  held  up  by  the  United 
States  Government  because  they 
showed  plainly  the  nauseous  con¬ 
ditions  under  which  they  had 
been  packed. 

Forced  by  the  attitude  of  this 
country,  it  now  appears  that  the 
fig  packers  of  Smyrna  have  insti¬ 
tuted  a  reform.  The  news  is  re¬ 
ported  in  a  letter  received  from 
the  Vice  Consul  of  the  American 
Government  at  Smyrna,  Turkey, 
from  which  the  following  extracts 
are  taken : — 

Last  year,  under  the  pressure  of 
the  American  market  and  of  the 
American  Consulate-General  in  this 
city  (Smyrna),  acting  under  super¬ 
ior  orders,  the  Smyrna  fig  packers 
worked  under  conditions  of  clean¬ 
liness  and  hygiene  formerly  un¬ 
known  here.  The  local  authorities 
gave  evidence  of  praiseworthy  so¬ 
licitude.  The  municipality  formul- 
lated  very  severe  rules  concerning 
the  cleanliness  of  factories  and  of 
workmen,  and  the  Honorable  Yeni- 
•  dunia,  inspector-general  of  agricul¬ 
ture  of  this  vilayet,  who  inspired 
these  rules  and  who,  being  charged 
with  their  execution,  performed  his 
task  _  with  a  zeal  of  which  every 
one  is  aware.  *  *  *  * 

This  year  the  same  sanitary  pre¬ 
cautions  will  be  applied  under  the 
supervision  of  the  municipal  offi¬ 
cers.  The  Honorable  Edhem,  the 
distinguished  president  of  the  mu¬ 
nicipality  has  added  to  the  old  rules 
new  obligations  to  which  the  fig 
packers  must  conform. 

The  president  of  the  municipality 
states  that  he  attaches  exceptional 
importance  to  the  question  of  the 
fig  business,  especially  in  view  of 
the  conditions  caused  by  the  ex¬ 
istence  of  cholera  in  the  city.  He 
says  that  he  has  taken  all  precau¬ 
tions  so  the  strictest  supervision 
may  be  exercised  by  his  subordi¬ 
nates;  that  two  inspections  will  be 
made  in  the  factories  daily  by  doc¬ 
tors  of  the  municipality  in  order  to 
prevent  by  every  means  possible 
cases  of  chelora  breaking  out  among 
the  workman  during  the  hours  of 
labor;  that  if  by  misfortune  a  per¬ 
son  working  in  a  “han”  is  found 
suffering  from  cholera  the  han  will 
be  immediately  closed  and  work 
suspended  pending  new  orders. 

For  his  part  the  American  vice- 
consul  in  charge  of  the  consulate- 
general  in  Smyrna  will  follow  the 
same  plan  as  that  followed  by  Mr. 
Harris  last  year.  He  will  exercise  1 


an  active  supervision  over  the  fac¬ 
tories;  he  will  keep  informed  as 
to  their  sanitary  condition;  he  will 
ascertain  by  personal  inspection  the 
conditions  under  which  the  work  is 
done,  and  when  satisfied  as  to  con¬ 
ditions  he  will  sign  the  certificate 
permitting  entry  of  the  goods  into 
the  United  States  in  the  identical 
terms  that  the  “Special  invoice  of 
figs  indorsement  by  consul’’  was 
formulated  last  year. 

Authorities  on  the  subject  as¬ 
sert  that  if  the  conditions  sur¬ 
rounding  the  packing  of  figs  could 
have  been  known  in  this  country, 
the  demand  for  them  would  have 
almost  instantly  dwindled  to 
nothing.  This  has  been  a  case 
where  ignorance  has  been  bliss. 


Dr.  H.  W.  Wiley,  chief  Govern¬ 
ment  chemist,  has  been  com¬ 
pletely  vindicated 
Dr.  Wiley’s  Vindica-  by  the  I  resident, 
‘i°n.  as  this  journal 

hoped  and  pre¬ 
dicted  he  would  be.  The  Presi¬ 
dent  finds  that  no  shadow  of 
blame  rests  upon  him,  and  that 
his  part  in  the  retaining  of  Dr. 
H.  H.  Rusby  as  an  expert  chem¬ 
ist  was  entirely  honorable  and 
legal.  The  President  even  praises 
him  for  his  efforts  to  obtain 
proper  enforcement  of  the  Federal 
food  law,  and  expresses  sympathy 
with  him  for  the  obstacles  he  has 
had  to  surmount  to  do  that. 

The  President’s  attitude  toward 
Dr.  Wiley  is  ifi  rather  sharp  con¬ 
trast  with  his  remarks  upon  other 
attaches  of  the  Chemistry  De¬ 
partment,  whom  he  reprimands, 
courteously  but  unmistakably. 
The  whole  incident  has  ended 
with  a  complete  victory  for  Dr. 
Wiley,  and  at  least  a  temporary 
routing  of  his  enemies.  Whether 
he  will  make  as  good  a  showing  in 
the  report  of  the  Congressional 
Committee  which  is  examining 
the  entire  scope  and  workings  of 
the  Federal  Food  and  Drug 
Board,  remains  to  be  seen.  In  the 
writer’s  judgment,  there  is  a 
sharp  shake-up  coming  in  the 
Governmental  department  which 
enforces  the  Federal  food  law,  but 
in  all  probability  Dr.  Wiley  will 
suffer  from  it  less  than  anybody 
else. 

The  writer  is  exceedingly  glad 
that  Dr.  Wiley  was  exonerated  in 
the  Rusby  matter.  Without  doubt 


he  has  been  and  is  a  valuable  pub¬ 
lic  servant,  and  with  some  kind  of 
a  practical  check  he  would  make 
an  indispensable  one. 


,The  mad  and  unreasoning 
thirst  for  a  bonus  with  everything 
we  buy  had  an 

Tradinf  Stamps  With  impressive  illuS- 

Finei.  tration  in  Phila¬ 
delphia  during 
the  week,  when  a  man  who  had 
A>een  arrested  for  cruelty  to  ani¬ 
mals  asked  in  all  seriousness  for 
trading  stamps  when  he  paid  his 
fine.  This  was  one  Louis  Gross- 
man,  a  small  storekeeper  at  805 
Wood  street,  who  was  accused  by 
the  S.  P.  C.  A.  of  mistreating 
pigeons  and  fowls.  He  made  no 
defense  and  was  fined  $10.50, 
which  he  paid,  but  with  deep  dis¬ 
appointment  after  he  learned  that 
no  stamps  were  issued. 

Naturally  the  untutored  mind 
of  Mr.  Louis  Grossman  cannot  be 
accepted  as  a  type  of  the  beliefs 
and  understandings  of  other  mer¬ 
chants,  or  even  of  the  rank  and 
file  of  the  general  public,  as  to  the 
conditions  under  which  trading 
stamps  are  used.  Nevertheless, 
this  little  incident  shows  how 
thoroughly  one  type  of  mind — a 
merchant’s  mind  at  that — has  be¬ 
come  imbued  with  the  false  and 
hypnotizing  virus  of  the  trading 
stamp. 


The  attitude  which  has  devel¬ 
oped  in  France  toward  the  storage 
of  food  certainly 
a  Peculiar  Cold  stor-  presents  a  curi- 
agc  Condition.  ous  contrast  with 

our  own  attitude 
toward  it  in  the  United  States. 
Readers  of  daily  papers  know  that 
for  weeks  there  have  been  riots 
all  through  France  over  the  high 
prices  of  food.  In  the  large  cities 
particularly,  the  disorder  has 
grown  wild,  culminating  in  the 
destruction  of  establishments  of 
grocers  who  of  course  had  no 
more  to  do  with  the  high  prices 
than  those  in  this  country. 

A  meeting  of  the  President’s 
Cabinet  last  week  considered 
ways  and  means  of  reducing  food 
prices  to  a  proper  level,  and  one 
of  the  plans  adopted  was  the  es¬ 


tablishing  of  cold  storage  ware¬ 
houses,  which  are  now  greatly 
lacking  throughout  the  whole  of 
France. 

Now  mark  the  contrast.  In 
France  the  President's  Cabinet 
decides  that  the  best  way  to 
moderate  food  prices  is  through 
the  medium  of  cold  storage;  in 
the  L'nited  States,  where  cold 
storage  has  been  brought  to  its 
maximum  development,  there  is 
an  outcry  that  it  has  been  the 
chief  factor  in  raising  the  cost  of 
living. 

Of  course  this  analysis  of  the 
situation  is  not  strictly  accurate; 
it  is  only  fools  who  accuse  Ameri¬ 
can  cold  storage  of  being  directly 
responsible  for  high  prices, 
though,  let  it  be  said,  the  fools, 
and  the  newspapers  who  cater  to 
them,  represent  a  large  and  grow-  ; 
ing  percentage  of  the  general  pub-  i 
lie.  The  cry  from  the  reasoning 
ones  is  that  the  abuse  of  cold  stor- 
age — the  manipulation  of  it — is  or 
could  be  responsible  for  inflation 
of  the  market.  And  that  is  so,  as 
to  what  could  be,  although  there 
is  no  evidence  that  it  ever  has 
been  as  yet. 


Failures  Show  Sharp  Decline. 

In  Grocery  and  General  Store  Lines 
August,  1911,  Showed  Much  Fewer 
Fatalities  Than  August  1910.  Liabili¬ 
ties  in  General  Store  Failures  Rela¬ 
tively  Greater,  However. 


Failures  made  a  sharp  falling 
off  in  August,  1911,  as  compared 
with  August,  1910,  both  in  the 
grocery  as  well  as  the  general 
store  lines. 

The  figures  are  as  follows: — 

General  Store  Failures — Au¬ 
gust,  1 91 1,  68;  liabilities,  $644,- 
759;  August,  1910,  82;  liabilities, 
$57  L4 19- 

Grocery  Failures — August, 
1911,  133;  liabilities,  $488,798; 

August,  1910,  170;  liabilities, 

$624,541. 


Seckel  pears  from  nearby  points 
range  from  $3.50  to  $5  per  barrel, 
or  50  cents  to  $1.25  per  basket. 
This  is  about  the  same  price  as 
ast  year.  The  bulk  of  the  re¬ 
ceipts  are  very  small. 
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ennsylvania  Commissioner  Foust  Warns 
Retailers  Against  Carrying 
Cereals  Too  Long 

Ms  “  Grocery  World  and  General  Merchant  ”  that  He  Intends 
to  Clean  Up  the  Retail  Stores  of  Pennsylvania  and  Asks 
this  Journal  to  Warn  the  Trade  to  Keep  Stocks  More 
Closely  Cleaned  Up.  Prevalent  Practice  to  Carry  Cereals 
Over.  Commissioner  Advises  Buying  in  Smaller  Quantities 
and  Paying  No  Attention  to  Free  Deals. 


The  following  article  appeared 
last  Sunday’s  Philadelphia 
orth  American” : — 

ALTOONA,  Pa.,  Sept.  16.— State 
rood  Commissioner  James  Foust 
his  evening  stated  that  he  was  pre- 
iaring  to  wage  war  on  merchants 
elling  cereals  and  breakfast  foods 
hat  do  not  come  up  to  the  stand- 
rd. 

i  The  Commissioner  declared  that 
ecently  his  attention  has  been  called 
o  merchants  in  various  parts  of  the 
State  who  sell  cereals  that  are  in- 
ested  with  bugs  and  worms, 
.aused  by  the  stuffs  standing  for 
ong  periods  on  the  shelves  of  the 
;rocers  or  in  the  warehouses  of  the 
vholesalers. 

Commissioner  Foust  says :  “This 
S  the  season  of  the  year  when  the 
igent  of  the  cereal  merchants  is 
elling  the  grocer  to  ‘stock  up’  with 
ill  the  brands  of  breakfast  foods 
hat  innumerable  factories  are  turn- 
ng  out  upon  the  country,  and  which 
t  is  expected  an  unsuspecting  pub¬ 
ic  will  consume  before  another 
:rop  is  grown,  without  much  refer- 
:nce  to  the  kind  of  stuff  it  is. 

“Then,  by  reposing  on  the  shelf 
>r  warehouse,  the  packages  will 
ioon  be  filled  with  innumerable  bugs 
tad  worms.  The  advance  agent  is 
herefore  a  promoter  of  high  prices 
n  the  trade  next  year  by  inducing 
he  guileless  retailer  to  load  his 
shelves  with  enough  goods  to  last 
intil  next  season. 

“Right  here  is  where  the  Pure 
Food  Department  comes  in  and 
proposes  to  make  it  serious  for  such 
jffenders.” 

Preparations  were  being  made 
have  the  above  investigated  for 
is  journal,  when  Commissioner 
)ust  happened  to  drop  in  the 
•iter’s  office,  and  the  matter  was 
scussed  personally. 

According  to  Commissioner 
Hist,  there  is  a  prevalent  prac- 
:e  among  retailers  of  carrying 
eakfast  foods  over  from  one 
ason  to  another.  This  is  espe- 
llly  noticeable  among  country 
tailers,  who  usually  buy  in  lar- 
r  quantities  than  their  city 
rothers.  The  Commissioner 
ates  that  he  has  personally  seen 
eakfast  foods  on  retail  grocers’ 
elves  that  had  been  on  hand  a 
ar. 

Breakfast  foods  carried  beyond 
comparatively  short  time  de- 
riorate  to  a  point  where  they  are 
irdly  edible,  and  where  they  un¬ 


doubtedly  violate  the  law.  They 
develop  worms  and  insects  and 
are  unfit  for  human  food.  Any 
retailer  in  whose  possession  such 
foods  were  found  would  be  liable 
to  a  penalty  under  the  food  law, 
because  no  ordinary  guarantee 
would  save  him,  since  everybody 
who  handles  cereals  is  supposed 
to” know  that  if  carried  too  long 
they  will  spoil.  Therefore  the  re¬ 
tailer  who  carried  them  too  long 
would  not  be  within  the  protec¬ 
tion  of  his  guarantee. 

Commissioner  Foust  states  that 
it  is  his  intention  to  clean  up  the 
retail  stores  in  Pennsylvania  of 
breakfast  foods  that  are  in  an  un¬ 
salable  condition,  but  he  desires 
to  do  so,  as  near  as  he  can,  with¬ 
out  resorting  to  legal  prosecution. 
He  therefore  asks  this  journal  to 
warn  the  retail  trade  to  look  more 
circumspectly  after  their  cereal 
stocks  and  to  keep  them  much 
more  closely  cleaned  up.  The 
Commissioner  expresses  an  opin¬ 
ion  which  is  undoubtedly  sound, 
that  many  grocers  buy  cereals  in 
too  large  quantities.  In  order  to 
get  the  benefit  of  a  lower  price, 
or  a  free  deal,  or  some  other 
mythical  advantage,  they  buy 
more  than  their  immediate  out¬ 
let  will  take.  Their  stock  has  not 
all  been  moved  when  the  big  sell¬ 
ing  season  ends,  and  it  is  accord¬ 
ingly  carried  for  months,  until  not 
legally  salable.  Probably  every 
large  representative  cereal  house 
will  agree  that  retail  grocers 
should  buy  breakfast  foods  only 
as  they  need  them. 

This  journal  advises  its  readers 
that  any  dealer  selling,  offering 
for  sale  or  exposing  for  sale, 
breakfast  foods  which  contain 
worms,  insects,  vermin  of  any 
sort,  or  any  of  the  matter  which 
insects  deposit  is  violating  the 
food  law  and  can  be  criminally 
prosecuted. 


Worth 


For  $14.25 

an  buy 

ARDEN  BLEND  ”  TEA 


from  us  now,  100  lbs.,  in  new  lined  barrels,  for  $14.25 

This  Tea  is  worth  at  least  $18,  and  our  price  can’t 
last  long ;  neither  can  the  Tea  at  our  price.  A 
skillful  blending  of  Foochow,  Oolong,  Congou 
{  and  Green.  Terms  :  Net  Cash,  Ten  Days.  i 

L  The  present  condition  of  the  Tea  market  A 


makes  this  a  big  bargain. 


IS 


MAKES 

HEALTHY,  HEARTY 
CUSTOMERS 

Who  consume  more  groceries  than 
drinkers  of  tea  and  coffee  do  You 
may  make  more  money  at  first  on 
tea  and  coffee.  In  the  long  run  it 
will  pay  better  to  sell  cocoa. 

Wholesome  and  Appetizing 


rr 


B~RrH 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


Written  for  the  "Grocery  World  and  General  Merchant” 

A  Scheme  That  Cot  $400  in  Two  Days 


New  England  Contributor  Uses  it  to  Show  How  Poor  Are  Many 
Enterprises  Tried  Successfully  on  Merchants.  Solicitor 
Who  Had  His  Advertising  Canvass  Committed  to  Writing. 
In  Spite  of  Its  Inferiority,  Twenty  Merchants  Signed  Up  in 
Two  Days. 


T  often  read  in  your  journal  and 
other  trade  papers,  of  the  cheap 
schemes  that  are  every  day 
worked  on  retail  merchants,  and  I 
often  wonder  at  the  low  calibre  of 
the  solicitors  that  work  some  of 
the  same,  and  the  fact  that  they 
are  nevertheless  successful.  I 
have  just  recently  come  in  con¬ 
tact  with  one  of  these  schemes, 
and  offer  it  as  an  illustration  of 
what  I  say.  I  was  recently  ap¬ 
proached  by  a  "fellow  who  offered 
advertising  space  in  a  publication 
he  called  a  “Guide  and  Business 
Directory.”  He  got  off  a  very 
poor  sort  of  talk,  and  it  appeared 
had  written  it  all  down  and  had 
it  printed.  A  copy  of  this  he  left 
with  me — -it  proved  to  be  the 
same,  word  for  word,  as  his  talk, 
anti  I  believe  it  will  be  interesting 
to  other  readers  of  your  excellent 
journal  if  I  send  it  for  publica¬ 
tion  : — 

Mr.  Dealer : — 

I  am  representing  the  publishers 
of  the  Hustlerville  Guide  and  Busi¬ 
ness  Directory.  Now,  Mr.  Wide- 
Awake  dealer,  you  have  long  ago 
realized  the  value  of  advertising, 
but  such  value  depends  in  most 
cases  on  the  medium  used.  Now 
we  are  offering  you  a  plan  by  which 
you  can  reach  your  own  and  your 
neighbors’  trade,  keep  your  name 
and  ad.  before  them  for  an  indefi¬ 
nite  time  and  at  the  same  time  make 
a  valuable  present  to  thank  your 
regular  customers  for  patronizing 
you.  Now  here’s  the  advertising 
medium  I  spoke  of :  it’s  our 
Hustlerville  Guide.  From  this 
folder  you  may  judge  of  the  form 
of  the  booklet,  while  this  index  will 
tell  you  of  the  contents.  You  have 
surely  grasped  now  the  value  of 
this  booklet.  Now  I  offer  you  to 
place  your  full  page  ad.  (3x6 
inches),  opposite  any  page  of  infor¬ 
mation  in  this  booklet,  give  you  200 
copies  of  this  booklet  with  your  ad. 
at  the  bottom  of  the  first  page 
cover  as  per  the  enclosed  folder. 
Your  name  and  address  will  also 
appear  in  large  type  in  the  business 
directory  on  pages  12-15.  Now  we 
have  20  such  advertising  spaces  to 
sell  by  the  same  plan,  so  that  your 
ad.  will  come  before  4,000  readers, 
but  in  most  cases  we  will  have  re¬ 
peat  orders  and  this  ad.  is  sure  to 
be  seen  by  at  least  5,000  readers. 
This  booklet  is  a  thing  that  will  be 
kept  by  everyone  for  at  least  one 
year  (the  calendar  year).  Now  I 
offer  you  a  running  ad,  for  one  year 
in  a  publication  of  5,000  circulation 
and  a  valuable  present  for  200  of 
your  best  customers  for  the  ridicu¬ 
lous  price  of  $20.  Copies  of  this 
booklet  for  repeat  orders  will  sell 


at  10  cents  a  copy  in  100  lots  or 
less,  or  8  cents  in  larger  lots,  so  that 
you  are  getting  in  reality  your  ad. 
for  nothing.  Now  I  do  not  want  a 
cent  of  your  money  before  deliver¬ 
ing  you  the  copies  or  before  you 
will  have  the  opportunity  of  seeing 
that  every  promise  was  kept.  All 
that  I  ask  of  you  is  to  sign  this  card 
present  one  of  fifty  cards  I  had 
printed)  and  this  will  serve  us  as 
a  contract  (the  dealer  signs). 
Thank  you,  Mr.  Dealer;  I  am 
quite  sure  that  this  is  the  best  in¬ 
vestment  of  your  advertising  ap¬ 
propriation  and  I  trust  that  you  will 
•  soon  need  extra  copies  of  the  direc¬ 
tory.  Good  day,  Mr.  dealer. 

To  me  this  is  a  very  unimpress¬ 
ive  canvass,  but  with  it,  using  it 
probably  word  for  word,  as  he  did 
with  me,  the  solicitor, got  twenty 
merchants  to  sign  up  in  two  days. 
Each  man  paid  $20,  or  $400  to  the 
solicitor  in  all !  The  pamphlets 
were  nothing  elaborate,  and  the 
greater  part  of  the  above  sum 
must  have  been  clear  profit. 

Isn’t  it  ridiculous  what  ridicu¬ 
lous  schemes  we  merchants  fall 
for?  I  believe  this  one  had  no  ad¬ 
vertising  value  whatever. 

^  ^ 

Brunswick,  Me. 


SausageSeason  isHere — Beware 
New  Law. 


Act  of  191!  Applies  to  Canned,  Smoked 
and  Fresh  Sausage  and  Will  be  Vigor¬ 
ously  Enforced.  Believed  that  Some 
Canned  Sausage  Does  Not  Comply 
With  Law. 

A  communication  has  been 
issued  by  the  Pennsylvania,  New 
Jersey  and  Delaware  Wholesale 
Grocers’  Association  during  the 
week  warning  its  Pennsylvania 
members  to  see  that  they  do  not 
inadvertently  violate  the  new 
sausage  law  of  1911,  as  the  Food 
Department  intends  to  vigorously 
enforce  it.  The  same  warning 
can  well  be  passed  on  to  retailers. 

'Fhe  full  text  of  the  new  sausage 
law  has  several  times  been  pub¬ 
lished  in  this  journal.  It  forbids 
the  sale  of  sausage  containing 
cereals,  vegetable  flours,  and  also 
any  more  water  than  the  meats  in 
the  sausage  would  naturally  con¬ 
tain.  The  law  applies  to  canned 
sausage  as  well  as  to  smoked  and 


fresh,  and  there  is  much  reason 
to  believe  that  some  of  the  canned 
sausage  on  the  market  is  not  in 
compliance  with  the  new  law. 


Colored  Tea  Ruling  Confirmed. 

Secretary  MacVeagh  during  the 
week  ended  the  Treasury  Depart¬ 
ment’s  controversy  with  tea  mer¬ 
chants  who  claimed  the  right  to 
import  artificially  colored  teas, 
by  issuing  an* order  to  all  customs 
collectors  flatly  forbidding  them 
to  pass  any  tea  which  shows 
traces  of  artificial  color.  The  con¬ 
troversy  grew  out  of  the  fact  that 
some  of  the  samples  collected  by 
the  Government  as  standardswere 
found  to  contain  coloring.  Secre¬ 
tary  MacVeagh  has  ruled  that  the 
standard  prescribed  was  without 
color,  and  that  if  some  of  the 
samples  were  colored  without  the 
knowledge  of  the  Government, 
that  would  be  no  excuse  for  im¬ 
porting  colored  tea. 


I  was  interested,  at  the  recent 
Business  Men’s  Carnival  in  West 
Philadelphia,  in  some  advertising 
which  a  large  computing  scale 
concern  industriously  distributed 
among  the  consumers  who 
thronged  the  streets  of  the  carni¬ 
val  section.  The  argument  on  the 
advertising  in  question  was  as 
follows : — 

THE  COST  OF  EATING. 

Do  you  know  that  4 2)4  cents  out 
of  every  $1  earned  by -the  average 
family  is  spent  for  eatables?  Think 
of  it! 

How  much  thought  have  you 
given  to  the  question  of  scales? 

Ninety  thousand  grocers  and 
butchers  are  protecting  their  cus¬ 
tomers  by  using  Toledo  Scales. 

When  buying  your  provisions  look 
on  the  scales  for  this  sign : — 

Toledo. 

No  Springs.  Honest  Weicht. 
The  thought  that  struck  me 
was  how  utterly  impossible  to 
compel  a  consumer  to  interest 
himself  to  this  extent  in  the  scales 
on  which  his  food  is  weighed. 
The  idea  that  a  consumer  should 
be  interested  in  honest  weights  is 
of  course  correct,  but  that  he 
can  get  honest  weight  without 
going  this  far  is  obvious.  My  ex¬ 
perience  and  observation  are  that 
the  consumer  is  an  exceedingly 
hard  man  to  move,  even  in  direc¬ 
tions  which  advance  and  protect 


his  own  interests.  When  it  comes 
to  getting  him  to  move  in  direc-  • 
tions  which  do  not  directly  pro¬ 
tect  his  interests, but  only, perhaps, 
advance  the  general  good,  the 
average  consumer  is  nailed  to  his 
seat.  There  are  a  few  that  do  not 
need  personal  selfish  motives  to 
inspire  them,  but  they  are  very, 
very  few.  I  do  not  pretend  to  be 
an  authority  on  advertising, 
though  1  am  a  student pof  it  in  a 
small  way,  and  I  feel  confident 
that  these  little  scale  circulars, 
which  had  a  two-colored  picture 
on  and  were  very  attractively 
printed,  did  not  make  enough  of 
an  impression  on  a  single  con¬ 
sumer  to  induce  him  to  remember 
the  thing  five  minutes  after  he 
read  it. 

*  *  *  • 

I  saw  in  last  week’s  “Outlook*’ 
an  advertisement,  still  speaking 
of  advertising,  which  also  inter¬ 
ested  me  very  much.  The  “Out¬ 
look”  is  read  by  cultivated  people 
almost  exclusively.  It  is  in  no 
sense  a  popular  publication,  and 
discusses  all  the  leading  questions 
of  literature,  art,  science,  etc.  In 
other  words,  a  paper  for  people 
with  money  and  brains.  Theo¬ 
dore  Roosevelt,  as  is  generally 
known,  is  contributing  editor. 
The  advertisement  I  refer  to  was 
a  full-page  one  of  Swift  &  Co.’s 
oleomargarine.  Advertising  oleo¬ 
margarine  to  the  class  of  people 
that  read  the  "Outlook’’  is  a  nervy 
piece  of  business,  it  appears  to 
me,  for  I  cannot  conceive  that  anv 
considerable  percentage  of  them 
can  be  induced  to  eat  it.  Not  be¬ 
cause  they  may  not  be  convinced  t 
that  oleomargarine  is  fully  as 
honest  and  reputable  a  product  as 
the  manufacturers  claim  it  is,  but 
because  they  have  no  need  of  a 
substitute  when  they  can  afford  to 
buy  the  genuine.  In  my  judg¬ 
ment,  oleomargarine  will  never 
have  any  place  among  human 
foods  except  as  a  substitute  for 
butter.  A  product  which  will  do 
all  that  butter  will  do,  and  which 
costs  less  money.  It  has  no  ad¬ 
vantages  over  butter  and  there¬ 
fore  has  no  grounds  to  make  a 
separate  place  for  itself,  except 
the  one  point  of  price.  That 
being  so,  what  appeal  has  oleo¬ 
margarine  to  the  person  who  car 
afford  to  buy  butter?  That  is 
why  Swift  &  Co.’s  advertisement 
struck  me  as  being  so  completely 
out  of  place. 

The  Jobber. 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


IS 


Good  Advertising  makes  First  Sales. 

Good  Goods  insure  Repeat  Orders. 


Post 

T  oasties 


are  so  deliciously  good  they  confirm  in  the  mouth,  the  most  enthusiastic  claims  that  can  be  made  by 
our  advertising  man. 

You  are  wise  if  you  keep  well  stocked,  because  our  liberal  advertising  and  the  special  toasty  flavour 
of  Post  Toasties,  keep  these  goods  moving.  The  most  popular  Flake  food  with  the  Retailer. 

"The  Memory  Lingers” 

A  Great  Repeater. 


Postum  Cereal  Co.,  Ltd.,  Battle  Creek,  Mich. 


You  Can’t  Sell  Poor  Butter  for  Good 

Did  it  ever  occur  to  you  that  it  is  impossible  to  work  any  long  continued 
butter  fraud  ?  You  can  sell  cotton  for  wool,  and  glucose  for  honey,  and  you 
may  be  not  found  out  for  years ;  but  try  selling  a  second-grade  butter  as  a 
fancy  dairy  or  creamery  and  see  where  you  laud — you’d  never  get  anywhere. 
Butter  tells  its  story  instantly  and  nobody  can  make  a  poor  butter  look  like  good. 

Which  means  that  Gutltse  butter,  by  winning  the  sale  it  has  in  a  few  short 
years — and  holding  and  increasing  it — must  have  borne  out  all  we  claim  for  it. 

Let  us  make  that  claim  again — the  very  highest  grade  dairy  butter,  made 
under  the  most  ideal  surroundings,  wrapped  in  brine-dipped  parchment  and 
sealed  in  a  carton. 

Packed  in  20.  30  and  50-pound  boxes — pounds  and  half  pounds  35  cents. 

Prices  subject  to  market  changes. 

Pmm  nn/\lliai  O.  A  a  3Q-4I-43  South  Front  Street 

■  F.  BROWN  OL  CO.,  PHILAOBUPHIA,  RA. 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


This  week  I  take  up  some  ad¬ 
vertising  matter  which  exploits 
rather  an  unusual  way  of  conduct¬ 
ing  a  retail  grocery  business — 
attempting  to  sell  wholesale  quan- 
tities  of  goods  to  consumers. 
First  let  me  reproduce,  on  its 
merits,  a  circular  letter  sent  me 
by  the  Spot  Cash  Supply  Co.,  of 
Taylorville,  Ill.: — 


the  cut  doesn’t  show  this,  but  the 
lines  are  so  wide  that  they  almost 
fill  the  sheet.  There  is  plenty  of 
margin  at  the  bottom,  but  almost 
none  at  all  at  the  sides.  What  I 
am  speaking  of  now  is  merely  the 
symmetrical  appearance  of  the 
thing — I  wouldn’t  contend  for  a 
minute  that  the  change  I  suggest 
would  have  increased  the  pulling 


which  makes  a  quantity  business 
good,  is  that  it  costs  no  more  to 
-sell  io  pounds  than  to  sell  one, 
and  second,  when  you  sell  a  cus¬ 
tomer  io  pounds  of  stuff  you  at 
least  have  her  trade  until  it  is 
gone,  with  a  strong  chance,  if  the 
goods  are  all  right,  of  still  holding 
it.  On  the  other  hand  you  might 
not  hold  her  trade  through  ten 
purchases  of  one  pound  each. 

*  *  * 

I  am  ready  for  more  matter  for 
criticism. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 


QUANTITY 
OUTING  IS 
ecoNOMT 
OUTING 


The  Spot  Cash  Supply  Co., 

R  K.  CALLOWAY 

The  Consumer's  Wholesale  Supply  House 

Taylorville  III _ 


CONSUME  NS 


DEAR  SIR:  • 

To  get  right  do»n  to  business,  you  are  busy  and  so  am  1,  but  could  I  inter¬ 
est  you  In  a  flour  bargain.  All  old  wheat  flour  milled  by  one  of  the  best 
known  mills  in  the  Northwest  every  sack  guaranteed  to  please  or  your  money 
cheerfully  refunded.  I  am  speaking  of  Sleepy  Eye  flour.  I  have  a  car  load  of 
this  flour  whioh  I  bought  at  a  bargain,  and  I  am  goin»  to  pass  it  along  to  you 
at  a  bargain.  I'll  tell  you  how  I  got  it.  A  grocer  failed  in  a  town  some  miles 
north  of  here,  he  had  a  car  load  of  Sleepy  Eye  Flour  which  was  in  transit  be¬ 
fore  he  closed.  The  mill  of  course  had  to  take  this  flour  back.  As  it  was 
already  in  this  part  of  the  country  they  wanted  to  sell  it  here.  Their  man 
called  me  up  and  said.  “Calloway  I  have  a  car  of  Sleepy  Eye  Flour  for  you  at 
a  bargain  price.'  I  am  always  looking  for  those  things  and  while  I  had  a  house 
full  of  good  flour  the  price  was  so  low  1  bought  it.  I  want  to  close  this 
flour  out  quick.  1  don't  expect  to  handle  it  regularly  as  1  have  my  own  estab¬ 
lished  brands.  But  the  Flour  is  0-K.  I  personally  guarantee  each  and  every 
sack.  If  you  will  investigate  you  will  find  you  are  paying  from  81.70  to 
81.85  per  sack  for  good  flour.  Here’s  my  rush  out  price  on  the  flour, -50  lb 
bags  31.58.  100  lb  lots  83.15.  per  bbl  $6.25.  10  sack  lots  for  S15.00c  It's 
all  old  wheat  flour  and  now  is  a  mighty  good  time  to  lay  in  your  winter  supply. 


of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


Straight  Talk  on  Overdue  Accounts. 

A  large  manufacturing  con¬ 
cern  of  Rome,  N.  Y.,  issues  a 
business-like  letter  to  its  custom¬ 
ers  on  the  subject  of  overdue 
counts  which  may  be  adaptabl 
by  some  readers  hereof: — 

To  Our  Customers. 

We  are  all  in  business  to  make  a 
profit,  and  in  arranging  prices  for 
the  marketing  of  our  product,  we 
assume  that  our  hills  will  be  paid 
in  accordance  with  the  terms  of 
sale.  If  they  are  not  a  portion  of 
the  profit  is  lost;  to  prevent  this 
it  becomes  necessary  either  to 
charge  interest  for  additional  time 
taken,  or  to  increase  our  prices. 
We  prefer  not  to  increase  our 
prices,  as  that  would  he  unfair  to 
the  customers  who  pay  promptly, 
but  to  make  our  prices  the  lowest 
possible  commensurate  with  high 
quality,  proper  service  and  based 
on  prompt  payments. 

It  is  our  policy  to  charge  interest 
at  the  rate  of  6  per  cent,  on  all 
accounts  not  paid  when  due.  If  we 
are  in  any  way  responsible  for  de¬ 
layed  payments,  we  hold  ourselves 
ready  to  apply  fair  dealing  in  all 
cases.  We  believe  that  you  will 
agree  with  us  that  this  is  a  rea¬ 
sonable  policy,  based  on  sound 
business  principles  and  square  deal¬ 
ing. 

Where  cash  discounts  are  given 
they  are  intended  as  a  benefit  to 
you.  and  in  order  to  receive  them, 
remittances  must  be  mailed  not  later 
than  the  last  day  allowed. 

We  greatly  appreciate  your  pat¬ 
ronage  and  will  endeavor  to  give 
you  satisfactory  service,  and  trust, 
by  fair  treatment,  to  merit  a  con¬ 
tinuance  of  your  business. 


How  do  you  buy  your  groceries  anyway?  Do  you  go  to  town  each  week  and  buy  Just 
a  weejis  supply.  Why  don't  you  buy  the  quantity  buying  plan.  Buy  a  big  bill 
at  once,  pay  cash  and  save  money.  Let  me  figure  on  your  next  bill  of  goods. 

I  sell  for  cash  only.  You  pay  for  Just  what  you  get  and  get  Just  what  you  pay 
for.  Come  in  and  see  mo  anytime. 

Yours, 


Practical  Questions  of  Store 
Management 


SPOT  CASH  SUPFLY  CO. 


R.  K.  Callcway. 


Conducted  bv  HENRY  JOHNSON,  Jr. 


There  is  no  date  on  this,  and  |  power  of  the  advertisement.  It 
therefore  I  have  no  knowledge  would-  simply  have  made  a  better 
when  it  was  used — the  prices  may  looking  advertisement, 
square  with  to-day’s  market  or  |  *  *  * 

they  may  not.  Of  course  that  has  j  The  same  concern  also  sends 
no  effect  on  the  quality  of  the  ad-  in  some  larger  circulars  and  hand- 
vertisement,  which  I  consider !  bills,  from  which  it  appears  that 
good.  I  would  imagine  that  an  i  they  are  endeavoring  to  do  prac- 
advertisement  like  this,  carefully  tically  a  wholesale  business, 
circulated  to  the  right  people,  j  They  push  50-pound  sacks  of 
would  be  practically  certain  to  get  I  Hour,  io-pound  boxes  of  cakes,  a 
results.  It  is  written  in  a  friendly  i  dozen  cans  of  peas,  10  pounds  of 
fashion  that  lies,  in  my  judgment,  rice,  5-pound  pails  of  lard,  5- 
at  the  very  bottom  of  the  ability  pound  pails  of  coffee,  5-pound  lots 
to  write  good  advertising  of  this  j  of  peaches  and  apples,  3-pound 
character.  One  thing  about  it,  lots  of  prunes  and  raisins,  12- 
Mr.  Calloway  could  have  made  !  pound  lots  of  soap,  10  pounds  of 
his  letter  look  better  if  he  had  j  beans,  5  pounds  of  starch, Gcansof 
had  it  written  or  printed  in  j  peaches,  one  gallon  of  syrup,  and 
shorter  lines  and  so  allowed  wider  j  so  on.  Everything  in  quantity,  in 
margins  on  the  sides.  Of  course  I  other  words.  The  double  theory 


This  department  is  conducted  by  a  man  who  has  run  a  successful  retail 
grocery  store  for  years  and  who  has  also  had  much  experience  with  larger 
enterprises  which  involved  the  selling  of  merchandise  to  retailers.  He  is, 
therefore,  informed  upon  both  sides  of  the  general  questions  of  store 
management  and  will  discuss  those  questions  from  week  to  week.  The 
central  thought  of  his  articles  will  be  '*  getting  the  best  service  and  the  most 
money  out  of  a  retail  store.”  Subscribers  are  invited  to  submit  queries  on 
any  and  all  subjects  within  the  scope  of  the  department. 


Equipment— Continued. 

The  best  equipment  is  the  best 
and  most  economical  investment ; 
but  I  do  not  forget  that  not  all  of 
us  can  buy  the  best,  for  there  are 
many  economies  to  the  attain¬ 
ment  of  which  we  have  to  grow. 
So  in  telling  you  my  plans  for  the 
new  store  of  Johnson  &  Son  I  am 
not  unmindful  of  the  fact  that 
most  merchants  cannot  begin  at 
the  foundation  this  way.  My 
thought  is  that  in  telling  you 
these  plans  I  may  suggest  to  you 


the  advisability  of  gradually 
shaping  your  store,  maybe  during 
a  long  series  of  rears,  even  as  I  i 
have  shaped  mine,  up  to  the  ful¬ 
fillment  of  your  ambitions  in  this 
direction. 

*  *  * 

My  new  store  is  a  flat-iron 
stone  building  erected  over  55 
years  ago.  The  walls  are  24 
inches  in  the  basement  and  16 
inches  at  the  coping.  They  are 
solid  to-day  as  the  year  after  they 
were  raised.  The  joists  are  partly 
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inches  and  partly  2  inches,  but 
ey  are  all  full  measure— not 
imped  or  more  as  they  would 
:  to-day — and  they  are  perfectly 
und.  Thus  I  have  location, 
*ound,  walls  and  timbers ,  the 
st  does  not  amount  to  much,  so 
can  really  start  pretty  much  at 
,e  bottom,  which  is  what  I  plan 

1  do.  When  I  have  done  that  I 
Dpe  to  have  a  finished  business 
hiding  which  need  not  require  a 
ngle  important  change  or  repair 

I  stay  in  it  a  generation;  and 
hich  even  then  may  only  have  to 

2  enlarged.  That  is  “some”  am- 
ition  and  “quite  some”  plan ;  but 
atch  as  I  go  on— criticise  and 
iggest  freely,  for  that  will  be 
mtually  profitable — and  see  if  I 
in  working  along  right  lines. 

The  basement  is  divided  by  a 
eavy  wall  into  one  room  of  about 
oo  square  feet  area,  in  the  point 
f  the  flat-iron,  and  one  of  1,4°° 
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feet  at  the  larger  end.  I 


n  going  to  take  about  200  square 
et  off  the  smaller  room  for  the 
oiler,  which  will  be  walled  in 
ith  8  inches  of  brick.  Under  the 
:ar  sidewalk  I  shall  excavate  my 
>al  and  ash  bins,  10  x  25  feet,  and 
len  continue  another  10  x  25 
:et  at  the  end  near  the  point, 
•hich  will  add  250  square  feet  to 
iy  smaller  room,  giving  me  650 
cprare  feet  of  fine,  well-lighted 
asement,  8  feet  in  the  clear 
'his  plan  will  insulate  the  heat- 
lg  plant  so  that  both  basement 
ooms  will  be  cool,  yet  frost- 
roof,  and  there  will  be  plenty  of 
ight,  since  there  is  light  on  two 
ides  of  the  triangle  and  the  great- 
st  distance  from  outside  light  is 
ess  than  35  feet  at  any  point.  It 
s  the  plan  to  put  all  finer  goods 
nto  the  smaller  room,  under  lock 
ind  key,  in  charge  of  one  man 
vho  will  keep  that  stock  in  or- 
ler  and  know  what  is  there  at  all 
lines.  This  will  enable  stock  to 
)e  systematically  kept  and  will 
■eniove  one  serious  temptation 
:rom  the  younger  help,  the  open 
:ases  of  grape  juice,  ginger  ale, 
root  beer,  sardines,  etc.  A  chute 
from  the  back  sidewalk  will  drop 
ill  receipts  of  goods  into  the  lar¬ 
ger  room.  Here  all  stock  will  be 
opened  and  thence  distributed. 
This  will  keep  the  sidewalk  clear 
at  all  times,  will  keep  the  litter  in 
one  place  and  will  facilitate  the 
proper,  systematic  unpacking  and 
placing  of  goods  received.  In  this 
room  will  be  the  cold  storage 
boxes  and  the  refrigerating  ma 


chinery.  In  the  corner  farthest 
from  the  point  we  shall  have  an 
electric  elevator  of  one  ton  capac 
ity. 

You  can  see  that  this  store  is 
not  “as  big  as  all  out  doors’’  and 
that  I  shall  have  to  plan  carefully, 
using  all  space  economically,  or  I 
shall  not  have  capacity  for  a  gro 
eery  business  of  $100,000.  So  I 
want  any  ideas  which  may  come 
to  you  as  you  read;  maybe  we 
can  teach  each  other  something. 

Having  this  kind  of  plan,  the 
next  thing  is  the  mode  of  execu¬ 
tion.  We  shall  begin  with  the 
sidewalk  excavation,  10  x  60  feet, 
to  care  for  the  coal  bins,  ash  pits, 
chute  and  extension  to  forward 
basement.  Then  large  windows 
are  to  be  cut  from  the  front  side¬ 
walk,  under  the  show  windows, 
and  there  will  be  one  large  one  at 
the  rear  side  of  the  point  and  a 
smaller  one  behind  the  elevator, 
all  of  which  will  make  that  base¬ 
ment  as  light  as  the  ordinary  first 
floor 

Next  comes  the  plumbing  and 
sewer  work,  which  will  be  laid 
out  in  advance,  so  that  cellar  will 
never  have  to  be  torn  up  so  far 
as  any  foresight  can  determine. 
Then  comes  the  cement  work, 
which  will  cover  every  surface, 
for  that  basement  will  not  only  be 
moisture  and  frost  proof,  but  it 
will  be  so  completey  vermin  proof 
that  no  rat  or  mouse  can  pene¬ 
trate  it;  and  I  hope  to  have  the 
interior  so  planned  and  arranged 
that  if  any  vermin  gets  into  the 
building  it  simply  cannot  live. 

The  floor  of  this  basement  will 
all  have  a  gradual  pitch  to  one 
central  point  where  there  will  be 
a  drain.  This  drain  gives  into 
the  sewer  and  will  carry  out  all 
moisture,  whether  of  accidental 
leakage  or  scrubbing  water.  This 
is  a  prime  point,  the  idea  of  which 
pleases  me  very  much.  It  is  as¬ 
tonishing  to  me  that  it  is  not  gen¬ 
eral.  It  is  not  even  common  prac 
tice.  Yet  it  seems  so  obvious,  so 
logical,  so  simple  and  such  a  con- 


“The  Favor  of 
the  Trade” 


NATIONAL 

BISCUIT 

COMPANY 


Does  your  business  have 
it?  Do  you  enjoy  the 
goodwill  of  your  trade  ? 
You  say  “yes’  — but,  con¬ 
sider  the  matter  imperson¬ 
ally.  Is  your  business 
growing  ?  For  growth 
is  the  sure  sign  that 
your  business  possesses  a 
goodwill. 

The  various  products  of  the 
National  Biscuit  Company  enjoy 
the  favor  of  the  trade  throughout 
these  United  States — they  enjoy 
the  goodwill  of  over  one  hundred 
millions  of  people. 

Mr.  Dealer — in  the  past  twelve 
years  hundreds  of  millions  of 
In-er-seal  packages  have  been 
sold,  to  say  nothing  of  the  in¬ 
conceivable  quantities  of  National 
Biscuit  Company  products  sold 
from  the  famous  glass-front  cans. 

Have  you  shared — do  you  share 
— Will  you  share — in  these  im¬ 
mense  sales? 


FLEISCHMANN'S 

COMPRESSED  YEAST 

HRS  NO  EQUAL 


Hie  One  Pure  Sugar  Syrup 

Lyle’s  Golden  Syrup— perfectly 
clear,  a  beautiful  golden  color,  so 
neutral  micro-organisms  can’t  live 
in  it.  Absolutely  free  from  preser¬ 
vatives.  A  product  which  every  one 
keeps  buying.  If  you  want  to  please 
your  trade  tell  them  about  it. 

26#  PROFIT 

Sure  sales  and  pleased  customers. 

H.  Kellogg  &  Sons 

Philadelphia 


server  of  time  and  goods  that  I 
am  at  a  loss  to  account  for  its  not 
being  in  every  building. 

More  next  week. 

MANY  GROCERS 

Find  it  pays  them  to  read  the 
“good  stuff”  in 

The  Advertising  World 

Columbus,  Ohio 

Sample  free,  or  lour  moatha’  trial  lor  10  ceota 


John  Scott  &  Co. 

INCORPORATED 

PHILADELPHIA 

WHOLESALE  GROCERS 


b^  b  mb  ■■§  b  ■  PHI  and  Direct  Importers  of 

PATENTS  Ceylon  and  Assam  Teas 


and  Trade-marks,  procured  promptly  and 
properly  In  all  countries. 

|  Oavis&DavIs,  Washlnfton,  D.  C. 


These  Teas  are  becoming 
more  popular  every  day. 

'Our  prices  are  always  correct” 
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CXXI. — Interfering  With  Other  People’s  Business  Contracts. 


I  want  to  say  something  in  this 
article  along  the  line  of  the  last 
one,  which  discussed  the  legal 
status  of  an  employer  whose  em¬ 
ployees  were  induced  by  a  third 
person  to  break  their  contracts  of 
employment  with  him.  The  sub¬ 
ject  of  this  article  is  the  law  as  to 
interference  with  ordinary  busi¬ 
ness  contracts — not  a  contract  of 
employment,  but  any  other  kind 
of  a  business  contract,  such  as  an 
agreement  of  sale. 

This  sort  of  thing  happens  at 
times  in  the  experience  of  every 
man  in  business.  Let  me  cite  a 
case  which  is  to  some  extent  typi¬ 
cal.  About  a  year  ago  A,  a 
wholesale  dealer,  made  a  contract 
with  B,  a  manufacturer,  by  which 
A  was  to  take  the  entire  output  of 
B’s  factory,  at  a  certain  price,  for 
a  period  of  one  year.  The  con¬ 
tract  was  carefully  drawn,  and 
legal  and  binding  in  every  way. 
Both  parties  fulfilled  it  until  July, 
when  C,  coveting  B’s  goods,  in¬ 
duced  B  to  break  his  contract 
with  A  by  offering  B  a  better 
price  than  he  was  receiving  under 
the  contract  with  A. 

Now  under  the  laws  of  all 
States  A  would  have  an  action 
against  B  for  breach  of  con¬ 
tract,  but  the  subject  now  is 
whether  A  would  also  have  an  ac¬ 
tion  against  C,  not  for  breach  of 
contract,  for  A  and  C  had  no  con¬ 
tract,  but  for  interference  with  the 
contracts  of  others. 

The  weight  of  authority  is  that 
A  could  sue  C  for  the  wrong  he 
had  done  him,  but  the  law  is  not 
uniform  on  the  subject,  and  the 
States  that  have  decided  the  sub¬ 
ject  have  decided  it  different 
ways.  All  States  agree  that  if  C 
used  any  illegal  method  of  induc¬ 
ing  B  to  break  his  contract,  C 
would  be  liable  to  an  action  by  A. 
As  for  instance,  if  he  used  slan¬ 
der.  Suppose  B  was  a  highly  re¬ 
ligious  man — a  man  who  as  some 


men  do,  confined  his  business 
dealings  as  far  as  he  could,  to  men 
of  like  religious  proclivities.  Im¬ 
agine  C  going  to  B  with  a  state¬ 
ment  that  A  was  a  grossly  im¬ 
moral  man,  that  his  reputation 
was  bad,  and  that  B’s  own  repu¬ 
tation  was  suffering  by  reason  of 
his  connection  with  him.  If  this 
story  was  false  the  law  of  any 
State  would  give  A  an  action 
against  C,  if  the  telling  of  it  led 
to  the  breaking  of  the  contract 
between  A  and  B.  If  C  used  no 
method  unlawful  in  itself,  how¬ 
ever,  but  simply  offered  a  better 
price,  the  laws  of  the  States  do 
not  agree  as  to  whether  C  could 
be  sued  or  not,  though  the  weight 
of  opinion  is  that  he  could  be. 

California,  Kentucky,  Maine, 
Minnesota,  Missouri  and  Tennes¬ 
see  have  decided  that  C  could  not 
,be  sued  for  interference  under  the 
conditions  I  have  outlined.  Mas¬ 
sachusetts,  Florida,  Maryland, 
Louisiana,  Michigan  and  North 
Carolina,  however,  say  that  he 
could  be,  and  their  decisions  are 
strong  and  would  probably  induce 
at  least  the  majority  of  the  other 
States — -which  have  not  yet  de¬ 
cided  the  point  at  all — to  adopt 
the  theory  that  the  man  who  in¬ 
duces  one  party  to  a  contract  to 
break  it,  whatever  his  motive,  is 
liable  to  an  action  for  damages  by 
the  injured  party.  That  is  with¬ 
out  doubt  the  fair  and  logical  at¬ 
titude  to  take. 

Of  course  the  interfering  party 
must  have  known  that  the  con¬ 
tract  existed.  If  C,  not  knowing  of 
the  agreement  between  A  and  B, 
merely  offered  B  a  price  for  his 
output  and  B  accepted  it,  A  would 
have  no  action  Avhatever  against 
C. 

In  the  article  on  violated  con¬ 
tracts  of  employment  I  touched 
on  the  status  of  the  third  person 
who  prevents  a  contract  from 
being  made  which  would  other¬ 


wise  be  made.  The  same  princi¬ 
ple  there  described  applies  to  in¬ 
terference  with  business  contracts 
other  than  contracts  of  employ¬ 
ment.  If  the  motive  is  fair  com¬ 
petition,  the  interfering  thirc 
party  is  not  responsible.  For  in¬ 
stance,  in  a  recent  Massachusetts 
case  the  court  decided  as  follows: 
“An  action  will  lie  for  depriving 
a  man  of  custom,  that  is,  of  pos¬ 
sible  contracts  as  well  when  the 
result  is  effected  by  persuasion  as 
when  it  is  accomplished  by  fraud 
or  force,  if  the  harm  is  inflicted 
simply  by  malevolence  and  with¬ 
out  some  justifiable  cause  such  as 
competition  in  trade.” 

To  apply  this,  I  will  suppose 
that  A,  a  manufacturer,  is  about 
to  get  an  order  from  B,  a  dealer. 
All  arrangements  are  made,  and 
everything  done  except  the  sign¬ 
ing  of  the  contract,  which,  inci¬ 
dentally,  is  necessary  in  order  to 
complete  the  transaction.  Be¬ 
fore  the  order  is  signed  C,  another 
manufacturer,  interferes,  and  gets 
the  contract  for  himself.  If  there 
was  nothing  in  this  but  competi¬ 
tion,  C  cannot  be  sued.  If,  how¬ 
ever,  C  was  not  after  the  order 
for  himself,  but  his  only  object 
was  to  keep  A  from  getting  it,  C 
can  be  sued  for  his  interference. 

In  one  recent  case  which  came 
under  my  notice,  an  employer  of  a 
large  number  of  persons  brought! 
his  power  and  influence  to  bear 
to.  prevent  his  employees  from 
buying  goods  of  a  certain  local  re¬ 
tail  dealer.  The  latter  sued  the 
manufacturer  for  his  interference 
in  preventing  him  from  making 
sales  which  undoubtedly  he  would 
otherwise  have  made.  No  com¬ 
petition  was  involved  here;  the 
manufacturer  did  not  sell  the 
same  goods  which  the  retail 
dealer  sold ;  in  fact,  he  did  not 
even  make  them.  His  sole  reason 
for  interfering  was  a  private  quar¬ 
rel,  which  the  court  held  was  not 


sufficient  excuse  for  interfering  in 
the  contracts  which  his  employees  • 
and  the  retail  dealer  might  have 
made  had  they  been  let  alone.  1 

The  law  as  to  inducing  parties 
to  terminate  contracts  which  they  f 
would  otherwise  have  continued 
is  the  <ame  as  to  business  con¬ 
tracts  in  general  as  to  contracts  of 
employment.  Competition  w  ill 
excuse  it.  but  the  third  person 
who  interferes  from  a  malicious 
motive  is  responsible  to  the  in¬ 
jured  party. 

( Copyright ,  September,  1911,  by  1 
El t oh  J.  Buckley.) 

Question:  “H..  ’  West  Haven,, 
Conn— 1  am  a  reader  of  your 
valuable  paper  for  about  four 
years  and  have  found  lots  of  news! 
in  it.  I  now  wish  to  get  a  little 
information  regarding  collecting 
bills. 

I  had  a  customer  who  moved 
from  the  State  of  New  Jersey  to 
West  Haven,  Conn.  He  started  to-j 
trade  with  me  and  contracted  a 
bill,  but  I  was  unable  to  collect 
same. 

I  attached  their  piano,  which  I 
have  now  in  storage  awaiting  the 
trial  of  the  case.  Now  I  find  thew 
had  a  chattel  mortgage  on  it  in 
New  Jersey,  the  owner  of  which 
sent  same  to  New  Haven,  Conn., 
and  put  it  on  record  there.  I  had 
the  records  searched  in  West 
Haven  and  found  nothing  there.  ‘ 
New  Haven  and  West  Haven  are 
two  different  governments. 

Now  the  people  from  New  Jer¬ 
sey  are  claiming  the  piano — is  it 
worth  while  to  fight  the  case  any 
further?  Who  has  legal  right  to 
same?  Trusting,!  will  hear  from 
you  in  your  next  issue. 

Answer. — It  might  or  it  might 
not  be  worth  while  to  fight  the 
case  further.  As  I  understand  it, - 
your  customer  gave  a  chattel . 
mortgage  on  his  piano  while  hev 
lived  in  New  Jersey.  He  moved  j 
to  W  est  Haven,  taking  the  piano 
with  him,  still  subject  to  the  , 
mortgage.  Later  the  mortgage 
was  transferred  to  New  Haven, 
not  West  Haven,  and  recorded 
there.  I  find  that  New  Haven  and 
West  Haven  are  in  the  same 
county;  in  fact  were  formerly 
■>arts  of  the  same  place.  Whether 
the  chattel  mortgage  takes  pre¬ 
cedence  over  your  attachment  de¬ 
fends  on  whether  it  was  recorded 
in  the  right  place,  and  also 
whether  it  was  recorded  before 
your  attachment.  If  New  Haven 
is  the  proper  place  to  record  chat¬ 
tel  mortgages  for  New  Haven 
County — and  I  judge  it  is,  because 
it  is  the  county  seat — the  mort¬ 
gage  comes  first  if  recorded  before 
your  attachment  issued.  If  on  the 
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trary  the  mortgage  was  not  re¬ 
ded  until  after  you  had  issued 
ir  attachment,  the  latter  comes 
t,  and  you  can  sell  the  piano 
ardless  of  the  mortgage. 
rVen  if  the  mortgage  comes 
t,  the  piano  might  bring  more 
n  the  amount  of  it,  in  which 
e  you  would  get  the  rest. 

SI ote. — Requests  for  informa- 
n  in  this  Department  should 
sely  set  out  in  full  all  the  facts 
iring  on  the  case,  and  all  ques- 
ns  should  be  carefully  framed 
avoid  misconstruction.  Write 
one  side  of  the  sheet  only, 
tters  should  be  received  at  this 
ice  not  later  than  Tuesday  of 
;h  week  to  ensure  an  answer 
the  Monday’s  issue  following. 
ie  signature  and  address  of  the 
iter  must  accompany  all  in- 
iries,  and  will  be  published  un¬ 
is  there  is  a  request  not  to  do 
All  inquiries  received  will  be 
swered  without  charge.  Ad- 
ess  all  communications  to  Lega 
litor  “Grocery  World  and  Gen- 
al  Merchant.” 


Some  Rules  for  Retail  Clerks. 

Here  is  a  set  of  rules  which  a 
:cessful  veteran  retail  meat 
aler  lays  down  for  clerks  to 
lows : — 


1.  Less  soup  bones  will  be  given 

away.  ,  ...  . 

2.  Smaller  pieces  of  suet  will  be 

given  away. 

3.  No  liver  will  be  given  away. 

4.  No  pieces  of  bologna  will  be 
given  to  children. 

5.  No  chicken  fat  or  giblets  are 
to  be  given  awav. 

6.  No  ounces  in  weighing  goods 
are  to  be  given  away. 

7.  No  unnecessary  waste  of  paper 

and  bags.  , 

8.  Weigh  the  ice  more  carefully. 

9.  Don’t  waste  ice  in  packing 
poultry  and  fish. 

10.  Don’t  leave  the  ice  bouse 
door  open  a  second  longer  than  nec¬ 
essary. 

11.  Don't  wear  soiled  aprons  or 
gowns  while  waiting  on  trade. 

12.  Don’t  chew  tobacco  while 
waiting  on  trade. 

13.  Don’t  go  out  for  a  drink  dur¬ 
ing  business  hours. 

14.  Don't  lose  patience  or  your 
temper  while  waiting  on  trade. 

15.  Don't  show  up  a  customer's 
ignorance  of  meats. 

16.  Don't  sneer  at  customers. 

17.  Don't  have  dirty  blocks  or 
benches. 

.  18.  Don't  have  dirty  windows. 

‘  19.  Don't  leave  dirty  sawdust  on 
the  floor. 

20.  Don't  pick  the  fat  care¬ 
lessly. 

21.  Don’t  leave  the  light  burn¬ 
ing  in  the  ice  house. 

22.  Don’t  use  the  telephone  un¬ 
necessarily. 

23.  Don’t  come  to  work  late. 

24.  Don't  watch  the  clock  too 
anxiously. 

25.  Don’t  be  gruff  or  rude  to  a 
late  customer. 

26.  Don’t  neglect  weighing  incom¬ 
ing  stock. 


When  a 
Customer  Asks 
You  for 
“Cocoa” 


that’s  your  chance  to  please  her  and  make  the  best  profit  for 
yourself  by  selling  her 

RUNKEL’S  COCOA 

it’s  rich  strength  of  flavor  and  absolute  purity  have  made  it  the 
leading  seller  everywhere.  You  can  sell  more  of  it  than  any 
other  because  your  customers  will  like  it  so  much  they  will  use 
it  oftener.  RUNKEL’S  COCOA  is  also  a  Hamilton  Plan 
product:  the  Hamilton  Coupons  in  the  packages  make  it 
easier  to  sell  because  your  customers  save  them  to  exchange 
for  valuable  premiums;  the  Hamilton  Bonds  you  get  in 
every  case  can  be  exchanged  for  Furniture,  Store  Fixtures 
practically  anything  you  want  for  home  or  store. 

RUNKEL  BROTHERS,  Inc. 


445  W.  30th  Street, 


New  York,  N.  Y. 


Branch  Offices  in  Chicago,  Philadelphia,  Boston  and  Denver 


We  Are  Headquarters  for 

FRUIT  JARS 

Mason-Banner-Lightning 

Lowest  Prices — Best  Quality — Prompt  Shipments 

FISHER,  BRUCE  &  CO. 

No.  221  Market  St.,  Philadelphia 


It  "Pleases  More 
People  Better.’’ 

Wheatena  is  a  splendid  seller  and 
a  splendid  food.  If  you  sell  it  now, 
you  know  that  already;  if  you  don’t 
sell  it  now,  you  could  know  it  and  the 
time  will  come  when  you  will. 

Wheatena  is  the  succulent  hearts  of 
selected  wheat  and  pleases  more  people 
better  than  any  other  cereal  made. 

THE  WHEATENA  CO.,  Rahway.  N.  J. 


That  Extra  Process 


The  best  starch  we  make— the  very  finest  starch 
possible  to  produce — is  Ga.ran.tee  Starch. 

The  second  grade  is  Penn  Starch. 

It  may  seem  presumptuous  for  us  to  claim  to  make  bettei 
starch  than  the  gigantic  starch  trust,  but  that  is  precisely  what  we 
do  claim.  Nor  does  this  rest  on  empty  air.  We  put  Garantee 
starch  through  an  extra  process  that  even  the  finest  other  starches 
don’t  go  through.  We  told  you  about  this  in  a  recent  adver¬ 
tisement— it  makes  it  work  smoother  and  keeps  it  from  sticking 
to  the  iron  ;  a  talking  point  that  will  sell  Garantee  Starch 
every  time  it  is  tried. 

Come,  give  a  worthy  independent  starch  factory  a  trial  order. 


AMERICAN  STARCH  CO.,  LIT1TZ,  PA. 

HENRY  PARR,  Sales  Manager 
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27.  Don’t  use  dirty  baskets. 

28.  Don’t  waste  skewers. 

29.  Don’t  waste  time. 

30.  Don’t  wait  on  trade  with  dirty 
hands. 

31.  Don’t  syklark  when  I’m  out. 

32.  Don’t  neglect  your  duties 
when  I’m  out. 

33.  Don’t  keep  customers  waiting 
a  second  longer  than  necessary. 

34.  Don’t  use  the  same  tools  or 
baskets  for  fish  and  meat. 

35.  Don’t  clean  fish  or  poultry  in 
the  front  of  the  shop. 

36.  Don’t  wait  till  closing  up  time 
for  picking  fat.  It  makes  the  shop 
smell  had. 

37.  Don’t  steal  a  few  minutes  to 
smoke  in  the  ice  house.  It’s  bad 
for  the  meat. 

38.  Don’t  steal  a  few  minutes  to 
smoke  in  the  cellar.  I’m  paying 
for  your  time. 

39.  Don’t  smoke  at  all ;  it  looks 
bad  where  food  is  offered  for  sale. 

40.  Don’t  allow  the  ice  house 
windows  to  get  greasy. 

41.  Don’t  let  slime  and  dirt  ac¬ 
cumulate  in  the  bunkers;  it’s  bad 
for  the  meat. 

42.  Don’t  spit  on  the  floor. 

43.  Don’t  handle  poultry  like  pig 
iron.  It  hurts  the  appearance  and 
makes  it  harder  to  sell. 

44.  Don’t  neglect  scrubbing  the 
chopping  machine  every  evening. 

45.  Don’t  use  dirty  tools. 

46.  Don’t  chop  where  you  can 
saw. 

47.  Don't  be  abrupt  or  rough  to 
children.  They’ll  tell  their  mothers, 
and  you  may  lose  their  trade. 

48.  Don’t  argue  with  customers. 

49.  Don’t  argue  with  each  other. 


Big  Shortage  in  This  Year’s 
Butter  Reserve. 


Amount  in  Storage  Over  8,000,000 
Pounds  Less  Than  Year  Ago.  Sub¬ 
stitutes  Hope  for  High  Fall  and 
Winter  Market.  Oleo  Higher. 


Speculation  is  rife  as  to  what 
the  butter  market  is  likely  to  do 
this  fall  and  winter,  and  whether 
it  will  prove  a  good  season  for 
oleomargarine  and  renovated  but¬ 
ter,  both  of  which  reap  their  har¬ 
vest  when  butter  is  high. 

There  is  a  decided  shortage  in 
the  butter  in  storage  this  year  as 
compared  with  1910.  It  amounts 
to  over  8,000,000  pounds,  and  this 
is  sure  to  have  a  decided  effect  on 
the  market.  Notwithstanding  the 
shortage,  the  butter  market  aver¬ 
ages  about  5  cents  cheaper  than 
a  year  ago.  Last  winter  the 
range  was  40  to  45  cents ;  this 
year  may  or  may  not  reach  those 
figures.  The  substitutes  are 
eagerly  watching  to  see  what  the 
market  will  do.  Oleo  is  1  to  2 
cents  higher  than  a  year  ago,  and 
this  is  sure  to  have  an  effect  on 
its  sales  unless  butter  gets  very 
high.  There  is  very  little  reno¬ 
vated  butter  sold  in  Pennsylvania, 
as  the  license  is  too  high.  In 
New  Jersey,  however,  the  sales 
are  very  large,  if  the  butter  mar¬ 
ket  is  high. 


STROLLERS 

COLUMN 


Read  This,  and  Thank  Your  Lucky  Stars. 


Just 

Chicago,  Ill.,  Sept.  20,  1911. 
Dear  “Stroller.” 

I  read  your  article  on  getting  rid 
of  a  bad  partner  with  the  most 
absorbed  interest.  There  is  a  say¬ 
ing  that  some  people  are  born  great, 
others  achieve  greatness,  while 
others  have  greatness  thrust  upon 
them.  The  same  saying  applies  to 
bad  partners — some  people  are  born 
with  bad  partners,  some  achieve 
them,  while  others  have  bad  part¬ 
ners  thrust  upon  them.  I  am  one  of 
the  latter — I  have  a  bad  partner, 
but  she  was  thrust  upon  me.  Yes, 
it  is  a  “she,”  and  I  would  not  be 
so  frank  about  it,  I  can  assure 
you,  if  it  were  not  that  my  part¬ 
ner  never  reads  trade  publications 
and  sees  no  good  in  them  whatever. 
Whatever  use  you  make  of  this  letter, 
therefore,  she  will  not  be  aware  of 
it,  except  I  pray  you  be  merciful 
and  hold  back  my  name.  I  cal¬ 
culated  it  wilf  do  me  a  heap  of 
good  to  unburden  my  mind,  as  I  am 
not  far  from' -desperate  at  times. 
That  is  why  your  article  touched 
me  so  closely. 

I  am  an  equal  partner  in  a  store 
in  one  of  the  suburbs  of  Chicago, 
a  good  store  as  surburban  stores 
go.  My  original  partner — as  con¬ 
genial  a  fellow  as  ever  lived;  how 
I  mourn  his  loss — died  about  a  year 
ago  and  left  a  will  that  his  wife, 
who  has  had  much  experience  in 
business,  should  take  over  his  share 
and  continue  as  an  equal  partner 
with  me  in  the  business.  I  was  doubt¬ 
ful  of  the  experiment  from  the  first, 
as  the  wife  was  always  a  domineer¬ 
ing  woman,  and  my  lawyer  told 
me  then  that  I  was  not  forced  to 
accept  her.  I  did  not  feel  like  go¬ 
ing  against  my  dead  partner’s  ex¬ 
press  wishes,  however,  and  so  I 
made  no  objection.  Would  now 
that  I  had  !  We  did  not  get  along 
for  a  single  day.  She  is  a  very 
erratic  woman.  Often  she  will  stay 
away  from  the  store  for  days  to¬ 
gether,  then  she  will  come  every  day 
for  a  week  and  criticise  and  find 
fault  with  everything  and  every¬ 
body.  She  upsets  the  clerks,  and 

generally  plays - with  everything. 

Nothing  suits  her,  from  the  ar¬ 
rangement  of  the  stock  to  the  en¬ 
ergy  of  the  bookkeeper.  She  has 
a  great  passion  for  discharging 
bookkeepers,  as  she  thinks  all  book¬ 
keepers  are  dishonest,  and  I  was 
in  a  fearsome  muddle  until  I  put 
my  foot  down,  when  we  finally  got 
a  good  one,  and  said  she  should 
not  go.  The  woman  is  one  of  these 
cutting,  sarcastic  talkers  that  simply 
stir  your  blood  to  murder.  Every 
man  in  the  store  expresses  the 
greatest  possible  dislike  for  her,  as 
she  never  shows  them  the  slightest 
friendliness  or  consideration. 

Notwithstanding  all  this,  she  has 
good  business  ideas,  and  if  she 
would  change  her  manners  would 
probably  be  a  good  help  in  the  busi¬ 
ness.  What  it  must  have  been  to 
live  with  such  a  woman  as  husband 
and  wife  I  cannot  conceive  of.  I 


am  miserably  discontented  and  un¬ 
happy.  All  I  own  in  the  world 
except  my  home  is  in  the  business, 
and  I  am  afraid  to  make  any  ser¬ 
ious  move  for  fear  of  endanger¬ 
ing  my  interests.  I  have  offered  to 
buy  her  half,  even  to  pay  her  half 
as  much  again  as  it  is  worth,  “but 
she  will  not  listen,  and  I  have  of¬ 
fered  to  sell  her  my  half — at  a  sac¬ 
rifice — and  she  will  not  hear  to  that, 
either.  My  wife  says  the  affair  will 
injure  my  health  if  it  is  not  cured, 
and  I  am  inclined  to  believe  her.  I 
am  not  writing  to  you  in  any  hope 
you  or  anybody  else  can  help,  but 
simply  for  the  satisfaction  of  let¬ 
ting  the  thing  out.  Possibly  my 
experience  may  help  some  of  the 
trade  brethren  not  to  make  the  same 
mistake  I  made. 

Yours  truly, 

*  *  *  * 

Say,  what  d’ye  know  about 
that,  anyway? 

Old  man,  my  hand  goes  out  to 
you — you’re  sure  in  bad. 

Nope,  I’ve  got  a  hunch  I  can’t 
help  much.  I  suppose  the  old  cat 
is  as  healthy  as  all  git-out;  that 
kind  usually  are,  and  they  live 
forever. 

You're  right  when  you  say  you 
made  a  break  in  ever  taking  her 
in,  but  it  don’t  do  any  good  to 
own  up  to  that  now.  I’ve  seen 
some  women  partners  before.  As 
I’ve  seen  ’em,  they're  either  can¬ 
tankerous  like  this  Chicago  fe¬ 
male,  or  no  good  at  all.  Mighty 
seldom  you  get  hold  of  one  that’s 
just  right. 

Of  course  if  there  wasn't  any 
law  against  murder,  you'd  be  all 
right.  I  could  put  you  next  to  a 
dozen  good  schemes  if  it  wasn’t 
for  that.  I  was  hoping  through 
the  most  of  your  letter  that  you 
wasn’t  married,  but  I  see  you  say 
you  are.  If  things  were  different 
you  could  marry  her  and  then 
beat  her  head  off.  I’ve  heard  they 
let  a  man  do  that  to  his  wife  in 
Chicago. 

Seriously,  old  man,  I’d  get  rid 
of  her  somehow  or  other.  I 
wouldn't  go  on  like  this — there 
must  be  some  way ;  no  man  is 
called  on  to  stand  such  a  thing. 
Seems  to  me  I’ve  heard  that  when 
two  partners  can't  get  along  the  [ 


law  will  separate  ’em,  just  like  a 
man  and  his  wife.  Why  don’t 
you  get  a  good  lawyer  and  go 
after  her?  You  can  worry  her 
some,  I'm  sure. 

This  little  thing  may  help  you 
— I  know  a  couple  of  fellows — d 
partners — that  didn’t  get  along 
worth  a  cent.  One  of  'em  had  a 
fierce  tongue  and  he  started  it  off 
early  every  day  and  worked  it 
overtime.  The  other  never  came 
back,  because  he  didn’t  like 
scraps,  so  the  other  one  simply 
talked  all  over  him  because  he 
knew  he  could. 

One  day  I  said  to  the  quiet  fel¬ 
low  : — 

"Ed,  why  don't  you  let  out  on 
Frank  sometime?  Give  it  back  to 
him  just  a  little  better  than  he 
sends.  I’ll  bet  a  dollar  he'll  be 
cured  in  a  week.  You  always 
keep  your  mouth  shut  and  he 
takes  advantage  of  it.  Show  him 
you're  ready  for  a  hot  scrap 
every  time  he  wants  to  start  one.’’ 

D’ye  know  he  did  that?  The 
very  next  time  Frank  started  to 
hit  it  up  Ed  was  there  with  the 
back  talk  and  for  five  minutes  the 
store  sounded  like  bedlam.  Right 
before  some  customers,  too.  One 
of  the  clerks  told  me  he  never 
laughed  so  much  in  his  life.  You 
may  not  believe  it,  but  those  fel¬ 
lows  get  along  fine  now.  This 
starting  scraps  is  different  when 
you  know  there’s  somebody  wait¬ 
ing  at  the  church  to  scrap  with 
you  every  time. 

Maybe  you  could  work  that,  my 
friend  from  Chicago.  I  don't 
know  how  you  treat  this  woman, 
but  maybe  if  )'ou'll  talk  back  to 
her  she  may  take  a  tumble.  If 
that  don’t  work,  I’d  get  rid  of  her 
if  I  had  to  choke  her. 

The  Stroller. 


Preserving  citron,  sure  sign  of 
fall,  are  in  market.  The  quality 
is  very  poor,  and  the  price  aver¬ 
ages  20  cents  per  basket. 
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THE  GROCERY  MARKETS 


Tea. 

The  tea  market  is  fairly  active 
r  the  season,  and  a  good  busi¬ 
es  is  reported  for  the  week, 
here  has  been  no  general  change 
prices  during  the  week,  al- 
ough  Foochows  and  Congous 
e  probably  J4  cent  firmer.  The 
msumptive  demand  for  tea  is 
:ry  firm. 

Coffee. 

The  coffee  jnarket  continues 
-m  and  high.  It  is  probably  safe 
►  quote  all  grades  of  Rio  and 
antos  at  y&  cent  higher.  Firm 
■op  prospects  and  strong  specu- 
,tive  support  are  responsible, 
lild  grades  are  also  higher  and 
alders  in  primary  markets  are 
aiding  for  cent  higher.  The 
larket  is  very  strong.  Java  and 
locha  unchanged  and  quiet. 

Sugar. 

The  sugar  market  continues  ex- 
jedingly  strong,  though  the 
hijadelphia  market  shows  no 
hange  for  the  week — all  refiners 
re  quoting  on  the  basis  of  6 
ents  for  granulated.  The  New 
rork  market,  however,  is  7  to  7j4 
ents,  the  difference  being  wholly 
rtificial.  It  is  understood  that 
he  New  York  refiners  are  asking 
lore  money  because  they  expect 
0  make  prompt  deliveries,  while 
he  Philadelphia  refiners  will  de- 
iver  nothing  more  than  a  few 
carrels  a  day,  and  only  those 
vhen  they  are  absolutely  needed, 
t  is  known,  however,  that  the 
view  York  refiners  are  not  in 
ihape  to  do  much  in  the  way  of 
jrompt  deliveries,  either,  so  that 
he  difference  between  the  two 
narkets  is  as  stated  very  largely 
lominal  and  artificial.  The  de- 
nand  for  sugar  continues  good, 
nit  refiners  are  keeping  a  tight 
rand  on  orders  and  refuse  to  al¬ 
ow  any  buyer  to  get  far  enough 
ahead  to  speculate.  As  a  matter 
if  fact,  sugar  has  been  sold  dur¬ 
ing  the  week  from  jobber  to  job¬ 
ber  at  about  y2  cent  above  the 
regular  market.  Without  doubt 
there  will  be  enough  raw  sugar  in 
the  not  distant  future  to  relieve 
the  present  pinch. 

Syrup  and  Molasses. 
Glucose  has  advanced  5  points 
during  the  week  and  compound 
syrup  ]/2  cent  per  gallon.  The  de¬ 


mand  is  still  light.  Sugar  syrup 
is  unchanged  and  in  quiet  demand 
as  yet.  Molasses  dull  at  ruling 
prices. 

Fish. 

The  mackerel  situation  is 
strong.  Holders  of  both  Irish  and 
Norway  fish  on  the  other  side  de¬ 
cline  to  offer  goods,  owing  to 
light  catch.  There  has  therefore 
been  no  quotable  change  during 
the  week,  though  the  undertone  is 
probably  stronger.  The  con¬ 
sumptive  demand  for  mackerel  is 
only  fair.  Cod,  hake  and  haddock 
are  unchanged  and  the  market  is 
steady  to  firm,  with  a  light  de¬ 
mand.  Salmon  is  unchanged. 
There  seems  to  be  plenty  of  pink 
fish  at  $1  per  dozen.  The  do¬ 
mestic  sardine  market  has  gone 
all  to  pieces,  and  some  packers 
have  offered  quarter  oils  as  low 
as  $2.15  during  the  week.  This  is 
not  the  general  market,  however, 
as  all  the  packers  will  not  meet  it. 
Imported  sardines  are  quiet  and 
unchanged. 

Canned  Goods. 

Tomatoes  show  no  change  for 
the  week.  The  pack  is  proceeding 
very  satisfactorily,  and  the  mar¬ 
ket  for  new  goods  ranges  all  the 
way  from  80  to  85  cents,  although 
this  difference  in  quotations  may 
be  partly  accounted  for  by  the 
fact  that  there  is  a  great  deal  of 
poor  stuff  being  packed  this  year. 
Corn  is  unchanged,  and  the  out¬ 
look  is  for  a  good  pack  every¬ 
where.  Peas  remain  unchanged 
— scarce,  firm,  high  and  quiet. 
Apples  remain  about  unchanged. 
The  crop  will  be  large,  especially 
in  New  York  State,  and  sales  of 
new  goods  have  ranged  all  the 
way  from  $2.35  to  $2.50  f.  o.  b.  in 
a  large  way.  From  all  appear¬ 
ances  the  market  is  more  likely  to 
decline  than  to  advance.  Califor¬ 
nia  canned  goods  show  no  change 
and  quiet  demand.  Small  stand¬ 
ard  canned  goods  are  dull  and  un¬ 
changed. 

Dried  Fruits. 

Prunes  are  about  unchanged, 
but  the  market  is  not  especially 
strong,  as  the  cron  will  undoubt¬ 
edly  be  large.  Peaches  are  easier 
and  sales  have  been  made  during 
the  week  at  a  drop  of  at  least  1 
cent  from  former  prices.  The 


market  is  still  relatively  high, 
rowever.  Apricots  remain  about 
unchanged,  and  the  demand  is 
very  light.  Raisins  are  uncertain 
— some  holders  are  talking  higher 
prices  and  others  seem  to  have  no 
special  confidence  in  the  market. 
Currants  unchanged  and  in  fair 
demand. 

Beans  and  Peas. 

Domestic  pea  beans  have  ad¬ 
vanced  and  the  quotation  is  now 
$2.50  in  a  large  way.  This  is  an 
advance  of  about  10  cents.  The 
demand  is  very  moderate.  Do¬ 
mestic  marrows  have  made  quite 
a  flurry.  The  New  York  quota¬ 
tion,  by  reason  of  alleged  scarcity, 
is  $3,  which  is  an  advance  for  the 
week  of  40  cents.  In  Philadel¬ 
phia,  however,  holders  have  hard¬ 
ly  been  able  to  get  $2.85,  though 
they  will  if  New  York  holds  up. 
California  limas  are  still  weaker. 
The  new  season  is  now  open,  and 
old  beans  have  had  to  drop  to  the 
level  of  the  new,  which  is  5.90 
cents  in  a  large  way.  This  is  a 
drop  of  about  35  points  from 
recent  prices.  Green  and  Scotch 
peas  are  unchanged,  firm,  high 
and  quiet. 

Butter. 

The  receipts  of  butter  continue 
normal  for  the  season,  and  the 
quality  arriving  is  fully  up  to  the 
standard.  All  grades  meet  with 
ready  sale  and  the  market  is  firm 
at  ruling  quotations.  The  out¬ 
look  is  for  continued  good  sup¬ 
ply,  with  no  prospect  of  immedi¬ 
ate  radical  change. 

Eggs. 

The  egg  market  is  firm  at  1  cent 
per  dozen  advance.  The  receipts 
are  up  to  normal  for  the  season 
and  the  consumptive  demand  is 
very  good.  The  quality  of  the 
current  arrivals  of  eggs  is  improv¬ 
ing  as  the  weather  cools,  and  the 
market  is  healthy  at  the  recent 
advance. 

Cheese. 

The  consumptive  demand  for 
cheese  is  about  normal  for  the 
season,  and  the  receipts  are  about 
the  same  as  a  year  ago.  The 
quality  is  averaging  fancy,  and  all 
grades  meet  with  ready  sale  at 
firm  quotations.  The  market  may 
remain  on  present  basis  for  an¬ 
other  week. 


Provisions. 

All  cuts  of  smoked  meats,  in¬ 
cluding  skinback,  regular  and  pic¬ 
nic  hams,  bellies  and  bacon,  have 
declined  y2  to  1  cent  per  pound 
during  the  week,  and  the  market 
is  steady  at  the  decline.  The  de¬ 
mand  is  about  normal  for  the  sea¬ 
son  and  the  decline  is  seasonable. 
Pure  lard  has  also  shared  in  the 
decline,  and  is  barely  steady  at  y2 
cent  off.  Compound  lard  is  steady 
and  unchanged,  with  a  fair  de¬ 
mand.  The  outlook  is  for  lower 
prices  within  the  next  few  weeks. 
Dried  beef  is  steady  and  un¬ 
changed.  Barrel  pork  is  un¬ 
changed  and  in  seasonable  de¬ 
mand. 

INDIVIDUAL  MARKET  REPORTS. 


Imported  Fish  Specialties. 

The  Holland  herring  fishing  is 
reported  to  be  very  poor  indeed, 
and  is  short  about  100,000  barrels 
against  last  season.  Prices  have 
therefore  advanced,  but  the  ad¬ 
vance  is  rather  insignificant,  as 
the  demand  here  is  still  rather 
small.  If  Germany  should  come 
in  the  market  and  buy  very  heav¬ 
ily,  prices  are  sure  to  have  a 
strong  advance. 

Scotch  fishing  is  very  poor  this 
season.  Prices  have  advanced 
very  materially  and  some  of  the 
packers  of  tinned  fish  along  the 
East  coast  of  Scotland  had  to 
stop  operations  owing  to  lack  of 
fish. 

From  Norway  prices  are  re¬ 
ported  the  same  as  last  season. 
Although  there  is  no  large  fish  to 
be  had.  it  is  rather  too  early  as 
yet  to  say  much  about  the  Nor¬ 
way  season. 

Norway  Mackerel. — Shipments 
are  now  coming  in  more  freely. 
The  market  seems  to  be  somewhat 
stronger,  as  the  fishing  seems  to 
have  fallen  off.  So  far  the  qual¬ 
ity  of  the  mackerel  arrived  here 
has  not  been  very  satisfactory, 
but  it  is  expected  that  next  week’s 


TELL  YOUR  CUSTOMERS  THAT 

RAE’S 

Lucca  Olive  Oil 

Is  the  product  of  perfecUy  sound,  ripe, 
freshly  picked,  freshly  crushed  and 
pressed  olives,  rrown  in  Tuscany,  Italy, 
the  one  place  In  the  world  where  the 
olive  reaches  perfection.  You  will  not 
only  please  them  but  you  will  build  up 
a  splendid  trade  on  Lucca  Oil  at  a  good 
profit.  Prices  in  Prices  Current. 

H.  Kellogg  &  Sons 

Philadelphia 
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arrivals  will  be  of  good  enough 
quality  to  satisfy  the  trade. 

Imported  Oil  Sardines. — Un¬ 
fortunately  there  is  no  change; 
the  catch  in  France  continues  ab¬ 
solutely  nil.  No  packing  can  be 
done,  as  there  is  no  fish. 

In  Portugal  they  are  also  catch¬ 
ing  just  a  few  straggling  fish, 
which  do  not  amount  to  much, 
and  even  in  Norway  the  catch  is 
just  about  fair.  On  the  other 
hand  the  demand  has  been  some¬ 
what  stimulated  by  the  scarcity  of 
sardines  and  also  by  the  scarcity 
and  advance  in  price  of  other  food 
products. 

We  shall  be  unable  to  fill  the 
orders  that  we  have  taken  for 
French  sardines  this  season.  Will 
hardly  be  able  to  deliver  25  per 
cent.  ’  and  this  percentage  we 
shall  be  able  to  deliver  if  the 
catch  improves  very  materially  in 
the  near  future. 

STROH MEYER  &  ArPE  Co. 

New  York,  N.  Y. 

Standard  Canned  Goods. 

A  glut  of  raw  tomatoes  was  ex¬ 
pected  during  last  week,  but  it  did 
not  arrive,  and  now  its  arrival  is 
scheduled  for  next  week.  With  a 
sudden  drop  in  the  temperature 
here  on  last  Wednesday  and 
Thursday  a  week,  dangerously 
near  to  the  frost  line,  and  with 
light  frost  in  some  parts  of  Mary¬ 
land  and  Pennsylvania,  visions  of 
a  short  canning  season  for  toma¬ 
toes  are  anything  but  comforting 
to  the  packers.  It  is  not  so  much 
the  present  weather  conditions 
that  worry  the  farmers  and  pack¬ 
ers.  It  is  the  cron  conditions  that 
cause  the  anxiety,  and  they  are 
not  improving.  Usually  the 
weather  conditions  during  Sep¬ 
tember  and  October  are  ideal  for 
the  growing  and  canning  of  toma¬ 
toes  in  Maryland,  Delaware  and 
New  Jersey,  where  probably  two- 
thirds  of  the  output  of  the  canned 
article  in  the  United  States  is 
made  annually,  and,  owing  to  that 
fact,  the  canners  have  not  lost  all 
hope  by  any  means  of  making  a 
good-size  pack  before  curfew 
rings  and  the  canneries  are  closed 
for  the  season.  Until  the  canning 
season  actually  comes  to  an  end, 
there  may  be  some  occasions 
when  tomatoes  can  be  bought  at  a 
shade  lower  than  the  present  quo¬ 
tations,  but  the  chances  at  this 
time  are  all  decidedly  against  it. 
Should  there  be  no  glut  period  in 
raw  tomatoes  during  the  next  ten 
days  or  two  weeks  intending  buy¬ 
ers  ought  not  wait  longer. 

The  canning  season  for  corn  is 
drawing  near  to  a  close,  and  the 
Maryland  canners  have  made  an 
excellent  showing  as  to  quality, 
and  perhaps  as  to  quantity  as 
well.  They  had  sold  such  large 
quantities  for  future  delivery, 
however,  that  it  remains  to  be 
seen  whether  or  not  there  will  be 
much  surplus  stock  with  which  to 
supply  the  fall  and  winter  de¬ 
mand,  not  to  mention  the  require¬ 


ments  for  the  following  spring. 
The  pack  of  lima  beans  has  been 
small,  comparatively,  and  only  a 
couple  of  weeks  of  the  canning 
season  remain. 

A  strong  market  for  the  new 
crop  of  sweet  potatoes  and  spin¬ 
ach  causes  a  large  demand  for 
those  two  articles,  and  there  are 
reports  of  short  crops  of  both  arti- 


Remove  the  Grouch. — You  can’t 
sell  goods  if  you  have  a  grouch. 
Remove  it.  And  the  way  to  re¬ 
move  it  is  to  go  right  to  the  cause. 
Ten  to  one  you’re  in  the  wrong. 
If  you  imagine  the  boss  is  sore  on 
you,  or  the  manager  has  got  it  in 
for  you,  or  the  floor  man  has  no 
use  for  you — go  after  him. 

Ask  for  a  private  interview  and 
say  something  like  this:  I  feel 
that  my  work  is  not  satisfactory 
and  while  in  this  condition  of 
mind  I  cannot  do  my  best.  I  may 
have  misunderstood  you — I  may 
have  misinterpreted  your  manner, 
but  if  I  haven’t  I  want  to  know 
where  the  trouble  lies. 

That’s  the  way  to  go  to  a  su¬ 
perior  officer  and  you  may  rest  as¬ 
sured  you’ll  get  a  reply  that  will 
“remove  the  grouch.” 

*  *  * 

Our’s  Is  a  Spring  Wheat  Flour. — 

“But,”  says  your  customer,  “what 
of  that.”  Well,  spring  wheat  is 
>hard  and  flinty  and  of  course 
stronger,  and  the  stronger  the 
flour  is  the  more  milk  or  water  it 
absorbs,  and  you  can  easily  see 
that  such  flour  is  cheaper  to  use. 

Not  only  that,  but  the  impor¬ 
tant,  or  what  the  chemists  call 
the  “component”  part  of  spring 
wheat  is  gluten,  whereas  that  of 
winter  wheat  is  starch. 

If  you  are  selling  under  your 
own  or  any  other  brand  a  straight 
spring  wheat  flour  you  are  giving 
your  trade  the  best  thing  there  is. 
If  you  are  up  against  a  low  price 
very  likely  it  is  a  blended  flour. 

*  *  * 

Selling  Macaroni. — If  you  ever 
have  an  opportunity  visit  a  maca¬ 
roni  factory — 'Mueller's,  for  in¬ 
stance,  in  Jersey  City.  It’s  an 


cles.  They  are  worth  your  im¬ 
mediate  attention. 

Even  the  high  prices  for  peas 
doesn’t  stop  the  buying  of  them, 
and  the  small  stocks  here  were 
further  reduced  this  week. 
Soaked  peas  continue  to  be  active 
to  fill  requirements  for  something 
cheap  in  that  vegetable.  String 
beans,  kraut,  okra  and  tomatoes 


education.  The  real  difference  in 
the  good  and  poor  macaroni  is  the 
quality  of  the  raw  material  and 
the  method  of  drying. 

A  poor  macaroni  will  cook 
pasty  and  sticky  and  will  have  an 
unpleasant  after  taste,  while  a 
good  macaroni  will  be  tender  and 
sweet. 

Your  customer  says,  “What  is 
the  difference  in  the  imported 
Italian  article  and  the  American?” 

The  writer’s  experience  is  that 
the  imported  is  not  superior  to 
ours. 

Ours  is  made  from  Northern 
spring  wheat  farina  and  this  is  as 
good  in  quality  as  anything  that 
grows.  You  can  say  that  the 
general  preparation  of  this  article, 
particularly  that  of  drying,  is  far 
more  sanitary  than  that  used  by 
the  Italians. 

*  *  * 

Speaking  of  Prepared  Mustard. — 

It’s  well  for  you  boys  to  know  that 
color  has  nothing  to  do  with  the 
quality.  Turmeric  makes  the 
color.  When  a  woman  tells  you 
she  can  buy  a  bigger  bottle  for  10 
cents  than  the  one  you  offer,  what 
are  you  g'oing  to  do  about  it? 

You  can  say  this  (provided  of 
course  your  firm  is  handling  the 
best  goods:  this  mustard  is  a  com¬ 
bination  of  the  best  mustard  seed, 
the  best  spices  and  the  purest 
vinegar.  On  the  other  hand  the 
low  grade  article  is  composed  of 
vinegar,  the  cheapest  class  of 
flour  and  bran.  You  can  further 
say  that  as  “mustard”  it  has  no 
food  value  whatever. 

Understand,  you’re  describing 
the  low  grade  mustard — not 
necessarily  “roasting”  the  other 
fellows.  Never  do  that  directly. 


and  plain  okra  are  all  fairly  active 
and  reasonable  as  to  prices. 

Apples  and  pears  continue  to  be 
the  most  active  articles  in  the  line 
of  fruits  here,  and  the  canning 
season  for  them  is  now  at  its  best 
as  to  quality  and  quantity.  They 
look  attractive  at  to-day’s  prices.  1 
Some  of  the  orders  for  them  last 
week  were  quite  large.  The  buy¬ 
ing  of  pie  peaches  and  seconds 
peaches  was  more  active  during 
the  week,  though  the  orders,  as  a 
rule,  were  small.  It  is  these 
numerous  small  orders,  however, 
that  absorb  the  offerings  surpris¬ 
ingly.  All  the  other  lines  of  fruits 
are  firm  because  of  the  light 
stocks  held  here — pineapples,  ber¬ 
ries,  cherries,  etc.  Cove  oysters 
continue  quiet  and  firm,  with  an 
increase  in  the  inquiry  for  Oc¬ 
tober  and  November  shipment.  1 
Thos.  J.  Meehan  &  Co.  \ 

Baltimore,  Md. 

Spices. 

The  market  is  steady  and  quite 
firm.  The  consuming  demand  is 
on  the  increase  and  is  likely 
to  continue  during  the  fall 
months. 

Pepper. — The  market  for  fu¬ 
tures  eased  off  in  Europe,  though 
there  is  no  perceptible  change  in 
values  here.  Spot  demand  is  very  j 
active.  White  peppers  are  selling  ; 
unusually  well.  Stocks  are  re-] 
ported  small  and  considerable] 
pepper  will  have  to  be  imported 1 
to  cover  our  requirements  overj 
the  fall  and  winter  months. 

Red  peppers  are  firmer  and  in . 
good  demand.  Prices  are  apt  to  j 
advance. 

Cloves. — Spot  demand  unusual¬ 
ly  large.  .  Stocks  are.  reported  i 
very  small.  Foreign  prices  are 
higher  than  here  and  indications : 
really  point  to  higher  values  unti 
arrival  of  new  crop. 

Pimento  (Allspice)  steady  anc  I 
in  good  demand.  Prices,  how  I 
ever,  are  unchanged. 

Nutmegs  generally  higher.  The] 
buying  has  been  large.  The  sup  \ 
ply  here  has  been  greatly  reduce(  : 
and  it  is  hard  to  make  purchase:  ■ 
in  the  East.  All  indications  poin 
to  higher  prices  on  nutmegs  be 
fore  the  close  of  the  year. 

Mace. — Stock  of  prime  quality  1 
is  exceedingly  scarce.  Price 
have  advanced  and  are  likely  t< 
go  higher. 

Cassias. — All  grades  in  fair  de 
mand :  China  is  steady  and 
shade  firmer. 

Gingers  very  stead}-  and  in  fai 
demand.  Prices  are  unchanged. 

Green  ginger  root  unusual! 
scarce  and  it  is  almost  impossibl 
to  tell  whether  any  more  impot 
tations  will  arrive  this  year.  Th 
market,  therefore,  is  exceedingl 
firm  and  higher  prices  are  i 
order. 

Tapiocas  quite  steady  but  ur 
changed  during  the  week. 

Seed  s-H  e  r  b  s. — Canary  an 
Pop])y  have  steadily  advanced 
Celery  is  scarce  and  firmly  held 


Selling  Talks  With  Clerks 

BT  A  MAN  WHO  HAS  BEEN  ONE 

Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Stores,  Trenton,  N.  J. 

I  Jjjlfil 
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Wheel  base, 
90  Inches 


Horsepower, 
10  to  12 


Length  behind 
seat,  6  feet 


Capacity, 
1,500  pounds 


For  Only  $750 


The  Reo  Light  Delivery  Truck,  Designed  by  R.  E.  Olds.  Does  the 
Work  of  Three-Horse  Drawn  Trucks,  at  Less  Than  Half  the  Cost 


By  R.  E.  Olds 

I  have  written  a  book — a  practical 
book — for  men  who  deliver  goods.  I 
want  every  such  man  to  have  it. 

It  gives  figures  and  facts  based  on 
tests  I’ve  made  with  a  thousand  Reo 
trucks.  It  shows  that  horse  deliveries, 
under  average  conditions,  cost  21/ 2 
times  what  they  cost  with  this  truck. 

It  proves  that  this  truck  will  save 
its  cost  in  one  year  with  any  man  who 
keeps  it  busy.  When  idle  all  cost  is 
stopped.  If  you  think  that  horse 
deliveries  are  going  to  continue  I  ask 
you  to  read  this  book. 

The  Perfect  Truck 

Lots  of  costly  mistakes  have  been  made  in 
trucks  built  on  a  pleasure-car  chassis,  equipped 
with  pleasure-car  engines,  sold  at  pleasure- 
car  prices.  They  were  not  economical,  not 
satisfactory.  And  a  good  many  men  have 
come  to  think  that  the  horse-drawn  truck 
will  continue. 

That  is  folly.  Motor  car  designers  have 
simply  been  too  busy  to  solve  the  light  motor 
truck  question.  In  the  next  three  years  horse 
delivery  is  bound  to  be  nearly  wiped  out. 

I  have  designed  what  I  regard  as  a  perfect 
motor  truck.  I  have  tested  a  thousand  of 


them,  in  fifty  sections,  in  forty  lines  of  busi¬ 
ness.  And  any  man  who  learns  what  I  know 
about  it  will  never  deliver  by  horse. 

My  7-Year  Motor 

Almost  the  whole  truck  problem  lies  in  the 
motor.  A  truck  runs  on  solid  rubber  tires 
and  the  usual  engine  can’t  stand  the  jar.  Most 
trucks  are  driven  by  unskilled^  helpers.  The 
engine  must  be  simple,  must  be  trouble-proof. 

I  have  built  gasoline  engines  for  25  years 
— built  them  for  every  purpose.  For  a  dozen 
years  I  have  built  motor  car  engines.  The 
past  seven  years  have  been  largely  spent  in 
perfecting  the  engine  in  this  truck. 

It  is  radically  different  from  my  pleasure- 
car  engines.  It  is  built  for  moderate  speed, 
for  utter  simplicity,  for  immense  durability. 
Just  give  it  gasoline  and  oil,  and  let  it  go. 
One  never  needs  to  think  of  it. 

Let  your  delivery  man  drive  it  and  care 
for  it.  No  mechanic  is  necessary.  It’s  less 
trouble  by  far  than  a  horse. 

1,000  Tests 

Before  committing  myself  in  this  way  to 
this  truck  I  have  tested  one  thousand  of  them. 
The  tests  have  now  covered  a  year. 

I  have  tried  them  on  cobblestones  and  as¬ 
phalt;  in  mud,  clay,  sand  and  snow.  I  have 
tried  them  in  rural  deliveries  and  in  hilly 
towns.  I  have  proved  their  economy  in  forty 
lines  of  business. 

I  had  a  milling  concern,  at  one 
time,  make  an  18-day  test  against 
horse  trucks.  The  horse  truck  in 
that  time  made  133  deliveries.  The 
motor  truck  made  418.  The 
horse  covered  no  miles — the 
mofor  truck  covered  560  miles. 

I  have  carefully  figured  com¬ 
parative  costs  on  the  basis  of 


Same  Truck  with  Delivery  Body — game  price.  Top  and  tide 
curtain  added  for  $50  extra.  A  folding  top 
over  driver’s  seat  only  costs  $25 


(8) 


many  tests.  The  average  cost  of  running  the 
Reo  Motor  Truck  constantly  is  $84.90  per 
month.  That  includes  a  driver  at  $50  per 
month.  It  includes  depreciation,  painting  and 
repairs,  tire  usage,  gasoline  and  oil,  and  6 
per  cent,  interest  on  the  investment. 

The  cost  of  running  two  horse-drawn  trucks, 
figured  in  the  same  way,  is  $135.58  per  month. 
That’s  60  per  cent,  more  than  the  cost  of  one 
truck.  Yet  two  horses  can  cover  only  50 
miles  daily.  The  truck  can  cover  70,  used 
in  the  same  way. 

Then  the  truck  costs  nothing  when  it  isn't 
busy.  It  is  never  fazed  by  the  heat,  never 
stopped  by  the  snow.  The  average  difference 
in  cost  is  about  three  to  one  in  favor  of  this 
motor  truck.  And  it  trebles  one’s  range  of 
delivery. 

Price,  Only  $750 

We  are  selling  this  truck  for  $750 — a  seem¬ 
ingly  impossible  price.  No  other  truck  of  like 
capacity  has  ever  been  offered  anywhere  near 
so  low. 

The  reason  is  this :  We  are  going  to  sell 
trucks  on  a  business-like  basis.  We  are  going 
to  sell  trucks  at  a  dray-wagon  profit. 

This  is  not  an  experiment — not  any  side 
issue.  We  have  built  and  equipped  a  big, 
separate  factory  solely  for  these  trucks.  Its 
present  capacity  is  5,000  trucks  per  year.  Our 
object  is  to  quickly  bring  this  output  up  to 
20,000  trucks  per  year.  The  demand  for  these 
trucks,  when  men  find  them  out,  is  bound  to 
break  all  the  motor  car  records.  It  is  good 
business,  we  think,  from  the  very  start,  to 
quote  a  minimum  price — the  lowest  it  ever 
can  be. 

Write  for  My  Book 

Write  us  to  send  you  my  book  on  Trucks. 
Look  into  this  subject,  and  into  this  truck. 
Wherever  you  are  we  have  salesmen  near  you 
to  demonstrate  this  truck.  We  have  men  to 
teach  your  men  to  run  it.  And  these  men, 
year  in  and  out.  will  render  you  Reo  service. 

Just  write  us  now,  before  you  forget  it,  to 
send  you  our  book  on  Trucks. 


R.  M.  Owen  &  Company 

General  Sales  Agents  for 

Reo  Motor  Truck  Company,  Lansing,  Mich. 
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We  would  be  pleased  to  have  for  publication  in  this  column  the  ideas  of  our  readers  upon  trade  topics 
it  being  understood  that  we  do  not  hold  ouiselves  responsible  for  any  views  expressed  therein.  All  com¬ 
munications  must  be  accompanied  by  the  writer’s  name  and  address  as  an  evidence  of  good  faith,  but  not 
necessarily  for  publication.  All  inquiries  within  our  power  to  answer  will  also  be  noticed  in  this  department. 


Caraway  also  advanced  during 
the  week. 

Sage. — The  fall  demand  is  now 
on.  Prices  stationary.  Marjor¬ 
am,  Savory,  Thyme,  are  now  in¬ 
quired  for.  Prices  unchanged. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 

MARKET  NOTES. 

New  York  is  still  shipping 
peaches,  but  many  of  them  are 
soft  and  need  to  be  pushed  for 
sale.  The  range  is  $1.75  to  $2  per 
rack  of  two  baskets.  Mountain 
peaches  from  Southern  Pennsyl¬ 
vania  and  West  Virginia  are  also 
coming  in  and  range  from  75 
cents  to  $1.25  per  basket.  The 
quality  of  the  current  receipts  is 
fair  and  the  demand  fair. 

Tomatoes  are  still  coming  for¬ 
ward  freely,  though  the  quality  is 
not  very  good.  Canners  are  still 
paying  18  to  20  cents  per  basket, 
and  anything  fancy  is  worth  30  to 
35  cents.  The  latter  are  not 
fancy;  there  are  no  fancy  to¬ 
matoes  on  the  market. 

Cantaloupes  of  fine  quality  are 
coming  from  Colorado,  Utah  and 
Idaho.  The  market  ranges  from 
$1.50  to  $2. 

White  potatoes  are  easier  and 
now  range  from  50  to  60  cents. 
More  are  coming  in,  Maine  ship¬ 
ping  large  quantities. 

The  first  new  Florida  persim¬ 
mons  are  in  and  average  $3  per 
crate.  The  demand  is  light,  as 
the  season  is  early. 

The  first  big  cultivated  chest¬ 
nuts  are  in  market,  and  the  aver¬ 
age  value  is  $4  to  $5  per  bushel. 

Valencia  Kaisin  Prospects  Decline. 

The  American  Consul  writes 
from  Valencia,  Spain,  that  the 
promise  of  an  abundant  raisin 
crop,  which  appeared  to  be  im¬ 
plied  in  timely  spring  rains,  lux¬ 
uriant  growth  of  vines,  and  an  ex¬ 
ceptionally  fine  show  of  blossoms, 
has  not  been  fulfilled.  The  damp 
weather  that  followed  the  copi¬ 
ous  rains  of  May  interfered  with 
the  setting  of  the  fruit  in  low- 
lying  localities.  Estimates  of  the 
raisin  crop,  which  averaged  about 
25,000  tons  up  to  the  last  week 
of  July,  now  that  the  first  grapes 
have  been  harvested  on  light  soils 
and  early  vines,  have  fallen  to  20,- 
000  tons,  against  19,000  harvested 
last  year,  24,500  tons  in  1909,  and 
26,200  tons  in  1908. 


To  Buy  Unpreeerved  California  Pigs' 

Franklin  Furnace,  N.  J., 

September  15,  1911. 

To  the  Editor. 

Dear  Sir: — We  wish  to  pur¬ 
chase  a  small  quantity  (25  pounds) 
of  fresh  ripe  white  California  figs 
(not  preserved)  and  would  be 
pleased  if  you  can  inform  us  of  a 
dealer  in  the  East  from  whom  we 
can  get  them. 

Any  information  that  you  can 
furnish  will  be  appreciated. 

Yours  very  truly, 

J.  W.  Walters, 

Store  Manager  The  New  Jersey 
Zinc  Company  Store. 

These  figs  will  not  arrive  until 
some  time  in  October,  at  which 
time  you  can  get  them  of  Bird¬ 
song  &  Co.,  Inc.,  38  North  Dela¬ 
ware  avenue,  Philadelphia ;  25 

pounds  would  cost  about  $3.50. 

*  *  * 

A  Mail  Order  Clotbing  Scheme. 

Wilkinsburg,  Pa.,  Sept.  19,  1911. 
To  the  Editor. 

Dear  Sir: — We  have  just  re¬ 
ceived  a  catalogue  from  the  Mu¬ 
tual  Trading  Company,  Chambers 
street,  New  York  City,  a  mail¬ 
order  clothing  house.  We  would 
like  your  opinion  of  this  company. 
Their  plan  is  for  the  merchant  to 
take  orders  and  then  they  send 
the  amount  ordered.  In  this  way 
we  would  not  carry  any  stock. 
Please  tell  us  your  opinion  of  this 
plan  and  what  you  know  about 
this  company,  and  oblige, 

Yours  truly, 

D.  W.  Marshall. 

The  Mutual  Trading  Co.  is  an 
apparently  substantial  concern, 
for  it  is  rated  at  $100,000  to  $150,- 
000,  credit  first  grade.  Nobody 
connected  with  this  journal  has 
ever  heard  of  it  and  therefore  we 
know'  nothing  of  its  methods  or 
its  straightforwardness.  It  is  as¬ 
sumed  that  the  concern  sells 
ready-made  clothing  only.  If  so, 
it  would  appear  like  a  pretty  good 
scheme  to  take  orders  which  are 
forwarded  and  filled,  you  to  col¬ 
lect  for  them,  deduct  your  per¬ 
centage  and  remit  the  balance. 
At  least  it  should  be  an  experi¬ 
ment  worth  making  if  it  is  not 
necessary  for  you  to  invest  any 


money  in  it  at  the  start.  We  do 
not  advise  putting  up  any  money 
at  the  beginning.  Perhaps  some 
reader  hereof  has  tried  the  plan 
and  will  tell  us  how  it  worked. 

* *  *  * 

Pour  Questions  Asked  and 
Answered. 

Easton,  Pa.,  Sept.  20,  191-1. 
To  the  Editor. 

Dear  Sir: — Please  answer  the 
following  questions  through  the 
columns  of  your  journal. 

No.  1 — X  represents  a  large 
city  in  Pennsylvania  and  Y  repre¬ 
sents  a  borough  bordering  same. 
A  lives  in  the  former  and  wishes 
to  take  orders  and  deliver  mer¬ 
chandise  in  the  latter,  which  has 
passed  an  ordinance  forbidding 
same  unless  he  would  pay  a 
license.  A  takes  orders  one  day 
and  delivers  the  next  day.  Can  A 
be  compelled  to  pay  the  license 
fee? 

No.  2 — What  do  wre  mean  by  a 
successful  business  in  this,  the 
twentieth  century? 

No.  3 — While  so  much  is  being 
talked  about  the  cause  of  high 
prices,  what  do  you  consider  the 
real  cause  of  high  prices? 

No.  4 — In  the  columns  of  the 
last  edition  of  your  journal  you 
lead  me  to  think  that  a  beginner 
in  business  is  safe  to  borrow  a 
few  thousand  dollars  at  5  or  6  per 
cent  and  invest  same  so  as  to 
make  20  per  cent.  Now,,  don’t 
you  think  with  so  many  twentieth 
century  risks,  failures  and  ex¬ 
penses,  a  man  with  little  or  no 
money  had  better  not  venture? 
If  the  cost  of  doing  business  is 
from  13  to  18  per  cent,  and  inter¬ 
est  on  borrowed  money  6  per 
cent,  a  man  who  borrows  money 
to  make  20  per  cent,  would  really 
lose  the  difference  between  18  per 
cent  plus  6  per  cent.,  or  24  per 
cent,  and  20  per  cent.,  which 
would  be  4  per  cent. 

Yours  truly,  Inquirer. 

1 —  There  being  no  question  of 
interstate  commerce  here,  the 
writer’s  judgment  is  that  such  an 
ordinance  would  be  legal. 

2 —  A  successful  business  is  one 
which  pays  a  fair  return,  every¬ 
thing  considered,  on  the  money 
invested.  This  is  of  course  an  ex¬ 
ceedingly  general  answer,  but  so 
is  the  question  general. 


3 —  There  are  fifty  opinions  as  to 
the  cause  of  high  prices.  The 
writer  believes  that  three  causes 
have  probably  combined  to  force 
values  up:  First,  a  bona  fide 
shortage  in  the  supply  of  many 
staples,  when  compared  with  the 
growing  demand  ;  second,  the  fact 
that  high  tariffs  prevent  remedy¬ 
ing  this  by  the  importation  of  out¬ 
side  products;  and  third,  the  tak¬ 
ing  advantage  of  both  of  these 
conditions  by  unscrupulous  ma¬ 
nipulators  of  the  market. 

4 —  You  have  misread  the  refer¬ 
ence  in  the  last  issue  of  this  jour¬ 
nal  to  borrowing  money.  The 
suggestion  was  not  to  borrow 
money  to  enter  business,  but  bor¬ 
rowing  it  to  get  cash  discounts. 
On  sufficient  security  money  can 
be  borrowed  for  6  per  cent,  at  the 
most,  often  for  less.  If  used  regu¬ 
larly  to  pay  cash  for  merchandise, 
it  will  yield  in  discounts  much 
more  than  6  per  cent.,  and  the 
difference  is  clear  gain.  Even  if 
money  were  borrowed  to  start  in 
business  it  would  not  be  correct 
to  add  the  6  per  cent,  it  would 
cost,  to  the  general  expenses  oi 
doing  business,  because  the  6  pe: 
cent,  would  be  on  capital  in¬ 
vested  and  the  13  to  18  per  cent 
would  be  on  volume  of  busines1 
done. 


The  first  Florida  grapefrui 
have  reached  Northern  market  * 
the  range  being  $5  to  $7.50.  The' 
are  talking  half  a  crop  in  Florida 
and  another  factor  that  will  in 
fluence  the  supply  is  the  fear  01 
the  part  of  shippers  that  grape 
fruit  partly  green  cannot  b- 
legally  shipped. 


Welch  Grape  Juice  Co.  Bays  Walke 
Grape  Juice  Co. 

The  announcement  that  the  Welc 
Grape  Juice  Co.,  of  Westfield,  N.  Y 
has  purchased  at  receiver’s  sale  th 
practical  new  plant  of  the  Grape  Proc 
ucts  Co.,  of  North  East  Pa.,  is  anothe 
chapter  in  grape  juice  history. 

The  Grape  Products  Co.  was  launche 
two  years  to  manufacture  Walker 
grape  juice.  The  company  acquired 
fine  site  at  North  East  sixteen  mil? 
from  Westfield,  and  like  Westfield,  ha 
a  commanding  position  in  the  Chautai 
qua  grape  belt. 

The  Grape  Products  Co.  went  int 
aggressive  action  for  grape  juice  bus 
ness.  It  advertised  lavishly  in  the  maj 
azines  and  secured  good  distribution  f< 
its  product.  The  entire  enterprise  fail* 
and  the  Welch  Grape  Juice  Co.  pu 
chased  the  North  East  plant  at  receiver 
sale.  None  of  the  Walker  Grape  Jui< 
stock  was  bought.  They  purchased  tl 
land,  building,  machinery  and  corp* 
rate  franchises  of  the  Grape  Produc 
Co.  The  remaining  stock  of  Walker 
grape  juice,  advertising  material,  be 
ties,  etc.,  was  otherwise  disposed  of  1 
the  receivers. 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


Denatured  Alcohol  as  a  Commercial 
Proposition  for  Grocer  and 
General  Storekeeper 

The  Product  is  Now  a  Marketable  Product,  Doing  Several 
Times  as  Much  Work  as  Its  Nearest  Competitor,  Kerosene, 
Though  Alcohol  Costs  More  in  the  Beginning.  Something 
About  Its  Accomplishments,  Its  Cost,  Its  Uses  and  the 
Appliances  Made  for  Its  Use.  A  Coming  Product  in 
Country  Districts. 


From  the  time  nearly  five  years 
ago  when  denatured  alcohol  came 
into  the  market  as  a  competitor  of 
kerosene  and  gasoline  for  lighting 
and  heating,  this  journal  has 
taken  a  keen  interest  in  it,  believ¬ 
ing  that  eventually  it  would  de¬ 
velop  large  commercial  possibili¬ 
ties.  Readers  hereof  will  remem¬ 
ber  that  prior  to  June  7,  1906, 
there  was  a  heavy  internal  reve¬ 
nue  tax  on  alcohol — $2.08  per  gal¬ 
lon — which  prevented  it  from 
being  used  for  anything  but  arts 
and  sciences.  On  June  7,  1906, 
Congress  passed  a  law  removing 
the  tax  on  alcohol  which  should  be 
denatured,  that  is,  put  through  a 
process  which  rendered  it  un¬ 
drinkable.  Later  other  favorable 
laws  were  passed,  and  denatured 
alcohol  is  now  sold  in  the  open 
market  free  from  all  tax  and  at  a 
fraction  of  its  former  price.  Its 
average  value  to-day  is  60  cents 
per  gallon,  to  which  reference  will 
be  made  later. 

The  extent  to  which  the  busi¬ 
ness  of  selling  denatured  alcohol 
is  developing  and  is  destined  to 
develop,  would  hardly  be  believed 
by  those  not  aware  of  it.  Corpo¬ 
rations  have  been  formed  for  the 
purpose  of  exploiting  not  only  de¬ 
natured  alcohol,  but  appliances 
for  using  it.  Neither  the  alcohol 
itself  nor  the  appliances  are  par¬ 
ticularly  cheap,  speaking  of  first 
cost,  but  considering  their  advan¬ 
tages  their  prices  compare  favor¬ 
ably  with  competitive  products. 

As  stated,  denatured  alcohol 
retails  at  60  cents  per  gallon, 
which  at  first  glance  appears  high. 
A  test  has  shown,  however,  that 
in  an  ordinary  lamp  one  gallon 
will  burn  about  3834  hours,  sup¬ 
plying  during  the  whole  of  that 
time  1,740  candle  power.  A  gal¬ 
lon  of- kerosene  will  burn  for  3234 
hours,  but  is  giving  only  484 
candle  power.  This  makes  the  al¬ 
cohol  at  60  cents  as  cheap  as 
kerosene  at  18  cents.  The  whole¬ 


sale  price  of  alcohol  is  44  cents. 
One  other  advantage  of  the  al¬ 
cohol  is  the  fact  that  it  makes  no 
smoke,  dust  or  smell,  and  that  the 
light  furnished  by  it  has  the  pe¬ 
culiar  quality  of  allowing  colors 
to  be  matched  as  well  by  might  as 
by  day.  It  is  usually  burned  with 
incandescent  mantles  §uch  as  the 
Welsbach. 

The  use  of  alcohol  for  lighting 
has  progressed  much  further  in 
Europe  than  in  this  country.  In 
France,  Belgium  and  Germany, 
for  example,  the  varieties  of 
lamps  used  for  burning  alcohol 
are  very  numerous,  and  vary  in 
candle  power  from  25  to  600 
candle  power.  Arc  lights  are  used 
for  street  purposes  which  exceed 
1,000  candle  power. 

An  ordinary  lamp  for  burning 
alcohol  retails  for  $3  to  $5.  There 
is  a  comfortable  margin  between 
the  wholesale  and  retail  price. 
All  varieties  of  lamps  are  now 
made  for  the  purpose — hanging 
lamps,  bracket  lamps  and  all  sorts 
of  reading  and  house  lamps. 

In  the  lighting  of  stores  and 
business  places  alcohol  seems  to 
be  especially  effective.  There  are 
several  types  of  lamps  made  for 
the  purpose,  some  of  them  ap¬ 
proaching  the  arc  electric  light  in 
appearance  and  brilliancy.  For 
instance,  one  standard  lamp  can 
be  used  either  indoors  or  out, 
holds  two  quarts  of  alcohol  and 
burns  twenty-four  hours  without 
refilling.  The  light  is  65  candle 
power  strong,  and  the  price  is 
about  $15. 

Another,  which  is  sold  as  an 
arc  light,  gives  as  high  as  300 
candle  power  and  costs  $42. 

As  a  fuel  for  cooking,  denatured 
alcohol  also  possesses  great  possi¬ 
bilities.  Those  who  have  used  it 
claim  that  cooking  can  be  done 
with  it  with  much  more  precision 
than  with  coal,  because  it  is  con¬ 
stantly  under  control.  It  is  also 
said  to  be  cheaper  than  coal. 


From  a  comparative  statement  of 
the  relative  cost  of  cooking  with 
alcohol  and  coal,  the  following 
recital  of  conclusions  is  taken: — 

Other  experiments  show  that  one 
gallon  of  alcohol  costing  50  cents 
was  sufficient  to  cook  35  meals  for 
two  people  during  thirteen  consec¬ 
utive  days  at  a  cost  of  less  than  4 
cents  a  day.  The  very  best  results 
we  have  obtained  here  in  burning 
coal  is  8  cents  a  day.  The  higher 
cost  of  coal  is  found  in  the  waste 
of  heat  between  meals  when  the 
stove  is  idle,  yet  burning  coal. 

The  low  cost  of  alcohol  arises 
from  the  fact  that  the  instant  the 
cooking  stops  the  cost  stops.  This 
great  economy,  combined  with  its 
cleanliness,  safety,  ease  of  manage¬ 
ment,  its  complete  control,  make  it 
the  ideal  domestic  fuel  for  every 
American  kitchen. 


Sugar  Market  May 


Stoves  for  the  utilization  of  al¬ 
cohol  have  also  been  devised 
from  a  little  table  stove  costing  5c 
cents  up  to  a  good-sized  range  al 
$13- 

There  is  also  on  the  market  i 
steam  radiator  in  which  alcohol  if 
used,  which  is  31  inches  high  am 
will  heat  a  room  12  x  14  feet 
The  price  is  $20. 

The  writer  believes  that  fron 
now  on  denatured  alcohol  as  1 
means  of  lighting  and  heating  it 
destined  to  assume  a  decided  im 
portance,  especially  in  the  coun 
try  districts  where  people  are  de 
pendent  on  kerosene  or  gasoline 


Break  Within  a  Monti 


Demand  Sharply  Declines  and  as  Soon  as  Refiners  Start  in  fo 
Orders  Again  Prices  Will  Take  Sharp  Slump.  New  Yorl 
Refiners  Already  Decline  Half  Cent  on  Account  of  Increas 
in  Raw  Supply.  Beet  Granulated  Coming  on  the  Markel 


From  the  present  outlook  the 
squeeze  in  sugar,  which  has 
forced  prices  higher  than  for 
twenty-two  years,  will  likely 
come  to  an  end  within  the  coming 
month,  and  it  may  end  within 
the  next  two  weeks.  The  decline 
in  the  demand,  which  has  already 
begun,  together  with  the  coming 
of  home  beet  sugar  into  the  mar¬ 
ket,  is  expected  to  ease  off  the 
situation. 

Buyers  of  raw  sugar  have  paid 
up  to  5.96  cents  for  it,  which  is 
an  unprecedented  price.  Having 
paid  so  much  for  raws,  they 
cannot  sell  refined  much  less  than 
7  cents.  Arbuckle  Bros.,  of  New 
York,  have  been  holding  granu¬ 
lated  at  734  cents,  which  is  higher 
than  anybody  else.  The  probable 
cause  was  the  fact  that  they  had 
small  stocks  of  raws.  During  the 
past  week  they  have  increased 
their  stocks  of  raws  and  almost  at 
once  declined  granulated  to  6j4 
cents.  All  the  other  New  York 
refiners  who  were  not  already  at 
634  cents  followed.  The  Federal 
refinery,  however,  is  still  quoting 
at  734  cents,  but  at  this  figure 
they  will  deliver  promptly,  while 
the  refiners  who  quote  6j4  cents 
want  ten  days  or  two  weeks.  In 
Philadelphia  the  Franklin  refinery 
is  where  it  has  been  for  several 
weeks — on  the  basis  of  6J4  cents. 
The  McCahan  refinery  is  out  of 
the  market. 

The  market  is  expected  to  take 
a  slump  within  a  month  because 


it  is  believed  that  by  that  tim 
the  refiners  will  be  out  for  order 
again.  To-day  they  are  fightin 
to  keep  orders  away.  The  de 
mand  has  dropped  very  rapidl 
within  the  last  week,  and  fror 
now  on  will  decline.  Up  to  th 
present  time  the  demand  fo 
sugar  has  not  materially  falle 
off,  as  neither  the  ending  of  th 
preserving  season,  nor  the  hig 
market,  has  had  time  to  affect  th 
consumption.  Both  factors  hav 
started  to  get  their  work  in  now 
and  the  refiners  will  likely  b 
competing  with  each  other  fc 
business  within  the  near  futuri 
When  that  stage  arrives  the  pric 
will  probably  take  a  sharp  slum; 
When  it  starts  to  go,  it  will  dro 
with  a  heavy  thud,  and  tbl 
shrewdest  buyers  are  buying  wit 
that  probability  constantly  i 
mind. 

Another  factor  in  the  expecte 
forthcoming  drop  is  the  coming  ( 
beet  granulated  into  the  marke 
Some  of  the  Western  factorit 
have  opened  their  season,  an 
beet  granulated  is  offered  as  lo' 
as  5.65  cents.  This  will  be  eagerl 
taken  by  the  Western  and  Nortl 
western  trade,  which  means  tl 
still  further  curtailing  of  the  d< 
mand  for  Eastern  refined  sugar. 


White  potatoes  are  also  cheap* 
— 50  cents  per  basket,  against  3 
cents  a  year  ago.  The  chance 
that  potatoes  may  not  get  muc 
cheaper  during  the  entire  seaso- 
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$2,500.00  In  Prizes 

To  Increase  Oatmeal  Consumption 

185  Prizes,  Ranging  from  $100  Down 
Open  to  Grocers  and  Their  Clerks 

THE  Quaker  Oats  Company  starts  its  Fall  advertising  with  a 
new  innovation.  See  the  October  magazines  and  women’s 

k  ■ ’  |  *  _ 
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publications.  They  came  out  about  September  25th. 

We  offer  there  185  prizes,  totaling  $2,500.00.  There  are  five  prizes  of  $100.00  each, 
ten  of  $50.00  each,  etc.  They  are  offered  by  us  to  those  who  send  the  best  letters,  illus¬ 
trating  the  good  which  people  get  from  eating  oatmeal. 

You  men  who  sell  oats  should  have  a  chance  at  those  prizes. 

Be  sure  that  you  see  those  announcements. 

And  notice  this  when  you  read  such  announcement:  The  object  of  our  advertising — 
as  it  has  been  for  years — is  to  increase  the  oatmeal  consumption.  We  are  not  merely 
after  existing  trade.  Nine-tenths  of  our  aim  is  to  increase  the  sale  of  oatmeal. 

A  recent  house-to-house  canvass  which  we  made  in  twelve  cities  shows  that  two- 
thirds  of  all  families  are  now  using  oatmeal.  About  half  of  them  use  it  daily. 

Our  object  now  is  to  bring  this  greatest  of  all  foods  into  constant,  universal  use. 

•  ’  -  u.  .!  ( i.fci  ; •• 

And  that  is  for  the  good  of  all. 

The  Quaker  Oats  Company  is  doing  more  than  all  others  to  nurture  the  trade  in  oatmeal. 
It  has  done  more  than  all  others  to  make  people  like  oatmeal. 

Quaker  Oats  is,  beyond  any  question,  the  finest  oat  food  in  existence. 

By  quality,  by  advertising  and  by  right  business  methods  we  are  constantly  building 
the  trade  in  oatmeal.  If  you  believe  that  these  efforts  are  good  for  you — and  good  for 
all — we  ask  you  to  help. 

The  Quaker  Qats  (ompany 


CHICAGO 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 


l 


s 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


Goods  That  Are  Being  Advertised  to  Your 

Customers 

“Grocery  World  and  General  Merchant”  Makes  Compilation 
of  Products  for  Which  Demand  is  Being  Created  Through 
Leading  Periodicals.  Papers  and  Magazines  Used  as  Basis 
Cover  Entire  Country. 

[The  compilation  which  appears  below  is  the  result  of  more  thinking 
along  a  line  which  was  given  some  discussion  several  months  ago,  viz.,  the 
advantage  to  the  retailer  of  keeping  posted  as  to  what  products  are  being 
advertised  to  his  customers,  so  that  he  may  get  the  benefit  of  such  advertising, 
if  the  product  is  for  other  reasons  a  desirable  one  to  sell.  The  list  here 
presented  includes  practically  every  leading  magazine  and  periodical  and 
products  that  are  not  advertised  in  some  of  them  are  hardly  advertised  at  all.] 

-  • 

October. 


Pearson’s. 

Cream  of  Wheat. 

Cresco  Co. 

Huyler’s. 

Nabisco  Wafers. 

Post  Toasties. 

Postum. 

Gold  Medal  Flour. 

White  House  Coffee. 

Chiclets. 

White  Rock  Water. 

Sapolio. 

Fairy  Soap. 

Outlook. 

Armour’s  Bouillon  Cubes. 

Grape  Nuts. 

Bon  Ami. 

Crystal  Domino  Sugar. 

Kellogg’s  Toasted  Cornflakes.. 
Swift’s  Premium  Oleomargarine. 
Fairy  Soap. 

Baker’s  Cocoa. 

Ivory  Soap. 

Kornlet  Soup. 

Post  Toasties. 

Educator  Crackers. 

Van  Camp  Pork  and  Beans. 
Chiclets. 

Eagle  Brand  Condensed  Milk. 
Whitman’s  Candies. 

Apenta. 

Heinz  57  Varieties. 

Uneeda  Biscuit.  • 

Shredded  Wheat  Biscuit. 

Gold  Medal  Flour. 

Peters’  Chocolate. 

Ladies’  Home  Journal. 

Cream  of  Wheat. 

Ivory  Soap. 

Post  Toasties. 

Eagle  Condensed  Milk. 

Postum. 

Campbell’s  Soups. 

Underwood  Deviled  Ham. 

Royal  Baking  Powder. 

Nabisco  Wafers. 

Bon  Ami. 

Pearline. 

Gold  Medal  Flour. 

Ralston  Wheat  Food. 

Dutch  Cleanser. 

Educator  Crackers. 

Huyler’s  Cocoa  and  Chocolates. 
Liebig  Extract  of  Beef. 

None  Such  Mince  Meat. 

Parowax. 

Mrs.  Rorer’s  Coffee. 

Minute  Gelatine. 

Occident  Flour. 

Chiclets. 

Wright’s  Silver  Cream. 

Snider’s  Catsup  and  Pork  and 
Beans. 

Knox  Gelatine. 

Jap-a-Lac. 

P.  and  G.  White  Naphtha  Soap. 
U-All-No  Mints. 

Packer’s  Tar  Soap. 

Karo. 

Horlick’s  Malted  Milk. 

Hormel’s  Dairy  Hams  and  Bacon. 
Vitrolite  White.  Enamel. 

Sunshine  Biscuit. 

Lenox  Chocolates. 


Steero  Bouillon  Cubes. 
Three-in-One  Oil. 

Wesson  Snowdrift  Oil. 

Crystal  Domino  Sugar. 

Heinz  Products. 

Alabastine  Wall  Tint. 

Elastica  Floor  Finish. 

Electro  Silicon. 

Liquid  Veneer. 

Outing. 

White  House  Coffee. 

Kellogg’s  Toasted  Corn  Flakes. 
Libby’s  Products. 

Liebig  Extract  of  Beef. 

Post  Toasties. 

Postum. 

Three-in-One  Oil. 

Scribner's. 

Sapolio. 

Apenta  Water. 

Baker’s  Cocoa. 

Nabob  Brand  Codfish. 

Horlick’s  Malted  Milk.  ’ 

Huyler’s  Cocoa. 

Kellogg’s  Toasted  Corn  Flakes. 
Lea  &  Perrin’s  Sauce. 

Libby’s  Food  Products. 

Occident  Flour. 

Peter’s  Chocolate. 

Post  Toasties. 

Postum. 

Chiclets. 

Shredded  Wheat  Biscuit. 

White  Rock  Water. 

Whitman’s  Candies. 

Wilbur’s  Chocolate  Buds. 
Cuticura  Soap. 

Electro  Silicon. 

Fairy  Soap. 

Ivory  Soap. 

Pearline. 
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Collier’s. 

Fairbank’s  Gold  Dust. 

Fairy  Soap  and  Sunny  Monday. 
Huyler’s. 

Spearmint  Chewing  Gum. 
Packer’s  Tar  Soap. 

Lea  &  Perrin’s  Sauce. 

Berry  Bros.’  Varnishes. 
Three-in-One  Oil. 

Blue  Label  Ketchup. 

Whittemore’s  Shoe  Dressing. 
Occident  Flour. 

Steero  Bouillon  Cubes. 

Quaker  Puffed  Wheat. 

Lea  &  Perrin’s  Sauce. 

Borden  Evaporated  Milk. 
Horlick’s  Malted  Milk. 

“Faust”  Coffees  and  Teas 
(Blanke’s). 

Saturday  Evening  Post. 
Mapleine. 

Mrs.  Rorer’s  Coffee. 

Steero  Bouillon  Cubes. 

Blue  Valley  Butter. 

Atlas  E-Z  Jar. 

Life  Buoy  Soap. 

Quaker  Puffed  Wheat. 

Elastica  Floor  Finish. 

Post  Toasties. 

Educator  Crackers. 

Karo. 


Macbeth  Lamp  Chimneys. 
Whittemore  Shoe  Dressing. 
Baker-ized  Barrington  Hall  Cof¬ 
fee. 

Ivory  Soap. 

Huyler’s. 

Rough  on  Rats. 

T.  A.  Snider  Preserve  Co.’s  Prod¬ 
ucts. 

Blue  Valley  Butter. 

Berry  Bros.’  Varnishes. 

Liquid  Veneer. 

Horlick’s  Malted  Milk. 

Lea  &  Perrin’s  Sauce. 
Alabastine. 

Lucky  Strike  Tobacco. 

Occident  Flour. 

Gold  Medal  Flour. 

Campbell’s  Soups. 

Crystal  Domino  Sugar. 

Jap-a-Lac. 

Van  Camp’s  Pork  and  Beans. 
Whitman’s  Chocolates. 

Postum. 

Mellen’s  Food. 

Johnston’s  Chocolate. 
Sherwin-Williams  Paints  and 
Varnishes. 

Quaker  Oats. 

Sunshine  Biscuits. 

National  Oats. 

Vitrolite  (White  Enamel). 
Packer’s  Tar  Soap. 

Heinz’s  57  Varieties. 

LePage’s  Glue. 

Wesson’s  Snowdrift  Oil. 

Nabisco  Wafers. 

U-All-No  Mints. 

Rat  Bis-Kit. 

Ralston  Wheat  Food. 

ChBclets. 

Hone  Oil. 

Underwood  Deviled  Ham. 
Sealshipt  Oysters. 

Fould’s  Macaroni. 

Beech-Nut  Peanut  Butter. 

Swan’s  Down  Prepared  Cake 
Flour. 

Spearmint  Chewing  Gum. 

Woman’s  Home  Companion. 
Ivory  Soap. 

Diamond  Dyes. 

Pear’s  Soap. 

Campbell’s  Soups. 

Liebig  Extract  of  Beef. 

Ralston  Wheat  Food. 

Huyler’s  Cocoa. 

Oxo  Bouillon  Cubes. 

Snider’s  Pork  and  Beans  and 
Catsup. 

Wright’s  Silver  Cream. 
McMenamin  &  Co.’s  Deviled 
Crabs. 

Lenox  Chocolates. 

Crystal  Domino  Sugar. 

Postum. 

Eagle  Brand  Condensed  Milk. 
Armour’s  Extract  of  Roast  Beef. 
Post  Toasties. 

Heinz’s  57  Varieties. 

Rat  Bis-Kit. 

Three-in-One  Oil. 

Wesson’s  Snowdrift  Oil. 

Electro  Silicon. 

Old  Dutch  Cleanser. 

Jello. 

Uneeda  Biscuit. 

Karo. 

Knox  Gelatine. 

Educator  Crackers. 

Chiclets. 

Gold  Medal  Flour. 

Packer’s  Tar  Soap. 

Liquid  Veneer. 

Occident  Flour. 

Nestle  Foods. 

Jap-a-Lac. 

Steero  Bouillon  Cubes. 

P.  and  G.  White  Naphtha  Soap. 
Lea  &  Perrin’s  Sauce. 

Kitchen  Bouquet. 

Parowax. 

Cream  of  Wheat. 

Harper’s  Bazaar. 

Shredded  Wheat. 

Postum. 

Crystal  Domino  Sugar. 

Nabisco  Wafers. 

Eagle  Condensed  Milk. 

Post  Toasties. 

Baker’s  Cocoa. 


Heinz  Products. 

Knox  Gelatine. 

Huyler’s. 

Wright’s  Silver  Cream. 

Old  Dutch  Cleanser. 

Electro  Silicon. 

Chiclets. 

Liquid  Veneer. 

Gold  Medal  Flour. 

St.  Nicholas. 

Swift’s  Premium  Oleomargarine 
Fairy  Soap. 

Gold  Medal  Flour 
Baker’s  Cocoa. 

Peter’s  Chocolate. 

Crystal  Domino  Sugar. 

Postum. 

Post  Toasties. 

Ralston  Wheat  Food. 

Educator  Animal  Crackers. 
Chiclets. 

Mennen’s  Talcum  Powder. 

Ivory  Soap. 

Libby’s  Products. 

Pictorial  Review'. 

Cream  of  Wheat. 

Armour’s  Extract  of  Beef. 
Campbell’s  Soups. 

Pearline. 

Nabisco  Sugar  Wafers. 

Diamond  Dyes. 

Royal  Baking  Powder. 

Cuticura  Soap. 

Post  Toasties. 

Borden  Eagle  Brand  Condensed 
Milk. 

Postum. 

Pear’s  Soap. 

Lea  &  Perrin’s  Sauce. 

Elastica  Floor  Finish. 

Snider’s  Pork  and  Beans. 

Snider’s  Catsup. 

Karo. 

Old  Dutch  Cleanser. 

Van  Camp’s  Pork  and  Beans. 
Knox  Gelatine. 

Kingsford’s  Cornstarch. 

Sunshine  Biscuits. 

Occident  Flour. 

Steero  Bouillon  Cubes. 

Heinz’s  57  Varieties. 

Palmolive  Soap. 

Ladies’  World. 

Cream  of  Wheat. 

Royal  Baking  Powder. 

Ivory  Soap. 

Campbell’s  Soups. 

Eagle  Brand  Condensed  Milk. 
Postum. 

Nabisco  Sugar  Wafers. 

Quaker  Oats. 

Old  Dutch  Cleanser. 

Karo. 

Ralston  Wheat  Food. 

Shaker  Salt. 

Knox  Gelatine. 

Mapleine.  . 

Jell-O. 

Liquid  Veneer. 

Dromedary  Dates. 

Armour’s  Extract  of  Beef. 
Snider’s  Pork  and  Beans  and  Cat¬ 
sup. 

Baker’s  Cocoa. 

Liebig’s  Extract  of  Beef. 

Sapolio. 

Heinz’s  57  Varieties. 

Alabastine  (Wall  Tint). 

Lenox  Chocolate. 

Whittemore’s  Shoe  Polish. 
Three-in-One  Oil. 

Jap-a-Lac. 

Diamond  Dyes. 

Cuticura  Soap. 

Steero  Bouillon  Cubes. 

Elastica  Floor  Finish. 

Electro  Silicon. 

Parowax. 

Lea  &  Perrin’s  Sauce. 

Gold  Medal  Flour. 

Puck. 

White  Rock  WaU*. 

ShfneS  O^fMetal  p0Hsh). 
Huyler’s. 

Great  Bear  Spring  Water. 

Gold  Medal  Flour. 

Chiclets. 
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Life. 

Crystal  Domino  Sugar. 

Peter’s  Chocolate. 

Huyler’s. 

Londonderry  Spring  Water. 
Whitman’s  Chocolates. 

Chiclets. 

White  Rock  Water. 

Smart  Set. 

White  Rock  Table  Water. 

Huyler’s  Candies. 

Libby,  McNeill  &  Libby’s  Canned 
Goods. 

Harper’s  Weekly. 

Napoleon  Flour. 

Apenta  Water. 

Gold  Medal  Flour. 

The  World’s  Work. 

Chiclets. 

Horlick’s  Malted  Milk. 

White  Rock. 

Huyler’s. 

Vitrolite  White  Enamel. 

Swift’s  Premium  Oleomargarine. 
Fairy  Soap.  * 

Harper’s  Monthly. 

Sapolio. 

Postum. 

Pearline. 

Post  Toasties. 

Crystal  Domino  Sugar. 

Cuticura  Soap. 

Apenta  (Natural  Aperient 
Water). 

White  Rock  Water. 

Chiclets. 

Huyler’s  Chocolate  and  Cocoa. 
Liebig  Extract  of  Beef. 

Ivory  Soap. 

Swift’s  Premium  Oleomargarine. 
Royal  Baking  Powder. 

Baker’s  Chocolate. 

Grape  Nuts. 

McClure’s. 

Jap-a-Lac. 

Apenta  Water. 

Armour’s  Bouillon  Cubes. 

Chiclets. 

Blue  Label  Ketchup. 

White  House  Coffee. 

Cresco  Grits  and  Barley  Crystals. 
Jell-O. 

Horlick’s  Malted  Milk. 

Huylej-’s. 

Educator  Crackers. 

Kellogg’s  Toasted  Cornflakes. 

Lea  &  Perrin’s  Sauce. 

Liebig  Extract  of  Beef. 

Nabisco  Sugar  Wafers. 

Peter’s  Chocolate. 

Post  Toasties. 


Postum. 

Occident  Flour. 

Steero  Bouillon  Cubes. 
Gold  Medal. 

White  Rock  Water. 
Whitman  Chocolates. 
Liquid  Veneer. 

Vitrolite. 

Electro  Silicon. 

Pearline. 

Cuticura  Soap. 

Atlantic  Monthly. 

Peters’  Chocolate. 
Horlick’s  Malted  Milk. 
Educator  Crackers. 

White  House  Coffee. 
White  Rock  Water. 
Libby’s  Products. 

Post  Toasties. 

Everybody’s. 

Armour’s  Bouillon  Cubes. 
Campbell’s  Soups. 

Crystal  Domino  Sugar. 
Fould’s  Macaroni. 
Horlick’s  Malted  Milk. 
Lea  &  Perrin’s  Sauce. 
Liebig  Extract  of  Beef. 
Sunshine  Biscuits. 
Nabisco  Sugar  Wafers. 
Post  Toasties. 

Postum. 

Occident  Flour. 

Steero  Bouillon  Cubes. 


Shredded  Wheat  Biscuit. 
Kellogg’s  Toasted  Corn  Flakes. 
White  Rock  Table  Water. 
Wilbur’s  Buds. 

Apenta  Water. 

Fairy  Soap. 

Ivory  Soap. 

Lippincott’s. 

Fairy  Soap. 

Armour’s  Simon  Pure  Leaf  Lard. 
Pear’s  Soap. 

Nabisco  Sugar  Wafers. 

Kellogg’s  Toasted  Corn  Flakes. 
Sapolio. 

Chiclets. 

White  Rock. 

Electro  Silicon. 

American. 

Gold  Medal  Flour. 

Fairy  Soap. 

Armour’s  Bouillon  Cubes. 

Baker’s  Cocoa. 

Blue  Label  Ketchup. 

Chiclets. 

Cream  of  Wheat. 

Cresco  Olive  Oil. 

Crystal  Domino  Sugar. 

Huyler’s  Chocolates. 

Lowney’s  Chocolates. 

Nabisco  Sugar  Wafers. 

Peters’  Chocolate. 

Postum  Cereal. 

Post  Toasties. 

White  Rock  Water. 

Bon  Ami. 

Liquid  Veneer. 

Ivory  Soap. 

Hampton-Columbian. 
Armour’s  Bouillon  Cubes. 

Cream  of  Wheat. 

Fould’s  Macaroni. 

Liebig  Extract  of  Beef. 

Nabisco  Sugar  Wafers. 
Washington  Crisps. 

White  Rock. 

Electro  Silicon. 

Three-in-One  Oil. 

Cuticura  Soap. 

Fairy  Soap. 

Ivory  Soap. 

Chiclets. 

Vitrolite. 


Florida  persimmons  are  ruling 
I  low  this  year— $2.75  to  $3.  The 
quality  is  not  very  good  and  the 
demand  is  slow. 


Three  Reasons  Why  You  Should  Sell 
Magazines. 

The  American  News  Co.  of  New 
York,  the  largest  dealer  in  periodicals 
in  the  world,  gives  three  reason's  in  this 
issue  why  grocers  and  general  store¬ 
keepers  could  handle  periodicals  with 
profit  to  themselves.  The  news  com¬ 
pany  contends  that  they  not  only  pay 
well  of  themselves,  being  cash  merchan¬ 
dise  and  selling  at  a  good  profit,  but 
they  are  particularly  valuable  in  bring¬ 
ing  people  to  the  store.  Let  the  people 
in  your  neighborhood  understand  that 
the  new  monthly  magazines  are  on  sale 
at  your  store  as  soon  as  they  are  issued, 
and  you  will  be  surprised  at  the  number 
of  people  who  “drop  in  ’  to  buy  or  to 
look.  That  you  can  sell  other  goods 
to  some  of  these  is  sure,  but  e\en  it 
you  don’t,  you  are  making  a  good  profit 
on  the  magazines.  _ 

Turn  to  the  American  News  Co.  s 
page  now  and  sign  and  mail  the  coupon 
in  the  corner  before  you  do  anything 
else. 


TheM  trade-i 

GRES 


UOREY  iid 

BfUket 
0  alike  other 


FARWELl 


ivery  paclup 

Diet  for 
Dyspeptiqs 

110  OBESITY 

lyerybody. 

For  book 

I.  T..  U.  $.  k 


We  sell  groceries  on  the  mail 

order  system  without  the  ex¬ 

pense  of  traveling  salesmen 

Write  for  “THE  CASH  GROCER”  con¬ 
taining  a  full  line  of  Groceries  and  Prices, 
and  note  the  following — for  this  week  only , 
October  2d  to  October  7th,  inclusive : 

SOUR  KROUT  tierces  62  to  66  gallons,  per  tierce,  $0.96 

14-gallon  kegs . P0r  keg) 

IO -gallon  kegs . per  keg,  • 

6-gallon  kegs . Per  keg> 

/TUACflf  A  TPC  W.  H.  Bakers’  Justioe  brand, 
tllULULAl  C  ^8|  12-lb  boxes . per  lb.,  22 

6  or  10-box  lots . Per 

Dirt?  Extra  Fancy,  new,  full  head,  blue-lined 

KlvE  barrelsabout340  1bs.net . per  lb.,  -06>t 

Most  beautiful  lot  of  Rice  that  you  have  almost  ever  seen  ; 
very  large  bean,  absolutely  whole,  no  broken  grains,  very 
white  and  very  flinty.  A  beauty  and  a  bargain. 

p  A  ICIXTC  Golden  State  Brand,  fanoy,  fresh, 

Coast  packed,  seeded,  30-ls  .  .  .  per  lb.,  -0  M 

6  or  10-box  lots  . . per  lb.,  *08# 

rnDM  Epicurean  Brand,  fancy,  Maine  style, 
vUlyi'l  new  goods,  crop  and  pack  1911,  just  in, 

No.  2  oans,  2  doz . Per  doz>  80 

6  or  10-case  lots . Per  doz,»  Hl'A 

fTAii  S-  ^  8rand>  ex^ra  fancy, 

lUiYiAlUbd  cold  packed,  large  size  No.  3 
cans,  6  or  10-case  lots,  shipment  the  latter 
part  of  this  week . Per  doz,» 

Wright  Brand,  Standard  cold  paoked,  No.  3  cans, 

single  cases . P®r  doz,»  -®° 

6  or  10-case  lots . Per  doz  > 

Golden  Rule  Brand,  No.  3,  off  Standard,  2  doz.  .  .  per  doz.,  .82)4 

Tomatoes  are  a  good  buy  at  these  prices.  Not  over  25 
cases  of  any  one  brand  to  any  one  buyer. 

STRING  BEANS  22, 

Refugee  cut  string  beans,  No.  2  cans,  2  doz.  .  .  per  doz.,  .86 
6  or  10-case  lots . P°r  doz->  -82)4 

NEW  CURRANTS  fancy,  rsoleaned 

goods,  30-ls . per  lb.,  .08* 

26-lb.  boxes,  loose . Per  H*-* 

Positively  New  Currants,  crop  and  pack  1911.  Just  in. 

SCHUMACKER’S  AVENA 

barrels,  new  goods,  crop  1911 . Per  bbl.,  6-70 

BARBER  &  PERKINS 

Wholesale  Cash  Grocers 

29, 31 , 33  N.  Water  Street  28  N.  Delaware  Avenue 

PHILADELPHIA,  PENNA. 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


A  Suggestion. 


The  following 
clipping  from  the 
“Saturday  Even¬ 
ing  Post’’  is  in¬ 
teresting  : — 

For  five  years  after  moving  away 
from  a  certain  locality  in  New 
York,  we  bought  our  meat  from  our 
former  dealer,  simply  because  he 
would  invariably  deliver  the  quality 
of  meat  ordered.  As  we  lived  at  a 
long  distance  from  him,  we  had  to 
submit  to  considerable  inconven¬ 
ience;  no  importunities  of  butchers  _ 
in  the  neighborhood  could  prevail 
against  his  proved  reliability.  We 
have  never  ceased  to  bemoan  the 
necessity  of  finally  leaving  him. 

How  many  grocers  out  of  ten 
will  send  the  same  quality  mer¬ 
chandise  when  ordered,  by  tele¬ 
phone  or  solicitor  that  the  cus¬ 
tomer  could  get  if  she  came  to  the 
store?  The  writer  has  dealt  with 
probably  ten  grocers  in  the  last 
dozen  years,  and  not  one  of  those 
would. 

Naturally  the  quality  of  certain 
merchandise  varies.  Out  of  a 
basket  of  peaches,  or  tomatoes,  or 
cantaloupes,  there  will  be  large 
and  small,  ripe  and  unripe,  good, 
bad  and  indifferent.  Somebody 
must  get  the  small,  the  unripe  and 
the  bad  and  indifferent ;  who  is 
most  likely  to  get  it — the  buyer 
who  orders  by  telephone  or  the 
buyer  who  comes  and  personally 
selects?  Every  grocer  knows  the 
answer;  more  than  that,  the 
answer  which  comes  into  his  mind 
is  the  answer  which  he  gives  it. 
He  cannot  sell  the  poorer  stuff  to 
the  customer  who  looks  before 
she  buys;  he  must  sell  it  to  some¬ 
body,  and  the  only  person  left  to 
sell  it  to  is  the  woman  who 
doesn't  look  before  she  buys. 

That  argument  sounds  plausi¬ 
ble — is  there  any  way  of  getting 
around  it?  The  writer  knows  one 
grocer  who  completely  got  around 
it  in  a  thoroughly  practicable  way. 
Every  package  of  variable  mer¬ 
chandise  that  came  into  his  store 
he  separated  into  two  grades,  one 
fancy  and  uniform,  the  other  con¬ 
sisting  of  the  balance.  Upon  the 
different  grades  he  of  course  put 
different  prices.  From  him  the 
customer  who  ordered  the  best 
grade  by  telephone  got  precisely 
what  personal  selection  would 
have  given  her,  because  there 
was  no  difference.  If  she  took  the 
second  grade,  and  paid  the  lower 


price,  even  then  she  was  apt  to 
get  the  same  whether  she  went  to 
the  store  or  not,  for  the  lower 
grade,  having  also  been  weeded 
out,  was  apt  to  be  uniform  also. 

There  is  no  possible  way  in 
which  a  dealer  who  puts  a  uni¬ 
form  price  on  ununiform  mer¬ 
chandise  can  equally  satisfy  all 
buyers. 


Yoa  Never  Can  Tell. 


d  he  literature  of  all  languages 
is  full  of  variations  upon  the 
adage  “appear¬ 
ances  are  often 
deceitful,”  a  n  d 
they  are  all  true. 
Not  by  a  man’s  clothes  can  you 
appraise  him,  nor  by  the  appear¬ 
ance  of  a  business  concern  can 
you  estimate  its  prosperity  or  suc¬ 
cess.  Read  the  following  from 
an  Eastern  daily  paper: — 

CEREAL  CONCERN  DEFAULTS. 


prosperous  concern.  Yet  sudden¬ 
ly  it  confesses  failure  and  sells  the 
most  of  its  business,  shortly  after 
defaulting  in  its  financial  obliga¬ 
tions. 


Defeat  of  Reciprocity. 


Great  Western  Fails  to  Pay  Interest 
on  First  Mortgage  Bonds. 


A  dispatch  from  Chicago  says: 
“The  Great  Western  Cereal  Co.  has 
failed  to  pay  the  semi-annual  inter¬ 
est,  due  September  15th,  on  its  first 
mortgage  6  per  cent,  bonds,  of 
which  $684,500  are  outstanding.  The 
company  has  reported  to  the  trus¬ 
tees  of  the  bond  issue,  the  Conti¬ 
nental  and  Commercial  Trust  and 
Savings  Bank,  that  its  plants  are 
shut  down  and  that  it  has  no  funds 
to  meet  the  interest,  amounting  to 
$■20,535.  Joy  Morton  and  the  other 
large  stockholders  had  hoped  to 
pull  the  concern  out  of  the  rut  with 
the  $1,000,000  cash  received  a  few 
months  ago  through  the  sale  of  the 
company’s  two  best  mills  and  trade 
names  to  the  Quaker  Oats  Co.,  but 
their  plans  were  upset  by  an  injunc¬ 
tion  obtained  by  certain  bondhold¬ 
ers.  Of  the  $1,000,000,  $225,000  was 
used  to  buy  and  cancel  $290,500  of 
the  Great  Western  bonds.  The  rest 
is  held  by  the  Continental  and  Com¬ 
mercial  Trust  and  Savings  Bank. 
The  bondholders  claim  it  and  the 
company  claims  it.  An  injunction 
issued  by  Judge  Horan,  of  Mask- 
alin,  Iowa,  restrains  the  bank  from 
paying  any  of  it  to  the  company.” 

The  Great  Western  Cereal  Co., 
formerly  packers  of  Mother’s 
Oats  and  other  “Mother’s”  cereal 
products,  recently  sold  out  to  the 
Quaker  Oats  Co.  because  it  had 
not  made  a  success  of  its  business. 
It  showed  all  the  earmarks  of 
prosperity.  Its  products,  espe¬ 
cially  Mother’s  Oats,  were  almost 
as  generally  sold  as  coffee  and 
sugar,  its  relations  with  the  dis¬ 
tributing  trade  were  friendly  and 
warm,  and  those  on  the  outside  all 
looked  on  it  as  a  wealthy  and 


This  journal  greatly  regrets  the 
failure  of  reciprocity  in  Canada. 

The  plan  would 
have  been  an  in¬ 
teresting  experi¬ 
ment  with  the 
effect  of  lower  tariff,  and  in  the 
writer’s  judgment  would  have 
very  shortly  led  to  a  complete  re¬ 
adjustment  of  the  general  tariff 
situation.  The  writer  believes 
that  the  time  for  a  high  .tariff  in 
this  country  is  past,  and  that 
much  lower  duties  than  we  now 
impose  would  increase  our  avail¬ 
able  supplies  of  staple  merchan¬ 
dise  and  lower  the  cost  of  living. 
When  the  mere  defeat  of  a  pros¬ 
pect  caused  the  prices  of  food 
staples  to  rise  in  all  the  large  mar¬ 
kets  within  an  hour  after  reci¬ 
procity  was  beaten,  no  further 
evidence  is  necessary  to  show 
how  potent  the  reality  would 
have  been. 

If  reciprocity  had  passed,  sta¬ 
ples  like  butter,  eggs  and'  pota¬ 
toes  could  have  entered  the  coun¬ 
try  from  Canada  upon  a  basis 
which  would  have  made  Canada 
an  undoubted  source  of  supply  for 
us.  Unless  it  included  Canada, 
no  corner  or  manipulation  of  the 
supply  would  have  been  possible, 
and  the  result  would  have  almost 
surely  been  a  steadying  of  the 
markets  here,  and  the  complete 
prevention  of  the  feverishly  high 
prices  which  our  restricted  sup¬ 
plies  now  frequently  cause.  It 
would  have  been  an  exceedingly 
interesting  experiment,  and  prob¬ 
ably  a  most  useful  one.  But  its 
defeat  will  not  defeat  the  demand 
for'tariff  reform ;  on  the  contrary 
it  will  probably  aid  it.  The  reci¬ 
procity  campaign  whetted  the 
people’s  appetite  for  a  taste  of 
lower  tariffs.  They  have  tired  of 
high  tariffs  and  they  want  to  see 
what  reduction  will  do.  Reci¬ 
procity  failed  of  passage,  leaving 
their  appetite  unsatisfied.  Natu¬ 
rally  they  will  turn  to  the  next 
best  way  of  doing  what  reciproc¬ 
ity  would  have  done,  and  that 


means  the  next  general  electior 
Almost  certainly,  however,  som 
kind  of  tariff  reform  will  come  01 
of  the  next  Congressional  sessit 
which  meets  in  December. 


Fooliih  Fablci. 


This  journal  reproduces  the  fol¬ 
lowing  clipping  from  the  Phil 
delphia  “Publ 
Ledger”  as  a  fa 
example  of  t 
muck  which 

purging  through  the  daily  paper 
regarding  the  sugat  situation:^. 

WILMINTON,  Del.,  Sept.  24. — 
Delaware  will  combat  the  Sugar 
Trust.  It  was  announced  to-day 
that  the  housewives  in  the  town  of 
Townsend  are  so  incensed  over  the 
rise  in  the  price  of  sugar  that  they 
have  combined  to  boycott  the  prod¬ 
uct  of  the  trust.  Saccharine  and 
other  substitutes  will  be  used.  The 
women  declare  they  are  in  earnest, 
and,  despite  the  fact  that  the  pre¬ 
serving  season  is  on,  they  will  wage 
the  boycott  vigorously. 

That  the  movement  will  spread  to 
other  parts  of  this  State  became 
evident  to-day,  when  it  was  learned 
that  a  petition  addressed  to  Con¬ 
gress,  is  being  prepared,  urging  the 
lawmakers  to  place  sugar  on  the 
free  list.  The  petition  will  be  cir¬ 
culated  throughout  Delaware,  and 
will  be  largely  signed.  It  is  an  out¬ 
growth  of  the  Townsend  women’s 
boycott. 

The  Delaware  housewives  who 
expect  to  use  “saccharine  and 
other  substitutes”  fof-  sugar 
will  be  disappointed.  Saccha¬ 
rine  cannot  be  used  legally,  and 
there  are  no  other  substitutes. 
After  they  learn  this  will  they 
boycott  sugar?  No.  They  will 
not  boycott  it  any  more  than  they 
would  boycott  salt.  It  is  impossi¬ 
ble  to  boycott  sugar  without 
entering  upon  a  diet  that  would 
prove  flat,  stale  and  exceedingly 
unprofitable. 

Note  the  hostile  reference  to 
“the  product  of  the  trust,”  the  in¬ 
sinuation  being  that  the  Sugar 
Trust  is  responsible  for  the 
squeeze.  The  Trust  may  have 
done  some  things  in  its  time,  but 
it  is  no  more  responsible  for  the 
present  sugar  situation  than  Ben¬ 
jamin  Franklin.  Neither  has  the 
tariff  on  sugar  anything  to  do 
with  it,  though  of  course  if  there 
were  no  duty  sugar  would  be 
cheaper  than  it  is,  though  the  ad¬ 
vance  would  have  been  precisely 
the  same.  The  cause  of  high 
sugar  is  the  short  supply  of  raws 
and  nothing  else. 
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The  “Premium” 
Brand  on  Ham 


WE  must  make  EVERY 
ham  that  bears  “S  WIFT’S 
PREMIUM”  brand  give  satis¬ 
faction,  or  the  brand  would 
cease  to  mean  anything. 

And  you  should  have  that 
ham  if  you  want  to  satisfy 
your  trade  and  build  up  a 
good  bam  business. 

SWIFT’S  PREMIUM 
HAMS  are  always  tender,  de¬ 
liciously  flavored,  properly 
cured.  What  we  tell  you 
about  them  you  can  tell  your 
customers  with  confidence. 

F’REMIUM  HAMS  we  keep 
well  advertised,  and  that 
makes  it  easy  for  you  to  sell 
them. 

Swift  &  Company,  U.  S.  A. 


$14.25  for  a  Tea  which 
might  cost  you  $18  anywhere  else 

“THE  ARDEN  BLEND” 

Pakt  in  new  lined  barrels  of  100  lbs. 
net,  from  good  Foochow,  Oolong,  Congou 
and  Green  Teas.  A  fine  “leader”  for  your 
Tea  trade.  Price  $14.25  barrel,  net  cash 
10  days.  In  the  present  state  of  the 
Tea  market  this  is  unusual  value. 

Thomas  Martindale  &  Co. 

Tea  Importers  and  Dealers 

Philadelphia,  Pa. 


Is  He  Buying 

Coffee 

Below  You? 


Perhaps  you  have  a  com¬ 
petitor  who  seems  to  be  able 
to  undersell  you  on  Coffee. 
We  can  tell  you  what  may  be 
the  reason — you  may  buy 
your  Coffee  through  sales¬ 
men,  while  he  may  buy  by 
mail  of  us.  If  this  is  so,  he 
is  absolutely  cerain  to  be 
buying  below  you. 

Think  this  over — it  may  be 
of  tse  highest  importance. 
It-stands  to  reason  that  we, 
having  no  salesmen  to  pay, 
can  undersell  houses  that  do 
have  salesmen. 

Send  us  some  samples  to 
match,  or  let  us  send  you 
some. 


DURYEE  &  BARWISE 

Roasters  and  Packers  Teas  and  Coffees 

89  FRONT  STREET,  NEW  YORK 

ESTABLISHED  1897 


fay®:: 


If  You  Could  See  a  Family  Enjoying 

PENN  MAR  SYRUP 

You  would  determine  to  sell  it  to  everyone  of  your  customers  because 
you  would  feel  sure  of  pleasing-  them  and  bringing  them  back  for  more.  One 
way  to  decide  this  is  to  try  it  on  your  own  table,  let  your  family  decide.  Y  ou  11 
find  the  flavor  and  quality  above  any  other  because  PENN  MAR  SYRUP  is  absolutely 
pure  sugar  syrup.  You  will  also  find  the  sales  of  PENN  MAR  SYRUP  will  increase 
because  we  have  found  them  increasing  each  season — on  a  sound  quality  basis. 


J.  STROMEYER  &  CO. 


33  S.  Water  Street,  Philadelphia 
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The  New  York  Letter 


The  Madison  Square  Garden  Food  Show  is  an  Educational 
Pure  Food  Show.  New  Bad  Food  Crusade.  Hebrew 
Grocers’  Association  Held  for  Conspiracy  in  Restraint 
of  Trade.  Market  Summary. 


Special  Correspondence  of  "Grocery  World  and 
General  Merchant.” 


New  York,  Sept.  29,  1911. 

Much  attention  has  been  direct¬ 
ed  this  week  to  the  Pure  Food  Ex¬ 
position  opened  in  the  Madison 
Square  Garden  by  Domestic  Sci¬ 
ence  and  Pure  Food  Societies. 
The  exhibits  are  restricted  to 
those  which  are  guaranteed  by 
the  manufacturers  to  be  free  from 
adulterants  of  any  and  all  Finds. 
Foods  that  have  been  preserved 
by  the  use  of  any  kind  of  chem¬ 
icals  or  that  have  been  artificially 
colored  to  the  slightest  extent  are 
of  course  barred. 

Various  societies  have  been 
holding  meetings  in  connection 
with  the  exhibit  and  women’s  so¬ 
cieties  have  been  especially  active 
in  this  way.  At  these  meetings 
the  speakers  have  discussed  the 
food  question  from  many  points 
of  view. 

One  of  the  features  that  has  at¬ 
tracted  a  lot  of  attention  has  been 
the  displays  of  food  by  manufac¬ 
turers  who  announce  not  only 
their  full  compliance  with  all  of 
the  requirements  of  the  food  laws, 
but  go  further  and  say  that  food 
products  should  be  of  even  higher 
standards  than  the  laws  require — 
that  it  is  not  enough  for  a  manu¬ 
facturer  to  build  his  reputation 
on  compliance  with  the  absolute 
requirements  of  the  law,  but  he 
should  go  above  them  and  pro¬ 
vide  the  best  qualities  of  food  to 
be  obtained. 

A  point  made  by  several  of  the 
speakers  was  that  the  public  is  to 
blame  for  much  of  the  artificial 
coloring  of  canned  food,  as  the 
housewives  require  tomatoes 
more  red  than  those  of  nature, 
peas  more  green  than  when  they 
come  from  the  pod  and  various 
kinds  of  fruit  whitened  in  an  un¬ 
natural  way.  However  it  was 
also  pointed  out  that  the  manu¬ 
facturers  cannot  escape  all  re¬ 
sponsibility,  since  it  was  because 
of  their  fierce  competition  that 
they  produced  the  cosmic  effects 
and  taught  the  public  to  look  for 
the  high  colors. 

The  city’s  Bureau  of  Weights 


and  Measures  has  contributed  to 
the  exhibit  a  display  of  the  vari¬ 
ous  kinds  of  devices  used  by  dis¬ 
honest  dealers  in  cheating  on 
weights  and  measures,  including 
trick  scales  and  false  bottoms  in 
measures,  with  a  collection  of 
these  articles  actually  seized  in 
stores.  There  are  also  naval  and 
military  commissary  exhibits,  and 
displays  of  fireless  cookers  and 
supplies  of  many  kinds  adapted 
for  use  and  convenience  in  mod¬ 
ern  kitchens. 

Among  the  exhibitors  are  the 
following  firms  and  companies : — 

Franco-American  Food  Co.,  H. 
J.  Heinz  Co.,  Francis  H.  Leggett 
&  Co.,  New  York  Oyster  Dealers’ 
Association,  Welch  Grape  Juice 
Co.,  Beardsley’s  Shredded  Cod¬ 
fish,  Borden’s  Condensed  Milk 
Co.,  Sheffield  Farms,  Slawson- 
Decker  Co.,  American  Kitchen 
Products  Co.,  Hecker-Jones-Jew- 
ell  MillingCo., Beech-Nut  Packing 
Co.,  Libby,  McNeill  &  Libby, 
Runkel  Brothers,  Liebmann’s 
Sons  Brewing  Co.,  Thatcher 
Manufacturing  Co.,  Crown  Cork 
and  Seal  Co.,  Merrell-Soule  Co., 
United  Brokerage  Co.,  Mr.  J.  F. 
Howard,  Kellogg  Food  Co.,  Royal 
Baking  Powder  Co.,  The  Moxie 
Co.,  Genesee  Pure  Food  Co., 
Corn  Products  Co.,  Nuggett  Pol¬ 
ish  Co.,  Giacoma  Costa  fu  and 
Johnson  Educator  Co.,  Clicquot 
Club  Co.,  Olivers  &  Sons,  Ltd., 
Carl  H.  Schultz,  Worcester  Salt 
Co.,  A.  Goodman  &  Sons,  E.  S. 
Burnham  Co.,  Consolidated  Gas 
Co.,  The  Atkins  Co.,  Belle  Mead 
Sweets,  Velox  Polish  Manufac¬ 
turing  Co.,  Kosmos  Supply  Co., 
Channell  Chemical  Co.,  American 
Sugar  Refining  Co.,  C.  F.  Sauer 
Co.,  Sturgis  &  Walton  Co.,  Jacob 
Ruppert,  H.  G.  Kotten  Co.,  Sun 
Ray  Water  Co.,  B.  Ackermann, 
Robinson  Baking  Tester  Co.,  Zoo- 
lak,  A.  R.  Justice  Co. 

*  *  * 

Coming  along  about  the  same 
time  as  the  pure  food  show  is  a 
new  crusade  by  the  Bureau  of 
Food  and  Drugs,  connected  with 
the  city’s  Health  Department. 
The  Federal  and  State  officials 


have  been  unable,  it  is  said,  to 
punish  certain  classes  of  offenders 
and  the  city’s  department  has 
some  advantages  in  prosecuting 
just  such  cases. 

Upward  of  thirty  dealers  in 
various  lines  are  to  appear  and 
answer  to  charges  in  the  Court  of 
Special  Sessions.  Fines  were  im¬ 
posed  this  week  in  a  half  dozen 
cases  and  there  is  to  be  a  proces¬ 
sion  of  the  dealers  to  the  courts 
in  the  next  month. 

The  manager  of  a  branch  of  one 
of  the  biggest  chain-store  com¬ 
panies  must  answer  to  the  charge 
of  selling  condensed  milk  that 
was  adulterated.  Two  other  deal¬ 
ers  are  also  accused  of  having  in 
their  possession  condensed  milk 
that  had  soured. 

A  large  proportion  of  the  cases 
are  against  proprietors  of  meat 
markets  for  having  in  their  stores 
various  kinds  of  meat  that  was 
decayed  and  unfit  to  eat.  In  some 
cases  the  marketmen  are  accused 
of  freshening  up  chopped  beef  by 
dyeing  it  in  red  chemicals. 

Several  bakers  and  others  must 
answer  to  the  charge  of  having 
cans  of  rotten  eggs  in  their  pos¬ 
session. 

Candy  dealers  are  accused  of 
selling  candy  that  had  been 
coated  with  wood  alcohol  varnish 
or  banana  lacquer,  which  is  used 
largely  in  painting  and  decorating 
houses,  but  is  not  supposed  to  be 
used  in  food. 

It  is  given  out  that  the  soda 
fountains  will  be  rigidly  investi¬ 
gated  and  prosecutions  will  be 
started  in  all  instances  in  which 
syrups  containing  coal-tar  prod¬ 
ucts  or  other  adulterations  are 
used.  F  ■  •  -  . 

It  is  possible  that  the  authori¬ 
ties  will  also  investigate  the  ice 
cream  business.  They  have  oc¬ 
casionally  arrested  one  of  the 
cheap  peddlers,  but  it  is  hinted 
that  in  some  quite  big  and  high- 
toned  establishments  the  ice 
cream  is  not  all  that  it  should  be, 
and  that  there  is  a  vast  amount 
of  powdered  material  employed  in 
place  of  cream.  These  powders 
should  be  analyzed  to  determine 
if  they  are  healthful  food,  it  is 
suggested. 

The  Federal  laws  of  course  do 
not  touch  the  ice  cream  business 
which  is  not  commonly  of  an 
inter-State  character.  As  the 
business  is  widely  scattered 
among  men  who  have  votes  and 
includes  some  pretty  large  inter¬ 


ests  it  has  been  said  that  politics 
usually  protects  it  from  very  rigid 
inquiry. 

Pies  are  being  examined.  It  is 
charged  that  many  of  the  fine 
looking  lemon  meringue  pies  and 
charlotte  russes  are  made  byusing 
a  sort  of  soap  powder  with  sweet¬ 
ening  instead  of  eggs. 

In  all  these  lines  much  of  tin 
business  is  of  a  local  character  sc 
that  it  escapes  scrutiny  of  Federa 
inspectors.  The  city’s  authorise: 
have  special  power  conferred  by 
recent  legislation,  as  a  result  o 
which  the  possession  of  adulter 
ated  food  in  a  store  is  itself  suf 
ficient  basis  for  a  prosecution. 

After  all  the  exposure  of  th< 
rotten  egg  business  and  the  fus 
that  was  made  about  it  a  year  0 
so  ago,  it  will  be  surprising  t< 
many  to  be  told  that  there  is  ; 
lot  of  it  still  going  on  in  this  city 
That  is  exactly  what  the  investi 
gators  in  the  city  service  say 
They  say  that  few,  if  any,  of  th 
dealers  who  made  a  specialty  0 
selling  the  decayed  eggs  in  can 
went  out  of  business  after  the  ex 
posures.  They’  are  more  secretiv 
and  cautious  than  they  used  to  b 
and  this  seems  to  be  the  principal 
change,  some  think. . 

It  is  also  claimed  that  a  larg  I 
dealer  in  Gouverneur  street  make 
a  specialty  of  buying  up  canne 
fruit  that  has  been  spoiled  by’  th 
cans  springing  leaks  or  otherwisi 
and  after  treating  the  fruit  chem: 
cally,  he  is  said  to  sell  it  to  baker 
for  the  “filling”  of  pies. 

Active  efforts  are  being  made  t 
get  the  authorities  who  condem 
and  seize  canned  fruits  or  veg« 
tables  to  send  the  goods  to  th  • 
jobbers  instead  of  destroyin 
them.  The  products  are  seizej  i  J 
retail  stores  and  the  jobbers  h!av 
to  make  good  to  the  retailer 
This  is  a  simple  matter,  as  th 
names  of  the  jobbers  are  on  th 
cans  and  the  records  show  exactl 
how  many  cans  were  condemns 
The  retailer  has  no  trouble  i 
proving  the  facts  to  the  jobber. 

But  when  the  jobber  tried  t 
fall  back  on  the  packer  there 
trouble.  Because  of  the  multipl 
ity  of  brands  and  the  fact  that 
jobber  may  put  his  brands  on  tl 
products  of  several  factories,  tl 
manufacturer  cannot  tell  withoi 
an  examination  of  the  cai 
whether  or  not  they  came  fro 
his  factory.  It  is  even  said  th. 
he  sometimes  could  not  tell  eve 
if  he  saw  the  cans.  So  he  is  nc 


grocery  world  and  general  merchant 


LAST  deal  on  VAN  CAMP'S  MILK  for  the  year.  The 
cost  of  raw  milk  advances  steadily  from  now  until  next 
spring.  This  advance  is  as  sure  as  taxes.  It  can  t  be  avoided, 
so  you  will  appreciate  the  importance  of  the  proposition  which 
follows:  We  are  going  to  give  grocers  one  more  chance  to 
lay  in  a  winter  supply  of  VAN  CAMP  S  MILK.  This  will 
positively  be  our  last  big  deal  of  the  season.  Order  now.  Get 
your  VAN  CAMP’S  MILK  delivered  and  billed  in  October,  and 
on  every  jobber’s  bill  dated  in  October  and  sent  to  us  we  will 
return  the  bill  with  the  following  cash  rebate  remittances: 

$1.00  cash  rebate  on  each  5  cases 

2.25  cash  rebate  on  each  10  cases 

6.25  cash  rebate  on  each  25  cases 

/  • 

18.75  cash  rebate  on  each  50  cases 
30.00  cash  rebate  on  each  100  cases 

•  * 

Good  for  October  purchases  only.  Order  from  your  jobber  s 
salesmen,  or  send  your  order  to  your  jobber  by  mail.  This  deal 
is  open  to  all  retailers  through  any  jobber.  Get  your  order  in  at 

once.  Don’t  lose  this  opportunity  to  make  money. 

.  • 

The  Van  Camp  Packing  Company 

INDIANAPOLIS,  IND. 
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inclined  to  make  good  losses,  as 
he  is  not  convinced  that  they  oc¬ 
curred  in  connection  with  his 
products. 

The  jobbers  in  some  instances 
have  complained  that  the  condi¬ 
tions  are  unfair  to  them.  The 
Health  Board  authorities  have 
thus  far  taken  the  position  that 
this  is  a  situation  which  they  can¬ 
not  make  any  easier  for  the  job¬ 
ber.  They  say  that  as  the  jobber 
puts  his  name  on  the  label  he 
must  accept  the  responsibility. 
Moreover,  if  the  goods  were  re¬ 
leased  to  one  jobber  it  would  be 


Written  for  the  "Grocery  World  and  General  Merchant" 


How  the  English  Grocer  Competes  With 
Co-operative  Stores 


National  Secretary  John  A.  Green,  Himself  an  Englishman 
Observes  English  Stores  Last  Summer  and  Tells  Why  They 
Can  Succeed  Side  by  Side  by  the  Co-operative  Stores 
American  Grocer  Can  Apply  Same  Principle  to  His  Own 
Problems. 


One  can  very  well  wonder  how 
the  English  grocer  can  compete 
with  the  co-operative  stores  and 


necessary  to  release  them  to  all  huy'mS  exchanges  of  all  descrip- 


and  the  authorities  could  not  be 
certain  that  the  goods  would  not 
again  be  put  out  on  the  market 
after  being  treated  chemically 
perhaps. 

Recent  developments  indicating 
that  there  is  a  regular  business  in 
the  sale  of  canned  goods  that  have 
been  spoiled  and  renovated  have 
confirmed  the  authorities  in  ‘their 
attitude.  There  is,  therefore,  a 
puzzling  situation  for  the  jobbers. 


*  *  * 


Several  of  the  members  and 
officers  of  the  Harlem  Hebrew 
Retail  Grocers’  Association  have 
been  held  for  trial  in  the  Court  of 
Special  Sessions.  The  decision 
holding  them  for  trial  was  handed 
down  yesterday  by  Chief  City 
Magistrate  McAdoo.  The  Dis¬ 
trict  Attorney’s  office  has  for 
some  time  been  preparing  the 
cases  against  the  defendants. 

The  charges  are  that  the  de¬ 
fendants  conspired  in  restraint  of 
trade  and  in  violation  of  anti-trust 
laws. 

Several  complaints  were  made 
by  retailers,  who  claimed  that 
they  had  been  coerced  into  join¬ 
ing  the  association,  and  it  was 


tions.  There  is  but  one  way  by 
which  he  has  any  chance  of  secur¬ 
ing  and  holding  the  trade. 

In  the  first  place  the  English 
grocer  has  been  educated  for 
years  in  his  position,  beginning  as 
an  apprentice  and  working  grad¬ 
ually  up  to  a  competent  clerk¬ 
ship. 

He  has  been  taught  the  first 
rudiments  and  has  gradually 
learned  his  lesson  so  that  he  be¬ 
comes  fitted  by  practical  experi¬ 
ence  to  own  and  operate  a  store 
of  his  own  or  become  competent 
to  manage  a  business  for  any  one 
else. 

His  store  is  so  arranged  as  to 
be  almost  a  work  of  art,  goods  at¬ 
tractively  displayed,  the  colors  on 
packages  arranged  so  as  to  make 
them  almost  a  picture.  Bulk- 
goods  are  done  up  in  artistic  pack 
ages  and  the  service  so  excellent 
that  he  draws  to  himself  the  class 
of  trade  that  is  profitable. 

Then  again  is  the  window 
trimming.  A  young  man  of  per¬ 
haps  thirty  years  displayed  to  me 
five  medals  which  he  had  won  in 
national  contests  for  window 
trimming. 

I  stood  looking  into  the  window 


also  claimed  that  the  association  a  grocer  in  the  city  of  Glasgow, 
had  instituted  boycotts  to  prevent  Scotland,  almost  spellbound  by 
wholesalers  from  selling  to  non-  the  beauty  of  its  construction. 


members. 

Mrs.  Rebecca  Silver,  who  has  a 


There  were  layers  of  canned 
goods,  layers  of  meats  artistically 


small  grocery  store  at  203  East  arranged  on  large  platters.  There 
96th  street,  said  that  she  was  were  package  goods  of  several 
persecuted  until  she  joined  the  kinds  and  all  arranged  as  to  color 
society,  and  that  after  she  joined  and  variety  that  would  have  made 
the  officers  obliged  her  to  give  up  a  beautiful  study  for  any  artist’s 


the  use  of  trading  stamps  and  to 
increase  her  prices  so  that  her 
trade  went  elsewhere. 

Samuel  Koenig  is  counsel  for 


brush. 

The  co-operative  stores  in  Eng¬ 
land  report  the  last  year’s  sales 
to  be  many  millions  and  yet  the 


the  defendants  and  he  says  that  independent  retailer  is  meeting 
there  will  be  no  trouble  in  meet-  these  conditions  and  by  careful 
ing  the  charges  at  the  proper  time,  management  is  holding  his  own. 
One  of  the  officers,  Michael  Co-operative  companies  are  not 
(Continued  on  Pa£e  23.)  i  taxed  by  the  government  because 


they  are  corporations  owned  anc 
operated  by  the  people.  The  in 
dependent  stores  are  taxed  al 
most  to  the  limit  and  while  they 
have  made  efforts  to  relieve  them 
selves  of  this  unjust  and  unfair 
competition  in  the  way  of  taxes 
yet  they  have  not  been  successful 
The  co-operative  stores  are  in 
public  favor,  while  the  independ¬ 
ent  storekeeper  has  no  one  but 
his  patrons  who  sympathize  with 
him  in  his  position,  and  they  do 
not  seek  to  relieve  him  because 
greater  burden  would  be  placec 
upon  them  if  they  did. 

He  depends  entirely  on  his 
thorough  knowledge  of  the  busi¬ 
ness  and  his  own  ability,  with  the 
assistance  of  his  clerks  by  a  sys- 
stem  of  attractive  decorations  and 
a  service  superior  to  the  co-oper¬ 
ative  service  to  draw  the  better 
class  of  trade  and  to  hold  his  own 
against  superior  odds. 

The  day  has  arrived  when  the 
American  grocer  can  no  longer 
listlessly  move  about  in  his  store 
and  be  careless  of  its  manage¬ 
ment  and  of  its  looks.*  There  is  so 
much  competition  that  he  must 
wake  up  to  the  situation.  He  will 
have  to  use  the  greatest  care  in 
arranging  his  stock  so  as  to  invite 
and  entertain  his  trade  and  inspire 
confidence  in  himself. 

In  this  day  of  attractive  labels 
and  extra  quality  goods  it  should 
be  an  easy  matter  if  the  rig 
care  and  thought  is  given  to  the 
business  to  compete  for  the  trade 
and  hold  it  after  he  is  given  the 
opportunity. 

Any  kind  of  clerk  will  not  do 
as  in  previous  years.  The  clerk- 
must  be  trained,  must  have  a 
certain  amount  of  self-respect  and 
pride  in  his  business  so  that  he 
will  help  retain  the  prestige  and 
good  name  of  the  proprietor  and 
his  business. 

I  have  seen  delivery  men.  carry 
iods  into  a  house  with  a  pipe  or 
cigar  in  their  mouths.  This 
may  afford  some  pleasure  to  the 
person  doing  it,  but  it  certainly 


does  not  invite  trade  to  the  man 
in  whose  employ  he  is. 

This  may  be  a  little  point  to 
talk  about,  but  it  is  one  of  the 
very  essential  things.  An  en¬ 
gaging  address  and  a  thorough 
knowdedge  of  the  goods  in  the 
store  is  as  essential  for  the  help  as 
it  is  for  the  proprietor  himself. 

We  are  living  in  an  age  of  re¬ 
finement,  when  every  workmat 
has  it  in  his  mind  to  give  hi< 
children  the  best  of  education, 
and  with  that  education  comes 
desire  for  better  things,  so  that  if 
the  American  grocer  is  going  to 
hold-  his  own  he  must  meet  these 
conditions. 

John  A.  Green, 
Secretary  National  Retail  Gro¬ 
cers’  Association. 

Cleveland,  Ohio, 

September  27,  1911. 


Getting  Away  From  Even  Money. 

Grocers  are  quitting  the  olt 
practice  of  making  an  “even 
money”  selling  price  on  coffee. 
”1  hey  are  adjusting  themselves,  to 
new  conditions.  Anyway,  there 
is  no  reason  why  a  grocer  should 
ask  25  cents  for  a  pound  of  coffee 
that  is  no  longer  sufficiently 
profitable  to  retail  at  that  figure, 
because  of  the  advances  in  the 
market.  The  proper  thing  to  do 
under  present  conditions  is  to 
split  your  nickels,  asking,  for  ex¬ 
ample,  26  or  27  cents,  instead  of 
25,  as  formerly.  Following  is  a 
chart  showing  the  profit  percent¬ 
ages  on  coffee  based  on  purchase 
and  selling  prices: — 


TABLE  SHOWING  PROFIT  PERCENTAGE 
ON  COFFEE. 

And  You  Sell  at 


2«»C. 

27c. 

28c. 

2CC. 

3IC. 

If  your 

Per 

Per 

Per 

Per 

ter 

Per 

Coffee  costs 

cent.  cent.  cent.  cent.  cent.  cent. 

20  cents  . . 

.20 

26 

28 

33 

35 

39 

20]/2  cents 

.18 

24 

26 

31 

33 

37 

21  cents  . . 

.16 

22 

25 

30 

32 

36 

2i]/2  cents 

•14 

20 

23 

28 

30 

34 

22  cents  . . 

.12 

18 

21 

26 

29 

33 

2 2l/i  cents 

•  IO 

l6 

19 

25 

27 

31 

23  cents  . . 

.  8 

14 

17 

23 

25 

30 

2314  cents 

.  6 

13 

l6 

21 

24 

28 

24  cents  . . . 

•  4 

II 

14 

20 

22 

27 

24 y2  cents 

.  2 

9 

12 

18 

21 

25 

25  cents  .  . 

7 

IO 

l6 

19 

24 

25J4  cents  . 

. .  . 

5 

8 

15 

17 

22 

26  cents  . . . 

3 

7 

13 

16 

21 

26C  cents  . 

.  .  • 

1 

5 

II 

14 

19 

27  cents  . . . 

.  . 

3 

IO 

12 

18 

27^4  cents  . 

.  . 

1 

8 

11 

16 

28  cents  . . . 

*  . 

.  • 

6 

9 

15 

Note. — This 

table 

is 

correct 

only  when  cost  column  represents 
the  delivered  cost  plus  cost  to 
sell ;  or,  in  other  words,  the  total 
cost  of  your  coffee. 


Sweet  potatoes  are  cheaper,  but 
not  yet  as  cheap  as  last  year. 

he  present  price  is  40  cents, 
^ast  year  they  were  30  cents.' 
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Who  Sold  the  Most 


QNE  of  the  grocer’s  hardest  problems  is  keeping  clerks  inter¬ 
ested  in  selling  goods. 

A  modern  National  Cash  Register  tells  how  much  each  one  sells. 
This  creates  a  friendly  rivalry  which  results  in  increased  sales  and 

increased  profits  to  you. 

Modern  National  Cash  Registers  give  you  information  about  clerks’ 
ability,  honesty,  industry  and  accuracy. 

They  tell  which  clerk  sells  the  most  goods  and  who  makes  the 
mistakes.  This  will  enable  you  to  know  which  clerks  are  the  most 
valuable  to  you — you  can  regulate  salaries  according  to  merit. 


Write  for  more  information  about  how  one  of  these 
registers  will  increase  your  profits 


The  National  Cash  Register  Company 

Dayton,  Ohio 
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CXXII. — A  Manufacturer’s  Rights  Against  Cutters  Who  Are  Not  Under  Contract. 


The  following  letter  introduces 
another  subject  of  vital  interest  to 
all  classes  of  business: — 


I  have  another  question  that  one 
of  our  readers  is  interested  in  hav¬ 
ing  discussed  in  the  Legal  Depart¬ 
ment.  I  would  be  very  much 
obliged  to  you  if  you  could  take 
it  up  in  the  near  future. 

This  reader  wants  to  know 
whether  it  would  be  possible  for 
the  manufacturer  of  a  certain  brand 
of  goods  to  secure  a  restraining 
order  prohibiting  the  quotation  of 
such  goods  at  a  price  that  demor¬ 
alizes  business,  even  if  the  goods 
were  bought  through  a  jobber  or 
broker? 

This  requires  a  little  explana¬ 
tion,  probably.  The  questioner  has 
in  mind  the  quotation  by  mail  or¬ 
der  houses  of  prices  on  staple  and 
well-known  articles,  such  prices  be¬ 
ing  lower  than  the  retailer’s  cost 
and  thereby  demoralizing  the  busi¬ 
ness  for  the  retailer. 

I  am  inclined  to  believe  this  ques¬ 
tion  you  will  have  to  decide  against 
this  reader,  but  will  be  glad  to  have 
you  take  it  up,  if  you  will. 


So  far  as  I  know,  this  question, 
important  as  it  is,  has  never  been 
settled.  At  least  I  have  not  been 
able  to  find  a  single  case  bearing 
directly  upon  it  in  any  State. 
Nevertheless,  I  have  well-defined 
views  on  the  subject,  which  I  be¬ 
lieve  would  if  tested  hold  water 
in  the  courts. 

I  assume  that  this  correspond¬ 
ent  has  in  mind  a  situation  like' 
this:  We  will  suppose  that  a  cer¬ 
tain  article  of  merchandise  is  sell¬ 
ing  in  single  case  lots  at  $i  per 
dozen,  in  io-case  lots  at  90  cents 
a  dozen,  and  in  carload  lots  at  80 
cents  a  dozen.  The  customary 
retail  price  is  15  cents.  A  large 
retail  buyer  buys  a  carload  at  80 
cents  per  dozen,  which  means  62/s 
cents  each,  and  cuts  the  price  to 
8  cents,  which  considering  the  ex¬ 
pense  of  doing  business,  is  below 
cost.  If  he  advertises  this  price, 
the  business  of  other  retailers  in 
the  same  territory  is  demoralized, 
because  they  will  be  obliged  to 
meet  that  competition  in  some 
way  or  other,  and  since  they 
cannot  practicably  meet  it  they 
will  cease  handling  or  pushing  the 


product,  and  by  that  action  the 
business  of  the  manufacturer  is 
demoralized  also.  We  will  as¬ 
sume  that  the  large  retailer  buys 
the  goods  through  a  jobber,  or 
without  a  contract  to  hold  the 
price  at  any  particular  point,  anc 
that  he  is  therefore  entirely  within 
his  apparent  legal  rights  when 
he  cuts  the  price  to  a  point  below 
cost. 

In  such  a  case  has  the  manu 
facturer  any  rights?  Can  he  en¬ 
join  the  retailer  from  continuing 
to  sell  his  goods  at  a  price  which 
is  demoralizing  not  only  his  own 
business,  but  also  the  business  of 
every  retailer  in  the  territory? 
Or  is  the  manufacturer  helpless 
for  the  reason  that  the  retailer  is 
simply  selling  goods  which  be 
long  to  him — goods  which  he  has 
not  bound  himself,  by  contract,  to 
sell  at  any  particular  figure? 

Under  the  above  conditions  the 
manufacturer  can  in  my  judgment 
obtain  an  injunction  against  the 
large  retailer,  first  because  the 
manufacturer  is  receiving  irrepa¬ 
rable  injury — that  is,  injury  that 
could  not  be  recompensed  for  in 
an  ordinary  suit  at  law — and  sec¬ 
ond  because  the  large  retailer  is  in 
my  judgment  exceeding  his  rights 
in  selling  the  product  below  his 
own  cost.  When  he  does  that,  he 
shows  that  his  motive  is  not  a 
straightforward  competitive  one, 
mt  is  an  illegitimate  intent  to 
harm  his  rivals.  In  other  words, 
le  substitutes  for  honest  compe¬ 
tition  a  contest  in  which  the  win¬ 
ner  is  he  who  can  best  stand 
osing  money.  This  is  not  legiti¬ 
mate  business,  and  in  my  judg¬ 
ment  the  courts  would  not  allow 
a  continuation  of  it  to  demoral¬ 
ize  the  business  of  a  large  body,  of 
men. 

According  to  a  leading  case  on 
the  subject  of  injunctions,  “acts 
that  will  cause  the  destruction  of 


interfere  with  the  carrying  on  o 
his  business,  or  with  the  use  of  his 
property,  destroying  his  custom 
his  credit  or  his  profits,  do  him  an 
irreparable  injury  and  warrant  a 
preliminary  injunction.”  Natu 
rally  this  general  rule  has  many 
qualifications,  but  through  the  en 
tire  subject  runs  the  fundamenta 
principle  that  no  man  is  free  to 
use  even  his  own  property  with 
an  absolute  lack  of  all  restriction 
He  must  use  it  with  due  regard 
to  the  rights  of  others;  for  in¬ 
stance,  as  I  have  pointed  out  in  a 
previous  article,  a  man  has  even 
been  enjoined  from  using  his  own 
name  in  connection  with  his  busi 
ness  where  the  probable  result 
would  be  to  cause  confusion  be¬ 
tween  himself  and  a  longer  estab 
lished  firm  by  the  same  or  similar 
name. 

Consider  a  modification  of  this 
case.  Suppose  the  large  buyer 
bought  at  80  cents  a  dozen,  which, 
as  previously  calculated,  is  62/3 
cents  each.  Assume  his  cost  of 
doing  business  to  be  25  per  cent., 
which  would  make  the  product, 
ready  for  sale,  stand  him  8 l/y 
cents.  Instead  of  retailing  at  8 
cents,  which  is  below  cost,  he  ad 
vertises  and  retails  at  10  cents, 
which  yields  him  a  fair  profit, 
though  it  is  33 ]/3  per  cent,  below 
the  regular  selling  price.  In  this 
case,  as  in  the  other,  the  business 
of  other  and  smaller  retailers  is 
demoralized,  because  buying  the 
goods  at  $1  per  dozen  they  cannot 
profitably  retail  them  at  10  cents. 
They  therefore  sidetrack  them, 
and  the  manufacturer  suffers 
again.  In  this  case  the  manufac¬ 
turer,  in  spite  of  this  demoraliza¬ 
tion  to  his  business,  has  no  action 
against  the  large  retailer,  because 
this  time  he  is  doing  business  on 
the  best  business  principles — he  is 
buying  as  cheaply  as  he  can,  and 
selling  at  a  price  which  takes  care 


complainant’s  property,  or  that |of  his  expenses  and  yields  hjm  e 


satisfactory  profit.  In  spite  of  the 
manufacturer’s  loss,  he  has  in  my 
opinion  no  legitimate  complaint. 

So  if  the  large  retailer  should 
merely  sell  his  goods — but  not 
advertise  them — below  cost.  Here 
the  harm  done  would  probably 
not  be  considered  large  enough  to 
warrant  the  court  in  granting  an 
injunction.  Of  course  thi£  would 
never  happen,  because  the  onlj 
reason  for  making  radical  price- 
cuts  is  to  get  the  benefit  of  the 
publicity  which  the  advertising 
them  gives. 

( Copyright ,  October,  iqii ,  by 
Elton  J.  Buckley.) 


Note. — Requests  for  informa¬ 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstruction.  Write 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un¬ 
less  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.”  * 


CORRESPONDENCE. 


Who  Knows  About  This  ? 

North  East,  Pa.,  Sept.  27,  1911. 
To  the  Editor. 

Dear  Sir : — The  writer  wishes 
to  start  in  the  mail-order  grocery 
business  and  is  desirous  of  locat¬ 
ing  a  first-class  grocery  house 
that  is  in  a  position  to  quote  rock 
x>ttom  prices  on  the-  following 
terms : — 

Guaranteed  goods,  individua. 
assortments  according  to  instruc¬ 
tions,  all  goods  shipped  direct  to 
my  customers  under  my  company 
name. 

Trusting  that  you  will  be  able 
to  supply  this  information,  and 
thanking  you  in  advance  for 
same,  I  am,  Very  truly, 

J.  A.  Spooner. 

The  writer  knows  of  no  firsf- 
class  house  making  a  business  of 
this  sort  of  thing;  certainly  no 
wholesale  house  does,  because  it 
involves  shipping  in  too  small 
ots.  There  are  several  houses 
doing  a  mail-order  grocery  busi¬ 
ness,  but  they  do  not  sell  the  best 
goods.  The  writer  suggests  that 
you  get  in  touch  with  some  good 
retailer.  He  would  doubtless  be 
glad  to  handle  $11  the  business 
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It’s  great  to  make — 
md  sell — sometking  like 

Rumford  Powders,  that 
lobody  can  attack. 

No  law  ever  passed,  or 
possible  to  pass,  kas  or 
:ould  touck  Rumford  Pow¬ 
ders,  for  tkey  contain 
Dnly  tkree  wkolesome  in¬ 
gredients — pkospkate, 
starck,  soda. 

All  tkis  comfort  tkat  is 
ours  in  making,  is  or 
can  be  yours  in  selling. 
Tkese  are  powders  tkat 
are  pure  and  wkolesome, 
and  tkat  do  tkeir  work. 

As  to  you,  find  a  bak¬ 
ing  powder  profit  as  good 
or  better. 

Rumford 
Chemical  Works 

Providence,  R.  I. 


you  get,  at  a  discount  which 
would  represent  your  profit. 

If  any  reader  hereof  knows  of 
a  house  making  a  specialty  of  this 
sort  of  business,  will  he  kindly 
say  so? 

*  *  * 

Walker  Will  Still  Make  Grape  Juice. 

Philadelphia,  Sept.  25,  1911. 

To  the  Editor. 

Dear  Sir: — I  noticed  in  your 
issue  of  “Grocery  World  and 
General  Merchant”  the  article  of 
Welch  Grape  Juice  Co.  having 
purchased  the  Walker  Grape 
Juice  Co.  and  beg  to  hand  you 
herewith  clipping  sent  us  by  the 
Walker  people  assuring  us  of 
their  intention  to  conduct  a  vigor¬ 
ous  campaign  on  their  W  alker  s 
grape  juice  for  1912.  I  he  in¬ 
closed  clipping  better  explains, 
j  Submitting  this  for  your  informa¬ 
tion.  We  are, 

Yours  very  truly, 

E.  H.  Walter  &  Co. 

The  clipping  inclosed  states  | 
that  the  Walkers  have  not  retired 
from  the  grape  juice  business,  but 
have  bought  a  site  in  Erie,  Pa.,  for  ] 
I 'the  purpose  of  continuing  the  pro¬ 
duction  of  Walker’s  grape  juice. 
|A  new  company  is  to  be  organ¬ 
ized  at  once,  according  to  the  j 
clipping. 


SKIPPER  SARDINES 

A  GOOD  THING 


SKIPPER  SARDINES  *re  the  fineet  Norwegian 

Sardines  that  come  to  this  country,  from  a  land 
that  packs  the  finest  Sardines  in  the  worlds  Ten- 
der,  spicy  little  fish  in  pure  olive  oil  or  tomato 
sauce.  Your  customers  are  sure  to  like  them. 

There  has  never  been  a  Sardine  success  like 
SKIPPER  SARDINES;  why?  First,  because 
of  quality,  of  course,  but  second,  because  we 
guarantee  both  the  sale  and  your  profit. 


A ngus  Watson  &  Co. 

SOL*  PROPRIETORS  U SktppGt ”  SCtPCli JIGS' 

lOll  Chsstnut  8tr*«t,  Philadelphia,  Pa. 

Bramch  *f  Aasaa  W.teo.  A  C».,  N«wcutl*-a»o»-T:ra«.  EasUad 


John  Scott  &  Co. 

INCORPORATED 

PHILADELPHIA 

FLEISCHMANN’S 

WHOLESALE  GROCERS 

and  Direct  Importers  of 

COMPRESSED  YE  AST 

Ceylon  and  Assam  Teas 

These  Teas  are  becoming 
more  popular  every  day. 

r*Our  prices  are  always  correct” 

HRS  NO  EQUAL 

New  crop  cranberries  are  ini 
market.  The  crop  outlook  is 
good  in  Cape  Cod,  but  not  so  good 
in  New  Jersey.  The  New  Jersey 
fruit  averages  $2.25,  and  Cape 
Cod  $2.75,  or  $6.50  per  barrel. 
The  demand  for  cranberries 
hasn’t  opened  up  as  yet. 


f  This  Prophecy  is  Verified 
Tomatoes  Will  Be  Scarce 
and  High  This  Winter. 


Well-known  Maryland  Canned  Goods 
Operator  Guesses  That  the  Pack  Will 
Be  Only  7,000,000  Cases,  Less  Than 
Last  Year’s  Short  Pack.  Pack  Short  | 
Everywhere. 


,  We  Defy  You  !  , 


The  total  pack  of  tomatoes  in 
the  United  States  for  1911  will  be  | 
7,000,000  cases,  at  least  we  will 
wager  that  this  guess  is  not 
1,000,000  cases  out  of  the  way,  and 
the  chances  are  more  in  favor  of 
it  being  nearer  6,000,000  cases 
than  8,000,000.  The  total  pack  of  | 
1910,  which  was  considered  two- 
thirds  of  a  pack,  was  8,000,000 1 
cases  and  there  was  a  carry-over 
of  about  2,000,000  cases.  This 
year  no  carry-over  and  a  smaller 
pack  will  almost  undoubtedly  be  j 
the  record.  Harford  County  will 


We’re  willing  to  stake  anything  on  Gurnse  butter. 
Willing  to  put  it  to  any  test,  willing  to  let  you  go  to  any 
length  to  prove  to  yourself  whether  it’s  the  fancy  butter 
we  say  it  is. 

We  won’t  lose  a  minute’s  sleep  over  the  worst  you 
can  do.  We  know  all  about  Gurnse— we  know  that  better 
milk  than  is  used  isn’t  produced  we  know  dairies  can  t 
be  cleaner  than  ours,  and  we  know  butter  can  t  be 
watched  and  tended  any  more  carefully.  It  s  the  best 
butter  made  to-day,  and  the  most  uniform.  Wrapped 
in  brine-dipped  parchment  and  then  in  sealed  carton. 
You  need  it. 

Packed  in  20.  30  and  50-pound  boxes— pounds  and  half-pounds— 36  cents. 

Prices  subject  to  market  changes. 

39-41  -43  South  front  St. 
•  '  Philadelphia,  Pa. 


P.  F.  BROWN  &  CO. 


-0 
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not  have  over  40  per  cent,  of  a 
pack.  As  a  packer  said  this  morn¬ 
ing,  “Harford  never  saw  such  a 
poor  yield  of  tomatoes.”  Nearly 
all  packers  in  Harford  are  shut¬ 
ting  down  this  week  and  the  ma 
jority  of  them  have  not  caught  up 
with  their  future  orders 

Within  the  last  day  or  two  we 
have,  traveled  the  southern  end  o: 
Delaware  and  observed  tomato 
fields  fast  declining,  with  no 
leaves  on  the  vines,  in  many  cases 
no  tomatoes  left,  and  where  the 
raw  stock  is  exposed  to  the  sun 
it  is  sunburned,  yellowish,  watery, 
unprofitable,  and  yet  bringing  an 
extraordinary  price.  Last  Mon 
day  a  number  of  factories  were 
not  able  to  run  for  lack  of  raw 
stock  and  the  preceding  week 
was  known  as  glut  week..  We 


have  not  heard  of  a  single  in¬ 


stance  of  packers  losing  tomatoes 
on  account  of  the  glut,  especially 
low  glut  prices,  or  of  any  pack¬ 
ers  being  unable  to  keep  up  with 
their  orders  on  account  of  lack  of 
cans.  This  is  remarkable  and 
seldom  ever  happens.  The  can 
companies  stand  ready  to  ship 
cans  almost  on  sight,  which  indi¬ 
cates  the  lack  of  rush  of  business 
at  the  central  head.  The  packer 
who  gets  truly  good  raw  stock 
this  season  is  indeed  the  rare  ex¬ 
ception,  and  wrestle  as  he  may 
with  the  majority  of  raw  stock 
that  comes  into  the  house,  if  the 
general  standard  is  not  lower  this 
year  there  will  be  very  few  stand¬ 
ards  packed. 

One  little  belt  in  Delaware  is 
getting  what  might  be  termed  a 
fair  yield ;  in  other  words,  about 
three-fourths  of  a  normal  pack, 
but  this  will  only  apply  to  about 
a  dozen  factories.  The  majority 
of  packers  are  no  more  than  up 
with  their  future  orders;  many  of 
them  have  not  yet  covered.  The 
apparent  dormant  condition  of 
the  market  and  the  apparent  lack 
of  interest  shown  on  the  buying 
side  indicates  the  strength  of  the 
market  if  anyone  should  be  push¬ 
ing  for  business. 

Gallon  tomatoes  are  almost  im¬ 
possible  at  any  price.  The  packer 
assumes  a  ludicrous  attitude  when 
asked  for  a  price  on  gallon  toma¬ 
toes.  Almost  the  same  expression 
is  observed  as  if  he  were  asked  to 
name  a  price  on  a  carload  of 
diamonds  of  the  first  water. 
Prominent  buyers  have  visited 
the  tomato  fields;  they  have  seen 
the  situation ;  the  only  thing  they 


have  to  say  is  that  the  tomato  has 
fooled  many  before.  Most  buy¬ 
ers  know  that  the  packer  has  no 
tomatoes  to  sell.  As  a  result  in¬ 
quiries  and  orders  only  tend  to 
advance  the  price  without  obtain¬ 
ing,  that  is  at  present,  at  least,  the 
not  to  be  despised  staple.  A  few 
fields  may  continue  to  yield  to¬ 
matoes  for  some  weeks  to  come, 
but  the  glut  period  is  over  with¬ 
out  a  glut.  A  general  termina¬ 
tion  is  probable  before  the  first  of 
October  and  frost  in  the  tri-States 
this  season  will  no  more  affect  the 
crop  than  if  it  had  presented  it¬ 


self  a  thousand  miles  away. 
Shorts  who  are  still  short  are 
likely  to  continue  as  such;  and 
hope  against  hope  and  argue,  if 
they  were  to  continue  to  pack  to¬ 
matoes  until  Christmas,  there 
could  be  an  enormous  yield,  but 
future  contracts  at  70  and  72^ 
cents  are  not  looked  upon  as  a 
Government  bond  or  a  convertible 
asset. 

Recent  advices  indicate  that 
the  State  of  Indiana  has  also  suf¬ 
fered  the  same  as  the  East.  Two 
weeks  continuous  rain  in  the  to¬ 
mato  packing  section  of  Indiana 


has  proved  likewise  as  fatal  as  it 
has  in  the  East.  Missouri  prom¬ 
ises  a  failure  and  other  Western 
States  ^are  reported  to  be  in  the 
]  same  category. 

Harry  P.  Strasbaugh. 

Aberdeen,  Md.,  Sept.  27,1911.  ’ 


Peaches  are  coming  from  New 
York,  Virginia  and  Pennsylvania. 
1  he  New  York  fruit  comes  in 
two-basket  carriers  and  ranges 
from  $1.50  to  $1.75.  Virginia 
fruit  ranges  from  75  cents  to  $1  a 
peach  basket.  The  demand  for 
peaches  is  fair. 


DVERTISING 


A  subscriber  of  this  paper, 
while  in  this  office  a  few  days  ago, 
suggested  that  this  department 
take  up  and  discuss  the  question 
of  getting  direct  results  from  the 
average  retail  grocer’s  advertis¬ 
ing.  What  was  meant  here  was 
the  sort  of  advertising  done  by 
the  average  small  city  or  country 
town  grocer,  particularly  the  kind 
which  he  does  in  his  local  paper. 
Can  such  a  grocer  ever  expect  to 
get  direct  results — traceable  re¬ 
sults,  by  which  is  meant  orders 
brought  or  sent  into  the  store, 
which  can  be  traced  directly  to 
the  advertising? 


*  *  * 


In  my  judgment  there  are  two 
kinds  of  advertising  possible  to 
do  under  such  circumstances 
which  if  properly  done  in  good 
mediums  should  bring  direct  re¬ 
sults.  Bargain  advertising  and 
suggestive  advertising.  By  bar¬ 
gain  advertising  of  course  I  mean 
advertising  which  offers  goods  at 
cut  prices.  Suppose  the  regular 
price  of  Campbell's  soups  to  be  10 
cents  a  can ;  it  is  certain  that  the 
grocer  who  advertises  it  for  8 
cents,  if  he  does  it  so  people  can 
see  it,  will  get  direct  results.  The 
word  “certain”  isn’t  often  used 
in  connection  with  advertising- 
propositions,  but  I  use  it  advised¬ 
ly  in  this  case,  because  I  would 


guarantee  that  staple,  standard 
goods,  advertised  at  or  below  cost 
in  a  conspicuous  way,  can  be  sold 
through  advertising. 

* *  *  * 

I  he  second  kind  of  advertising 
that  if  properly  done  will  bring 
orders  into  the  store  is  suggestive 
advertising.  I  mean  by  that  ad¬ 
vertising  that  puts  an  impulse 
or  suggestion  into  the  buyer’s 
mind.  For  instance,  if  a  grocer 
advertises  something  like  this: — 


I  Have 
A  New 
Brand  of 
Canned  Com 
I  Want 
You  to  Try 

It’s  packed  in  Maine— the  Ajax 
Brand.  It’s  the  tenderest,  sweet¬ 
est,  creamiest  corn  I  have  sam¬ 
pled  since  I  started  in  business. 
Phone  me  to  send  you  a  can,  or 
include  a  can  in  your  next  order. 
15  cents  a  can. 

Don't  Forget — AJAX 


many  orders  he  will  get  is  of 
course  problematical;  that  de¬ 
pends  on  the  number  of  people  he 
reaches,  the  way  high  grade  corn 
stands  with  them,  and  so  on.  But 
that  he  will  get  something  from  it 
is  pretty  sure. 

*  *  * 

1  he  kind  of  advertising  that 
will  not  get  results  is  the  kind 
that  neither  cuts  prices  nor  sug¬ 
gests.  For  example,  “Try  Our 
Coffees,  20  to  40  cents  per  pound.” 
Or  “Fresh  Fruit  in  Season.”  Or 
“Canned  Corn,  12  cents  a  can.” 
There  is  lacking  from  all  such  ad¬ 
vertising  anything  suggestive  or 
appealing,  and  the  money  spent 
on  it — and  wasted — is  unlimited. 
It  is  this  kind  of  advertising  that 
a  man  does  just  before  he  con 


eludes  that  advertising  doesn’t 


pay. 


*  *  * 

Please  let  me  have  more  matter. 


he  will  get  orders,  if  his  advertise¬ 
ment  appears  in  a  paper  that 
people  read,  and  is  displayed  con- 
j  spicuously  in  good  position.  How 


Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 
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PERIODICALS 

Three  good  reasons  why 
you  should  handle  them: 

They  BRING  in  TRADE 

They  are  usually  a  CASH 

i 

sale 


You  turn  your  money  over 
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STROLLER’S 

COLUMN 


Working  on  Other  People’s  Money. 


“By  the  way,”  said  an  old  friend 
of  mine  the  other  day,  “do  you 
know  any  likely  young  fellow 
with  a  little  money  of  his  own 
who  wants  to  start  in  business? 
1  might  put  up  a  little  myself  and 
help  him  out.” 

“Nope,”  I  said,  “and  if  I  did,  I 
wouldn’t  tell  you.” 

He  looked  at  me  severely. 

“Why  don’t  you  try  to  have 


some  manners?”  he  said.  “Here  I 


am  offering  to  do  a  kindly  act, 
and  j'ou  snap  me  off  as  if  I  was 
trying  to  cheat  somebody.” 

This  old  fellow  used  to  be  in 
the  wholesale  grocery  business, 
and  he  made  a  neat  little  pile  and 
pulled  out  about  ten  years  ago. 
Since  then  he’s  been  looking 
around,  going  into  little  things 
once  in  a  while — just  something 
to  give  his  mind  some  gum  to 
chew  on.  He’s  all  right — I’d  go 
to  him  to  borrow  money  quicker 
than  most  anywhere  else,  but  he 
has  no  more  idea  how  to  run  a  re¬ 
tail  business  than  he  has  to  raise 
whiskers  on  the  soles  of  his  feet. 

But  he  thinks  he  has,  and  that’s 
where  the  rub  comes  in. 

I  got  him  to  put  up  some  money 
for  a  fellow  about  six  years  ago, 
aad  that’s  why  I  snapped  him  off 
so  short  when  he  talked  about 
doing  it  again. 


Gee  whiz,  but  that  was  funny. 
The  fellow  he  put  up  the  money 
for  wasn’t  young  any  more — he 
was  forty  years  old  and  had  been 
a  clerk  all  his  life.  Never  had  had 
any  show  before.  He  didn’t  have 
a  cent — the  old  man  put  it  all 
up. 

The  clerk  did  know  how  to  run 
a  retail  business,  and  the  old  fel¬ 
low  didn’t.  And  he  didn’t  know 
he  didn’t.  If  you  know  you  don’t 
know  a  thing,  you’ve  got  some 
show  to  learn  it,  but  when  you 
don’t  know  anything  about  it,  but 
think  you  do,  you’re  planting  a 
crop  of  trouble  for  somebody  if 
you  monkey  with  it,  believe  me. 

Of  course  the  old  fellow  wanted 
to  look  after  his  money  a  little, 
and  he  thought  he  was  doing  the 
clerk,  as  well  as  himself,  a  good 
turn  by  handing  over  all  the  ideas 
he  had  about  the  way  the  store 
ought  to  be  run.  Some  of  those 
ideas  were — well,  one  of  ’em  was 
that  all  the  clerks  ought  to  wear 
white  gloves! 

And  expense  !  Holy  mackerel, 
he  didn’t  care  any  more  for  ex¬ 
pense  than  if  it  was  somebody 
else’s  money.  He  doped  out  all 
sorts  of  big  schemes  for  making 
the  store,  as  he  said,  “the  most 
convenient  place  in  the  world  to 
buy  at.” 


“We  can’t  afford  to  do  these 
things!”  the  clerk  used  to  tell 
him,  “they’re  all  good  enough,  but 
they  run  up  the  expense  too  much. 


It  would  be  all  right  if  we  could 


get  the  prices,  but  we  can’t. 
There’s  too  much  competition. 
We’ve  got  to  meet  it,  and  if  we 
do  it  your  way  we  won’t  make  a 
dollar!” 

The  old  man  was  as  stubborn 
as  a  mule. 

“That’s  all  right,”  he  said, 
“when  the  people  find  out  what 
kind  of  a  place  we’re  running 
here  they’ll  come,  and  they’ll  pay 
the  prices.  We  don’t  want  every 
Tom,  Dick  and  Harry;  my  idea  is 
to  run  a  store  for  discriminating 
people.” 

“And  while  we’re  waiting  for 
the  discriminating  people,”  came 
back  the  clerk,  “our  capital’s 
gone.  You  lose  your  money  and 
I’ve  got  a  failure  on  my  hands. 
Besides  that  there  aren’t  enough 
discriminating  people  to  make  a 
store  pay  like  you  want  to  run. 
W e  can’t  get  along  without  the 
other  kind  of  people.” 

That’s  the  way  they  had  it, 
back  and  forth.  They  never  made 
any  money.  All  told,  the  old  fel¬ 
low  put  in  about  $3,000,  and  he 
finally  sold  the  business  for  $r,8oo. 
Dropped  $1,200. 


I  thought  that  cured  him,  but  it 
seems  it  didn’t.  He  wanted  to 
come  back  for  more.  Never  again 
for  me,  though. 

“In  Heaven’s  name,”  I  said  to 
him,  “what  do  you  want  to  get 
into  the  same  muss  again  for? 
I  should  think  you’d  had  enough.” 

“I’d  run  a  different  sort  of  a 
place  this  time,”  he  said.  “It 
would  be  a  store  for  the  plain 
people.  Everything  cheap  and 
good — no  frills  at  all.  And  I’d 
sell  for  cash.” 

“Well,”  I  said,  “it  would  come 
out  exactly  the  same  way  it  did 
before.  You’ve  never  been  in  the 
retail  business  and  your  ideas 
ain't  practical.  When  you  put  up 
money  for  somebody  else  he’s  got 
to  do  as  you  say  whether  he  be¬ 
lieves  in  it  or  not,  because  it’s 
your  money.  There’s  nothing  to 
it.” 

Believe  me,  there  ain’t  ever 
anything  to  going  into  business 
on  other  people’s  money.  It  just 
doubles  the  load.  You’re  carry¬ 
ing  the)  load  of  making  the  thing 
pay,  and  you’re  carrying  the  load 
of  paying  back  that  money.  It 
may  be  all  right  to  put  up  half 
and  let  somebody  else  put  up  half, 
but  to  let  somebody  else  put  it  all 
up — not  for  mine.  I’d  rather 
work  for  somebody  else  all  my 
life. 

The  Stroller. 


ELTON  J.  BUCKLEY 


Editor  “Grocery  World  and  General  Merchant" 


Attorney  and  Counselor  at  Law 


643*648  Land  Title  Building,  Phlla.,  Pa. 

I  Bell,  Sprnce  2608-2609 
Telephones  ^  Keystone,  Race  746 
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Trade-Mark  Registration 
General  Practice 


BORDEN'S 

EAGLE  BRAND  EVAPORATED  MILK 

CONDENSED  MILK  peerless  brand 


By  recommending  these  Brands 
you  will  please  your  customers. 


They  are  the  best  that 
Science  can  produce. 


BORDEN’S  CONDENSED  MILK  CO. 

“Leaden  of  Quality’’ 

Eat.  1857.  New  York 
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The  Facts  in  the  Sugar  Situation 

THE  present  advance  in  the  price  of  sugar  is  of  deep  concern  to  every  household  in  the  land. 

The  American  Sugar  Refining  Company,  which  refines  42  per  cent,  of  the  sugar  con¬ 
sumed  in  these  households,  and,  therefore,  shares  their  interest  in  the  situation,  deems  it  timely 
to  record  publicly  its  understanding  of  the  advance,  and  its  own  policy  in  connection  therewith. 

The  crop  just  harvested  in  Cuba  shows  a  shortage  of  about  300,000  tons  from  the  pre¬ 
vious  crop,  direct  loss  in  our  supplies,  as  these  sugars  come  to  the  United  States  almost  exclusively. 

Long-continued  heat  and  drought  in  Europe,  corresponding  closely  to  the  untoward  Sum¬ 
mer  weather  conditions  in  this  country,  have  so  seriously  impaired  the  growing  beet  sugar  crop  of 
France,  Germany  and  Austria  that  estimates  of  a  reduction  of  from  1,000,000  to  1,500,000  tons  or 
more — nearly  one-fifth — in  the  supplies  of  Europe  are  generally  made. 

This  threatened  scarcity  has  caused  excessive  speculation  in  Europe  and  has  advanced 
the  sugar  prices  at  London  and  Hamburg — the  leading  sugar  markets  of  the  world — 1%  cents  per 
pound  since  June  15th,  while  growers  of  cane  sugar,  in  the  face  of  an  anxious  demand  and  a  cer¬ 
tain  shortage  in  the  beet  product,  have  similarly  advanced  the  price  of  their  product  1 }{  cents  per 
pound  in  the  same  period. 

The  American  Sugar  Refining  Company  does  not  own  an  acre  of  cane  sugar 
land,  nor  does  it  produce  a  pound  of  raw  sugar ;  it  depends  for  its  supplies  of  raw 
sugar  upon  the  growers  of  Cuba,  Porto  Rico,  the  Philippines,  Hawaii,  Java  and 
other  sugar  Countries. 

It  has,  in  common  with  aH  other  refiners  at  home  and  abroad,  been  com¬ 
pelled  to  secure  its  supplies  from  these  sources  at  constantly  advancing  prices. 

On  June  15th  raw  sugar  could  be  secured  at  3.89c.  per  pound.  Last  week 
the  corresponding  price  was  5.75c.  per  pound.  On  the  June  date  this  company 
was  selling  granulated  sugar  at  4.90c.  per  pound  net,  while  recent  quotations 
have  been  as  high  as  6.62c.  per  pound  net. 

iAs  regards  our  polic}',  it  will  be  seen  from  these  prices  that  we  have  fairly  maintained  a 
stable  margin  between  raw  and  refined  sugars. 

We  believe  it  only  just  to  add  that  the  grocery  trade  of  the  country  has  likewise  main¬ 
tained  a  fair  parity  to  the  consumer. 

Throughout  the  rise  our  prices  have  frequently  been  from  10  cents  to  25  cents  per  100 
pounds  below  other  refiners,  this  policy  having  been  pursued  designedly,  and  aided  by  supplies 
which  were  fortunately  adequate  to  the  purpose. 

We  share  the  hope  that  every  consumer  undoubtedly  entertains  that  the  loss  in  Europe 
has  been  exaggerated  (the  actual  figures  cannot  be  known  before  December  or  January),  and  that 
the  calls  upon  what  are  almost  exclusively  American  supplies  of  raw  sugar  will  gradually  diminish. 

Happily  the  domestic  sugar  crops  promise  good  yield,  and  with  their  harvesting,  which 
has  already  commenced  and  which  will  be  in  full  progress  in  October,  the  present  flurry  should 
disappear. 

In  the  meantime,  our  policy  as  regards  a  reasonable  margin  will  be  continued,  it  is  dic¬ 
tated  not  only  by  a  recognition  of  our  peculiar  relationship  to  the  welfare  of  the  country’s  house¬ 
holds,  but  also  by  good  business,  for  any  decided  check  in  consumption  with  a  profit  margin  as 
narrow  as  that  in  sugar  refining  could  only  occasion  heavy  losses  to  all  refiners. 

and  Other  Quality  Sugars  The  American  Sugar  Refining  Co. 

p,  '  1 .  \  • 

S  ptember  13,  1911 
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THE  GROCERY  MARKETS 


Tea. 

The  tea  market  is  active  and  de¬ 
sirable  teas  are  in  good  demanc 
at  full  prices.  There  has  been  no 
change  in  prices  during  the  week, 
except  that  low  grades  seem  to  be 
a  shade  firmer;  in  other  words  it 
is  easier  to  sell  them  at  full  prices 
than  it  was  a  week  ago. 

Coffee. 

The  coffee  market  has  taken 
another  upward  turn  within  a 
week  ago.  News  from  Brazil  is 
extremely  strong,  and  quotations 
are  much  higher  there  than  last 
week.  In  this  country  all  grades 
of  Rio  and  Santos  are  at  least  34 
cent  higher.  Milds  are  probably 
34  cent  higher  for  the  week,  and 
the  present  quotations  compared 
with  the  quotations  of  six  weeks 
ago  show  an  advance  of  2  to  234 
cents  per  pound.  Mocha  is  scarce 
on  spot,  and  has  advanced  34  cent 
during  the  week.  The  coffee  de¬ 
mand  is  fairly  active  under  all  the 
conditions,  but  the  consumptive 
demand  is  without  doubt  feeling 
the  effects  of  the  abnormal  prices. 

Sugar. 

The  sugar  market  is  practically 
unchanged  from  a  week  ago.  The 
New  York  refiners  have  reduced 
their  abnormally  high  quotations 
and  are  all  now  on  a  basis  of  6j4 
cents  for  granulated,  the  same  as 
the  Philadelphia  refiners.  The 
demand  shows  a  decided  falling 
off,  and  it  is  believed  that  within 
a  very  few  weeks  the  refiners  will 
go  out  for  business  again,  instead 
of  holding  it  as  now,  and  when 
they  do,  the  market  will  without 
doubt  decline. 

Syrup  and  Molasses. 

Glucose  is  unchanged  for  the 
week.  Compound  syrup  is  in  fair 
demand  and  rules  at  unchanged 
prices.  Sugar  syrup  is  fairly  ac¬ 
tive  at  unchanged  prices.  Mo¬ 
lasses  is  dull  and  unchanged. 

Fish. 

Mackerel  is  strong  and  in  fair 
demand.  The  week  shows  no 
important  change  in  price.  Cod, 
hake  and  haddock  are  all  firm  and 
show  a  fair  demand  for  the  open¬ 
ing  season.  Domestic  sardines 
are  not  especially  strong,  and 
practically  all  packers  are  quoting 
quarter  oils  at  $2.25.  Imported 
sardines  show  no  change  in  price, 


though  advices  from  abroad  are  of 
poor  pack.  Salmon  shows  no 
change.  There  is  a  fair  demand 
under  all  conditions.  Plenty  of 
pink  Alaska  salmon  can  be  gotten 
at  $1  f.  o.  b.  in  a  large  way. 

Canned  Goods. 

Tomatoes  are  looking  firmer. 
The  weather  has  not  been  alto¬ 
gether  favorable,  and  the  season 
is  drawing  to  a  close.  Standard 
3s  are  generally  quoted  at  85 
cents  in  a  large  way,  and  no 
packer  is  at  present  willing  to  sell 
for  less.  The  present  market 
looks  strong,  though  a  couple  of 
weeks  of  perfect  weather  would 
do  much  to  bring  things  up.  The 
demand  for  tomatoes  is  not  es¬ 
pecially  good ;  if  it  'were,  prices 
would  without  doubt  advance,  as 
the  market  is  feeling  rather  sensi¬ 
tive.  Corn  is  unchanged.  The 
Maine  packers  have  given  the 
trade  to  understand  that  the  cold 
spell  shortened  their  pack,  but 
there  is  reason  to  believe  that  this 
is  not  true.  It  is  quite  probable 
that  every  Maine  packer  will 
make  full  deliveries.  Peas  show 
no  change  for  the  week.  Some 
New  York  State  gallon  apples 
have  been  sold  at  $2.75  in  a  large 
way,  but  this  price  is  considered 
high,  in  view  of  the  expected  large 
pack,  and  there  have  been  few 
takers.  It  seems  likely  that 
prices  may  be  lower.  California 
canned  goods  show  no  change  and 
comparatively  little  d  e  m  a  n  d. 
Small  staple  canned  goods  are 
unchanged  and  comparatively 
dull. 

Dried  Fruits. 

Prunes  are  extremely  strong 
again,  and  most  packers  have 
withdrawn  prices.  They  seem  to 
be  afraid  that  the  crop  will  run  to 
small  sizes.  The  market  for  1911 
fruit  is  exceedingly  strong,  and  it 
is  almost  impossible  to  buy  any¬ 
thing.  Peaches  are  about  3^  cent 
easier,  due  to  better  crop  pros¬ 
pects,  and  the  demand  is  moder¬ 
ate.  Apricots  are  unchanged  on 
the  prevous  high  basis  and  very 
dull.  New  raisins  look  stronger. 
The  crop  doesn’t  look  so  well, 
and  an  advance  is  not  unexpected. 
Old  crop  raisins  are  unchanged. 
The  general  demand  for  raisins 
is  light.  Currants  have  advanced 


on  the  other  side,  but  the  market 
here  is  as  yet  unchanged.  Other 
dried  fruits  dull  and  unchanged. 

Beans  and  Peas. 

Although  the  weather  in  Mich¬ 
igan  has  been  unfavorable,  do¬ 
mestic  pea  beans  have  declined 
during  the  week,  and  are  now 
quoted  on  spot  in  a  large  way  at 
$2.40  to  $2.50  per  bushel,  with  a 
quotation  of  probably  5  cents  be¬ 
low  that  to  come  forward.  Do¬ 
mestic  marrows  are  unchanged 
from  last  week — $2.85  on  spot  in  a 
large  way.  California  limas  are 
unchanged  from  a  week  ago,  the 
market  for  old  and  new  being 
now  on  a  par.  Green  and  Scotch 
are  firm,  high  and  unchanged. 

Butter. 

Partly  by  reason  of  the  defeat 
of  reciprocity,  the  market  for  all 
grades  of  butter  has  advanced  2 
cents  per  pound  during  the  week. 
There  is  an  active  consumptive 
demand  for  all  grades,  and  the  re¬ 
ceipts  are  hardly  up  to  usual  for 
the  season.  Another  reason  for 
the  advance  is  the  fact  that  the 
foreign  supply  of  butter  is  short, 
and  countries  abroad  are  therefore 
drawing  on  Canada,  which  is  firm 
and  high.  In  this  country  the  de¬ 
mand  for  butter  to  go  to  the  ex¬ 
treme  West  has  been  large  and 
this  also  has  helped  to  put  the 
market  up. 

Eggs. 

The  receipts  of  fresh  eggs  are 
still  comparatively  light,  and  the 
market  is  very  firm  at  the  same 
prices  as  ruled  a  week  ago.  What 
few  fancy  fresh  eggs  are  coming 
in  are  selling  readily  and  bring  2 
to  3  cents  premium  over  regular 
market  quotations.  The  con¬ 
sumptive  demand  for  eggs  is  very 
good,  and  the  market  generally  is 
in  a  healthy  condition. 

Cheese. 

The  cheese  market  has  ad¬ 
vanced  34  cent  during  the  week, 
due  largely  to  the  same  conditions 
which  advanced  butter.  There  is 
a  good  consumptive  demand,  and 
the  quality  of  the  current  arrivals 
is  high.  Last  year  the  Canadian 
cheese  market  was  about  4  cents 
below  our  own,  but  this  year  they 
are  about  together.  This  helps 
the  market  here  to  be  .firm. 


Provisions. 

Notwithstanding  the  fact  that 
the  consumptive  demand  for  all 
cuts  of  provisions  is  fair,  the  mar¬ 
ket  has  declined  y2  cent  through¬ 
out  during  the  week.  A  larger 
supply  is  reported,  with  some  sea¬ 
sonable  falling  off  in  the  demand. 
These  two  factors  moving  to¬ 
gether  have  caused  the  decline. 
Pure  and  compound  lard  have 
shared  in  the  decline  and  are 
steady  at  34  cent  off.  Barrel  pork 
and  dried  beef  are  steady  and  un¬ 
changed,  with  a  good  seasonable 
demand.  Canned  meats  are  un¬ 
changed. 


INDIVIDUAL  MARKET  REPORTS. 


Imported  Fish  Specialties. 

Holland  Herring. — The  market 
is  certainly  strong  enough  and  if 
weather  here  were  cooler  prices 
would  certainly  show  an  advance 
here.  As  it  is,  the  demand  is  still 
curtailed  by  the  warm  weather 
and  prices  here  have  not  respond¬ 
ed  as  yet  to  the  advance  in  the 
primary  markets. 

Scotch  Herring. — These  are 
certainly  scarce,  especially  good 
large  fulls,  and  while  the  demand 
is  not  very  brisk  at  the  advanced 
prices,  it  looks  to  us  as  if  the 
trade  will  be  very  willing  to  pay 
the  present  asking  prices  as  soon 
as  the  cold  weather  sets  in. 

Norway  Herring. — They  are  all 
small  this  season.  They  opened 
up  rather  cheap,  but  since  then 
market  has  stiffened  very  materi¬ 
ally  and  prices  are  higher.  Our 
people  cable  to-day  from  Norway 
that  they  look  for  a  higher  mar¬ 
ket  on  Norway  herring. 

Irish  M  a  c  k  e  r  e  1. — The  last 
week’s  shipments  amounted  al¬ 
together  to  1,035  barrels.  This 
brings  shipments  this  season  of 
autumn  mackerel  to  53,636  barrel? 
and  spring  mackerel  to  3,473  bar¬ 
rels. 

Norway  Mackerel. — The  mar¬ 
ket  shows  a  sudden  advance  n 
prices.  Our  people  cable  that 
total  shipments  up  to  September 
16th  from  Norway  amounted  to 
2,011  barrels,  which  is  quite  a 
shortage. 

Imported  Sardines. — There  is 
no  change  for  the  better  There 
is  no  fishing  in  France:  packers 
are  unable  to  fill  the  contracts 
which  they  have  booked,  and 
while  French  sardines  have  been 
scarce  during  several  years,  there 
will  be  more  than  a  scarcity  this 
season.  We  have  sold  as  usual 
several  thousand  cases  of  our 
French  sardines,  but  we  find  that 
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ing  to  the  practically  total 
lure  of  the  catch  we  are  mi¬ 
le  to  deliver  and  all  our  com- 
litors  are  in  exactly  the  same 

at. 

Portuguese  Sardines. — We  are 
ling  very  freely  and  market  is 
ry  strong.  Supplies  are  just 
r  and  best  known  brands  are 
ry  firmly  held,  while  inferior 
alities  are  neglected  and  not 
.nted  by  the  trade. 

Norway  Sardines. — Demand 
utilities  very  good.  Of  course, 
view  of  the  scarcity  of  French 
rdines,  the  people  turn  to  Nor- 
iyS  and  the  sale  increases  every 
y.  The  catch  is  only  fair,  but 
?  quality  is  good  as  a  rule, 
le  market  is  strong  and  tending 
jher. 

Strohmeyer  &  Arpe  Co. 
New  York,  N.  Y. 


Spices. 

The  market  is  very  active. 
iot  supply  is  exceedingly  scarce, 
lis  is  more  apparent  than  for 
my  years  past. 

Pepper. — The  market  remains 
jady  and  the  demand  is  large, 
bite  peppers  are  very  active  and 
e  firm  in  price.  The  undertone 
'  very  strong  and  it  certainly 
Dks  as  though  prices  will  go 
gher. 

Red  peppers  are  active  and  in 
tod  demand.  Prices  are  un¬ 
hinged. 

Cloves  now  selling  well.  T  he 
ot  supply  is  very  small. 

Pimento  (Allspice)  steady  but 
ichanged.  The  demand  is  very 

tod. 

Nutmegs  very  firm  and  steadily 
Ivancing.  Higher  prices  are 
edicted.  Futures  from  the  East 
e  at  extreme  prices  and  only  for 
nited  quantities. 

Mace. — Spot  stock  is  reported 
:ry  small.  Futures  are  higher 
tan  prices  in  effect  here.  Every- 
ting  points  to  a  steadily  advanc- 
g  market. 

Cassias. — Saigon  is  reported 
sry  high.  Prime  Batavia  is  ex- 
jedingly  scarce.  China  grade  is 
t  fairly  good  demand. 

Gingers. — Both  African  and 
amaica  are  reported  firmer.  The 
indency  is  upward.  The  crop  of 
.frican  is  now  being  marketed 
nd  the  total  is  less  than  origin- 
lly  estimated. 

Green  ginger  root  exceedingly 
:arce  and  practically  none  to  be 
ad.  A  small  consignment  ar- 
ived  during  last  week  and  was 
nmediately  disposed  of. 
Tapiocas. — Demand  is  fair  and 
rices  remain  steady  and  firm. 
Seeds  and  Herbs. — Caraway  is 
ligher.  Poppy  very  firm,  with 
ipward  tendency.  Other  spices 
mchanged.  Marjoram,  both 
Tench  and  German,  has  ad- 
■anced  sharply.  Sage,  Thyme 
nd  Savory  unchanged.  Demand 
s  very  good. 

McCormick  &  Co.,  Inc. 
Baltimore,  Md. 
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(Continued  from  page  14.) 

Cohen,  said  that  the  association 
had  merely  acted  within  its  rights 
in  trying  to  check  some  of  the 
evils  of  competition  and  ruinous 
price  cutting.  He  said  that  no 
threats  were  made  and  that  the 
officers  and  members  tried  to  J 
show  non-members  and  members  j 
as  well  that  it  was  bad  business  ( 
to  cut  prices  below  a  living  profit. 

The  association,  he  said,  has 
also  been  trying  to  get  all  of  the 
Hebrew  grocers  to  close  their 
stores  one  day  in  seven  instead  of 
keeping  open  all  week,  as  some 
now  do. 

I11  trying  to  bring  about  these 
reforms,  Mr.  Cohen  said,  the  asso-  j 
ciation  never  employed  any  illegal  ^ 
methods,  but  relied  entirely  on 
friendly  talking  and  reasoning  j 
with  those  who  have  been  putting  j 
the  business  on  an  unprofitable  J 
and  unsatisfactory  basis  in  cer¬ 
tain  parts  of  the  city. 

Summarized  Market  Con¬ 
ditions. 

Reports  are  heard  in  the  coffee 
trade  of  a  little  better  business 
from  the  country  in  the  last  two 
or  three  days.  The  reaction  in  op¬ 
tions  is  said  to  have  checked  what 
would  have  been  even  more  lively 
business.  The  roasters  are  pur¬ 
suing  a  cautious  policy  and  are 
closely  watching  the  quotations, 
as  they  are  suspicious  of  the  high 
level  of  prices  and  any  unfavor¬ 
able  movement  adds  to  their 
timidity  in  purchasing.  The  mild 
grades  are  quiet  and  steady,  with 
the  chief  demand  for  washed 
coffees. 

Refined  sugar  is  now  rather 
quiet  as  to  new  business.  The 
prices  were  marked  down  a  little 
early  in  the  -$eek  by  some  of  the 
refiners,  and  standard  granulated 
is  quoted  at  6.75  cents,  less  2  per 
cent.,  by  all  of  the  refiners  except 
the  Federal,  which  holds  to  7.25 
cents. 

The  market  for  canned  toma¬ 
toes  is  stiffer  and  packers  are  said 
to  have  declined  orders  this  week 
at  82)4  cents  for  No.  3  Marylands 
and  62)4  for  No.  2s  has  also  been 
declined,  it  is  said.  Buyers  are 
generally  conservative,  however, 
and  not  inclined  to  go  above  these 
prices.  There  is  increased  de¬ 
mand  for  corn  in  some  quarters 
and  the  offerings  are  as  yet  lim¬ 
ited,  especially  from  State  and 
Southern  packers,  but  the  West- 


As  Like  as  Two  Peas. 


The  chef  makes  up  a  Jell-O  dessert  and 
the  butler  serves  it.  The  young  housewife 
makes  one  and  serves  it  herself.  She  is  no 
cook,  but  the  dessert  she  has  prepared  is  as 
like  the  chef’s  as  two  peas  are  alike.  Both 
were  probably  made  in  a  minute. 


desserts  can  be  made  by  anybody  without 
practice. 

A  package  of  Jell-O  and  a  pint  of  boiling 
water  are  all  that  is  needed  for  the  plain  Jell-O 
desserts. 


THE  GENESEE  PURE  FOOD  CO., 
Le  Roy,  N.  Y.,  and  Bridgeburg,  Can. 

The  name  Jell-0  is  on  every  package  in  big  red  letters. 

If  it  isn’t  there,  it  isn’t  Jell-0 


TELL  YOUR  CUSTOMERS  THAT 

RAE’S 

Lucca  Olive  Oil 

Is  the  product  of  perfectly  sound,  ripe, 
freshly  picked,  freshly  crushed  and 
pressed  olives,  (frown  in  Tuscany,  Italy, 
the  one  place  in  the  world  where  the 
olive  reaches  perfection.  You  will  not 
only  please  them  but  you  will  build  up 
a  splendid  trade  on  Lucca  Oil  at  a  good 
profit.  Prices  in  Prices  Current. 

H.  Kellogg  &  Sons 

Philadelphia 


MANY  GROCERS 

Find  it  pays  them  to  read  the 
“good  stuff”  in 

The  Advertising  World 

Columbus,  Ohio 

Sample  tree,  or  four  mouths’  trial  for  10  cent* 


MAPLEINE 

The  Popular  Flavor 

A  STRONG  DEMAND 
lias  been  created  (or  this 
new  and  delicious  flavoring. 
It  adds  richness  and  deli¬ 
cacy  to  Cakes.  Puddings. 
Icings.  Candies, Ice  Cream, 
etc.,  and  makes  a  Table 
Syrup  better  than  maple  at 
a  cost  of  50c.  a  gallon. 

See  Price-list 

Order  trom  your  jobber  or 

Frank  A.  Smith  Company 
105  South  Front  Street 
Philadelphia,  Pa. 

Crusoent  Mfg.  Co. 

SEATTLE,  WASH. 


ATENTS 

and  Trade-marks  procured  promptly  and 
properly  In  all  countries. 

Oails&  Oatls,  Washington,  D.C. 


The  One  Pure  Sugar  Syrup 

Lyle’s  Golden  Syrup  — perfectly 
clear,  a  beautiful  golden  color,  so 
neutral  micro-organisms  can’t  live 
in  it.  Absolutely  free  from  preser¬ 
vatives.  A  product  which  every  one 
keeps  buying.  If  you  want  to  please 
your  trade  tell  them  about  It. 

26  $  PROFIT 

8uie  sales  and  pleased  customers. 

H.  Kellogg  &  Sons 

Philadelphia 
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ern  packers  are  offering  stock 
more  freely.  Peas  are  firm,  with 
little  demand  and  small  offerings. 
There  is  little  interest  in  string 
beans,  but  prices  are  firm.  In¬ 
creased  inquiry  is  noted  in  new 
spinach. 

New  business  in  canned  fruits 
is  not  active,  as  distributers  are 
now  busy  making  deliveries  on 
early  contracts.  Prices  are  gener¬ 
ally  firm. 

Dried  fruits  are  selling  slowly. 
Buyers  are  not  inclined  to  specu¬ 
late  in  prunes  at  present  prices 
and  holders  are  not  showing  any 
eagerness  to  sell.  The  local  trade 
looked  after  its  present  require¬ 
ments  in  its  early  contracts  and  is 
now  awaiting  deliveries.  The 
early  purchases  were  made  at 
price  levels  somewhat  below  pres¬ 
ent  quotations,  and  until  the  mar¬ 
ket  has  absorbed  the  prunes  al¬ 
ready  bought  conditions  are  likely 
to  remain  somewhat  dull.  Cali¬ 
fornia  raisins  continue  easy  anc 
the  local  trade  is  quite  well  pro¬ 
tected  as  to  its  fall  and  early  win¬ 
ter  requirements.  Apricots  and 
peaches  are  dull ;  currants  are 
firm. 

Flour  is  higher  and  the  tone  of 
the  market  is  stronger,  as  the  mill¬ 
ers  seem  to  feel  that  they  are  in  a 
position  to  get  the  higher  prices. 
Spring  wheat  patents  have  been 
selling  in  fair-sized  lots  at  $5.60 
to  $5.70  and  some  millers  are  ask¬ 
ing  as  much  as  $5.80  to  $5.90  for 
popular  brands. 

Butter  has  been  advancing 
under  decreased  receipts.  Cream¬ 
ery  specials  have  been  bringing 
as  much  as  29  cents.  There  is 
only  a  limited  proportion  of  the 
receipts  that  passes  inspection  as 
high  grade  specials.  Extras  are 
stronger  in  sympathy  with  spe¬ 
cials  and  now  bring  273/2  cents. 
The  firsts  range  from  243^  to  26 
cents ;  seconds  from  23  to  24 
cents. 

The  egg  market  continues  ir¬ 
regular,  although  the  commission 
houses  are  more  hopeful.  There 
is  still  a  firm  demand  for  high 
grade  stock,  while  medium  and 
lower  grades  are  urgently  offered. 
The  tone  is  a  little  steadier  on  the 
highest  grades  of  storage  eggs. 
The  fresh  gathered  extras  are 
quoted  at  26  to  28  cents;  extra 
firsts  at  23  to  25  cents;  firsts  at  20 
to  22  cents.  Fancy  grades  of 
nearby  eggs  command  much 
higher  prices,  ranging  up  to  30  to 
35  cents  for  hennery  whites. 

Fred.  A.  McGill. 


Practical  Questions  of  Store 
Management 

Conducted  by  HENRY  JOHNSON,  Jr. 

This  department  is  conducted  by  a  man  who  has  run  a  successful  retail 
grocery  store  for  years  and  who  has  also  had  much  experience  with  larger 
enterprises  which  involved  the  selling  of  merchandise  to  retailers.  He  is, 
therefore,  informed  upon  both  sides  of  the  general  questions  of  store 
management  and  will  discuss  those  questions  from  week  to  week.  The 
central  thought  of  his  articles  will  be  “  getting  the  best  service  and  the  most 
money  out  of  a  retail  store.”  Subscribers  are  invited  to  submit  queries  on 
any  and  all  subjects  within  the  scope  of  the  department. 


Equipment — Continued. 

There  are  two  ways  of  laying 
cement  floors  and  sidewalks.  One 
is  to  make  a  homogeneous  mix¬ 
ture,  all  of  the  same  proportions 
and  ingredients,  and  lay  it  in 
blocks,  finishing  each  block  as  it 
is  laid  by  simply  smoothing  the 
upper  surface.  Another  way  is  to 
make  a  rough  concrete  mixture 
and  lay  the  block,  say,  7  inches 
thick,  and  then  overlay  that  with 
1  inch  of  finer  finishing  mixture. 
One  man  of  long  experience 
wants  me  to  use  the  first  method, 
which  he  has  practiced  for  over 
fifteen  years,  and  which  he  says 
he  will  lay  and  guarantee  in¬ 
definitely.  The  other  method  he 
says  is  so  liable  not  to  bind  but 
to  flake  off  afterwards  that  he 
would  not  guarantee  such  a  job 
while  he  crossed  the  street.” 
Another  man,  also  of  long  experi¬ 
ence  and  of  excellent  local  stand¬ 
ing,  advises  me  to  use  the  second 
method,  saying  that  if  the  upper 
layers  are  put  on  skillfully,  before 
the  concrete  has  set,  there  is  no 
danger  of  trouble,  and  it  makes 
the  smoother  floor. 

You  have  heard  what  happens 
“when  doctors  disagree,”  so  I  am 
not  decided  yet.  If  you  have  had 
any  experience,  please  tell  me. 
At  any  rate,  there  is  going  to  be 
8  inches  of  solid  cement  floor  in 
that  basement,  all  pitched  to  the 
drain,  so  that  it  may  be  flushed 
out  at  any  time  and  kept  as  clean 
as  the  ordinary  main  floor  of  any 
store;  and  it  is  not  going  to  need 
repairs  of  any  kind  for  a  gener¬ 
ation. 

I  am  not  quite  settled  about  my 
root  cellars.  It  has  been  sug¬ 
gested  that  I  leave  the  concrete 
off  a  space  of,  say,  6  x  24  feet 
along  the  windowless  wall  at  the 
jase  of  the  triangle  and  erect 
concrete  partitions  on  that  space 


fix  me  up  for  carrots,  bagas,  cel 
erac,  beets,  salsify,  etc.,  all  to  be 
packed  in  dry  sand;  and  it  woulc 
give  me  working  room  for  pota 
toes,  though  I  shall  have  to  have 
some  further  under-sidewalk 
storage  for  potatoes  in  quan 
tity.  If  you  know  anything 
about  such  root  storage,  please 
tell  me. 

Every  shelf  in  that  basement  is 
going  to  be  movable;  in  fact  there 
will  be  no  shelving  such  as  we 
commonly  use.  There  will  be 
racks  made  of  2  x  4  timbers  and 
J's-inch  dressed  boards,  which 
will  be  painted  white.  The  white 
paint  shows  dirt  immediately  anc 
also  reflects  light;  so  that  base 
ment  can  be  a  standing  example 
of  cleanliness  and  sanitation.  The 
racks,  to  begin  with,  will  be  suf¬ 
ficient  to  about  line  the  available 
wall  space  and  fitted  so  they  will 
comfortably  fill  that  space,  but  it 
is  the  real  intention  to  have  them 
stand  out  from  the  walls,  to  avoid 
the  accumulation  of  rubbish  in 
dark  corners,  etc.,  though,  truth 
to  tell,  I  hardly  know  where  any 
dark  corners  will  exist  in  that 
basement.  This  may  not  be  prac 
ticable  in  that  small  space,  but  I 
have  seen  it  done  in  large  houses 
with  great  success.  These  racks 
will  be  all  raised  from  the  floor 
the  thickness  of  one  timber,  so  the 
floor  can  be  flushed  without  dis¬ 
turbing  any  of  the  goods  in  stor¬ 
age.  In  this  way  one  man  can 
keep  the  floor  perfectly  clean, 
doing  all  the  work  himself.  So  it 
can  be  done  regularly  and  I  see 
no  reason  why  any  part  of  that 
basement  should  ever  be  dis¬ 
orderly  or  dirty. 

The  boiler  room  will  be  accessi¬ 
ble  from  the  big  basement,  but 
the  smaller  basement  and  its  ex¬ 
tension  will  be  locked;  so  all 
things  not  of  a  specially  high 


or  my  root  storage.  This  would  grade,  valuable  or  tempting  char¬ 


acter  will  be  kept  in  the  big  room. 
Here  will  be  the  refrigerating  en¬ 
gine,  one-ton  capacity,  to  cool  up¬ 
wards  to  1,000  cubic  feet  as  I 
grow  to  need  so  much.  This  will 
be  in  the  light  of  a  large  window 
and  I  may  succeed  in  running  it 
with  the  same  motor  as  runs  my 
roaster,  which  will  not  save  me 
any  power  expense,  but  will  save 
me  the  investment  in  one  motor. 
I  do  not  plan  to  have  any  refriger¬ 
ator  in  the  salesroom  except  a  re¬ 
frigerating  show  case  for  butter, 
cream,  fancy  cheeses,  pate  de  foi 
gras  and  other  similar  products 
which  should  be  stored  in  a  low 
temperature,  but  which  look  well 
and  sell  more  readily  under  at¬ 
tractive  display. 

One  thing  I  have  not  settled, 
and  that  is  how  I  can  care  for  my 
fruits  and  vegetables  at  night, 
without  taking  them  all  down 
cellar  to  the  regular  ice  boxes,  or 
I  should  say,  “coolers.”  For  I 
plan  to  have  my  present  ice  box 
converted  into  a  cooler  by  putting 
a  brine  tank  into  the  ice  chamber 
so  that  I  can  shut  down  the 
power  at  night.  That  box  may 
be  used  for  fruits,  etc.  Then  I 
must  have  another  one  for  cheese 
storage  and  one  small  one  for 
bacon  and  other  smoked  meats 
which  I  can  run  down  to  zero  or 
thereabouts.  All  of  these  will  be 
on  the  dividing  wall,  opposite  the 
root  storage. 

If  any  of  my  readers  have  had 
experience  using  mechanical  re¬ 
frigeration  for  the  daily  storage 
of  fruits  and  vegetables  a  state¬ 
ment  of  what  you  know  would  be 
valuable  not  only  to  me  but  to 
uindreds  of  other  grocers.  The 
goods  must  be  kept  in  prime  con¬ 
dition,  yet  time  and  labor  cost  so 
much  that  if  there  be  any  way  of 
avoiding  their  too  liberal  use,  the 
<nowing  how  to  do  it  would  be  a 
great  boon  to  all  retail  dealers; 
and  I  am  looking  for  some  valu¬ 
able  hints  from  you  who  know. 


Tomatoes  are  higher.  Canners 
are  evidently  short,  for  they  are 
paying  as  high  as  30  cents  per 
casket.  Fancy  tomatoes  range 
rom  40  to  50  cents.  The  end  of 
the  season  is  approaching  and  the 
emand  is  fair. 


Black  grapes  average  10  cents 
ier  small  basket,  and  the  other 
arieties  8  to  10  cents.  Last  year 
tie  range  was  13  to  14  cents. 
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Selling  Talks  With  Clerks 

BT  A  MAN  WHO  HAS  BEEN  ONE 


Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Stores,  Trenton,  N.  J. 


rhings  That  You  Must  Avoid.— 

tting  the  end  of  a  string  into 
nr  mouth  when  tying  a  bundle, 
ewing  gum  or  tobacco  back  of 
•ounter.  Allowing  your  atten- 
n  to  be  taken  by  any  employee 
lile  waiting  on  a  customer, 
earing  a  hat  in  the  store, 
eaking  across  the  store.  Al- 
ving  a  customer  to  wait  im- 
tiently  without  a  word  of  recog- 
ion.  Wearing  a  soiled  coat, 
liar  or  apron.  Giving  special 
ention  to  the  well  dressed.  Ig- 
ring  children.  Overdoing  it 
th  “our  own”  brands.  Neg¬ 
ating  to  say  “Thank  you” 
lether  the  order  is  paid  for  at 
2  time  or  not.  Criticising  or- 
rs  from  headquarters.  Speak- 
y  disrespectfully  of  a  superior 
>rking  for  the  same  wages  you 
s  getting.  Finally:  Don't  say 
u  “don’t  know.” 

*  *  * 

Stand  That  Broom  Handle  Down 

you  can  show  the  good  points, 
lere’s  a  lot  in  that.  Show  that 
is  tied  five  times  with  heavy 
rd.  Ask  her  to  notice  how 
lid  and  uniform  the  corn  is  and 
ill'll  observe  that  it  isn’t  knotty 
>r  it  isn’t  brittle  nor  ragged  and 
e  strands  aren’t  split.  Some 


women  are  as  fussy  about  a  new 
broom  as  they  are  about  a  new 
hat. 

Keep  a  cheap  broom  on  the 
floor  so  long  as  her  limit  is  30 
cents.  It’s  good  enough  all  right 
for  the  money,  only  close  inspec¬ 
tion  is  apt  to  be  discouraging  and 

you’re  liable  to  lose  the  sale. 

*  *  * 

Show  Up  Cream  Of  Tartar  in  a 

clear  glass  jar  properly  covered 
and  you’ll  be  surprised  how  many 
quarter  pounds  you’ll  sell  in  a 
day.  It’s  one  of  the  things  we’re 
apt  to  keep  out  of  sight.  It  might 
be  interesting  to  know  that  not 
more  than  two  pounds  of  tartar  is 
obtained  from  a  ton  of  grapes. 
It’s  to  be  had  also  from  a  deposit 
formed  by  wines  while  they 
undergo  a  fermentation.  This  in¬ 
formation  the  writer  received 
while  conversing  the  other  day 
with  a  large  New  York  importer. 
*  *  * 

Mincemeat  Time  Is  Here. — And 

you’re  going  to  be  asked  a  whole 
lot  of  questions  about  it.  Why  is 
this  10  cents  and  that  8  cents  and 
some  even  four  packages  for  25 
cents.  Talk  about  the  best.  The 
best  is  made  of  the  choicest 
raisins  and  currants  and  the  fresh¬ 


est  and  best  beef  and  the  most 
select  apples.  Some  mincemeats 
hold  no  beef  at  all.  Some  con¬ 
tain  only  the  skin  of  apples  and 
the  very  cheapest  of  fruit.  No 
woman  can  do  credit  to  a  mince 
pie  with  such  material  to  handle. 
Put  that  up  to  her. 

*  *  * 

“That  Man  Is  Off  On  Lemons,” 
said  a  clerk  the  other  day  about 
a  man  who  wanted  the  price  on  a 
box.  The  clerk  asked  him  $5  for 
360s  and  he  said  he  could  buy 
them  for  $3.65.  He  could  and  he 
did.  But  they  were  “softs.”  A 
soft  lemon  is  a  fruit  that  is  re¬ 
packed  for  immediate  Northern 
use.  The  keepers  are  sent  South 
just  now,  while  of  course  many  of 
them  are  sold  to  retailers  who  do 
not  cater  to  the  box  trade. 

The  incident  is  mentioned  so  as 
to  impress  you  with  the  fact  that 
the  hotel  man-  knew  what  he  was 
talking  about  and  also  to  explain 
the  “reason  for  the  difference.” 

As  a  matter  of  fact  the  hotel 
man  didn’t  know  or  didn’t  care 
anything  about  “soft”  lemons. 


ness  of  touch,  and  a  keenness  of  in¬ 
sight  into  the  human  heart  and  its  va¬ 
garies,  which  could  come  only  with 
added  maturity.  The  plot  of  “Hidden 
House”  is  absolutely  unique,  and  in 
realism,  in  ardor,  in  fascination,  the 
story  is  matchless.  It  will  be  interest¬ 
ing  to  compare  its  popularity  with  that 
of  the  former  work,  of  which  hundreds 
of  thousands  of  copies  have  been  sold. 

The  recent  substantial  increase  in  size 
of  the  magazine  affords  room  for  a 
greater  number  of  short  stories  than 
heretofore.  Those  for  October  are  a 
diversified  lot,  with  plenty  of  action  and 
a  goodly  proportion  of  humor.  They 
are  “The  Evasion  of  Florida  Lusk,”  by 
Alice  MacGowan ;  “The  Last  of  the 
Mohicans,”  by  Dorothy  Canfield;  “The 
Daughter  of  an  Image  Maker,”  by  Will 
Levington  Comfort  (author  of  “She 
Buildeth  Her  House)  ;  “Pot  Luck,”  by 
Dion  Clayton  Calthrop ;  “Sally’s  Soul,” 
by  Myra  Webb  McCord ;  “Cards,"  by 
Nan  Maury  Lemmon ;  “How  Stephen 
Lance  Came  to  a  Bad  End,”  by  Iris 
Blue,  and  “Clipped  Wings,”  by  Kather¬ 
ine  Elopson. 


MAGAZINE  NOTES. 


Lippincott’s  Magazine. 

The  literary  event  of  the  month  is 
doubtless  the  appearance  of  a  powerful 
new  novel  by  Amelie  Rives  (The  Prin¬ 
cess  Troubetzkoy),  published  complete 
in  the  October  “Lippincott’s.  Its  title 
is  “Hidden  House,”  and  the  scenes  are 
laid  in  Virginia,  as  were  those  of  the 
author’s  memorable  first  success,  “The 
Quick  or  the  Dead,”  which  was  also 
brought  out  in  “Lippincott’s  Maga¬ 
zine.”  It  is  not  too  much  to  expect  that 
this  new  novel  will  create  an  even  great¬ 
er  furore  than  did  the  earlier  work,  for 
it  cannot  be  denied  that  to  the  Prin¬ 
cess’s  former  brilliancy  and  charm  have 
been  added  a  depth  of  feeling,  a  sure- 
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ANY  GROCER  who 
handles  our  prepa¬ 
rations  can  have  a 
beautifully  illustra¬ 
ted  booklet  of  choc¬ 
olate  and  cocoa 
recipes  sent  with 
his  compliments  to 
his  customers  en¬ 
tirely  free  of  charge. 
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Walter  Baker  &  Co.  Ltd. 
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Send  us  your  order  for  Syrups ;  we  are  in  a  position  to  fill  your  Syrup  wants  and  at 
lowest  market  price.  We  carry  full  line  all  grades  and  will  guarantee  satisfaction. 


f  HUPS—  Our  Royal  Table  Syrup  is  certainly  a  great  seller;  it  has  real  merit, 
fine  flavor  and  light  color.  Gilt  Edge  Table  Syrup,  a  light  cloudy  Syrup 
and  au  old  favorite;  Extra  Amber  Syrup,  King  “B”  Syrup,  Quaker  City 
Syrup,  White  Clover  Syrup,  Challenge  Syrup,  Crescent  Syrup,  all  well-known 
brands;  also  we  have  some  fine  high-grade  Sugar  Syrup,  Fancy  Sugar 
Loaf,  at  30c  ;  Fancy  Pure  Sugar  Syrup  at  24c  ;  both  good  sweet  flavors  We 
have  several  marks  of  good  Old  Crop  New  Orleans  Molasses.  We 
want  yonr  orders. 

lOTHER’S  OATS— We  have  a  car  load  of  this  well-known  brand  Rolled 


Oats  now  in,  new  goods,  just  from  the  mill,  Containers  of  18  packages 
at  $1.45,  or  in  10  container  lots  at  $1.40,  freight  paid.  Send  us  your 
order;  it  will  pay  you  to  buy  liberally. 

NEW  PRUNES— Choice  Santa  Clara  Prunes,  crop  1911,  now  ready  for  im¬ 
mediate  shipment.  50- lb.  boxes  only,  So-9o,  price  8>£c  per  lb.  ;  can  be 
retailed  at  15c  or  2  lbs.  for  25c;  a  bargain. 

DRESSED  FISH— New  goods  now  in  the  market.  We  quote  Chalk nge 
Brand,  40-lb.  bulk,  at  5^ c,  and  Challenge  Brand  in  i-lb.  bricks,  20  lbs. 
to  box,  at  6<4c  per  lb.  Add  it  to  your  stock  and  you  will  sell  it. 
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Two  Harvest  Displays 


I  he  grocer  who  handles  a  side  line  of  fruit,  and  the  regular  dealer 
in  green  truck  and  fruit  will  find  these  two  suggestions  for  a  harvest 
display  very  good.  Some  time  is  required  in  the  arranging  of  them, 
but  when  completed  you  will  be  repaid  for  the  trouble.  To  arrange 
the  large  basket  it  must  be  made  first  in  the  following  manner.  Take 
an  empty  cheese  box,  a  very  small  one,  say  one  what  a  picnic  cheese 
comes  in,  nail  the  lid  on.  Now  nail  a  few  small  blocks  of  wood  all 
around  the  edge  of  the  box,  have  them  about  one  inch  high,  then  place 
some  thin  boards  of  boxes  at  each  side,  or  rather  what  is  to  be  the  long 
ends  of  the  basket.  Nail  them  down  at  the  ends,  in  the  centre  of  the 
box,  the  little  blocks  at  edge  or  under  the  boards  will  make  them  slant, 
and  the  small  blocks  at  the  sides  should  be  a  little  higher,  so  the  boards 
that  you  nail  on  for  the  sides  of  the  basket,  will  still  be  more  slanting 
than  those  at  the  long  ends.  The  basket  when  finished  should  be 
about  three  feet  long  and  two  feet  wide;  of  course  it  can  be  made  twice 


as  pears,  peaches,  apples,  plums,  etc.  Leave  a  couple  of  bunches  of 
grapes  hang  over  the  edge  of  the  basket  this  will  add  very  much  to  the 
display.  Place  a  few  bunches  around  on  top  and  between  the  different 
vegetables.  Use  twisted  strips  of  green  crepe  paper  for  a  background. 

No.  2. 

The  pyramid  window  is  arranged  as  follows:  First  arrange  the  arch 
or  background,  make  it  of  thin  box  boards,  the  straight  piece  across  is 
about  one  foot  wide,  and  in  the  centre  a  foot  higher.  Arch  it  like  in 
illustration,  cover  it  with  white  crepe  paper,  and  nail  securely  to  each  side 
of  the  window.  Tack  colored  leaves  or  artificial  leaves  all  around  the 
edge.  In  the  arch  place  the  word  “  Harvest.”  This  is  made  from  small 
red  crab  apples,  wire  nails  are  driven  in  first,  and  then  force  an  apple  on 
each  nail,  stem  outward.  The  number  of  the  year  is  made  the  same 


as  large  if  the  window  will  allow  it.  Cover  the  bottom  or  outside  of ,  way.  Now  cover  the  bottom  of  the  window  with  white  crepe  paper, 
the  basket  with  straw,  bind  it  on  flat  with  a  light  yellow  cord  as  this  In  front  in  the  centre  place  piles  of  different  kinds  of  nuts,  and  at  each 
will  not  be  noticed  so  much  as  white  cord.  When  you  have  the  out-  side  in  the  rear  place  a  bundle  of  rye,  wheat  or  oats.  Build  a  nice 
side  covered  make  the  handle.  First  use  a  strong  wire,  fasten  at  each  smooth  slant  in  each  corner,  of  boxes  and  burlap  bags.  Place  a  row 
side  and  cover  with  twisted  straw,  bind  this  on  tight  with  the  yellow  of  melons  on  the  bottom,  next  pumpkins,  cabbage,  eggplants,  squash, 
cord  make  the  handle  in  proportion  to  the  basket,  at  each  side  fasten  etc.,  towards  the  top  place’  smaller  ones,  such  as  carrots,  ’  turnips,’ 
a  httle  bundle  of  wheat,  rye  or  oats.  Your  basket  complete,  stand  aside  potatoes,  etc.  At  each  corner  place  a  large  stalk  of  celery.  The 
till  ready  to  place.  At  the  rear  of  the  window,  place  a  level  platform  pyramid  in  the  centre  is  of  fruit  and  endive.  It  is  arranged  this  way: 
across;  from  the  edge  of  this,  place  boards  slanting  to  the  front  of  the  First  make  a  foundation  of  boxes  and  bags  to  give  it  a  smooth  slant, 
window.  Cover  this  all  with  a  dark  green  crepe  paper,  and  make  the  '  make  it  in  a  semi-circle  at  the  bottom.  Place  grape  fruit,  then  grapes, 
wore  ‘  Harvest  ’  with  green  corn.  Hold  the  ears  in  place  with  thin  next  oranges,  then  grapes,  next  apples,  grapes,  then  small  fruit,  lemons, 
wire  nails  or  strong  pins;  don’t  drive  them  through  the  corn,  only  plums,  peaches.  Tack  a  bunch  of  endive  here  and  there  in  the  back; 

1 1  o u g  the  husks  and  at  the  ends.  Now  place  the  basket  in  the  this  will  show  up  very  prettily  against  the  white  background.  The 
centre  of  the  platform.  Place  all  large  fruit  and  vegetables  in  the  window  all  arranged  run  a  few  widths  of  the  white  crepe  paper  from 
centre,  such  as  melons,  cantaloupes,  eggplants,  pumpkins,  etc.  Use  the  arch  down  to  the  bottom  of  the  window,  this  will  bring  out  the 
the  smaller  ones  towards  the  ends  and  on  top  of  the  larger  ones  such  neatness  and  color  fine. 
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Indianapolis  (Ind.)  Sells  Potatoes  Direct 
to  Consumers  to  Cut  Out  Greedy 
Commission  Merchants 


Mayor  Shank  Brings  Five  Hundred  Bushels  From  Michigan  and 
Sells  Them  Publicly  at  Seventy-five  Cents  a  Bushel,  While 
the  Commission  Men  Were  Jobbing  Up  to  SI. 10.  Com¬ 
mission  Men  Charged  With  Depressing  Buying  Prices  and 
Inflating  Selling  Prices.  Sale  a  Big  Success.  Will  Sell 
Other  Food  Products  in  Same  Way. 


has  been  the  organization  of  a  will  be  used  as  working  capit; 
number  of  railroad  workmen  into  Coal  will  be  bought  in  carlo? 
a  co-operative  buying  association,  lots,  and  flour,  sugar,  potatoes  at 
There  are  one  hundred  all  told,  other  commodities  will  be  boug 
and  they  come  from  the  Pennsyl-  in  large  quantities.  These  w 
vania  Railroad  shops  here.  Each  be  sold  at  actual  cost  to  the  met 
member  will  pay  $5  into  a  fund,  bers  of  the  association, 
and  this  fund,  amounting  to  $500,  R.  E.  V.  Hartley! 


Pennsylvania  Food  Department  Will  Stai 
Campaign  Against  Stale  Breakfast  Foot 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

Indianapolis,  Ind.,  Oct.  5,  1911. 

For  the  second  time  a  munici¬ 
pality  has  gone  into  the  business 
of  selling  food,  with  the  avowed 
object  of  cutting  out  the  high 
profits  of  the  middleman.  In 
order  to  punish  the  commission 
men  of  this  city,  who  are  accused 
of  artificially  holding  up  prices, 
Mayor  Shank,  of  this  city,  last 
week  brought  a  car  of  500  bushels 
of  white  potatoes  here  from 
Michigan  and  sold  them  at  cost, 
plus  expenses,  at  the  city  market. 
[The  other  occasion  where  this 
was  done  was  in  Des  Moines, 
Iowa,  several  weeks  ago. — Ed.] 

The  Indianapolis  campaign  was 
started  by  reason  of  complaints 
from  farmers  that  the  commission 
men  were  refusing  to  pay  decent 
prices  for  potatoes,  claiming  the 
market  here  was  glutted.  At  the 
same  time  potatoes  were  actually 
scarce  and  were  bringing  high 
prices.  As  a  result  many  growers 
were  refusing  to  ship  potatoes 
here  and  the  market  was  rapidly 
getting  a  bad  name. 

The  500  bushels  reached  here 
last  Friday  and  were  put  on  sale 
on  Saturday  in  front  of  Tomlinson 
Hall.  The  crowd  began  to  gather 
by  3  o’clock  in  the  morning. 

I  lie  entire  500  bushels  were  sold 
by  10  o’clock,  and  advance  orders 
taken  for  another  car,  which  ar¬ 
rived  on  Wednesday.  The  price 
was  10  cents  a  half  peck,  20  cents 
a  peck  and  75  cents  a  bushel. 
The  demand  was  so  large  that  no 
person  was  allowed  to  buy  more 
than  one  bushel. 

When  the  Mayor  first  an¬ 
nounced  his  intention  of  going 
into  the  potato  business,  the  com¬ 
mission  merchants  were  quoting 
90  cents  to  $1.10  per  bushel  at 
wholesale.  The  price  at  retail 
stores  was  of  course  the  dealer’s 
profit  added  to  that.  By  Saturday 


morning  many  of  the  commission 
men  had  reduced  their  prices  to 
75  cents,  and  at  the  retail  stores 
the  average  price  was  $1. 

The  sale,  however,  seemed  to 
have  little  effect  on  the  prices 
other  retail  stands  on  market  were 
charging  for  potatoes.  This  was 
said  to  be  due  to  the  fact  that  the 
stand  holders  believed  the  May¬ 
or’s  potatoes  would  not  last  long 
and  that  then  they  could  sell  their 
own  at  regular  prices.  During  the 
Mayor’s  sale  potatoes  were  pricec 
at  three  market  stands,  the  prices 
quoted  being  35  cents  a  peck,  $1 
a  bushel  and  $1.15  a  bushel  re¬ 
spectively. 

Among  the  retail  grocers  over 
the  city  various  prices  were 
charged,  but  the  commission  men 
made  no  further  cut  in  their  quo¬ 
tations.  The  wholesale  price  was 
still  given  as  70  and  75  cents  a 
bushel  for  the  quality  of  potatoes 
sold  by  the  Mayor.  Retail  gro¬ 
cers  were  selling  them  at  from 
19  cents  a  peck  to  $1.10  a  bushel. 

The  Mayor’s  idea  was  to  sell 
his  potatoes  at  exact  cost.  They 
are  said  to  have  cost  him  69  cents 
a  bushel  delivered  in  Indianapolis. 
He  thinks  he  will  be  just  about 
able  to  come  out  whole  at  75 
cents. 

The  Mayor  is  quoted  here  as 
saying  that  he  intends  to  bring  in 
all  sorts  of  fruit  and  produce  in 
the  same  way,  buying  it  in  car¬ 
load  lots  direct  from  the  producers 
and  selling  it  in  Indianapolis  at 
cost.  If  he  carries  out  this  threat, 
the  local  trade  will  find  it  very 
difficult  to  meet  this  competition, 
although  of  course  no  matter  how 
cheap  the  Mayor  sells,  everybody 
will  not  buy  of  him. 

The  second  car  reached  here  on 
Wednesday  and  consisted  of  420 
bushels.  The  Mayor  had  advance 
orders  for  615  bushels. 

One  effect  of  the  newspaper 
publications  about  the  potato  deal 


Adds  to  Warning  Given  Retailers  Through  Recent  Issue  of  Tt 
Journal.  Samples  Are  to  Be  Taken  All  Over  the  Stai 
and  Examined  by  State  Chemists.  Prosecutions  to  Folic 
if  Violations  Found. 


In  a  recent  issue  this  journal 
published  an  interview  with 
Pennsylvania  Food  Commissioner 
Foust,  in  which  he  warned  the  re¬ 
tail  trade  of  the  State  that  break¬ 
fast  foods  were  under  examina¬ 
tion,  and  that  they  should  be  care¬ 
ful  to  keep  their  stocks  fresh  and 
quickly  turned.  This  interview 
the  Commissioner  has  supple¬ 
mented  by  a  further  statement 
which  he  sends  this  paper  for 
publication,  and  in  which  he  says 
that  samples  of  breakfast  foods 
are  to  be  taken  all  over  the  State 
and  forwarded  to  State  College 
for  examination.  The  Commis¬ 
sioner’s  statement  is  as  follows. — 

There  is  no  criticism  of  the  food 
quality  of  the  average  breakfast 
cereal  when  it  is  sold  in  a  fresh 
condition  to  the  consumer,  but  it 
is  well  known  to  all  dealers  that 
these  preparations  are  very  liable 
to  insect  attack  unless  the  great¬ 
est  care  be  taken  to  keep  the  stock 
fresh  and  to  store  in  places  where 
the  danger  of  such  attack  is  least. 
Past  examinations  by  the  Bureau 
have  revealed  numerous  cases  in 
which  the  contents  of  packages 
were  simply  alive  with  vermin  and 
cob-webbed  with  the  tissues  woven 
by  the  insect  larvae  they  contained. 

The  Commissioner  recognizes 
the  conditions  confronting  the  re¬ 
tailer  in  keeping  his  stock  of 
breakfast  foods  fresh;  and  whole¬ 
salers  who  make  a  careful  com¬ 
parison  of  the  100  to  150  brands 
of  such  foods  on  sale  in  the  State 
will  find  that  in  reality  there  are 
only  12  to  15  types  of  breakfast 
foods  that  differ  at  all  distinctly 
one  from  the  other,  and  yet  nearly 
every  week  sees  community  after 
community  canvassed  by  agents 
presenting  samples  of  some  new 
breakfast  food,  taking  orders  for 
the  same  and  turning  them  over  to 
the  local  grocers  supplying  these 
several  families,  with  the  demand 
that  he  add  this  new  name  to  his 
stock,  despite  the  fact  that  his 
shelves  are  already  crowded  with 
the  one  hundred  other  brands. 
And  immediately  thereafter  the 
same  merchants  are  induced  to 
stock  largely  with  this  new  named 
variety  by  reason  of  quantity  dis¬ 
counts.  The  demand  for  the  goods 
earlier  in  stock  temporarily,  or 
permanently,  stops,  but  the  goods 


remain- on  the  shelves  and  an 
held  there  for  months,  or  even  fot 
years,  with  the  vain  hope  that-  tjji 
breakfast  food  fashions  may  turn 
and  the  old  stock  becomes  salable 
The  difficulties  of  the  retailei 
under  these  conditions  are  recog¬ 
nized,  but  the  rights  of  the  con¬ 
sumer  for  protection  against  thi* 
evil  cannot  be  overlooked.  The 
Commissioner  wants  every  retailei 
handling  cereal  goods  to  under¬ 
stand  that  the  retail  stocks  in  ever) 
part  of  the  State  are  to  be  thor¬ 
oughly  sampled  and  sent  to  State 
College  for  a  scientific  examina¬ 
tion,  and  that  whenever  contamina¬ 
tion  by  bugs,  slugs  and  the  like  it 
detected  prosecutions  will  be  in 
stituted  in  every  case  and  vigor-  I 
ously  pressed.  This  frank  note  oi 
warning  is  given  so  that  the  re 
tailer  may  have  a  fair  opportunity  I 
to  clean  up  his  stock  and  consign  ! 
to  the  dump  every  package  oi 
cereal  that  is  in  condition  to  bring 
him  into  trouble  because  of  it1 
lack  of  freshness  or  its  locatior 
near  weevily  goods,  since  ever  i 
fresh  goods  may  quickly  become  I 
weevily  if  stored  in  the  'neighbor-  ] 
hood  of  old  packages  containing 
these  insects.  Despite  the  difficul¬ 
ties  of  these  conditions  the  retail¬ 
ers  have  a  remedy  in  their  owr. 
hands,  and  that  is  to  buy  in  small 
quantities,  turn  the  stock  often  and 
so  have  little  left  long  enough 
upon  their  shelves  to  be  in  seri¬ 
ous  danger  of  insect  attack.  Il 
the  retailers,  aided  by  judicious  ' 
co-operation  of  manufacturers  and 
jobbers  to  remedy  existing  condi¬ 
tions,  do  not  get  rid  of  this  evil 
it  is  possible  that  the  people  may 
feel  it  necessary  to  adopt  a  remedy 
proposed  in  other  States  against 
the  sale  of  stale  stocks  of  perish¬ 
able  goods  such  as  these  cereal 
preparations,  namely,  that  of  re¬ 
quiring  that  the  package  shall  bear 
a  stamp  indicating  the  date  oi 
manufacture  of  the  goods. 

The  Commissioner  earnestly 
hopes  that  the  retailers  of  the  | 
State  will  examine  their  own 
stocks  and  protect  their  own  cus¬ 
tomers  before  the  food  agents 
reach  their  stores,  and  by  so  doing 
avoid  trouble  of  a  more  serious 
character  for  themselves. 


Cranberries  hold  their  own,  at 
are  quiet  by  reason  of  tl: 
weather.  The  best  Cape  Co<> 
are  still  ruling  at  $7  per  barn, 
and  $2.50  per  box.  New  Jers<’ 
fruit  averages  $2.25, 
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$2,500.00  In  Prizes 

To  Increase  Oatmeal  Consumption 

185  Prizes,  Ranging  from  $100  Down 
Open  to  Grocers  and  Their  Clerks 

THE  Quaker  Oats  Company  starts  its  Fall  advertising  with  an 
innovation.  See  the  October  and  November  magazines  and 
women’s  publications. 

We  offer  there  185  prizes,  totaling  #2,500.00.  There  are  five  prizes  of  $100.00  each, 
ten  of  $50.00  each,  etc.  They  are  offered  by  us  to  those  who  send  the  best  letters,  illus¬ 
trating  the  good  which  people  get  from  eating  oatmeal. 

You  men  who  sell  oats  should  have  a  chance  at  these  prizes. 

Be  sure  to  see  the  announcements. 

And  notice  this  when  you  read  such  announcement:  The  object  of  our  advertising — 
as  it  has  been  for  years — is  to  increase  oatmeal  consumption.  We  are  not  merely 
after  existing  trade.  Nine-tenths  of  our  aim  is  to  increase  the  sale  of  oatmeal. 

A  recent  house-to-house  canvass  which  we  made  in  twelve  cities  shows  that  two- 
thirds  of  all  families  are  now  using  oatmeal.  About  half  of  them  use  it  daily. 

Our  object  now  is  to  bring  this  greatest  of  all  foods  into  constant,  universal  use. 

And  that  is  for  the  good  of  all. 

The  Quaker  Oats  Company  is  doing  more  than  all  others  to  nurture  the  trade  in  oatmeal. 
It  has  done  more  than  all  others  to  make  people  like  oatmeal. 

Quaker  Oats  is,  beyond  any  question,  the  finest  oat  food  in  existence. 

By  quality,  by  advertising  and  by  right  business  methods  we  are  constantly  building 
the  trade  in  oatmeal.  If  you  believe  that  these  efforts  are  good  for  you — and  good  for 
all — we  ask  you  to  help. 

‘fhe  Quaker  Oa^s  (ompany 

CHICAGO 
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Dr.  Wiley  Tells  National  Civic  Federation  There  Should  be 
National  Health  Board.  President  Food  Commissioners’ 
Association  Talks  Uniform  Food  Laws.  American  Specialty 
Manufacturers  Meet  in  New  York  November  16th  and  17th. 
Market  Summary. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 


indirection,  under  existing  stat-  will  be  held  in  the  Waldorf 
utes,  can  the  Federal  law  touch  Astoria  Hotel  in  this  citv,  Novem 
such  material,  and  this  kind  of 
work  must  therefore  all  be  done 


New  .York,  October  6,  1911. 

Stricter  food  laws  were  advo¬ 
cated  by  several  of  the  speakers 
at  a  meeting  held  Monday  by  the 
Pure  Food  and  Drug  Department 
of  the  National  Civic  Federation. 
Seth  Low,  former  Mayor  of  this 
city,  presided  at  the  meeting 
which  was  held  in  the  rooms  of 
the  Board  of  Trade  and  Trans¬ 
portation. 

Representatives  were  present 
from  various  bodies  having  to  do 
witli  food  questions  in  an  official 
way  and  from  associations  of 
manufacturers,  civic  organiza¬ 
tions  and  labor  unions. 

Dr.  Harvey  W.  Wiley,  chief 
chemist  of  the  United  States  Bu¬ 
reau  of  Agriculture,  was  one  of 
the  principal  speakers.  Before 
the  meeting  he  was  heartily  con¬ 
gratulated'  by  most  of  those  pres¬ 
ent  on  the  outcome  of  the  recent 
difficulties  in  his  department  and 
his  personal  triumph. 

In  his  address  Dr.  Wiley  advo¬ 
cated  a  National  Board  of  Health, 
with  the  head  of  the  department 
as  a  member  of  the  President’s 
Cabinet,  in  order  to  exercise 
effective  control  over  the  purity 
of  all  foods  and  drugs. 

Questions  of  the  purity  and 
adulterations  of  food  were  treated 
by  Dr.  Lucius  P.  Brown,  presi¬ 
dent  of  the  Association  of  State 
and  National  Food  and  Dairy 
Departments.  He  took  up  the 
subject  of  uniform  food  laws  and 
argued  that  absolute  uniformity 
in  the  food  laws  of  the  States  is 
neither  possible  or  desirable,  but 
that  practical  uniformity  as  to  es¬ 
sentials  has  already  been  obtained. 
His  remarks  were  heard  with 
close  attention.  In  part,  Dr. 
Brown  said : — 

“The  protection  of  a  food  sup¬ 
ply  naturally  assumes  two  forms 
— namely,  the  assurance  of  the 
purity  of  foods  as  to  their  ingredi¬ 
ents  and  the  assurance  of  their 
freedom  from  disease-producing 
contamination.  The  first  division 
again  divides  itself  into  freedom 


from  poisonous  constituents, 
which  food  laws  in  general  class 

i  as  adulteration,  and  agreement 
with  the  declared  composition, 
classed  by  food  laws  as  misbrand- 
ing. 

“Such  considerations  naturally 
suggest  the  question  of  uniform¬ 
ity  of  food  laws.  I  regret  to  say 
that  heretofore  all  the  arguments 
for  uniformity  which  have  been 
made  have  presupposed  a  uni¬ 
formity  based  on  the  Federa 
Food  and  Drugs  act  of  June  30, 
1906.  As  a  matter  of  fact  there 
can  be  no  ‘last  word’  in  food  legis¬ 
lation  any  more  than  in  any  other 
kind  of  legislation,  and  as  to  uni¬ 
formity,  it  is  probable  that,  in  its 
details,  food  legislation  offers 
rather  more  difficulties  than  most 
other  subjects,  due  to  the  differ¬ 
ences  of  climate,  population,  en¬ 
vironment,  etc.  But  while  this  is 
true  of  details  I  do  not  wish  to  be 
understood  as  meaning  that  it  ap¬ 
plies  to  essentials.  In  the  latter 
there  should  be  uniformity,  and  as 
a  matter  of  fact  there  is  now  prac¬ 
tical  uniformity,  for  the  greater 
number  of  the  States  have  food 
laws  patterned  after  the  Federal 
Food  and  Drugs  act.  Absolute 
uniformity  appears  to  me  neither 
desirable  nor  practicable;  the  lat¬ 
ter,  if  for  no  other  reason  than 
that  all  laws  receive  their  final 
interpretation  from  the  State 
courts,  whose  opinions  will  natu¬ 
rally  receive  color  from  the  local 
needs,  conditions  and  legal  pre¬ 
cedents. 

“The  second  aspect  of  food  pro¬ 
duction,  namely,  its  assurance 
from  disease-producing  contami¬ 
nation,  is  even  more  important  to 
the  public  health  than  that  just 
discussed.  In  this  protection  the 
Federal  Government  can  in  the 
main  do  little,  no  matter  what 
laws  be  passed.  Though  it  should 
inspect  other  food  factories,  as  it 
now  does  the  meat  packing 
houses,  this  would  give  no  assur¬ 
ance  that  food  manufactured  in  3 
cleanly  manner  would  not  be  con¬ 
taminated  in  handling  before  it 
reached  the  consumer.  Only  by 


by  the  States.  Many  of  these 
possess  the  excellent  law,  govern¬ 
ing  the  sanitary  condition  of  al 
food-producing  and  food-handling 
establishments  which  was  draftee 
three  years  ago  by  the  Associa¬ 
tion  of  State  and  National  Foot, 
and  Dairy  Departments,  while 
others  possess  the  same  pro¬ 
visions  as  regulations  of  the  State 
Health  Boards.  In  both  instances 
the  State  Food  Departments  are 
charged  with  enforcement. 

"I  would  suggest  that  organ¬ 
ized  effort  may  very  properly  anc 
profitably  address  itself  to  an  at¬ 
tempt  to,  as  early  as  possible, 
amend  the  National  Food  anc 
Drugs  act  so  as  to  carry  out  the 
evident  intent  of  its  framers  anc 
make  such  other  changes  as 
nearly  five  years  of  experience 
have  shown  to  be  desirable. 
Whatever  law  we  have,  it  shoulc 
be  enforced  in  the  interest  of  the 
whole  people,  and  while  it  is  de¬ 
sirable  not  to  disturb  business 
conditions,  at  the  same  time  it 
should  be  remembered"  that  al 
such  laws  are  made  for  the  con¬ 
sumer  and  not  for  the  producer, 
and  in  all  cases  of  doubt  the  con¬ 
sumer  should  be  given  the  benefit 
thereof  and  not  the  producer.” 

Among  those  present  -were : — 

George  S.  Flanders,  ex-presi¬ 
dent  of  the  same  association,  and 
a  member  of  the  New  York  State 
Food  Commission;  Dr.  Thomas 
Darlington,  ex-Commissioner  of 
Health,  now  secretary  of  the  Wel¬ 
fare  Committee  of  the  American 
Iron  and  Steel  Co. ;  C.  P.  Wal- 
bridge,  ex-Mayor  of  St.  Louis  and 
ex-president  of  the  National 
Wholesale  Druggists’  Associa¬ 
tion  ;  W.  C.  Breed,  counsel  for  the 
National  Wholesale  Grocers’  As¬ 
sociation;  Dr.  William  C.  Wood¬ 
ward,  secretary  of  the  American 
Niblic  Health  Association;  Tim¬ 
othy  Healy,  president  of  the  In¬ 
ternational  Brotherhood  of  Sta¬ 
tionary  Firemen;  Cal  Wyatt,  or¬ 
ganizer  of  the  American  Feder¬ 
ation  of  Labor,  and  Dr.  E.  Eliot 
Harris,  member  of  the  Committee 
on  Legislature  and  Ethics  of  the 
American  Medical  Association. 

*  *  * 

The  place  for  holding  the 
annual  convention  of  the  Ameri¬ 
can  Specialty  Manufacturers’  As¬ 
sociation  has  been  decided.  It 


ber  1 6th  and  17th. 

The  officers  and  committees  ar 
now  working  on  the  programme 
It  is  promised  that  it  will  be  0 
an  interesting  character  and  wil 
include  a  proper  regard  for  th 
social  side  of  the  meeting 

Secretary  Monagle  says  tha 
the  association  has  recentl 
brought  into  its  agreement 
number  of  jobbing  companies  i 
different  parts  of  the  country  wh 
had  formerly  held  aloof  and  tha 
the  work  of  the  organization  i 
being  expanded  in  various  way- 
*  *  * 

Saccharin  manufacturers  las 
week  sent  to  Washington  a  pe 
tition  asking  for  a  hearing  on  th 
decision  which  prohibits  the  us 
of  the  article  in  food  product* 1 
The  decision  was  originally  tog 
into  effect  in  July  last,  but  th 
date  for  making  it  effective  wa 
postponed  on  petition  of  th 
manufacturers  to  January  is 
next. 

Now,  the  manufacturers  wish  t 
present  arguments  to  the  authori 
ties  for  a  modification  of  the  de 
cision  so  as  to  permit  the  perma 
nent  use  of  saccharin  in  bever 
ages  under  whatever  regulation 
the  I’ood  Bureau  may  prescrilx 

Francis  E.  Hamilton  is  attorne' 
for  the  manufacturers.  In  th 
brief  which  he  has  prepared  h 
claims  that  in  small  quantities  th 
use  of  saccharin  is  harmless,  a 
shown  by  the  report  of  the  Ref 
eree  Board  of  Consulting  Scien 
tific  Experts.  He  sets  forth  tha 
physicians  have  never  reporte< 
any  objection  to  the  use  of  th 
product  and  they  even  prescrib 
it  for  patients  who  cannot  us 
sugar. 

In  England  it  is  added  there  an 
no  restrictions  on  the  use  of  sac 
charin  and  the  restrictions  in  Ger 
many  were  imposed  in  behalf  o 
the  beet  sugar  industry  and  no 

on  any  grounds  of  public  health 

*  *  * 

On  the  West  Side  a  story  i 
going  the  rounds  at  the  expense 
of  an  energetic  broker  who  repre 
sents  a  manufacturer  of  an  egs 
substitute,  and  who  some  tim< 
ago  got  an  idea  that  there  wouh 
pe  big  profits  in  introducing  tin 
egg  powder  in  England.  He  sup 
posed  that  the  powder  is  ai 
American  invention  and  that  tin 
English  people  had  never  see: 
anything  but  real  eggs  in  tin 
shell. 
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[is  surprise  was  great  when, 
■r  he  had  been  to  some  expense 
sending  samples  and  making- 
investigation  of  the  English 
-ket,  he  learned  that  similar 
Klers  are  sold  in  England  more 
ensively  than  in  this  country, 
fact,  his  correspondents  wrote 
t  the  English  could  teach  the 
ericans  a  few  tricks  in  making 
.  selling  this  article, 
n  England  nearly  every  retail 
eery  store  sells  the  powders, 
:ems,  and  there  is  a  wide  range 
prices.  A  powder  made  from 
silly  laid  eggs  commands  two 
three  times  as  high  prices  as 
i  fancy  brands. 

ls  there  is  no  duty  on  the  im- 
tation  of  the  product  into  Eng- 
d,  however,  the  broker  or  any- 
ly  else  may  compete  on  even 
ns  with  the  domestic  manu- 
airers  if  he  chooses  to  do  so. 

*  *  * 

).  M.  Wessels,  of  the  Grocery 
1  Allied  Trade  Press  Associ- 
>n,  addressed  the  New  York 
sail  Grocers’  Association  at  its 
sting  Monday  evening. 

*  *  * 

Vitelli  &  Co.  were  incorpo- 
sd  this  week  to  deal  in  Italian 
cialties,  including  groceries 
l  wines.  The  capital  stock  is 

,ooo. 

Summarized  Market  Con¬ 
ditions. 

Hill  prices  are  paid  in  the  spot 
fee  market,  but  the  buying  con- 
Lies  of  a  hand-to-mouth  char- 
er.  It  is  apparent  that  in  the 
nion  of  the  buyers  the  market 
maintained  at  its  high  level  by 
png  interests  and  the  buyers 

cautious  on  that  account, 
ring  the  final  results  of  manipu- 
ion  too  much  to  make  pur- 
ises  beyond  requirements. 
Id  coffees  are  dull,  with  firm 
ces,  especially  for  washed 
ides.  The  jobbing  demand  for 
:se  grades  is  of  a  routine  char- 
er. 

Mew  business  in  sugar  is  light, 
the  refiners  are  pursuing  a  care- 
policy  and  not  pushing  sales 
the  high  level  of  prices.  The 
thdrawals  continue  steady  and 
liveries  are  still  delayed  at  the 
nerican  and  Howell  refineries, 
t  the  other  companies  appear  to 
ve  caught  up  with  the  business. 
In  the  tea  trade  the  reports  in- 
:ate  a  steady  demand  for  Japans 
d  Formosas  at  firm  prices.  The 
lewed  effort  of  Western  traders 


to  obtain  a  modification  of  the  rul¬ 
ing-  as  to  colored  teas  has  been 
the  cause  of  some  uncertainty,  but 
it  is  expected  that  before  the  end 
of  the  week  the  authorities  will 
take  a  firm  attitude  on  this  ques¬ 
tion  so  that  there  will  be  no  fur¬ 
ther  doubt.  It  is  said  that  few 
Foochows  are  likely  to  be  admit¬ 
ted,  as  the  Chinese  have  always 
used  some  coloring  material. 

Improved  local  trade  in  rice  is 
reported,  but  the  country  con¬ 
tinues  to  buy  only  in  a  conserva¬ 
tive  way. 

Resales  of  California  dried 
prunes  have  been  reported  on  the 
West  Side.  The  speculative  hold¬ 
ers  are  said  to  have  made  a  neat 
profit  on  the  resales.  The  buying 
prices  were  about  4JJ  cents  f.  o.  b. 
bulk  basis  and  a  quarter  cent  pre¬ 
mium  was  paid  on  40s  for  October 
shipment:  th*e  holders  have  been 
selling  at  anywhere  from  sH  to  7 
cents  f.  o.  b.  As  the  packers  are 
now  offering  little  or  nothing  for 
early  delivery  there  has  been  an 
excellent  opportunity  for  the  hold¬ 
ers  to  take  profits  in  this  way. 
In  peaches,  the  principal  demand 
has  been  from  the  South  and 
Southwest  and  there  have  been 
some  resales  to  those  parts  of  the 
country.  Eastern  buyers  are 
showing  little  interest.  Apricots 
are  steady  in  prices,  but  inactive. 
There  is  little  local  demand  for 
California  raisins.  There  is  a 
steady  jobbing  demand  for  cur¬ 
rants.  Figs  are  strong,  with  only 
moderate  offerings  from  the  other 
side. 

Increased  activity  is  reported  in 
the  tomato  market.  Local  job¬ 
bers  who  had  been  holding  back  in 
the  expectation  of  a  decline  have 
grown  l£!s  positive  in  their  views, 
but  continue  to  seek  conces¬ 
sions.  Some  of  them  have  been 
offering  87^2  cents  for  standard 
No.  3s,  but  find  few  sellers  at  that 
figure.  Packers  are  generally 
asking  from  90  to  92/^  cents. 
Brokers  report  that  other  parts  of 
the  country  are  buying  more 
freely  than  New  York.  No.  2s  are 
said  to  be  scarce  and  Baltimore 
packers  refuse  less  than  75  cents 
f.  o.  b.  The  market  in  canned 
corn  is  easy  and  business  light. 
Popular  grades  of  peas  are  scarce 
and  the  high  prices  restrict  busi¬ 
ness.  State  beans  are  strong  and 
Southern  beans  arc  a  little  easier. 
Jersey  large  limas  are  scarce  and 
some  of  the  small  packers  are  said 

(Continued  on  page  14.) 


Again  In  Season 

Fresh  Sausage , 
Scrapple , 

Liver  Pudding 


With  the  approach  of  cool  weather  of  which  we 
have  already  had  a  mild  forerunner,  the  customary 
diet,  particularly  that  adopted  for  breakfast,  under¬ 
goes  a  complete  change.  This  is  not  only  season¬ 
able  and  necessary,  but  desirable. 

Instead  of  the  light  breakfast  partaken  of  during 
the  summer,  the  appetite  one  enjoys  on  a  crisp, 
frosty  morning  demands  something  more  sub¬ 
stantial.  To  supply  this  desire  there  is  nothing 
more  efficient  than 

Burk’s  Fresh  Sausage 

Composed  entirely  of  selected  tender  pieces  of 
pork,  not  the  ordinary  trimmings  commonly  used. 
Not  cheapened'in  price  and  quality  by  the  addition 
of  tripe,  boiled  rice  and  sundry  substitutes.  Cor¬ 
rectly  seasoned,  not  offensive  to  sensitive  stomachs 
because  of  pungent  herbs.  Nutritious.  In  four 
styles — hashed  fine  and  coarse,  linked  and  in 
straight  casings. 

Burk’s  Philadelphia  Scrapple 

Prepared  from  the  very  best  materials — good, 
wholesome  meats  and  extra  fine  corn  meal.  Well 
boiled  and  seasoned  to  suit  the  most  critical.  Not 
to  be  compared  with  some  cheap  products  of  doubt¬ 
ful  hues  and  colors.  Burk’s  eats  as  good  as  it  looks. 
Superior  to  farmers’  products.  In  pans  of  15 
pounds  each. 

Burk’s  Liver  Pudding 

Of  the  usual  “Burk”  standard — clean  and  un¬ 
adulterated.  Rich  in  quality  and  an  excellent  dish 
when  fried,  or,  after  removing  the  casing,  hashed 
with  potatoes.  In  rings  of  1  pound  each. 


LOUIS  BURK 

Girard  Avenue  and  Third  Street 

PHILADELPHIA 
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WITH  THE  EDITOR 


The  innocents  who  are  led  by 
specious  mail-order  schemes  to 
believe  it  easy  to 
"Where  Fools  Rash  Start  a  manufac- 

In>”  timing  business, 

will  have  a  rude 
awakening  in  the  majority  of 
cases.  Such  a  publication  is  be¬ 
fore  the  writer  now.  A  mail¬ 
order  paper  calling  itself  “The 
Booster  Magazine”  says  in  its  last 
issue:  “A  very  profitable  business 
for  those  desiring  to  manufacture 
something  themselves  is  to  put 
up  and  sell  flavoring  extracts.” 
Then  it  gives  a  list  of  formulae  for 
peppermint,  pineapple,  raspberry, 
sarsaparilla,  strawberry,  vanilla, 
wintergreen,  almond,  blackberry, 
cherry,  chocolate,  cinnamon, 
clove,  lemon  and  orange  extracts. 
All  the  recipes  are  very  simple 
and  show  an  airy  indifference  to 
the  requirements  of  the  food  law. 
The  recipe  for  strawberry  extract, 
for  instance,  is  as  follows:  Straw¬ 
berry  juice,  2  quarts;  alcohol,  I 
'gallon;  water,  5  quarts;  aromatic 
sulphuric  acid,  3  ounces.  Add  a 
solution  of  carmine  if  a  stronger 
color  is  desirable.”  The  writer 
pretends  to  very  little  knowl¬ 
edge  of  chemistry,  but  he 
offers  a  small  wager  that  this 
formula  will  not  come  within  a 
mile  of  making  a  merchantable 
strawberry  extract,  and  that  if  it 
does  the  food  law  will  forbid  its 
sale. 

After  these  extracts  de  luxe  are 
made,  here  is  the  easy  road 
through  which  they  are  to  be 
sold : — 

Use  a  small  ad.  in  local  papers 
calling  attention  to  your  extracts 
and  that  they  arc  sold  at  all  leading 
stores.  It  should  also  pay  you  to 
get  up  a  nice  circular  and  have 
them  distributed  in  the  towns  in 
which  your  goods  are  for  sale. 

Always  put  up  your  goods  in  a 
neat  package  and  buy  everything 
direct  from  the  manufacturers  who 
sell  at  the  lowest  prices. 

We  have  the  names  of  leading 
houses  where  everything  necessary 
to  conduct  this  business  can  be  se¬ 
cured  at  the  lowest  prices  and  will 
send  all  the  names  free  if  you  are 
a  subscriber. 

It  is  of  course  beautifully  easy 
to  “use  a  small  ad.  calling  atten¬ 
tion  to  your  extracts  and  that  they 
are  sold  at  all  leading  stores,” 
after  they  are  in  the  leading 
stores — the  rub  of  all  manufactur¬ 
ers  is  of  course  to  get  them  in 


there.  Obviously  that  doesn’t 
amount  to  much  of  a  problem. 
All  the  manufacturers  in  the  busi¬ 
ness  are  wearing  their  hair  gray 
over  it,  but  this  cocky  little  mail¬ 
order  paper  makes  them  all  look 
like  rank  amateurs.  The  way  to 
get  your  goods  in  the  leading 
stores  is  to  get  them  in. 


Several  weeks  ago  this  journal 
published  some  special  corre¬ 
spondence  from 

The  indianapohi  Des  Moines,  la., 
Potato  Sale.  describing  how 

the  Mayor  of  the 
city  successfully  operated  a  plan 
to  bringing  farmers  into  the  city 
market,  where  they  sold  their 
products  at  cost  plus  their  own 
profit  only.  The  plan  was  direct¬ 
ed  against  the  middlemen,  and 
as  far  as  it  went,  it  succeeded,  for 
without  doubt  the  prices  of  the 
products  handled  were  greatly 
reduced  in  regular  trade  channels 
because  of  it. 

In  this  issue  another  special 
correspondent  tells  how  the  same 
thing  has  been  done  in  Indian¬ 
apolis,  Ind.  The  Indianapolis 
case  isi  really  the  more  notable  of 
the  two,  for  there  the  Mayor  in¬ 
augurated  and  carried  out  the 
plan,  while  the  Mayor  of  Des 
Moines  did  nothing  more  than 
give  it  his  sanction  and  support. 

The  avowed  object  of  the  In¬ 
dianapolis  campaign  was  to  de¬ 
feat  /the  local  commission  mer¬ 
chants,  who  were  accused  of  very 
ugly  practices.  It  was  claimed 
that  they  bought  their  supplies 
from  the  growers  considerably 
under  the  fair  market  price  by 
sending  out  false  stories  that  the 
Indianapolis  market  was  glutted, 
while  in  fact  it  was  scarce  and 
high.  Having  depressed  the  buy¬ 
ing  market  in  this  way,  they  took 
advantage  of  the  resulting  scarc¬ 
ity  by  charging  exceedingly  high 
prices.  In  the  case  of  potatoes, 
for  instance,  they  were  able,  by 
the  false  representations  they 
made  of  the  market,  to  buy  of  the 
producer  at  50  cents  per  bushel, 
while  they  sold  in  wholesale  lots 
in  Indianapolis  at  $1.10! 

If  the  Indianapolis  commission 
men  are  guilty  of  these  charges, 


this  journal  is  exceedingly  glad  to 
see  the  Mayor  get  after  them,  and 
hopes  that  before  he  lets  up  he 
will  have  trimmed  them  sore.  If 
these  greedy  fools  could  only 
bring  themselves  to  realize  that 
the  people  are  not  of  a  temper  to 
stand  these  cheap,  mean  business 
tricks  any  longer,  they  would 
save  themselves  some  bad  quar¬ 
ters  of  an  hour. 


Dr.  H.  W.  Wiley,  chief  Gov¬ 
ernment  chemist,  would  not  be 
human  if  he  felt 
_  . .  no  elation  over 

Dr.  Wiley’i  Triumph. 

the  result  of  his 
skirmish  with  his 
enemies  in  the  Agricultural  De¬ 
partment.  The  President  has  up¬ 
held  and  praised  him,  and  the 
Secretary  of  Agriculture  has  now 
removed  his  two  enemies  from 
the  Federal  Food  and  Drug  Board 
and  replaced  them  with  another 
chemist  who  has  long  been  com¬ 
mitted  to  the  Wiley  policies. 

More  than  this,  Dr.  Wiley  has 
been  held  up  as  an  object  of  pub 
lie  adulation — his  picture  and  his 
biography  have  appeared  all  over 
the  country,  always  as  a  defender 
of  the  people  against  all  manner 
of  schemes  to  deceive  them  and 
destroy  their  health.  That  all 
this  elates  the  genial  doctor  is 
certain  and  perfectly  natural. 

The  writer  is  wondering 
whether  it  will  do  more — in  other 
words,  whether  it  will  increase 
Dr.  Wiley’s  tendency  to  be  auto¬ 
cratic  in  food  questions,  and  to 
see  the  scientific  and  theoretical 
side  to  the  exclusion  of  the  prac¬ 
tical.  It  would  not  be  unnatural 
if  the  doctor  should  see  in  what 
has  transpired  a  complete  confir¬ 
mation  of  his  policies.  If  he  does, 
and  continues  those  policies,  we 
are  going  to  get  into  all  sorts  of 
difficulties  in  the  very  near  future. 


In  Texas  they  are  working  up 
a  plan  for  safeguarding  credits 
which  seems  to 
wh*t  h»v«  These  the  writer  to  go  as 
Do  with  it?  far  toward  the 
extreme  of  undue 
strictness  as  the  average  condi¬ 
tion  goes  to  the  extreme  of  undue 


laxity.  The  plan  is  being  estab¬ 
lished  through  a  credit  blank, 
which  those  behind  it  wish  to 
have  used  all  over  the  State. 
Lpon  this  blank  appear  some  of 
the  most  impertinent  and  ridicu¬ 
lous  questions  which  the  writer 
has  ever  seen  on  a  paper  of  this 
kind.  The  blank  is  supposed  to 
be  signed  not  by  the  applicant  for 
credit,  but  by  somebody  reporting 
on  him.  Here  are  some  of  the 
questions  which  the  applicant 
for  credit  is  supposed  to  be 
asked : — 

How  much  is  he  worth? 

What  is  his  annual  income? 

Do  you  hear  that  he  or  any  of  his 
family  have  had  consumption,  in¬ 
sanity  or  any  hereditary  disease?  ] 

Does  he  drink  to  excess  ?  Or 
use  cocaine;  if  so,  how  often  in  a 
month  or  year,  and  also  give  dura¬ 
tion  of  sprees? 

If  not  to  excess,  to  what  ex¬ 
tent  does  he  drink? 

Has  he  drunk  to  excess  in  the 
past? 

If  reformed,  how  long  since? 

Has  he  ever  taken  the  Keeley 
cure  or  any  other  cure 

The  person  framing  these  quer¬ 
ies,  for  all  his  minute  care,  has 
ignored  one  of  the  most  impor¬ 
tant  factors  of  the  whole  matter- 
how  much  drink  will  the  appli-  • 
cant  hold?  This  is  vitally  im¬ 
portant,  for  by  dividing  the  con¬ 
tents  of  the  tank  into  so  mam- 
drinks  and  then  multiplying  by 
the  price  per  drink  in  that  sec¬ 
tion,  a  very  accurate  idea  of  his  j 
yearly  income  can  be  obtained. 


Another  Co-operative  Buying  Plan 
in  Indiana. 

About  thirty  grocers  of  Ander¬ 
son,  Ind.,  have  been  asked  to  con¬ 
sider  a  project  for  the  organiza¬ 
tion  of  the  United  Grocers’  Asso¬ 
ciation,  for  the  purpose  of  pooling 
interests  in  the  matter  of  buying 
at  wholesale.  It  is  not  the  inten¬ 
tion  to  make  an  agreement  as  to 
retail  prices. 


Grapes  have  been  very  draggy. 
although  the  price  in  20-pound 
baskets  has  been  advanced  4 
cents,  ruling  now  at  38  instead  of 
34.  This  includes  Concords  and 
a  few  Niagaras.  In  the  small 
baskets  the  average  price  is  ic 
cents. 
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The  Porch  as  an  Advertising  * 
Medium  for  Shredded  Wheat  | 


I  sat  on  my  porch  the  other 
rening  with  a  company  of  six  or 
ght  people,  and  heard  one  of 
,em  describe  a  visit  he  had  just 
ade  to  the  plant  of  the  Shredded 
Teat  Co.  in  Niagara  Falls. 

He  was  a  good  talker  and  he 
W  the  story  well.  Everybody 
stened,  asking  questions  and 
sibly  impressed. 

I  meditated  on  the  exceeding 
•eat  value  of  such  advertising  as 
iat  to  any  firm.  The  Shredded 
/heat  Co.  could  not  have  bought 
ich  service  for  any  money.  Even 
it  had  tried  to,  and  the  recon- 
ur  had  agreed  to  sell  it,  it  would 
;  as  different  as  day  is  different 
om  night,  for  it  would  then  be- 
ime  a  tale  told  for  the  money 
lere  was  in  it. 

Neither  would  such  an  audience 
;  forthcoming  to  the  man  with  a 
lid  story  to  tell. 

Favored  indeed  is  the  manu- 
.cturer,  or  the  merchant,  who 


can  make  his  plant  a  show  place, 
where  people  go  as  to  other  show 
places,  to  see.  and  to  bear  away 
with  them  impressions  to  give  to 
other  people.  Very  probably  the 
man  who  entertained  this  little 
group  with  the  story  of  how 
Shredded  Wheat  biscuit  was 
made  had  similarly  entertained 
other  little  groups — he  told  the 
tale  as  one  who  had  told  it  be¬ 
fore — and  each  individual  who 
listened  got,  in  greater  or  smaller 
degree,  the  impression  which  a 
printed  advertisement  seeks  to 
give,  but  never  can  give  in  any¬ 
thing  like  the  way  of  an  un¬ 
mercenary  spoken  word. 

Can  the  merchant  who  has  no 
manufacturing  plant  ever  accom¬ 
plish  the  same  result?  Of  course 
the  larger  ones  can — John  Wana- 
maker  does,  and  Tiffany  in  New 
York,  and  a  score  of  others.  But 
can  the  small  merchant?  Yes,  in 
a  way  he  can.  Naturally,  he 


cannot  make  his  store  much  of  a 
show  place,  but  he  can  produce 
a  measure  of  the  same  favorable 
impression  which  a  tour  of  the 
Shredded  Wheat  plant  produces. 
What  is  the  secret  of  that  favor¬ 
able  impression?  Is  it  admira¬ 
tion  for  the  complete  manufactur¬ 
ing  methods  which  are  shown  to 
tourists?  Unquestionably,  in 
large  part.  But  I  believe  the 
warmest  real  glow  comes  from  the 
fact  that  the  tourists  are  given 
something.  The  story  teller  on 
my  porch  described  with  great 
unction  the  lunch  that  the  Shred¬ 
ded  Wheat  Co.  served. 

It  is  perfectly  amazing — the 
effect  of  a  trifling  gift  on  the  aver¬ 
age  mind.  Hand  a  woman  with  a 
$10,000  income  a  book  worth  12 
cents,  or  even  something  much 
more  trifling,  and  she  will  clasp  it 
to  her  bosom  and  cherish  it  most 
tenderly  until  she  gets  home. 
Why?  Because  it  cost  her  noth¬ 
ing. 

That  is  why  crowds  press  in 
front  of  demonstrtion  booths  and 
throng  food  shows.  Of  course 
there  is  a  grain  of  interest  in  the 
products  exploited,  but  the  ruling- 


passion  is  that  there  is  something 
free  there. 

All  this  is  true  less  of  the 
Shredded  Wheat  show  than  with 
many  others,  because  they  really 
do  show  something  worth  seeing. 
Their  manufacturing  processes 
are  quite  unlike  anything  to  be 
seen  anywhere  else,  and  very 
likely  the  people  would  go  there 
whether  they  were  given  anything 
or  not.  But  the  point  I  make  is 
that  the  little  gift  strengthened 
and  sweetened  the  appeal.  It  will 
do  even  more  than  that — it  will 
create  an  appeal  of  its  own. 

E.  J.  B. 


To  Sell  Spring  Chickens. 

Indiana,  Pa.,  Oct.  x,  1911. 
To  the  Editor. 

Dear  Sir: — Please  inform  me  of 
some  good  retailers  to  buy  spring 
chickens.  Ones  of  good  credit. 
I  am  a  subscriber  of  your  journal. 

Thanking  you  in  advance,  I  am, 
Yours  respectfully, 

T.  M.  Beattv, 

We  advise  corresponding  with 
the  Frederick  Haag  Co.  and  the 
Homestead  Squab  and  Poultry 
Co.,  both  Reading  Terminal  Mar¬ 
ket,  Philadelphia,  Pa. 


Ever  Notice  ? 

That  you  seldom  see  soiled  packages  on  Grocers’  shelves  of  either  Postum, 
Grape-Nuts  or  Post  Toasties —the  great  cereal  sellers. 

“There’s  a  Reason” 


Postum,  Grape=Nuts  and  Post  Toasties  don’t  roost  on  the  shelves. 

They  have  the  merit  claimed  for  them,  and  heavy  continuous  advertising 
of  that  merit  keeps  them  moving. 

If  any  grocer,  wholesale  or  retail,  gets  a  bit  too  much  stock,  the  Postum  Co. 
always  stands  ready  to  move  it  at  once  and  send  check  to  cover. 

But  that  don’t  happen  very  often  nowadays. 

Better  keep  well  stocked.  There’s  no  risk.  The  sale  of  every  package  is 
:  guaranteed. 

Postum,  Grape=Nuts  and  Post  Toasties  are  as  staple  as  sugar  and  flour,  and 
the  profit  much  more  pleasing. 

Postum  Cereal  Co.,  Battle  Creek,  Mich. 

_ 
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We  would  be  pleased  to  have  for  publication  in  this  column  the  ideas  of  our  readers  upon  trade  topics 
it  being  understood  that  we  do  not  hold  ourselves  responsible  for  any  views  expressed  therein.  All  com¬ 
munications  must  be  accompanied  by  the  writer’s  name  and  address  as  an  evidence  of  good  faith,  but  not 
necessarily  for  publication.  All  inquiries  within  our  power  to  answer  will  also  he  noticed  in  this  department. 


Manufacturers  of  Counter  Show 
Cases. 

Plumsteadville,  Pa., 

October  3,  1911. 
To  the  Editor. 

Dear  Sir: — I  want  the  name  of 
a  manufacturer  of  show  cases  to 
place  on  top  my  counter  which 
I  have  in  my  store  now.  Can  you 
give  me  address  of  such  manu¬ 
facturer?  Thanking  you  for  the 
inconvenience  I  give  you  in  this 
matter,  and  oblige, 

Yours  respectfully, 

H.  H.  Yost. 

You  can  get  these  counter  show 
cases  from  H.  F.  Heacock,  51 
North  Second  street,  Philadel¬ 
phia. 

* *  *  * 

The  Franklin  Price  Co. 

Fort  Edward,  N.  Y., 

October  4,  1911. 

To  the  Editor. 

Dear  Sir: — Can  you  give  me 
any  information  regarding  the 
Franklin  Price  Co.,  Iowa  City, 
Iowa?  Are  they  reliable  people 
and  are  the  goods  they  put  out  all 
right?  Thanking  you  for  any  in¬ 
formation  you  may  be  able  to  give 
me. 

Yours  truly, 

B.  L. 

The  writer  has  never  heard  of 
this  house.  They  are  well  rated — 
$200,000  to  $250,000,  first  grade 
credit.  They  appear  to  be  manu¬ 
facturers  and  wholesale  perfum¬ 
ers. 

*  *  * 

To  Buy  Sugar  at  Quotations. 

Lykens,  Pa.,  Sept.  28,  1911. 

To  the  Editor. 

Dear  Sir: — Please  advise  us 
where  we  may  buy  sugar  at  the 
prices  you  quote  in  the  weekly 
price-list.  We  find  the  jobbers 
considerably  higher  on  sugar,  al¬ 
though  we  have  no  trouble  buy¬ 
ing  the  other  goods  you  quote 
through  our  jobbers  at  the  same 
or  a  lower  price  than  quoted  from 
week  to  week  in  your  journal. 

Yours  very  truly, 

R.  Coble  &  Sons. 

The  writer  suspects  that  this 
correspondent  has  been  buying 
sugar  at  New  York  quotations, 
which  have  been  as  much  as  J4 
cent  above  Philadelphia’s,  though  | 


they  are  now  on  a  par.  This 
journal  has  continually  quoted  the 
regular  list  prices  for  all  grades  of 
sugar  in  this  market,  but  no  sugar 
quotation  represents  the  market. 
All  jobbers  use  sugar  as  a  foot¬ 
ball,  and  they  get  what  they  can. 
It  never  pays  a  fair  jobbing  profit, 
except  at  some  such  time  as  this, 
and  often  is  sold  below  actual 
cost. 

Of  course  this  correspondent 
remembers  that  the  Philadelphia 
quotations  only  represent  spot 
prices ;  to  them  must  be  added 
freight  to  his  town. 

*  *  * 

From  an  Advertiser  as  to  “  Goods 

Advertised  to  Your  Customers.” 

Orange,  Mass.,  Oct.  3,  1911. 
To  the  Editor. 

Dear  Sir: — The  writer  chanced 
to  pick  up  the  other  night  a  copy 
of  your  journal  for  September  4th 
and  was  interested  in  the  compila¬ 
tion  contained  therein  under  the 
heading  “Goods  That  Are  Being 
Advertised  to  Your  Customers.” 
Don’t  think  that  this  is  a  “kick,” 
but  we  do  intend  this  letter  to  be 
a  suggestion  to  you  if  you  should 
ever  publish  such  a  list  as  this 
again.  In  the  note  preceding  the 
list  of  publications  and  advertised 
articles  we  note  that  there  is  no 
mention  made  as  to  whether  these 
lists  were  made  from  individual 
issues  of  the  various  publications 
or  from  a  complete  file  for  a  year 
or  so.  We  of  course  understand 
that  this  must  have  been  made 
from  single  issues,  since  the  list 
contains  two  magazines  in  which 
we  have  advertised  during  this 
year  and  under  which  we  see  we 
are  not  mentioned.  These  maga¬ 
zines  are  “Collier’s”  and  “The 
Ladies’  Home  Journal.”  We 
think  to  give  a  fair  deal  to  all  ad¬ 
vertisers  that  mention  should 
have  been  made  that  these  lists 
were  made  from  certain  copies 
and  that  possibly  in  these  particu¬ 
lar  issues  some  advertisers  did  not 
happen  to  have  any  copy. 

Referring  to  one  other  thing, 
we  would  like  to  say  that  during 
the  past  few  years  we  have  tried 
out  some  of  the  other  publications 
included  in  your  list,  or  at  least 
magazines  in  the  same  class,  and 
have  not  found  them  anywhere 


nearly  as  satisfactory  for  advertis¬ 
ing  a  grocery  product,  such  as 
ours,  as  other  magazines  which 
you  have  omitted  entirely  from 
your  list.  Three  magazines  which 
by  actual  test  have  paid  us  the 
very  best  are  the  “Woman’s 
Home  Companion,”  “Good  House¬ 
keeping”  and  “The  Youth’s  Com¬ 
panion,”  and  in  all  of  these  maga¬ 
zines  we  have  been  carrying  out 
a  regular  advertising  schedule 
throughout  the  entire  past  year. 
W  hen  you  make  such  a  statement 
as  you  do  in  the  last  sentence  of 
your  heading,  that  this  list  of 
magazines  includes  all  the  leading 
ones  and  that  goods  not  adver¬ 
tised  in  some  of  them  are  hardly 
advertised  at  all,  we  think  it 
would  be  a  rather  “pious”  idea  to 
make  your  list  a  little  more  com¬ 
prehensive  and  include  all  of  the 
high-grade  standard  magazines. 
We  have  this  year  spent  a  good 
many  thousand  dollars  in  general 
magazine  advertising  and  from 
the  compilation  you  published  it 
does  not  look  as  though  we  had 
been  doing  very  much.  We  are 
not  complaining  so  much  on  our 
own  account,  as  we  do  not  care 
a  great  deal  for  this  anyway,  but 
it  seems  to  us  that  in  order  to  be 
fair  to  everyone  it  would  not  be 
a  bad  idea  to  carry  out  some  of 
the  suggestions  we  have  made  in 
this  letter. 


grocers  posted  on  what  advertis¬ 
ing  is  being  presently  done  to  their 
customers. 

The  correspondent  is  right 
when  he  says  that  such  a  list  is 
incomplete  unless  it  includes  all 
the  leading  periodicals.  It  is  our 
aim  to  have  ours  do  that.  The 
reason  “Good  Housekeeping"  and 
the  “Woman’s  Home  Companion’? 
did  not  appear  in  the  list  of  Sep¬ 
tember  4th  is  that  neither  reached 
this  office  in  time  to  be  digested 
for  that  issue.  In  fact  the  Oc¬ 
tober  “G  o  o  d  Housekeeping 
didn’t  reach  us  in  time  for  the 
October  2d  list,  though  the 
“Woman’s  Home  Companion” 
did,  and  appears  there.  The 
“Youth’s  Companion”  is  a  little 
outside  the  general  line;  we  must 
draw  the  line  somewhere  on  ac- 
count  of  space  limitations. 

The  new  department  is  attract¬ 
ing  considerable  attention,  and  is 
going  to  be  a  good  thing  for 
everybody.  It  involves  a  great 
deal  of  work  and  watching,  how¬ 
ever,  and  may  not  run  quite 
smoothly  for  a  month  or  two  yet. 

*  *  * 


We  trust  that  you  will  receive 
this  letter  in  the  spirit  in  which  it 
is  written,  and  remain, 

Very  truly  yours, 

Minute  Tapioca  Co., 

E.  E.  Gridley. 

This  correspondent  has  fallen 
into  a  little  misunderstanding  as 
to  the  scope  and  plan  of  the  de¬ 
partment  which  this  journal  pub¬ 
lishes  once  each  month — a  list  of 
the  food  and  grocery  products 
which  are  being  advertised  to 
consumers  in  the  leading  peri¬ 
odicals. 

In  order  to  show  that  the  list 
published  is  from  the  current  num¬ 
bers  of  the  periodicals,  and  is  not 
a  compilation  from  a  whole  year’s 
file,  the  word  “October”  appeared 
at  the  head  of  the  list  in  the  issue 
of  October  2d,  and  the  same  plan 
will  be  followed  in  future  issues. 
The  correspondent  refers  to  a 
similar  list  in  the  issue  of  Sep¬ 
tember  4th,  at  the  head  of  which 
the  word  “September”  did  not  ap¬ 
pear,  but  it  was  stated  editorially 
on  the  very  next  page  that  the  list 
was  of  “products  which  are  being 
advertised  to  consumers  in  the 
September  issues  of  the  leading 
monthly  and  weekly  magazines.” 
Obviously  a  list  of  food  adver¬ 
tisers  from  a  whole  year’s  file  of  a 
given  periodical  would  not  serve 
the  purpose,  which  is  to  keep 


Buying  Sugar  in  the  Philadelphia 
Market. 

Darby ville,  Ya.,  Sept.  28,  1911. 
To  the  Editor. 

Dear  Sir: — I  have  been  a  sub¬ 
scriber  and  reader  of  your  journal 
for  about  two  years  and  wish  to 
ask  you  for  information  in  regard 
to  the  sugar  and  coffee  markets, 
as  to  whether  or  not  I  can  buy 
these  articles  in  Philadelphia  at  a 
better  price  delivered  to  my  sta¬ 
tion  than  I  can  from  our  jobbers 
here.  They  ask  me  to-day  for 
2-pound  granulated  sugar  7.70 
cents;  the  cheapest  package  coffee 
19.50.  If  you  think  I  may  buy 
cheaper  on  your  market,  please 
give  me  the  addresses  of  some  re¬ 
sponsible  jobbers  or  brokers  I  can 
buy  from,  and  what  would  be 
freight  rate  to  my  station,  St. 
Charles,  Ya.  Thanking  you  for 
this  information,  I  am, 

Yours  truly, 

John  W.  Sells, 
Store  Manager. 

This  journal  will  do  everything 
in  its  power  to  attract  trade  to 
Philadelphia,  but  it  has  no  argu¬ 
ment  here.  This  correspondent  is 
buying  sugar  of  his  local  jobbers 
at  practically  the  same  price  it 
would  cost  him  in  Philadelphia. 
The  list  price  for  2-pound  granu¬ 
lated  sugar  in  Philadelphia  is  6.95 
cents,  with  a  freight  of  about  75 
cents  per  100  to  Virginia  points. 
That  means  7.70  cents  delivered — 
the  precise  price  he  is  paying  now. 
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T  AST  deal  on  VAN  CAMP’S  MILK  for  the  year.  The 
cost  of  raw  milk  advances  steadily  from  now  until  next 
spring.  This  advance  is  as  sure  as  taxes.  It  can’t  be  avoided, 
so  you  will  appreciate  the  importance  of  the  proposition  which 
follows:  We  are  going  to  give  grocers  one  more  chance  to 
lay  in  a  winter  supply  of  VAN  CAMP’S  MILK.  This  will 
positively  be  our  last  big  deal  of  the  season.  Order  now.  Get 
your  VAN  CAMP’S  MILK  delivered  and  billed  in  October,  and 
on  every  jobber’s  bill  dated  in  October  and  sent  to  us  we  will 
return  the  bill  with  the  following  cash  rebate  remittances: 

$1.00  cash  rebate  on  each  5  cases 

2.25  cash  rebate  on  each  10  cases 

6.25  cash  rebate  on  each  25  cases 

13.75  cash  rebate  on  each  50  cases 

30.00  cash  rebate  on  each  100  cases 

Good  for  October  purchases  only.  Order  from  your  jobber’s 
salesmen,  or  send  your  order  to  your  jobber  by  mail.  This  deal 
is  open  to  all  retailers  through  any  jobber.  Get  your  order  in  at 
once.  Don’t  lose  this  opportunity  to  make  money. 


The  Van  Camp  Packing  Company 

INDIANAPOLIS,  IND. 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 
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The  condition  is  the  same  with 
coffee. 

*  *  * 

Important  Phase  of  the  New  Florida 
Food  Law. 

Jacksonville,  Fla.,  Oct.  2,  1911. 
To  the  Editor. 

Dear  Sir: — We  are  inclosing  to 
you  circular  No.  3,  which  is  the 
new  rules  and  regulations  for  the 
enforcement  of  the  Pure  Food  and 
Drugs  Law  of  this  State. 

There  seems  to  be  a  great  deal 
of  confusion  in  regard  to  that  por¬ 
tion  of  the  law  which  reads  “This 
extension  will  cover  goods  ac¬ 
tually  on  hand  and  contracted  for 
prior  to  August  3,  1911.” 

A  great  many  manufacturers 
and  distributers  have  an  idea  that 
this  extension  means  that  they 
will  be  able  to  deliver  to  the 
wholesale  and  retail  trade  of  this 
State  until  August  1,  1912,  goods 
that  do  not  bear  the  net  weight  or 
measure  upon  the  principal  label 
or  sticker  attached  thereto. 

This  is  in  error,  for  all  goods 
that  were  not  actually  on  hand  or 
contracted  for  prior  to  August  3, 
1911,  which  come  into  this  State, 
must  have  shown  on  the  principal 
label  or  sticker  attached  thereto 
the  actual  net  weight,  measure  or 
volume  of  the  original  package. 

We  believe  that  if  this  is  ex¬ 
plained  to  the  trade  through  the 
columns  of  your  magazine  it  will 
be  of  value  to  the  manufacturers 
and  distributers  who  solicit  busi¬ 
ness  in  this  State. 

We  have  followed  up  this  law 
very  closely  and  have  had  a  rep¬ 
resentative  at  each  conference 
with  the  Commissioner  at  the 
State  Capitol  at  Tallahassee,  and 
it  is  very  necessary  that  these  in¬ 
structions  be  followed  out  by  the 
manufacturers  and  distributers  at 
the  very  earliest  possible  moment. 

If  there  is  any  further  informa¬ 
tion  that  you  desire,  we  will  be 
more  than  pleased  to  furnish  same 
to  you,  if  we  possibly  can. 

Yours  very  truly, 

Baker  &  Holmes  Co., 

H.  C.  Van  Horn. 

A  summary  of  the  circular  of 
instructions  appears  in  another 
column  of  this  issue. 

This  correspondent  is  right 
when  he  says  that  the  provision 
“this  extension  will  cover  goods 
actually  on  hand  and  contracted  for 
prior  to  August  3,  1911,”  means 
only  what  it  says.  Goods  ordered 
up  to  August  3,  1911,  but  un¬ 
delivered,  do  not  need  to  have  the 
label  changed  to  show  net  weight 
or  measure  until  August  3,  1912, 
but  there  is  a  restriction  as  to  how 
many  goods  can  be  ordered  prior 
to  August  3,  1 91 1 .  That  restric¬ 
tion  is  that  they  must  be  ordered 
“for  fall  delivery.”  Without  this 
restriction  a  retailer  could  have 
ordered  two  years’  supply  prior  to 


August  3,  1911.  The  impression 
that  goods  not  labeled  with  the 
net  weight  or  measure  can  con¬ 
tinue  to  go  into  the  State  up  to 
August  3,  1912,  provided  simply 
that  they  were  ordered  before 


August  3,  1911,  is  in  the  writer’s 
judgment  an  error.  Obviously 
the  exemption  ends — so  far  as  the 
delivery  of  goods  to  the  retailer  is 
concerned — with  the  close  of  the 
fall  delivery  season. 


London  Consumers  Excited  Over  Great 
Rise  in  Nineteen  Staple  Food  Products 


Potatoes  Alone,  Out  of  List  of  Nineteen,  Are  Lower  Than  Fifteen 
Years  Ago.  Comparison  by  Percentages  Shows  Tall  Climb¬ 
ing.  Current  Grocery  Prices  as  Bearing  on  the  Impression 
That  Living  Is  Cheap  There.  Grocery  Clerks  Get  Five 
Dollars  Weekly.  Florida  Tomatoes  in  England. 


Special  Correspondence  of  "Grocery  World  and 
General  Merchant.” 

Washington,  D.  C.,  Oct.  4,  1911. 

The  London,  Eng.,  papers,  it 
appears,  are  devoting  considerable 
space  to  the  very  large  increase 
jin  the  cost  of  staple  food  prod¬ 
ucts  in  the  last  fifteen  years.  Out 
'of  the  nineteen  principal  staple 
food  products,  only  one — potatoes 
— is  lower  than  fifteen  years  ago. 


Following  is  a  table  which  shows 
the  percentage  of  increases  in  the 


nineteen  articles  referred 

to  since 

1896 : — 

Articles. 

1896 

1900 

1910 

Bread  . 

93 

100 

114.8 

Flour  . 

88.2 

IOO 

120.6 

Beef  . 

92.2 

100 

II3-5 

Mutton  . 

89.7 

IOO 

104.4 

Pork  .  : . 

94 

IOO 

105.2 

Bacon  . 

78.1 

IOO 

138.9 

Butter  . 

95- 1 

IOO 

106.4 

Eggs  . 

91.2 

IOO 

112 

Cheese  . 

80.6 

IOO 

IOO 

Tea  . 

90 

IOO 

IOO 

Cocoa  . 

93-3 

IOO 

IOO 

Sugar  . 

Jam,  treacle, 

100 

IOO 

124.3 

marmalade. 

100 

IOO 

109.4 

Currants  .... 

88.3 

IOO 

126.4 

Raisins . 

77.8 

IOO 

105.6 

Rice  . 

92.9 

IOO 

93-5 

Tapioca . 

80 

IOO 

105.8 

Oatmeal  .... 

100 

IOO 

1 13-9 

Potatoes  .... 

88.5 

IOO 

80.1 

Thus  it  appears  that  bread  was 
1 1.8  per  cent,  higher  in  1910  than 
in  1896,  and  so  on.  Potatoes 
were  8.4  per  cent,  lower. 

Had  the  above  comparison  been 
made  between  1896  and  the  early 
fall  of  1911,  the  contrast  would 
be  still  more  striking  because  of 
the  marked  increases  in  prices  in 
the  last  two  or  three  weeks  in 
consequence  of  the  labor  dis¬ 
turbances  and  strikes  in  various 


August  than  at  the  beginning  of 
the  month.  There  was  also  an  in¬ 
crease  of  6  cents  per  pound  for 
best  butter,  1  cent  per  pound  for 
sugar,  8  cents  for  a  dozen  eggs, 
and  2  to  4  cents  per  pound  for 
beef  and  mutton. 


*  *  * 


I  have  received  some  interest¬ 


ing  data  regarding  the  cost  of  liv¬ 
ing  in  Greece.  There  is  a  preva¬ 
lent  notion  that  the  cost  of  living 
in  Southern  Europe  is  much 
lower  than  in  the  United  States, 
which  is  in  part  true  when  not 
compared  with  the  wages  of  labor. 
The  latter  are  very  low.  Clerks 
in  grocery  stores,  for  instance,  re¬ 
ceive  up  to  $5  per  week,  and 
clerks  in  offices  only  up  to  $10 
per  week. 


Here  is  a  list  of  current  grocery 
prices  ruling  in  Greece : — 


Articles. 

Bread . 

.per  pound 

Flour  . 

Beef  . 

tt 

Veal  . 

tt 

Lamb  . 

If 

Ham  . 

(i 

Fish,  fresh  . 

it 

Codfish,  salt  .  . . . 

ft 

Cheese,  Greek  .. 

tt 

Butter,  Greek  . . 

it 

Butter,  imported. 

ft 

Milk  . 

tt 

Chickens  . 

Hens  . 

tt 

Ducks . 

tt 

Eggs  . 

per  dozen 

Coffee  . 

per  pound 

Sugar  . 

<< 

Rice  . 

tt 

Potatoes  . 

tt 

Salt  . 

it 

Garden  vege¬ 
tables  in  sea- 

son . 

tt 

Fruits,  domestic, 
in  season  .... 


Price. 

.04 

.04 

.17-.20 

.17-.20 

.17-.20 

.60 

.18-.20 

.08 

.12-.18 

•3S--40 

.60 

.06 

.30-.40 

.40-.60 

.40-.50 

.18-.30 

•30 

.12 

.06-.0S 

.02-.03 

.02 


.02 

.03-.06 


parts  of  the  United  Kingdom. 
This,  however,  was  a  temporary 
and  abnormal  increase,  and  could 
not  be  fairly  used  for  the  purposes 
of  comparison.  Bacon,  for  ex¬ 
ample,  was  4  to  6  cents  higher 
per  pound  in  the  last  week  of 


All  canned  vegetables,  fruits 
and  meats,  as  well  as  canned  milk 
and  preserved  fruits,  are  imported, 
and  are  out  of  reach  of  the  com¬ 
mon  people,  being  subject  to  an 
enormous  import  duty.  Canned 
milk,  for  example,  costs  25  cents 


per  can;  the  same  milk  retails  in 
New  York  for  15  cents. 

*  *  * 

Some  of  the  American  Consular 
agents  are  endeavoring  to  work 
up  a  trade  for  Florida  tomatoes 
in  England.  The  manager  of  a 
leading  London  retail  grocery 
sampled  a  “Stone”  variety  tomato 
a  week  or  so  ago  and  pronounced 
it  superior  in  every  way  to  the 
Canary  tomatoes  he  handles.  He 
added  that  if  this  tomato  could 
be  grown  in  a  size  to  suit  the 
English  market  and  could  com¬ 
pete  with  the  Canary  fruit  in 
price,  it  would  undoubtedly  find  a 
sale;  in  fact  he  stated  that  he 
would  give  it  the  preference  for 
his  own  trade,  which  is  the  best 
in  the  city.  Imported  tomatoes 
bring  from  12  to  20  cents  per 
pound  in  England.  Holt. 


THE  NEW  YORK  LETTER 

(Continued  from  page  9.) 

to  be  making  short  deliveries  on 
contracts.  Some  of  the  brokers 
say  that  they  have  buyers  willing 
to  pay  as  much  4s  $1.10  for  these 
beans.  Spot  pumpkins  are  in  de¬ 
mand  and  deliveries  on  contracts 
are  being  urged. 

There  is  not  much  activity  in 
canned  fruits,  as  the  jobbers  cov¬ 
ered  their  early  requirements  by 
contracts  on  which  deliveries  are 


now  being  made. 


Flour  is  stubbornly  held  at 
quotations  by  the  millers.  Buy¬ 
ers’  wants  are  fairly  well  supplied 
for  a  month  or  so  ahead,  but  the 
mills  are  firm  in  their  position. 
The  spring  wheat  patents  are 
quoted  from  $5.40  to  S5.85,  accord¬ 
ing  to  brands,  terms  of  shipments, 


etc. 


, 


The  butter  market  is  generally 
quiet,  with  fair  supplies  and  a 
confident  feeling  on  the  part  of 
holders.  Fresh  creamery  specials 
are  firm  at  30  cents  and  a  fraction 
more  is  paid  for  high  scoring  but¬ 
ter.  Extras  rule  at  29  cents. 
Firsts  range  from  26  to  27  cents; 
seconds  from  24  to  25  cents.  The 
demand  is  cleaning  up  the  lower 


grades  to  some  extent.  Storage 


creamery  is  quite  strong  and  fancy 
marks  bring  as  much  as  29  cents. 


The  egg  market  continues  ir¬ 


regular,  with  plentiful  supplies  of 
the 


medium  and  lower  grades. 
The  bulk  of  the  business  in  West¬ 
ern  fresh  eggs  is  done  at  23  to  26 
cents  for  lots  of  fair  quality.  The 
lower  grades  are  urgently  offered. 

Fred.  A.  McGill. 
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HEAT  has  been*the  “staff  of  life”  of  the  human 
race  for  over  4000  years,  and  the  Shredded  Wheat 
Biscuit  is  the  most  palatable  and  most  digestible 
form  in  which  it  has  ever  been  presented.  It  should  be  on 
the  table  of  every  family  in  America,  and  our  extensive  adver¬ 
tising,  sampling  and  distribution,  have  introduced  it  into  almost 
every  home  in  this  country.  PUSH  ITS  SALE,  secure  the 
trade  we  create  for  you.  Besides  pleasing  your  customers  you 
will  be  well  repaid  for  your  efforts  by  the  splendid  profit  you 


How  Do  You  Get  Around 
These  Three  Reasons? 


Why  should  you  sell  Garantee  Starch  when  Trust  starch 
is  so  much  more  advertised  ? 

First,  because  we  are  an  independent  company.  Everything 
being  even,  you  ought  always  to  prefer  an  independent  company 
to  a  trust. 

Second,  because  our  Garantee  Starch  is  better  than  Trust 
starch.  It  is  better  than  any  other  starch,  because  it  gees 
through  an  extra  process,  which  makes  it  work  smeother  and 
prevents  it  from  sticking  to  the  iron. 

Third,  because  it  pays  you  a  better  profit  than  Trust  starch. 


make  on  it. 

The  only  breakfast  food  made  in  biscuit  form. 


The  Shredded  Wheat  Co. 

Niagara  Falls,  N.  Y. 


This  straightforward  proposition  has  gotten  trial  and  repeat 
orders  from  hundreds  of  grocers — will  you  join  us? 


AMERICAN  STARCH  CO.,  LIT1TZ,  PA. 

HENRY  PARR,  Sales  Manager 


“l’s  in  town,  Mr.  Grocerman” 


Make  Sure  of  Getting  Your 
Share  of  the  Big  Sale  of 

Aunt  Jemima 

Pancake  Flour 

Fresh  1911  Supply  Ready  at  Your  Jobbers 

The  quality  of  Aunt  Jemima’s  Pancake  Flour  together  with  our  extensive  and  unique 
advertising  makes  it  the  best  selling  pancake  flour.  The  sooner  you  get  your  supply  on  hand  and  trim 
your  window  with  the  Aunt  Jemima  Window  Trim,  the  more  sales  you  will  have  this  season.  Write  us 
and  we’ll  send  you  the  Window  Trim  and  a  quantity  of  Face  Masks  to  give  your  customers’  children. 

DAVIS  MILLING  COMPANY 

ST.  JOSEPH,  MO. 

Manufacturers  of  the  celebrated  Aunt  Jemima  Special  Cake  and  Pastry  Flour  and  Aunt  Jemima  Buckwheat  Flour 
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CXXIII.-Si 

The  subject  of  this  article  is 
the  law  as  to  claims  upon  express 
companies;  when  the  company  is 
liable  under  its  ordinary  contract; 
and  how  it  can  practically  always 
be  made  liable. 

An  express  company  under  the 
law  is  a  common  carrier  in  the 
same  class  with  a  railroad,  and 
unless  it  removes  its  common 
law  liability  in  some  way  by  a 
special  contract  between  itself 
and  the  shipper,  it  is  absolutely 
liable  for  the  full  value  of  goods 
entrusted  to  it,  if  lost  or  injured. 
There  are  only  two  exceptions — 
accidents  caused  by  act  of  God, 
Such  as  an  unforeseen  earthquake, 
or  the  acts  of  a  public  enemy.  By 
special  contracts  which  it  forces 
on  shippers,  however,  the  express 
company  reduces  its  common  law 
liability  very  materially. 

A  common  ruse  is  to  give  the 
shipper  a  receipt  which  recites 
that  the  company  will  not  be  lia¬ 
ble  for  loss  of  the  package  be¬ 
yond  $50,  unless  the  true  value  is 
stated  to  it  at  the  time  of  ship¬ 
ment.  Naturally  the  shipper  fails 
to  read  the  fine  print  of  the  re¬ 
ceipt,  ignoring  the  fact  that  if  he 
accepts  it,  it  becomes  a  binding 
contract.  Therefore  he  does  not 
give  the  true  value  to  the  express 
company,  and  if  the  package  is 
lost  the  company  will  refuse  to 
pay  more  than  the  .$50,  no  matter 
what  the  value  is.  In  some 
States  these  contracts  are  upheld, 
in  others  they  are  not. 

Another  ruse  is  to  ask  the  ship¬ 
per  the  value  of  the  package  be¬ 
fore  shipping.  The  average  ship¬ 
per,  thinking  that  the  lower  the 
value  the  lower  the  rate — which  is 
the  fact — very  often  names  a 
value  far  below  the  actual  one.  If 
he  does  this,  and  the  goods  are 
lost  or  injured,  he  has  neatly  pre¬ 
vented  himself  from  collecting 
their  actual  value.  It  is  a  long 
established  rule  that  if  a  shipper 


its  and  Claims  Against  Express 

fraudulently  conceals  the  nature 
or  value  of  his  goods,  the  express 
company  is  only  liable  for  the  ap¬ 
parent  value;  that  is,  the  value 
which  he  has  given. 

The  express  company  itself 
fosters  this  condition  by  charging 
a  greater  rate  when  the  goods 
shipped  have  a  high  value. 

In  some  cases  the  person  ac¬ 
tually  shipping  the  goods  is  not 
the  owner  and  knows  nothing  of 
the  contents.  In  such  a  case  re¬ 
cently  in  Pennsylvania,  the  ex¬ 
press  company  asked  the  value 
and  was  told  that  the  shipper 
didn’t  know.  The  clerk  then  ar¬ 
bitrarily  put  a  low  value  upon  it 
— $50,  if  I  remember  rightly. 
The  package  was  lost,  and  the 
owner  sued  for  its  full  value. 
The  express  company  defended 
on  the  ground  that  the  real  value 
had  not  been  disclosed.  The 
court  held  that  as  there  had  been 
no  wilful  concealment,  the  com¬ 
pany  was  liable  for  the  full  value, 
but  the  shipper  must  pay  the 
company  the  difference  between 
the  low  rate  which  the  $50  value 
warranted,  and  the  rate  the  pack¬ 
age  would  have  paid  had  its  value 
been  known.  This  he  of  course 
very  readily  did.  , 

The  courts  have  nearly  all  held 
that  it  is  the  duty  of  the  express 
company  to  ask  the  value  of  the 
goods,  and  that  if  it  does  not  do 
it,  it  is  not  obligatory  for  the 
shipper  to  tell. 

What  I  have  said  above  merely 
applies  to  what  amount  the  ship¬ 
per  can  recover  if  he  can  recover 
anything.  Before  he  can  recover 
anything,  however,  he  must  get 
by  the  special  contract  which  the 
express  company  will  always  en¬ 
deavor  to  foist  upon  him.  This 
contract  consists  of  the  printed 
receipt  which  the  shipper  receives 
when  he  ships  goods.  The  courts 
have  held  that  if  he  accepts  this — 
and  of  course  he  must  accept  it. 


Companies. 

or  take  back  his  package — he  is 
bound  by  it  though  he  is  actually 
ignorant  of  the  contents. 

In  this  special  contract  the  ex¬ 
press  company  makes  an  effort  to 
relieve  itself  from  everything  it 
possibly  can.  Naturally  it  cannot 
destroy  its  liability  entirely — it 
must  pay  something  if  the  pack¬ 
age  is  lost  or  injured — but  the  ob¬ 
ject  of  the  contract  is  to  make  the 
sum  as  small  as  possible.  Al¬ 
though  it  is  in  violation  of  law, 
the  special  contracts  of  the  ex¬ 
press  company  always  contain  a 
provision  that  they  shall  be  ex¬ 
empt  even  from  the  consequences 
of  their  own  negligence.  In  one 
or  two  States  express  companies 
are  permitted  to  exempt  them¬ 
selves  from  loss  or  injury  due  to 
their  own  negligence,  but  in  most 
jurisdictions  such  a  contract  is 
invariably  thrown  out  of  the  court 
as  against  public  policy.  The 
helplessness  of  the  shipper  is 
taken  into  consideration,  and  the 
express  company  is  held  down  in 
every  way  possible  under  the 
law. 

New  York  is  one  of  the  very 
few  States  where  an  express  com¬ 
pany  can  contract  against  its  own 
negligence.  Illinois  and  Wiscon¬ 
sin  are  about  the  only  others,  but 
in  the  last  two  the  contract  will 
not  stand  if  the  negligence  is 
gross. 

In  bringing  an  action  against 
an  express  company,  all  that  the 
shipper  needs  to  do,  in  order  to 
put  the  company  on  the  defensive, 
is  to  prove  that  the  goods  were 
shipped  in  good  condition,  and 
have  been  delivered  either  in  bad 
condition  or  not  at  all.  The  com¬ 
pany  then  tries  to  show  that  the 
cause  of  the  loss  or  injury  is 
within  the  list  of  things  for  which 
it  is  not  responsible.  Such  as  the 
act  of  God,  or  the  public  enemy, 
or  the  causes  named  in  its  special 
contract.  The  shipper  then  has 


another  chance — he  may  show  if 
he  can,  that  the  cause  either  was 
not  within  the  exempt  causes,  or 
if  it  was,  that  the  company  could 
have  avoided  it  by  the  use  of  care.  , 
As  soon  as  the  shipper  shows  the 
shipment  of  the  goods  in  good  : 
condition,  the  burden  is  on  the 
express  company  to  give  an  ex¬ 
cuse  that  will  hold  water. 

One  legal  excuse  is  that  the 
goods  were  packed  so  badly  by 
the  shipper  that  they  went  wrong 
themselves. 

An  express  company  is  always 
liable  if  it  delivers  to  the  wrong 
person,  unless  the  shipper  has  in 
some  way  been  negligent  him¬ 
self. 

For  instance,  in  an  Ohio  city  , 
there  were  two  merchants  of  very^ 
similar  names.  One  was  finan¬ 
cially  responsible,  the  other  was  ; 
not.  The  responsible  one  ordered 
his  jobber  to  ship  him  certain 
goods  by  express,  but  the  express 
company  delivered  them  to  the 
irresponsible  man,  who  accepted 
the  gifts  that  the  gods  provided, 
and  took  them  in. 

The  responsible  merchant  was 
first  compelled  here  to  pay  the 
jobber  for  the  goods,  since  they 
were  bought  f  o.  b.  .He  then  sued 
the  express  company  for  their 
value  and  won,  because  the  goods 
were  plainly  directed  to  him,  and 
the  express  company  was  not 
able  to  give  a  satisfactory  reason 
why  it  had'  delivered  to  the  other 
man. 

Where  a  shipper  has  proven  his 
case  against  an  express  company, 
the  measure  of  his  damages  is  the 
market  value  of  his  goods  at  the 
place  of  their  destination.  He 
cannot  collect  lost  profits  as  a 
rule.  For  instance,  a  retail  dealer 
ordered  a  quantity  of  goods  to  be 
sent  by  express.  They  were  to  fill 
a  large  and  extremely  lucrative 
hurry  order.  The  express  com¬ 
pany  sent  them  to  the  wrong  ad¬ 
dress,  consequently  they  did  not 
arrive  in  time,  and  the  order  was 
lost.  The  retailer  sued  the  ex¬ 
press  company  to  recover  the 
profits  that  its  negligence  had  cost 
lim,  but  the  court  refused  to  give 
them  to  him,  on  the  ground  that 
the  company  was  not  liable  in 
such  a  case  unless  it  had  been  told 
that  the  goods  were  intended  for 
the  particular  purpose.  This  is  an 
extremely  valuable  point  to  keep 
in  mind — that  no  lost  profits  can 
je  collected  from  an  express  com¬ 
pany  in  such  a  case  unless  the 
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mipany  is  told  in  advance  that 
ley  are  intended  for  a  particular 
.irpose,  and  that  profits  will  be 
.st  if  they  are  not  delivered  on 

me. 

Now,  how  can  an  express  coni' 
any  be  held  liable  for  the  full 
alue  of  goods  lost  or  injured? 
y  the  very  simple  plan  of  careful 
aching,  and  then  invariably  stat- 
ig  the  correct  value  and  paying 
ie  somewhat  higher  rate  usually 
emanded.  Of  course  this  will 
Dt  make  the  company  responsi- 
!e  where  it  would  not  have  been 
;sponsible  anyway,  but  it  will 
[low  the  shipper  to  recover 
irerything,  if  he  can  recover  any- 
ling. 

( Copyright ,  October,  19/J,  by 
Elton  J.  Buckley.) 

Philadelphia,  Pa.,  Sept.  29,  1911. 
'he  Legal  Editor. 

Dear  Sir: — On  the  23d  of  Au- 
ust,  1911,  we  attempted  to  show 

I  Mr.  A.  S.  Reidenbach,  of  300 
toward  avenue,  Lancaster,  Pa., 
lat  it  was  the  purpose  of  this 
ompany  to  treat  him  absolutely 
ight  in  connection  with  the  con- 
-act  which  he  purchased  from 
ne  of  our  agents. 

The  gentleman  became  unduly 
xcited  and  insisted  that  we  re- 
.uid  to  him  all  money  that  he  had 
aid,  claiming  that  our  agent  did 
ot  treat  him  fairly. 

It  appears  that  Mr.  Reidenbach 
/as  somewhat  skeptical  of  our 
ttitude  and  he  forwarded  his 
olicy  and  our  correspondence 
/ith  him  to  you  for  the  purpose 
f  getting  your  opinion  of  his 
ights  in  connection  with  the  con- 
ract  which  we  issued  to  him. 

Your  answer  which  was  pub- 
ished  in  your  paper  some  time 
fter  August  23d  sets  forth  the 
onditions  so  clearly  and  so  fairly 
hat  we  feel  like  extending  the 
;lad  hand  of  congratulation  to 
-ou  for  the  manner  in  which  you 
lave  rendered  your  judgment  in 
onnection  with  the  contract 
vhich  we  issued  to  Mr.  Reiden- 
>ach.  It  had  the  effect  of  con- 
incing  this  gentleman  and  he 
vent  to  the  trouble  to  send  11s  the 
omplete  clipping  from  your 
>aper. 

He  now  assures  us  that  he  is 
lelighted  to  be  a  policyholder  of 

)urs. 

On  behalf  of  the  company  I 
vish  to  thank  you  for  the  manner 

II  which  you  analyzed  the  propo¬ 
rtion  for  the  benefit  of  Mr. 
Reidenbach.  Yours  truly, 

E.  W.  Cook, 

General  Manager  of  Agents, 
Commonwealth  Casualty  Co. 

Note. — Requests  for  informa¬ 
tion  in  this  Department  shoulc 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framec 


to  avoid  misconstruction.  Write 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un¬ 
less  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 


Written  for  the  “Grocery  World  and  General 
Merchant.” 

Ordinary  Retailer  Must  Be  Put 
Where  He  Can  Compete 
With  Anybody. 


National  Secretary  Green  Says  Trade 
Relations  Committee  Will  Discuss 
How  Retailer  Can  Buy  Goods  Low 
Enough  to  Compete  With  Mail  Order 
Houses. 

One  of  the  questions  most 
prominent  to-day  is:  “Whose 
fault  is  it  that  the  mail-order 
houses  are  making  such  inroads 
into  the  retail  business  of  the 
United  States?” 

Some  have  laid  it  at  the  door 
of  the  retailer,  have  given  as  their 
reason  that  he  does  not  advertise 
enough  or  that  his  advertising  does 
not  have  the  convincing  argument 
in  it  that  the  mail-order  houses 
advertising  does;  that  his  store 
arrangement  is  not  as  up-to-date 
and  his  stock  not  what  it  should 
be  to  attract  the  trade.  Others 
have  argued  that  this  condition  no 
longer  exists,  that  the  merchant 
of  to-day  does  keep  attractive 
stock,  does  advertise  intelligently 
and  convincingly,  and  yet  he  is 
not  able  to  hold  his  own  against 
the  inroads  of  the  mail-order 
houses. 

The  great  question,  and  the 
only  question  that  will  count  in 
this  matter,  is,  “Can  he  meet  the 
price  ?” 

Nearly  all  of  the  retailers  buy 
their  goods  through  the  jobber 
who  carries  a  well  assorted,  up-to- 
date  stock  for  the  retailer  to  draw 
from,  but  if  the  retailer  cannot 
get  his  source  of  supply  either 
from  manufacturer  or  jobber  at  a 
price  low  enough  to  permit  him  to 
meet  the  price  quoted  by  his  com¬ 
petitor  then  the  fault  lies  not  with 
him  but  with  his  source  or  supply. 

It  has  been  said  that  the  retailer 
is  not  a  good  buyer,  but  this  as¬ 
sertion  will  no  longer  hold.  It 
has  been  demonstrated  that  lie  is 
a  good  buyer,  but  there  is  a  limit 
to  the  figure  at  which  he  can  buy 


With  Only 
One  Writing 


The  End  of 
Drudgety 


Simplifies 

the  Handling 
of  Accounts 


<|  You  might  just  as  well  use  a  quill  pen  instead  of  a  steel  or 
gold  one  as  to  keep  your  accounts  in  a  set  of  books  instead  of 
The  McCaskey  System. 

<]f  More  than  70,000  merchants  in  all  lines  of  business  are 
using  The  McCaskey  System.  It  shortens  and  simplifies 
bookkeeping,  keeps  every  account  posted  and  totalled  to  the 
minute,  keeps  every  customer  informed  of  what  he  owes.  By 
giving  a  statement  of  the  account  in  full  with  each  purchase 
you  improve  your  collections,  put  an  end  to  errors  and  misun¬ 
derstandings  with  customers  over  their  accounts. 

<]f  The  McCaskey  System  keeps  you  from  forgetting  to  charge 
an  account.  It  automatically  limits  the  credit  of  those  upon 
whom  you  wish  to  set  a  credit  limit.  It  will  prove  your  loss 
to  the  penny  if  your  store  burns. 

For  years  McCaskey  Systems  have  sold  from  $35.00  up¬ 
wards,  according  to  type  and  size. 

<Jf  We’d  like  to  send  you  some  letters  from  people  you  know, 
about  The  McCaskey  System.  There  is  also  an  entertaining  book 
“Bookkeeping  Without  Books,”  that  will  be  sent  for  the  asking. 


The  McCaskey  Register  Co. 

ALLIANCE,  OHIO. 

Branches:  Boston,  New  York,  Pittsburg,  Chicago,  Minneapolis,  San  Fran¬ 
cisco,  Kansas  City,  Memphis,  Atlanta,  Washington. 

Canada — Dominion  Register  Co.,  Ltd.,  Toronto. 

England— Dominion  Register  Co. ,  Ltd.,  Manchester. 

Australia— New  Zealand. 

THE  LARGEST  MANUFACTURERS  OF  CARBON 
COATED  SALESBOOKS  IN  THE  WORLD. 
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for  cash  and  where  love  and  senti¬ 
ment  will  carry  him  no  further 
and  in  many  cases  where  he  has 
reached  this  limit  he  is  informed 
that  he  can  no  longer  get  this 
price  and  that  here  friendship  or 
cash  must  cease  to  enter  further 
into  the  price  of  the  commodity 
which  he  seeks  to  obtain. 

The  time  has  come  when  to 
hold  his  own  he  must  be  able  to 
secure  his  supplies  on  the  same 
basis  and  at  the  same  price  as  that 
of  his  competitor. 

The  question  arises,  “Can  he  do 
it?” 

The  Trade  Relations  Commit¬ 
tee  of  the  National  Association 
will  discuss  this  question  at  its 
meeting  in  Chicago,  October  18th. 

John  A.  Green, 

Secretary  National  Retail  Gro¬ 
cers’  Association. 

Cleveland,  Ohio,  Oct.  5,  1911. 


Denver  (Col.)  Consumers  Asked  to 
Form  Co-operative  Buying  Co. 

The  latest  co-operative  buying 
organization  of  consumers  is 
being  organized  in  Denver,  Col., 
under  the  name  of  the  “Denver 
Consumers’  Association.”  It  has 
issued  the  following  circular: — 

Do  you  want  to  buy  your  goods 
of  all  kinds  at  spot  cash  and  thus 
cut  out  the  present  high  prices? 

This  association  means  that  you 
will  buy  all  goods  of  every  de¬ 
scription  used  on  the  farm  or  in 
the  house  for  every  member  of  the 
family  at  actual  factory  cost  plus 
the  lowest  possible  handling 
charges. 

C.  E.  Hollingsworth,  of  Denver, 
originator  and  general  organizer; 

G.  F.  Stevens,  of  Denver,  State 
organizer,  and  A.  P.  Malm,  organ¬ 
izer,  are  engaged  in  organizing  a 
retail  institution  here  on  entirely 
new  lines. 

These  stores  are  being  estab¬ 
lished  in  towns  all  over  the  State 
and  the  plan  is  a  co-operative  one. 
By  buying  their  goods  together 
these  stores  are  enabled  to  secure 
greater  discounts,  thereby  buying 
cheaper  than  the  common  mer¬ 
chant.  Then  each  stockholder  gets 
his  share  of  the  profits  each  time 
he  makes  a  purchase  at  this  store. 
There  are  no  high-salaried  man¬ 
agers,  but  the  men  in  charge  will 
work  on  a  percentage  basis,  and 
must  sell  the  goods  before  they 
can  draw  their  pay.  The  stock¬ 
holders  will  have  complete  control 
of  the  business.  Not  more  than 
two  shares  of  stock  will  be  sold 
to  any  one  patron,  and  each  share 
carries  with  it  a  vote  in  the  trans¬ 
action  of  business,  so  you  see  no 
one  or  combination  of  persons 
can  monopolize  the  stock.  In  per¬ 
fecting  this  cost  plan,  the  postal 
system  has  been  taken  as  a  model 
and  the  manager  is  placed  in  such 
a  position  that  in  order  to  increase 
his  earnings  he  must  strive  to 
lower  the  retail  prices  constantly. 

The  concern  is  capitalized  at 

$100,000,  divided  into  2,000  shares. 

Stock  is  being  sold  to  consumers 

on  the  installment  plan, 


Arendtsville,  Pa.,  Sept.  26,  1911. 
Editor  Science  of  Advertising. 

Dear  Sir: — We  are  just  thinking 
or  planning  a  scheme  and  would 
like  to  have  your  opinion  whether 
or  not  it  will  pay  us  .to  do  it. 

We  would  like  to  get  up  a  store 
paper,  say  once  a  month,  and  mail 
it  out  to  all  of  our  trade  and  the 
other  fellow’s  trade,  and  write  to 
manufacturing  companies  and  have 
each  send  us  a  small  advertisement 
to  talk  to  our  trade  and  charge 
each  company  something  for  use  of 
advertisement  in  paper  according 
to  size.  Cereal  people,  rolled  oats, 
baking  powder,  etc.,  and  the  like. 
What  do  you  think  it  would  cost 
us?  Say  about  9  x  12  and  made 
similar  to  a  pamphlet  of  three  or 
four  double  pages.  Do  you  really 
think  the  advertisements  would  pay 
to  get  this  up?  Do  you  know  of  a 
company  who  does  this  kind  of 
work  at  a  reasonable  price?  If  it 
costs  too  much  we  will  let  the  mat¬ 
ter  go,  but  we  believe  firms  would 
be  glad  to  advertise  in  it.  We 
will  reach  pos/sibly  1,000  homes. 
What  would  you  charge  jf  you 
were  us  for  to  advertise  in  the 
paper?  Give  us  all  the  points  you 
can  about  it  and  greatly  oblige  us. 

Yours  truly, 

H.  W.  Trostel  &  Son, 

I  believe  in  store  papers,  pro¬ 
vided  they  are  issued  under 
proper  conditions.  My  experi¬ 
ence  and  observation  are  that  in 
a  large  city  a  store  paper  doesn’t 
pay  the  ordinary  neighborhood 
grocer  very  well.  The  larger  and 
more  central  grocer  can  often  use 
it  to  advantage,  but  the  small 
grocer,  to  get  the  most  out  of  a 
store  paper,  must  live  in  my  judg¬ 
ment  in  a  country  town  or  rural 
district.  People  there  have  more 
time  to  read  such  things,  they 
aren’t  so  crowded  with  advertis¬ 
ing  matter,  and  a  bright  little 
store  paper  is  therefore  probably 
the  best  possible  medium  to  get 
advertising  right  in  the  hands  of 
the  people  you  want  to  reach 
without  any  waste. 

*  *  * 

In  looking  up  Arendtsville  I  find 
it  to  be  in  Adams  County,  and  to 
have  about  400  population.  In 
my  judgment  this  is  exactly  the 
conditions  under  which  a  store 
paper  can  be  depended  on  to 
bring  the  best  results.  I  cer¬ 
tainly  advise  Messrs.  Trostel  & 


Son  to  try  it  on.  They  ought  to 
remember,  however,  that  a  store 
paper  is  different  from  a  circular. 
The  right  sort  of  a  store  paper  is 
a  real  newspaper  of  the  store — an 
interesting  compendium  of  the 
most  entertaining  offerings  and 
incidents  which  the  store  affords. 
The  arrival  of  new  goods,  or 
where  the  store’s  own  brand  of 
sausage  comes  from — all  such 
things  can  be  worked  up  into 
really  good  reading  for  a  store 
paper.  I  shouldn’t  put  any  for¬ 
eign  matter,  such  as  jokes  and 
recipes,  in  a  store  paper  of  this 
size,  for  the  store  itself  will  afford 
much  more  pointed  and  interest¬ 
ing  material  if  a  little  effort  is 
used  to  dig  it  up. 

*  *  * 

Now  as  to  the  plan  to  obtain 
advertising  from  manufacturers, 
which  this  correspondent  speaks 
of.  I  am  afraid  he  will  have  dif¬ 
ficulty  in  getting  this  business, 
but  I  have  no  doubt  that  if  he 
keeps  at  it  persistently  enough  he 
will  in  time  fill  all  his  available 
space.  Manufacturers  of  proprie¬ 
tary  articles  get  so  many  requests 
to  take  on  such  advertising  that 
they  obviously  can’t  discriminate, 
and  therefore  many  turn  them  all 
down.  In  this  case,  however,  the 
cost  would  be  a  trifle,  and  the 
medium,  reaching  1,000  people, 
really  ought  to  amount  to  some¬ 
thing,  so  that  probably  in  time 
the  advertising  space  could  be 
sold. 

*  *  * 

The  way  to  calculate  what  the 
advertising  space  should  cost  is 
to  find  the  cost  of  printing  and 
circulating,  then  decide  how  much 
of  the  space  you  are  willing  to 
give  to  outside  advertising,  and 
apportion  the  whole  cost  to  that, 
figuring  out  the  cost  per  inch. 
From  that  it  will  be  easy  to  cal¬ 
culate  the  price  of  the  space. 
There  are  two  ways  to  do  it — 
you  can  add  a  percentage  of  profit 
to  the  cost  and  make  your  adver¬ 


tisers  pay  it,  or  you  can  charge 
them  exact  cost,  figuring  that 
your  profit  is  the  fact  that  you 
are  getting  your  advertising  for 
nothing.  Any  manufacturer, 
however,  who  would  take  the  ad¬ 
vertising  at  all  would  take  it  with 
10  or  20  per  cent,  added  for  cost, 
so’  that  the  plan  is  just  as  likely 
to  succeed  at  a  profit  as  it  is  at 
cost. 

*  *  * 

The  printing  I  should  have 
done  at  home,  or  as  near  home  as 
possible.  You  will  find  it  much 
more  satisfactory  in  the  end. 
You  are  not  only  carrying  out  the 
home  trade  principle,  but  you  will 
be  saving  yourself  an  immense 
amount  of  inconvenience,  and 
probably  some  money.  I  cannot 
even  guess  at  what  the  cost  will 
be.  Prices  for  printing  differ  so, 
and  always  depend  somewhat  on 
how  much  of  the  space  is  adver¬ 
tising  and  how  much  reading  mat¬ 
ter,  and  of  course  upon  the  qual¬ 
ity  of  the  paper.  My  advice  is  to 
prepare  a  dummy  and  get  esti¬ 
mates  from  two  or  three  of  the 
best  printers  in  your  neighbor¬ 
hood. 

*  *  * 

Please  let  me  have  more  matter 
for  discussion  and  criticism  in 
this  department. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


Chestnuts  have  slumped  and 
are  now  quoted  at  $3  per  bushel. 
There  is  a  big  crop,  especially 
South,  and  the  supply  is  large. 
They  opened  the  season  at  $7  to 
$7.50, 
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$18.00 

—  Worth  — 

For  $14.25 


You  can  buy 

“ARDEN  BLEND”  TEA 

from  us  now,  100  lbs.,  in  new  lined  barrels,  for  $14.25 

This  Tea  is  worth  at  least  $18,  and  our  price  can’t 
last  long ;  neither  can  the  Tea  at  our  price.  A 
skillful  blending  of  Foochow,  Oolong,  Congou 
and  Green.  Terms :  Net  Cash,  Ten  Days. 

The  present  condition  of  the  Tea  market 
makes  this  a  big  bargain. 

Thomas  Martindale  &  Co. 

Tea  Importers  and  Dealers 

Philadelphia,  Pa. 


SPECIAL  FREE  DEAL. 

PROFIT  $3.10 

or  64%  on  an  Investment  of  $4.85. 

We  are  offering  to  the  retail  trade  this  Fall,  subject  to 
withdrawal  without  notice,  the  following  FREE  DEAL  of 


L  I  E  B  I  C’S 


QP 

U.  S.  Serial  No.  2034. 

Special  Advertising  Case  No.  1 


containing 
2  doz.  25c.  tins  @  $2.00  - 

1  “  10c.  “  @  .85  . 

3 — 25c.  tins  free  ... 


COST 

PRICE 

$4.00 

.85 

.00 


SELLING 

PRICE 

$6.00 

1.20 

.75 


PROFIT 

$2.00 

.35 

.75 


$4.85  $7.95  $3.10 

or  39%  on  selling  price  or  nearly  64%  on  cost  price. 

We  Create  the  Demand 

1*  By  advertising  in  periodicals  reaching  twenty  million  readers 
every  month. 

2.  By  window  display  material  packed  in  Special  Case  No.  1 
as  follows  : 

Six  large  and  attractive  dummy  cubes. 

A  number  of  attractive  hangers  or  show  cards. 

A  number  of  attractive  window  strips. 

A  supply  of  booklets  giving  recipes  for  the  use  of  OXO 

BOUILLON  CUBES. 

For  full  particulars  regarding  Special  Case,  address  Dep’t.  5 

CORNEILLE  DAVID  &  CO., 

Selling  Agents 

9  North  Moore  Street, . New  York, 


iTaximum 
Display  in 
iTinimum 
Space 


Walker  Bins  always  look  full  because  of  the  dis¬ 
play  pocket  in  front,  and  make  an  attractive  selling- 
display  of  tea  and  coffee,  rice,  spices,  seeds,  in  short, 
all  kinds  of  dry  and  farinaceous  groceries,  small  pack¬ 
age  goods,  crackers,  broken  candy,  etc.  They  have 
greater  capacity  per  floor  space  required  than  other 
bins  because  of  our  patented  pivot  construction  shown 
in  our  catalogue.  4,676  stores  completed  in  the  United 
States  and  1,609  in  Canada  makes  a  total  of  over  6,200 
reasons  why  you  ought  to  send  for  our  catalogue. 

WALKER  BIN  COMPANY 

121  Lake  Street,  Penn  Yan,  N.  Y. 

24  SOUTH  7th  STREET,  PHILADELPHIA 


Women  are 

being  converted  to  the 
“Fels-Naptha  way”  of 
washing  every  day  in  the 
year.  <1  Won’t  you  do 
your  part  by  displaying 
Fels-Naptha  soap  and  by  giv¬ 
ing  it  the  help  of 
your  salesman¬ 
ship? 
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!  THE  GROCERY  MARKETS 

i  -  -  - 


Tea. 

The  tea  market  has  been  in 
fairly  active  condition  during  the 
week.  All  grades  of  desirable  tea 
are  wanted,  but  only,  it  seems,  for 
actual  wants.  No  change  in 
prices  has  occurred,  with  the  ex¬ 
ception  of  low  grade  blacks,  which 
are  possibly  ]/2  cent  higher.  The 
reason  seems  to  be  the  extra  de¬ 
mand  from  the  cheap  package  tea 
people.  The  exclusion  of  arti¬ 
ficially  colored  green  has  driven 
them  to  black,  and  the  extra  en¬ 
suing  demand  has  hardened  the 
price. 

Coffee. 

Coffee  has  advanced  again  dur¬ 
ing  the  past  week,  and  all  grades 
of  Rio  and  Santos  are  J4  to  J4 
cent  higher.  Milds  also  show  an 
advance,  probably  as  much  as  y2 
cent  per  pound.  As  recently  re¬ 
ported,  milds  are  now  endeavor¬ 
ing  to  catch  up  with  Brazils,  they 
having  had  nowhere  near  the  ad¬ 
vance  that  Brazils  have  had.  Java 
and  Mocha  are  unchanged  but 
steady  to  firm. 

Sugar. 

Sugar  is  unchanged  for  the 
week.  All  refiners  are  now  on 
the  basis  of  6.75  cents  for  granu¬ 
lated,  and  will  probably  stay  there 
until  the  market  declines.  Raws 
are  unchanged,  but  the  supply  is 
no  larger  than  it  has  been.  Home¬ 
made  beet  sugar  is  being  offered 
at  Western  points  at  a  decided 
fraction  under  Eastern  refiners’ 
prices,  and  it  may  be  that  the  lat¬ 
ter  will  wish  to  get  into  this  com¬ 
petition.  If  they  do,  sugar  prices 
will  surely  decline.  If  they  do 
not,  the  chance  is  that  there  may 
be  no  decline  during  October. 
The  demand  for  refined  sugar  is 
quiet. 

Syrup  and  Molasses. 

Glucose  shows  no  change  for 
the  week,  but  is  strong.  Com¬ 
pound  syrup  is  unchanged  and  in 
fair  demand.  Sugar  syrup  is  dull 
and  unchanged.  Molasses  quiet 
and  dull.  All  sweets  will  improve 
in  demand  as  soon  as  the  weather 
gets  a  little  cooler. 

Fish. 

Mackerel  is  decidedly  stronger 
and  higher.  Holders  of  Norways 
have  not  been  offering  fish  for 
several  days,  but  during  the  week 


they  offered  some  at  about  $2  per 
barrel  above  previous  quotations. 
Advices  from  Norway  tell  of 
about  half  a  catch.  Irish  mack¬ 
erel  are  likewise  higher.  Some 
holders  have  advanced  about  75 
cents  per  barrel,  while  many  have 
withdrawn  from  the  market. 
There  are  no  shore  mackerel 
available.  Cod,  hake  and  haddock 
are  unchanged,  but  firm  and  com¬ 
paratively  high.  Domestic  sar¬ 
dines  are  steady  on  a  basis  of  $2.25 
for  quarter  oils  in  a  large  way. 
The  demand  is  light.  Imported 
sardines  unchanged  and  quiet. 
Salmon  is  unchanged  throughout 
and  fairly  active. 

Canned  Goods. 

Tomatoes  are  much  firmer,  and 
full  standards  cannot  now  be  ob¬ 
tained  under  90  cents  f.  o.  b.  in  a 
large  way.  The  cause  is  bad 
weather  and  prospective  short 
pack.  The  size  of  the  pack  is 
wholly  problematical ;  there  are 
some  prophecies  as  low  as  7,000,- 
000  cases.  Last  year  the  pack 
was  8,500,000  cases,  which  was 
also  short.  This  year’s  pack  is 
also  wanting  in  quality,  for  the 
growing  conditions  were  so  un¬ 
favorable  that  the  fruit  ripened 
badly,  and  the  average  quality  of 
the  pack  is  therefore  poor.  The 
demand  for  tomatoes  is  fair ;  if  it 
gets  in  any  degree  brisk  the  mar¬ 
ket  is  reasonably  sure  to  go 
higher.  Corn  is  unchanged,  very 
quiet  and  not  very  strong.  There 
has  been  a  good  pack.  Peas  are 
unchanged.  Apples  have  declined 
somewhat,  and  New  York  State 
gallons  can  now  be  bought  at 
$2.50  in  a  large  way.  The  de¬ 
mand  is  light.  California  canned 
goods  are  unchanged  and  quiet, 
and  so  are  small  staple  canned 
goods. 

Dried  Fruits. 

Prunes  are  still  very  firm  and 
packers  generally  are  not  quoting. 
The  few  that  are  want  6j^-cent 
basis,  which  is  very  high. 
Peaches  are  not  very  strong,  and 
buyers  are  not  interested.  Apri¬ 
cots  are  still  high  and  dull.  Rais¬ 
ins  show  a  decline  of  at  least  y2 
cent  per  pound,  and  the  demand  is 
light.  Currants  are  selling  in  this 
country  at  slightly  less  than  the 
cost  to  import,  which  condition 


will  probably  not  last  very  long, 
as  the  season  of  active  demand  is 
approaching.  Citron  is  about  1 
cent  higher  than  a  week  ago,  due 
to  reports  of  short  crop.  Other 
dried  fruits  dull  and  unchanged. 

Beans  and  Peas. 

Domestic  pea  beans  are  firm  by 
reason  of  rainy  weather  in  the 
growing  districts.  The  price 
averages  $2.50  per  bushel  in  a 
large  way.  Domestic  marrows 
are  also  higher — $2.85  to  $3.  The 
demand  for  beans  is  fair.  Califor¬ 
nia  limas  are  weaker  and  new  crop 
beans  are  now  offered  as  low  as 
5.65  per  pound  in  a  large  way  de¬ 
livered  in  the  East.  The  spot 
price  is  5.90,  but  it  will  soon 
drop.  Green  and  Scotch  peas  are 
unchanged  and  still  very  firm. 

Butter. 

The  receipts  of  all  grades  of 
butter  are  still  light,  and  a  very 
active  consumptive  demand  is  re¬ 
ported  for  everything  on  the  list. 
Owing  to  this,  and  the  fact  that 
the  market  has  advanced  practi¬ 
cally  everywhere,  the  Eastern 
butter  market  has  advanced  2 
cents  further  during  the  week. 
This  means  4  cents,  since  Canada 
defeated  reciprocity.  The  quality 
of  the  butter  now  arriving  is  very 
good  and  the  market  is  healthy 
throughout.  The  market  is  now 
quite  high,  and  material  further 
advances  are  unlikely. 

Eggs. 

The  receipts  of  fresh  eggs  are 
still  very  light,  and  the  market  is 
very  firm,  but  without  change  for 
the  week.  Stocks  of  eggs  in  stor¬ 
age  are  very  liberal,  and  the  de¬ 
mand  is  fair,  though  the  bulk  of 
the  trade  are  being  supplied  with 
fresh  eggs.  This  is  what  is  keep¬ 
ing  the  fresh  egg  market  com¬ 
paratively  high. 

Cheese. 

There  is  a  seasonable  consump¬ 
tive  demand  for  cheese  of  all 
grades.  The  make  is  normal  for 
the  season,  and  the  quality  is  run¬ 
ning  .fully  up .  to  the  standard 
For  the  week  the  market  is  un¬ 
changed,  and  no  important  change 
is  in  sight. 

Provisions. 

Everything  in  smoked  meats  is 
unchanged  in  price  and  in  fair 


seasonable  demand.  Pure  lard  is 
active  at  ruling  prices,  while  com¬ 
pound  is  steady  and  unchanged, 
with  only  a  fair  demand.  Barrel 
pork,  dried  beef  and  canned  meats 
are  all  in  seasonable  demand  and 
unchanged,  except  that  some 
packers  have  advanced  canned 
meats  about  5  per  cent. 


INDIVIDUAL  MARKET  REPORTS. 


Evaporated  Apples,  Etc. 

The  market  on  evaporated 
apples  remains  steady.  The  de¬ 
mand  is  very  brisk  and  is  coming 
principally  from  Europe.  The 
evaporators  are  now  running 
practically  full  capacity  and  turn¬ 
ing  out  large  quantities.  The  de¬ 
mand,  however,  so  far,  has  been 
great  enough  to  absorb  the  offer- 
ings. 

Prime  quality,  in  50-pound 
boxes,  is  quotable  at  from  8J4  to 
8 y2  cents;  choice,  y2  cent  per 
pound  higher. 

There  are  some  very  nice  lots 
of  whole  apples  obtainable  at 
from  9J4  to  9J/2  cents  in  50-pound 
boxes. 

Cores  and  skins  are  steady  at 
from  iji  to  i]4  cents. 

Chops  are  quotable  at  iji  to  2 
cents. 

C.  C.  Hall. 

Rochester,  N.  Y. 

Standard  Canned  Goods. 

As  the  canning  season  for  to¬ 
matoes  draws  to  a  close  the  inter¬ 
est  in  the  canned  article  increases, 
and  now  the  momentous  question 
arises:  “What  will  the  harvest 
be?”  No  one  questions  the  state¬ 
ment  that  the  output  this  season 
will  fall  much  below  the  average 
production  of  the  three  years  pre¬ 
ceding  1910,  which  was,  in  round 
numbers,  10,500,000  cases.  In 
1910  the  total  production  was, 
say,  8,500,000  cases,  about  two- 
thirds  of  which  was  produced  by 
three  States — Maryland,  Dela¬ 
ware  and  New  Jersey — to  which 
was  added  a  moderate  carry-over 
from  the  previous  year.  Before 
the  opening  of  the  present  season 
the  visible  stocks  of  tomatoes  in 
the  hands  of  both  packers  and 
jobbers  was  reduced  to  a  negli¬ 
gible  quantity,  and  the  retailers 
were  buying  them  from  hand-to- 
mouth,  so  that  the  new  season 
practically  opened  with  bare 
floors  all  around.  The  canning 
season  was  a  week  later  than  the 
average  time  for  commencing 
operations  at  the  canneries,  and 
now  it  is  reasonably  sure  that  the 
ending  of  the  season  will  be  a 
week  earlier  than  usual.  Mean- 
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ne  there  has  been  no  “glut” 
riod  of  the  raw  fruit  this  season 
all,  and  the  canners  will  miss 
at  opportunity  to  reduce  the 
erage  cost  of  their  goods,  a 
ast  unusual  occurrence.  These 
;ts  form  the  basis  of  the  present 
•ong  market  conditions,  and  it 
es  not  require  the  prescience  of 
jrophet  to  foretell  the  course  of 
e  prices  of  the  canned  article  in 
2se  circumstances.  The  only 
oblem  remaining  to  be  solved  is 
2  size  of  the  pack  throughout 
2  country,  and  that  question  is 
ready  substantially  answered  by 
2  steady  improvement  in  the 
irket  prices  now  under  way. 
The  season  for  packing  corn  in 
is  section  is  winding  up  with  a 
ge  pack  of  better  average  qual- 
•,  more  than  three-fourths  of 
lich  was  sold  ahead,  and  the  re- 
linder  is  being  taken  up  by  be- 
ed  purchasers  at  a  satisfactory 
:e.  The  buying  of  it  last  week 
ceeded  the  sales  of  previous 
:ek.  Sweet  potatoes  and  spin- 
li  were  again  active  during  the 
:ek,  and  the  outlook  is  for  con- 
med  activity  in  them  during 
:tober.  The  increasing  popular- 
■  of  those  two  articles  is  remark- 
le.  Peas  are  fairly  active  in  a 
tall  way,  the  high  prices  not 
rring  the  consumption  of  them, 
aked  peas  are  surprisingly  ac- 
e,  the  low  prices  being  the  loacl- 
rne.  The  small  pack  of  green 
ra  beans  of  the  flat  variety 


causes  a  strong  market  for  them, 
and  they  are  getting  scarce  al¬ 
ready.  There  is  the  usual  run  of 
daily  small  orders  for  string 
beans,  kraut,  okra  and  tomatoes 
and  plain  okra.  The  other  lines  of 
vegetables  are  dull  and  un¬ 
changed  as  to  price.  Excellent 
demand  last  week  for  the  new 
pack  of  apples  and  pears,  and  the 
buying  orders  are  coming  from 
nearly  all  sections.  They  look 
good  to  buy  at  to-day’s  prices. 
Pie  peaches  and  seconds  peaches 
are  moving  out  in  mixed  carload 
lots  and  the  surplus  of  them  in  the 
hands  of  our  canners  will  be 
mighty  small  this  winter.  There 
was  little  business  done  last  week 
in  the  other  lines  of  fruits,  ber¬ 
ries,  cherries  and  pineapples  being 
rather  dull  at  the  moment. 

Spot  oysters  are  quiet  and  firm, 
but  the  customary  buying  of  the 
fall  pack  of  that  article  is  starting 
up  again,  for  shipment  as  wanted 
up  to  January  1st,  at  prices  that 
are  attractive. 

Thos.  J.  Meehan  &  Co. 

Baltimore,  Md. 

Imported  Fish  Specialties. 

The  catch  of  Holland  herring  is 
shorter  than  last  year.  Prices  are 
firm  and  tending  higher.  The  de¬ 
mand  here  is  just  fair,  but  prices 
here  are  still  below  Holland  par¬ 
ity. 

Scotch  herring  are  selling  very 
nicely  at  full  asking  prices,  but 


large  fulls  particulary  are  rather 
scarce  and  arriving  shipments 
are  taken  readily  ex  dock  at  full 
asking  prices. 

Norway  Herring. — The  first 
shipments  have  arrived  ;  quality  is 
exceptionally  fine,  but  fish  rather 
small,  but  they  are  nice,  white  and 
fat.  Late  cables  report  a  very 
strong  market  and  tending  slight¬ 
ly  higher. 

Norway  Mackerel. — The  idea 
seems  to  prevail  that  the  market 
has  been  cornered  to  some  extent, 
or  rather  controlled  by  a  certain 
party  in  Norway  together  with 
some  banks,  whose  aid  this  par¬ 
ticular  party  has  enlisted.  Never¬ 
theless  shipments  are  coming  in 
quite  freely,  but  asking  prices  are 
considerably  higher  than  they 
were  a  few  weeks  ago.  Present 
stocks  here  are  very  limited ;  de¬ 
mand  very  good  and  naturally  the 
small  arrivals  are  anxiously  taken 
hold  of  by  anxious  buyers.  Quite 
a  good  many  mackerel  have  been 
bought  on  contracts  early  in  the 
season  at  very  low  figures.  It  is 
almost  impossible  to  say  what  the 
market  on  Norway  mackerel  will 
do,  whether  it  will  go  still  higher, 
whether  market  will  remain  sta¬ 
tionary  or  go  lower.  We  must 
await  further  advices  before  being 
able  to  judge,  but  we  can  safely 
say  what  the  market  for  French 
sardines  will,  for  instance,  do. 
There  is  practically  no  catch 
whatever,  the  market  is  absolutely 


bare.  We  have  been  unable  to 
get  a  supply  of  even  one-tenth  of 
i  per  cent,  for  the  orders  that  we 
have  taken  of  some  of  our  most 
popular  brands  and  there  will  cer¬ 
tainly  be  a  great  scarcity  of 
French  sardines  this  season; 
greater  than  it  has  ever  been  be¬ 
fore. 

In  Portugal  they  are  packing 
just  a  very  few  fish,  but  not  very 
many.  The  demand  is  excellent 
and  arrivals  are  selling  just  as 
fast  as  they  come  in. 

In  Norway  the  catch  is  just 
fair,  the  quality  is  all  right;  in 
fact,  fine,  but  prices  are  high  and 
the  quantity  is  not  over-abundant. 
Packers  are  all  asking  more 
money  than  they  did  last  season 
and  while  buyers  are  all  holding 
off,  we  are  afraid  that  we  shall 
have  to  go  into  the  market  and 
pay  what  the  packers  want  if  we 
want  the  goods. 

Strohmeyer  &  Arpe  Co. 

New  York,  N.  Y. 

Spices. 

The  market  continues  active. 
Stocks  of  cloves,  nutmegs  and 
mace  are  apparently  scarce.  It  is 
expected  that  the  requirements  of 
October  and  November  will  be 
large.  Indications,  therefore, 
point  to  some  very  steep  ad¬ 
vances. 

Pepper. — The  market  is  steady 
but  practically  unchanged  during 
the  week.  White  peppers,  how- 


As  a  Merchant  You  Will  Be  Interested 


THIS  Style  Book  is  especially  designed  for  you  to  sell  goods 
from — if  used  freely  this  book  will  make  money  for  you. 
Because  you  are  not  an  established  clothing  dealer  do 
not  take  it  for  granted  that  you  cannot  sell  wearing  apparel. 
We  have  on  our  books  to-day  the  names  of  $,ooo  Grocers  who, 
up  to  four  years  ago,  had  never  even  tried  to  take  an  order  for 
wearing  apparel.  The  majority  are  to-day  doing  a  profitable 
business  in  wearing  apparel. 

It  is  not  necessary  to  invest  one  cent  in  stock  all  you  need  do 
is  take  orders  from  this  Book  and  send  them  to  us.  We  carry  a 
complete  stock  of  all  garments  listed  and  ship  promptly  orders 
of  any  size — one  garment  at  a  time  if  necessary. 

You  can  show  this  catalog  to  your  customers  and  take  orders  at 
the  regular  printed  prices.  From  these  prices  you  are  allowed 
a  trade  discount  of  $o°/o. 

This  is  a  great  opportunity  for  you  to  make  money  for  the  next 
three  or  four  months.  Send  for  this  catalog  to-day  and  receive 
complete  information. 


Mutual  Trading  Company,  99  Chambers  St.,  New  York 
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ever,  are  possibly  higher.  The 
demand  during  the  week  has  been 
exceptionally  good. 

Red  peppers  are  firm.  Demand 
very  good.  Prices,  however,  are 
unchanged. 

Cloves. — The  demand  unusual, 
with  practically  no  spot  supply  to 
draw  from.  Futures  are  reported 
active. 

Pimento  (Allspice)  steady  in 
price  and  in  good  demand. 

Nutmegs  very  firm  and  active. 
Demand  is  large  for  all  sizes. 
There  is  a  decided  upward  ten¬ 
dency.  A  great  scarcity  for  some 
sizes  is  noticeable  and  the  situ¬ 
ation  is  likely  to  result  in  very 
high  prices  during  this  fall. 

Mace  very  scarce  and  tending 
upward.  It  looks  as  though 
higher  prices  will  prevail. 

Cassias. — Saigon  in  good  de¬ 
mand  ;  Batavia  of  good  quality  is 
in  demand,  but  the  supply  is  prac¬ 
tically  exhausted ;  China  moving 
in  a  satisfactory  way  at  un¬ 
changed  prices. 

Tapiocas  very  steady  but  un¬ 
changed  during  the  week. 

Seeds  and  Herbs. — Caraway 
has  advanced  sharply  with  up¬ 
ward  tendency.  Poppy  firm  but 
unchanged.  M  a  r  j  o  r  a  m,  both 
French  and  German,  very  firm 
and  will  advance.  Sage,  Thyme 
and  Savory  unchanged. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 

Sugar. 

Raw  sugar  prices  at  New  York 
show  another  advance,  the  quota¬ 
tion  to-day  being  5.92,  as  against 
5.75  a  week  ago.  Prompt  or  Oc¬ 
tober  shipment  supplies  are  bring¬ 
ing  the  high  prices.  The  refiners 
find  it  necessary  to  pay  the  quo¬ 
tations  asked  and  even  then  get 
very  little  sugar.  They  are  mak¬ 
ing  stocks  hold  out  as  long  as 
possible  and  the  chances  are  they 
will  be  able  to  get  through  the 
season  all  right.  Higher  prices 
may  be  paid  for  a  few  lots  and  the 
market  be  firm  until  the  present 
scarcity  is  relieved,  but  this  sugar 
campaign  that  has  produced  such 
unusual  values,  the  highest  in 
twenty-two  years,  probably  has 
now  used  up  all  the  points  upon 
which  additional  gains  could  be 
based,  aside  from  the  urgent  need 
of  the  few  stocks  that  can  be 
brought  to  the  Eastern  refinery 
ports,  and  it  will  be  rather  difficult 
to  carry  forward  any  general  fur¬ 
ther  continuance  of  the  move¬ 
ment.  The  indications  are  that 
the  advance  in  Europe  has  been 
stopped.  Europe  can’t  carry  all 
the  sugar  and  keep  prices  up. 
With  a  steady  outlet  for  the 
stocks  held  and  a  demand  in  sight 
that  would  assure  a  good  diminu¬ 
tion  of  the  first  months’  supplies 
from  the  new  beet  crops  as  they 
come  in,  higher  levels  might  be 
gained,  but  quotations  on  the 
other  side  during  the  week  have 
declined,  and  it  is  likely  that  the 
demand  for  actual  sugar  in 


Europe,  of  which  there  is  easily 
enough  there  to  carry  the  trade 
through,  has  narrowed  down  anc 
there  may  be  some  little  appre¬ 
hension  as  to  how  long  the  trade 
can  go  on  the  stocks  they  already 
own,  the  invisible  supplies  that 
have  been  built  up  while  prices 
have  been  advancing.  The 
chances  are  that  the  trade  in 
Europe  could  go  a  long  while 
without  making  new  big  pur¬ 
chases  and  when  it  becomes  fully 
apparent  that  the  United  States 
won’t  have  to  actively  bid  for  any 
sugars  held  by  Europe,  beets  or 
Javas,  that  the  stocks  now  here 
and  to  come  from  Elawaii,  the 
Phillipines,  Louisiana,  and  the 
domestic  beets,  will  be  enough, 
there  won’t  be  much  chance  to 
put  prices  above  the  high  level 
that  was  touched  a  week  or  so 
ago  or  again  equal  it.  It  will  be 
a  long  time  before  low  prices 
again  prevail ;  the  shortage  in  the 
beet  crop  to  be  reaped  means  the 
confining  of  consumption  during 
1912  within  a  greatly  decreased 
production  and  substantial  values 
will  rule  while  that  process  is 
being  accomplished.  Speculation 
in  Europe  is  still  in  control  and 
will  hold  prices  up  as  long  as  it  is 
possible  to  do  so. 

M.  G.  Wanzor  &  Co. 

New  York,  N.  Y. 


MARKET  NOTES. 

Apples  are  cheap  compared 
with  last  year — $1.50  to  $3.25  per 
barrel.  A  year  ago  they  were 
ranging  from  $4  to  $4.50.  The 
demand  for  apples  is  fair. 

Peaches  are  near  the  close  of 
their  season.  Nearly  all  the  re¬ 
ceipts  are  from  New  York,  and 
range  from  $2  to  $2.50.  A  few  are 
coming  from  Ohio  and  range  from 
$1.75  to  $2.50  per  bushel.  The 
demand  is  jaded. 

Seckel  pears  are  selling  well 
and  range  from  $4  to  $8  per  barrel, 
or  $1.25  per  basket. 

Florida  persimmons  range  from 
$2.75  to  $3  per  tomato  crate,  but 
the  demand  is  slow. 

The  market  for  Florida  grape¬ 
fruit  is  considerably  easier. 


Florida  Food  Law  Won’t  Take  Effect 
Until  August  1,  1912. 

The  efforts  of  the  grocery  trade 
manufacturers,  jobbers  and  retail¬ 
ers  alike  to  have  the  operation  of 
the  Florida  pure  food  law  post¬ 
poned  has  been  partially  success¬ 
ful.  The  petitioners  asked  that  it 
be  suspended  till  January  1,  1913, 
but  in  a  circular  letter  issued  by 


State  Chemist  R.  E.  Rose  and 
Commissioner  of  Agriculture  B. 
E.  McLin,  of  Florida,  they  have 
agreed  that  it  shall  be  suspended 
until  August  1,  1912.  This  re¬ 
lief  is  granted  to  most  package 
goods,  but  does  not  apply- to  a 
number  of  bulk  articles,  which 
must  comply  immediately  with 
the  terms  of  the  law  as  to  all  pro¬ 
visions,  especially  in  the  matter  of 
weight  declaration.  The  essential 
paragraphs  which  will  interest  the 
trade  provide  that  the  net  weight 
or  measure  shall  be  “conspicu¬ 
ously,  legibly  and  correctly” 
stated  on  the  outside  of  all  pack¬ 
ages  of  grain,  flour,  meal,  butter, 
lard,  cottolene  (or  similar  com¬ 
pound),  cooking  oils,  syrups  and 
similar  staple  groceries,  on  and 
after  September  1,  1911,  but 

printed  “stickers”  will  be  allowed 
on  such  goods.  Stocks  of  canned 
goods,  vegetables,  pickles,  baking 
powders,  jellies,  preserves,  etc., 
in  cans,  bottles  or  cartons,  on 
hand  August  3,  1911,  or  con¬ 
tracted  for  fall  delivery,  if  in  full 
compliance  with  the  State  and 
Federal  laws  and  regulations 
prior  to  August  3,  1911,  may  be 
disposed  of  till  August  1,1912, and 
printed  “stickers,”  showing  the 
“net  weight  or  measure”  of  such 
goods  applied  before  August  1, 
1912,  shall  protect  such  goods  ac¬ 
tually  delivered  in  the  State,  or 
bona  fidely  contracted  for,  for  fu¬ 
ture  delivery,  prior  to  August  3, 
1912.  All  goods  purchased  sub¬ 
sequent  to  August  3,  1911,  or  con¬ 
tracted  for  shall  fully  comply  with 
the  Pure  Food  and  Drugs  law  of 
1 91  x  in  every  respect.  Benzoate 
of  soda,  not  exceeding  1-10  of  1 
>er  cent.,  will  be  allowed  in  goods 
actually  on  hand  August  3,  1911, 
or  contracted  for  then,  but  must 
be  labeled  accordingly  and  cannot 
legally  be  sold  after  August  1, 
1912.  Goods  containing  saccharin 
on  hand  August  3,  1911,  can  be 
legally  sold,  if  properly  labeled, 
but  importation  of  such  goods  is 
not  tolerated  after  that  date. 


More  Foods  Condemned  Under 
Federal  Food  Law. 

Additional  Cases  Successfully  Prose¬ 
cuted  by  United  States  Government 
for  Adulteration  and  Misbranding 
Under  National  Food  Act. 


The  following  reports  of  ended 
cases  have  been  certified  to  this 
journal  by  the  United  States  De¬ 
partment  of  Agriculture: — 


Judgment  No.  897 — Misbranding  of  .* 
Pork  and  Beans. 

On  or  about  April  30,  1910,  J 

Charles  G.  Summers  &  Co.,  Incor-  t 
porated,  Baltimore,  Md.,  shipoedjj 
from  Maryland  into  Pennsylvania  a  ’ 
quantity  of  a  food  product  labeled  1 
“Conqueror  Brand  Pork  and  Beans.« 
Guaranteed  *  *  *  No.  16,559,  by  j 
Charles  G.  Summers  &  Co.,  Inc., M 
Baltimore,  Md.”  Samples  were  ana-fl 
lyzed  and  the  product  was  foundj 
to  contain  beans,  partly  uncooked. M 
with  no  visible  evidence  of  any  a 
pork. 

The  defendant  entered  a  plea  of  I 
guilty,  whereupon  the  court  im-* 
posed  a  fine  of  $10. 

Judgment  No.  905 — Misbranding  of  J 
Cheese. 

On  or  about  July  30,  1910,  and  J 
August  12,  1910,  the  Cuddy  Cheese  ] 
Co..  Sheboygan,  Wis.,  shipped  from  j 
Wisconsin  into  Maryland  two  con¬ 
signments  of  a  food  product  la- 4 
beled :  “Cuddy  Cheese  Co.,  Selected  * 
Full  Cream  Cheese  (picture  of  red  5 
cross  with  word  ‘Cheeses’  printed  4 
across  the  arms)  Sheboygan,  Wis.”  3 
Examination  of  one  box  of  cheese-2 
taken  from  the  former  of  the  above  3 
shipments  showed  it  to  be  short  j 
in  weight,  being  marked  on  the  box  1 
“49,”  when  the  actual  weight  there-  C 
of  was  only  47  pounds  9  ounces  ;  ex- 4 
animation  of  another  box  showed  1 
it  to  be  also  short  in  weight,  being  j 
marked  “50,”  when  the  actual  | 
weight  was  only  48  pounds.  Fifty-jB 
nine  other  boxes  were  weighed  and 
showed  a  total  net  shortage  of  98  4 
pounds. 

The  Cuddy  concern  plead  guilty  * 
to  misbranding  and  was  fined  $10. 

Judgment  No.  918 — Misbranding  of  v. 
Lemon  Flavor. 

On  or  about  January  29,  1910,  the 
William  Edwards  Co.,  Inc..  Cleve-  9 
land,  Ohio,  shipped  from  Ohio  into  £ 
Michigan  a  quantity  of  two  food  ^ 
products,  labeled,  respectively,  ' 
“Avondale  Brand  Terpeneless  Lem- 
on  Flavor  Mixture,  artificially  col¬ 
ored,  Oil  Lemon  2jd>  per  cent  • 
Water,  52  per  cent..  Alcohol  45G 
per  cent.  With  a  trace  of  Vegeta¬ 
ble  color;  Guaranteed  by  the  Wil¬ 
liam  Edwards  Co..  Cleveland,  Ohio,  f 
Under  the  Food  and  Drugs  Act, 
June  30,  1906.  Serial  No.  1,373”: 
and  (on  bottle)  “Clifton  Brand 
Lemon  Flavor  Mixture.  Oil  Lemon 
3 V2  per  cent..  Water  46 G  per  cent. 
Alcohol  50  per  cent.  Guaranteed 
by  the  Win.  Edwards  Co.,  Cleve¬ 
land.  Ohio,  under  the  Food  and 
Drugs  Act.  June  30.  1906.  Serial  No. 
1,373.”  on  the  carton  inclosing 
which  bottle  there  was  a  label  iden¬ 
tical  with  the  foregoing,  with  the 
exception  of  the  following  state¬ 
ment:  “Oil  Lemon  4  per  cent. 
Water  46  per  cent..  Alcohol  50  per 
cent.”  Samples  were  analyzed  and 
the  former  was  found  to  contain  but 
0.2  per  cent,  of  lemon  oil,  and  the 
"  latter  but  0.8  per  cent,  of  lemon 
oil. 

The  defendants  plead  guilty  and 
were  fined  $25  and  costs. 

Judgment  No.  917 — Adulteration  - 
and  Misbranding  of  Vinegar. 

On  or  about  October  16.  1909.  P. 

H.  Sugrue.  doing  business  under  the 
firm  name  of  P.  H.  Sugrue  &  Co,  " 
Cleveland.  Ohio,  shipped  from  Ohio 
into  Pennsylvania  a  quantity  of  a 
food  product  labeled:  (On  one  end 
of  barrels)  “Jacob  Haller  Groc.  Co.,^ 
Pure  Cider  Vinegar.  Erie.  Pa.”;  (on 
other  end  of  barrels)  “50  Sept.  4 
igoS.  Mid.  by  P.  H.  Sugrue  &  Co.' 
Samples  were  analyzed  and  the 
product  was  found  to  consist  wholly 
or  in  part  of  a  mixture  of  dilute 
acetic  acid,  or  distilled  vinegar,  and 
a  foreign  material,  prepared  in  imi¬ 
tation  of  cider  vinegar. 

The  vinegar  concern  made  no  de¬ 
fense  and  was  fined  $25. 
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Practical  Questions  of  Store 
Management 

Conducted  by  HENRY  JOHNSON,  Jr. 

This  department  is  conducted  by  a  man  who  has  run  a  successful  retail 
grocery  store  for  years  and  who  has  also  had  much  experience  with  larger 
enterprises  which  involved  the  selling  of  merchandise  to  retailers.  He  Is, 
therefore  informed  upon  both  sides  of  the  general  questions  of  store 
management  and  will  discuss  those  questions  from  week  to  week.  The 
central  thought  of  his  articles  will  be  “  getting  the  best  service  and  the  most 
money  out  of  a  retail  store.”  Subscribers  are  invited  to  submit  queries  on 
any  and  all  subjects  within  the  scope  of  the  department. 


Equipment  —  Continued. 

rhe  use  of  electric  motors 
mild  be  extended  as  much  as 
ssible.  Whether  you  want  to 
ist  a  load,  or  grind  coffee  or 
:at,  or  run  a  motion  display  in 
nr  window,  use  electric  power; 
d  the  electric  fan,  in  all  its 
rieties,  is  to-day  a  foregone  coll¬ 
ision  in  any  up-to-date  store  or 
irket.  I  shall  talk  about  elec- 
c  lights  and  signs  when  I  get 
the  roof  and  talk  advertising. 
So  whether  you  are  ready  to- 
y  or  not,  whether  you  can  af- 
•d  to  indulge  in  all  these  time 
d  labor-saving  devices  now  or 
t,  I  strongly  urge  you  to  keep 
u r  eye  peeled  and  be  wide- 
rake  to  the  development  of  this 
jnderfully  economical  and  effi- 
:nt  power.  You  will  note  that  I 
1  using  it  wherever  I  can  save 
in-power,  or  time,  or  avoid  dirt, 
promote  the  comfort  of  my 
stomers,  or  advertise  my  busi- 
ss  thereby;  and  I  believe  I  can 
ve  you  the  best  of  reasons  why 
each  case.  For  I  am  not  ex- 
rimenting  with  these  fixtures 
d  appliances,  but  have  been 
ing  many  of  them  for  years  and 
.ve  been  so  thoroughly  satisfied 
ith  them  and  convinced  of  their 
ilitv  that  I  am  going  further 
ith  them  all  the  time. 

I  can  buy  a  hand  elevator,  one 
n  capacity,  to  run  through  my 
ree  stories,  and  have  it  installed 
r  probably  $150  at  the  outside, 
nt  look  at  the  money  I  would 
row  away  every  year  in  man- 
)wer  to  run  that  machine.  That 
oney  would  undoubtedly  pay 
)od  interest  on  $2,000  to  $3,000 
-maybe  more.  Therefore  it  is 
:onomy  of  the  most  enlightened 
laracter  for  me  to  install  an  elec- 
ic  elevator  of  a  ton  capacity, 
hich  will  cost  me  not  less  than 
1,250,  probably  $1,500,  which 
ill  cost  a  trifling  sum  to  run  and 


which  will  do  the  work  infinitely 
better.  Such  a  machine,  installed 
by  a  good  company,  will  run  in¬ 
definitely  without  any  repair  bills 
whatever,  so  practically  all  it  will 
cost  will  be  interest,  depreciation 
and  power,  say,  $25  per  month,  to 
begin  with  and  less  than  that  each 
year  as  the  investment  is  reduced 
and  wiped  out.  In  these  days  of 
high  wages,  think  what  this  will 
save. 

Another  favorable  consider¬ 
ation  is  that  of  having  happy, 
contented  workers,  as  against 
having  the  boys  speak  of  the 
“awful  work  on  that  man-killer 
elevator.”  I  have  been  all 
through  that  part  of  it  myself,  for 
many  is  the  car  of  flour  I  have 
hoisted  to  the  second  floor  by 
main  strength,  being  pretty  well 
“tuckered  out”  after  each  such 
job.  Good  will  is  a  great  asset. 
Like  charity,  it  properly  begins 
at  home — inside  our  own  stores. 
The  good  will  of  our  own  help  is 
just  as  much  worth  while  culti¬ 
vating  as  that  of  the  outsider, 
even  though  he  be  a  possible  good 
customer. 

Do  not  get  the  impression  that 
I  am  unmindful  that  many  mer¬ 
chants  simply  cannot  put  $1,000 
or  more  into  an  elevator.  The  ex¬ 
perience  I  have  had  with  hand- 
j  power  machines  indicates  that  I 
j  have  been  through  all  that.  No; 
just  as  the  poor  must  pay  most 
for  their  coal  bought  by  the 
bucket,  so  must  all  of  us  pay 
more  for  our  service  when  we 
have  not  the  wherewithal  to  buy 
mechanical  appliances.  What  I 
mean  is  to  show  that  these  things 
are  a  true  economy  and  that  we 
should  all  look  forward  to  having 
them  and  shape  our  plans  ac- 
I cordingly. 

With  this  power  elevator,  one 
ton  capacity,  platform  about  4x5 
feet,  I  can  run  my  seeds,  matches, 


ELTON  J.  BUCKLEY 

Editor  “Grocery  World  end  General  Merchant" 


Attorney  and  Counselor  at  Law 

643-649  Land  Title  Building,  Pblla.,  Pa. 


Telephones 
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Bell,  Sprnce  2608-2609 
Keystone,  Race  746 


Corporation  Practice,  Cases  Under  Food  Laws 
Trade -Mark  Registration 
General  Practice 


SALESMEN  WANTED 

Trained  Salesmen  earn  from  $1,200.00  to 
$10,000  a  year  and  expenses.  Hundreds  of  Rood 
positions  now  open.  No  experience  needed  to 
get  one  of  them.  We  will  assist  you  to  secure  a 
position  where  you  can  earn  good  wages  while 
you  are  learning  Practical  Salesmanship.  Write 
today  for  full  particulars,  list  of  good  openings, 
and  testimonials  from  over  a  thousand  men  we 
have  recently  placed  in  good  positions. 

Address  Nearest  Office,  Dept.  244 
National  Salesmen’s  Training  Association 
Chicago  New  Yor^Kansa^ily^Seattle^New  Orleans 


The  One  Pure  Sugar  Syrup 

Lyle's  Golden  Syrup  — perfectly 
clear,  a  beautiful  golden  color,  so 
neutral  micro-organisms  can't  live 
in  it.  Absolutely  free  from  preser¬ 
vatives.  A  product  which  every  one 
keeps  buying.  If  you  want  to  please 
your  trade  tell  them  about  it. 

26%  PROFIT 

Sure  sales  and  pleased  customers. 

H.  Kellogg  &  Sons 

Philadelphia 


j  Make  Your 
j  Store 
a  Monument 

The  merchant  who  sells  the 
best  thing  in  its  line  he  can 
find  is  running  a  store  that  is 
going  to  succeed  and  be  a 
monument  to  him. 

The  best  doesn’t  neces¬ 
sarily  mean  highest  priced. 

James  T.  Shinn’s  Liquid 
Rennet  is  the  best  rennet 
made,  bar  none.  Cleanest 
and  most  fastidiously  made, 
and  the  quickest  acting — it 
will  curdle  milk  in  3  to  5 
minutes.  Every  bottle  is 
guaranteed  to  your  customer 
and  guaranteed  to  you. 

Shinn’s  Liquid  Rennet  pays 
you  100%  profit  —  that’s 
another  reason  it’s  the  best 
in  its  line. 

Shinn  &  Kirk 

1400  Spruce  St.,  Phila. 

’VHHHHBHii 


“I  don’t  mind  paying  a  good 
price  for  butter,  but  I  do 
object  to  paying  it  for  the 
kind  you  sent  me  yesterday” 

Ever  had  that  said  to  you  ?  If  you  had,  chance  is  it  was 
your  jobber’s  fault,  not  yours,  for  nothing  is  more  uncertain 
and  variable  than  the  quality  of  successive  shipments  of  butter. 

But  no  grocer  on  earth  has  ever  had  that  said  to  him  if 
“the  kind  you  sent  me  yesterday”  was  GURNSE.  Ever  see  a 
pound  of  Gumse?  It  carries  its  quality  on  its  face;  a  gilt- 
edge  dairy  butter  made  and  packed  under  ideal  conditions. 

You  need  a  butter  leader  like  Gurnse. 

Packed  ia  20.30.  and  50-pound  boxes  —  pounds  and  half  pounds— 37  cents. 

Prices  subject  to  market  changes. 

PC  DDniJ/M  X  r/\  39.41-43  SOUTH  FRONT  STREET 

.  I.  DROWN  sj  Cl/.  PHILADELPHIA.  PA. 
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spices,  breakfast  foods,  and  a  hun¬ 
dred  other  dry  storage  goods  up 
to  the  third  floor;  and  one  moder¬ 
ately  strong  boy  can  handle  a 
cargo  of  such  stuff  at  any  time 
with  the  same  expenditure  of  en¬ 
ergy  as  he  would  otherwise  use  to 
move  those  same  goods  on  the 
level.  Also,  he  will  be  happy 
doing  it,  and  I  can  feel  that  it  will 
be  done  quickly  so  that  he  will  be 
ready  for  the  next  job,  fresh  and 
cheerful.  He  does  not  need  to 
“get  all  mussed  up”  nor  take  off 
his  collar,  nor  perspire  through 
his  shirt  to  do  it;  but  can  be  clean 
and  neat,  ready  to  jump  behind 
the  counter  and  wait  on  women 
customers  at  an  time  he  may  be 
called  from  the  job.  All  these 
things  count  as  factors  of  real 
value,  worthy  of  attention,  in 
figuring  on  such  a  problem. 

To  my  mind  you  cannot  invest 
your  surplus  to  any  better  advan¬ 
tage  than  in  these  ways.  There¬ 
fore  look  into  this  electrcity  busi¬ 
ness,  learn  the  character  of  the 
current  and  the  pressure  thereof 
in  your  own  town.  Study  its  ap¬ 
plication  in  other  lines  of  busi¬ 
ness.  Be  ready  to  use  it  intelli¬ 
gently  whenever  you  can.  This  is 
truly  “getting  in  on  the  ground 
floor”  because  it  is  fitting  you  to 
handle  your  business  on  a  par 
with  the  most  highly  capitalized 
neighbor  you  may  have  and  you 
are  thus  better  enabled  to  meet 
competition,  through  handling 
your  own  business  most  econom¬ 
ically. 

That  is  the  way  it  looks  to  me. 
What  do  you  think  of  it? 


New  Patents  and  Trade-marks  in  the 
Grocery  Line. 

Messrs.  Davis  &  Davis,  Washington 
patent  attorneys,  report  the  grant  this 
week  of  the  following  patents: — 

Washington,  D.  C.,  Sept.  5,  1911. 
1,002,376.  Percolating  bag  holder.  S. 
Doty,  Vernal,  S.  D. 

1,002,411.  Candy  machine.  F.  W. 
Lovelady  and  B.  J.  Kennedy,  Saginaw, 
Mich. 

1,002,431.  Butter  cutter,  W.  H.  Noack, 
Cleveland,  Ohio. 

1,002,664.  Food  safe.  W.  R.  Fitchet, 
Pinnebog,  Mich. 

TRADE-MARKS  PUBLISHED  FOR 
OPPOSITION. 

Ser.  No.  41,693.  “Big  Bill”  for  taffy 
candy.  M.  A.  Mittell.  New  York,  N.  Y. 

Ser.  No.  44537  “Red  Mill”  for  cof¬ 
fee  Norwine  Coffee  Co.,  St.  Louis,  Mo. 

Ser.  No.  47,418.  “Princess”  for 
canned  vegetables.  G.  Johnson,  Green¬ 
wood,  Ind. 

Ser.  No.  50,168.  “Blossomheath”  for 
candy.  A.  C.  Todd,  New  York,  N.  Y. 

Ser.  No.  50,416.  “Kisky”  for  candy. 
L.  B.  Worrell,  Dayton,  Ohio. 

Ser.  No.  53,069.  “Opera”  for  choco¬ 
late  candy.  Levine  Bros.,  Inc.,  New 
York,  N.  Y. 

Ser.  No.  53,497.  “Yankee”  for  candy. 
F.  M.  Paist,  Philadelphia,  Pa. 


SIMLEKS 

COLUMN 


ting 


Didn’t  I  see  in  the  “Grocery 
World  and  General  Merchant” 
a  while  back  that  all  the  grocers 
in  some  town  in  the  West  had 
signed  a  pledge  not  to  send  men 
to  people’s  houses  for  orders  any 
more  ? 

Seems  to  me  I  did.  D’ye  know, 
I  believe  that’s  a  good  thing. 
This  business  of  going  out  to  take 
orders  is  pretty  near  all  for  the 
customer,  anyway — I  don’t  be¬ 
lieve  you  fellows  make  much  out 
of  it — and  many  and  many  a  time 
the  fellow  that  goes  out  to  take 
orders  gets  in  bad  and  queers  the 
store. 

It  ain’t  his  fault — he  mostly 
does  his  best — and  of  course  it 
ain’t  your  fault,  for  you  sent  out 
the  best  man  you  can.  All  the 
same  you’re  the  one  that  loses 
from  it. 

I  sat  back  in  a  corner  in  my  sit- 
room  the  other  night  and 
listened  to  a  bunch  of  busy  little 
hens  talking  about  their  houses 
and  how  Henry  would  never  eat 
liver  unless  it  was  cut  an  inch 
thick  and  so  on. 

These  days  it’s  the  price  of  eats 
that  these  little  hen  parties  chew 
on  when  they  get  together.  Many 
grocer  would  get  cold  feet  if  he 
could  hear  ’em  size  up  his  store 
behind  his  back,  and  many  a  one 
would  feel  good  all  over  at  the 
free  ad.  some  of  ’em  give  him. 

I’m  going  back  to  Jones,”  my 
wife  said,  during  the  course  of  the 
talk,  “the  man  Smith  sends  here 
or  my  order  gets  on  my  nerves 
so  I  simply  must  get  rid  of  him.” 

Why  I  thought  you’d  dealt 
with  Jones  for  years,”  said  an¬ 
other  woman. 

“So  I  did,”  said  my  wife,  “but 
le  got  pretty  independent  about  a 
roast  of  veal  I  didn’t  think  was 
gfood,  and  I  thought  it  was  time 
<e  a  change.  But  Smith’s 
man — he  always  gets  here  while 
I’m  eating  my*  breakfast !  I’ve 
never  known  it  to  fail !  I  can  al¬ 
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ways  hear  him  knock,  and  he’s 
always  in  a  hurry,  and  I  have  to 
leave  the  table  and  go  out  and 
fool  with  him.  This  morning  my 
coffee  was  stone  cold  when  I  got 
back  to  it,  and  Tom  had  gone.” 

Tom  is  me.  Pretty  name,  ain’t 
it  ? 

“Why  don’t  you  ask  him  to 
come  later?”  somebody  asked. 

“I  have — he  says  he  can’t;  it’s 
on  his  regular  route.  So  I’ll  tell 
him  on  Monday  he  needn’t  come 
at-  all.” 

Now  d’ye  see  that?  Smith’s 
store  is  all  right,  but  just  for  that 
little  thing  it’s  going  to  lose  our 
$3  a  week.  Of  course  the  solicitor 
is  right  when  he  kicks  about  mak¬ 
ing  a  special  trip,  but  all  the  same 
some  fellows,  rather  than  lose  the 
trade,  might  have  fixed  up  some 
sort  of  a  scheme  to  get  around 
that  kick.  But  this  one  couldn’t 
— he  simply  couldn’t  do  anything 
but  what  he  was  doing,  that  was 
all  there  was  to  it.  And  so  his 
boss  loses  a  customer.  Good 
customer,  too — one  that  pays  his 
bills  regularly  every  once  in  a 
while. 

“I  had  a  funny  experience  with 
a  man  that  used  to  come  from 
Clinton’s  store  to  get  our  order,” 
another  little  hen  said.  “He  was 
so  polite  I  finally  had  to  fix  up 
some  excuse  and  tell  him  not  to 
come  any  more.  Every  morning 
when  he  came  in  he’d  start  to  ask 
me  how  each  member  of  the  fam¬ 
ily  was.  How  was  I?  How  was 
John?  How  were  the  children? 
One  day  he  asked  after  the  dog 
and  I  nearly  laughed  in  his  face! 
Often  you  don’t  feel  like  answer¬ 
ing  a  whole  lot  of  questions  like 
that,  especially  early  in  the  morn¬ 
ing,  and  he  got  so  he  irritated  me 
beyond  endurance!  You  can't 
just  snap  a  man  off  who’s  politely 
asking  after  your  health,  and  I 
stopped  dealing  with  Clinton  just 
for  that  reason.” 

Then  little  me  butted  in. 


“Why  couldn’t  you  go  to 
store  or  phone  in  the  order?” 
I  asked. 

“Too  far,  and  we  have  no 
phone,”  she  said,  and  that  settled 
Brother  Clinton. 

That  fellow  thought  he  was 
simply  doing  himself  proud.  I’ll 
bet  his  own  opinion  of  himself 
was  that’he  was  the  politest  little 
thing  in  the  business.  Yet  just 
see  what  he  did  for  Clinton.  I 
can  see  exactly  how  he  trod  on 
that  woman’s  nerves.  Maybe 
she’d  got  up  with  a  bad  taste  in 
her  mouth,  or*  John  wouldn’t 
come  across  for  a  suit,  or  some¬ 
thing — she  simply  didn't  feel  like 
being  nice  and  I’ll  bet  she  wanted 
to  smack  the  poor  fellow’s  mug 
time  and  time  again.  Why  didn’t 
she  tell  him?  She  says  why — you 
can't  hurt  a  man’s  feelings  when 
he’s  asking  how  you  are. 

So  that  every  salesman  who 
goes  to  a  customer’s  house  for 
orders  takes  the  store  in  his 
pocket  and  is  liable  to  do  things 
to  it — even  when  he’s  doing  his 
mighty  best.  It’s  a  big  thing 
when  all  the  grocers  in  a  place 
can  cut  it  out  together. 

The  Stroller. 


Wiley  Interests  Score  Again. 


The  Secretary  of  Agriculture  Removes 
McCabe  and  Dunlap  From  Federal 
Food  and  Drug  Board.  Both  Wiley’s 
Enemies.  Dr.  Doolittle,  of  New  York, 
a  Wiley  Partisan,  Appointed  in  Their 
Place.  McCabe  Still  Solicitor. 


Special  Correspondence  of 
General  Merchant.” 


‘Grocery  World  and 


Washington,  D.  C., 

October  5,  1911. 

Dr.  H.  W.  Wiley,  chief  Gov¬ 
ernment  chemist,  has  scored 
again  during  the  week.  Secretary 
Wilson  on  Tuesday  announced 
that  Solicitor  George  P.  McCabe 
would  no  longer  be  a  member  of 
the  Federal  Food  and  Drug 
Board.  Mr.  McCabe  has  been  a 
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^ng  opponent  of  Dr.  Wiley's. 

F.  L.  Dunlap,  another  Wiley 
oonent,  is  also  removed.  The 
;retary  stated  that  Mr.  Mc- 
be  had  been  relieved  from  fur- 
r  service  on  the  Board  at  his 
n  request.  The  only  new 
mber  of  the  Board  appointed  as 
:  is  Dr.  R.  E.  Doolittle,  chief  of 
:  Bureau  of  Chemistry  at  New 
rk. 


deel  Dragging.— If  you  have  the 
d  dragging  habit  you're  in  a 
:1  way.  You  need  jerky  tonic 
i  a  big  dose  of  mental  awaken- 
>•.  The  heel  dragger  is  tired  by 
Dice.  He  feels  kindly  enough 
the  men  that  hurry,  but  he 
nks  they  overwork.  Watch 
it  habit  step  of  yours.  Come 
;ht  down  on  your  heel  as 
Dugh  you  were  glad  you’re  liv- 

I  and  tickled  with  your  job. 

*  *  * 

Selling  Spanish  Onions. — Open  a 
v  crates  and  spread  the  onions 
t  on  a  table  of  5  x  10.  Have  a 
sign  in  the  centre  “7  cents  per 
und”  and  watch  them  moving. 
d  you  know  why  they  move  ? 
:cause  of  the  odd  striking  way 
ey’re  shown  up.  The  writer 
-ites  his  experience. 

*  *  * 

About  Hiding  Goods. — It  is  sur- 
ising  to  observe  the  wasted 
>or  space  in  some  stores  and  a 
easure  to  see  such  space  utilized 
others.  Must  you  have  a  rub- 
sh  corner?  No,  sir,  you  must 
>t.  That  day  is  past.  Nor  you 
ustn’t  have  any  blank  walls  in- 
de  your  store.  Stack  up  goods 
nice  order  everywhere  that 
>esn’t  interfere  with  traffic — al- 
ays  with  a  price  card. 

★  *  * 

Out  With  the  Peas. — Time  and 
1st  time  to  fill  a  window  with  a 

II  line  and  a  card  22  x  28  an- 
Duncing : — 

OUR  FIRST  DISPLAY  OF 
1911  PACK  SWEET  PEAS. 

Prices  will  be  high,  of  course, 
it  peas  will  be  sold  just  the  same 


Mr.  McCabe  will  remain  the  So¬ 
licitor  of  the  Department  of  Ag¬ 
riculture,  and  will  decide  what 
cases  are  to  be  prosecuted  and 
what  are  not. 

Holt. 


Tomatoes  are  almost  done. 
Canners  are  paying  35  cents  per 
basket,  and  50  cents  is  top  for  the 
best  in  a  jobbing  way. 


and  your  display  and  suggestive 
card  with  smaller  price  signs  will 
keep  you  busy  shelf  filling. 

*  *  * 

To  the  Oyster  Man. — Piled  up  in 
a  clean  conspicuous  part  of  your 
department  should  be  pound  bags 
of  oyster  crackers  and  cracker 
meal  with  a  price,  and  in  addition 
to  that  a  card  to  read  “Oyster 
crackers  and  cracker  meal  sold  at 
this  counter.”  The  sale  of  these 
will  help  your  weekly  “showing.” 

*  *  * 

To  the  Butter  Man. — Every  Mon¬ 
day  night  your  box  should  be 
scrubbed  out  with  hot  water  and 
sal  soda.  Unless  this  is  done  you 
will  surely  run  the  chance  of 
contamination.  Remember  that 
the  finer  the  butter  the  more 
sensitive  it  is  to  foreign  odor. 

*  *  * 

“Ask  the  Man.” — Reference  has 
been  made  in  “Straight  Talks”  to 
the  traveling  salesman  wdio  comes 
to  your  store  and  who  unfortu¬ 
nately  for  him  has  many  long 
waits  before  the  buyer  is  seen. 
Ask  him  things.  Wonder  if  he 
knows  what  that  white  stuff 
means  on  the  nutmeg  or  what  the 
remedy  is  for  keeping  scum  off 
the  loose  olives. 

Drummers  are  the  most  cor¬ 
dial  and  gentlemanly  of  men  and 
they  are  every  ready  to  give  the 
most  detailed  information  about 
their  line. 

Judging  from  my  correspond¬ 
ence  many  of  you  have  got  the  in¬ 
formation  “Bee.” 

Congratulations. 


Selling  Talks  With  Clerks 

BT  A  MAN  WHO  HAS  BEEN  ONE 

Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Stores,  Trenton,  N.  J. 

An  Advantage 

to  YOU 


NATIONAL 

B'ISCUIT 

COMPANY 


The  goodwill  of  your  customers 
towards  the  products  of  the 
National  Biscuit  Company  is  in¬ 
deed  an  advantage  to  YOU — an 
asset.  It  not  only  sells  N.  B.  C. 
goods  in  the  famous  In-er-seal 
packages,  N.  B.  C.  goods  from 
the  glass-front  cans  —  but  also 
helps  to  sell  your  other  goods. 

People  reason  that  if  you  sell 
quality  products  like  the  National 
Biscuit  Company’s  Uneeda 
Biscuit,  Nabisco  Sugar  Wafers, 
Zu  Zu,  Graham  Crackers,  etc., 
you  will  also  sell  the  highest 
grades  of  sugar,  tea,  coffee  and 
of  other  articles. 

Yes,  Mr.  Dealer,  it  certainly  is 
to  your  advantage  to  have  the 
goodwill  of  the  National  Biscuit 
Company  trade.  Have  YOU? 


TELL  YOUR  CUSTOMERS  THAT 

RAE’S 

Lucca  Olive  Oil 

is  the  product  of  perfectly  sound,  ripe, 
freshly  picked,  freshly  crushed  and 
pressed  olives,  grown  in  Tuscany,  Italy, 
the  one  place  in  the  world  where  the 
olive  reaches  perfection.  You  will  not 
only  please  them  but  you  will  build  up 
a  splendid  trade  on  Lucca  Oil  at  a  good 
profit.  Prices  in  Prices  Current. 

H.  Kellogg  &  Sons 

Philadelphia 


MAPLEINE 

The  Popular  Flavor 

A  STRONG  DEMAND 
has  been  created  for  this 
new  and  delicious  flavoring. 
It  adds  richness  and  deli¬ 
cacy  to  Cakes.  Puddings. 
Icings.  Candies. Ice  Cream, 
etc.,  and  makes  a  Table 
Syrup  better  than  maple  at 
a  cost  of  50c.  a  gallon. 

See  Price-list 

Order  from  your  jobber  or 

Frank  A.  Smith  Company 
105  South  Front  Street 
Philadelphia,  Pa. 

Crescent  Mfg.  Co. 
SEATTLE,  WASH. 


MANY  GROCERS 

Find  it  pays  them  to  read  the 
“good  stuff”  in 

The  Advertising  World 

Columbus,  Ohio 

Sample  free,  or  four  months’  trial  for  10  cants 

ATENTS 

and  Trade-marks  procured  promptly  and 
properly  In  all  countries. 

Davis &Dav  Is,  Washiniton,  D.  C, 


We  tell  these  handsome  em¬ 
bossed  Flower  Pots  from  open 
stock  in  any  quantity,  but  this 
assortment  has  been  selected 
for  those  who  lack  experience 
in  ordering.  The  price  being 
the  same  aa  on  open  stock. 

No.  7-G  Assortment 


Per  100 

Each 

40  4-in.  Pots  snd  Ssncsrs®  1  50 

$  .60  sell  @  $  .03 

$1  20 

50  5- in.  “ 

2.50 

1.25  “ 

.05 

2  50 

70  6-in. 

3.50 

2.45  “ 

.06 

4  20 

50  7-in. 

5.00 

2.50  “ 

.08 

4.00 

40  8-in. 

7.00 

2.80  “ 

.10 

4  00 

I9  60 

$15.90 

F.  O.  B.  factory.  No  charge  for  package.  Goods 
carefully  packed.  Prompt  shipment.  Order  now. 

The  Peters  &  Reed  Pottery  Company 


ZANESVILLE.  OHIO 
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Mackerel  Display. 

When  you  open  a  couple  of  barrels  of  choice  Norway  mackerel  of 
different  sizes,  have  a  window  display  of  them.  This  is  a  neat  display 
and  shows  up  well.  It  is  arranged  as  follows :  First  cover  the  bottom 
of  the  window  with  a  nice  shade  of  yellow  crepe  paper.  At  the  front 
place  a  neat  long  sign  card  with  lettering  like  in  illustration.  Towards j 
the  rear  place  several  boxes  to  form  a  platform ;  corn  or  tomato  boxes 
will  answer  very  well.  Cover  them  with  the  yellow  crepe  paper,  now 
get  three  cheese  box  lids  and  cover  the  rims  with  the  yellow  crepe' 
paper  inside.  Place  some  waxed  or  white  wrapping  paper  on  which 
place  the  mackerel,  one  against  the  other.  Garnish  all  around  the 
edge  with  lettuce  leaves.  Place  the  lids  slanting  against  the  platform. 


Trim  a  few  branches  of  a  tree  and  arrange  like  in  cut  with  a  cross  piece 
between  the  side  sticks.  Suspend  two  mackerels  from  each  stick ;  this 
shows  up  the  different  sizes  fine.  Place  a  little  cork  or  saw  dust  under 
them  to  catch  the  drippings.  Now  arrange  the  background.  Take  a 
very  heavy  wire  and  bend  it  to  arch  from  the  two  bottom  corners  of 
the  window.  Use  the  same  shade  of  crepe  paper  as  at  the  bottom. 
Gather  it  in  at  the  bottom,  in  the  centre,  fan  shape.  Stretch  a  wire  or 
heavy  cord  across  at  the  rear,  make  a  long  sign  card  in  the  centre  and 
two  triangular  ones  at  the  sides,  of  the  yellow  paper,  cut  the  letters 


from  black  paper  and  paste  fast.  A  couple  of  drops  of  glue  will  hold 
each  letter  in  place. 


Lima  Bean  Special. 

A  special  window  is  always  acceptable.  This  one  on  lima  beans 
is  neat  and  attractive ;  of  course  soup  beans  or  peas  can  be  used  instead 
of  limas  in  this  arrangement.  To  arrange  cover  the  bottom  of  the 
window  with  blue  paper  of  a  nice  dark  shade.  Now  place  a  couple  of 
flat  boxes  in  the  centre  to  form  a  platform;  around  the  edge  nail  a 
strip  of  wood  or  heavy  cardboard  about  one  inch  high.  This  is  to 
prevent  the  beans  from  falling  off.  Cover  the  sides  of  the  boxes  or 
platform  with  the  blue  paper;  get  a  strip  of  white  crepe  paper,  lay  it 


in  three  inch  folds  and  cut  the  two  edges  to  form  a  scallop.  Place 
them  all  around  the  top  and  bottom  of  the  platform.  Place  a  twisted 
strip  of  the  white  paper  from  each  corner  to  a  pyramid  of  beans  tied  in 
one  pound  paper  bags.  Place  a  small  pyramid  of  the  bags  at  each 
corner.  Now  fill  the  top  with  the  beans  on  which  place  a  large  sign 
card.  Run  some  of  the  blue  paper  across  the  background  and  finish 
the  top  with  large  scallops  of  the  white  paper.  The  price  of  the  beans 
should  be  on  the  large  sign  card  on  the  beans,  and  letter  the  long  sign 
card  in  front  very  large. 


ASSOCIATION  NEWS 


Toledo,  Ohio. 

The  Toledo  (Ohio)  Retail  Gro¬ 
cers’  Association  has  put  itself  on 
record  as  to  short  weight  pack¬ 
age  goods: — 

Whereas,  The  agency  for  the 
distribution  of  certain  oysters,  in 


the  district  of  which  Toledo,  Ohio, 
is  a  part  and 

Whereas,  Said  representative  is 
endeavoring  to  place  orders  and 
have  these  dealers  in  Toledo  to 
put  on  sale  oysters  in  tin  contain¬ 
ers  designated  as  “No.  is”  and 
“No.  2s”  tins,  which  when  asked 
they  state  do  not  hold  full  pints 
nor  full  quarts  and  which  they  wish 
dealers  to  retail  at  25  cents  each 
for  No.  is  and  50  cents  for  No.  2S. 

Therefore,  We,  the  members  of 


the  Toledo  Retail  Grocers’  and 
Butchers’  Association,  believe  this 
method  is  in  violation  of  our  prin¬ 
ciples  as  to  square  dealing  and 
in  conflict  with  the  purpose  of  our 
State  law  governing  the  sale  of  all 
commodities  by  weight,  and  we 
also  believe  it  to  be  aiding  decep¬ 
tion  of  the  general  public;  there¬ 
fore  be  it 

Resolved,  We,  the  Toledo  Re¬ 
tail  Grocers’  and  Butchers’  Associ¬ 
ation,  is  opposed  to  this  method 


of  handling  oysters,  unless  said 
tins  are  made  so  as  to  contain  full 
pints  for  No.  is  and  full  quarts 
for  No.  2s. 


Pumpkins  are  in  good  crop,  and 
are  now  coming  regularly  for¬ 
ward.  The  range  is  $5  to  $8  per 
too.  The  demand  is  small  by 
reason  of  the  warm  weather. 
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Written  for  the  "Grocery  World  and  General  Merchant" 

This  Consumer  Claims  His  Grocer  Forced 
Him  to  Buy  at  Wholesale  Over  His  Head 


An  Incident  Involving  Decision  as  to  What  is  Good  and  Bad 
Merchandising.  Writer  Asked  His  Grocer  to  Stock  Two 
Articles,  Which  He  Guaranteed  to  Buy  Regularly.  Grocer 
Refused  in  Both  Cases  and  Customer  Went  Over  His  Head 
and  Bought  in  Wholesale  Quantities.  Was  the  Retailer 
Right? 

[The  following  article  has  been  contributed  to  this  paper  by  a  consumer 
who  knows  something  of  the  grocery  business  and  certain  of  its  problems. 

To  the  writer  it  is  intensely  interesting  and  quite  important  as  bearing  upon 
the  never-settled  question— How  far  shall  the  grocer  go  in  carrying  goods 
demanded  of  him  by  his  customers. — Ed.] 


I  am  not  in  the  grocery  busi¬ 
ness,  although  I  have  a  good 
many  friends  in  it,  and  know 
something  about  the  circum¬ 
stances  under  which  it  is  con¬ 
ducted.  I  am  in  another  line  of 
mercantile  business,  however,  and 
hold  the  same  views  as  to  it, 
which  I  believe  are  current  in  the 
grocery  line,  viz.,  that  the  con¬ 
sumer’s  trade  should  go  to  the  re¬ 
tailer,  and  no  jobber  should  go 
after  it.  For  this  reason,  while 
I  have  some  friends  in  the  whole¬ 
sale  grocery  business  and  could 
possibly  have  bought  goods 
through  them  at  wholesale  prices, 
I  have  always  refrained  from 
doing  so,  because  I  felt  that  I 
should  carry  out  in  my  own  pri¬ 
vate  dealings  the  principles  to 
which  I  was  committed  in  my 
business. 

In  conversation  with  the  editor 
of  this  journal  recently,  I  re¬ 
lated  to  him  a  couple  of  incidents 
which  have  recently  happened  to 
me  in  this  connection,  and  he  has 
requested  me  to  write  them  for 
publication  in  his  paper. 

I  reside  in  a  suburb  of  Phila¬ 
delphia  along  the  main  line  of  the 
Pennsylvania  Railroad.  My  fam¬ 
ily  is  large,  and  consumes  on  an 
average  about  $16  worth  of  gro¬ 
ceries  a  week.  I  pay  my  bills 
regularly  each  week  and  see  no 
reason  why  I  should  not  be  con¬ 
sidered  a  desirable  customer. 

About  six  months  ago  a  friend 
who  is  connected  with  an  im¬ 
porting  house  of  fancy  groceries 
gave  me  a  sample  jar  of  imported 
French  jelly.  It  was  a  high- 
priced  article,  but  is  on  sale  at 
some  of  the  wholesale  houses  in 
Philadelphia.  I  asked  my  grocer 
to  put  it  in.  He  hemmed  and 
hawed,  and  ended  by  deciding 
that  he  would  not,  although  I 


guaranteed  to  take  all  of  such 
quantity  as  he  would  buy. 

I  then  went  over  his  head  and 
bought  the  jelly  in  quantity  from 
my  friend  in  the  wholesale  busi¬ 
ness. 

Last  week  another  friend  gave 
my  wife  a  can  of  a  particular  kind 
of  corn.  It  proved  fine  in  eating, 
and  my  entire  family  liked  it  bet¬ 
ter  than  any  corn  which  had  ever 
come  into  the  house.  This,  too, 
was  a  high-grade  article  and 
rather  expensive,  paying  the  re¬ 
tailer,  I  apprehend,  a  better  profit 
than  a  lower-priced  article. 

I  reported  to  my  friend  that  we 
all  liked  the  corn,  and  said  I 
should  like  to  use  it  regularly. 
He  agreed  to  send  his  salesman 
to  my  grocer,  with  the  statement 
that  I  stood  ready  to  buy  it  regu¬ 
larly  if  he  would  put  it  in.  My 
grocer  refused  to  buy  it,  giving 
the  intelligent  reason  that  he  had 
enough  corn  and  didn’t  wish  to 
take  on  any  new  brands.  My 
friend  reported  the  circumstance 
to  me,  and  as  both  of  us  had  done 
all  we  could  to  protect  my  grocer 
in  holding  the  trade,  neither  of  us 
had  any  compunction  in  seeing 
that  I  was  supplied  with  an  en¬ 
tire  case  from  the  wholesale 
house. 

I  contend  that  my  grocer  in  this 
case,  and  every  other  grocer  who 
acts  in  the  same  way  under  simi¬ 
lar  conditions,  is  a  short-sightec 
merchant,  and  has  no  complaint 
when  such  of  his  customers  as  can 
go  over  his  head  and  buy  at 
wholesale  after  they  have  tried  to 
get  the  goods  through  him. 
know  something  of  retail  mer¬ 
chandising  in  other  lines,  and  !! 
know  that  the  retailer  has  hun¬ 
dreds  of  proprietary  brands  thrust 
at  him  every  day,  all  with  plausi¬ 
ble  arguments  as  to  why  he 


should  stock  them.  In  most  cases 
he  is  right  to  refuse  to  take  them 
on,  but  here,  I  contend,  was  an 
entirely  different  proposition.  I 
asked  my  grocer  to  put  in  two 
articles,  for  which  there  was  a 
demand  waiting.  I  guaranteed  to 
take  all  he  should  buy,  which 
meant  that  he  did  not  need  to  dis¬ 
turb  his  trade  on  other  brands, 
unless  it  paid  him  to  do  so.  He 
could  go  on  selling  those  as  be¬ 
fore,  and  simply  sell  me  the  brand 
I  had  ordered.  Just  why  he 
should  have  considered  this  busi¬ 
ness  not  worth  having  I  am  at  a 
loss  to  know.  Perhaps  he  thought 
it  was  a  whim  on  my  part,  and 
thought  that  when  I  found  I  could 
not  get  it  I  would  go  on  buying 
his  brands.  But  here  he  reckoned 
without  his  host,  and  lost  my 
trade  as  to  those  two  articles  en¬ 
tirely.  Indeed,  he  may  lose  my 
trade  as  to  other  things,  for  at 
the  present  writing  I  feel  so  dis¬ 
gusted  at  his  method  of  doing 
business  that  my  connection  with 
him  is  not  very  strong. 

Herbert  R.  Melrose. 

Philadelphia,  Pa., 

October  12,  1911. 

Note. — This  journal  would 
feel  indebted  to  any  of  its  sub¬ 
scribers  who  would  express  an 
opinion  as  to  whether  the  retailer 
referred  to  in  the  above  article 
was  right  or  wrong  in  what  he 
did. — Ed. 


Contributed. 

Canned  Goods  Man  Says  Good 
Tomatoes  Will  be  Worth 
SI. 00  and  More. 


Far  Too  Little  Really  Good  Stock  to 
Supply  Demand.  Refers  to  Ten  Years 
Ago,  When  Tomatoes  Went  to  $1.60. 
Deplores  Loose  Contracting  Condi¬ 
tions  in  Canned  Goods  Trade. 


I11  1901  the  total  pack  of  to¬ 
matoes  was  about  5,500,000  cases. 
The  market  reached  $1  about  the 
first  of  December  and  as  high  as 
$1.60  f.  o.  b.  in  the  spring  of  1902 
prior  to  packing  season.  A  dec¬ 
ade  and  history  repeats  itself. 
About  the  only  packing  houses 
not  closed  down  are  those  still  be¬ 
hind  on  futures.  Packing  houses 
this  week  are  making  about  one- 
quarter  to  one-sixth  time  and  the 
average  price  of  raw  stock  at  open 
market  points  is  90  cents  per 
bushel.  This  season  it  has  gen¬ 
erally  required  two  bushels  o: 
raw  stock  to  fill  a  case  of  24  tins 
of  3s;  in  some  instances  as  much 
as  four  bushels  has  been  requirec 


to  fill  a  case  of  3s.  At  two  bush¬ 
els  to  a  case  raw  stock  at  90  cents 
)er  bushel  costs  90  cents  per 
dozen,  cans,  labor,  etc.,  to  the 
winds,  and  futures  sold  at  723^  to 
80  cents  per  dozen. 

Under  such  conditions  it  is  al¬ 
most  impossible  to  follow  the 
course  of  the  tomato  market.  It 
is  almost  safe  to  say  that  tomaoes 
that  are  thoroughly  good  toma¬ 
toes,  carefully  packed  and  in 
cans,  are  worth  $1  per  dozen  for 
3s.  They  are  so  few  and  far  be- 
ween  that,  like  Indians,  they  are 
almost  extinct.  At  least  75  per 
cent,  of  the  stock  already  packed 
could  be  reckoned  for  below  the 
dollar  grade  held  at  the  dollar 
price.  There  are  enough  custom¬ 
ers  for  first-class  tomatoes  to  ab¬ 
sorb  all  good  tomatoes  that  are 
held  for  the  $1  price  and  still  there 
will  not  be  enough  of  this  kind  oi 
stock  to  supply  the  demand.  Tin 
crimes  attributed  to  futures!  fu¬ 
tures  !  in  the  past  are  again  beinj: 
multiplied,  indeed  it  almost  seem; 
an  hundred  fold.  One  can  bu\ 
10,000  bushels  of  future  grain 
10,000  shares  of  stock  for  futun 
delivery,  and  according  to  tin 
rules  of  the  Exchange,  member 
are  compelled  to  deliver  or  accep 
as  per  contract.  This  law  doe 
not  seem  to  hold  good  betweei 
operators  in  canned  goods. 
happy-go-lucky,  do-as-you-c  ar 
do-unto-others-and-see- that -you 
do-them-first  method  seems  to  b 
the  law  of  the  canned  goods  oper 
ator. 

It  is  to  be  hoped  that  the  tim 
is  not  far  distant  when  the  Na 
tional  Canners’  Association  an 
the  National  Grocers’  Associatio 
will  get  through  with  their  prer 
ent  arduous  duties  and  give  som 
attention  at  least  to  the  when  i 
withal  end  of  the  business.  If  th 
National  Arbitration  Committee 
are  looking  for  business,  all  r< 
ports  are  true,  they  will  be  worl 
ing  overtime  for  the  next  ninet 
days. 

Harry  P.  Strasbaugh. 

Aberdeen,  Md., 

October  iz,  1911. 


ELTON  J.  BUCKLEY 

Editor  “Grocery  World  ud  General  Merchasi 

Attorney  and  Counselor  at  La' 

643-648  Land  Title  Building,  Phlla.,  Pa. 


Telephone* 


Bell,  Spruce  2608-2609 
Keystone,  Race  746 


Corporation  Practice,  Cases  Under  Food  Lai 
Trade- Hark  Registration 
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fells  Who  Sold  the  Most 


QNE  of  the  grocer’s  hardest  problems  is  keeping  clerks  inter¬ 
ested  in  selling  goods. 

4  modern  National  Cash  Register  tells  how  much  each  one  sells. 
This  creates  a  friendly  rivalry  which  results  in  increased  sales  and 
increased  profits  to  you. 

Modern  National  Cash  Registers  give  you  information  about  clerks’ 
ability,  honesty,  industry  and  accuracy. 

They  tell  which  clerk  sells  the  most  goods  and  who  makes  the 
mistakes.  This  will  enable  you  to  know  which  clerks  are  the  most 
valuable  to  you — you  can  regulate  salaries  according  to  merit. 

Write  for  more  information  about  how  one  of  these 
registers  will  increase  your  profits 


The  National  Cash  Register  Company 

Dayton,  Ohio 

IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT" 
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Kellogg  Co.  Sharply  Accuses  Local 

Brokers 


Toasted  Corn  Flakes  Co.  Say  Members  of  Frank  A.  Smith  &  Co., 
Local  Agents  Postum  Cereal  Co.,  have  Circulated  False 
Statements  About  Their  Relations  With  Chain  Stores. 
Place  Matter  in  Counsel’s  Hands  and  Issue  Letter  of  Denial 
to  Trade.  Smith  Co.’s  Statement. 


For  several  weeks  rumors  have 
been  circulating  about  the  local 
wholesale  trade  that  the  Kellogg 
Toasted  Corn  Flake  Co.,  who  sev¬ 
eral  months  ago  cut  off  the  chain 
stores  and  refused  to  sell  them 
direct  because  they  were  retailers, 
had  been  making  secret  proposi¬ 
tions  to  certain  chain  stores 
which  amounted  to  a  violation  of 
its  former  attitude.  The  Kellogg 
Company’s  plan  of  selling, 
adopted  several  years  ago,  was  to 
deal  only  with  jobbers,  and  to 
compel  all  retailers,  large  and 
small,  to  pay  the  uniform  price  of 
$z.8o  per  case  for  Kellogg’s 
Toasted  Corn  Flakes. 

The  rumors  that  the  company 
had  secretly  broken  its  agree¬ 
ment  to  this  effect  appeared  to 
emanate  from  the  local  office  of 
the  Postum  Cereal  Co.  W.  H. 
Rohr,  of  the  Smith  Co.,  local 
Postum  agents,  carried  them  to 
Secretary  A.  M.  Graves,  of  the 
Tri-State  Wholesale  Grocers’  As¬ 
sociation,  who  at  once  laid  the 
matter  before  B.  W.  Kenworthy, 
local  sales  agent  of  the  Kellogg 
Co.  The  latter  denied  flatly  that 
the  company  had  changed  its  pol¬ 
icy.  Meanwhile  W.  H.  Rohr,  of 
the  Frank  A.  Smith  Co.,  local 
agents  for  the  Postum  Co.,  went 
to  Secretary  Graves  again  and 
offered  to  produce  an  affidavit 
from  the  chain-store  man  that  the 
charges  were  true,  and  also 
offered  to  bring  the  chain-store 
proprietor  himself  to  substantiate. 
Secretary  Graves  agreed  to  ac¬ 
cept  whatever  evidence  of  this 
sort  Mr.  Rohr  might  produce,  but 
the  latter,  according  to  Mr. 
Graves,  has  produced  nothing  as 
yet.  The  Kellogg  Co.  accordingly 
placed  the  matter  in  the  hands  of 
their  local  attorney,  who  is  now 
considering  what  proceedings  to 
institute.  Meanwhile  the  com¬ 
pany  has  issued  the  following 
statement  to  the  wholesale  trade: 

October  5,  1911. 

The  Kellogg  Toasted  Corn  Flake 
Co.  has  never  shirked  fair  and  hon¬ 
est  competition ;  it  naturally  tries  to 


get  as  near  to  100  per  cent,  of  the 
business  as  it  can,  but  it  revels  in 
the  invigoration  of  fairly  fighting 
for  it  and  welcomes  to  the  tour¬ 
nament  every  man  who  bears  a  true 
and  honest  lance. 

But  the  Kellogg  Co.  has  only  con¬ 
tempt  and  detestation  for  compet¬ 
itors  who,  by  malignant  inuendos 
and  misrepresentation,  deliberately 
incite  suspicion  against  their  rivals 
in  order  that  they  may  indirectly 
benefit. 

1  he  trade  generally  knows  that 
the  Kellogg  Co.  years  ago  adopted 
the  basic  business  principle  that  the 
manufacturer — in  common  fairness 
to  the  wholesale  trade  and  the 
retail  trade — should  either  sell 
through  the  jobber  exclusively 
or  to  the  retail  trade  direct — 
not  to  both  at  the  same  time. 
The  application  of  that  principle  has 
been  helpful  to  the  trade  in  two 
ways:  (1)  It  has  protected  the  job¬ 
ber  from  the  unfair  encroachment 
of  large  retail  buyers;  and  (2)  It 
has  protected  the  small  retail  buyer 
from  the  unequal  competition  of  his 
large  brother. 

Naturally,  this  principle  of  doing 
business  has  given  the  Kellogg  Co. 
a  legitimate  advantage  with  both  the 
wholesale  and  retail  trade  over 
competitors  who  do  not  believe  in 
the  same  protective  principle. 

The  Philadelphia  representative 
of  a  rival  concern,  which  sells  a 
product  somewhat  similar  to  Kel¬ 
logg’s  Toasted  Corn  Flakes,  and 
which  sells  large  retail  trade  direct, 
is  the  Frank  A.  Smith  Brokerage 
Co.,  105  South  Front  St.,  Philadel¬ 
phia,  a  concern  comoosed  of  Frank 
A.  Smith  and  W.  H.  Rohr.  For 
several  weeks  one  or  both  mem¬ 
bers  of  this  concern  have  been 
circulating  among  the  wholesale 
trade  of  this  section  statements 
that  the  Kellogg  Co.  had  de¬ 
parted  from  the  principles  above 
outlined.  For  the  most  of  the  cir¬ 
culation  of  these  stories  W.  H. 
Rohr  seems  to  have  been  respon¬ 
sible,  and  his  statements  and  insin¬ 
uations  apparently  divide  themselves 
under  two  heads :  to  Mr.  Alvin  M. 
Graves,  secretary  of  the  Pennsyl¬ 
vania,  New  Jersey  and  Delaware 
Wholesale  Grocers’  Association, 
Rohr  made  the  statement  on  the  au¬ 
thority  of  a  mysterious  local  chain 
store  grocer,  that  the  Kellogg  Co. 
had  offered  such  chain  store  gro¬ 
cer  a  secret  rebate  proposition,  the 
substance  of  which  was  this :  That 
the  chain  store  grocer  should  buy 
Kellogg’s  Toasted  Corn  Flakes 
through  an  unnamed  jobber,  which 
jobber  should  directly  rebate  him 
30  cents  a  case,  this  rebate  to  be 
followed  by  an  additional  rebate 
of  $1  per  case,  to  be  paid  direct 
by  B.  R.  Kenworthy,  the  Kellogg 
Co.’s  local  manager.  Rohr  followed 
this  by  an  unqualified  offer  to  Mr. 
Graves  to  produce  an  affidavit  from 
the  chain  store  grocer  to  this  effect, 
and  further,  to  produce  the  chain 
store  man  himself  before  a  commit¬ 
tee  of  members  of  the  Wholesale 
Grocers’  Association,  to  whom  he 
would  then  and  there  expose  the 
double  dealing  of  this  company. 


This  story,  or  various  versions 
and  variations  of  it,  has  been  re¬ 
peated  by  Rohr  to  various  local  job¬ 
bers.  Still  other  jobbers  say  they 
got  from  Rohr  the  distinct  impres¬ 
sion  that  the  Kellogg  Co.  was  offer¬ 
ing  to  sell  the  chain  stores  direct. 

Of  course,  the  purpose  of  this 
campaign  is  apparent;  it  was  to  con¬ 
vince  the  wholesale  trade  that'  the 
Kellogg  Co.  was  unworthy  of  the 
legitimate  preference  that  they  were 
then  and  still  are  giving  it,  with  the 
result  of  throwing  business  to  the 
rival  concern,  which  they  represent. 

Mr.  Graves  promptly  accepted 
Rohr’s  offer.  He  notified  Rohr  to 
produce  the  chain  store  affidavit 
and  to  also  produce  the  maker  of 
it  at  a  meeting  of  jobbers  which  he 
would  arrange.  He  has  waited  four 
weeks.  He  is  still  waiting.  Rohr 
has  produced  nothing  and  has  re¬ 
peatedly  evaded  all  efforts  to  make 
him  produce.  On  the  contrary,  he 
has  told  counsel  for  this  company, 
when  challenged  to  produce,  that  he 
could  not,  as  the  information  was 
given  him  in  strictest  confidence. 

So  much  for  the  lies,  now  for 
the  truth. 

There  was  nothing  in  any  of  these 
stories  from  beginning  to  end.  The 
Kellogg  Co.  has  not  changed  its  sell¬ 


ing  policy  in  any  particular.  Since 
the  adoption  of  the  present  selling  : 
policy  it  has  never  offered  to  sell  a 
chain  store  concern  direct,  at  any 
price  or  on  any  terms.  During  the 
past  six  months  it  has  authorized- 
retailers  to  give  ten  packages  out 
of  each  case  as  samples  to  cus-  j 
tomers  not  using  Kellogg’s.  Five 
cases  to  each  store  is  the  limit  of 
this  sampling  plan.  It  has  never 
offered  to  any  chain  store  concern  J 
any  better  or  any  different  terms  £ 
than  those  made  to  the  smallest  re¬ 
tailer.  Neither  has  it  done,  or  said, 

01  offered  to  any  chain  store  con-  j 
cern  anything  that  could  have  been  J 
construed  by  any  honest,  intelligent 
mind  into  any  departure  whatever  1 
from  settled  principles. 

Yours  truly, 

•  Kellogg  Toasted  Corn  Flake  Co.  1 
In  answer  to  the  Kellogg  Com¬ 
pany’s  statement,  the  Frank  A. 
Smith  Co.  issued  the  following: — 

I  he  letter  of  the  Kellogg  Toasted  • 
Corn  Flake  Co.,  October  5,  1911,  4 
distorts  a  local  situation. 

We  did  not  make  statements  in 
manner  and  form  therein  unfairly  J 
imputed  to  us. 


The  First  Daily  Newspaper  Statement 
Doing  Retailer  Justice 

Cleveland  Paper’s  Explanation  of  High  Cost  of  Food  First  on 
Record  that  Absolves  Grocer  from  Blame.  Says  Prices  are 
Higher  Largely  Because  Consumer  Demands  Costly  Conven¬ 
iences.  Chicago  Mail  Order  Houses  Subsidizing  Rural  Mail 
Carriers,  Showing  Keen  Interest  in  Parcels  Post. 


Special  Correspondence  of  “Grocery  World  and  I 

General  Merchant.” 

Cleveland,  Ohio, 

October  11,  1911. 

So  much  has  been  said  of  late 
about  the  “high  cost  of  living”1 
and  the  retailer  being  responsible, 
that  it  is  with  some  satisfaction 
we  note  that  one  of  the  leading 
dailies  of  the  United  States,  the 

I 

Cleveland  “Leader,”  in  an  edi¬ 
torial  in  the  issue  of  October  4th, 
reviewed  the  situation  in  a  con¬ 
cise,  practical  way  and  declared 
that  the  retail  grocer  was  not  re¬ 
sponsible  for  the  high  cost  of 
iving. 

It  is  with  pleasure  that  we  re¬ 
produce  this  editorial: — 

In  discussion  of  the  high  cost  of 
living  much  is  said  of  the  part 
which  retail  grocers  have  In  making 
food  prices.  It  is  argued  that  they 
get  an  excessive  share  of  the  final 
cost  to  the  consumer. 

On  the  other  hand  the  grocers  can 
point  to  the  evident  fact  that  few 
of  them  make  more  than  a  modest 
living,  or,  to  put  it  another  way, 
more  than  6  per  cent,  on  the  cap¬ 
ital  which  they  have  invested  in 
their  business  and  a  fair  salary  for 
their  own  services.  And  not  a  few 
of  them  fail. 

On  the  face  of  the  facts  apparent 
to  everyone  the  retail  grocers,  as 
a  class,  seem  to  be  acquitted  by  their 
extremely  moderate  success  in  mak¬ 
ing  money.  They  are  not  prosper¬ 


ous  enough  to  be  monopolists,  and 
the  strength  and  scope  of  their  com¬ 
petition  can  hardly  be  questioned. 

Yet  there  is  no  doubt  that  the 
margin  added  to  the  cost  of  food 
by  passing  through  retail  stores  is 
large  enough  to  be  important.  It 
is  sufficient  to  suggest  possibilities  ( 
of  material  reductions. 

For  one  thing  the  consumer  pays 
for  a  larger  proportion  of  labor  to 
actual  goods  than  he  did  not  many 
years  ago.  He  buys  convenience 
with  his  flour,  and  attractive  appear¬ 
ance  with  his  fruit  and  butter.  The 
cost  of  telephone  service  is  in  the 
price  of  eggs  and  special  deliveries 
figure  in  the  potatoes  and  spices. 

He  pays  for  the  accounts  ac¬ 
curately  kept  and  the  regular  bills 
furnished. 

In  part,  the  added  cost  means  the 
price  of  cleanliness.  It  stands  for 
neat,  air-tight,  dust-proof  packages, 
for  ice  chests  of  the  most  sanitary  • 
description,  for  neatness  and  care¬ 
fulness  in  the  store  management, 

And  there  is  always  a  tendency 
toward  higher  quality  demanded  and 
given.  The  public  is  more  exacting 
in  that  respect  every  year.  And 
quality  means  much  in’  the  entire 
question  of  food  cost. 

There  is  no  such  thing  as  fixed 
value  in  a  bushel  of  apples,  for  in¬ 
stance,  or  a  basket  of  melons.  One 
lot  may  be  worth  ten  times  as  much 
as  another.  A  pound  of  butter  may 
mean  one  thing  or  something  en¬ 
tirely  different.  It  is  the  same  with 
the  canned  fruits  and  vegetables. 

Only  labels  and  samples  tell  wheth¬ 
er  they  are  in  the  same  class  or 
the  same  kind. 

Granulated  sugar,  flour  of  stand¬ 
ard  grades  and  a  few  more  staples 
may  mean  about  the  same  thing  in 
one  store  and  in  all  the  rest  or 
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iow  and  five  years  ago  or  at 
mother  period  in  the  past.  But  for 
he  most  part  quality  is  vital.  It 
uust  never  be  lost  sight  of  for  an 
nstant  in  considering  prices  and 
xmditions  in  the  retail  grocery 
:rade.' 

Convenience  and  quality,  appearance 
ind  the  real  merits  of  merchandise, 
nay  easily  account  for  a  consider¬ 
able  part  of  the  price  complained 
)f  in  the  sale  and  delivery  of  food. 

;t  is  only  fair  to  the  grocers  to 
ceep  that  general  truth  in  mind 
vhen  their  bills  seem  large  and 
mrdensome. 

*  *  * 

From  every  indication  the 
untry  is  being  thoroughly 
aused  in  regard  to  parcels  post 
jislation.  Those  who  are  in 
/or  of  it  and  are  pushing  Con- 
ess  the  hardest  to  pass  such 
jislation  are  going  at  it  with  re¬ 
wed  vigor. 

The  retail  merchants’  associ- 
ions  throughout  the  United 
ates  are  beginning  to  take  on 
w  life  and  show  signs  of  more 
tivity  in  opposition  to  the  sys- 
m. 

The  tradesmen  of  almost  every 
ie,  even  where  there  is  no  ex- 
ing  organization  among  them, 
e  coming  together  to  combat 
e  efforts  of  those  who  are  in 
/or  of  this  legislation. 

This  is  a  good  sign,  because  if 
e  retailers  of  this  country  put  up 
mited  front  and  show  a  decided 
:ort  to  oppose  this  legislation  it 
11  have  its  effect  and  be  the 
eans  of  defeating  the  project. 

At  the  annual  convention  of  the 
ral  mail  carriers  held  in  Mil- 
lukee  the  week  of  August  16th, 
large  banner  was  displayed  in 
e  convention  hall  saying  that 
:ars,  Roebuck  &  Co.,  of  Chi- 
go,  were  the  greatest  contribu- 
rs  to  the  fund  for  the  entertain- 
ent  of  the  rural  carriers  at  their 
inual  gathering. 

Aside  from  this,  information 
mies  to  this  office  that  the  entire 
degation  and  their  friends  were 
tertained  by  Montgomery  Ward 
D.  in  Chicago  on  Friday,  Sep- 
mber  22d. 

*  *  * 

At  the  twelfth  annual  conven- 
3n  of  the  California  Retail  Gro¬ 
ss’  and  Merchants’  Association, 
dd  recently  in  Stockton,  Cal., 
solutions  were  passed  as  fol- 
ws : — 

Favoring  a  trade  commission 
along  the  lines  of  Senator  New- 
land’s  bill,  introduced  at  the  last 
Congress. 

Favoring  the  manufacturer’s  name 
upon  the  label  and  the  location 
where  packed. 

Praising  Dr.  Wiley. 

Against  the  rebating  system  of 
manufacturers. 

Against  unjust  newspaper  attacks. 

Favoring  net  weights. 


Favoring  buying  exchanges. 

Opposing  house  to  house  canvass¬ 
ing. 

Opposing  the  free  deal. 

Favoring  inter-insurance  among 
retailers. 

Favoring  the  maintenance  of  the 
retail  selling  price  by  the  manufac¬ 
turer. 

Renewing  allegiance  to  the  Na¬ 
tional  Association  and  to  the  Pacific 
Coast  Association. 

John  A.  Green, 
Secretary  National  Retail  Gro¬ 
cers’  Association. 


Late  Fall  Helps  Food  Crops. 

Variety  of  Conditions  Improve  Pros¬ 
pects  During  October  and  Crops 
Gained  Two  Per  Cent.  Since  Sep¬ 
tember  1st.  General  Outlook  Now 
Fair.  High  Prices  Paid  to  Farmers. 

Favorable  growing  weather, 
general  rains,  warmth  and  ab¬ 
sence  of  widespread  frost  during 
the  past  month  in  most  parts  of 
the  United  States  improved  the 
prospects  of  nearly  all  crops 
which  had  not  previously  reached 
maturity.  As  a  consequence  the 
condition  of  all  crops  combined  on 
October  ist  was  approximately 
13.3  per  cent,  below  average  con¬ 
ditions  on  that  date,  as  against 

15.2  per  cent,  below  average 
conditions  on  September  ist,  14.1 
per  cent,  below  on  July  ist,  and 
10.7  per  cent,  below  on  June  ist. 

The  condition  of  crops  speci¬ 
fied  on  October  ist  (or  time  of 
harvest)  on  the  basis  of  100  rep¬ 
resenting  average  conditions  (not 
normal),  was  as  follows: — 
Apples,  1 14. 1 ;  Cotton,  106.9; 
sugar  cane,  106.5;  lemons,  104.6; 
pears,  103.6;  grapes,  103.4;  sugar 
beets,  102.4;  oranges,  101.6;  cran¬ 
berries,  100.0;  rice,  99.0;  peanuts, 
96.8;  sorghum,  96.7;  buckwheat, 
96.7 ;  sweet  potatoes,  94.2 ;  corn, 
89.6;  potatoes,  82.7. 

Pricey  paid  to  farmers  in  the 
United  States  on  October  ist, 
compared  with  October  ist  last 
year,  for  barley  averaged  45.6  per 
cent,  higher;  potatoes,  30.2  per 
cent,  higher;  hay,  22.7  per  cent, 
•higher;  oats,  17.4  per  cent, 
higher;  corn,  7.5  per  cent,  higher; 
buckwheat,  2.4  per  cent,  lower; 
wheat,  5.7  per  cent,  lower;  chick¬ 
ens,  6.0  per  cent,  lower;  butter, 

9.2  per  cent,  lower;  eggs,  10.7  per 
cent,  lower;  flaxseed,  12.4  per 
cent,  lower,  and  cotton,  23.3  per 
cent,  lower. 


Sweet  potatoes  are  about  hold¬ 
ing  their  own,  and  still  range 
from  40  to  45  cents  per  basket. 
This  is  a  little  above  last  year. 


Help  Yourself 

by  buying  your  groceries  for 
cash  and  without  the  expense 
of  traveling  salesmen  ::  :: 

Write  for  “THE  CASH  GROCER” 
containing  our  full  price-list  on  a 
large  and  complete  line  of  Groceries 

Note  the  following  for  this  week  only: 


SALMON,  Little  Commodore  Brand,  Extra  Fancy 


Red  Alaeka,  1-lb.  tall  cans,  4  doz . per  doz.,  $l.87'A 

6  or  lO-case  lots . per  doz.,  1.86 

A  Big  Bargain  in  very  fine  quality  Red  Alaska  Salmon. 

LARD  SUBSTITUTE,  Flake  White  Brand,  QO-lb. 

tubs,  single  tubs . per  lb.,  .07  A 

6  or  10-tub  lots  .  .  . . per  lb.,  .07  A 

RAISINS,  Ensign  Brand,  Fancy  Fresh  Coast 

Packed,  Seeded,  just  in,  36  Is . per  lb.,  .08^ 

6  or  10-box  lots . •  per  lb.,  .08>^ 

ROLLED  OATS,  90-lb.  bags . per  bag,  2.62  A 

6  or  10-bag  lots . per  bag,  2.60 


PEAS,  Oohocton  Brand,  Fancy  New  York  State, 


Sweet  Wrinkle,  No.  2  cans,  2  doz . per  doz.,  1.32  A 

6  or  10-oase  lots . per  doz.,  1.30 

WRIGLEY’S  MINERAL  SOAP,  100  60  cakes  ...  per  box,  2.86 
6  or  lO-box  lots . per  box,  2.80 


With  each  box  we  will  give  1  27-cake  box  free,  which 
brings  the  price  down  to  about  2^c  per  cake.  F.  O.  B. 
cars,  Philadelphia.  No  free  delivery  in  any  quantity. 

SOUSED  MACKEREL,  Bon  Accord  Brand,  No.  1 

flat  oval  cans,  4  doz . per  doz.,  1.26 

6  or  lO-case  lets . f . perdoz.,  1.22A 

PARIS  CORN,  New  goods,  pack  and  crop  1911, 

just  in,  No.  2  cans,  2  doz.  .  .  . . perdoz.,  1.02A 

As  many  or  as  few  cases  as  you  want,  but  not  over  25 
cases  to  any  one  buyer. 

TOMATOES,  Greenwich  Brand,  Extra  Fancy  Jer¬ 


seys,  new  goods,  orop  and  pack  19il,  No.  3 

large  cans,  2  doz . per  doz.,  1.07  A 

6  or  lO-case  lots . per  doz.,  1.06 

Very  fine  quality  goods  and  a  big  bargain. 

PICKLES,  lO-gallon  kegs,  600s . per  keg,  2.87  A 

10-gallon  kegs,  400s . per  keg,  2.80 

LION  COFFEE,  lOO  packs . per  case,  21.00 

Just  about  one  dollar  per  case  below  present  market 
value. 

STARCH,  Rex  Brand,  large  lump,  laundry,  60-lb. 

boxes . per  lb.,  .02}{ 

6  or  10-box  lots . per  lb.,  .0 2% 


Send  us  a  Trial  Order  for  your  Groceries 

All  goods  guaranteed  to  be  precisely  as 
represented  and  to  give  entire  satisfaction 
or  they  may  be  returned  at  our  expense 
of  freight  both  ways  ::  ::  ::  :: 


BARBER  &  PERKINS 

Wholesale  Cash  Grocers 
29, 31, 33  N.  Water  Street  28  N.  Delaware  Avenue 

PHILADELPHIA,  PENNA. 
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WITH  THE  EDITOR 


This  journal  has  received  from 
the  Martin  Wagner  Co.,  canners 
of  Baltimore,  Md., 

An  Opinion  on  an  advertisement 

Advertising.  which  inspires 

some  reflections 
on  the  sort  of  advertising  that 
lasts.  It  is  a  reproduction,  typo¬ 
graphically  sumptuous,  of  Sena¬ 
tor  Vest’s  famous  tribute  to  the 
dog,  which  incidentally  has  been 
a  literary  favorite  with  the  writer 
for  many  years.  The  story  is  that 
Senator  Vest  was  employed  to  de¬ 
fend  a  man  who  in  protecting  his 
dog  from  assault  or  in  resenting 
an  assault  upon  the  dog,  had 
seriously  attacked  another  man. 
He  sat  through  the  trial  taking  no 
part  whatever,  but  when  the  time 
came  for  the  summing  up,  he  rose, 
and  without  making  the  slightest 
direct  reference  to  the  case  de¬ 
livered  a  tribute  to  the  fidelity  of 
the  dog  which  will  always  rank  as 
one  of  the  most  beautiful  things 
in  the  language.  Here  it  is : — 

A  man’s  dog  stands  by  him  in 
prosperity  and  in  poverty,  in  health 
and  in  sickness.  He  will  sleep  on 
the  cold  ground,  where  the  wintry 
winds  blow  and  the  snow  drives 
fiercely  if  only  he  can  be  near  his 
master’s  side.  He  will  kiss  the  hand 
that  has  no  food  to  offer ;  he  will 
lick  the  wounds  and  sores  that  come' 
in  encounter  with  the  roughness  of 
the  world.  He  guards  the  sleep  of 
his  pauper  master  as  if  he  were  a 
prince.  When  all  other  friends  de¬ 
sert,  he  remains.  When  riches  take 
wings  and  reputation  falls  to  pieces, 
he  is  as  constant  in  his  love  as  the 
sun  in  its  journey  through  the 
heavens.  If  fortune  drives  the  mas¬ 
ter  forth  an  outcast  in  the  world, 
friendless  and  homeless,  the  faithful 
dog  asks  no  higher  privilege  than 
that  of  accompanying  him  to  guard 
against  danger,  to  fight  his  enemies, 
and  when  the  last  scene  of  all  comes 
and  death  takes  the  master  in  its 
embrace  and  his  body  is  laid  away 
in  the  cold  ground,  no  matter  if  all 
other  friends  pursue  their  way, 
there  by  his  graveside  will  the  noble 
dog  be  found,  his  head  between  his 
paws,  his  eyes  sad,  but  open  in  alert 
watchfulness,  faithful  and  true,  even 
to  death. 

Now  here  is  something  which 
although  it  is  sought  to  connect 
it  as  an  advertisement  with  a  cer¬ 
tain  one  of  the  Wagner  brands, 
really  has  no  direct  connection 
with  the  business  of  the  concern 
issuing  it.  By  all  the  fundamen¬ 
tal  laws  it  is  not  the  kind  of  ad¬ 
vertising  that  has  the  slightest  in¬ 
fluence  on  business,  and  would  be 
dismissed  possibly  by  the  major¬ 
ity  of  experts  as  of  no  value 
whatever. 


The  writer’s  personal  opinion, 
however,  is  that  this  tribute  of 
Senator  Vest’s,  issued  in  this 
form,  has  more  advertising  value 
than  a  bushel  of  the  average 
calendars  and  souvenir  cards  that 
each  day  sees  ground  out  by  the 
million.  Especially  those  which 
enterprisingly  bear  their  sponsor’s 
name  and  business  printed  boldly 
across  the  face. 

Who  can  say  there  is  no  adver¬ 
tising  value  in  something  that  all 
people  with  a  heart  will  cherish 
and  preserve — may  even  frame, 
for  the  Wagner  Company  have 
not  thought  it  necessary  to  dis¬ 
figure  it  with  their  own  name  so 
that  it  may  not  be  framed.  If 
there  is  any  advertising  value 
whatever  in  matter  which  is  not 
a  direct  appeal  for  business,  it 
would  surely  appear  to  be  present 
in  something  which  people  want 
to  keep  by  them,  and  which  con¬ 
tinually  suggests  the  giver’s  name 
and  business. 


In  Denver,  Col.,  the  whole¬ 
sale  and  retail  grocers  have 
lain  down  to- 

A  Bad  Plan  from  gether  on  a  new 
Denver,  Coi.  platform.  For 

some  time  there 
has  been  friction  between  them, 
chiefly  over  the  persistence  of  cer¬ 
tain  jobbers  in  selling  hotels  and 
restaurants  to  the  exclusion  of  the 
retailer.  Now  the  two  have  di¬ 
vided  the  city  between  them.  A 
wholesale  zone  has  been  created 
to  embrace  the  central  part  of  the 
city,  within  which  the  jobber  can 
sell  hotels  and  restaurants.  Out¬ 
side  of  it  the  hotels  and  restau¬ 
rants  must  go  to  the  retailer  and 
pay  retail  prices. 

Another  custom  is  abolished  in 
the  interest  of  the  retailer — that 
of  jobbers  selling  their  employees 
goods  for  their  own  consumption 
at  wholesale  prices.  From  this  on 
the  employees  of  the  jobbers  must 
buy  of  the  retailer. 

The  second  of  these  two  inno¬ 
vations  is  well  enough,  but  the 
first  is  bad.  It  is  bad  for  several 
reasons.  First  it  amounts  to  a 
complete  sacrifice  of  principle  on 
both  sides,  and  is  no  more  than 
an  arbitrary  division  of  the  trade 
between  the  two  classes  on  non¬ 


competitive  terms.  It  is  a  mutual 
sacrifice  of  principle  because  it  is 
either  fair  or  unfair  for  a  jobber 
to  sell  hotels  and  restaurants.  If 
it  is  fair,  no  restriction  can  prop¬ 
erly  be  put  upon  his  doing  it  ad 
libitum.  If  it  is  unfair,  he  ought 
not  to  be  allowed  to  do  it  at  all. 

And  because  it  is  no  more  than 
a  mere  arbitrary  division  of  the 
trade,  it  is  in  the  writer’s  judg¬ 
ment  dangerously  close  to  a  com¬ 
bination  in  restraint  of  trade. 
That  of  two  restaurants  within  a 
stone’s  throw  of  each  other,  one 
may  buy  of  the  wholesaler  and 
the  other  may  not,  is  on  its  face 
the  rankest  discrimination.  It  is 
both  morally  unfair  and  legally 
unsound,  in  the  writer’s  judg¬ 
ment. 

All  such  schemes  to  settle  who 
has  the  right  to  sell  hotels  and 
restaurants  merely  temporize  and 
beg  the  question.  The  only  way 
to  settle  the  problem  is  to  settle  it. 


During  the  last  few  days  an 
interior  Pennsylvania  retail  store 
has  sent  the  fol¬ 
lowing  letter  to  a 
A  iarge  New  York 

manufacturer : — 

Dear  Sir: — We  wish  to  announce 

that  our  Mr.  - ,  son  of  Mr. 

- ,  is  now  manager  and  buyer. 

Mr.  -  was  recently  married. 

An  announcement  was  sent  you. 
He  has  just  gone  to  housekeeping 
and  is  being  remembered  by  all 

firms.  Since  Mr.  -  will  look 

after  the  buying  he  will  keep  you  in 
mind.  We  would  very  much  appre¬ 
ciate  it  if  you  will  send  him  a 
remembrance  from  your  firm. 
Thanking  you  in  advance,  etc. 

The  manufacturer  to  whom  this 
was  addressed  is  authority  for  the 
statement  that  he  received  a  simi¬ 
lar  request  several  months  ago, 
th  occasion  then  being  the  engage¬ 
ment  of  the  same  employee.  The 
manufacturer  further  says  that 
this  store  has. never  bought  but 
one  bill  of  him,  and  that  a  small 
one ! 

Of  all  the  forms  of  cheap  and 
cheeky  grafting  this  is  about  the 
limit.  No  pride,  no  dignity,  no 
self-respect — the  hand  out  day 
and  night  for  what  it  can  gather 
in ! 

The  writer  supposes  this  enter¬ 
prising  buyer  would  hotly  resent 
an  insinuation  that  he  is  in  the 


class  with  street  beggars,  yet  the 
writer  sees  no  material  difference. 
If  there  is  any  difference,  it  is  in 
the  street  beggar’s  favor,  for  ve 
often  he  begs  from  necessi 
while  this  grafting  buyer  b< 
from  choice. 


Apropos  of  Pennsylvania  Fc 
Commissioner  Foust’s  recer 


A  Misapprehension 
as  to  the  Pennsyl¬ 
vania  State 
CerealCampaifn. 


announced  inti 
tion  to  go 
stale  and  wort 
cereals,  thi 


‘American  Miller”  makes  the  fc 


lowing  error: — 


If  the  Pennsylvania  Pure  Fi 
Commissioner  is  not  misquoted 
the  Philadelphia  papers,  he 
taken  a  preposterous  position 
reference  to  cereal  foods.  He 
reported  as  saying  that  this  is  the 
season  of  the  year  when  the  guile¬ 
ful  manufacturer  of  cereal  foods 
induces  the  guileless  retailer  to 
stock  up  with  breakfast  foods. 
Later  the  cereals  become  infested 
“with  innumerable  bugs  and  worms." 
And  the  Food  Commissioner  says 
his  department  proposes  to  make  it 
serious  for  such  offenders;  evident¬ 
ly  meaning  the  manufacturers  of  the 
goods. 

It  is  to  be  hoped  that  Mr.  Foust 
will  take  counsel  with  himself  be¬ 
fore  he  proceeds  against  manufac¬ 
turers  of  cereal  foods  on  such 
grounds.  He  would  never  dream 
of  proceeding  against  fruit  raisers 
or  commission  men,  simply  because 
their  produce  spoiled  on  the  gro¬ 
cer’s  hands.  He  would  take  the 
ground  that  the  grocer  should  not 
buy  more  than  he  was  reasonably 
sure  of  selling,  or  take  the  con¬ 
sequences  of  its  spoiling.  Grain  and 
grain  products  are  also  liable  to 
spoil.  The  mere  act  of  milling  does 
not  give  grain  products  an  imper¬ 
ishable  quality.  They  are  liable  to 
attacks  from  “innumerable  bugs  and 
worms,”  among  other  things;  and 
for  this  the  miller  is  no  more  re¬ 
sponsible  than  is  the  grower  of 
fruit,  vegetables  or  potatoes,  for  the 
fact  that  these  products  will  spoil 
after  they  leave  his  hands;  some¬ 
times  very  quickly  under  adverse 
conditions. 

And  after  taking  counsel  with 
himself,  we  trust  that  Mr.  Foust 
will  also  take  counsel  with  some 
economic  entomologist.  He  will 
learn  that  grocery  stores  are  often 
the  abode  of  “innumerable  bugs  and 
worms,”  and  that  perfectly  sound 
cereal  goods  are  often  infested 
from  the  grocers’  shelves.  The  en¬ 
tomologist  will  probably  advise  him 
to  get  after  the  grocers  rather  than 
the  manufacturers. 


Commissioner  Foust  never  sai 
he  intended  to  go  after  the  mam 
facturers  of  breakfast  foods,  an 
no  Philadelphia  paper  said  he  di' 
so  far  as  the  writer  knows.  Ce 
tainlv  this  journal,  which  e: 
changes  with  the  “America 
Miller,”  did  not  say  any  sue 
thing.  The  Commissioner's  on 
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|  Here’s  the  Answer  to  Mail 

|  Order  Competition 


ea  has  been  to  go  after  retailers 
ho  had  in  their  possession,  with 
tent  to  sell,  cereals  found  to  be 

id. 

And  justice  compels  this  jour- 
il  to  agree  that  in  many  cases 
ie  attack  is  properly  made  on  re¬ 
fers.  The  spoiling  of  breakfast 
iods  before  they  can  be  sold  is 
i  many  cases  due  to  the  fact  that 
ie  retailer  bought  too  many  at  a 
me.  The  fact  that  he  bought  too 
lany  at  a  time  is  due  to  his  de- 
re  to  benefit  by  a  free  deal  or  by 
jme  circumstance  arising  from 
Lrge  purchasing.  Either  of 
diich  is  a  mistaken  idea  in  the 
Titer’s  judgment,  for  cereals  are 
erishable  and  should  be  bought 
s  needed. 

Of  course,  in  cases  where  goods 
rere  bad  when  they  left  the  fac- 
3ry,  the  blame  is  the  manufac- 
urer’s  and  in  that  case  the  prose- 
ution  must  be  against  him. 


Grapes  in  baskets  are  about  the 
ame,  but  wine  grapes  are  glutted 
,nd  declined  in  price.  The  range 
vas  38  to  40  cents  per  20-pound 
>asket,  but  the  price  is  now  35 
:ents  and  may  go  lower,  as  the 
eceipts  are  very  large. 


To  the  last  issue  John  A.  Green, 
secretary  of  the  National  Retail 
Grocers’  Association,  contributed 
an  article  in  which  he  said  that  a 
pressing  question  of  the  trade  was 
how  the  retailer  could  meet  the 
competition  of  the  mail-order 
house. 

He  said  the  crux  of  the  question 
was — how  can  he  meet  the  mail¬ 
order  price ?  It  will  be  discussed, 
according  to  the  secretary,  at  the 
trade  conference  to  be  held  in 
Chicago  next  Wednesday,  the 
1 8th. 

I  can  tell  how  the  retailer  can 
meet  the  competition  of  mail¬ 
order  houses,  or  anybody  else,  and 
no  matter  how  many  conferences 
consider  the  question,  they  will 
all,  if  they  are  honest,  reach  the 
same  conclusion  that  I  reach. 

An  ordinary  retailer  can  meet 
mail-order  competition  only  when 
he  can  meet  the  mail-order  price, 
and  he  can  meet  the  mail-order 


price — and  live — only  when  he 
can  buy  as  cheaply  as  the  mail¬ 
order  house  buys. 

He  can  buy  as  cheaply  as  the 
mail-order  house  buys — and  here 
is  the  beating  heart  of  the  ques¬ 
tion — only  when  he  is  allowed  to 
buy  of  the  manufacturer,  through 
buying  combinations  among  him¬ 
self  and  his  fellows,  whose  united 
purchases  will  equal  the  mail¬ 
order  concern’s  purchases. 

If  the  small  retailer  is  buying 
as  cheaply  as  the  mail-order 
house,  of  course  he  can  meet  its 
competition.  But  is  there  any 
likelihood  of  his  being  able  to  buy 
of  the  manufacturer?  None 
whatever,  as  I  see  it.  First,  the 
jobbers  are  against  it,  and  so 
would  I  be  if  I  were  a  jobber.  It 
means  their  very  right  to  exist, 
and  from  their  standpoint  they 
are  right  in  closing  the  door  to  co¬ 
operative  buying  among  retailers 
just  as  tightly  as  they  can. 


Second,  the  manufacturers  are 
against  it — most  of  them — be¬ 
cause  the  jobbers  are.  The  manu¬ 
facturer  looks  on  the  jobber  as 
his  immediate  medium  of  distri¬ 
bution,  and  if  the  organized  job¬ 
bers  turned  against  him,  he  might 
be  in  a  bad  way.  He  is  afraid  to 
risk  it,  therefore  he  refuses  to 
have  direct  relations  with  the  re¬ 
tailer,  and  will  keep  on  refusing. 
The  jobbers  are  pretty  strongly 
organized,  and  in  spite  of  monop¬ 
oly  laws  they  could  in  perfectly 
lawful  ways  give  any  manufac¬ 
turer  a  bad  quarter  of  an  hour 
who  attempted  to  oppose  them. 

This  is  the  plain  English  of  the 
question,  and  there’s  no  denying 
it.  If  the  various  interests  can 
ever  see  their  way  to  allow  the 
retailer  to  buy  direct,  co-oper¬ 
atively,  he  will  have  a  chance  to 
compete  with  anybody.  Until  he 
can  buy  at  the  price,  in  this  way 
or  some  other,  he’ll  have  no 
chance,  in  my  judgment. 

E.  J.  B. 


A  few  late  peas ‘from  Virginia 
have  come  North  during  the  week, 
and  the  range  is  $3  to  $3.5°-  The 
demand  is  limited. 


Makes  Money  Going  and  Coming 


Your  profits  come  two  ways  on  Dandelion  Brand  Butter  Color,  viz. : 

Way  No.  1  :  Sales  to  your  buttermaking  customers  ; 

Way  No.  2 :  Sales  of  tliese  customers’  butter. 

In  addition  to  this,  you  get  credit  for  handling  the  best  article  of  its  kind  in  the  world. 
Dandelion  Brand  Butter  Color  is  positively  without  equal.  It  gives  a  rich  golden 
June  shade.  It  never  turns  rancid  or  sour. 

It  doesn’t  affect  the  taste,  odor  or  keeping  qualities  of  butter.  It  is  endorsed  by 
every  authority.  And  its  action  is  always  safe,  its  color  always  uniform. 

You  owe  it  to  yourself  and  to  your  trade  to  send  an  order  for  Dandelion  Brand  Butter 
Color.  Send  it  now — while  you  think  of  it. 


DANDELION  BRAND 


THE  BRAND  WITH 


BUTTER  COLOR 


THE  GOLDEN  SHADE 


We  guarantee  that  Dandelion  Brand  Butter  Color  is  PURELY  VEGETABLE  and  that  the  use  of  same  for  coloring  butter  is  permitted 
under  all  food  laws— State  and  National. 


W 


&,  RICHARDSON  CO.,  Burlington,  Vt, 


Manufacturers  of  Dandelion  Brand  Butter  Color 
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The  New  York  Letter 


Sweeping  Campaign  Against  Food  Law  Violators.  More  Talk 
Over  Colored  Tea  Tests.  Illegal  Fruit  Rebates  Under 
Discussion.  Market  Summary. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

New  York,  October  12,  19x1. 

Edward  Farrell,  manager  for 
James  Butler’s  stores,  one  of  the 
most  extensive  grocers  in  this 
city,  pleaded  guilty  on  Monday 
afternoon  before  the  Court  of  Spe¬ 
cial  Sessions  of  having  in  his  pos¬ 
session  43,399  cans  of  condensed 
milk  which  had  fermented  so  that 
it  was  not  fit  for  food.  He  was 
fined  $500.  ,  His  was  one  of  50 
cases  scheduled  to  come  before 
the  court,  but  it  was  the  most  im¬ 
portant  and  the  fine  was  the 
heaviest  assessed.  Mr.  Farrell  said 
that  the  entire  lot  had  been  re¬ 
ceived  only  a  few  days  before  the 
inspector  called  and  made  the 
seizure.  Mr.  Farrell  said  that  he 
had  no  knowledge  of  there  being 
anything  wrong  about  the  milk. 

The  justices  in  the  Court  of 
Special  Sessions  decided  that  as 
the  milk  was  in  the  store  the  law 
had  been  violated. 

Louis  Strudler,  of  197  Duane 
street,  who  sells  eggs  to  East  Side 
peddlers,  was  convicted  of  having 
34  cases  of  bad  eggs  in  his  store. 
He  was  called  “the  king  of  rotten 
egg  dealers”  by  the  assistant  cor¬ 
poration  counsel. 

Two  retail  grocers,  William 
Herzog,  1509  Avenue  A,  and  Wil¬ 
liam  Bolte,  905  Sixth  avenue,  were 
before  the  court  for  having  the 
sign  “fresh”  over  eggs  that  were 
bad. 

Another  retail  grocer,  B. 
Schmuer,  21  Suffolk  street,  was 
fined  $500  for  having  whisky  said 
to  contain  40  per  cent,  of  wood 
alcohol. 

Several  retailers  were  up  for 
selling  liquid  milk  that  had  been 
“watered.” 

A  delicatessen  dealer,  Samuel 
Herman,  3373  Broadway,  had  a 
chicken  in  his  refrigerator  that 
was  black,  the  inspectors  said. 
He  denied  that  he  intended  to 
use  it  for  food,  but  it  was  sug¬ 
gested  that  he  should  not  allow 
any  suspicion  to  attach  to  his 
chicken  salads. 

In  all,  there  have  been  56  cases 
of  food  law  violations  before  this 
court  during  the  week.  In  10 


cases  fines  ranging  from  $20  to 
$500  were  imposed.  Many  of  the 
defendants  obtained  adjourn¬ 
ments. 

*  *  * 

Secretary  Wilson,  of  the  De¬ 
partment  of  Agriculture,  has  noti¬ 
fied  the  counsel  for  the  saccharine 
manufacturers  that  he  is  not  dis¬ 
posed  to  reopen  their  case.  The 
Secretaries  of  the  Treasury  anc 
of  the  Department  of  Commerce 
and  Labor  have  not  as  yet  re¬ 
plied  to  the  petition  for  a  rehear¬ 


ing. 


Unless  the  case  is  reopened  the 
decision  prohibiting  the  traffic  in 
saccharine  as  food  will  become 
effective  early  next  year. 


*  *  * 

There  is  a  growing  sentiment 
on  the  W est  Side,  in  the  whole¬ 
sale  district,  that  the  Federal 
food  law  will  be  enforced  more 
stringently  than  ever,  now  that 
Dr.  Wiley  is  to  have  more  com 
plete  control  of  the  work.  It  is 
believed  that  the  enforcement  of 
the  law  will  extend  into  several 
lines  and  various  details  that  have 
been  overlooked  in  the  past. 

One  of  the  subjects  to  which 
the  F'ederal  inspectors  are  now 
giving  attention  is  the  method  of 
treating  unripe  fruit,  such  as 
bananas  and  oranges,  so  that  a 
day  or  two  after  their  arrival  in 
this  city  they  are  converted  from  a 
vivid  green  to  a  bright  yellow 
color.  It  is  said  that  strong  acids 
are  sometimes  used  besides  a 
sweating  process. 

*  *  * 

The  benzoate  of  soda  discus¬ 
sion  will  not  down.  Now  the 
trade  has  been  notified  of  an 
opinion  of  the  German  Health 
Commissioners  who  agree  with 
the  contention  of  Dr.  Wiley  that 
the  product  is  harmful  when  used 
in  preserving  foods. 

While  the  Remsen  Board  over¬ 
ruled  Dr.  Wiley  on  this  subject, 
yet  it  has  continued  an  issue, 
especially  as  some  manufacturers 
have  been  making  it  a  point  to  ad¬ 
vertise  products  free  from  ben¬ 
zoate. 

*  *  * 

The  food  and  drug  laws  were 
among  the  subjects  that  received 


the  most  attention  at  the  37th  an¬ 
nual  convention  held  by  the  Na¬ 
tional  Wholesale  Druggists’  As¬ 
sociation  in  the  Hotel  Astor  Tues¬ 
day  of  this  week. 

The  president,  Dr.  W.  J.  Schief- 
felin,  spoke  on  the  division  of  con 
trol  among  the  several  Federa 
departments  and  the  State  Gov¬ 
ernments  in  matters  affecting  the 
food  and  drugs  of  the  nation.  He 
advocated  as  a  remedy  for  pres 
ent  evils  the  establishment  of  a 
National  Bureau  of  Health. 

New  orders  for  colored  tea 
tests  have  been  received  by  the 
local  surveyor  from  Washington 
and  follow  a  conference  held  here 
last  week  by  James  F.  Curtis,  As¬ 
sistant  Secretary  of  the  Treasury, 
with  the  members  of  the  Tea 
Board. 

The  new  orders  make  provision 
for  uniform  examinations  in  al 
ports,  as  far  as  practicable,  anc 
for  analysis  in  cases  in  which  the 
commercial  tests  reveal  evidences 
of  coloring.  The  presence  of  arti 
ficial  coloring  or  facing  in  any 
amount  is  to  be  sufficient  reason 
for  rejection. 

*  *  * 

At  the  next  meeting  of  the  New 
York  Retail  Grocers’  Union  John 
L.  W alsh,  the  city’s  Commis¬ 
sioner  of  Weights  and  Measures, 
is  expected  to  be  present  and  to 
speak  on  the  work  of  his  depart 
ment. 

The  work  of  the  department  has 
recently  been  examined  by  the 
State’s  inspectors  and  a  report 
most  complimentary  to  Mr.  Walsh 
was  issued  as  a  result  by  Dr. 
Reichmann,  the  State  Superin¬ 
tendent  of  Weights  and  Measures. 

According  to  this  report,  short 
weight  packages  have  decreased 
in  this  city  from  a  proportion  of 
three-fourths  of  all  sold  over 
counters,  to  less  than  one-sixth. 

Mr.  Walsh  says  that  to  cut 
down  the  proportion  of  short 
weight  packages  still  further  will 
require  larger  forces  of  inspectors. 
This  will  also  be  necessary  in  or¬ 
der  to  hold  the  ground  already 
gained.  He  favors  the  keeping 
of  a  latge  enough  force  of  perma¬ 
nent  inspectors  so  as  to  make  fre¬ 
quent  inspections  of  all  markets 
and  so  make  the  use  of  crooked 
scales  practically  out  of  the  ques¬ 
tion. 

*  *  * 

The  United  States  Circuit 
Court  of  Appeals  this  week  con¬ 
firmed  the  conviction  of  Charles 
R.  Heike,  former  secretarv  of  the 


American  Sugar  Refining  Co., 
who  was  convicted  over  a  year 
ago  of  frauds  against  the  Federal 
Government  in  the  underweighing 
of  sugar.  It  is  said  that  no  further 
appeal  can  be  made.  The  sen¬ 
tence  was  eight  months  imprison¬ 
ment  on  Blackwell  Island  and  a 
fine  of  $500. 

*  *  * 

The  New  York  Fruit  Exchange 
is  continuing  its  efforts  to  stamp 
out  the  rebating  evils  that  have 
long  been  a  source  of  disturbance 
in  the  trade.  It  is  said  that  sev¬ 
eral  brokers  are  known  to  buy 
only  from  certain  importers  who 
are  supposed  to  pay  rebates  and 
that  the  brokers  in  order  to  get  the 
rebates  betray  the  interests  of 
their  clients. 

The  facts  seem  to  be  generally 
suspected  and  even  the  identity* 
of  the  brokers  and  importers 
seems  to  be  pretty  well  known  in 
the  trade,  but  nobody  on  the  out¬ 
side  has  the  evidence  to  warrant 
any  proceedings. 

Circulars  have  been  issued, 
however,  calling  attention  to  the 
law  in  this  State  against  rebates, 
making  the  practice  a  crime,  and 
inviting  all  to  join  in  stamping  out 
the  evil. 

The  officers  of  the  exchange 
say  that  reports  as  to  the  wide¬ 
spread  character  of  the  practice 
have  been  exaggerated,  but  it  is 
admitted  that  the  evil  has  been 
extensive  enough  to  cause  a  lot  of 
agitation. 

There  are  reports,  too,  of  rebate 
evils  in  some  other  branches  of 
the  grocery  trade  such  as  in  the 
sales  of  various  kinds  of  limited 
price  products.  According  to  the 
rumors,  jobbers  find  ways  of  giv¬ 
ing  rebates  in  pushing  sales  with¬ 
out  having  such  rebates  appear  on 
the  records.  For  instance,  50 
cents  may  be  taken  off  the  price 
of  another  article  sold  to  the  same 
retailer.  Or  the  salesman  may 
actually  hand  over  the  rebate  in 
cash. 

Such  instances  are  easy  to  tell 
about  in  the  trade  where  gossip 
travels  fast,  but  necessarily  it  is 
almost  impossible  to  get  evidence. 


Summarized  Market  Con¬ 
ditions. 

Spot  coffees  are  dull,  as  the 
drop  in  options  early  in  the  week 
las  a  depressing  effect.  Prices  of 
spot  supplies  are  maintained, how¬ 
ever,  and  this  is  ascribed  to  the 
concentration  of  the  holdings. 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


IS 


T  AST  deal  on  VAN  CAMP’S  MILK  for  the  year.  The 
cost  of  raw  milk  advances  steadily  from  now  until  next 
spring.  This  advance  is  as  sure  as  taxes.  It  can’t  be  avoided, 
so  you  will  appreciate  the  importance  of  the  proposition  which 
follows:  We  are  going  to  give  grocers  one  more  chance  to 
lay  in  a  winter  supply  of  VAN  CAMP'S  MILK.  This  will 
positively  be  our  last  big  deal  of  the  season.  Order  now.  Get 
your  VAN  CAMP’S  MILK  delivered  and  billed  in  October,  and 
on  every  jobber’s  bill  dated  in  October  and  sent  to  us  we  will 
return  the  bill  with  the  following  cash  rebate  remittances : 

$1.00  cash  rebate  on  each  5  cases 

2.25  cash  rebate  on  each  10  cases 

6.25  cash  rebate  on  each  25  cases 

13.75  cash  rebate  on  each  50  cases 

30.00  cash  rebate  on  each  100  cases 

i 

Good  for  October  purchases  only.  Order  from  your  jobber’s 
salesmen,  or  send  your  order  to  your  jobber  by  mail.  This  deal 
is  open  to  all  retailers  through  any  jobber.  Get  your  order  in  at 
once.  Don’t  lose  this  opportunity  to  make  money. 

The  Van  Camp  Packing  Company . 

INDIANAPOLIS,  IND. 
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The  country  buyers  take  only  suf¬ 
ficient  quantities  for  immediate 
requirements.  The  mild  grades 
are  quiet  and  firm  in  sympathy 
with  Brazils. 

New  business  in  refined  sugar 
is  quiet  and  no  special  improve¬ 
ment  in  this  respect  is  looked  for 
at  present,  although  in  some  quar¬ 
ters  it  is  said  that  the  country  will 
soon  need  more  sugar  and  will 
buy  it  even  at  the  high  prices.  All 
interests  quote  6.75  cents  less  2 
per  cent. 

There  is  a  steady  movement  of 
teas  into  consumption,  but  buy¬ 
ing  is  confined  to  small  lots.  It 
is  said  that  any  concessions  in 
prices  would  result  in  larger  busi¬ 
ness,  but  holders  are  firm  in  their 
views.  Some  of  them  are  predict¬ 
ing  still  higher  prices  to  come  a 
little  later.  The  trade  is  still 
awaiting  decisions  as  to  the  ad¬ 
mission  of  Japans  that  were  held 
up  on  the  Western  Coast. 

In  canned  tomatoes  the  market 
has  an  easy  tone.  There  is  some 
reselling  by  jobbers  who  bought 
No.  3  Marylands  at  70  cents  or  so 
early  in  the  season  and  now  take 
profits  by  selling  for  95  cents  or 
so,  delivered  in  New  York.  The 
resales  are  in  lots  of  one  or  two 
carloads  for  requirements  and 
there  is  no  large  business.  Re¬ 
ports  from  the  South  are  that  the 
packers  have  only  moderate  sup¬ 
plies  for  late  orders.  Corn  is 
somewhat  unsettled,  as  the  pack¬ 
ers  are  offering  more  freely.  The 
jobbers  are  generally  making  de¬ 
liveries  on  early  contracts  and  are 
not  disposed  to  make  new  con¬ 
tracts  for  additional  supplies  un¬ 
til  conditions  indicate  more 
clearly  whether  or  not  the  stocks 
already  bought  will  be  sufficient. 
Peas  and  State  string  beans  in 
spot  supplies  are  scarce  and  firm. 
There  is  only  routine  activity  in 
other  canned  vegetables. 

While  the  demand  for  canned 
fruit  is  light,  yet  the  offerings  are 
not  urgent  and  the  market  is  firm. 
Pineapples  continue  somewhat 
scarce. 

Domestic  sardines*  are  strong. 
Most  of  the  packers  have  with¬ 
drawn  their  offerings  and  higher 
prices  are  predicted.  Jobbers  are 
awaiting  deliveries  of  Alaska 
salmon  on  contract  and  it  is  ex¬ 
pected  that  quite  heavy  supplies 
will  begin  coming  in  the  next 
week  or  two. 

Flour  is  moving  slowly  in  a 
routine  way  and  at  prices  that  are 


fairly  steady.  The  spring  wheat 
patents  are  still  quoted  in  a  wide 
range  from  $5.40  to  $5.85. 

Butter  is  firm,  with  moderate 
trading.  There  has  been  some 
shifting  of  the  demand  to  stor¬ 
age  creamery  in  which  there  is 
considerable  trading  at  full  prices, 
about  29^2  to  30  cents  for  specials 
and  extras  at  28^  to  29  cents. 
The  arrivals  of  fresh  creamery 
are  moderate  and  the  specials  are 


John  Arbuckle,  of  Arbuckle 
Bros.,  independent  sugar  refiners, 
went  to  Europe  last  Thursday, 
and  before  he  left  he  gave  out  a 
statement  in  which  he  denounced 
the  tariff  on  sugar,  and  declared 
that  when  he  returned  home  he 
should  do  all  he  could  to  have  it 
repealed.  The  statement  dis¬ 
cusses  the  effect  of  the  tariff  on 
the  consuming  price  of  sugar  and 
its  partial  text  is  as  follows: — 

I  propose  to  devote  all  my  time 
and  all  my  ability  and  all  my 
strength  to  the  abolition  of  all  im¬ 
port  duties  on  raw  sugar,  a  most 
wicked  tax  on  a  food  necessity  of 
all  our  people.  It  taxes  the  man 
who  works  for  a  wage  of  a  dollar 
a  day  as  much  as  it  taxes  an  Astor 
or  Morgan  or  Rockefeller.  Each 
eats,  or  at  least  needs,  the  same 
amount  of  sugar,  and  they  pay,  not 
according  to  their  ability,  but  ac¬ 
cording  to  their  needs,  reversing 
an  elemental  rule  of  taxation. 

Just  look  at  these  figures  showing 
how  the  prices  of  refined  sugar  to 
the  consumer  are  made  up.  I  dis¬ 
regard  the  abnormal  price  lately 
prevailing  for  the  raw  product  and 
take  a  normal  price :  Price  paid  by 
New  York  refiners  for  raw  sugar, 
2.4  cents.  Duty  per  pound,  1.685 
cents. 

With  the  raw  sugar  costing  the 
refiner  4.085  cents  per  pound,  his 
price  to  wholesale  grocers  for  gran¬ 
ulated  sugar  is  about  4.9  cents  per 
pound  and  the  wholesale  grocers’ 
net  price  to  the  New  York  retail 
grocers  per  pound  is  about  4.95 
cents,  and  the  retail  grocers’  prices 
to  consumers  was  between  5.15  and 
5.25  cents  per  pound.  So  that  for 
every  pound  of  sugar  going  into  a 
household  in  New  York  City  at  5.25 
cents  per  pound,  the  Government  of 
the  United  tates  has  exacted  1.685 
cents,  or  almost  one-third  of  the 
total  price.  It  means  that  every 
household  that  now  buys  three  and 
a  half  pounds  of  sugar  could  for 
the  same  money  buy  five  and  one- 
quarter  pounds  if  this  tax  were  re¬ 
moved. 

If,  as  some  one  has  said,  sugar 
is  the  comfort  of  old  age  and  the 


bringing  as  much  as  32  cents; 
extras  31  cents;  firsts  27  to  29 
cents. 

The  egg  market  is  generally 
steady,  but  the  trade  is  quiet.  On 
prime  to  choice  qualities  of  fresh 
eggs,  values  are  well  sustained. 
Lower  grades  are  still  being 
pressed  for  sale.  There  is  said  to 
be  a  fair  movement  of  refrigerator 
eggs.  The  fresh  gathered  West¬ 
ern  extras  are  quoted  at  30  to  31 


delight  of  youth,  your  Uncle  Sam 
is  engaged  in  taking  candies  from 
children,  the  height  of  meanness. 
The  duty  on  raw  sugar  is  78  per 
cent,  of  its  value. 

You  will  be  surprised  to  compare 
this  import  duty  with  others : — 

Commodities  Duty. 

Sugar  .  78.87  per  cent. 

Champagne . 70.00  per  cent 

Automobiles . 45.00  per  cent. 

Furs . 50.00  per  cent. 

Diamonds . 10.00  per  cent 

Pearls . 20.00  per  cent. 

The  duty  which  the  United  States 
exacts  on  the  importation  of  raw 
sugar  holds  up  the  price  of  the  beet 
sugar,  as  well  as  the  cane  sugar,  for 
the  gentlemen  who  are  manufactur¬ 
ing  beet  sugar  exact  from  the  public 
every  penny  they  can  get.  The  beet 
companies  have  stated,  as  I  am  in¬ 
formed,  that  they  can  produce  beet 
sugar  at  from  2^2  to  3  cents  per 
pound.  They  sell  at  from  5  to  7 
cents. 

In  California  the  beet  sugar  is 
sold  just  under  the  price  of  the  cane 
sugar,  and  the  cane  sugar,  although 
it  is  manufactured  from  Hawaiian 
raw  sugar,  which  is  admitted  free 
of  duty,  costs  the  consumer  the 
New  York  price  of  refined  sugar, 
plus  the  freight.  In  short,  the  beet 
sugar  people  use  the  tariff  to  exact 
the  uttermost  penny  for  their  prod¬ 
uct. 

In  Utah  the  beet  refineries  exact 
the  full  price  of  the  San  Francisco 
market,  plus  the  freight  across  the 
Rocky  Mountains,  Everywhere  the 
beet  sugar  manufacturer  takes  full 
advantage  of  the  tariff  tax,  and  it 
results  that  the  people  of  the  United 
States  pay  the  tax  to  the  Govern¬ 
ment  on  the  cane  sugar  and  to  the 
beet  sugar  barons  on  the  beet  sugar. 
The  saving  to  the  American  people 
on  the  sugar  consumed  last  year, 
if  the  tax  were  removed,  would 
amount  to  almost  $150,000,000. 

The  beneficiaries  of  the  duty  are 
planters  of  cane  in  the  Hawaiian 
Islands,  Porto  Rico,  Louisiana  and 
the  Philippines  and  the  manufactur¬ 
ers  of  domestic  beet  sugar.  We  are 
taxed  for  the  benefit  of  Louisiana 
and  the  domestic  beet  sugar  pro¬ 
ducers.  The  domestic  beet  su¬ 
gar  interests  need  no  protection. 
The  American  Sugar  Refining  Co. 
has  $20,000,000  of  beet  sugar  cap¬ 
ital. 


John  Arbuckle  Says  Sugar  Duty  is  an 
Outrage  and  He  Will  Fight 
to  Abolish  It 


Says  the  Tariff  on  Sugar  is  Seventy-eight  Per  Cent,  of  Its  Value 
and  Taxes  Poor  Man  Unfairly.  Western  Beet  Sugar  Men 
Only  Beneficiaries. 


- — 

cents;  extra  firsts  at  26  to  28 
cents;  firsts  23  to  25  cents.  On 
fancy  grades  of  fresh  gathered 
eggs  from  nearby  henneries  high 
prices  are  obtained  for  exclusive 
trade,  as  much  as  35  to  40  cents 
being  paid. 

Fred.  A.  McGill. 


CORRESPONDENCE. 


To  Bay  Stools. 

Bethlehem,  Pa.,  Oct.  5,  1911.  ■* 
To  the  Editor. 

Dear  Sir: — Where  can  I  buy- 
store  tools  or  chairs  to  be  screwed 
on  the  side  of  counter. 

Yours, 

H.  H.  Seifert. 

H.  F.  Heacock,  51  North  Sec¬ 
ond  street,  Philadelphia,  can  sup¬ 
ply  these. 

*  *  * 

A  Suggestion. 

Morristown,  N.  J.,  Oct.  5,  1911. 
To  the  Editor. 

Dear  Sir: — I  like  the  depart¬ 
ments  of  your  weekly.  Please  do 
not  omit  the  Window  Dressing 
Department,  as  you  did  in  the 
issue  of  September  25,  1911. 

I  am  taking  the  privilege  to 
urge  yrou  to  open  another  depart¬ 
ment  dealing  with  horses  and 
wagons.  These  are  things  that 
all  grocers  use. 

Yours  truly, 

Jack  Bovitz. 

*  *  * 

Goods  Under  Private  Label. 

Shillington,  Pa.,  Oct.  4,  1911. 
To  the  Editor. 

Dear  Sir: — I  am  a  constani 
reader  of  y-our  valuable  paper  anc 
would  greatly  appreciate  informa 
tion  where  I  could  buy  in  quan 
tities  under  my  own  label  cocoa 
rice  and  cornstarch. 

Thinking  you  in  advance,  1 
remain, 

Yours, 

L.  B.  Klopp. 

For  cocoa,  correspond  witl 
Croft  &  Allen,  Thirty-third  anc 
Market  streets,  or  with  Jay-FJ 
Garber,  care  H.  O.  Wilbur  & 
Sons,  235  North  Third  street 
Philadelphia.  For  rice,  D.  F.  anc 
H.  Craig,  207  South  Front  street 
Philadelphia,  and  for  cornstarch 
the  American  Starch  Co.,  Lititz 
Pa. 


Error  in  Van  Camp  Milk  Adver¬ 
tisement. 

Through  a  telegraphic  error  the  rebat 
on  fifty  cases  of  Van  Camp’s  Milk  ap 
peared  in  the  advertisement  in  th 
“Grocery  World  and  General  Merchant 
of  October  2d,  as  $18.75.  The  correc 
amount  of  the  rebate  and  full  partic 
ulars  of  the  plan  will  be  found  by  re 
ferring  to  their  advertisement,  whic 
appears  elsewhere  in  this  issue.  • 
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idianapolis  Mayor  Wants  Twenty-five 
Cities  to  Unite  to  Keep  Down 
Fruit  and  Produce  Prices 

■quel  to  Last  Week’s  Incident,  When  He  Sold  Two  Cars  of 
Potatoes  to  People  at  Cost,  in  Order  to  Bring  Down 
Commission  Merchants.  Also  Asks  Councils  for  Municipal 
Buyer  to  Watch  Prices  and  Step  in  and  Sell  at  Cost  When 
Necessary.  _ 


ecial  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

Indianapolis,  Ind., 

October  12,  1911. 

The  success  of  the  plan  de- 
:ribed  in  my  last  letter  by  which 
layor  Samuel  L.  Shank,  of  this 
ty,  brought  two  carloads  of  po- 
itoes  from  Michigan  and  Wis- 
jnsin  and  sold  them  at  jo  cents 
er  bushel  to  the  people  has  in¬ 
ured  him  to  make  further  at- 
mipts  along  the  same  line.  In  a 
ommunication  to  City  Councils 
ent  within  the  past  week,  he  sug- 
ests  that  a  municipal  buyer  be 
ppointed  to  keep  in  touch  with 
rices  charged  both  by  the  pro- 
ucers  and  the  dealers,  and  when- 
rer  they  get  too  far  apart  to  step 


in  and  buy  a  few  cars  of  stuff  to 
be  sold  at  cost. 

Yesterday  the  Mayor  gave  out 
the  following  interview. 

I  am  convinced  that  if  twenty- 
five  of  our  leading  cities  would  do 
this  the  combines  that  maintain  high 
prices  could  be  broken.  There  are 
thousands  and  thousands  of  bushels 
of  pears  and  apples  going  to  waste 
in  the  orchards  of  Indiana  because 
the  commission  firms  who  control 
the  local  market  refuse  to  buy  any 
more  than  are  actually  needed  from 
day  to  day.  Their  plan  is  to  keep  the 
visible  supply  down  and  keep  up 
the  prices.  The  same  conditions  ex¬ 
ist  in  other  States  and  cities.  While 
the  people  are  oppressed  by  the  high 
|  prices  the  markets  are  closed 

against  an  enormous  supply  of 
!  fruits  and  vegetables  that  simply  go 

to  waste. 

The  Mayor  says  the  consumers 
have  to  get  by  at  least  two  com¬ 
binations  before  farm  products 
reach  them.  In  the  potato  and  fruit 


districts  of  Wisconsin  and  Michi¬ 

gan  his  buyers  found  growers’  com¬ 
bines  selling  to  commission  com¬ 
bines  in  various  cities,  who  manip¬ 
ulate  the  supply  to  make  it  easier 
to  hold  up  prices,  persuading  the 
consumer  that  prices  are  high  be¬ 
cause  the  crops  are  poor. 

The  Mayor’s  buyers  found  the 
growers  selling  potatoes  to  commis¬ 
sion  firms  at  49  to  51  cents  a  bushel. 
Since  he  started  the  movement  for 
a  municipal  market  the  Mayor  has 
received  offers  from  independent 
producers  in  Minnesota  to  deliver 
potatoes  in  Indianapolis  at  60  cents 
a  bushel.  The  freight  is  18  cents. 

R.  E.  V.  Hartley. 


Greece  to  Make  Currant  Jelly  and 
Ship  It  Here. 

The  National  Assembly  of 
Greece  during  its  closing  session 
enacted  an  amendment  to  the 
tariff  law  in  virtue  of  which  glu¬ 
cose  may  be  admitted  into  Greece 
free  of  duty  when  intended  for 
manufacture  into  sweets  for  ex¬ 
port.  This  action  greatly  facili¬ 
tates  the  operation  of  a  recently 
drawn  contract  by  which  a  well- 
known  Greek  firm  is  to  manufac¬ 
ture  currant  jelly  in  Greece  on  an 
extensive  scale  for  export  to  the 
United  States,  utilizing  as  an  im¬ 
portant  ingredient  American  glu¬ 
cose  furnished  by  a  New  York 
firm.  The  arrangement,  which 
looks  to  the  establishment  of  a 


H 

number  of  currant  jelly  plants  in 
Greece,  extends  to  I925-  ^  per¬ 

mits  of  use  of  12,000  tons  of  glu¬ 
cose  the  first  year,  and  increasing 
amounts  in  the  future,  as  the  de¬ 
velopment  of  the  business  war¬ 
rants.  This  will  have  the  double 
effect  of  providing  a  market  in 
Greece  for  this  important  Ameri¬ 
can  corn  product,  and  of  enabling 
the  Greek  company  concerned  to 
dispose  of  a  portion  of  the  annual 
surplus  of  the  currant  crop,  which 
is  under  contract  to  take  from  the 
Privileged  Co.  It  will  also  pro¬ 
mote  the  sale  of  glasses,  jars  and 
other  containers,  labels,  etc.,  from 
the  United  States,  since  it  is  the 
idea  of  the  parties  to  the  under¬ 
taking  to  obtain  all  this  material 
from  America. 


A  New  Method  of  Doing  Bnsinees. 

Every  grocer  and  general  storekeeper 
should  be  interested  in  the  plan  of  the 
Mutual  Trading  Co.  of  New  York  to 
sell  clothing  without  carrying  any  stock. 

This  company  issues  a  style  book 
which  is  specially  designed  to  sell  goods. 
Show  this  book  to  your  customers,  take 
their  orders  and  send  them  in  to  the 
firm,  who  ships  the  goods  to  you.  You 
collect  from  the  customer  list  price  and 
send  one  half  of  it  to  the  Mutual  Trad¬ 
ing  Co. 

This  plan  is  certainly  worth  investi¬ 
gating.  See  their  advertisement  in  this 
issue. 


5,000  Merchants  Use  This  Book 


THIS  Style  Book  is  especially  designed  for  you  to  sell  goods 
from — if  used  freely  this  book  will  make  money  for  you. 
Because  you  are  not  an  established  clothing  dealer  do 
not  take  it  for  granted  that  you  cannot  sell  wearing  apparel. 
We  have  on  our  books  to-day  the  names  of  5,000  Grocers  who, 
up  to  four  years  ago,  had  never  even  tried  to  take  an  order  for 
wearing  apparel.  The  majority  are  to-day  doing  a  profitable 
business  in  wearing  apparel. 

It  is  not  necessary  to  invest  one  cent  in  stock — all  you  need  do 
is  take  orders  from  this  Book  and  send  them  to  us.  We  carry  a 
complete  stock  of  all  garments  listed  and  ship  promptly  orders 
of  any  size — one  garment  at  a  time  if  necessary. 

You  can  show  this  catalog  to  your  customers  and  take  orders  at 
the  regular  printed  prices.  From  these  prices  you  are  allowed 
a  trade  discount  of  50 °fo. 

This  is  a  great  opportunity  for  you  to  make  money  for  the  next 
three  or  four  months.  Send  for  this  catalog  to-day  and  receive 
complete  information. 


Mutual  Trading  Company,  97  Chambers  St.,  New  York 
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CXXIV.  Some  Useful  Information  Regarding  the 


Most  laymen  have  a  general 
idea  of  what  a  mortgage  is,  but 
there  are  certain  phases  of  the 
law  of  mortgages  which  very  few 
laymen  know,  although  they  come 
into  force  every  time  a  mortgage 
is  given  or  taken.  • 

A  mortgage  is  simply  a  lien  on 
real  estate  given  as  security  for 
the  payment  of  a  debt.  It  is  prac¬ 
tically  always  accompanied  by  a 
bond,  which  is  really  the  evidence 
of  the  debt — the  mortgage  is 
merely  the  security.  A  mortgage 
can  be  given  without  a  bond,  and 
a  bond  can  be  given  without  a 
mortgage,  but  almost  the  uni¬ 
versal  custom  is  to  give  them 
both.  The  reason  I  will  explain 
further  on. 

Under  the  old  common  law,  the 
man  who  loaned  money  on  mort¬ 
gage  got  immediate  possession  of 
the  property,  but  he  had  to  give 
it  back  again  when  the  debt  was 
paid.  The  modern  view  is  quite 
different.  In  practically  all  of  the 
States,  either  by  statute  or  court 
decision,  a  mortgage  is  looked 
upon  as  mere  collateral  security, 
passing  no  title  and  giving  no 
right  of  possession. 

There  is  a  regular  prescribed 
form  for  a  mortgage,  as  well  as 
for  the  bond  which  accompanies 
it,  and  the  only  safe  way  to  give 
it  or  take  it  is  after  the  prescribed 
method.  Sometimes,  however, 
the  courts  will  construe  as  a  mort¬ 
gage  a  transaction  which  upon  its 
face  does  not  appear  to  be  one  at 
all. 

I' or  instance,  a  few  months  ago 
a  small  manufacturer  owning  the 
property  in  which  his  plant  was 
operated  became  financially  in¬ 
volved,  and  a  trust  company 
which  held  a  first  mortgage  on  it 
foreclosed  it  and  was  about  to  sell 
him  out.  The  manufacturer  in¬ 
duced  his  brother-in-law  to  buy  it 
in  and  hold  it  until  he  (the  manu¬ 
facturer)  could  get  the  money  to¬ 


it  over  again 
was  clearly 


gether  and  take 
This  arrangeme 
made  between  them  and  was  mu¬ 
tually  understood.  It  was  not  in 
writing,  but  was  made,  or  rather 
repeated,  in  the  presence  of  a  wit¬ 
ness. 

Much  sooner  than  he  expected, 
the  manufacturer  had  a  windfall, 
and  went  to  the  brother-in-law 
with  the  money  to  redeem.  The 
latter  had  gotten  the  property 
very  cheaply,  and  refused.  The 
matter  got  into  litigation,  and  the 
court  held  that  the  transaction 
was  an  equitable  mortgage— that 
the  parties  clearly  understood  it 
as  such — and  that  the  brother-in- 
law  must  disgorge 

In  this  case  the  manufacturer, 
having  nothing  in  writing,  was 
much  more  than  usually  fortunate. 
With  him  it  .was  good  luck  rather 


than  good  management.  The 


only  thing  to  do  in  such  cases  is 
to  have  every  detail  in  writing. 

Of  course  it  is  generally  known 
that  first  and  second,  and  even 
third  mortgages  are  given  on  the 
same  property.  A  piece  of  real 
estate  worth  $10,000  can  be  mort¬ 
gaged,  let  us  say  for  $2,000.  That 
leaves  a  further  mortgaging  value 
of  $8,000,  which  can  easily  be  en¬ 
cumbered  the  second  time  by  a 
second  mortgage  of  $2000  or  even 
$3,000.  Occasionally  I  have 
known  a  third  mortgage  to  be  put 
upon  it  if  the  margin  was  large 
enough.  Installment  mortgages 
are  constantly  increasing  in 
vogue,  particularly  when  they  are 
second  mortgages.  As  their  name 
implies,  they  provide  that  a  cer¬ 
tain  percentage  of  the  principal 
shall  be  paid  off  at  each  interest 
period. 

Deeds  of  trust  have  taken  the 
place  of  mortgages  in  some  States. 
They  are  deeds  conveying  the 
property  to  be  held  until  the  debt 
is  paid.  Like  the  modern  mort¬ 
gage,  they  do  not  give  the  lender 


Law  of  Mortgages. 

the  right  to  immediate  posses 
sion. 

The  laws  of  all  States  provide 
for  the  recording  of  a  mortgage, 
and  its  recording  is  exceedingly 
important  to  the  man  who  has 
loaned  money  on  it.  Let  me  il¬ 
lustrate,  by  a  recent  case :  A  is  a 
large  wholesale  merchant  who  up 
to  six  months  ago  owned  the 
building  in  which  his  business 
was  located.  It  was  fairly  worth 
$3°>°30-  He  needed  money  and 
mortgaged  it  to  the  extent  of  $15,- 
000.  The  mortgagee  (lender  of 
the  money)  was  a  careless  and 
eccentric  individual  and  failed  to 
record  the  mortgage  for  about 
nine  months.  Before  he  finally 
had  it  recorded,  the  wholesaler 
sold  the  property.  Later,  the  in 
terest  having  been  unpaid,  the 
holder  of  the  mortgage  attempted 
to  sell  the  property,  but  the  court 
said  no.  \\  hile  the  mortgage  was 
good  as  between  the  wholesaler 
and  the  holder  of  the  mortgage, 
it  was  void  as  against  the  prop 
erty  in  the  buyer’s  hands,  because 
it  had  not  been  recorded,  where 
the  buyer  could  have  found  it 
when  he  searched  to  see  what  en 
cumbrances  were  against  the 
)roperty. 

A  mortgage  doesn’t  prevent 
either  the  mortgagor  or  mortga¬ 
gee  from  selling  the  property  or 
sejling  the  mortgage,  as  the  case 
may  be.  A  can  sell  his  real  estate 
just  as  freely  after  he  has  mort¬ 
gaged  it  as  he  could  before,  while 
who  holds  the  mortgage,  can 
assign  the  mortgage  to  C,  and  C 
can  again  assign  it,  and  so  on  in¬ 
definitely.  Moreover,  neither 
party  needs  the  other’s  consent. 

Here  is  a  very  important  phase 
of  mortgage  law— the  liability  of 
the  man  who  buys  a  property  that 
is  subject  to  a  mortgage.  It  is  a 
general  principle  that  the  buyer 
of  a  mortgaged  property  is  not 
personally  liable  for  the  mort¬ 


gaged  debt — unless  he  specifically 
assumes  it— although  the  prop¬ 
erty  is  liable.  For  instance,  A 
owns  a  business  property  and 
places  a  mortgage  on  it  with  C, 
after  which  he  sells  it  to  B.  The 
interest  is  not  paid,  and  C,  the 
holder  of  the  mortgage,  forecloses 
upon  it  in  the  hands  of  B.  The 
mortgage  is  for  $10,000,  and  the 
property  brings  only  $8,500.  That 
leaves  somebody  still  owing  C 
$1,500.  \\  hether  A,  the  original 

debtor,  owes  it,  or  B,  depends  on 
whether  B  has  personally  as¬ 
sumed  it.  He  would  of  course 
have  been  foolish  to  assume  it. 
but  if  he  didn’t  watch  out  when 
he  got  his  deed,  he  may  find, 
greatly  to  his  surprise,  that  he 
bought  the  property  subject  to 
the  express  condition  that  he 
should  assume  the  whole  debt.  If 
he  didn’t  assume  it,  C’s  only  rem¬ 
edy  is  to  go  against  A.  for  his  re¬ 
maining  $1,500  on  the  bond  which 
V  gave  with  the  mortgage.  If  B 
did  assume  the  debt.  C  can  sue 
him. 

This  is  the  reason,  then,  why  a 
bond  and  mortgage  are  usually 
given  together — because  they  af¬ 
ford  double  security. 

There  are  several  ways  of  fore¬ 
closing  a  mortgage  when  the  in¬ 
terest  is  not  paid,  which  it  is  un¬ 
necessary  to  go  into  here. 

I  sually  they  comprehend  the  sale 
of  the  mortgaged  property,  no 
matter  whose  hands  it  is  in,  and  if 
there  is  a  good  margin,  there  is 
usually  no  trouble  to  recover  the 
sum  at  stake  without  suing  on  the 
bond  also. 

A  word  as  to  the  distribution  of 
the  proceeds,  and  what  happens 
to  other  mortgages  and  liens  on 
the  property. 

A  mortgages  his  property  on 
first  mortgage  for  $5,000  on  Janu¬ 
ary  1,  1912.  At  that  time  there 
are  no  other  liens  against  it.  In 
April,  1912,  judgment  is  obtained 
against  him  for  $500,  which  be¬ 
comes  a  matter  of  record,  and  in 
July,  1912,  he  places  a  second 
mortgage  of  $2,000  on  it.  During 
the  year  the  city  also  files  two 
liens  against  him — one  for  1912 


taxes  and  the  other  for  municipal 
improvements.  Early  in  1913  the 
interest  on  the  first  mortgage  is 
defaulted  upon,  and  the  property 
is  sold  for  $6.ooo — where  does  the 
money  go?  First,  the  arrearages 
for  taxes  and  municipal  improve¬ 
ments  are  paid,  for  they  are  al¬ 
ways  paid  first,  even  though  they 
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:rue  long  after  the  mortgage  is 
,ced.  Next  the  first  mortgage, 
th  all  expenses  of  collection,  is 
id,  next  the  $500  judgment,  for 
it  comes  next  in  point  of  date, 
i  what  little  is  left  goes  to  the 
:ond  mortgage,  which  is  wiped 
t.  The  buyer  takes  the  prop- 
y  free  and  clear  of  everything, 
i  all  the  liens  are  swept  away, 
[n  other  words,  practically  all 
as  found  against  a  property 
ien  it  is  sold  under  foreclosure 
xeedings  are  paid  off  in  the 
ler  of  their  date,  except  public 
ns,  such  as  taxes,  municipal 
,ims,  etc.,  which  almost  invari- 
ly  come  first  without  regard  to 
fir  date. 

rhere  is  often  considerable  un- 
dainty  in  the  mind  of  the  ten- 
t  of  a  mortgaged  property  when 
is  sold  under  foreclosure  as  to 
i  status.  Had  it  been  an  ordi- 
ry  private  sale,  the  lease  would 
nain  undisturbed,  for  the  prop- 
:y  would  be  sold  subject  to  it. 


mortgage  -was  given,  it  is  good 
until  the  end.  But  if  the  mort¬ 
gage  was  made,  and  then  the 
lease,  the  buyer  of  the  property 
at  foreclosure  sale  can  order  the 
tenant  immediately  out,  for  his 
right  was  created  before  the 
lessee’s. 

( Copyright ,  October,  1911,  by 
Elton  J.  Buckley.) 

Note. — Requests  for  informa¬ 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstruction.  Write 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un¬ 
less  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 


SKIPPER  SARDINES 

A  GOOD  THING 

SKIPPER  SARDINES  are  the  finest  Norwegian 

Sardines  that  come  to  this  country,  from  a  land 
that  packs  the  finest  Sardines  in  the  world.  Ten¬ 
der,  spicy  little  fish  in  pure  olive  oil  or  tomato 
sauce.  Your  customers  are  sure  to  like  them. 

There  has  never  been  a  Sardine  success  like 
SKIPPER  SARDINES;  why?  First,  because 
of  quality,  of  course,  but  second,  because  we 
guarantee  both  the  sale  and  your  profit. 


Angus  'Wat son  <Ss  Co. 


.ol«  proprietors  "Skipper”  Sardines. 

IOII  Chestnut  Street,  Philadelphia,  Pa. 


Bruck  of  Ai|«a  Watson  Sc  Co.,  Newcastle-upon-Tyne,  England 

-  -  - 


SWISS 

CHEESE 

SLICING 

MACHINE 

Also  used  for  Bologna 
and  Smoked  Meats 


PRICE,  $3.80 


id  the  mortgage  sale  may  not 
sturb  it  either — it  depends  on 
lich  had  the  earlier  date,  the 
ise  or  the  mortgage.  If  the 
ise  was  made  by  the  original 
mer  of  the  property,  before  the 


Apples  are  doing  a  little  better 
and  in  consequence  the  demand 
has  slackened  off  somewhat.  The 
present  range  is  $2'. 50  to  $4.50  per 
barrel,  and  sales  are  slow. 


SCALES,  COFFEEMILLS,  TEH  NO  SPICE  CADDIES 

WRITE  FOR  ILLUSTRATED  CATALOGUE 


H.  F.  HEACOCK,  51  N.  2d  Street,  PHILA.,  PA. 


IlMitisI  lUiriuiurMll'WiMW1**4 

Him. If  ■illiaMnHtuMW  | 
n  'OhliH  RninH  loiiiinalB 

"'hl.lll  Dll,  Ml.  llli. 


IREVMIED  AMD  SOLD  BTTH* 

WMFORD  CHEMICAL  WORKS. 
»inn.  m  miff  T.iiiiiihir.^nrii’ 


Figure  up  Your  Profit 

fjl  Some  day  when  you  have  a  minute,  compare  the  profit  you 
can  make  on  Rumford  Baking  Powders  (prices  in  price  list) 
with  the  profit  you  make  on  the  powders  yon  are  selling  now. 
tj  You  will  find  that  you  make  nothing  like  the  same  profit 
on  anything  except  a  cheap  powder.  Every  high-grade  powder 
in  your  stock  pays  less — and  is  a  poorer  powder  at  that,  for 
no  other  powder  is  so  wholesome,  so  pure  and  so  thoroughly 
satisfactory  a  leavener. 

tJYou’ll  sell  Rumford  Powders  some  day  as  sure  as  you  live. 

RUMFORD  CHEMICAL  WORKS,  Providence,  R 


BORDEN'S 


EAGLE  BRAND 
CONDENSED  MILK 


EVAPORATED  MILK 

PEERLESS  BRAND 


By  recommending  these  Brands 
you  will  please  your  customers. 

They  are  the  best  that 
Science  can  produce. 

BORDEN’S  CONDENSED  MILK  CO. 

"Ludw,  of  Quality” 

Eat.  1857.  N.w  York 
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Say,  here's  a  sort  of  funny  one. 
Let’s  see  what  you  can  do  with  it. 

I  get  into  a  big  grocery  store 
up  State  about  once  every  so 
often,  and  I  made  a  trip  there  last 
week.  I’ve  been  going  there  for 
five  or  six  years  and  I  know  the 
boss  and  all  the  clerks  like  I  know 
my  own  family.  I’m  sure  they  all 
think  I’m  a  fine  fellow,  and  if 
you’ll  take  it  from  me,  I  am. 

As  bad  luck  would  have  it,  I 
found  I  had  to  stay  in  the  place 
all  night.  It  ain’t  such  a  bum 
place  to  hang  up  over  night — 
there’s  a  good  hotel  there,  and 
they  serve  a  good  supper  and  give 
you  a  good  bed.  But  I  had  fixed 
it  up  to  go  on,  and  it  sort  of  balled 
up  my  plans. 

When  I  got  through  with  my 
business  at  this  store  and  was 
just  going,  one  of  the  clerks  hailed 
me. 

“You’re  going  to  stay  over  to¬ 
night,  aren’t  you?’’  he  asked. 

I  said  I  was. 

“Well,  I  want  to  see  you  for 
about  five  minutes  to-night.  Can 
I  come  up  to  the  hotel?” 

Tell  the  truth,  I  was  glad  to 
have  him  come.  I’m  tolerable 
comfortable  anywhere,  if  I  have 
somebody  to  gab  to  that  won’t 
butt  in  too  often,  so  I  told  him  to 
come  up.  Sure ! 

I  had  a  right  good  supper  and 
had  just  lighted  up  when  the 
young  fellow  hove  in  sight. 

“I  don’t  want  to  talk  down 
here,”  he  said.  “Can’t  we  go  to 
your  room?” 

Gee  whiz,  I  said  to  myself — 
wonder  if  he’s  going  to  ask  me 
to  marry  him. 

“I’ve  known  you  for  about  five 
years  now,”  he  said,  when  we  got 
all  fixed,  “and  I  believe  you  can 
give  me  some  advice  about  a  mat¬ 
ter.  You  get  around  a  good  deal 
and  you’re  the  man  I’ve  picked 
out  to  tell  me  what  to  do.” 

“I’ll  give  you  more  advice  than 
you  can  shake  a  stick  at,”  I  said, 


What  D’ye  Know  About  This? 

“if  you’ll  promise  not  to  take  any 
of  it.  My  advice  is  all  right  as 
long  as  it  ain’t  acted  on.” 

“You  leave  that  to  me,”  he 
said.  And  then  he  unloaded. 

“I’ve  been  working  for  Price 
for  about  six  years,”  he  said,  “and 
I’m  29  years  old.  I  wouldn’t  say 
he  hadn’t  treated  me  right,  on  the 
whole.  I’m  getting  twice  as  much 
wages  as  I  did  when  I  went  there, 
and  he’s  not  a  bad  boss  in  most 
things.  But  I’m  getting  so  I  can’t 
stand  the  tone  of  the  store.  Price 
is  as  crooked  as  a  ram’s  horn. 
Not  in  big  things — I  don’t  think 
he’d  steal  money,  or  anything 
like  that — but  in  small  things. 
He  turns  sharp  corners.  His  ad¬ 
vertising  isn’t  straight,  and  he 
often  puts  things  over  in  the  store 
that  wouldn’t  bear  to  be  shown 
up.” 

“Such  as  what?”  I  asked. 

“■Well,  just  to  give  you  an  idea, 
he  had  a  big  sale  of  peas  on  last 
month.  Advertised  them  as  the 
first  receipts  of  the  new  1911  pack. 
They  weren’t  this  year’s  pack  at 
all — they  were  what  was  left  of 
our  1910  peas.  Of  course  nobody 
got  hurt  any,  for  they  were  just 
as  good,  although  peas  are  higher 
this  year,  and  he  did  put  up  the 
price  a  couple  of  cents.  But 
whether  anybody  got  hurt  or  not, 
it  was  a  lie,  and  that’s  the  way  he 
does  everything.  He’s  doing 
those  things  all  the  time — don’t 
seem  to  think  anything  of  them. 
The  man  really  don’t  appear  to 
have  any  principles.  Working  for 
him  goes  against  the  grain  more 
than  anything  I  ever  did  in  my 
life.  Lie!  Goo,d  Lord,  the  lies 
he  tells  in  one  day;  it’s  a  wonder 
they  don’t  choke  him !” 

“Now,  what  I  want  you  to  tell 
me  is  this,”  he  went  on.  “How 
can  I  stay  there  without  being 
crooked,  too?  While  we  had  that 
sale  of  peas  on,  customers  asked 
me  if  they  were  new  peas,  and  I 
had  to  tell  them  yes.  What  could 


I  do?  Could  I  tell  them  my  boss 
was  lying?  Even  if  I  didn’t  ac¬ 
tually  tell  anybody  they  were 
new,  every  time  I  sold  a  can  for 
new,  I  lied.” 

“I  don’t  suppose  it  would  do 
the  slightest  good  to  have  a  talk 
with  Price,  and  just  show  him 
what  he’s  doing?”  I  suggested. 

“No,  it  wouldn’t.  He  wouldn’t 
understand,  and  if  he  did  he 
couldn’t  stop  it — it’s  second  na¬ 
ture.  No,  I’ve  thought  of  that — 
it  isn’t  feasible.” 

“Then  there’s  only  one  thing 
to  do,”  I  said,  “get  out.” 

“I  can’t  get  out.  I’ve  got  my 
mother  and  sister  depending  on 
me,  and  I  wouldn’t  know  where 
to  go.  I’ve  been  looking  out  for 
another  job  for  a  year — there 
hasn’t  a  thing  turned  up  and  if 
you  can’t  find  a  job  Avhen  you’re 
got  one,  you  can’t  when  you’re 
out.” 

“Well,  there’s  only  the  two 
things  to  do,”  I  said,  “stay  or  go. 
And  if  you  stay,  you’ve  either  got 
to  reform  Price  or  go  along  with 
him.  That’s  the  way  I  see  it. 
I’d  go  if  I  were  you.  A  steady 
young  fellow  with  your  experi¬ 
ence  in  the  grocery  business 
surely  ought  to  land  something 
before  long.” 

“Pm  afraid  to  risk  it,”  he  said, 
“I’m  in  debt  for  a  doctor’s  bill 
now.” 

W ell,  we  talked  for  a  couple  of 
hours  more,  but  we  didn’t  get 
ahead  any.  There  wasn't  any 
way  to  see  the  thing  but  the  way 
I  sized  it.  Gee  whiz,  but  it’s  a 
hard  game,  ain’t  it?  I’d  rather  be 
that  clerk  than  his  boss,  though. 
I  don’t  know  whether  Price  ever 
thinks  about  such  things,  but  to 
look  at  a  clerk  and  have  to  say  to 
yourself — “that  fellow  knows  I’m 
a  liar  and  a  crook.  I’ve  kept  it 
from  other  people,  but  I  can’t 
keep  it  from  him” — by  gravy,  but 
it  must  be  fierce ! 

Seems  to  me  if  I  was  in  busi¬ 


ness  I’d  work  harder  to  show  the 
fellows  that  were  working  along 
with  me  that  I  was  straight  than 
anybody  else.  For  if  they  knew 
it  I’d  be  sure  everybody  else 
would. 

The  Stroller. 


Warn  Your  Customers  Against 
This  Scheme. 


Fake  Solicitors  for  “Home  Life”  at 
25  Cents  a  Year  OfFer  $1.25  Worth  of 
Groceries  as  a  Premium.  Letter 
from  Publishers. 


Grocers  should  warn  their  cus¬ 
tomers  about  another  fake  so¬ 
liciting  scheme,  which  is  now 
being  operated  in  Philadelphia 
and  doubtless  in  other  sections, 
ostensibly  in  the  interest  of  a  Chi¬ 
cago  publication  called  “Home 
Life.”  The  publication  costs  25 
cents  per  year,  and  the  solicitor 
who  has  been  working  Philadel¬ 
phia  offers  -to  give  $1.25  worth  of 
groceries  as  a  premium,  includ¬ 
ing  sugar,  flour,  rice,  cheese  and 
butter,  presumably  to  be  bought 
from  local  dealers. 

This  journal  received  com¬ 
plaints  of  the  scheme  and  wrote 
to  the  publishers  of  “Home  Life,” 
receiving  the  following  letter: — 

Chicago,  October  10,  1911. 

To  the  Editor. 

Dear  Sir: — In  response  to  your 
favor  of  the  7th,  wish  to  state  that 
we  have  not  given  any  of  our  sub¬ 
scription  agents  permission  to  use 
groceries  as  a  premium  in  connec¬ 
tion  with  “Home  Life.”  I  have  a 
general  agent  by  the  name  of  E.  J. 
Goldey,  910  Lippincott  Building, 
Philadelphia,  Pa.,  who  has  charge 
of  all  the  “Home  Life”  agents  in 
that  vicinity,  and  am  writing  him 
to  get  in  communication  with  you 
regarding  these  agents. 

I  wish  to  thank  you  for  drawing 
our  attention  to  this  matter,  as  we 
are  using  every  effort  to  eliminate 
the  work  which  is  being  done  by 
crooked  agents,  and  we  try  to  em¬ 
ploy  only  those  who  are  honest  and 
reliable.  “Home  Life”  is  published 
in  Chicago  by  the  Balch  Publish¬ 
ing  Co.,  and  we  secure  our  sub¬ 
scriptions  on  the  merits  of  the  mag¬ 
azine  in  most  cases.  We  have  a 
few  agents  who  use  post  cards  as  a 
premium,  working  in  the  western 
countries. 

Yours  very  truly, 

Balch  Publishing  Co., 

E.  T.  Balch, 
Circulation  Manager. 

The  solicitor  gave  925  Arch 
street  as  his  address,  which  im¬ 
mediately  adjoins  this  journal’s 
office. 


Cranberries  average  $6.75  per 
barrel  for  early  black  Cape  Cods 
and  $2.50  per  box.  New  Jerseys 
are  a  little  lower  than  that.  It  is 
still  too  warm  for  much  of  a  de¬ 
mand. 
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Selling  Talks  With  Clerks 

BT  ▲  MAN  WHO  HAS  BEBN  ONE 


Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  A  Co.’a 
Department  Food  Stores,  Trenton,  N.  J. 


We  sell  these  handsome  em¬ 
bodied  Flower  Pots  from  open 
stock  in  any  quantity,  but  this 
assortment  has  been  selected 
for  those  who  lack  experience 
in  ordering.  The  price  being 
the  same  as  on  open  stock. 
No.  7-G  Assortment 


50  5-in. 
70  6-in. 
50  7-in. 


Per  100 

Each 

.  Pots  and  Smears  @  1  50 

$  .60  sail  @$.03 

$1  20 

2.50 

1.25  “ 

.05 

2  50 

•'  3.50 

2  45  “ 

.06 

4  20 

“  5.00 

2  50  “ 

.08 

4  00 

'■  7.00 

2  80  “ 

.10 

4  00 

$9  60 

$15.90 

Don’t  Kick  the  Traces.— The  sell- 
lg  and  executive  force  of  nearly 
very  live  concern  experiences  a 
hake-up  once  in  a  while.  New 
lood  is  infused.  New  methods 
dopted.  A  new  system  estab- 
shed  and  often  a  complete  new 
rganization. 

An  old  employee  unless  he  is 
rogressive  is  apt  to  kick  the 
races.  In  other  words,  he  throws 
p  his  job  rather  than  conform 
d  the  ideas  of  new  men.  Never 
e  guilty  of  this. 

In  the  first  place  the  reorgani- 
ation  is  going  to  teach  you  a  lot. 
Keep  still  and  know.” 

You’re  going  to  be  trained  to 
he  very  things  that  fitted  these 
lew  men  to  fill  the  positions  they 
vere  called  upon  to  fill.  And 
Meyr'e  going  to  train  you. 

Getting  mad  and  jumping  out 
sn’t  going  to  change  the  mind  or 
•ffect  the  business  of  the  firm. 

It  only  shows  you  up  in  a  bad 
ight.  More  than  that,  it  keeps 
rou  from  getting  ahead. 

*  *  * 

“Careful — Don’t  Crush.” — That’s 
vhat  the  writer  has  printed  on 
drips  of  yellow  paper  (black  let- 
:er)  four  inches  long  and  one  inch 
leep  and  salesmen  paste  them  on 
Doxes  of  Tokay  grapes,  bags  of 
:omatoes  and  peaches,  boxes  and 
Dags  of  cake.  In  fact  anything 
that  is  crushable  and  that  is  sub¬ 
ject  to  wagon  or  boy  delivery. 

It  might  be  well  to  point  this 
paragraph  out  to  your  manager. 
We’re  all  after  suggestions. 

*  *  * 

Salary  Raising  Habits. — Earn 
more  than  you  get.  Be  on  the 
job  early  when  the  store  door 
opens.  Be  a  trifle  late  when  it 
closes.  “Even  balance  is  just 
weight.”  Never  put  a  half  peck 
of  potatoes  in  a  20-pound  bag 
One  string  each  way  around  the 
package  is  nearly  always  suf¬ 
ficient.  Yes,  ma’am.  Yes,  sir. 

Don’t  walk  over  a  paper  bag. 
Early  morning  thought — what 
can  I  do  to-day  to  increase  my 
sales.  Remove  that  gloomy  look. 


Eight  hours’  sleep.  Clean  collar. 
Clean  shave.  Clean  body.  Clean 
frock.  Clean  mind.  “I  am  going 
to  learn  something  to-day  about 
my  business.” 

These  gentlemen  are  practical 
salary  raising  habits  undoubtedly 
practiced  by  Martindale,  Acker, 
Walker,  Pierce,  Cobb,  Jevne,  Leh¬ 
man,  Park,  Tilford,  Drislane  and 
all  the  rest  of  the  big  successful 
lights  of  the  East  and  West. 

*  *  * 

“I  Want  To  Leave  An  Order.” — 

You  know  there  are  women  that 
come  into  your  store  that  want  to 
leave  an  order  and  have  no  more 
idea  what  they  want  than  the  man 
in  the  moon.  Such  a  customer  is 
"pie”  for  the  man  that  knows  how 
to  handle  her.  But  that’s  the  rub. 
You  may  kill  the  goose. 

And  you’ll  surely  do  it  if  you 
load  her  up  with  stuff  that  you 
recommend  and  that  she  can’t 
possibly  use  in  a  year.  It  doesn’t 
do  to  take  advantage  of  inexperi¬ 
ence. 

*  *  * 

That’s  Our  35c.  Coffee.— Perfectly 
good  taste  and  good  business  to 
hand  an  open  pound  bag  of  your 
freshly  ground  coffee  to  the  cus¬ 
tomer  to  smell.  It’s  the  best  in¬ 
troduction  to  a  coffee  talk. 

She  may  be  strong  on  Mocha 
or  Java  and  she  may  or  she  may 
not  be  getting  that  combination 
from  her  coffee  man.  Anyway 
this  that  she  has  just  smelled  is 
pleasing  as  far  as  dry  aroma  goes 
and  you  can  surely  say  that  this 
35  cent  blend  of  yours  you  want 
to  be  introduced  where  true  coffee 
character  is  appreciated. 

Because  in  this  coffee  there  is 
that  flavor  that  takes  hold,  so  to 
speak.  The  reason  you  some 
times  miss  this  coffee  character¬ 
istic,  madam,  is  because  the  thing 
has  little  substance. 

The  reason  this  coffee  right 
here  is  suiting  the  people  is  not 
only  because  it  comes  from 
Arabia  or  from  Java,  but  because 
it  is  cultivated  so  as  to  produce 
drinking  results. 


:  F.  O.  B.  factory.  No  charge  for  package.  Goods 
carefully  packed.  Prompt  shipment.  Order  now. 

The  Peters  &  Reed  Pottery  Company 
_ ZANESVILLE.  OHIO _ 

PATENTS 

and  Trade-marks  procured  promptly  and 
properly  In  all  countries. 

Oavis&Oavls.  Washlniton.  0.  C. 


TELL  YOUR  CUSTOMERS  THAT 

RAE’S 

Lucca  Olive  Oil 

Is  the  product  of  perfectly  sound,  ripe, 
freshly  picked,  freshly  crushed  and 
pressed  oliyes,  grown  in  Tuscany,  Italy, 
the  one  place  in  the  world  where  the 
olive  reaches  perfection.  You  will  not 
only  please  them  but  yon  will  build  up 
a  splendid  trade  on  Lucca  Oil  at  a  good 
profit.  Prices  in  Prices  Current. 

H.  Kellogg  &  Sons 

Philadelphia 


MANY  GROCERS 

Find  it  pays  them  to  read  the 
“good  stuff”  in 

The  Advertising  World 

Columbus,  Ohio 

Sample  free,  or  four  months’  trial  for  1 0  coats 


Try  TEiis  on  tire  Worn-outs 

<J  Nobody  who  hasn’t  tasted  Wheatena 
has  any  idea  that  a  breakfast  food  can 
be  so  delightfully  palatable.  It  is 
quite  different  from  all  the  rest. 

Q  If  a  customer  has  cut  out  all  break¬ 
fast  foods  (“my  family  are  tired  of 
them’  ’ )  try  her  with  Wheatena;  if  a  cus¬ 
tomer  has  never  eaten  breakfast  foods 
( ‘  'never  saw  any  I  wanted’ ' )  try  her  on 
Wheatena ;  if  a  customer  looks  vaguely 
around  the  shelves  for  something  new 
in  breakfast  foods  (“don’t  seem  to 
have  an  appetite  for  those  things  in  the 
morning’  ’ )  try  her  on  Wheatena. 

<J  If  Wheatena  once  gets  in,  your  work 
is  over.  It’ll  repeat  forever. 

The  Wheatena  Co.,  Rahway,  N.  J. 


m 
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Your  Year  With 
Gurnse  Butter 

You,  Mr.  Grocer,  who  took  up  with  Gurnse  butter 
around  a  year  ago,  hasn’t  this  twelvemonth  brought  you 
comfort?  Hasn’t  it  been  fine  to  know,  when  a  shipment 
of  Gurnse  butter  came,  that  it  was  sure  to  be  all  right? 
Hasn’t  it  been  pleasant  to  see  your  customers  delighted,  to 
hear  no  complaints  of  bad  butter,  “  Not  a  bit  like  the  last”  ? 

Gurnse  never  did  and  never  will  or  can  betray  any 
grocer’s  confidence.  It  is  a  fancy  dairy  butter,  fine  in  every 
grain  and  the  same  month  in  and  month  out.  We  aim  at 
uniformity  really  as  much  as  at  high  quality. 

Wrapped  in  brine-dipped  parchment  and  sealed  in  cartons. 

Packed  in  20.  30  and  50-pound  boxes— pounds  and  half-pounds— 39  cents. 

Prices  subject  to  market  changes. 

P.  F.  BROWN  &  CO  p39  4!  ss  st‘ 


I 
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THE  GROCERY  MARKETS 


Tea. 

The  tea  market  is  in  fair  condi¬ 
tion  and  an  active  demand  is  re¬ 
ported  for  everything  desirable 
No  change  has  occurred  in  prices 
during  the  week,  except  in  low 
grade  blacks,  which  are  all  slight¬ 
ly  higher  than  a  week  ago.  Scarc¬ 
ity  and  extraordinary  demand 
caused  by  present  and  prospective 
scarcity  of  greens  is  the  reason. 
The  Pure  Tea  Board  decided  dur 
ing  the  week  to  chemically  ana¬ 
lyze  all  China  teas  which  pre¬ 
sented  themselves  for  admission 
into  this  country,  in  order  to  as¬ 
certain  without  question  if  arti 
ficial  color  was  present.  If  found 
to  be  present,  the  teas  will  be  re¬ 
jected. 

Coffee. 

The  coffee  market  shows  an 
exceedingly  sharp  advance  during 
the  week.  All  grades  of  Rio  and 
Santos  are  l/2  to  cent  higher 
than  a  week  ago,  and  milds  of  all 
grades  are  at  least  y2  cent  higher 
The  cause  of  the  advance  in  Bra 
zils  is  the  continuation  of  bad 
crop  reports  and  strong  predic¬ 
tions  from  almost  everybody  of 
short  crop.  In  fact,  some  of  the 
bulls  predict  that  the  combined 
crops  of  all  coffees  this  year  will 
be  about  1,000,000  bags  less  than 
consumption.  The  demand  for 
coffee  is  good. 

Sugar. 

The  sugar  market  shows  no 
change  for  the  week.  Raws  are 
still  exceedingly  scarce,  and  most 
of  the  refiners  have  very  low 
stocks.  Refined  sugar  is  un 
changed  on  a  basis  of  6}i  cents 
for  granulated,  and  there  is  rea¬ 
son  for  predicting  that  the  refiners 
will  not  allow  the  market  to* go 
any  higher.  The  Western  beet 
sugar  factories  have  been  a  little 
late  in  starting,  and  new  beet 
granulated  is  not  fairly  on  the 
market  as  yet. 

Fish. 

Mackerel  is  exceedingly  strong 
and  scarce.  Practically  none  are 
offering  from  Norway  or  Ireland, 
and  the  stock  of  Norway  fish  is 
believed  to  have  been  cornered  in 
very  few  hands.  As  far  as  prices 
can  be  quoted,  the  market  is  at 
least  $1  higher  than  a  week  ago, 
and  Norway  is,  for  example,  are 


$7  or  $8  higher  than  a  year  ago. 
Cod,  hake  and  haddock  are  firm 
and  will  probably  advance.  Hake 
and  haddock  are  practically 
cleaned  up.  The  demand  is  fair. 
Domestic  sardines  are  reported 
as  stronger  from  the  packing  sec¬ 
tions,  but  prices  in  secondary 
markets  have  not  changed  as  yet. 
Imported  sardines  Statistically 
strong,  but  unchanged  in  price. 
Salmon  shows  110  change  what¬ 
ever;  demand  fair. 

Syrup  and  Molasses. 

Glucose  has  advanced  5  points 
during  the  week,  and  some  hold¬ 
ers  of  syrup  have  advanced  l/2 
cent.  The  demand  for  compound 
syrup  is  fair  for  the  season. 
Sugar  syrup  is  unchanged  and 
dull.  Molasses  quiet  at  ruling 
prices. 

Canned  Goods. 

Tomatoes  are  exceedingly 
strong,  and  show  advances  for 
the  week.  The  market  is  some¬ 
what  unsettled,  and  it  is  there¬ 
fore  difficult  to  quote,  but  it  is 
probable  that  97^  cents  f.  o.  b. 
in  a  large  way  fairly  represents 
market  values.  Some  holders, 
however,  are  asking  $1,  but  on  the 
contrary,  a  very  few  are  still 
willing  to  sell  at  95.  The  most 
reliable  predictions  are  for  much 
higher  prices,  unless  the  weather 
should  continue  so  warm  that 
more  tomatoes  can  be  packed 
than  has  been  expected.  Corn  is 
steady  and  unchanged.  So  far  as 
is  known,  Maine  packers  will  de¬ 
liver  in  full.  Peas  are  still  scarce 
and  high.  Apples  are  unchanged, 
and  there  is  now  reason  to  believe 
that  New  York  apples  will  not  go 
as  low  as  was  expected.  Califor¬ 
nia  canned  goods  are  unchanged 
and  dull,  and  so  are  small  staple 


30s.  'The  demand  is  not  large. 
Peaches  are  quiet  and  unchanged. 
Apricots  are  dull  at  ruling  high 
prices.  Raisins  are  soft  and  in 
light  request.  Currants  fairly  ac¬ 
tive  for  the  season. 

Beans  and  Peas. 

Domestic  pea  beans  have  sold 
during  the  week  at  unchanged 
prices,  though  the  market  is  in¬ 
clined  to  be  weak,  on  weak  re 
ports  from  Michigan.  The  New 
York  bean  market,  however,  is 
relatively  firmer.  Domestic  mar¬ 
rows  are  unchanged  and  so  are 
California  limas.  Green  and 
Scotch  peas'  are  very  high,  and 
the  demand  is  exceedingly  light. 


looked  for  until  cooler  weather. 
Pure  lard  is  in  good  consumptive 
demand  at  unchanged  prices. 
Compound  is  not  quite  so  active 
and  is  steady  at  cent  decline. 
Dried  beef  and  barrel  pork  are 
unchanged  and  in  good  seasonable 
demand.  Canned  meats  steady 
and  unchanged. 
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canned  goods. 

Dried  Fruits. 

Prunes  are  still  much  excited 
and  unsettled.  The  crop  is  re¬ 
ported  from  the  coast  as  small, 
and  if  prices  continue  to  advance, 
there  will  be  a  repetition  of  last 
season’s  remarkably  high  values. 
There  has  been  no  change  in 
price  since  last  week,  the  basis 
price  in  a  large  way  coast  being 
6  to  6'/4  cents,  with  a  premium 
for  50s,  a  still  larger  premium  for 
40s,  and  a  very  large  premium  for 


Butter. 

The  consumptive  demand  has 
been  very  fair,  and  in  consequence 
the  comparatively  limited  receipts 
of  fancy  solid  packed  and  print 
butter  are  well  cleaned  up  at  top 
prices.  On  all  grades  the  market 
is  well  maintained  and  the  quality 
is  running  fancy  owing  to  the 
very  favorable  weather.  The 
price  is  rather  extreme  at  present, 
and  as  a  result  the  consumptive 
demand  is  likely  to  suffer  some 
what. 

Eggs. 

I  here  is  a  good  consumptive 
demand  for  everything  in  the 
shape  of  fresh  eggs,  as  the  market 
is  comparatively  bare.  There  is 
quite  a  surplus  of  mixed  held  and 
fresh  eggs,  however,  which  are 
hard  to  sell,  even  at  relatively 
lower  prices.  The  demand  for 
storage  eggs  is  moderate,  and 
prices  have  not  advanced  propor¬ 
tionately  with  fresh.  The  outlook 
is  for  a  continued  good  demand 
which  will  clean  up  everything 
that  shows  fine.  No  improvement 
in  lower  grades  is  looked  for,  how¬ 
ever. 

Cheese. 

Cheese  of  all  grades  is  in  sea 
sonable  consumptive  demand. 
Stocks  of  fancy  cheese  as  well  as 
under  grades  are  short  and  the 
market  is  well  cleaned  up,  with 
the  demand  fully  equal  to  the 
supply. 

Provisions. 

All  cuts  of  smoked  meats  are 
steady  and  unchanged  in  price. 
There  has  been  a  good  active  de¬ 
mand,  and  no  material  decline  is 


Sugar. 

Brazil  sugars,  Demeraras,  for¬ 
eign  beets,  Phillipines  and  Cubas 
have  been  sold  at  from  5.75  to  5.86 
cents,  prompt  and  October  ship¬ 
ment. 

The  market  Closes  with  quota¬ 
tions  on  a  firm  basis,  the  refiners 
taking  the  supplies  offered,  and 
the  chances  of  prices  continuing 
at  near  their  present  level  for 
quite  a  while  ahead,  yet  strength¬ 
ened  by  the  reports  in  regard  to 
the  beet  crop  now  being  reaped 
in  Europe.  Five  and  three- 
quarter  cents  at  the  start  of  the 
week  seemed  to  be  the  refiners’ 
idea  of  what  raw  sugars  were 
worth.  Some  had  been  sold  at 
that  figure  to  get  here  toward  the 
end  of  October.  There  has  been 
very  little  on  offer  to  arrive  be¬ 
fore  that  time.  Sugar  from  many 
different  points  has  been  offered 
to  arrive  around  November  1st 
and  after  that  date.  Sugar  that 
will  be  needed,  but  on  account  of 
the  position  being  a  trifle  far  off 
it  did  not  find  ready  sale  at  the 
figures  asked,  5 Y  cents  and  over. 
European  prices  were  sagging  a 
little  and  the  tone  was  reflected 
here.  Last  week  c}me  cables 
showing  a  decided  advance  in 
foreign  beets,  advices  being  that 
the  roots  going  into  manufacture 
showed  a  very  poor  yield,  some 
reports  stating  “worse  than  ex¬ 
pected,”  and  the  advance  in 
European  prices  was  thus  ex¬ 
plained  on  a  basis  satisfactory 
enough  to  arouse  the  interest  of 
our  refiners  in  sugars  that  could 
be  laid  down  at  the  United  States 
refinery  ports  and  a  firmer  feeling 
was  brought  about  upon  the  part 
of  all  holders  of  such  sugar,  even 
though  the  supplies  offered  were 
not  for  prompt  arrival.  Consider¬ 
able  business  has  resulted  and  at 
prices  higlier  than  could  be  ob¬ 
tained  at  the  beginning  of  the 
week.  It  is  natural  to  suppose 
that  the  beets  on  the  other  side 
would  give  a  poor  yield,  the 
weather  during  these  last  months 
has  been  such  as  to  make  that  a 
certainty.  Prices  have  been  based 
upon  the  expectancy  of  a  short 
crop.  The  reaping  is  now  con- 
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ruling  that  view.  If  the  condi- 
ion  turns  out  to  be  worse  than 
xpected  there  can  be  more  ad- 
ances.  Prices  are  now  at  a  point 
hat  measures  a  shortage  of  from 
,500,000  to  2,000,000  tons.  That 
5  a  serious  loss  in  the  world’s 
upply  of  sugar  and  if  the  results, 
s  reaping  progresses,  confirm 
hat  lessened  production,  values 
dll  rule  upon  a  high  level  until 
ugar  users  have  overcome  the 
;ssened  production  by  decreased 
emand.  And  if  such  a  large 
hortage  as  1,500,000  to  2,000,000 
ms  turns  out  to  be  a  fact  it  will 
ike  quite  a  little  time  to  make 
ne  adjustment.  Sugar  prices  in 
Trope  have  acted  rather  spas- 
lodically  during  the  past  month, 
'here  will  be  sugar  coming  in  on 
le  Continent  from  the  new  crops 
rom  now  on  and  the  shortage 
dll  have  to  be  proved  to  keep 
rices  up  against  the  new  sup- 
lies  and  the  greater  caution  the 
•ade  will  exercise  in  making  pur- 
hases.  Here  in  the  United 
tates  we  will  have  no  temporary 
xcess  stocks  until  after  the  first 
f  the  year,  when  Cubas  and 
’orto  Ricos  will  be  available, 
'here  will  be  a  scarcity  here  until 
hat  time. 

Refined  Sugar. — All  refiners  at 
lew  York  now  quote  f.  o.  b. 
asis  6.75  cents,  less  2  per  cent, 
ash,  with  Warner  again  accept- 
ig  orders  shipment  at  their  op- 
ion  within  two  weeks.  Arbuckle 
nd  Federal  can  ship  promptly, 
'he  American  Sugar  Refining 
io.  continues  about  three  weeks 
elayed,  and  Howell  is  behind 
bout  a  month  in  shipping. 

M.  G.  Wanzor  &  Co. 

New  York,  N.  Y. 

Standard  Canned  Goods. 

No.  1 

All  hopes  of  a  glut  in  raw  to- 
natoes  this  season  have  been 
.bandoned,  and  with  it  goes  the 
inly  chance  left  for  the  canners 
0  reduce  their  average  cost  of  the 
eason’s  output  of  the  canned  arti- 
le,  or  to  accumulate  a  surplus 
tock  for  the  winter  trade,  not  to 
nention  the  requirements  for  the 
ollowing  spring  demand.  In- 
tead  of  a  break  in  the  cost  of  raw 
omatoes  the  prices  have  ranged 
rom  80  to  90  cents  per  bushel  to 
he  canners,  the  top  prices  of  the 
ieason,  with  little  hope  of  any 
ower  level  next  week.  Those 
optimists  who  had  put  their  faith 
n  a  large  October  pack  are  the 
same  hopeful  beings  who  trans- 
erred  their  belief  to  September  as 
lie  one  big  month  that  would 
iroduce  the  goods  when  August 
ailed  to  play  its  part  and  live  up 
o  its  record,  and  they  are  the 
arge  buyers  now  at  the  advanced 
irices.  With  one-fourth  of  month 
?one  the  chances  noware  so  large- 
y  against  even  an  average  pack 
hiring  October  that  the  belated 
Juyers  are  coming  into  the  mar¬ 
ket  with  more  confidence  in  the 
ntrinsic  value  of  the  goods,  and 


the  earlier  buyers  are  replacing 
the  tomatoes  that  they  sold 
against  their  future  contracts. 
Consequently  the  volume  of  busi¬ 
ness  done  last  week  in  tomatoes 
may  exceed  the  total  in  any  pre¬ 
vious  week  this  year.  Certainly 
the  month’s  business  in  Septem¬ 
ber  totaled  larger  than  any  other 
month  in  the  year.  One  need  not 
be  a  “bull”  necessarily  to  recog¬ 
nize  the  existing  conditions  and 
act  according  to  one's  necessities 
or  environments. 

Corn  was  fairly  active  again 
last  week,  and  some  of  the  orders 
came  from  markets  that  were  sup¬ 
posed  to  have  pretty  well  filled 
their  requirements.  It  occupies  a 
strong  position  in  regard  to  the 
future.  Sweet  potatoes  are  active 
and  firm  and  the  demand  for  the 
new  pack  of  spinach  is  increasing. 
The  season  for  canning  lima 
beans  of  the  pole  variety,  flat 
beans,  is  practically  sold  out,  and 
the  stocks  of  that  quality  here  are 
the  smallest  in  several  years. 
The  bush  limas  will  be  over  in  a 
week  or  so,  and  they  are  nearly 
sold  up  also.  The  fall  pack  of 
string  beans  is  much  smaller  than 
was  expected  and  is  a  disappoint¬ 
ment.  Soaked  peas  as  a  substi¬ 
tute  for  seconds  peas  continue  in 
demand.  Sauer  kraut,  okra  and 
tomatoes  and  plain  okra  are  fairly 
active.  The  other  lines  of  vege¬ 
tables  are  firm  but  dull. 

In  the  line  of  fruits,  pears  and 
apples  were  the  most  active,  and 
they  are  being  widely  scattered  at 
the  attractive  prices  at  which 
they  are  offered.  Pie  peaches  and 
seconds  peaches  are  selling  in 
small  lots,  and  the  stocks  left  un¬ 
sold  are  very  small.  Some  busi¬ 
ness  was  done  in  blackberries  last 
week,  but  the  other  articles  of 
fruits  were  dull,  though  firm  be¬ 
cause  of  the  small  offerings. 

Cove  oysters  are  attracting  at¬ 
tention  because  the  fall  canning 
season  is  opening  up  and  orders 
are  now  being  booked  for  forward 
delivery  and  for  prompt  shipment. 

Thos.  J.  Meehan  &  Co. 

Baltimore,  Md. 

No.  2. 

Tomatoes  are  still  soaring. 
Packers  are  becoming  more  indif¬ 
ferent  every  day,  expecting  the 
dollar  mark,  and  they  have  rea¬ 
sons  for  their  expectations.  A 
larger  proportion  of  the  factories 
have  shut  down,  with  orders  un¬ 
filled  this  year  than  we  have  ever 
known.  Many  have  bought  from 
others  to  cover  contracts;  some 
are  trying  to  buy;  others  are  still 
hesitating,  not  knowing  exactly 
which  way  to  turn. 

Standards  of  reliable  packing 
to-day  are  being  quoted  at  92^/2  to 
95  cents  for  3s,  723-2  to  75  cents 
for  2s,  and  $3  to  $3.10  for  10s,  and 
it  is  difficult  to  fill  orders  even  at 
these  figures. 

There  is  noted  a  better  demand 
for  Maine  style  and  Country  Gen¬ 
tleman  corn  of  good  and  reliable 


packing  and  the  tendency  of  the 
market  seems  to  be  rather  up  than 
down,  as  buyers  are  beginning  to 
realize  that  the  expectations  on 
these  grades  will  not  be  near  so 
great  as  anticipated.  Standard 
Shoepeg  corn,  while  low  in  price, 
is  in  better  demand,  and  fancy,  of 
which  there  were  large  sales  of 
futures,  is  being  held  firmly  by 
those  fortunate  enough  to  possess 
this  grade. 

Shoepeg  corn  is  quoted  at  from 
60  to  623/2  cents  for  standard,  75 
to  80  cents  for  fancy,  7234  to  75 
cents  for  Maine  style,  and  75  to 
77 34  cents  for  Country  Gentle¬ 
man,  according  to  grade  and 
brand. 

William  Silver  &  Co.,  Inc. 

Aberdeen,  Md. 

Rice. 

Good  demand  characterizes  the 
movement  for  the  week.  Receipts 
are  moderate  in  volume;  ship¬ 
ments  hither  of  sorts  largely 
called  for  have  been  delayed, 
causing  scant  supply  of  such. 
The  assortment  of  Honduras  is 
widening,  and  Japans  are  coming 
forward  slowly.  Prices  are 
steady  at  recent  quotations. 

Advices  from  the  South  note 
arrival  of  “first  new”  Carolina ; 
the  parcel  shows  the  effect  of  the 
storm  of  August  28th.  At  New 
Orleans  the  market  is  steady,  with 
daily  offerings  readily  taken. 
Screenings  in  demand  at  advanced 


VALUE  OF 
HAGAZINE 
Advertising 


Magazine  advertising  makes 
people  familiar  with  the  name  and 
quality  of  Swift’s  Premium  Ham 
and  persuades  them  to  try  it. 

When  they  see  a  display,  a  show 
card  or  sign  in  your  store  the  ad¬ 
vertisement  is  recalled.  The  re¬ 
sult  is  a  sale. 

Therefore  it  will  pay  you  to  dis¬ 
play  Swift’s  Premium  Ham  con¬ 
stantly.  Keep  a  sign  in  plain 
sight  all  the  time. 

"IVE  SELL 

SWIFT’S  PREMIUM  HAMS” 

The  increase  in  sales  will  he 
large  and  steady  for  Swift's  Prem¬ 
ium  Ham  holds  trade  by  its  uni¬ 
form  quality. 

Swift  &  Company,  U.  S.  A. 


Increase  Your  Sales  of 

BAKER’S 
Cocoa  and 
Chocolate 

ANY  GROCER  who 
handles  our  prepa¬ 
rations  can  have  a 
beautifully  illustra¬ 
ted  booklet  of  choc¬ 
olate  and  cocoa 
recipes  sent  with 
his  compliments  to 
his  customers  en¬ 
tirely  free  of  charge. 

Ask  our  salesman 
or  write 

Walter  Baker  &  Co.  Ltd. 

DORCHESTER,  MASS. 


Registered, 
U.  8.  Rat.  Ox 


•nwr@w! 

WEBSTER’S 
NEW 

INTERNATIONAL 
DICTIONARY 

THE  MEHKIAM  WEBSTER  ? 

BECAUSE  it  is  the  only  new  unabridged  die-  I 
tionary  in  many  years.  BECAUSE  it  defines 
over  400,000  Words.  2700  Pages.  6000  II lustra-  I 
lions.  BECAU8E  it  is  the  only  dictionary  with 
I  the  new  divided  page.  BECAUSE  he  who 
knows  Wins  Success.  Let  us  tell  you  about  I 
this  new  work.  WRITE  for  specimens  of  | 
tbe  new  divided  page,  full  particulars,  etc. 

I  G.  &  C.  MERR1AM  CO. ,  Springfield,  Mass.  I 

Mention  tills  paper,  receive  FEES,  set  of  Pocket  Map.  | 


These  trade-mark  crisscross 


8PE 
FOOD 


UQlike  other 

FARWELL  A  RHI 


;ry  package 

ETIC 

case,  ot 

IVER  TROUBLES 

STRICT  DIPT 

For  book 

l?Y..  U.S.A. 


MAPLEINE 

The  Popular  Flavor 

A  STRONG  DEMAND 
has  been  created  for  this 
new  and  delicious  flavoring. 
It  adds  richness  and  deli¬ 
cacy  to  Cakes.  Puddings. 
Icings.  Candies. Ice  Cream, 
etc.,  and  makes  a  Table 
Syrup  better  than  maple  at 
a  cost  of  50c.  a  gallon. 

See  Price-list 

Order  from  your  jobber  or 

Frank  A.  Smith  Company 
105  South  Front  Street 
Philadelphia,  Pa. 

Crssosnt  Mfg.  Co. 

SEATTLE,  WASH. 


The  One  Pure  Sugar  Syrup 

Lyle’s  Golden  Syrup — perfectly 
clear,  a  beautiful  golden  color,  ao 
neutral  micro-organisms  can’t  live 
In  it.  Absolutely  free  from  preser¬ 
vatives.  A  product  which  every  one 
keeps  buying.  If  you  want  to  please 
your  trade  tell  them  about  it. 

26  °fo  PROFIT 

Suie  sales  and  pleased  customers. 

H.  Kellogg  &  Sons 

Philadelphia 
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prices.  Choice  grades  scarce,  the 

result  of  damage  to  the  river 
(Mississippi)  crop  during  harvest. 

In  the  i  n  t  e  r  i  o  r — Southwest 
Louisiana,  Texas  and  Arkansas — 
the  demand  has  been  active,  some 
mills  running  night  and  day  to 
cover  orders  in  hand.  Prices  are 
firm  and  held  closely  approximat¬ 
ing  list.  There  are  exceptional 
reasons  for  a  steady  to  firm  range 
of  values : — 

First. — Foreign  markets  are 
strong  and  advancing,  and  are 
higher  than  for  many  years  past. 
One  result  is  that  brewers  are 
paying  )4  cent  per  pound  higher 
for  our  domestic  screenings' than 
during  previous  years.  This 
gives  a  sure  foundation  for  values. 

Second. — The  Government  re¬ 
ports  indicate  the  supply  this 
year  (including  the  “carry  over”) 
as  about  1,000,000  pockets  less 
than  last  year. 

Cables  and  correspondence 
from  abroad  note  advancing  mar¬ 
kets. 

Dan  Talm  age’s  Sons  Co. 

New  York  and  New  Orleans. 

Evaporated  Apples,  Etc. 

The  evaporated  apple  market  is 
active,  demand  continuing  every 
day  from  export. buyers.  The  do¬ 
mestic  trade  is  also  coming  in  a 
little  better,  but  seem  to  be  an¬ 
ticipating  a  lower  range  of  prices 
and  therefore  are  holding  back 
except  for  small  quantities.  The 
evaporators  are  turning  out  as 
many  apples  as  ever  before,  but 
the  demand  is  offsetting  the  sup¬ 
plies,  and  while  some  traders  con¬ 
sider  this  unusual,  the  demand 
keeps  up  nevertheless. 

Prime  quality,  packed  in  50- 
pound  boxes,  is  quotable  at  8)4  to 

8) 4  cents ;  choice  )4  cent  per 
pound  higher. 

Whole  apples  are  more  plentiful 
this  year  and  are  quotable  at  from 

9) 4  to  9)4  cents  f.  o.  b.  packed  in 
50-pound  boxes. 

Evaporated  apple  cores  and 
skins  are  in  very  good  demand  at 
around  iS/&  cents,  with  y&  cent 
per  pound  higher  generally  asked. 

Desirable  -quality  chops  are 
very  scarce  owing  to  the  good 
quality  of  the  green  apples. 
These  are  being  sold  in  a  small 
way  at  from  2  to  2)4  cents  f.  o.  b. 
iti  bags. 

C.  C.  Hall. 

Rochester,  N.  Y. 

Imported  Fish  Specialties. 

1  he  Holland  herring  market 
has  undergone  quite  severe  fluctu¬ 
ations  during  this  last  week.  At 
first  prices  advanced  quite  ma¬ 
terially  and  the  last  cables  arrived 
yesterday  show  a  lower  market 
for  Holland  herring.  The  demand 
is  not  very  good  as  yet,  but 
with  prices  not  above  the  present 
level  it  is  sure  to  improve  now  al¬ 
most  any  day. 

Scotch  herring  continue  very 
high :  the  demand  is  fairly  good, 


although  stocks  are  beginning  to 
accumulate. 

Norway  Herring. — Market  is 
quiet,  but  very  firm  and  large  fish 
very  scarce. 

Imported  Oil  Sardines. — There 
is  no  change  in  the  situation. 
France  unfortunately  continues  to 
report  a  practical  total  failure  of 
catch  of  sardines  and  stocks  are 
practically  exhausted,  except 
some  y2  boneless,  which  are  also 
beginning  to  move. 

In  the  Portuguese  situation 
there  is  no  change.  The  demand 
for  Portuguese  sardines  continues 
very  good  and  prices  are  very 
firm  and  tending  higher. 

Norway  Mackerel. — The  mar¬ 
ket  is  very  firm  and  decidedly 
higher,  but  there  are  always  some 
parcels  in  the  market  that  can  be 
had  below  the  market.  The  opin¬ 
ion  as  to  the  near  future  is  very 
much  divided ;  some  predict  very 
much  higher  market,  while  some 
of  our  shippers  urge  us  to  sell 
quickly,  claiming  that  market  is 
likely  to  see  a  decline.  It  is  im¬ 
possible  to  say  anything  definite 
as  to  the  Norway  mackerel  mar¬ 
ket  at  this  moment. 

Stockfish. — All  grades  are 
higher  and  some  grades  will  be 
rather  scarce  this  season. 

Strohmeyer  &  Arpe  Co. 

New  York.  N.  Y. 


Spices. 

The  market  continues  active. 
The  demand  is  good.  Many  arti¬ 
cles  in  the  line  are  exceedingly 
firm,  with  rising  tendency. 
Higher  prices  are  anticipated  for 
a  number  of  articles  before  the 
close  of  the  month. 

Pepper. — There  is  little  change 
in  any  grade.  Demand  is  exceed¬ 
ingly  good.  Stocks  here  are 
small  and  all  arrivals  are  going  at 
once  into  consumption. 

Red  peppers  are  firmer.  De¬ 
mand  is  good  and  prices  are  tend¬ 
ing  upward. 

Cloves. — Spot  stock  is  extreme¬ 
ly  scarce.  limited  supply  is  ex¬ 
pected  this  week  at  slightly  lower 
prices. 

Pimento  (Allspice)  very  steady 
and  in  good  demand.  It  is  re¬ 
ported  the  crop  is  certainly  a 
small  one. 

Nutmegs. — All  grades  are  ac¬ 
tive  with  higher  prices  here  and 
abroad.  We  expect  some  start¬ 
ling  advances  to  occur  during  the 
next  sixty  days. 

Mace  very  scarce.  The  demand 
is  good.  Higher  prices  are 
likely. 

Cassias. — Saigon  is  unhanged. 
Batavia  very  scarce,  especially 
the  better  grade.  China  is  active 
and  in  good  spot  demand. 

Tapiocas  very  steady  and  sell¬ 
ing  fairly  well  at  unchanged 
prices. 

Ginger  s. — Demand  is  very 
good.  Prices  are  higher.  We 
hear  of  bad  crop  reports  of  Cochin 
and  Calicut  grades  and  spot 


prices  here  and  in  Europe  are 
therefore  slowly  advancing. 

Seeds  and  Herbs. — Caraway  is 
firmer  and  has  advanced.  Celery 
and  Poppy  are  unchanged.  Mar¬ 
joram  is  very  firm  with  upward 
tendency. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 


MARKET  NOTES. 

Florida  grapefruit  are  very 
scarce  and  very  high — the  best 
brings  $7.50  per  box,  and  the 
poorest  around  $3.50.  A  year  ago 
the  range  was  $2.50  to  $4. 

White  potatoes  are  about  un¬ 
changed.  The  range  is  55  to  75 
cents  per  basket.  Some  imported 
Irish  potatoes  came  into  the  mar¬ 
ket  during  the  week  and  brought 
$2.50  per  bag  of  two  bushels  and 
three  pecks.  They  showed  fine 
quality  and  sold  readily. 

Chestnuts  are  still  glutted  and 
cheap — $2.75  to  $3.75  per  bushel, 
and  the  demand  is  fairly  good. 
There  are  some  last  year’s  shell- 
barks  at  $2.50  per  bushel,  and 
black  walnuts  at  $1.25  per  bushel. 


Saccharine  Men  Siill  Demanding 
liehearing. 

Manufacturers  of  saccharine, 
through  counsel,  have  sent  a  let¬ 
ter  to  Secretary  Nagel,  of  the 
Department  of  Commerce  and 
Labor;  Secretary  MacVeagh,  of 
the  Treasury  Department,  and 
Secretary  Wilson,  of  the  Depart¬ 
ment  of  Agriculture,  asking  for  a 
rehearing  on  the  decision  which 
places  a  prohibition  on  the  use  of 
saccharine  in  all  food  products. 
This  latest  move  is  made  in  an 
effort  to  prevent  the  order  of  the 
three  secretaries  prohibiting  the 
use  of  saccharine  from  going  into 
effect  on  January  1st.  The  de¬ 
cision  on  which  the  order  is  based 
was  given  by  the  Remsen  Board, 
and  at  first  the  manufacturers 
were  told  to  dispose  of  their  stock 
before  July  1st.  Later  the  order 
was  modified,  the  secretaries  post¬ 
poning  the  date  until  January  1, 
1912.  In  their  plea  for  a  reopen¬ 
ing  of  the  case,  the  saccharine 
manufacturers  express  a  willing¬ 
ness  to  “have  the  sale  and  use  of 
saccharine  supervised  as  to  abso¬ 
lutely  protect  public  health.” 
They  also  say  they  will  be  willing 
to  label  all  food  products  con¬ 
taining  the  substance.  They 
complain  that  they  are  not  given 
enough  time  to  get  rid  of  their 
stock. 


Federal  Judgments  Against 
Food  Products. 


More  Cases  of  Adulteration  and  Mis¬ 
branding  Under  Federal  Food  Law. 


1  he  L'nited  States  Department 
of  Agriculture  has  sent  this  jour¬ 
nal  the  following  reports  of  cases: 

Judgment  No.  889 — Adulteration 

and  Misbranding  of  Vanilla 
Extract. 

On  or  about  June  8,  1910,  G.  H. 
Lowell,  doing  business  as  G.  H. 
Lowell  &  Co.,  New  York  City, 
shipped  from  New  York  into  Iowa 
a  consignment  of  a  food  product 
labeled :  “Solid  Gold — Prime  se¬ 
lected  beans,  Pure  Vanilla  Extract. 
Refined — XXXX  Quality.  Guaran¬ 
teed  by  us  under  the  Pure  Food 
Laws,  Certificate  No.  5,047.  G.  H. 
Lowell  &  Co.,  321  Greenwich  St., 
New  York.”  Samples  were  ana-  I 
lyzed  and  it  was  found  that  artificial 
vanillin  had  been  substituted  in  part 
for  the  article  “Pure  Vanilla  Ex¬ 
tract.” 

Upon  arraignment  the  defendant 
entered  a  plea  of  guilty  to  the  above 
information,  and  the  court  sus¬ 
pended  sentence. 

Judgment  No.  896 — Misbranding  of 
Coffee. 

On  or  about  May  10,  1910,  Rob¬ 
ert  S.  J.  Steuart  and  Edward  J. 
Knatz,  trading  as  the  Enterprise 
Coffee  Co.  and  Steuart,  Knatz  & 
Co.,  Baltimore.  Md.,  shipped  from 
Maryland  into  Delaware  a  quantity 
of  a  food  product  labeled  “Gold 
Star  (picture  of  star)  Trade  Mark. 
Roasted  Coffee.  Java  Flavor.  Man¬ 
ufactured  by  the  Enterprise  Coffee 
Co.,  Baltimore,  Md.”  Samples 
were  examined  by  the  Bureau  of 
Chemistry,  United  States  Depart¬ 
ment  of  Agriculture.  The  product 
was  found  to  be  from  an  old  crop 
of  Mellowed  Rio,  ordinarily  termed 
a  Golden  Rio.  The  product  was 
misbranded  because  the  label  bore 
the  false  and  misleading  statements 
that  the  product  possessed  a  Java 
flavor. 

The  defendants  entered  a  plea  of 
guilty,  whereupon  the  court  imposed 
a  joint  fine  of  $5. 

Judgment  No.  914— Misbranding  of 
Cheese. 

On  or  about  January  9,  1911,  the 
Northern  Wisconsin  Produce  Co., 
Manitowoc,  Wis.,  shipped  from 
Wisconsin  into  Georgia  100  boxes 
of  cheese,  invoiced  as  “S.  Daisys” 
and  bearing  on  the  exterior  of  each 
of  said  boxes  a  penciled  number, 
indicating  the  weight  of  the  cheese 
contained  therein.  Seventy-five  of 
said  cheese  were  weighed  by  the  Bu¬ 
reau  of  Chemistry,  United  States 
Department  of  Agriculture,  and  the 
results  showed  a  total  shortage  of 
53G  pounds,  or  3.23  per  cent,  in  the 
amounts  indicated  by  the  labels  on 
said  75  boxes. 

The  cheese  was  seized,  but  re¬ 
leased  under  bond  to  sell  in  confor¬ 
mity  to  law. 

Judgment  No.  928 — Adulteration 

and  Misbranding  of  Maple 
Sugar 

On  or  about  October  4  1909,  the 
C.  D.  Cannon  Maple  Co.,  Chicago, 
Ill.,  shipped  from  Illinois  into  Cal¬ 
ifornia  495  cases  and  55  jackets  of 
syrup,  labeled :  “Cannon's  ‘Autumn 
Leaf  Brand’  Canadian  Maple  and 
Sugar  Syrup.  Prepared  by  C  D. 
Cannon  Maple  Co.,  Chicago,  Ill., 

U.  S.  A.,”  and  nine  cases  of  syrup 
labeled:  “Pure  Vermont  Maple 
Sap  Syrup  C.  D.  Cannon  Maple 
Co.,  Chicago,  U.  S.  A.”  Two  sam¬ 
ples  were  analyzed,  one  from  each 
of  the  products  bearing  the  above 
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abels,  the  results  of  which  analyses 
ihowed  each  of  said  products  to 
:onsist  of  approximately  50  per  cent. 
:ane  sugar  syrup  and  50  per  cent, 
naple  syrup. 

The  goods  were  seized  and  sold 
for  Government  account. 

[UDGMENT  No.  927 — MISBRANDING  OF 

Vinegar. 

On  or  about  December  6,  1909, 
:he  Oakland  Vinegar  and  Pickle  Co., 
Saginaw,  Mich.,  shipped  from  Mich¬ 
igan  into  Minnesota  100  barrels  of  a 
food  product  labeled :  “Highland 
brand  fermented  pure  cider  vinegar 


—50  gallons — 4 J4  per  cent.”  Sam¬ 
ples  were  analyzed  and  the  product 
was  found  to  consist  of  a  mixture 
of  dilute  acetic  acid  or  distilled  vin¬ 
egar  and  a  foreign  material  high  in 
reducing  sugars,  and  added  ash  ma¬ 
terial,  prepared  in  imitation  of  cider 
vinegar. 

The  claimant  was  compelled  to 
file  a  bond  to  label  the  vinegar 
truthfully. 

Judgment  No.  925— Adulteration 
of  Tomato  Catsup. 

On  or  about  October  6,  1910,  the 
McMechen  Preserving  Co.,  Wheel¬ 


ing,  W.  Va.,  shipped  from  West 
Virginia  into  Illinois  800  cases  of  a 
food  product,  which  cases  were  la¬ 
beled  :  “2  Doz.  No.  12  Bunny  Brand 
Catsup — 2,021 — John  W.  Bunn  & 
Co.,  Springfield,  Ill.”  The  retail 
units  contained  in  said  cases  were 
each  labeled:  “Bunny  Brand  Toma¬ 
to  Catsup — Made  from  whole,  ripe 
tomatoes,  granulated  sugar,  spices, 
vinegar,  onions,  prepared  with  one- 
tenth  of  1  per  cent,  benzoate  of 
soda.  Packed  for  John  W.  Bunn  & 
Co.,  Springfield,  Ill.”  A  sample 
was  analyzed  and  examined  micro¬ 
scopically  and  it  was  found  to  be 


adulterated,  because  it  consisted  in 
whole  or  in  part  of  a  filthy,  de¬ 
composed  and  putrid  vegetable  sub¬ 
stance,  and  praying  seizure,  condem¬ 
nation  and  forfeiture  of  the  prod¬ 
uct. 

The  goods  were  seized  and  de¬ 
stroyed. 

Judgment  No.  921 — Adulteration 
of  Tomato  Catsup. 

On  or  about  November  13,  1909, 
Robert  Cuddihy,  Henry  B.  Corey 
and  the  Farmers’  Loan  and  Trust 
Co.,  doing  business  under  the  firm 
name  of  Alart  &  McGuire,  New 


Now  is  the  time  to  place  your  orders  for  winter  boiled  Syrups,  quality  as  usual  and 
body  not  so  heavy.  Anticipate  your  wants  and  be  prepared  for  the  Fall  demand. 


SYRUPS — The  market  will  be  no  lower  this  Fall ;  in  fact,  we  are  looking  for 
higher  prices.  Our  Royal  Table  Syrup  is  a  great  favorite,  it  has  real  merit, 
fine  flavor  and  light  color.  Gilt  Edge  Table  Syrup,  a  light  cloudy  Si  rup  and 
an  old  favorite;  Extra  Umber  Syrup,  King  “B”  Syrup,  Quaker  City  Syrup, 
White  Clover  Syrup,  Challenge  Syrup,  Crescent  Syrup,  all  well  known  brands  ; 
also  we  have  some  fine  high  grade  Sugar  Syrup,  Fancy  Sugar  Loaf,  at  30c  ; 
Fancy  Pure  Sugar  Syrup  at  24c;  both  good  sweet  flavors  We  have  several 
marks  of  Choice  Old  Crop  New  Orleans  Molasses.  We  want  your  orders. 

FODDER  YARN— The  best  quality  Sisal  Fodder  Yarn,  medium  size,  put  up 
in  coils  of  50  and  xoo  lbs.,  per  lb.,  at  5c.  Now  is  the  time  you  sell  it. 


CRANBERRIES— The  price  is  going  to  be  higher  this  year  than  last,  crop 
reported  short.  We  have  a  mark  of  Fancy  Bell  Shape  Cape  Cod  Berries 
in  barrels  of  100  quarts  each,  “Bunker  Hill”  Brand,  price  per  bbl.,  $8.50. 

NEW  EVAPORATED  APRICOTS— We  offer  Phoenix  Brand  New  Evapo¬ 
rated  Apricots  in  25Tb.  boxes,  fancy  quality,  rich,  red  fruit,  per  lb.,  at  19c. 

VICTOR  SEEDLESS  RAISINS— These  are  freshly  packed  goods,  just  in, 
absolutely  clean  and  elegant  quality,  packed  in  packages  of  one  pound 
each;  they  are  particularly  desirable,  being  a  Sultana  Raisin  of  superior 
quality,  per  lb.,  9c. 


KIRK,  FOSTER  &  CO. 
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York  City,  shipped  from  New  York 
into  Louisiana  a  ouantity  of  a  food 
product  labeled :  “Extra  Special  O. 
K.  Catsup — 48 — Alart  &  McGuire, 
N.  Y.,  P.  B.  C.  This  Catsup  is 
made  from  tomatoes,  is  free  from 
coloring  and  is  preserved  with  ben¬ 
zoate  of  soda,  one-tenth  of  1  per 
cent.”  On  or  about  March  4,  1910, 
the  same  firm  shipped  from  New 
York  into  Louisiana  another  consign¬ 
ment  of  castup,  part  of  which  was 
labeled :  “Extra  soiced  O.  K.  Cat¬ 
sup — Alart  &  McGuire,  N.  Y. — one- 
tenth  of  1  per  cent.  ben.  of  soda 
used  as  preservative — W.  1”;  and 
part;  “Hottentot  Catsup..  Only  the 
purest  of  ingredients  used  in  this 
mixture  absolutely  guaranteed — 
Serial  No.  1,281.  Packed  by  Alart 
&  McGuire,  New  York.”  Samples 
were  analyzed  and  examined  micro¬ 
scopically  and  the  product  was 
found  to  be  adulterated,  because  it 
consisted  in  part  of  a  filthy,  de¬ 
composed  and  putrid  animal  or  veg¬ 
etable  substance. 

On  or  about  March  15,  1911,  the 
defendants  entered  a  plea  of  guilty 
to  the  above  information,  whereupon 
the  court  imposed  a  fine  of  $100. 


Judgment  No.  922 — Adulteration 
of  Tomato  Catsup. 


On  or  about  October  24,  Decem¬ 
ber  8,  and  December  27,  1910,  A. 
C.  Soper  &  Co.,  New  York  City, 
shipped  into  Massachusetts  three 
consignments  of  tomato  catsup,  ag¬ 
gregating  30  barrels.  The  first  of 
these  consignments  was  shipped 
from  New  York,  the  second  from 
Pennsylvania  and  the  third  from 
New  Jersey.  Samples  were  ana¬ 
lyzed  and  examined  microscopically 
and  the  product  was  found  to  be 
adulterated,  because  it  consisted  in 
part  of  a  filthy,  decomposed  and 
putrid  animal  or  vegetable  sub¬ 
stance,  and  praying  seizure,  con¬ 
demnation  and  forfeiture  of  the 
product. 

The  stuff  was  seized  and  de¬ 
stroyed. 


Pennsylvania  News  Items. 


gates  from  Slatington  and  Bangor 
discussing  “the  buying,”  delegates 
from  Allentown  and  Easton  “the 
selling”  and  Bethlehem  and  Pen 
Argyl  “rating  system.” 


Federal  Food  AuthoritieH  to  Go 
After  Unripe  Fruit. 

i  lie  United  States  Department 
|  of  Agriculture  has  prepared  to 
confiscate  shipments  of  unripe 
oranges  or  other  unripe  fruit  from 
Morida.  Secretary  Wilson  an¬ 
nounced  on  Tuesday  that  any  at¬ 
tempts  to  ship  artificially  ripened 
fruit  out  of  Florida,  or  to  “pro¬ 
cess”  unripe  fruit  on  its  journey 
to  the  North,  would  be  the  signal 
for  Government  activity.  A 
shortage  of  citrus  fruits  has  de¬ 
veloped  throughout  the  North, 
with  accompanying  high  prices. 
Much  of  this  shortage  is  due,  it 
is  asserted,  to  the  enforcement  of 
the  Florida  State  law  prohibiting 
the  shipment  of  unripe  fruit,  and 


the  Federal  pure  food  decision, 
which  prohibits  the  transporta¬ 
tion  of  artificially  ripened  or  col¬ 
ored  fruit.  Fruit  may  be  picked 
green  and  ripened  by  natural 
processes  without  running  coun¬ 
ter  to  the  pure  food  regulation. 
Green  fruit  ripened  by  the  “sweat¬ 
ing  process”  without  the  aid  of 
chemicals,  or  by  transportation 
in  steam-heated  cars,  cannot  be 
transported  without  violation  of 
the  pure  food  regulations. 


No  Dead  Stock. 


'1  he  retail  merchant  who  wants  to 
make  more  money  this  year  than  last 
year  must  follow  the  selling  line  of 
least  resistance.  He  is  putting  sales  into 
his  competitor’s  store  if  he  attempts  to 
go  against  the  tide  of  advertising. 
Goods  which  are  advertised  to  the  con¬ 
sumer  are  the  only  goods  which  the 
consumer  knows  about  and  asks  for  in 
your  store. 

The  consumer  reads  advertising  in  the 
magazines  of  National  circulation  and, 
being  persuaded  to  buy,  goes  to  her 
retail  merchant.  If  the  latter  does  not 
carry  the  particular  line  of  advertised 
goods  that  she  wants  the  buyer  may 


accept  something  else.  If  it  doesnH  ful 
lil  her  expectations  she  blames  the  re 
tailer.  But  whether  satisfied  or  not  wit! 
the  goods,  she  eventually  will  satisf’ 
her  curiosity,  stimulated  by  continuous 
advertising,  by  going  to  some  othei 
merchant  who  makes  a  point  of  carry¬ 
ing  and  pushing  advertised  goods.  Anc 
in  the  end  the  retailer  who  has,  take! 
the  place  of  the  retailer  who  has  no" 
the  goods  a  woman  asks  for. 

“Good  Housekeeping  Magazine’s’ 
four-page  advertising  insert  in  this  issut 
brings  this  big  merchandising  truth 
forcibly  to  mind.  It  contains  withir 
itself  the  absolute  proof  that  the  suc¬ 
cessful  retailer  carries  and  pushes  ad 
vertised  goods.  The  reproductions  ir 
this  insert  of  the  advertisements  that 
have  anpeared  in  “Good  Housekeeping 
Magazine  prove  that  advertised  good* 
are  the  goods  that  sell  quickly  and 
easily.  The  consumer  is  convinced  that 
these  are  what  she  wants.  It  is  not  the 
wise  part  of  the  retailer  to  buy  or  ad¬ 
vance  the  sale  of  unadvertised  goods 
about  which  the  consumer  knows  little 
or  nothing.  To  carry  in  stock  and  push 
forward  advertised  goods  means  no 
dead  stock  for  the  merchant. 

Read  and  study  this  “Good  House¬ 
keeping  Magazine”  advertisement.  It  is 
a  wholesome  lesson  for  the  retailer.  In 
its  advertisement  this  enterprising  mag¬ 
azine  offers  you  a  service  that  will  help 
you  in  your  merchandising — the  very 
help  which  you  may  need  to  put  you 
on  a  footing  of  success  that  lifts  vou 
above  your  competitor. 
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About  two  hundred  and  fifty 
merchants  of  the  Delaware  and 
Lehigh  Valleys  were  guests  of  the 
Bethlehem  Retail  Grocers’  A.sso 
ciation  on  October  iotli,  the  occa¬ 
sion  being  the  district  convention 
of  the  associations  of  Slatington, 
Allentown,  Nazareth,  Easton, 
Pen  Argyl,  Bangor  and  Btthle-| 
hem. 

Preceding  the  convention  the 
guests  were  provided  with  a 
bounteous  supper,  after  which  the 
convention  was  called  to  order  by 
E.  T.  Parker,  president  of  the 
Bethlehem  Association,  who  wel¬ 
comed  the  guests  and  outlined  the 
object  of  the  meeting,  viz.,  to  bind 
the  merchants  of  the  two  valleys 
in  closer  union.  A  recitation  fol¬ 
lowed  by  Henry  Graham,  after 
which  William  Smedley,  of  Phila¬ 
delphia,  addressed  the  convention 
on  the  benefits  of  organization. 
Discussions  followed  on  buying 
and  selling.  This  was  participated 
in  by  numerous  delegates.  The 
general  topic  for  discussion  was 
“A  Successful  Business,”  dele- 


A  New  Jersey  correspondent 
sends  in  a  copy  of  a  newspaper 
advertisement  which  he  used.  It 
is  rather  uniciue  in  some  ways.  It 
measures  six  inches  across  two 
columrfc  and  is  surrounded  by  a 
plain  black  border.  At  the  top  is 
a  silhouette  cut  showing  a  woman 
holding  a  large  paper  on  which  is 
inscribed  “Dealing  at  Jackson’s  is 
such  a  sensible  thing.”  Below  is 
the  following  text: — 


Not  only  because  one  saves  there, 
but  because  of  variety  and  fresh¬ 
ness  and  good,  reliable  “quality” 
goods. 


Women  nowadays  are  getting 
back  to  the  old  way  of  “going  to 
market”— in  spite  of  the  telephone. 

Because  a  store  like  Broad  and 
Academy,  for  instance/  is  in  a  sense 
an  educator. 


The  buyer  for  such  a  concern  has 
to  keep  in  touch  with  the  people’s 
wants. 

New  things.  Better  things. 
Things  of  economy  and  convenience 
are  being  shown  at  Jackson’s  con¬ 
stantly. 


Could  an  advertisement  like 
this  ever  get  direct  results?  Per¬ 
haps,  though  it  is  exceedingly 
doubtful.  Somebody  might  read 
it  at  the  psychological  moment 
and  become  a  customer  directly 
because  of  it.  For  instance,  he 
might  for  some  reason  have  de¬ 
cided  to  open  a  new  grocery  ac¬ 
count  somewhere,  without  decid¬ 
ing  where.  This  advertisement 
strikes  him  while  he  is  in  a  re¬ 
ceptive  mood,  and  the  result  is  a 
decision  to  try  the  store.  But 
those  occasions  are  few.  Experi¬ 
enced  advertisers  all  agree  that 
no  direct  results  to  speak  of  can 
come  from  advertising  of  this 
character.  It  by  no  means  fol¬ 
lows,  however,  that  it  is  worth¬ 
less,  although  I  believe  in  doing 
very  little  if  any  of  it.  I  see  no 
reason  why  a  grocer  should  do 
much  of  it,  for  he  has  so  many 
specific  things  to  advertise  that  he 
is  never  compelled  to  resort  to 
generalities.  This  kind  of  adver¬ 


tising  consists  of  generalities 


purely,  and  its  value,  if  it  has  any, 
lies  in  getting  the  name  of  the 
store  in  print  where  people  will 
see  it — reminding  them  of  it,  in 
other  words,  so  that  some  time 
when  occasion  arises,  they  will 
think  of  it  and  form  a  connection 
with  it.  I  say  again  that  I  be¬ 
lieve  a  grocer  should  do  very  lit¬ 
tle  advertising  of  this  indirect 
kind — none  at  all  if  his  advertis¬ 
ing  money  is  limited. 

*  *  * 

Please  let  me  have  more  matter. 


Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 
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Practical  Questions  of  Store 
Management 

Conducted  by  HENRY  JOHNSON,  Jr. 


This  department  is  conducted  by  a  man  who  has  run  a  successful  retail 
grocery  store  for  years  and  who  ha*  also  had  much  experience  with  larger 
enterprises  which  involved  the  selling  of  merchandise  to  retailers.  He  is, 
therefore,  informed  upon  both  sides  of  the  general  questions  of  store 
management  and  will  discuss  those  questions  from  week  to  week.  The 
~  central  thought  of  his  articles  will  be  “  getting  the  best  service  and  the  most 
money  out  of  a  retail  store.”  Subscribers  are  invited  to  submit  queries  on 
any  and  all  subjects  within  the  scope  of  the  department. 


Bargains,  Good  Will  and 
Character. 

Tie  following  is  a  grocery 
ry,  but  it  applies  to  you, 
ether  you  happen  to  be  a  gro- 
,  baker,  shoe  man  or  what  not ; 
it  involves  one  of  the  prime 
entials  of  trade.  The  manner 
trading  is  as  important  as  the 
tter;  sometimes  more  so. 

short  time  ago  I  was  passing 
mall  grocery  store  in  a  large 
/  and  I  noticed  a  sign  on  the 
letin  beside  the  door :  “Camp- 
l’s  Soups,  3  for  25  cents.” 
mpbell’s  soups  cost  the  ordi- 
■y  dealer  90  cents  a  dozen  for 
varieties  except  chicken,  which 
ts'  him  95  cents.  At  straight 
cents  a  can,  therefore,  he  real- 
s  25  per  cent,  gross  on  most 
ds  and  20.833/3  per  cent,  gross 
chicken.  This  is  figuring  with- 
:  freight,  because  I  am  talking 
a  jobbing  centre,  and  also  be- 
ise  I  want  to  give  this  dealer 
:  benefit  of  every  doubt.  Those 
:  good  margins  on  such  a  staple, 
perishable  article.  But,  like 
,ny  of  the  smaller  things  we 
idle,  this  is  one  on  which  we 
mot  reduce  prices  to  the  next 
pular  notch  without  losing  all 
our  profit  unless  we  are  large 
yers. 

rhinking  this  all  over  rapidly, 
went  into  the  store.  Things 
re  very  quiet,  though  it  was 
out  5.30 — just  the  time  when 
ying  should  be  active.  So,  in- 
ad  of  waiting  “for  a  car”  or 
nething  else  as  an  excuse  to 
•tch,  I  stepped  up  and  asked  for 
mpbell’s  tomato  soup.  The 
oprietor  waited  on  me,- and  he 
igerly  handed  down  one  can, 
>king  rather  suspicious  the 
file.  Then  I  said  I  wanted 
ree  cans,  as  per  the  sign.  He 
t  the  other  two,  rolled  them  up 
an  off-hand  sort  of  way,  handed 
-rn  to  me  in  sullen  silence  and 


took  my  “quarter”  without  a 
word.  I  passed  out  thinking 
hard. 

If  that  man  bought  at  full  list 
he  was  doing  business  for  10  per 
cent,  on  this  item — 5  per  cent,  on 
chicken.  If  he  bought  five  to  ten 
cases — it  did  not  seem  to  me  he 
could  buy  more  than  five — the 
jobber  might  split  with  him.  This 
would  give  him  a  gross  margin  of 
i4l/2  per  cent,  on  all  but  chicken, 
which  would  pay  him  g}i  per 
cent. ;  and  it  cost  him  at  least  14^/2 
per  cent,  to  do  business  and  very 
likely  cost  him  nearer  163/3  per 
cent.  Suppose,  however,  that  he 
got  10  per  cent,  off  all  the  way 
through,  he  would  have  19  per 
cent,  on  all  but  chicken,  on  which 
he  would  have  14J/2  per  cent. ;  he 
would  surely  be  sacrificing  a  good 
chunk  of  possible  profit  by  cut¬ 
ting  the  regular  price. 

I  could  only  conclude  that  he 
was  selling  this  article  at  such  a 
price  to  draw  trade;  and,  as  the 
profit  on  the  immediate  sale  was 
cut,  his  only  thought  in  drawing 
trade  must  be  to  create  good  will. 
But  the  joke  was,  that  if  that 
were  his  thought,  he  missed  it  all; 
for  he  certainly  would  have  failed 
to  create  any  good  will  on  my 
part  by  the  way  he  treated  me. 
If  I  were  a  neighboring  house¬ 
holder,  I  know  that  I  should  only 
go  to  that  man  for  what  he  could 
give  me  for  less  money  than  a 
man  even  farther  away — and  you 
know  why. 

Special  offerings  are  all  right — 
especially  on  goods  the  brands  of 
which  you  own  or  control — pro¬ 
viding  you  know  what  you  are 
after.  And  the  essence  of  such 
bargain  giving  is  cheerfulness: 
“Thank  you ;  glad  you  called ; 
hope  you  will  come  again.” 
Which,  by  the  way,  is  pretty 
good  stuff  anyway. 


A  little  further  down  the  street 
I  found  a  strictly  “swell”  grocery 
store,  but  I  marveled  at  its  being- 
closed  !  It  was  evident  that  it  was 
not  “busted”  and  that  nobody  was 
dead,  but  it  sure  was  closed.  I 
found  a  sign:  “We  close  at  1 
o’clock  daily.”  Now,  what  do 
you  know  about  that?  It  was 
true,  as  I  afterwards  learned ;  the 


unnecessary.  The  simple  facts 
are  sufficient  to  enable  us  to  do 
our  own  thinking  and  arrive  at 
our  own  conclusions.  Still, 
maybe  you  will  pardon  me  for 
saying  that  it  may  not  always  be 
necessary  for  us  to  do  “what  they 
all  do,”  or  wait  to  do  a  thing  un¬ 
til  “the  rest  do  it.”  Character 
counts. 


store  was — and  I  venture  to  say, 
still  is — closed  at  1  P.  M.  every 
day. 

Now,  do  not  say,  “You  might 
do  that  in  a  large  city,  but  not  in 
a  small  town ;  they  are  more  ‘in¬ 
dependent’  in  the  large  towns ; 
they  do  not  depend  so  much  on 
the  customer  knowing  them  and 
coming  back  as  we  do  in  the  small 
places,”  for  I  have  heard  that  from 
everyone  to  whom  I  have  told 
this  tale.  The  facts  are  against 
you;  for  here  is  a  store  located  in 
a  “pocket”  of  local  trade  much 
narrower  than  you  enjoy  in  your 
town  of  2,000,  for  neighborhood 
trade  is  strictly  localized  in  the 
big  cities.  Moreover,  there  are 
numberless  stores  all  around  this 
one,  each  running  full  blast  for 
the  longest  hours  and  keeping 
open  on  Sundays,  too.  I  have 
shown  that  cut  prices  are  not  un¬ 
known  thereabouts.  Yet  this 
thing  is  actually  done  right  there, 
and  it  is  done  alone,  without  the 
co-operation  or  moral  backing 
which  is  derived  from  any  settled 
custom.  I  never  saw  as  good  an 
example  of  “going  it  alone.” 

The  explanation  is,  that  this 
man  carries  absolutely  the  finest 
little  stock  of  goods  you  ever  saw 
— and  it  is  not  so  all-fired  little, 
either,  for  he  has  a  big  trade. 
What  I  mean  is,  that  he  has  a 
thriving  neighborhood  business, 
not  a  big,  general  trade.  There 
is  not  a  fruit,  nor  vegetable,  nor 
brand  of  choice  in  season  goods 
that  he  does  not  carry — fresh,  up 
to  the  minute,  the  very  best.  His 
brands  are  the  highest  grade  and 
are  tested  “to  the  queen’s  taste” 
before  he  will  stock  them.  He 
gets  the  highest  prices,  so  that 
only  the  most  particular,  most  re¬ 
sponsible  people  can  trade  there. 
Result  is,  he  opens  at  8,  does  a 
whirlwind  of  business  until  about 
12.30;  cleans  up  and  goes  home 
for  a  ride  in  his  auto.  Nor  is  this 
“independence.”  It  is  that  he  is 
a  specialist,  who  has  made  a  logi¬ 
cal  success  of  his  particular  spe¬ 
cialty,  and  has  “put  it  over.” 

Comment  is  uncalled  for  and 


New  Patent*  and  Trade-marks  in  the 
Grocery  Line. 

Messrs.  Davis  6*  Davis,  Washington 
patent  attorneys,  report  the  grant  this 
week  of  the  following  patents: — 

Washington,  D.  C.,  Sept.  12,  1911. 
1,002,819.  Automatic  coffee  pot.  L. 
V.  Brooks,  New  York. 

1,003,317.  Coffee  making  apparatus. 
M.  Bargallo,  Barcelona,  Spain. 

1,003,320.  Process  of  pickling.  A. 
Baumann,  New  York. 

Washington,  D.  C.,  Sept.  26,  1911. 
1,004013.  Can  opener.  B.  O.  Gibson, 
Spokane,  Wash. 

1,004,033.  Process  of  preserving  corn. 
B.  F.  Johnson,  Macclenny.  Fla. 

1,004,401.  Broiler  or  waffle  baker.  L. 
Fey,  Cincinnati,  Ohio. 

Washington,  D.  C.,  October  3,  1911. 
1,004,605.  Rotary  display  rack.  A. 
Vanderveld,  Grand  Rapids,  Mich. 

1,004660.  Advertising  device.  R. 
Klotz,  Chicago,  Ill. 

1,004,786.  Combined  egg  beater  and 
cream  whip.  G.  F.  Hess,  Louisville,  Ky. 

1,004,810.  Transmutable  display  de¬ 
vice.  F.  C.  Newell,  Jr.,  Los  Angeles, 
Cal. 

1,004870.  Process  of  purifying  cocoa. 
L.  Greiser,  Berlin,  Germany. 

1,004,994.  Twine  holder.  L.  F.  Clark, 
Canton,  Ohio. 

1,005,096.  Coffee  percolator.  E. 

Aborn,  East  Orange,  N.  J. 

» 

Washington,  D.  C.,  October  10,  1911. 
1,005,128.  Cheese  sheer.  J.  Blain, 
Springfield,  Mo. 

1,005,220.  Egg  detector.  W.  H. 
Hutchinson,  Rochester,  N.  Y. 

1,005,363.  Combined  measuring  and 
dispensin'*  attachment  for  bins.  C.  B. 
Thomas,  Shreveport,  La. 

1,005,380.  Coffee  chaff  separator.  F. 
F.  Wear,  San  Francisco,  Cal. 

1,005,434.  Sanitary  butter  tub.  B.  R. 
Kinney,  Binghamton.  N.  Y. 

1,005.582.  Pouring  pot.  W.  P.  Tar¬ 
rant,  Saratoga  Springs,  N.  Y. 

TRADE-MARKS  PUBLISHED  FOR 
OPPOSITION. 

Ser.  No.  54297.  “Battleship”  for 
spices,  teas,  etc.  The  Canby,  Ach  & 
Canby  Co.,  Dayton,  Ohio. 

Ser.  No.  55,953.  “Bemco”  for  wheat 
flour.  Brooklyn  Elevator  and  Milling 
Co.,  New  York,  N.  Y. 

Ser.  No.  56,612.  “Aureola”  for  wheat 
flour.  The  Acme  Milling  Co.,  Aurora. 
Ind. 

Ser.  No.  56,877.  “Noreca”  for  canned 
vegetables.  Acker,  Merrall  &  Condit 
Co..  New  York,  N.  Y. 

Ser.  No.  57,547.  “Never- Enough”  for 
bread.  Crouch  &  Plassmann,  Bridge¬ 
port,  Conn. 

Ser.  No.  46.776.  “Big  Bend”  for 
wheat  flour.  The  Big  Bend  Milling  Co., 
Davenport,  Wash. 

Ser.  No.  51,143.  “Jack  Frost”  for 
wheat  flour.  F.  B.  Chamberlain  Co.,  St. 
Louis,  Mo. 

Ser.  No.  56,828.  “Tetonka”  for  canned 
goods.  The  J.  S.  Gedney  Pickle  Co., 
Waterville,  Minn. 

Ser.  No.  53,661.  “Bo-Mel”  for  choc¬ 
olates.  A.  M.  Boex,  Chicago,  Ill. 

Ser.  No.  56,095.  “Fa  Mol”  for  flavors 
and  artificial  flavors.  The  Famol  Prod¬ 
ucts  Co.,  Inc.,  Washington.  D.  C. 

Ser.  No.  42,398.  “New  Way”  for  bal¬ 
ing  powder.  A.  Schilling  &  Co.,  San 
,  Francisco,  Cal. 
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Fruit  and  Vegetable  Display. 

About  two  weeks  ago  one  of  the  large  green  truck  stores  had  this 
beautiful  window  display ;  it  was  arranged  as  follows :  A  slant  of 
boards  was  placed  from  the  rear  about  a  foot  and  a  half  high,  till 
within  about  eight  inches  from  the  front,  which  left  a  flat  space  about 
eight  inches  wide.  This  was  covered  all  over  with  leaf  green  crepe 
paper.  All  along  the  edge  in  front  and  at  the  sides  was  a  border  of 
large  mangoes  and  small  tomato  peppers,  say  a  large  red  mango  then 
two  small  green  tomato  peppers,  next  a  large  yellow  mango  and  then 
two  small  red  peppers  and  so  on.  In  the  centre,  on  the  flat  space, 


place  a  large  choice  head  of  cabbage ;  at  each  side  of  it  place  a  large 
eggplant  and  a  canteloupe;  in  the  corners  place  a  few  stalks  of  celery. 
The  disks  are  lids  from  peach  baskets  which  were  very  convenient  and 
handy  to  fill.  Cut  a  strip  of  the  green  paper  about  four  inches  wide, 
stretch  around  the  rim  and  hold  in  place  with  a  small  tack.  Cover  the 
centre  of  the  disk  with  the  green  paper,  so  the  wood  won’t  show  if 
there  is  a  little  space  between  the  vegetables  or  fruit.  The  lower  disks 
were  filled  with  the  following,  from  left  to  right :  onions,  green  man- 
goes,  grapes,  peaches,  oranges,  tomatoes,  the  upper  ones,  red  mangoes, 
plums,  sweet  potatoes,  red  finger  peppers  and  green  apples.  Along  the 
top  at  the  rear  place  bunches  of  white  radishes  and  carrots,  at  each 
corner  in  the  rear  place  a  couple  of  cauliflowers,  a  sweet  pumpkin  and  a 


bundle  of  celery,  a  bunch  of  bananas  was  suspended  from  the  centn 
of  the  ceiling  and  a  neat  sign  card  at  each  side. 


Soap  Sale  Display. 

If  you  have  white  soap  for  sale  and  the  display  is  to  be  of  it,  us< 
black  muslin  on  the  bottom  of  the  window,  and  if  you  have  yellow 
soap,  use  white  on  the  bottom.  In  front,  in  the  centre,  place  a  neai 
sign  card  with  the  number  of  cakes  and  price;  of  course  the  eight 
cakes  is  just  used  as  an  illustration.  The  grocer  can  give  more  or  les; 
as  he  chooses.  Get  a  couple  of  large  flat  boxes,  or  only  one  if  you  car 


get  one  large  enough  to  imitate  a  cake  of  soap.  Nail  a  strip  of  wooc 
(a  flat  piece)  all  around  the  edge  in  front,  round  off  both  edges 
with  a  sharp  pen  knife.  If  you  have  yellow  soap  for  sale,  cover  the 
large  box  with  yellow  muslin  the  same  shade  as  the  soap;  if  white 
soap  is  offered  use  white  muslin,  stretch  it  on  very  tight.  Use  black 
paint  for  the  word  soap.  Place  the  large  cake  in  the  centre  anc 
towards  the  rear,  build  a  pyramid  of  the  cakes  on  it  and  place  a  white 
pasteboard  pennant  at  each  side  in  the  rear  on  the  large  cake  with 
lettering  like  in  cut.  At  each  side  of  the  window  place  several  piles 
of  soap  with  the  number  of  cakes  offered.  Notice  the  illustration  has 
eight.  Make  the  background  of  soap,  and  a  curtain  effect  of  the  same 
color  and  material  as  you  use  on  the  bottom.  Your  sale  window  is 
then  complete. 


Germany  Said  to  Have  Turned 
Henzoate  Down. 

A  full  copy  of  the  German 
Health  decision  upholding  the 
findings  of  Dr.  Wiley  that  benzo¬ 
ate  of  soda  and  benzoic  acid  are 
harmful  in  foods  has  been  re¬ 


ceived  at  the  Agricultural  De¬ 
partment  in  Washington.  This 
decision  was  asked  for  through 
the  State  Department,  as  the  re¬ 
sult  of  the  application  of  Indiana 
authorities,  who  are  engaged  in 


a  contest  over  a  State  pure  food 
law.  The  German  report  reviews 
Dr.  Wiley’s  experiments  and  find¬ 
ings  which  were  overruled  by  the 
Remsen  Referee  Board  in  this 
country  and  says:  “The  royal  sci¬ 


entific  deputation  for  medical 
affairs  is  likewise  of  the  opinion 
that  the  use  of  benzoic  acid  and 
benzoates  should  not  be  permitted 
for  the  preservation  of  food¬ 
stuffs.” 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


What  High  Coffee  Prices  Have  Done  to 
the  Retail  Coffee  Business 


“  Grocery  World  and  General  Merchant”  Subscribers  from  All 
Over  the  United  States  Give  Their  Experiences.  Many 
States  Represented.  A  Few  Notice  No  Difference,  but  Most 
Report  Heavy  Falling  Off.  Some  Reap  Good  by  Elimination 
of  Peddlers. 


There  has  been  a  great  deal  of 
matter  published  in  technical 
journals  as  to  the  effect  of  the  ex¬ 
ceedingly  high  prices  of  coffee 
upon  the  coffee  business,  but 
practically  none  of  this  has  had 
anything  to  do  with  the  retail 
coffee  business,  most  of  it  con¬ 
cerning  itself  with  the  importing, 
wholesale  and  jobbing  business. 

This  journal  has  asked  some  of 
its  retail  subscribers  in  various 
sections  of  the  country  to  .  state 
whether  their  coffee  business  had 
been  affected  by  the  advancing 
prices.  The  communications  re¬ 
ceived  appear  below  and  explain 
themselves.  While  here  and 
there  they  show  a  case  where  the 
trade  is  as  good  as  before,  most 
of  the  experiences  are  directly 
opposite : — 

Pennsylvania. 

Philadelphia,  Pa., 

October  19,  1911. 
Editor  “Grocery  World  and 

General  Merchant.” 

Dear  Sir: — It  may  seem 
paradoxical,  but  the  advanced 
price  of  green  coffee  during 
the  past  fifteen  months  has 
pushed  our  sales  up  by  leaps 
and  bounds  until  we  are  now 
doing  the  largest  coffee  busi¬ 
ness  in  our  history. 

This  result,  however,  did 
not  come  about  simply  be¬ 
cause  green  coffee  advanced 
in  price,  but  on  the  contrary 
it  came  about  in  spite  of  the 
advance. 

By  a  fortunate  foresight  of 
the  conditions  approaching, 
and  the  financial  ability  to 
carry  unusually  large  stocks, 
we  were  enabled  before  the 
advance  to  lay  in  sufficient 
stock  to  carry  us  a  year  and 
thus  protect  ourselves  and 
our  customers  from  advanced 
retail  prices. 

The  majority  of  the  trade 
could  not  or  did  not  carry 
more  than  a  three  months’ 
supply  and  as  a  consequence 
they  were  forced  into  a  high 
market  to  replenish  their 
stock.  This  high  market 
meant  one  of  twro  alterna¬ 
tives:  either  to  advance  their 
retail  price  in  order  to  keep 
up  their  former  quality,  or 


to  keep  the  price  the  same 
and  reduce  the  quality.  Un¬ 
der  either  horn  of  the  di¬ 
lemma  it  will  be  readily  seen 
such  a  move  was  sure  to  en¬ 
counter  the  opposition  of  the 
consumer. 

Just  at  this  juncture  our 
unchanged  prices  and  our  un¬ 
changed  quality  attracted  the 
attention  of  the  consuming 
public  and  word  seemed  to 
pass  quickly  from  person  to 
person  that  their  opportunity 
and  salvation  lay  with  us. 
Our  sales  began  to  grow,  and 
for  the  past  ten  months  each 
month  has  shown  a  hand¬ 
some  increase  over  the  pre¬ 
ceding  one. 

While  the  experience  of  the 
past  year  have  strengthened 
our  position  and  prestige  in 
the  minds  of  the  coffee  buy¬ 
ing  public,  the  continued 
strong,  high  and  still  advanc¬ 
ing  green  coffee  market  is  be¬ 
coming  a  very  serious  propo¬ 
sition  to  every  grocer  and  to 
every  family  in  the  country. 

During  the  past  fifteen 
years  green  coffees  have 
maintained  an  average  price 
that  paid  both  the  grower 
and  the  importer  and  also 
enabled  the  retailer  to  sell 
to  the  consuming  public  at 
25  cents  a  pound  a  coffee  that 
was  high  in  grade  and  qual¬ 
ity  and  reasonably  profitable 
to  handle.  The  past  three 
months’  advances,  however, 
have  eaten  into  those  profits 
to  such  an  extent  that  the 
retailer  to-day  can  hardly  sell 
any  coffee  for  25  cents  with 
profit  and  certainly  not  with 
any  satisfying  quality  behind 
it. 

This  condition  of  affairs 
will  partly  be  met  in  our  own 
case  by  the  introduction  of  a 
high  grade  coffee  combina¬ 
tion  (near  coffee)  put  up  in 
1 -pound  packages  to  be  re¬ 
tailed  at  20  cents  a  pound. 
We  have  been  working  for 
the  last  two  months  perfect¬ 
ing  it  and  we  now  have  a  cof¬ 
fee  combination  that  drinks 
far  superior  to  any  straight 
coffee  being  retailed  to-day  - 
at  22  cents  a  pound. 

No  doubt  this  same  idea 
will  be  acted  upon  by  many 
other  large  dealers  through¬ 
out  the  country  and  such  a 


move  will  cut  deeply  into  the 
use  and  consumption  of 
straight  coffee.  The  retail¬ 
er’s  only  hope  for  future  profit 
and  the  consumers  only  sal¬ 
vation  from  high  prices  lays 
in  their  combined  efforts-  to 
break  the  powerful  manipula¬ 
tion  of  the  market  that  is  now 
in  the  hands  of  the  money 
trusts.  • 

Yours  truly, 

Thomas  Martindale  &  Co., 
W.  F.  Breitenbaugh. 

Tremont,  Pa.,  Oct.  13,  1911. 
“Grocery  World  and  General 

Merchant.” 

Philadelphia,  Pa. 

My  coffee  trade  did  not  fall 
off  more  than  about  10  per 
cent. 

Yours  truly, 

John  Neiswender. 

New  York. 

New  York,  Oct.  18,  1911. 
Editor  “Grocery  World  and 

General  Merchant.” 

Dear  Sir: — I  have  ad¬ 
vanced  the  price  of  my  cof¬ 
fees,  not  as  high  as  they 
ought  to  be  yet.  I  am  not 
interested  in  what  my  neigh¬ 
bors  do.  I  claim  that  the 
laborer  is  worthy  of  his  hire, 
and  tell  my  customers  so.  I11 
some  instances  they  object, 
but  I  am  not  going  to  alter 
the  grade  of  the  goods  I  sell 
for  any  one. 

I  am  sending  you  with  this 
copy  of  a  sign  I  have  put  up 
outside  of  my  store  which  at¬ 
tracts  a  good  deal  of  atten¬ 
tion.  It  is  as  follows : — 

USE  TEA  INSTEAD  OF  COFFEE. 
One  pound  of  good  tea,  costing  50 
cents  will  make  225  to  250  cups  of 
good,  strong  tea.  • 

One  pound  of  coffee,  at  40  cents, 
will  make  about  80  cups,  nearly 
three  times  the  quantity  in  favor  of 
tea,  only  10  cents  difference  in  cost. 
Stop  drinking  coffee  until  the  spec¬ 
ulator  ceases  manipulating  the  price 
of  it. 

Yours  truly, 

L.  J.  Callanan. 

Auburn,  N.  Y.,  Oct.  14,  1911. 

The  effect  of  high  prices  of 
coffee  on  my  trade  is  as  fol¬ 
lows  :  The  former  users  of 
25-cent  coffee  have  had  to 
change  to  30  and  35-ce;it 
grades  and  are  using  less  cof¬ 
fee.  We  are  selling  20  per 
cent,  less  coffee  than  before 
the  change  in  our  retail 
price. 

Very  truly  yours, 

C.  E.  Parsell. 

Elmira,  N.  Y.,  Oct.  13,  1911. 
“Grocery  World  and  General 

Merchant.” 

My  coffee  trade  has  fallen 
off  on  account  of  the  advance 
in  price.  Before  the  advance 
I  sold  a  large  amount  of  cof¬ 
fee  for  15  to  20  cents  a  pound, 


now  it  is  impossible  to  sell  at 
these  prices.  The  sale  of  cof¬ 
fees  worth  from  25  to  35 
cents  remain  about  the  same. 

W.  H.  Siple. 


Brockport,  N.  Y., 

October  13,  1911. 

Gentlemen  : — Demand  has 
been  reduced  at  least  25  per 
cent.  We  are  selling  more 
cereals  as  a  substitute. 

Yours  truly, 

John  H.  Welch. 

New  Jersey. 

Hammonton,  N.  J., 

October  13,  1911. 

Dear  Sir: — Our  coffee  pur¬ 
chases  for  the  first  six 
months  of  1911  show  a  de¬ 
crease  from  the  total  value  of 
coffee  bought  in  the  same 
period  of  1910  of  9^  per  cent. 
The  decrease  in  the  number 
of  pounds  of  coffee  for  the 
same  period  is  22  7-10  per 
cent. 

Yours  truly, 

M.  L.  Jackson  &  Son. 

Trenton,  N.  J. 

Dear  Sir: — In  answer  to 
your  inquiry  in  regards  cof¬ 
fee,  I  think  our  sales  have 
dropped  25  per  cent. 

Yours  truly, 

J.  R.  Gaskill. 

Ocean  City,  N.  J., 

October  17,  1911. 

.  Gentlemen: — We  have  n 
noticed  any  less  demand  for 
coffee  during  the  past  seas* 
and  our  sales  were  up  to  th 
standard. 

Yours  truly, 

Osvvin  H.  Henry  Co. 

•  Texas. 


Wolf  City,  Texas, 

October  14.  1911. 

Dear  Sir  : — We  think  that 
our  coffee  trade  has  decreased 
considerably  since  the  ad¬ 
vances  in  price. 

Very  truly  yours, 

J.  W.  Shelton  &  Son, 
Per  O.  S.  Shelton. 


Missouri. 

• 

Joplin,  Mo.,  Oct.  14,  1911. 
Can't  see  any  change  in  the 
number  of  pounds  of  coffee  I 
sell,  but  am  selling  on  a 
smaller  percentage  of  profit 
than  formerly,  when  coffee 
was  cheaper.  In  fact,  I  find 


ELTON  J.  BUCKLEY 

Editor  “Grocery  World  and  General  Merchant" 

Attorney  and  Counselor  at  Law 


643-648  Land  Title  Building,  Phil*.,  Pa. 


Telephenes  j 


Bell,  Spruce  2808-2609 
Keystone,  Race  746 


Corporation  Practice,  Cases  Under  Food  Laws 
Trade-Mark  Registration 
General  Practice 
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Cold  Weather  Specialties: 

Fresh  Sausage , 
Scrapple, 

Souse , 

Liver  Pudding 

Burk’s  Fresh  Sausage 

Composed  entirely  of  selected  tender  pieces  of 
pork,  not  the  ordinary  trimmings  commonly  used. 
Not  cheapened  in  price  and  quality  by  the  addition 
of  tripe,  boiled  rice  and  sundry  substitutes.  Cor¬ 
rectly  seasoned,  not  offensive  to  sensitive  stomachs 
because  of  pungent  herbs.  Nutritious.  In  four 
styles — hashed  fine  and  coarse,  linked  and  in 
straight  casings. 

Burk’s  Philadelphia  Scrapple 

Prepared  from  the  very  best  materials — good, 
wholesome  meats  and  extra  fine  corn  meal.  Well 
boiled  and  seasoned  to  suit  the  most  critical.  Not 
to  be  compared  with  some  cheap  products  of  doubt¬ 
ful  hues  and  colors.  Burk’s  eats  as  good  as  it  looks. 
Superior  to  farmers’  products.  In  pans  of  15 
pounds  each. 

Burk’s  Pig  Souse 

is  a  seasonable  specialty  prepared  fresh  daily,  in  pans 
of  five  pounds  each.  The  jelly  is  clear  and  transpa¬ 
rent  and  free  from  vegetable  gelatines  and  ill-smell¬ 
ing  glue  stock.  Contains  plenty  of  meat  and  garnished 
with  slices  of  lemon  and  parsley. 

Proves  attractive  when  turned  out  of  the  pan,  and 
is  a  quick  seller,  saving  the  consumer  the  trouble  of 
cooking  pig’s  feet,  so  difficult  to  obtain  at  this  season 
of  the  year. 

Burk’s  Liver  Pudding 

Of  the  usual  “Burk”  standard — clean  and  un¬ 
adulterated.  Rich  in  quality  and  an  excellent  dish 
when  fried,  or,  after  removing  the  casing,  hashed 
with  potatoes.  In  rings  of  1  pound  each. 

LOUIS  BURK 

Girard  Avenue  and  Third  Street 

PHILADELPHIA 


The  best  way  to  work  up  a  perma¬ 
nent  and  profitable  trade  on 


MACARONI "  SPAGHETTI 
PASTELS  and  NOODLES 


is  to  sell 


because  their  quality,  purity  and  fine 
flavor  will  please  your  customers  and 
cause  them  to  buy  again  and  again, 
and  they  pay  you  a  better  profit  than 
others. 


PHILADELPHIA,  PA. 
I- . 


/ 
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it  much  easier  to  “find”  the 
profits  when  prices  on  the 
staples  of  every  day  provi¬ 
sions  are  low  than  when  they 
are  high. 

Respectfully, 

M.  S.  Stewart, 
1102  S.  Ninth  St. 

Nebraska. 

Omaha,  Neb.,  Oct.  14,  1911. 
“Grocery  World  and  General 

Merchant.” 

Philadelphia,  Pa. 

No  falling  off  noticeable 
since  first  of  year. 

Respectfully, 

Vankirk  &  Graybill. 

North  Dakota. 

Eckman,  N.  D.,  Oct.  14,  1911. 

I  find  no  difference. 

Respectfully, 

J.  J.  Munns. 

Kansas. 

Pittsburg,  Kan., 

October  13,  1911. 

Gentlemen  : — Being  a  gro¬ 
cery  salesman,  I  get  a  fairly 
good  view.  It  is  a  little  early 
for  this  information,  as  mer¬ 
chants  generally  protected 
themselves  against  the  ad¬ 
vances  and  are  generally  sell¬ 
ing  at  old  figures.  A  number 
have  said  they  will  advance 
on  Monday,  the  16th.  Specu¬ 
lative  buying  by  merchants 
has  ceased  and  little  coffee 
now  selling. 

R.  S.  Marsh. 

Arkansas. 

Osceola,  Ark.,  Oct.  14,  1911. 

Gentlemen  : — A  very  de¬ 
cided  fall  off;  coffee  too  high 
for  poor  people  to  buy. 

Very  truly, 

J.  L.  Young. 

Kentucky. 

Owensboro,  Ivy., 

October  14,  1911. 

Gentlemen: — This  is  a 
rather  hard  question  to 
answer  accurately,  as  the 
general  business  is  quiet  in 
this  section  at  present,  but 
we  expect  better  things  as 
soon  as  the  fall  crops  begin 
to  move.  However,  I  am  in¬ 
clined  to  believe  the  high 
prices  of  coffee  has  cut  the 
demand  10  or  20  per  cent, 
with  us,  although  I  have  sold 
green  coffees  at  60  cents  per 
pound  in  the  60s. 

Respectfully, 

W.  F.  Reinhardt. 

Buechel,  Ivy.,  Oct.  18,  1911. 

Dear  Sirs: — In  reply  to 
your  inquiry  regarding  the 
consumptive  demand  of  cof¬ 
fee,  will  say  it  has  affected 
our  trade  none  if  anything; 
it  has  to  a  certain  extent  in¬ 
creased  because  of  the  going 
out  of  business  of  various  cof¬ 
fee  wagons,  due  to  the  nar¬ 


row  margins  of  profit  it  af¬ 
fords  them. 

Frank  W.  Ilall. 

Georgia. 

Athens,  Ga.,  Oct.  13,  1911. 

Gentlemen  : — Replying  to 
your  inquiry,  our  coffee  sales 
have  not  shown  a  decrease  as 
yet,  though  many  customers 
complain  of  the  increased 
cost. 

V ery  truly, 

Arnold  &  Abney. 

West  Virginia. 

Martinsburg,  W.  Va., 

October  18,  1911. 
“Grocery  World  and  General 

Merchant.” 

Gentlemen: — We  find  that 
the  advance  in  the  price  of 
coffee  has  affected  the  sale 
of  coffee  to  some  extent. 

Respectfully, 

F.  C.  Miles  &  Co. 

Massachusetts. 

Clinton,  Mass.,  Oct.  13,  1911. 

Gentlemen  : — Regarding  cof¬ 
fee  sales,  ours  have  increased, 
as  the  higher  prices  have 
driven  coffee  peddlers  to 
either  raise  prices  or  discon¬ 
tinue  checks  and  stamps,  so 
we  are  able  to  meet  prices  of 
such  and  go  them  one  better. 

Yours  truly, 

Jos.  McGown  &  Son. 

Virginia. 

Alexandria,  Va., 

October  16,  1911. 

Dear  Sirs: — We  do  not 
think  that  our  coffee  business 
has  fallen  off  as  a  result  of 
high  prices,  but  do  think  it 
will  curtail  should  coffee  ad¬ 
vance  much  higher. 

Respectfully, 

Edw.  Quinn  &  Sons. 

Maryland. 

I  have  examined  our  sales 
of  coffee  and  find  a  falling  off 
of  about  25  per  cent,  in  sales 
with  us.  I  think  this  is  a  fair 
estimate. 

Respectfully  yours, 

J.  F.  Barsler, 
618  Brune  St. 

Connecticut. 

Bridgeport,  Conn., 

October  13,  1911. 

Dear  Sirs: — It  has  very 
much. 

Yours  truly, 

The  Logan  Bros.  Co. 

District  of  Columbia. 

Washington,  D.-  C., 

October  19,  1911. 

Dear  Sir: — In  response  to 
your  question  of  coffee,  I 
must  say  that  I  imagine  that 
the  price  of  coffee  has  re¬ 
duced  the  consumption  of 
that  article. 

Yours, 

W.  W.  Benton. 


Michigan. 

Fenton,  Mich.,  Oct.  13,  1911. 

Dear  Sir: — We  cannot  see 
any  material  change  in  con¬ 
sumption  of  coffee,  but  think 
we  are  selling  more  high 
grade. 

Mathews  &  Cinmer.' 

Ohio. 

Cincinnati,  Ohio, 

October  18,  1911. 
Editor  “Grocery  World  and 
General  Merchant.” 

Dear  Sir: — Concerning  the 
coffee  situation  in  our  town, 
it  is  somewhat  peculiar.  It 
seems  the  big  chain  stores 
(of  which  Cincinnati  has 
about  250)  have  been  having 
the  coffee  trade  to  a  great 
extent,  but  as  they  give 
premiums  and  the  profit  on 


coffee  is  smaller,  they  prob-  - 
ably  give  a  little  inferior 
grade,  and  the  small  retailer 
is  selling  more  coffee  than 
before,  but  at  a  smaller  profit.  ' 
No  doubt  the  demand  has  1 
fallen  off. 

Very  truly, 

A.  Kurre. 

Idaho 

Sandpoint,  Idaho, 

October  16,  1911. 
“Grocery  World  and  General 
Merchant”  Publishing  Co.  I 
Philadelphia,  Pa. 

Dear  Sir : — We  are  in-  j 
dined  to  believe  that  the  ad-  1 
vance  in  the  price  of  coffee 
has  affected  the  demand  very  ' 
materially. 

V  ery  truly  yours, 

Gold  Medal  Grocery. 


Written  for  the  "Grocery  World  and  General  Merchant." 

Says  One  Cause  of  High  Prices  is  Burden¬ 
some  Rulings  by  Food  Authorities  < 

New  York  Contributor  Denies  that  Middleman  is  Responsible. 
Says  Extraordinary  Handling  Expenses  are  Partly  Respon¬ 
sible,  as  are  Technical  Rulings  Under  Food  Laws.  Cites 
Case  of  Artificially  Colored  Tea. 


I  have  been  interested  in  some 
of  the  reasons  assigned  for  the 
present  high  cost  of  living,  and 
have  noticed  that  some  of  the 
muck-raking  newspapers,  peri¬ 
odicals  and  even  matter  coming 
from  some  of  the  authorities  at 
Washington,  place  the  blame  to  a 
large  extent  on  the  importer, 
manufacturer  and  middleman  for 
the  exorbitant  prices  the  retailer 
asks  for  his  goods. 

These  various  sources  (whose 
alleged  object  is  to  enlighten  the 
people)  make  no  mention  of  the 
many  other  reasons  for  these  high 
prices.  They  fail  to  take  into  con¬ 
sideration  the  great  deterioration 
in  goods;  the  necessary  cost  of 
transportation  and  distribution ; 
the  percentage  of  bad  debts  al¬ 
most  impossible  for  the  whole¬ 
saler  and  retailer  not  to  incur; 
also  the  large  amount  of  charity 
work  the  average  corner  grocer  is 
compelled  to  do  in  a  year  as  com-* 
pared  with  what  the  people  who 
are  so  loud  in  their  criticisms 
give  or  spend  for  that  purpose. 

Frequently  we  find  on  investi¬ 
gating  the  inability  of  a  merchant 
to  meet  his  obligations,  that  it  is 
not  through  dishonesty,  but,  in 
the  majority  of  cases,  through  al¬ 
lowing  his  heart  to  get  the  better 
in  charity  to  the  people  who  deal 
with  him,  that  he  fails  to  do  so. 


Did  it  ever  occur  to  you  that 
the  advance  in  price  of  many 
commodities  is  caused  by  un¬ 
necessary,  burdensome  and  tech¬ 
nical  rulings  of  the  various  State 
and  National  food  and  drug  au¬ 
thorities,  the  cost  of  all  of  which 
is  paid  by  the  consumer  in  the 
long  run? 

Take,  for  instance,  the  great 
advance  in  prices  of  teas,  which 
is  caused  solely  by  the  indiscreet 
ruling  of  the  United  States  Ag¬ 
ricultural  Department,  which  rul¬ 
ing  has  cost  the  consumers  hun¬ 
dreds  of  thousands  of  dollars. 

Early  this  spring,  without  any 
notice  whatever  to  merchants  or 
tea  growers  in  far  away  China, 
Ceylon,  India,  etc.,  the  Govern¬ 
ment  issued  a  ruling  that  after 
May  1st  of  this  year  no  more  col¬ 
ored  teas  would  be  admitted  into 
the  United  States.  There  was  a 
‘‘Nigger  in  the  woodpile”  in  con¬ 
nection  with  this  ruling.  This 
boom  for  uncolored  teas  was 
started  primarily  by  two  houses 
— one  in  Chicago,  the  other  in 
San  Francisco — who  had  gotten 
bit  in  the  purchase  of  uncolored 
teas  for  which  they  could  not  find 
of  his  judgment  in  giving  credit, 
a  market. 

One  of  these  houses  (the  Chi¬ 
cago  house)  had  bought  several 
thousand  chests  of  what  they  ad- 
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rtised  as  “uncolored  teas’’  and 
uld  not  sell  them.  They  then 
,t  next  to  some  of  the  “powers 
at  be,”  with  the  result  that  an 
der  was  issued  against  the  im- 
irtation  of  colored  teas,  and  the 
me  teas  are  costing  from  200  to 
0  per  cent,  more  than  they  did 
ior  to  this  ruling. 

Many  importers  and  packers  of 
as  took  this  matter  up  with  the 
’ashington  authorities,  and  also 
ith  the  Tea  Board,  requesting 
at  no  radical  change  should  be 
ade  on  such  short  notice, 
[lowing  the  Chinamen,  and  how 
awly  they  accept  new  laws,  we 
resaw  what  would  happen  and 
rote  the  authorities  to  this 
feet,  begging  postponement  of 
e  ruling  for  three  years,  and 
ggesting  in  its  place  that  the 
quirements  as  to  color  and 
Mm,  as  shown  by  analysis,  be 
ade  more  severe  each  year. 

If  this  suggestion  had  been  fol- 
wed,  inside  of  three  years  the 
hinamen  would  have  been  mak- 
g  teas  as  we  want  them,  and 
ie  trade  would  have  been  accus- 
imed  to  uncolored  teas. 

It  has  now  been  found  that  the 
as  these  two  houses  have  been 
tiling  were  not  uncolored  teas 
:  all ;  that  neither  of  them  had 
rer  carefully  analyzed  a  pound 
f  the  teas  to  find  out  whether 
ley  were  colored  or  not. 

The  black  teas  have  advanced, 
id  are  still  advancing,  in  sym- 
athy  with  the  green  teas,  owing 
)  the  inability  of  the  importers 
)  obtain  any  green  teas,  and  the 
eneral  tea  market  is  to-day  50 
)  300  per  cent,  higher  than  it 
ras  this  time  last  year,  all  caused 
y  this  injudicious  ruling,  and  of 
ourse  the  consumer  has  to  “pay 
ie  piper.” 

We  could  call  your  attention 
d  several  other  matters  that  have 
aused  hundreds  of  thousands  of 
ollars  to  be  unnecessarily  ex- 
ended  by  the  consumer.  It 
/on  Id  be  interesting  reading  if 
011  could  get  behind  the  curtain 
nd  see  how  some  manufacturers 
,ave  been  prosecuted  for  no  rea- 
on  except  that  they  have  ex- 
iressed  their  views  of  the  facts 
is  they  saw  them,  believing  they 
vere  living  in  America  and  not 
n  Russia. 

It  would  be  well  for  you  to  look 
dosely  into  these  matters.  Cer- 
ainly  the  manufacturer,  whole¬ 
saler  or  retailer  has  not  the  power 
0  increase  the  cost  of  living,  as 


some  authorities  would  have  the 
people  believe. 

Understand,  we  are  in  favor  of 
uncolored  teas,  and  heartily  in 
favor  of  pure  food  and  drug  laws, 
but  these  things  should  be  mat¬ 
ters  of  evolution  and  not  revolu¬ 
tion. 

We  know  of  no  harm  that  has 
been  caused  by  the  drinking  of 
colored  teas,  which  have  been 
made  for  hundreds  of  years. 
However,  if  there  is  a  possibility 
that  colored  teas  may  be  deleteri¬ 
ous  to  health,  we  prefer  the  bene¬ 
fit  of  the  doubt. 

Fair  Play. 

New  York,  N.  Y., 

October  19,  1911. 


A  Big  Business  Grows  Bigger. 

McCormick  &  Co., -of  Baltimore,  Md., 
manufacturers  of  flavoring  extracts  and 
drugs  and  importers  of  spices,  teas,  etc., 
have  been  forced  by  the  demands  of 
their  rapidly  increasing  business  to  add 
to  their  former  large  and  up-to-date 
plant  by  the  purchase  of  warehouses 
at  722,  724  and  726  East  Pratt  street 
and  xi8  to  120  West  Falls  avenue. 

This  addition  gives  McCormick  &  Co. 
the  major  portion  of  the  block  in  which 
they  are  located,  with  a  frontage  on 
West  Falls  avenue  of  234  feet,  on  Con¬ 
cord  street  of  295  feet  and  on  Pratt 
street  of  68  feet,  or  a  total  floor  area 
of  140,000  square  feet. 

Their  tea  and  printing  departments 
will  be  moved  into  the  new  purchase, 
giving  them  greater  packing  and  manu¬ 
facturing  space  then  in  their  present 
building,  which  they  rebuilt  after  the 
great  fire  of  1904 — the  first  building 
erected  and  occupied  in  Baltimore  after 
the  fire,  evidencing  the  enterprise  of  this 
firm. 

This  addition  will  also  enable  them  to 
add  to  their  splendid  receiving  and  ship¬ 
ping  facilities  a  spur  track  from  the 
B.  &  O.  R.  R.  into  their  building.  Their 
plant  is  located  just  across  the  street 
from  the  new  docks  and  they  can  ship 
to  all  parts  of  the  world  practically 
from  their  doors. 

They  are  also  on  the  new  Boulevard 
which  will  be  built  to  cover  the  canal 
(known  as  Jones’  Falls)  running 
through  the  city,  and  which  will  be  a 
magnificent  thoroughfare.  The  city  will 
spend  several  millions  in  constructing 
this  Boulevard  and  contracts  have  al¬ 
ready  been  let  for  part  of  the  work. 

McCormick  &  Co.  seem  to  have  good 
reasons  for  believing  that  they  have  the 
largest,  best  equipped  and  best  located 
plant  in  the  United  States. 


PATENTS 

and  Trade-marks  procured  promptly  and 
properly  In  all  countries. 

Davis&DavIs,  Washincton,  D.  G. 

MANY  GROCERS 

Find  it  pays  them  to  read  the 
“good  stuff”  in 

The  Advertising  World 

Columbus,  Ohio 

Sample  tree,  er  leur  ■oaths’  trial  for  10  cents 


So 


An  Advantage 

to  YOU 


NATIONAL 

BISCUIT 

COMPANY 


The  goodwill  of  your  customers 
towards  the  products  of  the 
National  Biscuit  Company  is  in¬ 
deed  an  advantage  to  YOU — an 
asset.  It  not  only  sells  N.  B.  C. 
goods  in  the  famous  In-er-seal 
packages,  N.  B.  C.  goods  from 
the  glass-front  cans  —  but  also 
helps  to  sell  your  other  goods. 

People  reason  that  if  you  sell 
quality  products  like  the  National 
Biscuit  Company’s  Uneeda 
Biscuit,  Nabisco  Sugar  Wafers, 
Zu  Zu,  Graham  Crackers,  etc., 
you  will  also  sell  the  highest 
grades  of  sugar,  tea,  coffee  and 
of  other  articles. 

Yes,  Mr.  Dealer,  it  certainly  is 
to  your  advantage  to  have  the 
goodwill  of  the  National  Biscuit 
Company  trade.  Have  YOU? 


We  (ell  these  handsome  em¬ 
bossed  Flower  Pots  from  open 
stock  in  any  quantity,  but  this 
assortment  has  been  selected 
for  those  who  lack  experience 
in  ordering.  The  price  being 
the  same  as  on  open  stock. 
No.  7-G  Assortment 


Per  100 

Each 

40  4-in.  Pots  and  Sancars  @  1  50 

50  5-in.  “  2.50 

$  .60  sail  @$.03 

|1.20 

1.25  “ 

.05 

2  50 

70  6-in.  “  3.50 

2.45  " 

,06 

4  20 

50  7-in.  “  5.00 

2.50  “ 

.08 

4  00 

40  8-in.  “  7.00 

2.80  " 

.10 

4  00 

$9  60 

|15.90 

F.  0.  B.  factory.  No  charge  for  package.  Goods 
carefully  packed.  Prompt  shipment.  Order  now. 


The  Peters  &  Reed  Pottery  Company 
ZANESVILLE,  OHIO 


•wirovN 

WEBSTER’S 
NEW 
INTERNATIONAL 
DICTIONARY 

THE  ME  REXAM  WEBSTER? 

I  BECAUSE  it  is  the  only  new  unabridged  dic- 
I  tionary  in  many  years.  BECAUSE  it  defines 
over  400.000  It'ords.  3700  Pages,  6000  Illustra •  I 
tions,  BECAUSE  it  is  the  only  dictionary  with 
the  new  divided  page.  BECAUSE  he  who 
knows  Wins  Success,  Let  us  tell  you  about  I 
this  new  work.  WRITE  for  specimens  of  | 
|  the  new  divided  page,  full  particulars,  etc. 

G.  &  C.  MERRIAM  CO.,  Springfield,  Mass.  I 

I  Mention  this  paper,  receive  FREE,  «t  of  Pocket  Map.  | 


The  One  Pure  Sugar  Syrup 

Lyle’s  Golden  Syrup  — perfectly 
clear,  a  beautiful  golden  color,  bo 
neutral  micro-organisms  can’t  live 
in  it.  Absolutely  free  from  preser¬ 
vatives.  A  product  which  every  one 
keeps  buying.  If  you  want  to  please 
your  trade  tell  them  about  it. 

26#  PROFIT 

Sure  sales  and  pleased  customers. 

H.  Kellogg  &  Sons 

Philadelphia 


MAPLEINE 

The  Popular  Flavor 

A  STRONG  DEMAND 
has  been  created  for  this 
new  and  delicious  liavoring. 
It  adds  richness  and  deli¬ 
cacy  to  Cakes.  Puddings. 
Icings.  Candies. Ice  Cream, 
etc.,  and  makes  a  Table 
Syrup  better  than  maple  at 
a  cost  of  50c.  a  gallon. 

See  Price-list 

Order  from  your  jobber  or 

Frank  A.  Smith  Company 
10S  South  Front  Street 
Philadelphia,  Pa. 

CrMosat  Mf(.  Co. 
■  CATTLE,  WASH. 
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WITH  THE  EDITOR 


As  anticipated  in  a  recent  issue, 
the  Southern  Wholesale  Grocers’ 
^  Association  has 

of  the  Southern  been  practically 
Whoie»aie  destroyed,  so  far 

Grocers’ Association. 

as  pursuing  its 
former  activities  is  concerned,  by 
a  sweeping  decree  entered  against 
it  at  Birmingham,  Ala.,  at  the  suit 
of  the  United  States  Government. 
The  substance  of  the  decree  is 
published  elsewhere.  Briefly  it 
forbids  the  association  to  do  any 
of  the  following  things: — 

1.  — Coerce  manufacturers  from 
selling  to  firms  not  members  of 
the  association,  or  firms  who  are 
not .  listed  in  the  association’s 
“Green  Book.” 

2.  — Publish  any  kind  of  a  list 
of  “recognized”  jobbers,  or  aid  in 
the  publishing  or  distributing  of 
such  a  list. 

3-  — Fix  by  agreement  a  price 
on  merchandise,  or  coerce  manu¬ 
facturers  to  fix  such  a  price. 

4-  — Coerce  manufacturers  from 
selling  concerns  that  cut  the 
price. 

5-  — Arrange  with  manufactur¬ 
ers  to  fix  a  limited  price,  and  re¬ 
bate  those  who  keep  it. 

6. — Impose  a  penalty  on  job¬ 
bers  who  cut  the  price. 

7- — Boycott  manufacturers  who 
refuse  to  go  along,  either  in  fix¬ 
ing  and  maintaining  limited 
prices,  or  in  selling  retailers. 

8. — Do  anything  among  them¬ 
selves  or  in  concert  with  manufac¬ 
turers  to  fix  or  maintain  prices,  or 
anything  which  tends  to  “hinder  or 
prevent  by  intimidation  or  coercion, 
any  person,  firm  or  corporation 
from  buying  or  selling  any  such 
commodity,  zvherever,  whenever, 
from  and  to  whomsoever,  and  at 
whatsoever  price  may  be  then  and 
there  agreed  upon  by  the  seller  and 
purchaser.” 

The  question  instantly  arises 
after  reading  the  decree — if  an  as¬ 
sociation  can  do  none  of  these 


things  legally,  what  can  it  do  ex¬ 
cept  meet  for  social  intercourse 
and  serve  sandwiches  and  cigars? 
Here  is  forbidden  everything  that 
the  Southern  Association  did  to  aid 
its  members  and  entrench  itself. 
From  now  on  it  must  take 
the  initiative  in  nothing.  If  a 
new  independent  jobbing  house 
enters  the  field,  or  if  a  large  re¬ 
tailer  essays  to  buy  of  the  manu¬ 
facturer  direct,  the  Southern  as¬ 
sociation  can  do  nothing  to  pre¬ 
vent  it.  Formerly  it  would  at 
once  incite  its  members  to  boy¬ 
cott  the  manufacturer  who 
offended  it  in  these  respects,  but 
the  days  of  its  boycotts  are  over. 
It  must  not  even,  by  published 
lists,  attempt  to  separate  the 
sheep  from  the  goats. 

Nor  can  it  agree  with  a  manu¬ 
facturer  to  limit  and  maintain  a 
limited  price,  or  attempt  reprisals 
against  the  concern  violating  the 
limited  price.  Formerly  it  not 
only  could  do  all  these  things,  but 
it  did  them  every  day. 

But  while  the  association  may 
not  initiate  or  participate  in  any 
of  these  movements,  the  manufac¬ 
turer  can,  and  here  is  where  the 
law  is  weak,  and  will  ever  be 
weak.  A  manufacturer  is  the 
master  of  his  own  business.  He 
may  refuse  to  sell  jobbing  con¬ 
cerns  that  do  not  stand  well  with 
the  bulk  of  the  trade,  he  may  re¬ 
fuse  to  sell  retailers,  lie  may  limit 
the  price,  and  refuse  to  sell  those 
who  violate  it,  he  may  do  any¬ 
thing  he  likes,  so  long  as  he  acts 
alone,  to  restrict  the  number  and 
character  of  his  distributers  and 
to  keep  his  goods  out  of  the  hands 
of  those  who  decline  to  hold  his 
prices. 

Whether  manufacturers  gen¬ 
erally  will  consent  to  do  these 
things  on  their  own  initiative, 
now  that  the  jobbers’  power  of 
revenge  is  gone,  remains  to  be 
seen.  But  the  jobbers’  power  of 


revenge  is  not  wholly  gone,  after 
all,  for  while  their  power  to  act 
designedly  in  concert  is  destroyed 
by  the  Government’s  decree,  any 
individual  member  can  act  as  he 
pleases.  lie  can  sell  or  refuse  to 
sell  a  product,  he  can  patronize 
or  refuse  to  patronize,  a  given 
manufacturer.  That  a  large  num¬ 
ber  of  individual  jobbers  hap¬ 
pened  to  act  in  the  same  way  at 
the  same  time  is  naturally  a  cir¬ 
cumstance  from  which  the  exist¬ 
ence  of  an  illegal  agreement  to  do 
so  can  be  inferred,  but  it  is  not 
alone  sufficient  evidence  to  con¬ 
vict,  in  the  writer’s  judgment,  es¬ 
pecially  if  it  could  be  proven  that 
there  actually  was  no  such  agree¬ 
ment,  and  that  a  hundred  job*bers 
all  stopped  patronizing  a  given 
manufacturer  at  the  same  time, 
first  because  their  interests  were 
identical,  and  second  because  it 
was  not  to  their  interest  to  con¬ 
tinue  handling  that  manufactur¬ 
er’s  product. 


Dr.  H.  W.  Wiley,  chief  Gov¬ 
ernment  chemist,  was  the  princi¬ 
pal  speaker  at 
Dr.  Wiley  Was  the  fourteenth 

Wrong.  annual  meeting 

of  the  National 
Farm  School,  near  Philadelphia, 
last  Sunday.  In  the  course  of  his 
address  he  discussed  the  cause  of 
the  high  cost  of  living,  and  is 
quoted  by  the  Philadelphia  “Rec¬ 
ord”  as  follows: — 

In  conclusion  Dr.  Wiley  declared 
that  the  farmer  was  not  to  blame 
for  the  high  cost  of  foodstuffs. 
He  declared  that  the  prices  being 
being  paid  to  farmers  for  their 
products  had  remained  the  same, 
while  the  cost  to  the  consumer  had 
soared.  He  blamed  the  great  in¬ 
crease  on  the  manipulation  of 
prices  by  those  who  handle  the 
goods  between  the  producer  and 
consumer. 

If  Dr.  Wiley  really  said  this, 
he  is  wrong,  and  one  needs  to  go 
only  to  the  records  of  the  De¬ 
partment  of  Agriculture,  with 
which  he  is  connected,  to  prove  it. 
Here  is  a  verbatim  extract  from  a 
report  sent  this  paper  last  week 
by  the  department  mentioned : — 


Prices  paid  to  farmers  in  the 
United  States  on  October  1st,  com¬ 
pared  with  October  ist  last  year, 
for  barley  averaged  45.6  per  cent, 
higher,  potatoes,  30.2  per  cent, 
higher;  hay,  22.7  per  cent,  higher; 
oats,  17.4  per  cent,  higher;  corn, 
7.5  per  cent,  higher. 

From  which  it  appears  that  the 
price  of  farm  products  to  the 
farmer  has.  not  remained  the 
same.  On  the  contrary,  on  five 
principal  staples  the  farmer  is  re¬ 
ceiving  an  average  increase  of 
24.7  per  cent,  over  a  year  ago. 
To  be  sure,  on  other  staples,  he 
is  receiving  less  than  he  did  a 
year  ago,  but  the  percentage  of 
increase  is  several  times  as  great 
as  the  percentage  of  decrease. 


Several  days  ago  Theodore 
Roosevelt  addressed  a  delegation 
of  Pennsylvania 

Whert  Are  They,  farmers  who, 

Mr.  Roosevelt  ?  through  their 

State  Grange,  are 
endeavoring  to  sell  their  products 
direct  to  New  York  consumers. 

In  part  he  said: — 

We  ought  also  to  help  the  con¬ 
sumer  by  eliminating  the  middle¬ 
men.  Some  middlemen  are  needed, 
of  course,  to  get  the  farmers’  prod¬ 
ucts  to  the  markets,  but  I  am  op¬ 
posed  to  the  middleman  who  merely 
stands  in  the  way. 

Easily  spoken  words,  Mr. 
Roosevelt,  but  where  are  the 
middlemen  who  "merely  stand  in 
the  way?”  There  are  none,  for 
the  fierce  onslaught  of  present- 
da)’  competition  would  sweep 
them  off  their  feet  in  the  twink¬ 
ling  of  an  eye.  To  hold  his 
place  to-day  a  middleman  must 
earn  the  ground  on  which  he 
stands. 


T.  P.  Sullivan  to  be  Western  Manager 
of  Tlie  C.  M.  AVessels  Co. 

Thomas  P.  Sullivan,  formerly 
president  of  the  National  Retail 
Grocers'  Association,  and  one  of 
the  best  known  men  in  the  trade, 
takes  the  management  of  the  C. 
M.  Wessels  Company,  for  the 
West,  November  the  ist,  with 
the  headquarters  at  Chicago. 
The  manufacturing  interests,  the 
trade  press  and  the  retail  grocery 
trade  of  the  country  are  to  be 
congratulated ;  because  Mr.  Sulli¬ 
van’s  connection  with  the  Wes- 
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els  Company  is  absolutely  cer- 
ain  to  result  in  these  three  great? 
nterests,  each  so  necessary  to  the 
ither,  being  brought  into  closer 
,nd  more  harmonious  relationship, 
dr.  Sullivan’s  sterling  integrity 
nd  fearlessness,  his  comprehen- 
ive  knowledge  of  trade  condi- 
ions,  and  his  remarkable  force- 
ulness  as  a  public  speaker  have 
pven  him  an  almost  unprece- 
lented  following.  Not  only  is  he 
.  successful  grocer,  but  his  fel- 
ows  believe  in,  honor  and  love 
lim.  Mr.  Sullivan,  when  inter- 
■iewed,  stated  that  it  was  his  am- 
tition  through  his  new  connec- 
ion,  to  try  to  improve  trade  rela- 
ions  between  manufacturer  and 
etailer,  and  that  he  felt  this 
ould  best  be  done  through  the 
rade  press. 


Jersey  tomatoes  are  still  com- 
ng  in,  but  more  and  more  slowly, 
.nd  the  season  is  nearly  over, 
rhe  best  fruit  brings  75  cents  per 
>asket,  but  there  is  very  little 
eally  good  fruit  on  the  market, 
"aimers  are  still  paying  20  to 
;o  cents  per  basket,  but  they 
ire  getting  some  very  poor 
stuff. 


Have  the  food  interests  of  the 
country  considered  carefully  what 
the  triumphant  return  of  Dr. 
Wiley  as  head  of  the  Federal  food 
forces  means? 

For  months  Dr.  Wiley  was 
under  a  cloud.  His  hands  were 
tied.  He  was  borne  down  by  a 
hostile  majority  in  the  Federal 
Food  and  Drug  Board,  rulings 
which  he  had  made  were  reversed 
by  his  own  associates,  his  views 
on  benzoate  of  soda,  sulphur  di¬ 
oxide,  whisky  and  other  things 
were  overborne,  and  altogether  he 
amounted  to  very  little. 

But  things  have  changed. 
Those  who,  encouraged  by  the 
inroads  they  had  already  made  on 
Dr.  Wiley’s  power,  attempted  to 
bring  charges  agamst  him  and 
rout  him  altogether,  have  been 
completely  defeated.  His  enemies 
on  the  Food  and  Drug  Board 
have  been  replaced  by  his  friends, 
the  President  has  complimented 
and  upheld  him,  and  he  comes  to 
the  front  in  food  matters  again 


much  more  of  a  commanding  fig¬ 
ure  than  ever. 

What  of  the  future? 

From  this  on  Dr.  Wiley’s  al¬ 
ways  radical  views  on  food  ques¬ 
tions  will  doubtless  be  more  con¬ 
trolling  than  they  have  ever  been. 
The  doctor  has  always  opposed 
benzoate  of  soda — he  may  find  it 
hard  to  override  the  opinion  of 
the  Referee  Board  that  benzoate 
is  harmless,  but  I  now  predict 
that  if  permitted  he  will  do  it 
sooner  or  later. 

Likewise  the  practice  of  bleach¬ 
ing  dried  fruit  and  molasses  with 
sulphur  dioxide.  Dr.  Wiley  has 
always  contended  that  there  was 
no  need  of  that — both  products 
could  be  satisfactorily  produced 
without  any  bleach,  and  only  the 
interference  of  Secretary  Wilson 
prevented  him  from  ruling  that 
they  would  have  to  be. 

Perhaps  readers  hereof  noticed 
that  Germany  recently  adopted 
“Dr.  Wiley’s  views”  regarding 
benzoate  of  soda. 


Doubtless  they  also  noticed 
that  the  first  suggestion  the  doc¬ 
tor  made,  after  his  triumphal  re¬ 
turn  to  power,  was  that  there 
should  be  a  National  Health  De¬ 
partment,  the  head  of  which 
should  be  a  Cabinet  member. 
Dr.  Wiley  did  not  offer  himself 
as  a  candidate,  but  one  can  read 
between  the  lines  without  strain¬ 
ing  the  eyes. 

With  the  utmost  regard  for  Dr. 
Wiley,  and  with  perfect  appreci¬ 
ation  of  his  many  intellectual  and 
scientific  attainments,  I  believe 
that  to  give  him  unlimited  power 
to  enforce  his  own  ideas  on  food 
questions  would  be  a  most  un¬ 
wise  and  revolutionary  thing. 
There  would  be  no  end  to  the  up¬ 
set  which  it  might  bring  to  busi¬ 
ness  conditions.  He  would  in¬ 
stantly  place  the  ban  on  benzo¬ 
ate  of  soda  and  sulphur  dioxide, 
and  with  scarcely  a  thought  of 
the  practical  consequences,  would 
ride  his  technical  theories  over 
everybody. 

It  looks  very  much  as  if  the 
doctor  had  been  put  where  he  has 
the  power  to  do  this  if  he  wishes 
to.  Let  11s  see  if  he  wishes  to. 

E.  J.  B. 
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GELATINE 


Good  reputation  based  on  quality  and  con¬ 
stant,  extensive  publicity  make  it  easy  for  you  to 
sell  KNOX  GELATINE.  It  pays  you  a  splendid 
profit.  It  keeps  on  selling ,  because  it  is  pure, 
wholesome,  nutritious,  and  because  it  makes  two 
full  quarts  of  jelly  per  package — a  liberal  moneys- 
worth  for  your  customers. 

CHAS.  B.  KNOX  CO 

JOHNSTOWN,  IV.  Y. 
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Movement  on  to  Fight  Brazil  Coffee  Corner.  Opposing 
Opinions  Appearing  as  to  Free  Sugar.  Various  Items  and 
Market  Summary. 

Special  Correspondence  of  "Grocery  World  and  I 
General  Merchant.” 


New  York,  October  20,  1911. 

It  is  now  proposed  to  organize 
the  coffee  jobbers  and  roasters  in 
the  Front  and  Water  street  dis¬ 
tricts  in  this  city  in  order  to  de¬ 
vise  means  for  combatting  the 
Brazil  valorization  ‘'ring,”  as  it  is 
sometimes  called.  According  to  re¬ 
ports,  a  large  number  of  the  men 
in  the  trade  have  signed  an  agree¬ 
ment  to  enter  the  movement  and 
to  attend  meetings  when  called. 

These  roasters  and  jobbers  com¬ 
plain  that  their  stocks  are  lower 
than  in  many  years,  with  poor 
prospects  of  obtaining  fresh  sup¬ 
plies  at  advantageous  prices.  The 
way  things  are  now  going,  they 
say,  it  will  not  be  many  years  be¬ 
fore  the  business  will  be  cornered 
by  a  few  large  companies  and  most 
of  the  wholesalers  now  in  the  trade 
will  find  themselves  eliminated. 
The  present  prices  are  condemned 
by  the  men  in  the  movement  as  out 
of  all  proportion  to  what  they 
should  be  if  the  law  of  supply  and 
demand  were  not  obstructed  by  the 
manipulations  of  the  valorization 
interests. 

It  is  proposed  after  the  move,- 
ment  gets  under  way  to  extend  it 
to  wholesale  grocers,  and  perhaps 
even  to  the  general  public. 

Beside  the  question  of  price,  it 
is  stated  that  attention  will  be 
given  to  labels,  in  order  to  co-op¬ 
erate  with  the  Government  author¬ 
ities  in  preventing  the  use  of  any 
labels  that  are  misleading. 

*  *  * 

Harry  A.  Austin  has  entered  the 
lists  as  a  warm  opponent  of  John 
Arbuckle,  Mr.  Spreckels  and  other 
independent  sugar  refiners  who  are 
advocating  a  tariff  amendment  put¬ 
ting  raw  sugar  on  the  free  list  as 
a  remedy  for  the  present  high 
prices. 

Mr.  Balfe  ridicules  the  interest 
of  the  independents  in  the  consum¬ 
ing  public.  Tn  substance,  he  says 
that  their  apparent  sympathy  with 
the  consumers  is  hypocritical  and 
that  what  they  are  really  trying 
to  do  is  to  kill  off  the  domestic 
beet  sugar  competition,  in  which 
case  the  public  would  really  be  at 
the  mercy  of  the  foreign  producers 


and  speculators  and  the  seaboard 
refiners. 

In  an  open  letter  Mr.  Balfe  says 
that  the  independents  had  an  op¬ 
portunity  of  late  to  show  their  love 
for  the  consumer  by  selling  him 
some  of  the  cheaper  sugar  that 
they  had  on  contract,  but  instead 
they  have  usually  been  charging 
higher  prices  than  those  of  the 
trust,  so  called. 

At  present,  Mr.  Balfe  figures 
that  the  domestic  sugar  made  from 
beets  and  cane  amounts  to  one- 
quarter  of  the  home  consumption, 
and  with  a  proper  expansion  in  the 
next  fifteen  years  we  should  raise 
nearly  all  of  our  sugar  at  home 
and  in  the  insular  possessions. 

The  removal  of  the  duty  on  raw 
sugar  would  absolutely  kill  the  do¬ 
mestic  beet  sug'ar  industry,  he  said, 
and  then  in  the  case  of  another 
shortage  in  the  foreign  crop,  or 
foreign  speculation,  this  country 
would  have  to  pay  unprecedented 
prices  for  its  sugar. 

Opinions  are  quoted  to  indicate 
that  10-cent  sugar  would  now  be 
selling  if  it  were  not  for  the  do¬ 
mestic  beet  sugar  supplies,  and 
these  supplies  promise  the  earliest 
relief  from  the  present  situation. 
Mr.  Balfe  looks  forward  to  a  vast 
growth  in  competition  and  to  the 
establishment  of  refineries  in  all 
parts  of  the  country,  provided  the 
beet  sugar  industry  is  allowed  to 
develop,  and  this,  he  said,  will  be 
the  best  solution  of  the  tariff  prob¬ 
lem,  for  there  is  no  duty  on  the 
sugar  grown  and  made  at  home. 

*  *  * 

There  is  no  Sugar  Trust — at 
least  that  is  said  to  be  the  report 
of  the  accountants  employed  by  a 
sub-committee  of  the  House  of 
Representatives,  who  have  been 
working  on  the  books  of  the  big 
sugar  refining  companies  in  this 
city.  The  sub-committee  met  Mon¬ 
day  in  the  office  of  Representative 
Win  Sidzer  in  this  city  and  re¬ 
ceived  the  report. 

The  members  of  the  committee 
would  not  give  any  authoritative 
statement  about  the  nature  of  the 
report,  but  it  is  hinted  that  the  ac¬ 
countants  found  that  the  companies 
under  investigation  do  not  control 
more  than  42  per  cent,  of  the  busi¬ 


ness  and  do  not  own  sugar  produc¬ 
ing  lands. 

After  the  sub-committee  reports 
to  the  full  committee,  about  No¬ 
vember  15th,  a  definite  statement 
may  be  made. 

*  *  * 

Twenty-six  defendants  are  to  be 
brought  before  the  courts  next 
Monday  on  the  charge  of  having 
eggs  of  the  “rot  and  spot”  kind 
in  their  stores  and  bakeshops. 
Sixteen  of  the  defendants  are  bak¬ 
ers.  In  some  cases  bakers  were 
using  eggs  that  had  been  practi¬ 
cally  hatched. 

The  arrests  were  made  during 
night  raids  conducted  by  the  Health 
Department. 

*  *  * 

Officers  of  the  New  York  State 
Retail  Grocers’  Association  met 
last  week  at  Elmira.  It  was  de¬ 
cided  to  have  a  representative  at 
hearings  at  Albany  on  any  bills 
that  come  up  which  may  affect  gro¬ 
cers  in  any  way.  It  was  also  de¬ 
cided  to  conduct  a  lively  campaign 
of  organization,  but  not  to  begin 
until  January,  as  in  the  opinion  of 
those  present,  little  can  be  done  un¬ 
til  grocers  are  through  with  the 
fall  and  holiday  trade. 

After  their  session  the  directors 
attended  a  meeting  of  the  Elmira 
Society,  and  were  handsomely  en¬ 
tertained  at  a  banquet  by  the  local 
members. 

*  *  * 

The  Manhattan  and  Bronx  Re¬ 
tail  Grocers  Association  will  have 
a  food  show  from  November  13th 
to  25th  at  the  Armory,  Bathgate 
avenue  and  Tremont  street. 

This  will  be  the  first  big  food 
show  in  the  heart  of  the  Bronx. 
The  committees  are  working  hard 
and  report  everything  favorable 
for  a  most  successful  show. 

Summarized  Market  Con¬ 
ditions. 

Spot  coffees  are  quiet,  but  full 
prices  are  paid  on  the  hand-to- 
mouth  business  that  is  put 
through.  The  option  market 
gives  confidence  to  the  holders. 
The  situation  in  a  general  way  is 
said  to  reflect  the  fact  that  much 
of  the  supplies  are  concentrated 
in  strong  hands.  Mild  coffees 
are  quiet  and  firm. 

Wholesale  grocers  are  buying 
rice  more  freely  than  they  did  a 
short  time  ago,  but  are  still  care¬ 
ful  not  to  load  up  with  any  more 
than  they  may  reasonably  expect 
to  distribute  in  the  immediate  fu¬ 
ture. 

There  is  a  strong  tea  market, 


with  activity  distributed  in  vari¬ 
ous  lines.  Formosas,  Congous 
and  Japans  are  all  in  active  de¬ 
mand.  The  Japans  will  be  put 
in  stronger  position,  it  is  said, 
as  a  result  of  decisions  of  the  au¬ 
thorities  on  the  questions  in  re¬ 
lation  to  coloring. 

Refined  sugar  is  dull,  as  there 
is  little  new  business  coming  for¬ 
ward  at  the  present  quotation  of 
6.75  cents  less  2  per  cent.  The 
beet  situation  has  caused  some 
demoralization  so  that  buyers 
are  not  especially  interested  by 
offers  of  resales  at  5.85  cents. 
There  seems  to  be  no  doubt  that 
as  a  result  of  the  high  price  of 
sugar  the  housewives  have  been 
curtailing  the  consumption,  es-> 
pecially  for  preserving  purposes. 

In  canned  tomatoes  prices  are 
not  so  firm  as  they  were  a  week 
or  two  ago.  In  various  quarters 
a  tendency  to  reaction  is  noted. 
This  is  attributed  to  the  position 
taken  by  the  buyers  in  large  cities, 
especially  in  New  York,  who  have  ‘ 
balked  at  the  recent  advances. 
The  general  quotation  for  No.  3 
Marylands  is  9 7J4  cents  f.  o.  b. 
and  some  packers  hold  out  for  $1, 
but  there  are  packers  who  offer 
carload  bargains  as  low  as  95 
cents.  Brokers  say  that  the  job¬ 
bers  are  not  well  supplied  as  yet 
and  must  buy  in  considerable 
quantities  before  long.  On  the 
other  hand  it  is  said  that  the  de¬ 
mand  from  the  retail  trade  is 
slow.  Corn  is  quiet,  with  an  easy 
undertone,  as  the  packers  are 
making  larger  offerings.  It  is 
said,  however,  that  strictly  stand¬ 
ard  and  fancy  grades  are  not  to 
be  had  at  inside  quotations. 
Spot  peas  are  being  bought  to  fill 
in  and  the  market  is  firm.  State 
string  beans  are  offered  sparingly 
and  it  is  said  that  few  packers 
have  any  surplus  over  their  con¬ 
tracts.  State  pumpkin  is  attract¬ 
ing  attention,  but  buyers  and 
sellers  are  generally  apart  in  their 
views  of  values. 

There  is  not  much  activity  in 
canned  California  fruit  except  in. 
the  way  of  deliveries  on  contracts. 
Prices  are  firm  on  any  new  busi¬ 
ness. 

Prices  of  flour  have  been  hard¬ 
ening  and  many  of  the  mills  have 
been  taking  a  more  independent 
position.  The  demand  is  moder¬ 
ately  active  and  practically  all 
grades  are  firm.  Spring  patents 
have  advanced  to  $5.55  to  $5.60 
in  wood,  with  some  mills  asking 
as  much  as  $5.70.  Many  buyers 
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T  AST  deal  on  VAN  CAMP’S  MILK  for  the  year.  The 
cost  of  raw  milk  advances  steadily  from  now  until  next 
spring.  This  advance  is  as  sure  as  taxes.  It  can’t  be  avoided, 
so  you  will  appreciate  the  importance  of  the  proposition  which 
follows:  We  are  going  to  give  grocers  one  more  chance  to 
lay  in  a  winter  supply  of  VAN  CAMP’S  MILK.  This  will 
positively  be  our  last  big  deal  of  the  season.  Order  now.  Get 
your  VAN  CAMP’S  MILK  delivered  and  billed  in  October,  and 
on  every  jobber’s  bill  dated  in  October  and  sent  to  us  we  will 
return  the  bill  with  the  following  cash  rebate  remittances: 

$1.00  cash  rebate  on  each  5  cases 

2.25  cash  rebate  on  each  10  cases 

6.25  cash  rebate  on  each  25  cases 

13.75  cash  rebate  on  each  50  cases 

30.00  cash  rebate  on  each  100  cases 

Good  for  October  purchases  only.  Order  from  your  jobber’s 
salesmen,  or  send  your  order  to  your  jobber  by  mail.  This  deal 
is  open  to  all  retailers  through  any  jobber.  Get  your  order  in  at 
once.  Don’t  lose  this  opportunity  to  make  money. 


The  Van  Camp  Packing  Company 

INDIANAPOLIS,  IND. 
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hesitate  about  paying  these  higher 
prices. 

Butter  is  steady  all  around. 
There  is  a  fair  offering  of  high 
grade  fresh  creamery,  but  the  de¬ 
mand  readily  absorbs  the  arrivals. 
Specials  are  bringing  about  31 
cents;  extras  30;  firsts  27  to  29H2 
cents.  The  held  butter  of  the 
same  grades  is  about  1^2  cents 
below  these  figures. 


The  egg  market  continues  dull 
and  unsatisfactory.  There  has 
been  some  accumulation  of  fresh 
gathered  eggs  in  receivers’  hands 
in  the  last  week.  The  general 
tone  of  the  market  is  weak  and 
irregular.  The  Western  fresh 
gathered  extras  are  quoted  at  30 
to  31  cents;  extra  firsts  26  to  28 
cents;  firsts  23  to  25  cents. 

Fred.  A.  McGill. 


A  Squabble  Over  the  Norway  Mackerel 

Squeeze 


should  insure  low  rather  than 
high  prices.  The  statement  as  to 
the  20,000  carry-over,  however, 
is  evidently  a  mistake,  as  all  au¬ 
thorities  appear  to  agree  that 
there  was  not  enough  of  a  carry¬ 
over  to  have  any  effect  on-  this 
year’s  market.  In  their  advertis¬ 
ing  Levin’s  Sons  accuse  “two 
speculative  firms,  one  in  this 
country,  and  one  abroad,”  of  try¬ 
ing  to  corner  the  supply.  They 
attempt  to  divert  the  demand  to 
Irish  mackerel,  of  which  they 
have  a  supply. 


heard  there  have  been  no  divi-* 
dends  as  yet.  The  theory  is  of 
course  that  the  grocer  who  holds 
stock  will  certainly  sell  the  starch, 
thus  assuring  the  company  dis¬ 
tribution  of  its  products.  And 
this  is  the  fault  which  this  jour¬ 
nal  has  always  found  with  the 
scheme — it  fetters  the  grocer  in 
his  desire  and  need  to  sell  the 
best  goods,  for  the  starch  that  will 
yield  him  stock  dividends  may 
prove  not  to  be  the  starch  that, 
from  a  merchandise  standpoint, 
is  the  best  for  him  to  sell. 


*  *  * 


Philadelphia  Concern  Accuses  New  York  Competitor  of 
Attempting  to  Corner  Market  and  Causing  Present  High 
Prices.  Interesting  Inside  of  this  Year’s  Market.  Mattlage,  of 
New  York,  the  Competitor  Accused,  Outgenerals  Philadel¬ 
phia  Dealer  and  Gets  25,000  Barrels,  Over  Half  Available 
Supply.  Philadelphia  Firm  Falls  Into  Speculative  Trap. 


An  interesting  condition  has 
developed  during  the  past  week 
in  the  mackerel  market,  being  an 
attempt  by  a  Philadelphia  con¬ 
cern,  S.  H.  Levins’  Sons,  to  con¬ 
vict  a  competitor  of  attempting  to 
corner  the  market  for  Norway 
mackerel,  thus  putting  prices  on 
their  present  very  high  level. 

Readers  of  this  paper  are  aware 
that  the  mackerel  market  has  ad¬ 
vanced  several  dollars  a  barrel 
within  the  last  few  weeks. 
Scarcity  was  given  as  the  cause. 
This  year’s  catch  of  Norways  is 
believed  to  be  about  45,000 
barrels,  which  was  at  least  a  nor¬ 
mal  catch,  though  nowhere  near 
as  large  as  last  year,  when  about 
80,000  barrels  were  caught.  The 
heavy  catch  made  last  year’s 
prices  very  low.  In  October, 
1910,  No.  1  Norways  were  aver¬ 
aging  $27  per  barrel,  as  against 
$32.50  to  $35  to-day;  No.  2s,  $18, 
against  $22.50  to  $23  to-day;  No. 
3s,  $13.50  to  $15,  as  against  $18 
to  $19  to-day,  and  No.  4s,  $11  to 
$12,  as  against  $16.50  to  $17  to¬ 
day.  It  is  claimed,  however,  that 
leaving  last  year  out  of  it,  pres¬ 
ent  prices  are  no  higher  than  the 
average  for  the  last  ten  years,  in 
spite  of  the  fact  that  this  year’s 
catch  of  shore  mackerel  amounts 
to  practically  nothing,  and  the 
catch  of  Irish  is  much  less  than 
usual  up  to  the  present  time. 

It  appears  that  early  in  the 
season  when  the  condition  of 
things  became  apparent,  a  num¬ 
ber  of  speculators  went  into  the 


Norway  market  and  began  to 
gather  in  all  the  mackerel  they 
could  get.  Most  of  these  specu¬ 
lators  were  Norwegian  concerns, 
but  there  was  one  from  the 
United  States — C.  F.  Mattlage  & 
Co.,  of  New  York.  S.  H.  Levin’s 
Sons  were  also  looking  around  a 
bit,  but  Mattlage  led  Levin  to  be¬ 
lieve  that  he  was  not  in  the  mar¬ 
ket  at  all,  and  that  the  best  way 
to  break  the  corner  was  for  the 
American  buyers  to  hold  off  and 
let  the  Norway  market  break  of 
its  own  weight  from  lack  of  de¬ 
mand.  Levin  agreed  and  held  off, 
but  as  it  later  developed,  Matt¬ 
lage  had  simply  set  a  trap  for  him 
and  was  industriously  buying  all 
he  could  find — in  fact,  was  con¬ 
tinuously  acting  with  the  other 
speculators.  As  a  result,  Matt¬ 
lage  is  supposed  to  hold  25,000  to 
30,000  barrels  of  Norway  mack¬ 
erel,  considerably  more  than  half 
the  available  supply.  He  is  the 
only  concern  offering  them  to¬ 
day.  Levin,  who  is  supposed  to 
hold  about  4,000  barrels,  sold 
short,  and  is  believed  to  be  likely 
to  net  considerable  losses  when 
he  comes  to  deliver. 

Springing  out  of  the  above 
facts,  S.  H.  Levin’s  Sons  have 
made  endeavors  during  the  past 
week,  through  advertising  in 
some  of  the  daily  commercial 
journals,  to  show  20,000  bar¬ 
rels  of  Norway  mackerel  were 
carried  over  from  last  year,  which 
with  the  45,000  admittedly  caught 
this  year,  makes  up  a  supply  that 


CORRESPONDENCE. 


To  Buy  a  Low-priced  Krout  Cutter. 

Sharon,  Pa.,  Oct.  14,  1911. 
To  the  Editor. 

Dear  Sir: — Some  time  ago 
saw  an  ad.  of  a  medium-pricec 
machine  for  cutting  krout,  but 
cannot  find  it  now.  Will  you 
kindly  give  me  addfess  of  the  firm 
that  makes  them  or  send  this 
card  to  them,  and  greatly  oblige, 
Yours  truly, 

L.  L.  Anderson. 

Write  John  E.  Smith’s  Sons 
Co.,  Buffalo,  N.  Y.  They  sell  the 
cutter  you  are  thinking  of. 

*  *  * 

The  Staley  Scheme  Again. 

Mauch  Chunk,  Pa., 

October  17,  1911. 

To  the  Editor. 

Dear  Sir: — One  of  the  members 
of  this  association  has  subscribed 
for  stock  of  the  A.  E.  Staley 
Manufacturing  Co.,  of  437  North 
street,  Baltimore,  Md.,  of  the  par 
value  of  $100  per  share.  Up  to 
this  time  he  has  made  nine  pay¬ 
ments  of  $20  each  on  account  of 
the  stock,  but  he  has  recently 
been  informed  that  this  concern 
is  not  a  manufacturing  concern, 
but  merely  prepares  starch  and 
other  articles  for  the  market  by 
putting  them  up  in  packages.  It 
was  represented  to  the  member 
that  the  concern  was  a  manufac¬ 
turing  concern,  with  a  large  plant 
in  Baltimore  and  another  some¬ 
where  in  the  West. 

If  you  have  any  information  in 
reg&rd  to  these  people,  kindly  let 
me  have  it. 

Yours  truly, 

J.  C.  Loose, 

Secretary  Business  Men’s  As¬ 
sociation. 

The  writer’s  belief  is  that  the 
Staley  Company  do  have  a  starch 
manufacturing  plant  in  Balti¬ 
more,  and  that  they  have  recently 
sought  or  built  another  in  the 
W  est.  For  years  they  have  been 
trying  to  sell  their  stock  to  sro- 
cers,  and  in  many  cases  have  suc¬ 
ceeded,  but  ’ so  far  as  we  have 


Mr.  Callanan  on  the  Consumer  Who 
Bought  Over  His  Grocer’s  Head. 

New  York,  Oct.  16,  1911. 
To  the  Editor. 

Dear  Sir: — What  the  grocer 
should  have  done  was  to  get  a  can 
of  the  corn  that  the  customer 
liked  better  than  what  he  was 
selling,  open  one  of  his  own  along¬ 
side  of  it  with  his  and  test  the 
quality  of  them  together;  if  the 
corn  was  better  he  should  have 
got  it  for  him,  if  he  could  show 
the  customer  that  it  was  not,  he 
would  have  made  a  friend  of  him. 

He  should  have  supplied  him 
with  the  jelly  if  the  customer 
would  take  the  whole  of  what  he 
bought.  Yours  truly, 

L.  J.  Callanan. 

*  *  * 

Another  Opinion. 

Hartford,  Conn.,  Oct.  16,  1911. 
To  the  Editor. 

Dear  Sir: — Inclosed  find  a  clip¬ 
ping  from  the  front  of  a  recent 
issue  of  your  paper  which  ex¬ 
presses  my  opinion  of  the  article 
by  Herbert  R.  Melrose  in  vour 
paper  of  October  16th. 

H.  C.  Tracy. 

The  clipping  referred  to  is  as 
follows : — 

The  grocer  who  sold  only  the 
goods  his  customers  called  for,  at 
the  price  they  expected  to  pay, 
would  sink  before  he  had  time  to 
swim.  Success  in  the  retail  busi¬ 
ness  is  simply  impossible  to-day 
without  salesmanship. 
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Merrell-Soule  Co 

SYRACUSE,  N.  Y. 


errell  Soule 
NONE  SUCH 
MinceMeat 

Merrell-Soule  Co  Syracuse  NY 


Best  Quality 
Best  Seller 
Pays  Best 


Merrell-Soule 

NoneSuch 

NinceMt 


None  Such  Mince 

Meat  has  been  the 
best  selling-,  most  sat¬ 
isfactory  Mince  Meat 
on  the  market  since 
1884.  When  you  sell 
it  you  can  be  sure  it 
will  please  your  cus¬ 
tomers  and  bring  them  back,  and  you  want 
to  sell  it  because  it  pays  you  a  splendid  profit- 


Electrical 

Helps 

<]f  A  liberal  and  judicious  use 
of  Electricity  in  the  Grocery 
Store  accomplishes  an  as¬ 
tonishing  saving  in  time  and 
labor;  in  addition  to  which 
the  advertising  value  is  posi¬ 
tive.  A  Grocery  Store  using 
Electric  Meat  Choppers,  Cof¬ 
fee  Grinders,  Fans,  Refrigera¬ 
tors,  Electric  Light  and  Elec¬ 
tric  Signs,  any  or  all  of  the 
applications,  immediately 
serves  notice  on  the  public  of 
that  store’s  progressiveness 
and  high  class.  This  is  not 
theory,  it  is  a  positive  condi¬ 
tion.  If  you  are  not  using 
Electricity,  this  is  the  time 
to  begin. 

The  Philadelphia 
Electric  Company 

TENTH  AND  CHESTNUT  STS. 


Use  Duplicate 
Salesbooks 

and  avoid  errors  and  disputes  with 
customers,  know  that  your  goods 
are  charged  when  they  go  out  of 
your  store. 

Two  bills  at  one  writing,  they 
must  correspond.  The  customer 
gets  one,  you  have  the  other. 


Our  prices  are  so  low  you  cannot 
afford  to  do  business  w-ithout  them, 
for  they  will  save  you  many  dollars 
each  month. 

Write  us  for  samples  and  prices 

E.  C.  FELL  MFG.CO. 

1112-1114  Sansom  Street,  Philadelphia,  Pa. 


DftfClHAl 

CARBON 

9V»U£4TV 


imzm 


msmmmmmmm 


~  iTiiUhifl 


Lots  of  your  customers  would  buy  VAN  CAMP’S  PORK  AND  BEANS  by  the  case 
instead  of  a  can  at  a  time  if  you  would  suggest  it  and  offer  a  little  discount.  When 
you  sell  this  way  you  have  a  wholesale  turnover  at  retail  profits  and  the  cost  of  deliver¬ 
ing  is  not  much  more  on  a  whole  case  than  on  a  single  can.  Try  this. 


“Our  Extensive  Advertising  Makes  It  Easy  ” 
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CXXV.— Paying  Money  Under  Mistake- 


-Can  it  be  Recovered  ? 


What  is  the  legal  status  of  a 
man  who  pays  to  another  person 
money  which  he  did  not  owe,  but 
which  he  mistakenly  believed  he 
owed  when  he  paid  it?  Can  he 
recover  it?  Business  is  full  of 
such  instances — merchants  who 
overpay  their  accounts,  consum 
ers  who  overpay  merchants, 
banks  who  honor  checks  when  the 
deposit  is  insufficient  to  cover 
them,  employers  who  pay  em¬ 
ployees  more  than  is  due  them, 
and  so  on.  1  figure  that  the  sub¬ 
ject  is  pertinent,  and  therefore 
worthy  of  some  discussion. 

Generally  speaking,  the  rule  is 
that  a  person  who  pays  money 
under  a  mistake  of  fact — in  other 
words,  if  he  believed  as  a  matter 
of  fact  that  he  owed  it  when  he 
did  not — can  recover  it.  And  if 
the  person  to  whom  has  been  mis¬ 
takenly  paid  is  dead,  it  can  be  re¬ 
covered  from  his  estate. 

The  rule  is  the  exact  opposite 
when  the  payment  is  made  under 
a  mistake  of  lazv.  Under  the 
weight  of  authority,  the  iman  who, 
knowing  all  the  facts,  pays  money 
under  the  mistaken  impression 
that  he  is  legally  liable,  cannot  re¬ 
cover  it,  as  he  is  supposed  to 
know  the  law. 

Both  rules,  however,  have  ex¬ 
ceptions,  as  I  shall  endeavor  to 
make  clear. 

The  rule  which  allows  the  re¬ 
covery  of  money  paid  under  a 
mistake  of  fact  is  rather  a  broad 
one.  It  is  not  even  required  that 
the  person  to  whom  it  is  paid 
should  have  known  he  was  col¬ 
lecting  money  not  due.  He  need 
not  have  been  guilty  of  any 
wrongful  act  at  all— the  point  is, 
was  the  money  owed?  The  man 
who  pays  can  even  recover  it  if 
he  could  have  known  the  facts, 
but  did  not.  But  if  the  payor, 
after  he  has  discovered  his  mis¬ 
take,  is  unduly  slow  in  giving  the 
payee  notice  and  his  tardiness 


puts  the  payee  at  a  disadvantage, 
then  he  cannot  get  his  money 
back. 

The  case  books  are  full  of  cases 
decided  under  this  principle. 
Here  are  a  few  instances: — 

A  salesman  employed  on  com 
mission  had  a  running  account 
with  his  employer.  He  obtained 
another  position  and  asked  for  a 
settlement.  A  balance  was  struck, 
and  the  employer  paid  the  sales¬ 
man  $450,  which  the  books 
showed  he  owed  him.  The  sales¬ 
man  receipted  in  full,  and  the  ac¬ 
count  was  closed.  Within  a  week 
the  employer  discovered  that  an 
error  in  bookkeeping  had  caused 
him  to  pay  the  salesman  $200  too 
much;  he  owed  him  only  $250. 
Accordingly  he  demanded  a  re¬ 
turn  of  the  overpayment,  which 
the  salesman  refused  to  make  on 
the  ground  that  the  account  had 
been  closed  and  the  matter  set¬ 
tled.  The  court  decided  against 
him,  and  he  had  to  refund  the 
$200. 

If,  however,  the  mistake  had 
been  discovered  within  a  week, 
while  the  salesman  still  had  the 
money,  but  notice  of  it  had  not 
been  given  him  for  three  months, 
by  which  time  he  had  spent  it,  it 
is  highly  improbable  that  the 
courts  would  have  compelled  him 
to  return  it. 

In  other  cases,  an  insurance 
broker  was  compelled  to  refund 
money  paid  in  excess  of  commis¬ 
sions  owed,  a  bricklaying  con¬ 
tractor  was  compelled  to  hand 
back  money  mistakenly  paid  him 
for  work  not  done,  and  so  on. 

There  are  two  important  ex¬ 
ceptions  to  the  rule  allowing  the 
recover)'  of  money  paid  under 
mistake  of  fact.  First,  money 
paid  by  a  bank  on  a  check  which 
did  not  have  sufficient  funds  on 
deposit  to  cover  it.  The  law 
holds  a  bank  responsible  for  ex¬ 
act  knowledge  of  the  condition  of 


its  depositors’  accounts,  and  if  a 
$500  check  of  John  Jones’  is  pre 
sented  and  paid,  and  John  Jones 
has  only  $400  on  deposit,  the 
bank  is  out  $100.  There  is  one 
exception  to  this — where  the 
payee  of  the  check  knew  that  the 
maker's  deposit  was  not  sufficient 
In  that  case  he  must  refund. 

New  York  is  practically  the 
only  State  where  the  above  ex¬ 
ception  does  not  hold.  There  are 
some  cases  in  that  State  which 
rule  that  a  bank  can  recover 
money  mistakenly  paid  out  in  the 
manner  I  have  described.  The 
great  weight  of  authority,  how¬ 
ever,  is  the  other  way. 

Another  exception  is  where  a 
person  accepts  and  pays  a  draft 
under  a  mistake  as  to  facts,  which, 
lad  he  known  them,  would  have 
caused  him  to  refuse  it.  He 
cannot  get  his  money  back  either, 
unless  the  person  whom  he  paid 
knew  the  facts  of  which  the  ac 
ceptor  was  ignorant. 

Just  here  there  is  an  interesting 
little  principle  of  law  affecting 
the  mistaken  payment  of  money 
to  agents.  The  rule  is  that  where 
money  has  been  paid  under  a  mis¬ 
take  of  fact  to  an  agent,  and  the 
agent  has  in  good  faith  paid  it 
over  to  his  principal,  he  (the 
agent)  is  not  personally  liable  for 
the  return  of  the  money.  But 
where  he  has  not  paid  it  over  at 
all,  or  pays  it  after  being  told  of 
the  mistake,  he  can  be  compelled 
to  personally  return  it.  This  is 
often  useful  in  cases  where  the 
agent  is  more  financially  respon 
sible  than  the  principal. 

I  think  that  I  should  say  that 
the  mistake  of  fact  must  be  one 
going  to  the  very  heart  of  the 
payor’s  willingness  to  pay.  If  he 
would  or  might  have  paid  any¬ 
way,  he  cannot  recover  merely 
because  he  did  not  .know  the  ex 
act  truth  when  he  paid. 

As  to  money  paid  under  a  mis¬ 


take  of  law,  the  rule,  as  I  have 
said,  is  that  where  all  the  facts 
are  known  and  the  mistake  is 
purely  one  of  legal  liability,  the 
money  cannot  be  recovered. 

I* or  instance,  I  remember  a 
recent  case  in  which  the  maker  of 
a  note  wrongly  construed  a  clause 
in  it  as  meaning  that  he  was  lia¬ 
ble  for  interest.  After  he  had 
paid  the  interest,  he  discovered 
that  he  was  not  legally  liable  for 
it  and  brought  suit  to  get  it  back. 
The  court  refused  to  give  it  to 
him,  on  the  ground  that  he  had 
made  a  mistake  of  law. 

A  manufacturer  was  threatened 
by  an  employee  who  had  met  with 
an  accident  on  his  premises.  Be¬ 
lieving  himself  legally  liable  for 
damages,  the  manufacturer  paid 
him  $500.  Later  the  Supreme 
Court  of  his  State  made  the 
statement  in  a  decision  that  the 
law  had  always  been  such  as  to 
relieve  an  employer  from  liability 
in  a  case  precisely  like  this  manu¬ 
facturer’s.  The  latter  then  sued 
to  recover  his  $500,  but  he  did  not 
get  it,  because  the  mistake  had 
been  one  of  law. 

There  are  also  many  cases  in 
which  the  legal  effect  of  a  con¬ 
tract  has  been  misinterpreted  by 
one  of  the  parties,  and  payments 
of  money  made  under  that  mis 
take  of  law.  Such  money  ha 
never  been  recovered  through 
courts. 

There  is  one  general  exception 
— where  the  mistake  of  law  has 
been  deliberately  created  by  the 
false  statements  of  the  person 
who  subsequently  benefited  by  it. 
In  that  case  the  money  can  be 
recovered. 

The  State  of  California,  almost 
alone  of  all  the  States,  doesn’t 
hold  the  above  view.  There 
money  paid  under  a  mutual  mis¬ 
take  of  law  can  be  recovered  un¬ 
der  a  State  law.  In  Kentucky 
also  there  are  some  cases  that  hold 
similarly,  though  there 
State  law  on  the  subject. 

( Copyright .  October,  igu,  by 
Elton  J.  Buckley.) 


“ 


is  no 


Question :  C.  H.  Weyant.  Ml 
Union,  Pa. — I  hold  a  judgment 
exemption  note  payable  at  my 
bank  here,  given  me  for  mer¬ 
chandise  for  the  family  of  one  of 
my  customers  who  is  and  was  a 
widower  in  all  the  transactions  I 
here  state.  He  bought  a  lot  and 
had  it  deeded  to  a  minor  child, 
who  is  still  a  minor.  This  was 
prior  to  my  transaction  with  him. 
He  paid  for  the  lot  himself  and 
built  a  house  on  it,  paying  for 
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hat  himself.  Can  I  enter  my  note 
igainst  this  property  or  make  my 
noney  secure  in  any  way? 

Answer. — I  assume  from  what 
fou  say  that  you  never  entered 
.ip  your  judgment.  That  was  a 
nistake,  unless  you  had  some  rea¬ 
son  for  it  which  you  haven’t  told 
ne.  A  judgment  note  should  be 
mtered  up  at  the  earliest  possible 
moment. 

If  your  debtor  owns  real  estate 
:o-day  you  can  get  after  it  under 
four  judgment,  but  you  can't  if 
le  took  title  to  it  in  some  one 
ffse’s  name.  I  say  you  can't,  but 
,f  you  could  prove  that  he  paid 
:or  it  with  his  own  funds  and 
merely  deeded  it  to  some  one 
ilse  in  order  to  keep  you  and 
Dther  creditors  away  from  it, 
diere  might  be  a  chance  to  reach 
it,  on  the  ground  that  the  holder 
was  merely  the  real  owner’s 
:rustee. 

I  should  enter  up  the  note  at 
ance,  however. 

Note. — Requests  for  informa- 
don  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstruction.  Write 
Dn  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
Dffice  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un¬ 
less  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 


Talk  Boiling  Over  Free  Sugar. 

The  Various  Movements  to  Remove 
Sugar  Duty  are  Stirring  Up  Wash¬ 
ington.  Beet  Sugar  Interests  Will 
Fight  Free  Sugar  Hard.  Neverthe¬ 
less,  Sub-committee  Chairman  Says 
They  Will  Probably  Introduce  Bill  to 
Make  It  Free. 

Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

Washington,  D..  C., 

October  19,  1911. 

The  various  statements  issued 
by  authorities  on  sugar,  that  the 
tariff  should  be  removed,  have  all 
been  read  with  consuming  inter¬ 
est  here,  as  it  is  well  known  that 
the  revenue  from  the  sugar  tariff 
supplies  a  large  slice  of  the  money 
needed  to  run  the  Government. 

One  of  the  statements  to  reach 
here  during  the  week  was  from 
Clarence  C.  Hamlin,  chairman  of 


the  Executive  Committee  of  the 
United  States  beet  sugar  indus¬ 
try.  Mr.  Hamlin  sent  his  state¬ 
ment  from  Colorado  Springs,  Col., 
and  in  substance  it  was  that  the 
beet  sugar  interests  will  fight 
hard  any  attempt  to  remove  the 
tariff,  which  would  remove  all 
the  protection  from  the  home 
sugar  manufacturing  interests. 

The  result  of  the  meeting  of 
the  sub-committee  of  the  Con¬ 
gressional  Committee  which  is  in¬ 
vestigating  the  sugar  conditions, 
and  which  held  a  meeting  in 
New  York  during  the  week,  has 
also  reached  here.  It  appears 
that  Representative  Sulzer,  of 
New  York,  who  is  chairman  of 
the  sub-committee,  announced 
that  the  committee  would  prob¬ 
ably  introduce  a  bill  in  Congress 
in  December  to  place  raw  sugar 
on  the  free  list.  Mr.  Sulzer 
issued  the  following  statement : — 

The  sub-committee  has  had  ex¬ 
pert  accountants  at  work  on  the 
books  and  papers  of  the  various 
refining  and  producing  companies, 
and  from  the  reports  so  far  sub¬ 
mitted  I  believe  that  the  only  solu¬ 
tion  is  making  raw  sugar  duty  free. 
Sugar  is  a  food  necessity  and  should 
not  be  taxed.  While  the  account¬ 
ants  have  not  yet  finished  their  la¬ 
bors,  it  is  already  apparent  that 
the  recent  sensational  rise  in  the 
price  of  sugar  was  due  to  a  com¬ 
bination  of  foreign  raw  sugar  deal¬ 
ers  who  control  the  price  of  sugar 
through  the  assistance  of  the 
American  tariff.  Without  that  tar¬ 
iff  this  combination,  which  meets 
monthly  and  decides  what  the  price 
of  sugar  throughout  the  world  shall 
be  on  each  day  of  the  coming  month 
could  not  dictate  the  price  of  raw 
sugar  to  American  refiners. 

Holt. 


AMONG  THE  TRADE. 

A  petition  to  have  the  Eastern 
Provision  Co.  declared  an  invol 
untary  bankrupt  was  filed  in  the 
United  District  Court  at  Phila¬ 
delphia  on  Tuesday.  The  credit¬ 
ors  are  Swift  &  Co.,  whose  claim 
is  $45.27;  A.  F.  Bickley  &  Son, 
$298.55,  and  the  Southern  Cotton 
Oil  Co.,  $193.75.  The  concern  has 
been  doing  a  retail  business  in 
butter,  eggs  and  oleomargarine  on 
Filbert  street,  above  Twelfth,  for 
several  months.  The  next  day 
the  concern  issued  a  sensational 
statement  in  which  they  declared 
they  were  solvent  and  accused 
Armour  &  Co.  of  putting  up  the 
scheme  to  get  control  of  their 
business. 


Cranberries  range  about  un¬ 
changed — $6.75  per  barrel  for  the 
best  Cape  Cods.  The  warm 
weather  has  made  demand  light. 


A  MERCHANT  ASKED 
HIS  CUSTOMERS 

whether  they  would  rather  have  a  monthly  state¬ 
ment  or  a  statement  in  full  after  each  purchase, 
as  given  by 


With  Only 
One  Writing 


The  End  of 
Drudgery 


More  than  75  per  cent  of  his  customers  voted  in 
favor  of  The  McCaskey  System.  This  merchant, 
Mr.  O.  Zimmerman  of  Jamestown,  North  Dakota, 
Writes  : 

“  Desiring  to  learn  the  wishes  of  my  customers  in  regard  to  a  system  to 
handle  their  credit  accounts,  I  submitted  to  them  a  choice  between  a 
monthly  itemized  statement  and  a  statement  furnished  with  each  purchase, 
the  latter  being  the  principle  of  The  McCaskey  System.  At  the  close  of  the 
experiment,  I  am  glad  to  say  that  a  large  majority  of  my  five  hundred 
customers  expressed  themselves  in  favor  of  The  McCaskey  System  which 
entirely  eliminates  disputes  and  improves  our  collections,  enabling  us  to  do  a 
more  careful  credit  business.” 

There  are  more  than  70,000  McCaskey  Systems 
in  use  in  the  United  States  alone.  When  will  you 
join  the  army  of  McCaskey  users  ? 

MAY  WE  SEND  YOU  INFORMATION, 
ABSOLUTELY  FREE?  A  postal  card  will 
bring  it. 

McCaskey  Systems  for  years  have  sold  from 
$35.00  and  upwards,  according  to  type  and  size. 

The  McCaskey  Register  Co. 

ALLIANCE,  OHIO. 

Branches:-  New  York,  Boston,  Washington,  Pittsburg,  Chicago, 
Atlanta,  Memphis,  Minneapolis,  Kansas  City,  San 
Francisco. 

Canada  -  Dominion  Register  Co.  Ltd.  -  Toronto. 

England  -  Dominion  Register  Co.  Ltd.  -  Manchester. 

Australia  -  New  Zealand. 

THE  LARGEST  MANUFACTURERS  OF  CARBON  COATED 
SALESBOOKS  IN  THE  WORLD. 
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THE 

STROLLER’S 

COLUMN 


Did  you  see  that  story  in  the 
“Grocery  World  and  General 
Merchant”  last  week  by  a  fellow 
that  tried  to  get  his  grocer  to  put 
a  couple  of  things  in  on  a  guar¬ 
antee  that  he’d  buy  ’em  right 
along  and  take  all  he  bought? 
The  grocer  wouldn’t  do  it,  and 
the  fellow  went  and  got  a  case  of 
each  from  a  jobber  over  the  re¬ 
tailer’s  head. 

The  editor  said  in  the  article 
to  send  in  your  opinions  as  to 
whether  the  grocer  was  right 
when  he  said  he  wouldn’t  put  the 
things  in. 

Here’s  my  opinion — I  think  he 
was  a  fool.  I  also  think  he  was 
an  ass.,  and  if  I  had  him  here  I’d 
hand  him  a  note  saying  so,  to  be 
opened  after  I’d  went. 

Of  course  he  was  a  fool.  By 
gravy,  how  do  such  mutton-heads 
stay  in  business? 

I'll  tell  you  why  I  think  he  was 
a  fool.  The  two  things  he 
wouldn't  put  in,  if  my  memory  is 
all  right,  were  a  brand  of  jelly 
and  a  brand  of  canned  corn.  All 
right.  Now  of  course  he  had  a 
lot  of  brands  of  both  already  in 
stock.  Probably  nobody  had  asked 
him  to  put  those  brands  in — he 
wouldn’t  have  paid  any  attention 
if  they  had.  I  calculate  he  chose 
’em  all  himself  and  put  in  what 
he  wanted. 

And  his  trade  took  ’em.  Why? 
Not  because  they  would  have 
picked  ’em,  but  just  because  that’s 
what  he  sent  when  they  ordered 
canned  corn  or  currant  jelly,  and 
the  quality  was  good  enough. 

That  kind  of  trade  is  all  right, 
but  I’ll  tell  you  what’s  better — 
it  s  to  sell  stuff  that  people  want 
— that’s  been  ordered — and  that 
somebody  has  guaranteed  to  buy. 

It  s  better  because  there’s  no 
work  in  selling  it.  Don’t  you  see 
that?  You  don’t  have  to  show  it, 
you  don’t  have  to  recommend  it, 
you  don’t  have  to  talk  it  up.  , 


My  Hunch  on  the  Retailer  that  Sent  His  Trade 


And  here’s  the  biggest  thing  of 
all  about  it — you  don’t  have  to 
cut  the  price. 

Fool !  By  gravy,  that  word 
ain’t  strong  enough;  if  the  editor 
would  let  me,  I’d  call  him  a  fool 
with  another  word  in  front  of  it. 
You  know  what  that  word  is  bet¬ 
ter  than  I  do,  for  you  use  it 
oftener. 

I  know  a  grocer  that  could 
prove  this  fellow  to  be  an  ass. 
He  prints  a  standing  offer  in  his 
little  store  paper  to  put  in  stock 
anything  anybody  wants,  and 
he’ll  do  it,  too,  but  of  course  he 
makes  ’em  sign  an  order  for  it 
first,  in  which  they  agree  to  take 
a  certain  amount,  and  he  only 
does  it  anyway  with  people  that 
he  knows  are  all  right.  Pay? 
Maybe  it  don’t  pay ! 

Now  I  know  just  as  well  as  you 
do  what’s  in  your  minds.  You've 
been  waiting  for  a  chance  to  say 
that  a  fellow  with  limited  capital 
couldn’t  do  that,  because  his 
stock  would  soon  get  too  big. 

Just  let  your  uncle  show  you 
why  that  ain’t  so.  I  asked  this 
fellow  who  makes  the  standing' 
offer  how  he  managed  that,  and 
he  showed  me  in  two  seconds. 
For  every  brand  he  gets  one  of 
those  orders  for,  he  cuts  out  one 
of  the  brands  lie’s  been  keeping 
in  stock,  if  it’s  just  one  of  the 
regular  stock  ones  that  there 
ain’t  any  particular  call  for. 
Know  what  I  mean  ? 

In  that  way  his  stock  don’t  get 
any  bigger  at  all.  He  merely  cuts 
out  the  things  he  filled  orders 
with,  but  which  hadn’t  been  spe¬ 
cially  called  for,  with  other  things 
that  had  been  specially  called  for. 
D’ye  get  it?  Why  it’s  a  cinch! 
One  day  last  week  I  was  in  an 
up-State  jobbing  house,  and  one 
of  the  firm  brought  up  this 
article. 

“Did  you  see  that?”  lie  asked. 
“Yes,  I  did.” 


to  the  Jobber. 

“What  did  you  think  of  it?” 

I  told  him. 

“What  did  you  think  of  the 
jobber  that  sold  a  consumer  over 
the  retailer’s  head?”  he  asked. 

“He  was  right !”  I  said.  “Good 
for  him — he  did  just  the  right 
thing.  Do  you  think  if  I  was  a 
jobber  I’d  allow  that  fat-head  to 
block  the  sale  of  my  goods  that 
way?  Not  on  your  life!  He  did 
the  square  and  the  decent  thing 
by  sending  a  salesman  to  the  re¬ 
tailer  first  and  telling  him  he  had 
this  trade  for  him.  The  fool 
turned  it  down — what  was  the 
jobber  to  do?  He  could  do  just 
three  things.  He  could  say  to  the 
consumer,  ‘sorry,  old  man,  but 
your  grocer  won’t  put  the  goods 
in,  and)  you’ll  have  to  go  without 
’em’.  Or  he  could  send  him  to 
another  grocer  maybe  twenty 
squares  away,  where  he'd  never 
go.  Or  he  could  do  what  he  did 
— sell  him  himself  and  get  the 
goods  in.  You  can  bet  I’d  sell 
him  myself  in  a  case  like  that, 
and  every  retailer  with  brains  in 
his  head  would  say  I  did  right.” 

I  feel  you  fellows  will,  too.  If 
you  don’t,  here’s  a  swell  chance 
to  say  cruel  things  to  me. 

The  Stroller 


Third— It  would  seek  the  cor¬ 
rection  of  trade  abuses,  such  as 
prepaying  freight  and  express 
charges,  package  cost  charges, 
long  credits  and  selling  prices  un¬ 
affected  by  first  cost  fluctuations 
Fourth.— It  would  work  for  a 
tax  on  tea  coming  into  this  country 
from  Canada,  and  for  such  other 
tariff  protection  as  should  be  prop¬ 
erly  accorded  American  tea  pack¬ 
ers  in  the  building  up  of  a  dis¬ 
tinctly  American  tea  business,  in¬ 
cluding  a  tax  on  all  foreign  tea 
containers. 

Fifth. — It  would  handle  freight 
rate  questions  and  seek  to  evolve 
a  system  of  credits  for  the  use  of 
members. 

Sixth. — It  would  gather  statisti¬ 
cal  and  other  useful  information, 
and  seek  to  develop  a  better  social 
spirit  among  its  members,  holding 
frequent  meetings,  at  which  mat¬ 
ters  of  vital  interest  to  dealers 
could  be  discussed;  such,  for  ex¬ 
ample,  as  concerted  efforts  to  kill 
off  coffee  substitute  competition, 
ways  and  means  to  increase  the 
consumption  of  teas  and  coffees, 
etc. 


Only  Five  Pennsylvania  Cities 
Appoint  Weights  and  Meas¬ 
ures  Sealers  as  Yet. 


Outside  of  Harrisburg,  Altoona,  Pitts¬ 
burgh,  McKeesport  and  Meadville 
Entire  State  Ignores  New  Sealers  Act. 
All  Cities  Named  Appoint  Officials 
and  the  Act  is  About  to  be  Enforced 
Therein. 


Proposed  National  Tea  and  Coffee 
Association. 

There  is  an  effort  on  foot  to  or¬ 
ganize  a  National  Tea  and  Coffee 
Dealers’  Association,  to  be  com 
posed  of  both  wholesale  and  re 
tail  dealers.  The  aims  of  the  pro¬ 
posed  organization  are  supposed 
to  be  as  follows: — 

First. — Lowering  the  price  of 
coffee  to  dealers  and  consumers, 
by  organizing  both  classes  to  se¬ 
cure  such  help  from  the  Govern¬ 
ment  as  would  break  up  the  pres¬ 
ent  coffee  combination  and  restore 
prices  to  their  normal  level. 

Second. — It  would  co-operate 
with  the  pure  food  authorities  to 
secure  a  just  enforcement  of  the 
pure  food  laws  and  the  enactment 
of  such  new  regulations  as  would 
conserve  the  best  interests  of  the 
trade  in  all  sections. 


Up  to  the  present  time  the 
various  cities  and  towns  of  Penn¬ 
sylvania  have  been  very  slow  to 
take  advantage  of  the  act  of  1911 
creating  sealers  of  weights  and 
measures.  It  will  be  remembered 
that  the  act  went  into  effect,  as 
to  a  given  town  or  city,  as  soon 
as  the  councils  of  cities,  or  the 
commissioners  of  counties,  should 
appoint  the  sealers  and  fix  their 
salaries. 

Up  to  the  present  time  but  five 
cities  in  the  whole  State  have 
paid  any  attention  to  the  act — 
Harrisburg,  Altoona,  Pittsburgh, 
McKeesport  and  Meadville.  All 
of  these  have  appointed  sealers, 
fixed  their  compensation,  and 
sent  their  official  weights  and 
measures  to  Harrisburg  to  be 
tested. 

Under  the  act  of  1911  the 
Mayor  of  each  city  in  the  State 
and  the  commissioners  of  each 
county  are  empowered  to  appoint 
local  inspectors  or  sealers  of 
weights  and  measures,  the  num¬ 
ber  of  such  officials  and  the  pay 
of  each  being  within  the  author¬ 
ity  of  the  local  appointing  powers 
to  determine.  It  is  optional  with 
cities  and  counties  whether  they 
shall  take  advantage  of  that  act 
or  not.  How  the  fact  that  these 
political  jobs  are  ready  has 
escaped  the  heelers  is  a  mystery. 
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THE  GROCERY  MARKETS 


Tea. 

The  tea  market  has  remained 
inchanged  during  the  week.  The 
[emand  has  been  excellent,  es- 
iecially  for  low  grades,  which  are 
trong  and  tending  higher.  No 
ctual  advance  has  occurred  dur- 
ng  the  week,  and  may  not  occur 
n  the  future. 

Coffee. 

The  coffee  market  shows  a  fur- 
her  advance  for  the  week.  All 
grades  of  Rio  and  Santos  are 
irobably  cent  higher,  owing  to 
■ontinuation  of  the  firm  crop  re¬ 
torts  from  Brazil.  Mild  coffees 
ire  steady  to  strong,  but  show 
10  further  change  for  the  week, 
ava  and  Mocha  unchanged.  The 
lemand  for  coffee,  considering 
he  state  of  the  market,  is  good. 

Sugar. 

The  sugar  market  is  nominally 
inchanged.  There  is  to  be  a  con¬ 
tention  of  representatives  of  the 
aigar  countries  in  Europe  on  Oc¬ 
tober  29th,  to  decide  whether 
Russia  shall  be  allowed  to  unload 
tome  of  her  surplus  raw  sugar. 
Jnder  an  agreement  entered  into 
jy  .the  chief  European  sugar 
:ountries,  this  has  been  kept  off 
:he  market  up  to  this  time.  If 
die  Russian  sugar  is  to  be  mar- 
<eted,  the  world’s  markets  will 
without  doubt  decline,  and  the 
sugar  situation  will  be  relieved. 
Refined  sugar  shows  no  change 
ior  the  week.  Practically  all  of 
the  second  hands  holders  of  do¬ 
mestic  beet  granulated,  who 
bought  cheap  and  have  been 
offering  sugar  far  below  the  regu¬ 
lar  price,  have  withdrawn,  it  is 
said  because  of  a  threat  by  Ar- 
buckle  Bros,  to  break  the  market 
if  they  did  not.  Plenty  of  beet 
granulated  can  be  bought  from 
first  hands,  however,  at  about  20 
points  below  the  regular  refining 
price.  The  general  demand  for 
refined  sugar  is  fair. 

Fish. 

Mackerel  is  very  firm,  largely 
by  reason  of  scarcity,  but  partly 
because  the  stock  of  Norways  is 
concentrated  in  a  very  few  firm 
hands.  Norways  are  not  much 
offered,  but  it  is  fair  to  quote  the 
market  50  cents  a  barrel  better 
than  a  week  ago.  Irish  mackere 
are  also  probably  a  dollar  a  bar 


rel  better.  The  demand  is  fair. 
Cod,  hake  and  haddock  are  tend¬ 
ing  slightly  higher;  demand  fair. 
Domestic  sardines  can  still  be 
ght  at  the  same  price,  though 
news  from  primary  markets  is 
strong.  Imported  sardines  dull 
and  unchanged.  Salmon  shows 
no  change  and  a  quiet  demand. 
Red  Alaska,  particularly  the  first 
shipments,  has  sold  at  a  very  high 
ice. 

Syrup  and  Molasses. 

Glucose  is  unchanged  for  the 
week,  and  so  is  compound  syrup. 
The  demand  for  the  latter  is  fair. 
Sugar  syrup  is  dull  and  firm,  by 
reason  of  reduced  supplies.  Mo¬ 
lasses  is  unchanged  and  dull. 
The  first  new  crop  will  reach 
Northern  markets  within  a  few 
days. 

Canned  Goods. 

If  anything,  tomatoes  are 
slightly  easier,  though  the  ten¬ 
sion  is  not  yet  entirely  relieved. 
The  nominal  price  for  Maryland 
3s  f.  o.  b.  in  a  large  way  is  $1  per 
dozen,  but  it  has  always  been 
possible  to  buy  at  97P2  cents,  and 
late  in  the  week  there  were  offers 
at  95.  The  continued  warm 
weather  is  partly  responsible. 
The  demand  for  tomatoes  is  dull. 
Corn  is  fairly  steady  and  in  quiet 
demand.  Peas  high  and  quiet. 
Apples  are  unchanged  from  a 
week  ago,  although  here  and 
there  one  hears  offers  of  about  15 
cents  off  for  New  York  State  gal¬ 
lons.  Considering  the  large  crop, 
the  market  should  be  easy  rather 
than  strong.  California  canned 
goods  are  unchanged  and  quiet. 
Small  staple  canned  goods  are 
unchanged  with  the  exception  of 
spinach,  which  is  about  10  cents 
higher. 

Dried  Fruits. 

Prunes  are  unchanged,  high, 
but  very  quiet.  Most  authorities 
seem  to  feel  that  the  large  pros¬ 
pective  supply  of  evaporated 
apples  is  likely  to  hurt  prunes. 
Peaches  are  unchanged  and  quiet, 
and  so  are  apricots.  There  has 
been  very  little  doing  in  apricots 
this  season.  New  crop  raisins  are 
going  to  be  late,  but  the  market 
and- the  demand  light.  Currants 
are  about  unchanged  and  in  fair 
demand. 


Beans  and  Peas. 

Domestic  pea  beans  are  higher, 
by  reason  of  bad  crop  weather  in 
the  growing  districts.  The  ad¬ 
vance  for  the  week  amounts  to 
about  10  cents  per  bushel.  The 
demand  is  fair.  Domestic  mar¬ 
rows  are  still  high  and  bid  fair  to 
continue  so  throughout  the  sea¬ 
son.  California  limas  are  about 
10  points  higher  for  the  week. 
Green  and  Scotch  peas  are  un¬ 
changed  and  very  high. 

Butter. 

There  is  an  active  consumptive 
demand  for  all  grades  of  butter, 
and  the  receipts  are  clearing  up 
daily.  The  make  of  butter  is 
shorter  than  usual  for  the  season 
and  the  average  quality  is  very 
good.  Since  the  last  report  the 
market  has  eased  off  1  cent  per 
pound,  and  is  firm  at  the  decline. 
If  there  is  any  change,  it  will 
probably  be  a  slight  advance. 
The  above  applies  to  all  grades 
of  solid  and  packed,  nearby  and 
Western. 

Eggs. 

The  receipts  of  new-laid  eggs 
are  very  light  and  meet  with  a 
ready  sale  at  a  premium  over 
quotations.  The  consumptive 
demand  is  promptly  absorbing  all 
fresh  stock  on  arrival,  and  the 
bulk  of  the  receipts  show  a  per¬ 
centage  of  old  stock  and  have  to 
be  sold  at  concessions.  Stocks  of 
eggs  in  storage  are  large  and  the 
market  is  barely  steady,  though 
unchanged.  The  demand  for 
storage  eggs  is  only  moderate. 

Cheese. 

The  consumptive  demand  for 
cheese  is  very  good  and  the  re¬ 
ceipts  of  all  grades  are  cleaned  up 
on  arrival.  The  quality  of  the 
average  cheese  arriving  is  very 
fancy,  and  there  is  very  little 
under  grade  cheese  about.  This 
has  caused  a  good  demand  for  the 
higher  grades,  and  the  market  is 
healthy,  with  lighter  stocks  than 
usual.  Continued- active  trading 
is  looked  for. 

Provisions. 

The  market  on  all  cuts  of 
smoked  meats  is  steady  and  un¬ 
changed,  with  a  seasonable  con¬ 
sumptive  demand.  Stocks  are 
about  normal  for  the  season  anc 
the  outlook  is  steady,  with  possi¬ 


bly  a  slight  decline  as  the  season 
advances.  Both  pure  and  com¬ 
pound  lard  are  steady  and  un¬ 
changed,  with  a  seasonable  de¬ 
mand.  Barrel  pork  is  in  fair  de¬ 
mand  at  unchanged  prices.  Dried 
beef  is  firm  and  stocks  are  well 
cleaned  up.  Canned  meats  steady 
and  unchanged. 


INDIVIDUAL  MARKET  REPORTS. 


Evaporated  Apples,  Etc. 

There  is  considerable  activity 
in  the  evaporated  apple  market. 
Export  continues  to  come  in  with 
new  business,  and  the  packers 
are  very  busy  filling  contracts  on 
sales  made  during  the  summer. 
The  output  is  going  to  be  quite 
large,  but  the  demand  is  enough 
larger  to  offset  the  increased  sup¬ 
ply.  Prices  are  ruling  steady  at 
8%  cents  f.  o.  b.  in  50-pound 
boxes  for  strictly  prime  quality. 
Choice  quality  is  y2  cent  per 
pound  higher. 

Raspberries  are  steady  and  are 
being  pretty  well  cleaned  up  at 
27  to  28  cents  per  pound  f.  o.  b. 
in  barrels. 

Chops  are  very  scarce  and  are 
meeting  with  a  good  demand 
from  abroad  on  a  basis  of  2 y4  to 
3  cents  in  barrels. 

Waste  is  steady  at  $1.70  to 
$1.75  per  (hundred  pounds  f.  o.  b. 
in  bags. 

C.  C.  Hall. 

Rochester,  N.  Y. 

Spices. 

The  market  continues  quite 
active  and  we  note  a  decrease  in 
the  spot  supply  of  spices.  In 
fact,  the  narrow  stocks  in  our 
country  at  present  are  far  less 
than  they  have  been  for  years 
past.  Higher  prices  are  generally 
anticipated.  Prices  abroad  are 
well  above  our  own  in  value. 

Pepper  quite  steady  without 
any  change  of  special  interest. 
Present  stock  is  unusually  small. 

Red  peppers  somewhat  firmer. 
Mombassas  are  quoted  higher. 

Cloves. — Some  new  arrivals 
temporarily  relieve  the  situation. 
All  stocks  have  been  pretty  well 
cleaned  up  and  there  is  little  to 
be  had.  Large  lots  are  expected 
at  the  close  of  the  month.  Prices 
generally  firm. 

Pimento  (Allspice)  steady  but 
unchanged.  Demand  very  good. 

Nutmegs  very  active  for  all 
grades.  Prices  are  tending  up¬ 
ward.  Higher  prifces  are  posi¬ 
tively  looked  for  in  all  markets. 

M  a  c  e. — Demand  exceptional. 
Supplies  here  and  abroad  very 
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small.  Indications  point  to  ad¬ 
vances. 

Cassias. — Saigon  in  fair  supply. 
Prices  slightly  lower.  Batavia 
unchanged.  China  grades  are  in 
good  supply.  Prices  firm. 

Gingers. — Spot  prices  are  firm. 
The  tendency  is  upward  rather 
than  the  reverse. 

Tapiocas  fairly  steady  and  in 
good  demand.  No  special  feat¬ 
ures  to  report. 

Seeds  and  Herbs. — Big  demand 
for  all  grades.  Most  articles  are 
firm.  It  is  reported  there  is  a  bad 
crop,  owing  to  the  dry  weather  in 
Europe.  Caraway  firmer.  Poppy 
unchanged.  Celery  and  Mustard 
still  in  fair  demand. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 


MARKET  NOTES. 

Florida  pineapples  are  still 
coming  North,  and  are  selling 
cheap,  but  are  moving  very 
slowly.  The  range  is  $1.50  to 
$1.75  per  crate. 

Florida  grapefruit  is  a  little 
weaker,  but  is  still  ruling  very 
high — $4  to  $7.50  per  crate. 
There  is  just  about  enough  com¬ 
ing  to  supply  the  small  trade. 

White  potatoes  are  holding 
their  own — 65  to  70  cents  per  bas¬ 
ket.  It  looks  as  if  they  would 
hold  about  this  price  for  the  bal¬ 
ance  of  the  season. 

Chestnuts  are  still  very  plenty, 
and  this  and  the  poor  quality  ex¬ 


plains  the  unusually  low  price — 
$2  to  $2.50  per  bushel.  The  de¬ 
mand  is  light. 

Late  Virginia  peas  are  still 
coming  forward,  but  are  not  very 
enthusiastically  wanted.  The 
range  is  $2.50  to  $2.75,  and  most 
of  the  receipts  are  poor. 

Seckel  pears  range  from  $3.50 
to  $6  per  barrel,  with  fancy  fruit 
worth  perhaps  a  little  more. 
Most  of  the  receipts  are  of  small 
size.  The  demand  for  good  pears 
is  good. 


« 

Third  Quarter’s  Grocery  and 
General  Store  Failures. 


Official  Report  Shows  Increase  in  Gen¬ 
eral  Store  Failures  and  Decrease  in 
Grocery  Failures. 

The  official  report  of  failures 
among  grocers  and  general  store¬ 
keepers  for  the  third  quarter  of 
1911,  as  compared  with  the  same 
quarter  of  1910,  has  just  been  re¬ 
ceived.  Grocery  failures  are 
fewer,  but  general  store  failures 
were  greater. 

The  figures  are  as  follows 
General  Store  Failures. — Third 
quarter,  1911,  266;  liabilities, 

$2,258,134.  Same  quarter  of  1910, 
246;  liabilities,  $1,572,716. 

Grocery  Failures. — Third  quar¬ 
ter  of  1911,  439;  liabilities, 

$L577>377-  Same  quarter  of  1910, 
570;  liabilities,  $1,745,875. 


Selling  Talks  With  Clerks 

BT  ▲  MAN  WHO  HAS  BEEN  ONE 

Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  A  Co.’s 
Department  Food  Stores,  Trenton,  N.  J. 

Don’t  Like  Responsibility? — Then 
you  don’t  like  the  idea  of  getting 
up  in  the  world.  To  dislike  this 
thing  is  the  greatest  hindrance 
we  know  of  advancement. 

“You’ll  never  get  charge”  while 
you  feel  and  act  that  way.  Yet 
the  writer  has  met  in  his  busi¬ 
ness  experience  thousands  of  fel¬ 
lows  that  simply  fear  the  least 
bit  of  responsibility.  Back  of 
the  counter  for  them — always. 

And  while  back  of  the  counter 
is  interesting  and  cheerful  work 
you  should  consider  it  only  one 


stage.  And  you  should  fill  the 
duties  of  that  stage  so  satisfac¬ 
torily  that  you  grow  too  big  for 
it.  Then  responsibility  comes. 
Then  you  grab  it.  Give  it  such 
a  hearty  welcome  and  throw  so 
much  energy  and  good  will  into 
it  that  there’ll  be  more  coming:. 
*  *  * 

\ 

The  Flies  of  1911  Have  Gone. — 

Peace  to  their  wings.  So  out 
with  your  glass  goods.  Surpris¬ 
ing  how  many  things  that  you 
carry  that  are  under  glass.  Get 
out  on  the  floor  with  your  paper 


and  pencil  and  get  them  all  down. 
And  get  a  few  of  each  in  the  win¬ 
dow  and  a  big  card  to  read : — 
AUTUMN  SHOW  OF  THINGS 
IN  GLASS.  • 

If  you’re  on  the  job  there  js  no 
time  to  waste  in  our  business. 
It’s  working  and  thinking  and 
then  working  and  thinking  again. 

While  visiting  a  young  pro¬ 
gressive  minister  the  other  even¬ 
ing  thewriter  noticed  on  his  study 
wall  neatly  framed  these  words : 
“'Trust  in  God  and  work  like  the 
devil.”  Oh,  said  he,  “The  devil 
is  the  king  of  workers.” 

.  *  *  * 

Selling  Asparagus.— A  can  of 

whole  asparagus  is  wanted.  You 
put  down  two  of  the  same  size. 
One  is  30  cents  and  the  other  is 
40  cents.  It’s  up  to  you  to  de¬ 
scribe  the  difference.  If  you 
can’t,  one  of  two  things  is  likely 
to  happen,  either  the  sale  is  lost 
or  the  cheap  one  bought. 

The  cheap  one  (No.  2  square 
can)  holds  about  22  spears.  The 
other  from  8  to  10.  The  larger 
the  spear  the  finer  the  goods. 
That  is  the  more  tender  and  by 


far  the  nicest  flavor.  “The  rea¬ 
son  this  grass  is  white  and  ten¬ 
der,  madam,  is  because  it  is  kept 
under  ground,  the  tips  or  shoots 
being  cut  off  as  soon  as  they  ap¬ 
pear,  sending  back  the  substance 
to  the  hidden  stalk.” 

*  *  * 

We  Forget  About  the  Nice 

Goods,  such  as  C.  &  B.  jams,  vine¬ 
gar,  anchovy,  etc.  The  middle- 
class  store  clerk  is  apt  to  let  these 
remain  on  the  shelves  and  take 
care  of  themselves.  That  isn’t 
good  storekeeping. 

You  can  overdo  the  bargain 
display.  Talk  with  your  manager 
about  this  and  if  he  approves  it 
you'll  hear  many  a  remark  some¬ 
thing  like  this:  “Why,  I  didn’t 
know  you  sold  these  things”  or 
"I'm  glad  to  know  you  carry  such 
and  such  a  brand  of  imported  oil.” 
*  *  * 

“What,  15  Cents  For  a  Bottle  of 
Ammonia?’’ — Well,  we  have  the 

same  size  bottle  for  10  cents. 
One  is  8  degree  ammonia  and  the 
other  is  18.  Let  her  smell  them 
both — if  she  can  stand  it.  Smell¬ 
ing  the  difference  is  a  sale  maker. 


Southern  Wholesale  Grocers’  Association 
Completely  Shorn  of  Power 

Consents  to  Decree  Being  Entered  by  United  States  Government 
Enjoining  it  from  Conspiring  Against  Concerns  Not  Mem¬ 
bers,  Against  Free  and  Open  Prices  and  Against  Manufac¬ 
turers  Who  Allow  Prices  to  be  Cut.  Forbidden  to  Give 
Rebates  to  Holders  of  Limited  Prices  or  Publish  Black  Lists. 


In  a  recent  issue  it  was  stated 
that  the  Southern  Wholesale  Gro¬ 
cers’  Association,  which  was 
prosecuted  by  the  United  States 
Government  for  restraining  trade 
and  competition,  had  consented 
to  the  entering  of  a  decree  against 
it  dissolving  it,  or  compelling  it 
to  radically  change  its  methods. 
This  decree  was  filed  last  Tues¬ 
day,  and  allows  the  association  to 
live,  but  only  after  reforming  its 
methods.  A  copy  of  the  decree 
has  been  obtained.  It  is  too  long 
to  reproduce  verbatim,  but  its 
substance  appears  below.  The 
order  is  directed  against  the 
Southern  Association,  a  corpora¬ 
tion,  and  the  following  individual 
wholesale  grocery  houses :  The 
McLester-Van  Hoose  Co.,  James 
A.  Van  Hoose,  Robert  McLester ; 
the  Alabama  Grocery  Co.,  S.  W. 
Lee,  Joseph  H.  McLaurin,  L.  M. 


Hooper.  F.  E.  Hashagen,  C.  W. 
Bartleson,  Robert  Moore,  Thos. 
C.  Davis,  B.  B.  Earnshaw,  C.  C. 
Guest,  T.  H.  Scovell,  W.  T. 
Reeves,  R.  A.  Morrow,  J.  H.  C. 
Wulbern,  J.  D.  Faucette,  W.  A. 
Scott  and  James  W.  Lee.  All 
these  concerns  are  enjoined: — 

First. — From  combining,  conspiring, 
confederating  or  agreeing  together, 
or  with  others,  expressly  or  impli¬ 
edly,  directly  or  indirectly,  to  pre¬ 
vent  manufacturers  or  producers, 
engaged  in  selline  or  shipping  com¬ 
modities  among  the  several  States 
and  in  the  District  of  Columbia, 
from  selling  such  commodities  to 
any  person  who  is  not  a  member 
of  the  said  the  Southern  Wholesale 
Grocers'  Association,  or  who  is  not 
listed  in  the  so-called,  “Green 
Book."  published  by  said  association, 
its  officers  and  agents,  and  entitled 
"Official  list  of  wholesale  grocers  in 
the  States  of  Alabama,  Arkansas, 
District  of  Columbia,  Florida, 
Georgia,  Indian  Territory,  Louis¬ 
iana.  Maryland.  Mississippi.  North 
Carolina,  Oklahoma,  South  Caro¬ 
lina.  Tennessee,  Texas  and  Vir¬ 
ginia.”  or  any  book,  pamphlet  or 
list  of  like  character;  and  they  and 
each  of  them  be,  and  are  likewise 
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enjoined,  restrained  and  prohibited 
from  publishing,  causing  to  be  pub¬ 
lished,  aiding,  assisting  or  encour- 
,  aging  the  publication,  distribution 
or  circulation  of  any  book,  pamphlet 
or  list,  wherein  is  contained  only 
the  names  of  the  wholesale  grocers 
located  in  the  territory  embraced  by 
said  organization  who  have  an¬ 
nounced  their  intention,  or  agreed, 
directly  or  indirectly,  expressly  or 
impliedly  to  work  in  harmony  with 
said  association. 

Second. — From  publishing  or  dis¬ 
tributing-  or  causing  to  be  published 
or  distributed,  or  aiding  or  assist¬ 
ing  or  encouraging  in  the  publica¬ 
tion  or  distribution  of  any  list  or 
lists  of  manufacturers  or  producers 
who  have,  expressly  or  impliedly, 
directly  or  indirectly,  agreed  to  sell 
only  to  members  of  said  associa¬ 
tion,  or  to  persons,  firms  or  cor¬ 
porations  listed  in  said  “Green 
Book,”  or  book,  pamphlet  or  list 
of  like  character. 

Third. — From  combining,  conspir¬ 
ing,  confederating  and  agreeing  to¬ 
gether  or  with  others  to  fix  a  price 
at  which  any  commodity  shall  be 
•sold  to  or  coerce,  manufacturers  and 
producers  engaged  in  selling  and 
shipping  commodities  among  the 
several  States,  and  in  the  District 
of  Columbia,  to  fix  a  limited  selling 
price  at  which  such  commodities 
are  to  be  sold,  and  to  have  such 
price  printed  on  cards  and  distrib¬ 
uted;  and  they  are  hereby  enjoined, 
restrained  and  prohibited  from 
printing,  causing  to  be  printed  or 
encouraging  or  aiding  in  the  print¬ 
ing  of  such  cards,  or  their  distribu¬ 
tion  ;  and  they  and  each  of  them  are 
likewise  enjoined,  restrained  and 
prohibited  from  conspiring,  confed¬ 
erating  or  agreeing  together,  or 
with  others,  expressly  or  impliedly, 
directly  or  indirectly,  to  prevent 
such  manufacturers  and  producers 
from  selling  and  shipping  commod¬ 
ities  to  any  wholesale  grocer  who 
does  not  maintain  the  price  so  fixed 
and  listed ;  and  they  and  each  of 
-them  are  likewise  enjoined,  re¬ 
strained  and  prohibited  from  de¬ 
manding  and  receiving  from  any 
such  manufacturer  or  producer  any 
rebate,  bonus  or  emolument  of  any 
kind  to  be  paid  any  wholesale  deal¬ 
er  or  jobber  for  and  on  account  of 
the  fact  that  he  has  maintained  the 
limited  selling  price;  and  are  like¬ 
wise,  enjoined,  restrained  and  pro¬ 
hibited  from  paying  or  delivering 
any  such  rebate,  bonus  or  emolu¬ 
ment  of  any  kind,  directly  or  indi¬ 
rectly,  to  any  such  limited  selling 
price,  or  demanding  any  fine  or  pen¬ 
alty,  directly  or  indirectly,  from  any 
wholesale  grocer  or  jobber  engaged 
in  commerce  among  the  several 
States  and  in  the  District  of  Co¬ 
lumbia,  for  and  on  account  of  such 
wholesale  grocer  or  jobber  not  hav¬ 
ing  maintained  said  limited  selling 
price. 

Fourth. — From  conspiring,  confed¬ 
erating  or  agreeing  together,  or  with 
others,  expressly  or  impliedly,  di¬ 
rectly  or  indirectly,  to  boycott  any 
manufacturer  or  producer,  whole¬ 
saler  or  jobber  engaged  in  commerce 
among  the  several  States  and  in  the 
District  of  Columbia,  for  and  on 
account  of  any  such  manufacturer, 
producer,  wholesaler  or  jobber  hav¬ 
ing  sold  or  transported  in  inter¬ 
state  commerce  any  commodity  to 
any  person,  or  who  does  not  main¬ 
tain  the  said  limited  selling  prices, 
or  who  is  not  listed  in  the  said 
“Green  Book,”  or  book,  pamphlet  or 
list  of  like  character;  and  also  from 
combining,  conspiring,  confederating 
and  agreeing  together  or  with 
others,  expressly  or  impliedly,  di¬ 
rectly  or  indirectly,  to  prevent  any 
person,  firm  or  corporation  who  re¬ 
fuses  to  join  said  association,  or 
who  refuses  to  maintain  said  lim¬ 
ited  selling  prices,  or  who  sells 


commodities  direct  to  the  consumer, 
from  purchasing  such  commodities 
from  manufacturers,  jobbers,  pro¬ 
ducers  or  wholesalers  engaged  in 
commerce  among  the  several  States 
and  in  the  District  of  Columbia; 
and  also  from  conspiring,  confed¬ 
erating  and  agreeing  together,  or 
with  others,  expressly  or  impliedly, 
directly  or  indirectly,  to  increase 
jobbers’  profits  by  increasing  prices 
at  which  wholesalers  and  jobbers 
shall  sell  any  commodity  in  inter¬ 
state  commerce. 


Fifth. — From  conspiring  or  agree¬ 
ing  together,  or  with  others,  ex¬ 
pressly  or  impliedly,  to  do  or  to  re¬ 
frain  from  doing  anything,  the  pur¬ 
pose  or  effect  of  which  is  to  fix 
or  maintain  the  price  at  which  any 
commodity  employed  or  intended  to 
be  employed  in  commerce  among 
the  several  States  and  in  the  Dis¬ 
trict  of  Columbia,  shall  or  should 
be  sold  to  any  manufacturer,  job¬ 
ber,  wholesaler  or  retailer,  or  the 
purpose  or  effect  of  which  is  to 
hinder  or  prevent  by*  intimidation 


or  coercion  any  person,  firm  or 
corporation  from  buying  or  selling 
any  such  commodity  wherever, 
whenever,  from  and  to  whomso¬ 
ever,  and  at  whatsoever  price  may 
be  then  and  there  agreed  upon  by 
the  seller  and  purchaser. 

.Outside  of  the  above  lines,  the 
Southern  Association  can  oper¬ 
ate,  but  the  above  decree  shears 
j  it  absolutely  of  its  former  power. 


A  Pennsylvania  correspondent 
sends  in  a  circular  which  contains 
a  paragraph  that  supplies  a  good 
text  for  a  talk  upon  one  phase  of 
advertising  which  I  have  been 
minded  to  give  for  some  little 
time.  Here  is  the  paragraph  in 
question : — 

FRESH  MEATS. 

We  have  a  complete  stock  of 
fresh  and  salt  meats  at  all  times. 
Our  fresh  meats  are  all  home- 
dressed  and  kept  in  the  most  san¬ 
itary  manner.  Our  aim  is  quality 
in  everything.  You  may  be  able 
to  buy  cheaper  meats  than  Alex¬ 
ander’s,  but  you  can  buy  no  better 
at  any  price.  Our  beef  is  from 
Prime  Steers  only — no  cows,  no 
heifers.  Our  lambs,  calves  and 
hogs  from  nearby  farms. 

The  theme  is  the  extent  to 
which  good  advertising  material 
is  passed  over  and  lost  sight  of. 
The  advertiser  is  so  familiar  with 
the  subject  himself  that  he  thinks 
everybody  else  is.  This  leads 
him  into  two  errors:  First,  mak¬ 
ing  unintelligible  references  and 
statements  which  are  clear  to  him 
but  not  to  anybody  else.  Second, 
losing  the  chance  to  make  expla¬ 
nations  which  in  themselves 
make  good  advertising  matter. 

*  *  * 

For  instance,  in  the  above 
paragraph  there  is  material  for 
five  good  meat  advertisements, 
all  of  which  is  wasted.  First,  the 
statement  is  made  “our  fresh 
meats  are  all  home-dressed.” 
Most  people  know  that  “home- 
dressed”  meat  means  meat  killed 
in  nearby  slaughter  houses,  but 
they  don’t  know  why  it  is  better 
than  Western  meat.  You  evi¬ 
dently  know  why  it  is,  and  you 
appear  to  think  that  is  a  point  in 


its  favor — why  don’t  you  explain 
and  bring  the  point  out?  Say 
with  an  advertisement  along  this 
line : — 


Why  Home-Dressed  Meats 
Are  Best. 


A  very  interesting  advertise¬ 
ment  could  be  written  on  this 
subject — one  that  ought  to  pull. 
*  *  * 

Second,  “our  meats  are  kept  in 
the  most  sanitary  manner.” 
What  do  you  mean  by  that? 
Everybody  is  interested,  up  to 
a  certain  point,  in  knowing  how 
the  meats  they  may  buy  of  you 
are  kept;  why  not  tell  them? 


What  We  Do  With  Our  Meats 
Before  Yon  Get  Them. 


This  suggests  the  theme,  which 
could  be  very  readily  worked  up. 
Third,  “Our  Beef  is  From  Prime 
Steers  Only — “no  cows,  no  heif¬ 
ers.”  As  a  matter  of  fact,  there 
is  material  here  for  two  adver¬ 
tisements. 


What  “Prime”  Means  in 
a  Steer. 


is  one ;  every  once  in  a  while  I 
see  that  word  used  in  a  meat  ad¬ 
vertisement,  but  never  yet  have  I 
seen  it  explained  and  I  have  to¬ 
day  only  the  vaguest  idea  of  its 
meaning.  You  can  get  a  first- 
class  advertisement  out  of  an  ex¬ 
planation.  Another  advertise¬ 
ment  could  be  written  around 
why  meat  from  prime  steers  is 
better  than  from  cows  and  heif¬ 


ers.  The  average  person  would 
think  the  latter  tenderer  because 
younger.  Evidently  this  isn’t  so 
— tell  people  why.  You  not  only 
instruct  them,  but  you  do  im¬ 
pressive  and  interesting  advertis¬ 
ing  for  yourself — advertising  far 
above  in  pulling  power  the  usual 
tame  meat  advertisement. 

*  *  * 

Still  a  fifth  advertisement  can 
be  written  around  the  fact  that 
“our  lambs,  calves  and  hogs  are 
from  nearby  farms.”  There  must 
be  some  advantage  from  that,  or 
you  wouldn’t  put  it  in  the  adver¬ 
tisement.  What  is  it? 

*  *  * 

This  gives  an  idea  of  what  I 
meant  when  I  said  that  so  much 
good  advertising  matter  is  al¬ 
lowed  to  go  to  waste.  I  can  take 
70  per  cent,  of  the  advertisements 
and  circulars  that  come  in  here 
and  find  texts  for  first-class  ad¬ 
vertising  lying  tucked  away  just 
as  these  four  or  five  texts  were 
tucked  away  in  this  short  para¬ 
graph. 

*  *  * 

My  file  of  matter  for  criticism 
is  getting  low — please  send  in 
more. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent-  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 
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Practical  Questions  of  Store 
Management 

Conducted  bv  HENRY  JOHNSON,  Jr. 

This  department  is  conducted  by  a  man  who  has  run  a  successful  retail 
grocery  store  for  years  and  who  haa  also  had  much  experience  with  larger 
enterprises  which  Involved  the  selling  of  merchandise  to  retailers.  He  is, 
therefore,  informed  upon  both  sides  of  the  general  questions  of  store 
management  and  will  discuss  those  questions  from  week  to  week.  The 
central  thought  of  his  articles  will  be  “  getting  the  best  service  and  the  most 
money  out  of  a  retail  store.”  Subscribers  are  invited  to  submit  queries  on 
any  and  all  subjects  within  the  scope  of  the  department. 


Ice  or  Mechanical  Refrigeration. 

Dishing  the  Basement  Floor. 

Reverting  to  what  I  said  two 
weeks  ago  concerning  electrical 
appliances,  the  convictioji  that  I 
hold  in  this  connection  is  not 
based  on  faith,  but  on  practical 
knowledge;  for  I  had  the  first 
electrically  driven  coffee  mill  in 
our  town.  It  was  a  sort  of  home¬ 
made,  makeshift  affair  since  there 
was  nothing  of  the  sort  on  the 
market  that  had  passed  the  ex¬ 
perimental  stages  in  1894,  so  we 
had  to  connect  the  old  mills  to  a 
countershaft  and  run  that  from 
the  motor;  but  we  set  it  up  in  our 
window  and  the  sight  of  its  quick- 
whirling  wheels  increased  our 
coffee  business  very  rapidly,  so 
it  “paid  its  board”  from  the  start. 
Moreover,  the  motor  was  used  for 
over  ten  years  and  was  sold  for 
2 5  or  30  per  cent,  of  its  cost  when 
we  installed  the  latest,  direct  con¬ 
nected  mill  a  few  years  ago.  That 
is  one  reason  why  I  “believe  in” 
electric  power. 

*  *  * 

Refrigeration  is  a  long  standing 
problem  in  all  grocery  stores. 
With  the  growth  of  demand  for  a 
continually  extending  line  of  the 
more  perishable  goods;  the  in- 


I 

sistence  on  the  sale  thereof  liter¬ 
ally  in  the  pink  of  condition;  the 
advance  of  sanitary  science  and 
the  dissemination  of  hygienic 
knowledge,  efficient,  economical 
refrigeration  becomes  a  very 
pressing  issue. 

So  far  as  ice  is  concerned,  there 
has  been  no  fundamental  im¬ 
provement  almost  since  the  begin¬ 
ning.  The  science  of  insulation 
has  been  thoroughly  understood 
for  numberless  years,  and  while 
here  and  there  is  some  man  who 
makes  extraordinary  claims  for 
his  “insulator,”  there  is  really 
little  choice  among  them.  I  am 
using  a  refrigerator  which  we 
bought  new  in  1882.  It  is  pre¬ 
cisely  as  good  as  new  to-day,  so 
far  as  retaining  cold  is  concerned. 
Moreover,  it  is  fully  as  good  an 
insulator  as  I  have  seen,  judging 
from  apparent  general  results 
without  scientific  comparison. 
Also,  I  have  no  complaint  to  enter 
about  its  consumption  of  ice  and 
do  not  think  I  should  make  any 
change  on  that  account,  except 
that  I  am  sure  there  would  be  less 
waste  of  cold  air  under  mechani¬ 
cal  refrigeration. 

Mechanical  refrigeration  will 
do  several  obvious  things  for  me 


at  once.  It  will  remove  from  the 
store  all  that  slop  and  dirt  inci¬ 
dent  to  the  putting  in  of  the  ice 
charge.  It  will  give  me  much 
more  room  in  the  present  re¬ 
frigerator  because  the  brine  tank, 
placed  in  the  old  ice  chamber,  will 
;  take  less  than  half  the  space  now 
used  for  ice.  There  will  be  no 
loss  of  cold  air  through  recharg¬ 
ing.  There  may  be  a  saving  in 
the  cleaning  out  process,  too,  but 
at  any  rate  it  seems  certain  that 
this  work  will  not  be  increased. 
For  these  advantages  alone,  if  the  | 
cost  of  operating  a  mechanical 
plant  were  greater  than  using  ice, 

I  should  make  the  change;  but  I 
am  now  assured  that  the  mechani¬ 
cal  cost  is  less  than  the  prevailing 
prices  of  ice.  As  my  town  is  a 
town  of  high  prices  and  as  ice 
there  costs  more  than  the  average 
for  the  country,  here  is  an  addi¬ 
tional  reason  why  I  should  make 
the  change. 

But  there  are  other  advantages. 
Not  only  will  I  increase  the 
capacity  of  my  present  storage 
and  get  rid  of  muss,  but  I  can 
carry  cold  air  wherever  I  want  to 
use  it.  This  is  like  comparing  an 
old  style  “base  burner”  with  a 
modern  hot  water  heating  system. 

I  can  have  a  cold  counter  where¬ 
in  to  display  many  things  not  now 
displayed ;  and  such  display  will 
sell  many  more  goods  for  me.  I 
can  have  separate  chambers  for 
different  goods  and  not  mix  but¬ 
ter,  cheese,  meats  and  fruits  in 
one  box  with  obvious  advantages. 

I  can  have  different  temperatures; 
zero  for  meats,  34  degrees  for 
cheese,  40  degrees  for  fruits  and  ‘ 
vegetables.  And  the  fundamental 
advance  in  this  kind  of  cold  stor¬ 
age  is  the  electric  motor,  for, 
much  as  I  might  like  it,  I  could  not 
have  mechanical  refrigeration  if  I 
had  also  to  install  a  steam  engine 


to  run  it.  These  are  some  of  the 
points,  and  the  cost  of  the  entire 
outfit,  allowing  part  of  the  motor 
investment  for  coffee  roasting, 
:  will  run  into  about  $750  or  $800 
for  the  one  ton  capacity  which  I 
shall  not  fully  require  for  some 
time  to  come. 

*  *  * 

One  of  my  pet  schemes  is  to 
“dish”  the  basement  floor  so  that 
it  will  drain  to  one  central  point, 
right  out  in  the  middle  of  the  cel¬ 
lar,  in  plain  sight.  This  is  the  re¬ 
sult  of  an  old  experiment  of  mine. 
When  the  store  in  which  I  have 
been  for  over  ten  years  was  being 
finished  I  chanced  to  find  the  car¬ 
penters  “crowning”  the  under 
floor  with  strips  which  ran  from 
one  inch  at  one  end  down  to  noth¬ 
ing  at  the  other  end;  and  I  asked 
why  that  was  done.  They  told 
me  to  offset  the  settling  which 
would  later  occur  in  the  middle  of 
the  floor.  I  told  them  to  turn  the 
strips  around,  putting  the  inch 
thickness  at  the  walls  and  running 
to  the  thin  end  in  the  middle  of 
the  floor.  They  were  surprised, 
but  did  it — seeing  I  was  to  suffer 
if  I  were  wrong.  But  I  was  not 
wrong.  We  have  never  had  any 
trouble  with  scrubbing  out.  No 
water  has  ever  lodged  under  or 
near  the  shelving  or  under  the 
counters.  It  may  be  thrown  into 
the  room  freely  and  it  will  always 
seek  the  middle  valley,  so  it  is 
readily  swept  out.  If  we  scrub  in 
the  evening  our  floor  is  dry  in  the 
morning;  and  the  valley  has  never 
been  noticeable.  I  expect  to  carry 
this  idea  just  one  long  step  fur¬ 
ther  in  my  new  store,  for  there  it 
will  drain  directly  into  the  sewer. 


New  shellbarks  are  coming  in 
at  $1.75  to  $2  per  bushel,  which 
is  low  compared  with  last  year. 


You  Can’t  Sell  Poor  Butter  for  Good 


Did  it  ever  occur  to  you  that  it  is  impossible  to  work  any  long  continued 
butter  fraud  ?  You  can  sell  cotton  for  wool,  and  glucose  for  honey,  and  you 
may  be  not  found  out  for  years;  but  try  selling  a  second-grade  butter  as  a 
fancy  dairy  or  creamery  and  see  where  you  land — you’d  never  get  anywhere. 
Butter  tells  its  story  instantly  and  nobody  can  make  a  poor  butter  look  like  good. 

Which  means  that  Gurnse  butter,  by  winning  the  sale  it  has  in  a  few  short 
years — and  holding  and  increasing  it — must  have  borne  out  all  we  claim  for  it. 

Let  us  make  that  claim  again — the  very  highest  grade  dairy  butter,  made 
under  the  most  ideal  surroundings,  wrapped  in  brine-dipped  parchment  and 
sealed  in  a  carton. 


Packed  in  20.  30  and  50-pound  boxes — pounds  and  half  pounds- 
Prices  subject  to  market  changes. 


>3S  cents. 


P.  F.  BROWN  &  CO., 


39-41-43  South  Front  Street 
PHILADELPHIA,  PA. 
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Two  Hallowe’en  Windows. 

Hallowe’en  will  soon  be  here,  the  night  of  fun,  frolic,  pranks,  tricks 
nd  ghost  stories.  Every  grocer  likes  to  have  attractive  windows,  and 
an  have  them  if  he  follows  out  these  designs.  The  display  of  tea  and 
akes  will  show  up  to  the  best  advantage  in  a  deep  window,  and  is 
rranged  as  follows  :  First  place  a  neat  sign  card  in  the  front  of  the 
rindow.  To  make  the  foundations  for  the  hills  use  a  box,  then  smaller 
nes  at  the  sides,  then  burlap  bags,  and  last  cover  it  all  with  clean 
diite  sugar  bags  or  cheesecloth.  Do  not  have  it  smooth  but  in  crevices 
o  give  it  a  rugged  appearance.  Make  the  one  in  the  rear  higher  than 
hose  at  either  side,  which  should  be  a  little  more  towards  the  centre 


.nd  away  from  the  one  in  the  rear.  Make  the  one  nearest  on  the 
eft  much  lower  than  the  others.  Having  all  the  foundations  for  the 
lifferent  mountain  peaks  complete,  arrange  the  water.  For  this  use 
ight  green  cheesecloth,  lay  it  on  roughly  to  imitate  ripples  or  waves, 
ind  start  it  from  the  rear  mountain  in  the  centre  and  along  the  sides  of 
he  others  and  continue  to  the  front  of  the  window.  Now  make  the 
>oats.  Use  three  or  four  little  sticks  about  one-eighth  of  an  inch  thick, 
jlue  the  side  sticks  to  the  centre  or  mast,  which  you  can  force  through 
he  box  or  glue  on  top.  Cut  sails  from  white  paper,  a  few  drops  of 
jlue  holds  them  in  position.  This  done,  arrange  the  mountains. 
3over  the  one  on  the  left  nearest  the  front  with  loose  green  tea,  on  this 
irrange  a  lighthouse  at  the  water’s  edge.  Make  the  foundation  of 
>oxes  of  Nabiscos,  and  the  same  dainty  put  up  in  cigarette  form  in 
ound  tin  boxes  forms  the  tower.  On  top  place  a  small  box  with  an 
>pening  or  window  at  each  side,  holding  an  electric  light  globe,  the 
vire  is  covered  on  the  floor  and  run  up  between  the  boxes.  This 
)eacon  light  will  show  up  fine  at  night. 

Now  arrange  the  houses.  Use  two  or  three  boxes  of  cakes  or 
:rackers  for  the  sides,  the  roof  is  made  from  a  piece  of  pasteboard 
:overed  with  red  glazed  paper,  and  lettered  in  white  with  watercolor 
jaint.  A  three-cornered  piece  of  the  red  paper  at  each  gable  end 
jlued  fast  will  prevent  the  roof  from  spreading.  Place  one  on  each  of 
he  sides  of  houses.  It  is  not  necessary  to  fasten  them  as  they  arc 
rery  light.  Cover  the  next  mountain  with  loose  black  tea  and  the  one 
opposite  with  the  same,  The  one  in  the  rear  is  covered  with,  loose 


green  tea.  For  the  witch  you  can  use  a  large  doll,  cover  the  face  with 
a  funny  one  which  you  can  buy  at  a  novelty  store;  use  a  little  stiff 
rope  combed  out  for  hair,  make  a  high  hat  of  pasteboard  covered  with 
glazed  black  paper,  and  the  dress  of  black  cheesecloth  or  muslin,  make 
the  skirt  rather  long  like  in  illustration.  Suspend  a  broom  from  the 
ceiling  in  the  rear,  use  invisible  wire,  place  the  witch  on  the  broom. 
She  is  held  in  position  on  the  broom  with  a  wire  from  the  ceiling. 
Fasten  it  at  the  shoulder.  The  end  of  the  skirt  is  held  up  towards  the 
broom  with  a  fine  thread  which  cannot  be  noticed ;  this  looks  as  though 
she  was  flying  through  space.  Cover  the  rear  completely  with  blue 
crepe  paper,  run  the  strips  from  the  top  down  past  the  mountains,  in 
the  upper  right  corner  cut  a  crescent  in  the  paper  and  cover  this  with 
white  tissue  paper.  An  electric  light  should  be  directly  back  of  this. 
The  paper  should  not  be  too  dark  for  a  strong  light  to  shine  through, 
the  bluer  it  looks  the  more  natural. 


Pumpkin  Face  Display. 

The  pumpkin  face  display  is  always  a  popular  one.  This  window 
does  not  require  much  time  to  arrange.  Any  size  window  will  do  for 
this  one.  To  arrange  first  cover  the  bottom  of.the  window  with  green 
crepe  paper.  Place  a  large  pumpkin  face  at  each  corner  in  front.  In 
the  centre  of  the  window  place  a  large  white  linen  cloth,  on  which 
place  a  large  white  pitcher  with  black  lettering  of  ink  or  watercolor 
paint,  sweet  cider  or  grape  juice  if  you  sell  it,  a  plate  of  old-fashioned 
ginger  bread  or  cakes,  a  bowl  of  nuts  and  a  plate  of  candy.  Place  a 
candle  at  each  side,  in  a  carrot  candle  holder.  Back  of  this  suspend 


an  iron  kettle  from  three  rustic  sticks,  fill  the  kettle  with  paper  and 
top-off  with  chestnuts.  Underneath  for  a  fire  place  a  circle  of  sticks  of 
wood  and  red  tissue  paper,  place  a  candle  in  the  centre,  which  shows 
up  fine  at  night.  At  each  side  of  the  window  at  the  rear  place  a  box 
covered  with  the  green  paper  and  white  lettering,  place  a  pyramid  of 
apples  on  each  box.  Place  a  small  pumpkin  face  on  top  of  each  one. 
Run  a  strip  of  the  green  paper  across  the  window  at  the  rear  and  finish 
along  the  top  with  colored  leaves.  Two  suspended  electric  lights  are 
covered  with  yellow  paper  pumpkin  heads.  I  his  window  is  fine  at 
night, 
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WANT  DEPARTMENT 

Answers  to  Want  Advertisements  inserted  In  tkis  department  may  be  addressed  to  the  'Groceary  World 
and  General  Merchant"  when  desired,  provided  the  advertisement  Is  accompanied  by  io  oeats  In  poecaffe  to 
pay  for  remaillnf  the  same.  The  price  oi  each  Insertion  is  two  cents  per  word  la  advance. 


HELP  WANTED. 


WANTED. — Manufacturers  of  food  products 
desiring  to  introduce  their  goods  in  the 
Philadelphia  market  are  requested  to  confer 
with  “  Broker,”  “  Grocery  World  and  Gen¬ 
eral  Merchant,”  927  Arch  St  ,  Philadelphia, 
Pa.  tf 


WANTED. — Salesmen  calling  on  the  tea 
and  coffee  trade  to  sell  Saylor  Automatic 
Coffee  Cabinet  as  a  side  line.  Big  commis¬ 
sion.  Saylor  Mfg.  Co.,  Rochester,  Minn.  19 


WANTED. — Sales  agents  to  handle  com¬ 
plete  line  of  automatic  computing  scales, 
self-measuring  gasoline  and  oil  tanks  and 
cheese  cutters.  Exclusive  territory.  Good 
opportunity  for  high  grade  men.  Lacy  & 
Noblit,  1220  Filbert  St.,  Philadelphia,  Pa.  tf 


FOR  SALE. 


FOR  SALE.— Closing  out  sale.  Rotary 
Neostyle  for  duplicating  circulars,  $10; 
National  Cash  Register,  total  adder,  $35 ; 
McCaskey  Register,  ro  1  top,  140  accounts, 
$45  ;  three  glass  show  cases  ;  cheese  safe  ; 
oil  and  gasoline  tanks,  80  to  160  gallons 
each ;  molasses  measuring  spigots ;  four 
pair  scales ;  large  lot  scoops,  many  sizes ; 
large  meat  block,  saws,  cleavers,  etc. ;  one- 
horse  freight  wagon.  Many  articles  not 
enumerated.  I  am  out  of  business  and  all 
must  be  sold.  Frank  Garrigues,  Moores- 
town,  N.  J.  19 


FOR  SALE. — A  fine  grocery  store  in  select 
suburb  of  PhiladelphO,  doing  business  of 
about  $50,000  a  year,  at  excellent  profits. 
Almost  a  complete  monopoly  of  the  trade. 
H.  B.  2  “Grocery  World  and  General  Mer¬ 
chant,  927  Arch  St.  Philadelphia,  Pa.  19 


FOR  SALE. — Good  country  store  and 
dwelling  combined.  Buildings  all  new  and 
recently  painted.  Eighty  acres  land,  one- 
half  clear,  balance  good  thrifty  timber. 
New  bank  barn  and  wagon  shed  combined. 
All  necessary  outbuildings.  Running  water, 
never  failing.  $5,000  stock,  which  can  be 
reduced.  This  property  can  be  bought  for 
$5,200  and  stock  at  five  per  cent,  below  cost. 
Wi  1  take  mortgage  for  the  half  at  four  per 
cent,  interest.  This  is  an  extraordinary 
bargain.  Anyone  contemplating  the  pur¬ 
chase  of  a  good  country  store  wou'd  do  well 
to  investigate  this.  W.  H.  Clotfelter,  Rich¬ 
field,  Pa.  19 


FOR  SALE.  — Good  corner  grocery  store. 
Would  do  well  with  fresh  meats.  Will  sell 
stock  and  fixtures  for  $500.  Dwelling  con¬ 
tains  six  rooms  and  all  conveniences.  Cor. 
Millick  and  Race  Sts.,  bet.  60th  and  61st  Sts., 
West  Philadelphia.  2 


FOR  SALE. — Meat  and  provision  store  in 
West  Philadelphia,  with  a  two-story  corner 
property,  seven  rooms,  all  conveniences. 
Doing  about  $i,6cocash  business  monthly. 
Established  about  nine  yea  s.  Weekly  pro¬ 
fits  from  $30  to  $<5  clear.  Experience  not 
necessary  as  c  erks  will  stay  with  purchaser 
if  so  desired.  Price  for  property,  stock, 
fixtures,  horse  and  wagon  and  good  will 
$6,000,  cash  required  $1,500,  balance  can 
remain  on  mortgage.  Also  the  entire  con¬ 
tents  of  household  furniture  to  be  sold  with¬ 
out  reserve.  Owner  leaving  city.  H.J.  Q., 
“  Grocery  World  and  General  Merchant,” 
927  Arch  Street,  Philadelphia,  Pa.  19 

FOR  SALE. — Stock  and  fixtures  of  a  good 
paying  corner  grocery  and  provision  store. 
Will  sell  to  a  quick  buyer  for  $1,100. 
Property  can  be  bought  for  $5,200,  eight 
rooms  and  all  conveniences.  4000  North 
Fairhill  Street,  Philadelphia,  Pa.  26 


FOR  SALE. — Stock  and  fixtures  of  grocery, 
provision,  cigars  and  candies.  Will  make  a 
good  store  for  fresh  meats.  Will  sell  to  a 
quick  buyer  for  $6oo.  Dwelling  has  eight 
rooms  and  all  conveniences.  Will  sell 
property  at  a  very  low  figure,  $5,000. 
Darby,  Pa.  G.  W.,  “Grocery  World  and 
General  Merchant,”  927  Arch  St.,  Philadel¬ 
phia,  Pa.  2^ 

FOR  SALE.— Grocery,  meat,  hardware  and 
express  business  in  the  best  suburb  of 
Washington,  D.  C.  Doing  between  $3,500 


and  $4,000  monthly.  Good  clean  stock. 
Growing  neighborhood.  Excellent  chance 
for  settled  man.  Good  lease.  Selling  on 
account  of  other  business.  Price  $s,s<o. 
Follmer,  5610  Connecticut  Avenue,  Wash¬ 
ington,  D.  C.  19 

FOR  SALE. —An  old  established  corner, 
doing  a  good  business  in  groceries  provi¬ 
sions,  milk,  cigars  and  candies.  Would  be 
a  good  stand  lor  fresh  meats.  Will  sell  for 
the  low  figure  of  $600.  Rent,  $  7  a  month, 
s‘x  rooms.  637  N.  Fifty-third  St.,  Philadel¬ 
phia,  Pa.  22 


FOR  SALE. — Old  stand  of  grocery  and 
delicatessen  store.  Will  sell  to  a  quick 
buyer  for  $2,750.  Fine  stock.  Will  sell 
property  at  a  very  low  figure,  $7,500 — seven 
rooms  and  bath  and  all  conveniences,  on 
Fifty-second  St.  south  of  Spruce  St.,  West 
Philadelphia.  K  C.,  “  Grocery  World  and 
General  Merchant,”  927  Arch  St.,  Philadel¬ 
phia,  Pa.  19 


FOR  SALE  — An  old  established  grocery, 
meat  and  provision  store  In  busy  part  of 
West  Philadelphia,  near  Fifty-second  St., 
doing  fine  business.  Low  rent.  Will  sell 
to  a  quick  buyer  for  the  low  figure  of  $750. 
F.  C2.,  “  Grocery  World  and  General  Mer¬ 
chant,”  9  7  Arch  St.,  Philadelphia,  Pa.  19 


FOR  SALE. — An  old  corner  grocery  and 
provisions.  Would  do  well  with  fresh  meats. 
Will  sell  stock  and  fixtures  to  a  quick  buyer 
for  $i,i-,r>.  Dwelling  contains  ten  rooms 
and  all  conveniences.  Corner  Tenth  and 
Dauphin  Sts.,  Philadelphia.  1 


FOR  SALE.— Six  gross  of  “Elite”  brand 
of  noiseless  tip  matches,  500’s,  in  good  con¬ 
dition.  First  check  of  $  5  buys  them. 
H.  E.  Godschalk,  Lancaster,  Pa.  18 


FOR  SALE. — Stock  and  fixtures  of  grocery, 
provision,  candy  and  cigar  store,  also  school 
suppl  es.  Would  make  a  good  corner  for 
fresh  meats.  Will  sell  to  a  quick  buyer  for 
$975.  Dwel  ing  contains  eight  rooms,  rent 
$20  per  month.  Corner  Sixty- second  and 
Delancey  Sts.,  West  Philadelphia.  1 


FOR  SALE. — An  old  established  corner 
grocery,  meat  and  provisions.  To  make  a 
quick  sale  will  accept  $875.  Rent  $25  per 
month.  Corner  Fifty-fourth  and  Lancaster 
Ave.,  West  Philadelphia.  1 


FOR  SALE  — An  old  established  corner, 
doing  a  good  business  in  fresh  meats,  gro¬ 
ceries  and  provisions.  Will  accept  the  low 
figure  of  $2  850  from  a  quick  buyer  Will 
sell  the  house  for  $9,000.  A  bargain.  Twelve 
rooms  and  all  conveniences.  Tasker  St. 
West  of  Broad.  W  C.,  “Grocery  World 
and  General  Merchant,”  927  Arch  St., 
Philadelphia,  Pa.  19 


FOR  SALE. — Grocery  and  provision  store, 
would  be  a  good  stand  for  fresh  meats 
Doing  a  fair  business.  Will  sell  to  a  quick 
buyer  for  $650.  Dwelling  contains  five 
rooms  and  bath,  rent  $23  per  month.  F.  C., 
“Grocery  World  and  General  Merchant,” 
927  Arch  St.,  Philadelphia,  Pa.  17 


FOR  SALE. — Fine  set  of  Troemner’s  half 
chest  tea  bins,  also  coffee  bins  to  hold  about 
100  lbs.  Same  in  first-class  condition.  Value 
new,  $10  each.  Also  electric  coffee  mill. 
H.  F.  Heacock,  51  N.  Second  St.,  Philadel¬ 
phia,  Pa.  tf 


FOR  SALE. — An  old  established  grocery 
and  provision  stand,  doing  a  good  business. 
Will  sell  to  a  quick  buyer  for  the  low  figure 
of  $1,250.  Prop-rty  can  be  bought  at  a  low 
figure.  West  Philadelphia.  A.  M.,  “  Gro¬ 
cery  World  and  General  Merchant, ”927  Arch 
St.,  Philadelphia,  Pa.  2o 


FOR  SALE. — Well  paying  grocery,  meat 
and  provision  store.  Good  neighborhood. 
Will  sell  to  a  quick  buyer  for  $1,250.  Will 
sacrifice  property  containing  six  rooms  and 
bath  for  $6,500.  Near  Sixtieth  and  Spruce  Sts. 
S.  N.,  “  Grocery  World  and  General  Mer¬ 
chant,”  927  Arch  St.,  Philadelphia,  Pa.  22 


FOR  SALE. — One  second-hand  Gurney 
hot  water  boiler,  750  ft.  capacity.  $30  f.o.b. 
Lancaster.  F.  A.  Long,  Lancaster,  Pa. 


BUSINESS  OPPORTUNITIES. 


0000000000000000000000000 
o 

o  DO  YOU  WANT  TO  SELL 


YOUR  BUSINESS? 


o 

o  We  find  buyers  for  grocery  and 
o  general  store  businesses  —  nothing 
o  else.  We  are  specialists  in  that  and 
o  we  know  what  we  are  about, 
o  In  the  term  “grocery  stores”  we 
o  include  butter  and  egg  stores,  tea 
o  and  coffee  stores,  green  groceries  and 
o  anything  else  in  the  same  hr  e. 
o  If  you  want  to  sell  your  business, 


If  you  wai.t  to  o 


o  we  have  a  <  p-.tomer 
o  buy  one,  we  know  where  something  o 
o  is  that  we’re  sure  will  suit  you.  o 

o  Write,  call  or  telepl  one  o 

o  WARNER  &  CO., 

o  927  Arch  Street,  Philadelphia,  Pa. 
o  Phones:  Bell,  Filbert  3286. 


Keystone,  Race  746. 


0000000000000000000000000 


GROCERY,  MEAT  AND  PROVISION 
STORES. 

EVERY  ONE  A  GOOD  CHANCE. 

No.  602. — We  have  to  offer  the  best  gro¬ 
cery  in  large  town  in  Northumberland 
County,  doing  $35,000  yearly,  practically 
a  cash  business.  On  account  of  execu'or3 
desiring  to  settle  the  estate,  this  business 
can  be  bought  at  an  inventory  price,  about 
$3.5°°  required.  Can  either  be  paid  for  in 
cash  or  partly  cash  and  good  security. 

No.  603  — Meat  business,  doing  {300  a 
week,  all  cash.  Can  be  purchased  at 
inventory  price.  This  business  is  located 
in  a  good  business  section  of  Germantown 
Ave.,  Philadelphia,  has  very  little  competi¬ 
tion  and  rent  and  fixed  chargts  very  low. 
About  $452  required.  Owner’s  reason  for 
selling  is  on  account  of  ill  health. 

No.  604. — Grocery  and  produce  business 
in  thriving  town  about  ten  miles  from  Phila 
delphia.  Doing  $15,000  yearly,  but  can 
easily  be  increased  by  proper  party  taking 
hold.  Business  has  been  established  for 
twenty  years  and  commands  a  trade  in 
which  there  is  a  good  profit.  Will  take 
about  $i,coo  to  buy  entire  proposition. 
Worth  Investigation. 

No.  606 — In  West  Philadelphia,  delica¬ 
tessen  and  grocery  business,  doing  $200 
weekly,  all  cash,  of  which  there  is  eighteen 
per  cent,  net  profit  above  all  expenses. 
Carries  a  stock  of  about  $900,  which  can 
readily  be  reduced.  Rent  and  other 
expenses  low.  Ill  lealth  causes  selling. 
About  $i,5CO  required. 

No.  616  — Grocery  and  meat  business  in 
T.oga,  Philadelphia,  doing  $200  a  week, 
mostly  cash.  On  account  of  owner  desiring 
to  move  in  another  section  of  the  city,  will 
sacrifice  business.  About  $1,000  will  buy. 

No.  622 — In  Monroe  Co.,  Pa.,  general 
store  doing  over  $40,000  yearly,  all  cash,  on 
which  there  was  a  net  profit  of  $3,600  last 
year  and  business  is  growing  each  year. 
Expense  of  conducting  very  low.  Rent 
only  $50  monthly  and  on  account  of  being  a 
summer  resort  the  bulk  of  business  is  done 
with  low  expense  for  help.  About  $11,000 
will  be  required  to  buy  slock  and  fixtures, 
but  this  can  be  reduced  a  great  deal.  Busi¬ 
ness  is  open  to  investigation.  Full  informa¬ 
tion  will  be  given  on  request. 

No.  623. — General  merchandise  businesj 
in  Warren  Co.,  N.  J.,  doing  over  $17,000 
yearly,  all  cash.  Can  easily  be  increased 
Expenses  very  low.  Rent,  $35  monthly. 
Clerks,  $15  weekly.  Business  has  been 
established  thirty  years.  Always  a  money¬ 
maker.  Write  for  information. 

No.  630. — Grocery  and  meat  store  in  small 
town  in  Burlington  Co.,  N.  J.,  doing  $250 
weekly,  mostly  cash.  A  most  desirable 
location.  Exclusive  trade,  which  can  be 
increased.  Owner  desires  to  sell  on  account 
of  Government  position.  About  $900  will 
buy. 

No.  633. — In  New  Jersey  town  about 
twenty  miles  from  Camden,  general  store 
doing  an  average  of  $20,000  for  the  last  five 
years,  and  on  the  increase,  of  which  75  per 
cent,  is  cash,  balance  good  credit.  Business 
now  netting  10  per  cent,  profit  above  all 
expenses.  Carries  about  $5,000  stock,  which 
can  be  reduced  to  about  $3,000.  Business 
will  be  sold  at  inventory.  Full  information 
given  on  request. 

No.  634  — Grocery  and  meat  business  In 
West  Philadelphia  doing  over  $400  weekly 
business,  mostly  cash.  Business  has  bean 
increased  each  year  for  the  last  four  years 
and  still  increasing.  Expenses  low.  This 
business  shows  a  net  profit  of  8  per  cent. 
Anyone  desiring  the  business  can  go  in  and 
investigate  before  buying,  as  It  will  stand 


any  test  the  business  is  put  to.  About  $1, too 
will  buy. 

No.  635. — Fine  established  general  store 
in  Lancaster  Co  .  doing  a  yearly  business 
of  $20.oco,  netting  a  clear  profit  of  $2,100, 
which  can  be  shown  to  any  buyer.  Expem-es 
low  and  old  established  business  command 
ing  the  best  trade  of  a  town  of  3,000  In 
centre  of  rich  farming  district.  About 
$7,000  to  $8,000  required. 

No.  637. — Lancaster  Co.  general  store, 
with  small  stock,  doing  nearly  $30,000 
yearly,  90  per  cent.  cash.  Stock  is  in  good, 
clean  condition  and  the  business  is  in  such 
good  shape  that  purchaser  can  step  into  a 
money  maker  from  the  day  h«  takes  hold 
of  business.  Expenses  low.  About  $5,000 
will  buy. 

No.  638.  — General  store  located  a  few 
miles  from  Trenton,  N.  J.,  in  prosperous 
town  of  r,ooo.  catering  to  large  farming 
district.  Does  a  business  of  $22,000  yearly, 
of  which  75  per  cent,  is  cash,  on  which  there 
is  a  big  margin  of  profit.  Carries  stock  of 
about  $6,000.  Business  will  be  sold  at  an 
inventory  price,  Investigate. 

No.  630.—  General  store  on  the  outskirts 
of  Philadelphia,  doing  a  large,  profitable 
business.  Plenty  of  new  business  to  be 
secured  by  new  owner.  Buil  ring  operations 
under  way.  Owner  wishes  to  go  South  the 
only  reason  for  selling.  $r, 200  will  buy. 

No.  640. — Grocery  and  meat  business  just 
started,  having  one  of  the  best  store  100ms 
in  the  city,  in  a  locality  that  will  patronize  a 
good,  first-class  store.  This  place  must  be 
seen  to  understand  the  bargain.  Owner  is 
sick,  reason  for  selling. 

In  all  of  these  the  cause  of  selling  is 
good  and  the  fullest  investigation  courted. 
Every  one  paving. 

WARNER  &  CO.. 

927  Arch  Street  Pniladelphia,  Pa. 


John  Scott  &  Co. 

INCORPORATED 

PHILADELPHIA 

WHOLESALE  GROCERS 

and  Direct  Importers  of 

Ceylon  and  Assam  Teas 

These  Teas  are  becoming 
more  popular  every  day. 

r'Our  prices  are  always  correct'1 


FLEISCHMANN'S 

COMPRESSED  YEAST 

HAS  NO  EQUAL 


TELL  YOUR  CUSTOMERS  THAT 

RAE’S 

Lucca  Olive  Oil 

Is  the  product  of  perfecUy  sound,  ripe, 
freshly  picked,  freshly  crushed  snd 
pressed  olives,  grown  In  Tuscany,  Italy, 
the  one  place  in  the  world  where  the 
olive  reaches  perfection.  Yon  will  not 
only  please  them  but  you  will  build  up 
a  splendid  trade  on  Lucca  Oil  at  a  good 
profit.  Prices  in  Prices  Current. 

H.  Kellogg  &  Sons 

Philadelphia 
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Contributed. 


Consumers  Complaining  to  State  Food 
Department  Show  They  Do  Care 
How  Stores  Are  Kept 


Commissioner  Ladd,  of  North  Dakota,  Says  Some  Grocers 
Think  Their  Trade  Don’t  Care,  but  Cites  Several  Complaints 
Made  Direct  to  Him  by  Consumers  to  Show  They  do  Care. 
Declares  Grocer’s  Interest  is  Subservient  to  Public  and  Cites 
a  Case  Where  Retailer  Started  to  Sell  Prematurely  Born  Veal. 


with  by  the  State  or  city  officials; 
and  yet  the  people  are  the  ones 
who  must  be  served,  and  they 
have  a  right  to  know,  if  you  aspire 
to  furnish  them  with  articles  of 
food,  whether  conditions  are 
favorable  for  the  handling  of  such 
food,  or  whether  the  article  of 
food  which  you  are  handling  is  fit 
for  consumption.  Let  us  take  the 
following  illustration: — 

Says  an  inspector  who  was  sent 
out  to  investigate  a  complaint: — 


I  reached 


at  noon  to-day, 


Many  retail  grocers  contend 
that  their  customers  pay  no  at¬ 
tention  to  food  and  sanitary  laws, 
and  do  not  care  how  stores  are 
kept.  They  also  contend  that 
it  is  the  right  of  every  man  to  do 
business  as  he  pleases,  and  all 
those  doing  business  with  him, 
who  do  not  like  his  methods,  can 
go  elsewhere.  He  forgets,  how¬ 
ever,  that  in  some  cases  this  is 
not  possible,  or  at  least,  not  feas¬ 
ible,  for  he  may  be  the  only  man 
in  town  carrying  on  this  particu¬ 
lar  business.  They  must  do  busi¬ 
ness  with  him  or  go  without  these 
products.  He  forgets  also  that 
the  public  have  a  right  to  demand 
that  places  of  business  where  food 
products  are  handled  shall  be 
kept  in  proper  sanitary  condition ; 
that  all  food  products  shall  be  dis¬ 
tributed  and  handled  in  such  a 
way  as  to  be  free  from  harmful 
ingredients  or  disease  carrying 
germs. 

To  show  that  consumers  do 
take  an  interest  in  the  way  stores 
are  kept,  there  have  been  many 
complaints  to  this  department 
from  different  parts  of  the  State 
during  the  year  with  regard  to  the 
condition  of  certain  places  of 
business.  I  am  quoting  from  some 
of  these  letters  as  follows: — 


Some  time  ago  your  Inspector 
visited  this  village  on  one  of 


,  - - - - I  yju  wuo  W 

his  inspection  trips  and  found  ser 
lous  conditions,  particularly,  in  one 
of  the  stores,  as  his  report  to  you 
no  doubt  shows.  A  marked  im¬ 
provement  was  noticeable  for  a 
short  period,  and  then  conditions 
were  worse  than  ever.  The  party 
not  only  maintains  a  general  store, 
but  sells  fresh  meat  in  the  same 
room  without  any  ice  or  provisions 
to  care  for  the  meat,  and  conducts 
a  butcher  wagon  about  the  country. 
The  conditions,  especially  in  the 
meat  market,  are  fierce.  Not  one 
person  in  the  village  now  buys  from 
them  knowing  the  facts  in  the  case. 

The  condition  of  their  cellar  is 
something  awful.  The  stinks  from 
the  _  same  can  hardly  be  endured. 
Fruit  is  left  exposed  to  flies  and  dust. 
When  a  member  of  the  firm  had  his 
attention  called  to  the  matter,  he 
stated  that  the  inspector  would  not 
be  around  again  for  a  year,  and 
in  place  of  being  ashamed  to  have 
an  official  call  his  attention  to  the 
sanitary  conditions  he  only  laughed 
at  it.  Another  visit  to  this  town 
will  show  you  the  conditions  which 

I  have  described. 


and  in  company  with  the  Mayor 
and  a  member  of  the  Board  of 
Health,  made  an  inspection.  We 
inspected,  as  directed  by  you,  a 
meat  market,  and  found  a  most  de¬ 
plorable  condition.  Flies  were 
thick;  no  screens  on  back  door;  a 
large  quantity  of  meat  cut  and  ly¬ 
ing  on  the  counter;  and  the  build¬ 
ing  old,  dirty  and  dingy.  In  the 
refrigerator  I  found  a  carcass  of 
veal,  which,  at  first  sight,  I  did  not 
believe  had  had  a  natural  birth. 
By  using  tact,  going  at  it  in  a  rather 
delicate  manner,  I  learned  from  the 
butcher  (the  proprietor  was  not  in) 
that  the  calf  had  been  killed  on 
Friday  last.  I  then  asked  -if  there 
was  any  other  meat  brought  in  the 
shop  at  the  same  time.  He  replied 
that  a  cow  was  brought  in.  Put¬ 
ting  this  and  other  information  to¬ 
gether,  I  finally  confronted  him  and 
asked  him  if  this  calf  was  not  taken 
from  the  mother  after  she  had  been 
killed.  He  finally  acknowledged  that 
he  believed  such  was  the  case,  al¬ 
though  the  proprietor  had  done  the 
killing. 


I  weighed  the  calf  and  found  it 
to» weigh  twenty-nine  pounds.  The 
calf  was  entirely  dressed,  and  the 
cow  had  been  all  sold. 

I  have  the  necessary  witnesses 
for  the  prosecution  of  this  case. 

We  went  out  to  the  slaughter 
house  and  found  conditions  as  bad 
as  they  could  be.  A  lot  of  decaying 
refuse,  no  screens,  hides  salted  on 
the  slaughtering  floor,  and  the 
floor  very  dirty,  as  were  also  the 
tools. 


Can  you  believe  for  a  moment 
that  the  public  is  not  justified  in 
taking  steps  for  their  protection 
when  there  are  men  who  will  re¬ 
sort  to  practices  of  this  kind  ;  who 
are  willing  to  take  an  immature 
calf  from  the  mother  herself,  pre¬ 
pare  it  as  an  article  of  food  and 
sell  the  same  without  regard  to 
the  effect  upon  the  health  of  the 
people.''  I  am  convinced  that  this 
is  not  the  only  butcher  who  be¬ 
longs  to  this  class;  men  who 
should  spend  a  short  time  iij  the 
jail  where  they  might  meditate 
upon  such  practices  and  realize 
that  the  public  are  entitled  to 
protection  in  preference  to  their 
pocket  books  receiving  the  pro¬ 
tection. 

E.  F.  Ladd, 

Food  Commissioner  North 
Dakota. 

Fargo,  N.  D.,  October  23,  1911. 


Take  this  letter  from  a  promi¬ 
nent  banker  in  his  town: — 


Would  ask  you  to  inspect  a  butch¬ 
er  shop  at  the  above  place,  as  the 
meat  they  hand  out  is  a  fright. 
They  do  not  try  to  keep  their  place 
clean. 


I  should  like  you  to  have  an  in¬ 
spector  call  at  once  for  the  inspec¬ 
tion  of  several  places  of  business 
in  this  town,  particularly  the  meat 
market  and  slaughter  house. 


New  York  Coffee  Men  Will  Go  After 
Coffee  Corner  JH 


Recently  the  following  telegram 
was  received  from  the  Mayor  of 
his  city: — 


Meeting  Called  for  Friday  Night  Too  Late  to  be  Reported  in 
This  Issue,  at  Which  Dealers  Will  Decide  Whether  to 
Organize.  Newspapers  Beginning  to  Suggest  that  People 
Boycott  Coffee  and  Use  Tea. 


I  should  like,  if  possible,  to  have 
an  inspector  visit  this  town  to¬ 
morrow  and  make  an  inspection  of 
the  conditions  of  our  meat  market 
and  slaughter  house. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 


If  you  do  not  think  your  cus¬ 
tomers  are  interested,  then  this 
should  be  sufficient  evidence  that 
you  are  mistaken. 

Or,  again : — 

I  wish  to  inform  you  with  regard 
to  some  of  the  unsanitary  condi- 
tions  in  our  town,  namely,  the  con¬ 
dition  of  the  restaurant,  the  hotel 
and  the  meat  market  and  butcher 
himself.  He  does  his  slaughtering 
in  the  residence  district,  and  keeps 
"is  hogs  in  pens  in  the  same  locality. 

A  visit  by  a  member  of  your  corps 
of  inspectors  will  be  appreciated  by 
the  citizens. 

Again,  we  received  the  follow¬ 
ing  : — 


These  are  only  typical  of  scores 
of  letters  that  have  been  received 
from  different  parts  of  the  State. 
They  indicate  clearly  that  the 
people  are  awakening  to  the 
necessity  of  having  better  sani¬ 
tary  conditions  in  the  handling  of 
food  products.  Would  it  not  be 
well  for  you  as  a  merchant  to 
consider  wherein  you  can  make 
improvements  which  would  be 
appreciated  by  your  customers; 
give  them  better  service;  enlarge 
your  business,  and  bring  more 
credit  to  yourself? 

There  are  those  who  believe 
that  each  man  should  be  permit 
ted  to  practice  his  own  calling  as 
he  sees  fit  and  not  be  interfered 


New  York,  October  26,  1911. 
Leaders  in  the  movement  for 
the  formation  of  an  association 
among  the  coffee  jobbers  and 
roasters  to  oppose  the  Brazilian 
coffee  corner  and  bring  down  the 
high  prices  if  possible  are  opti¬ 
mistic  this  week  because  of  the 
progress  already  made.  Thirty- 
six  dealers  have  been  visited  dur¬ 
ing  the  past  week  and  with  one 
exception  all  seemed  favorable  to 
the  formation  of  an  association  to *  1 
combat  the  Brazilian  valorization 
syndicate.  The  one  dealer  who! 
refused  to  enter  into  the  plan  did 
so  more  from  doubt  as  to  the  abil¬ 
ity  of  such  an  association  to  ac- ' 
complish  any  good  than  from ! 
sympathy  toward  the  exporters; 
who  are  keeping  prices  so  high. 1 


A  meeting  has  been  called  for 
Friday  night.  All  dealers  are  in¬ 
vited  to  attend  and  the  majority 
shall  decide  whether  or  not  an  as¬ 
sociation  will  be  formed.  All  in¬ 
dications,  however,  point  to  the 
organization  of  the  association. 

The  high  prices  of  coffee  and 
the  proposed  movement  among 
the  local  men  to  combat  them  is 
attracting  the  attention  of  the 
daily  papers.  Some  of  the  whole- 
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The  above  prices  are  good  for  one  week  only, 
October  30th  to  November  4th,  inclusive  ::  :: 


BARBER  &  PERKINS 

Wholesale  Cash  Groeers 

29, 31 , 33  N.  Water  Street  28  N.  Delaware  Avenue 

PHILADELPHIA,  PENNA. 


MACKEREL 

Fancy,  New,  White,  Fat,  Pall  Caught,  Irish, 

42  *j  to  44  J  fish . P«  b,b'v  *  £  2® ,, 

^-barrels,  loo  lbs.net  fleh .  Per  A -obi.,  7.62,4 

V-harrels  (5<~>-lb.  blue  painted  tubs) . per  lub,  3.92 

Latest  arrival,  just  in,  and  the  biggest  bargain  in  the 
country  in  fine  quality  Mackerel,  to  retail  at  5c. 

CAPE  COD  CRANBERRIES 

Early  Reds,  full  lOO-quart  barrels . per  bbl.,  7  40 

Extra  Fancy  Matthews,  lorg  r  ell  shaped,  very 
fine  quality,  O  -quart  barrels  ......  per  bbl.,  7  «u 

Extra  Fancy  Howes  the  good  keepers,  bbls.  .  per  bbl.,  o.  <0 
The  above  are  Special  Bargains  in  Cape  Cod  Cranberries, 
absolutely  sound  fruit  and  all  well  colored  large  fruit. 


without  the  Expense  of  Traveling  Salesmen  ::  :: 


Write  for  “THE  CASH  GROCER”  con¬ 
taining  quotations  on  the  largest  line  of 
Groceries  offered  in  this  city. 


PRUNES 


Paradise  Brand,  Extra  Fancy  New  California— 

3U-4v  s,  26  lb.  boxes . per  lb., 

40-608,  26-lb.  boxes . Per  > 

6O-0Os,  25  1b.  boxes . . . per  lb., 

Very  fine  quality  and  a  very  great  bargain. 


.13 

.11* 

.10 


Absolutely  Pure,  black,  either  for  table  or 
butcher  use,  0  or  lO-lo.  boxes . per  lb.,  'VC'1 

26-lb  pails  . Pe^h’’  10V 

60-lb.  drums . Per  lp-> 

^-barrels  aooutl26  1bs . perlb., 

Barrels,,  about  26  >  lbs . . .  perlb.,  .124 

The  above  prices  are  more  than  a  penny  a  pound  under 
present  market  value,  and  2c  lower  than  you  will  buy 
Pepper  a  little  later  on.  Pepper  will  be  very  much  higher. 

GLOBE  EVAPORATED  MILK 

Tall,  4  . . per  case,  3.16 

Baby,  0  doz . Per  oaae>  A 

6  or  10-case  lots  or  over,  2*o  per  case  less. 

CONTI  CASTILE  SOAP 

Genuine  Imported,  bars,  boxes  about  36  lbs  .  per  lb.,  .12* 
Fresh  arrival  of  goods,  just  in,  and  in  elegant  condition 
to  cut  up  and  lav  away  to  dry.  You  will  not  buy  Conti 
.  Castile  Soap  elsewhere  at  this  money. 

KARO  SYRUP 

lO-oent  size,  2  dozen . .•'•••.•  •  Per  doz.,.  80 

As  many  or  as  few  cases  as  you  want.  It  is  a  bargain. 

SWEET  PICKLES 

6-gallon  kegs,  0OO-7OOs . per  keg,  2.06 

6-gallon  kegs,  1000s . Per  heg,  2.9 

6-gallon  kegs,  1600s . per  keg,  3.20 

TRY  BUYING  YOUR  GROCERIES  FOR  CASH, 


You  can  make  more  money,  please  your  customers  better,  and 
have  a  bigger  trade  on 

MACARONI  ::  SPAGHETTI 
PASTELS  and  NOODLES 


IF  YOU  SELL 


CLEAN ,  AMERICAN  MADE 


You’ll  not  only  make  a  BIGGER  PROFIT  on  our  goods  but 
they  are  fresher,  finer  flavored,  purer  than  imported  and  that 
gives  you  an  advantage  because  it  makes  sales  EASIER. 


HEIM  mill  to. 

Philadelphia,  Pa. 
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sale  dealers  are  recommending 
a  boycott  on  coffee  and  in  an  edi¬ 
torial  this  week  the  New  York 
“Times”  places  its  stamp  of  ap¬ 
proval  on  the  suggestion.  In  the 
editorial  the  value  of  coffee  as  a 
■beneficial  beverage  is  brought 
out,  but  it  is  pointed  out  that  it 
is  not  a  necessity  and  its  use 
could  be  temporarily  stopped  and 
tea  used  instead.  The  roasters 
and  jobbers  are  not  favorable  to 
this  plan. 

William  B.  Harris,  65  Front 
street,  told  your  correspondent 
yesterday  that  the  movement  to 
form  the  association  seemed  sure 
of  success.  “No  plan  of  action 
has  been  permanently  decided 
upon,’  he  said,  “but  if  the  dealers 
decide  Friday  night  to  form  an 
association  several  plans  for  com¬ 
batting  the  syndicate  and  so  re¬ 
ducing  prices  will  be  presented  to 
the  meeting  for  consideration. 
How  we  will  proceed  is  entirely 
in  the  hands  of  the  meeting  of 
Friday  night.”  Mr.  Harris  is  one 
of  the  most  prominent  local  deal¬ 
ers  and  also  a  Government  ex¬ 
pert. 

None  of  the  dealers  are  willing 
to  talk  on  the  plans  for  combat¬ 


ting  the  Brazilians  until  the  com¬ 

ing  meeting.  Nearly  all  of  the 
large  dealers  have  promised  to  be 
present  and  the  plans  will  then  be 
thoroughly  discussed. 

Fred.  A.  McGin 

Mr.  William  B.  Harris,  the 
United  States  Government  coffee 
expert,  and  well  known  in  the 
coffee  business,  sends  this  jotirna 
the  following  additional  state 
ment  regarding  the  matter: — 

The  movement  to  organize  a  Na¬ 
tional  Tea  and  Coffee  Trade  As¬ 
sociation,  with  headquarters  in 
New  York,  has  received  additional 
impetus  by  indorsements  received 
from  a  number  of  representative 
wholesale  and  retail  houses  in  and 
out  of  the  city.  Dr.  Harvey  W. 
Wiley,  Chief  of  the  Bureau  of 
Chemistry,  has  also  promised  his 
co-operation. 

While  it  cannot  be  stated  just 
what  the  objects  of  the  association 
will  be  until  it  has  been  organized, 
it  is  known  that  some  of  those  in¬ 
terested  hope  it  will  inquire  into  the 
high  price  of  coffee,  with  a  view 
to  seeing  what  can  be  done  to  lower 
the  cost  to  dealers  and  consumers. 

Another  of  the  proposed  objects 
of  the  new  association  is  practical 
co-operation  with  the  pure  food  au¬ 
thorities  to  secure  a  just  enforce¬ 
ment  of  the  laws  and  the  enactment 
of  such  new  regulations  as  will  con¬ 
serve  the  best  interests  of  the  trade 
in  all  sections.  In  this  connection 
Dr.  Wiley  has  written  a  letter,  in 
which  he  says: — 


I  am  heartily  in  favor  of 
such  an  organization  and  be¬ 
lieve  under  intelligent  guidance 
it  would  be  a  thoroughly  ethi¬ 
cal  organization  and  stand  for 
all  that  is  for  the  best  and  op¬ 
pose  all  that  makes  for  the  bad. 
Another  important  feature  of  the 
association’s  work  will  be  the  safe¬ 
guarding  of  credits  through  the  co¬ 
operation  of  its  members,  and  their 
protection  in  all  bankruptcy  matters. 
A  system  of  credits  is  being  worked 
out  by  George  W.  Whiteside,  for¬ 
mer  Assistant  District  Attorney, 
and  now  attorney  for  the  New 
V  ork  Credit  Men’s  Association,  and 
who,  it  is  expected,  will  be  retained 
as  general  counsel  for  the  associa¬ 
tion. 

It  is  also  planned  to  have  the  as¬ 
sociation  act  upon  matters  affecting 
the  importation  of  teas,  and  devise 
ways  to  increase  the  consumption 
of  fine  teas  and  better  coffees  and 
war  against  substitutes.  A  bureau 
for  the  collection  of  statistical  in¬ 
formation  on  teas  and  coffees  may 
be  established.  Friendly  relations 
among  members  will  be  encouraged 
by  frequent  meetings  and  social 
gatherings,  at  which  subjects  per¬ 
taining  to  mutual  trade  betterment 
will  be  discussed. 

A  meeting  to  form  a  temporary 
organization  has  been  called  for 
Friday  afternoon  at  3  o’clock,  at  the 
Union  Club,  Fulton  and  Gold 
streets.  The  following  concerns 
have  signified  their  intention  of  tak¬ 
ing  part  in  this  meeting:  The  Wm. 
?•  J5arr's  Co.,  Duryee  &  Barwise, 
B.  Fischer  &  Co.,  Ross  W.  Weir  & 
Co.,  Arnold  &  Aborn,  G.  B.  Far- 
H.n?,ton,  Co.,  Davies  &  Sullivan, 
Holland  Coffee  Co.,  Knickerbocker 
Mills  Co.,  Jas.  Van  Dyk  Co.,  H.  H 
Palmer  &  Co.,  John  B.  Brown  &  Co., 
Russell  &  Co.,  Bleeker  &  Simons, 


Sami  S.  Beard  &  Co.,  Wm  F 
^leb  E-J.  Gillies  Co.,  Clark* 
Chapin  &  Bushnell ;  Loudon  &  Son, 
Van  Laon,  Maguire  &  Gaffney; 
Baker  Importing  Co.,  International 
Coffee  Co.,  Sami.  Wilde’s  Sons  Co., 
S.  A.  Schonbrunn  &  Co.,  The  Mo¬ 
hican  Co.,  Acker,  Merrill  &  Condit 
t-o.;  Crooks,  Thomas  &  Co.; 
Iracey  Packard  &  Huntoon,  See- 
man  Bros.,  R.  G.  Thomas,  George 
K  Wiemann  Co.,  Brummer  &  Co., 
Park  &  Tilford,  Grand  Union  Tea 
Co.,  Union  Pacific  Tea  Co.,  F.  \ 
Cauchois  &  Co.,  John  W.  Haulen- 
beek  Co.,  U  nited  Grocers’  Co 
Robert  Buttlar,  Morrison  &  Bor- 
nert,  F.  P.  Garrettson  &  Co. 

The  following  out-of-town  house# 
have  promised  their  co-operation* 
The  Finley  Acker  Co.,  Philadelphia; 
TJe  W.  S.  Quinbv  Co.,  Boston; 
the  Reily-Taylor  Co.,  N  ew  Or¬ 
leans;  McCormick  &  Co.,  Balti¬ 
more,  Md. ;  Ankola  Coffee  and  Tea 
Co.,  St.  Joseph.  Mo.;  W.  F.  D.  Jean.  ' 
Baltimore.  Md.;  Eureka  Coffee  Co, 
Buffalo,  N.  Y; 

Members  of  the  coffee  trade  in 
other  cities  are  to  be  asked  to  join 
if  thev  desire. 


Note. — The  Friday  evening 
meeting  occurred  too  late  to  al¬ 
ow  the  publication  of  its  details 
in  this  issue.  It  will  be  fully  re¬ 
ported  next  week.— Ed. 


I  he  first  Florida  oranges  are 
arriving,  but  the  quality  is  not 
very  good.  Receivers  are  asking 
$3  to  $4. 


This  Affects  AH  Manufacturers  and  Dealers 
Who  Sell  Candy  in  Pennsylvania 

Pennsylvania  Food  Commissioner  Decides  to  Insist  that  Candy 
Shall  Not  be  Coated  With  Resinous  Glazes,  Which  Many 
Manufacturers  Use  as  a  Preservative.  After  Conference 
With  Federal  Food  and  Drugs  Board,  He  Decides  that 
Pennsylvania  Rule  is  Not  More  Stringent  than  Federal  Rule 
and  Must  Stand.  Under  this  Ruling  Anybody  Selling 
Candies  Coated  With  Resinous  Glazes  Can  be  Prosecuted, 
Unless  They  Have  a  Guarantee  of  Purity. 


Dairy  and  Food  Commissioner 
Foust  issued  the  following  state¬ 
ment  relative  to  the  matter  of 
resinous  glazes  upon  candies — a 
matter  that  has  been  the  subject 
of  considerable  controversy  with 
the  trade. 

Some  months  ago  Dairy  and 
Food  Commissioner  Foust  issued 
a  ruling  which  declared  that  the 
use  of  resinous  glazes  upon  con¬ 
fectionery  and  chocolate  is 
deemed  to  be  in  violation  of  the 
general  food  act  of  May  13,  1909. 

Mr.  D.  L.  Morgan,  secretary  of 
the  National  Jobbing  Confection¬ 
ers’  Association,  on  behalf  of  cer¬ 
tain  Pennsylvania  manufacturing 


confectioners,  represented  that 
this  ruling  of  the  Commissioner 
very  seriously  affected  the  Penn¬ 
sylvania  trade,  since  these  glazes 
ai  e  used  especially  on  Easter 
goods,  of  which,  according  to  Mr. 
Morgan,  Pennsylvania  manufac¬ 
tures  two-thirds  of  the  entire  out¬ 
put  of  the  country.  Mr.  Morgan 
contended  especially  that  Penn¬ 
sylvania’s  Rule  14  is  far  more 
drastic  than  Federal  Decision  No. 
1 19  on  the  same  subject  in  that 
under  the  Federal  regulations 
glazes  are  permitted  provided  the 
same  are  declared  upon  the  label 
of  the  package  or  container,  and 
that  in  consequence  of  the  more 


rigid  Pennsylvania  rule,  Pennsyl¬ 
vania  manufacturers  are  placed  at 
a  serious  disadvantage  in  compet¬ 
ing  with  manufacturers  of  other 
States.  Mr.  Morgan  urged  that 
the  trade  be  promptly  informec 
whether  Pennsylvania  means  to 
enforce  its  rule  beyond  the  lines 
of  the  Federal  decisions. 

During  the  week  a  conference 
was  held  at  Washington  between 
Dr.  Harvey  W.  Wiley  and  Dr.  R. 
E.  Doolittle,  comprising  a  major¬ 
ity  of  the  Federal  Board  of  Food 
and  Drug  Inspection,  and  Com¬ 
missioner  Foust,  chief  counsel  A. 
H.  Woodward,  and  chief  chemist. 
Dr.  Wm.  Frear,  of  the  Pennsyl¬ 
vania  Food  Bureau,  at  which  were 
considered  the  differences,  if  any, 
between  the  Federal  and  State 
regulation  upon  this  subject  with  a 
view  to  securing  harmony  of  ac¬ 
tion. 

As  a  result  of  said  confer¬ 
ence,  it  was  concluded  that  the 
Pennsylvania  rule  upon  the  sub¬ 
ject  is  not  more  drastic  than  the 
Federal  regulation.  There  is  a 
misapprehension  on  the  part  of 
the  trade  as  to  the  effect  of  that 
part  of  Federal  decision  which 
permits  the  sale  of  confectionery 


coated  with  a  glaze  provided  that 
the  presence  of  the  glaze  be  de¬ 
clared  upon  the  label.  It  is  held 
by  the  Federal  Board  that  such 
labeling  relieves  the  manufac¬ 
turer  from  the  charge  of  mis¬ 
branding  only,  but  not  from  a 
charge  of  adulteration  in  case  the 
glaze  employed  constitutes  in  any 
respect  a  violation  of  anv  of  the 
sections  of  the  National"  act  re¬ 
lating  to  adulterations.  In  other 
words,  that  if  the  glaze  constitute 
an  adulteration  in  any  respect,  the 
mere  declaring  of  the  glaze  upon 
the  label  will  not  relieve  from 
prosecution  under  the  clauses  of 
the  National  act  relating  to  adul¬ 
terations. 

At  the  conclusion  of  the  confer¬ 
ence,  at  the  request  of  Commis¬ 
sioner  Foust,  Dr.  Wiley  expressed 
in  writing  his  judgment  concern¬ 
ing  the  use  of  resinous  glazes  as 
follows : — 

October  19,  1911. 

Hon.  James  Foust, 

Commissioner, 

Harrisburg,  Pa. 

Dear  Mr.  Foust: — I  have  your 
inquiry  concerning  my  opinion  on 
the  scope  of  Food  Inspection  De-  j 
cision  No.  1 19.  In  my  opinion  this 
decision  is  in  exact  harmony  with 
the  Federal  law.  The  Federal  law 
could,  not  prohibit  the  use  of  a 
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glaze  to  which  no  injurious  sub¬ 
stance  had  been  added,  and  which  in 
itself  is  not  injurious,  which  does 
not  conceal  inferiority,  and  which 
does  not  injuriously  affect  the  qual¬ 
ity  or  purity  of  the  product.  As 
the  addition  of  a  glaze  to  a  confec¬ 
tion  makes  a  compounded  article,  it 
is  illegal  to  use  any  kind  of  a  glaze 
without  a  statement  to  that  effect. 
This  statement  does  not,  however, 
justify  in  any  way  any  adultera¬ 
tion  that  may  take  place,  but  simply 
cures  the  offense  of  misbranding. 

In  so  far  as  the  cases  have  been 
put  up  to  me,  I  have  never  yet  had 
presented  to  me  a  glazed  sample 
of  confectionery  which,  in  my  opin¬ 
ion.  did  not  in  some  manner  come 
within  the  scope  of  inhibition  of 
the  law.  Either  the  glaze  itself 
contained  some  added  injurious 
substance  or  the  glaze  itself  was 
an  indigestible  material  which  must 
of  necessity  work  injury,  especially 
in  the  child’s  stomach,  or  it  con¬ 
cealed  some  kind  of  inferiority,  or 
it  injuriously  affected  the  quality 
and  strength  of  the  material,  or  it 
permitted  insanitary  handling  with¬ 
out  leaving  marks  by  which  it  could 
be  discovered,  or  permitted  the 
goods  to  be  kept  for  a  long 
while  and  sold  with  the  appear¬ 
ance  of  freshness,  or  in  some  other 
way  offended  the  law. 

In  my  opinion  the  safe  way  for 
the  manufacturers  would  be  to  pro¬ 
duce  wholesome,  pure  and  attractive 
articles  of  confectionery  which  do 
not  need  the  services  of  a  glaze. 

Respectfully, 

H.  W.  Wiley, 

Chief. 

The  Commissioner  later  met 
the  representatives  of  the  confec¬ 
tioners  trade  and  gave  them 


plainly  to  understand  that  re¬ 
vised  Rule  14  would  be  strictly 
followed  in  enforcing  the  food 
law  and  that  he  would  take  pains 
to  serve  notice  upon  each  retail 
dealer  that  the  sale  of  chocolate 
and  confectionery,  including  of 
course  holiday  and  Easter  goods, 
coated  with  resinous  glazes 
would  be  made  the  subjet  of 
prosecution,  and  that  if  the  re¬ 
tailer,  after  such  notice,  was 
guilty  of  continuing  to  sell  such 
goods,  he  would  not  be  protected 
by  any  guaranty  and  would  be 
proceeded  against  personally. 
The  Commissioner  further  stated 
that  he  desired  that  the  retailer 
should  protect  himself  in  his  buy¬ 
ing  and  not  be  caught  with  a  large 
quantity  of  goods  of  the  character 
indicated,  as  he  would  not  be  al¬ 
lowed  to  sell  the  same  to  the 
public. 


AMONG  THE  TRADE. 

In  opposition  to  a  ruling  made 
several  months  ago  by  Judge 
Wiltbank  in  the  local  criminal 
court  that  the  Reading  Railway 
Company  could  not  be  held  res- 
sponsible  for  a  sale  of  decom¬ 


posed  eggs  made  to  a  local  firm 
of  egg  dealers,  the  grand  jury  on 
Monday,  on  testimony  offered  by 
agent  Harry  P.  Cassidy,  of  the 
State  Dairy  and  Food  Commis¬ 
sion,  indicted  the  Philadelphia 
and  Reading  Railway  Company 
on  the  charge  of  selling  eggs  un¬ 
fit  for  food.  The  indictment 
against  the  railroad  as  a  corpora¬ 
tion  follows  the  acquittal  of  Wil¬ 
liam  J.  Wilson,  freight  claim 
agent  of  the  company,  before 
Judge  Wiltbank  last  June.  At 
Wilson’s  trial  Judge  Wiltbank 
gave  binding  instructions  to  ac¬ 
quit,  in  which  he  declared  that 
neither  Wilson  nor  the  Reading 
Railway  could  be  held  liable  for 
the  sale  of  the  eggs  unfit  for 
food.  The  indictment  returned 
against  the  company  is  based 
upon  the  same  transaction  in  the 
sale  of  rotten  eggs  as  the  one 
upon  which  Wilson  was  tried. 

Burk  &  Co.,  Inc.,  New  York 
agents  of  Cantrell  &  Cochrane, 
of  Belfast,  manufacturers  of  gin¬ 
ger  ale,  have  been  on  trial  dur¬ 
ing  the  week  charged  with  selling- 
ginger  ale  that  contained  red  pep¬ 
per.  The  original  charge 


both  adulteration  and  misbrand¬ 
ing,  but  the  Department  with¬ 
drew  the  charge  of  adulteration, 
and  after  hearing  a  large  amount 
of  expert  testimony,  the  jury  ac¬ 
quitted  on  the  misbranding  charge 
also. 

French  prunes  are  in  very  short 
crop  this  year  and  are  being 
offered  to  the  American  trade  at 
27  cents  per  pound,  at  which  price 
nobody  will  bring  them  over. 
This  is  6  to  7  cents  above  the 
regular  price. 

The  wholesale  grocery  house  of 
Rauch,  Ruetschlin  &  Co.,  doing 
business  at  Water  and  Vine 
streets,  is  in  financial  difficulties, 
and  a  meeting  of  its  creditors  was 
held  last  Saturday.  The  condi¬ 
tion  of  the  business  is  due  more  to 
certain  financial  practices  of  the 
deceased  partner,  Henry  Ruetsch¬ 
lin,  disclosed  by  expert  account¬ 
ants  after  his  death,  than  to  fail¬ 
ure  to  make  the  business  go.  At 
the  meeting-  a  committee  of  credit- 
ors  was  appointed  to  prepare  and 
submit  to  all  the  creditors  a  plan 
for  an  extension.  The  concern 
hopes  to  continue  business  under 


was 


these  conditions. 


5,000  Merchants  Use  This  Book 


THIS  Style  Book  is  especially  designed  for  you  to  sell  goods 
from — if  used  freely  this  book  will  make  money  for  you. 
Because  you  are  not  an  established  clothing  dealer  do 
not  take  it  for  granted  that  you  cannot  sell  wearing  apparel. 
We  have  on  our  books  to-day  the  names  of  5,000  Grocers  who, 
up  to  four  years  ago,  had  never  even  tried  to  take  an  order  for 
wearing  apparel.  The  majority  are  to-day  doing  a  profitable 
business  in  wearing  apparel. 

It  is  not  necessary  to  invest  one  cent  in  stock  all  you 

need  do  is  take  orders  from  this  Book  and  send  them  to  us.  We 
carry  a  complete  stock  of  all  garments  listed  and  ship  promptly 
orders  of  any  size — one  garment  at  a  time  if  necessary. 

You  can  show  this  catalog  to  your  customers  and  take  orders  at 
the  regular  printed  prices.  From  these  prices  you  are  allowed 
a  trade  discount  of  50 °/o. 

This  is  a  great  opportunity  for  you  to  make  money  for  the  next 
three  or  four  months.  Send  for  this  catalog  to-day  and  receive 
complete  information. 


Mutual  Trading  Company,  97  Chambers  St.,  New  York 
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WITH  THE  EDITOR 


Unfair. 


An  interesting  food  case  was 
tried  in  the  Philadelphia  Criminal 
Courts  last  week, 
which  establishes 
a  new  principle — 
that  the  manu¬ 
facturer  who  complies  with  a  rule 
of  the  State  food  department  is 
not  protected  from  prosecutions 
if  the  courts  should  hold  the  rul¬ 
ing  not  warranted  by  the  law. 

The  case  was  brought  by  the 
I  ennsylvania  State  Department 
itself  against  a  baker  who  used  a 
yellow  dye  in  his  cake  to  give  the 
semblance  of  egg  yolks.  He 
claimed  the  right  to  do  this  under 
a  ruling  or  regulation  of  Commis¬ 
sioner  Foust,  but  the  court  held 
that  even  if  the  Food  Department 
had  made  such  a  ruling,  it  con¬ 
veyed  no  protection,  because  it 
was  not  warranted  by  the  food 
daw,  and  was  therefore  void. 

Without  regard  to  whether  the 
Commissioner  did  make  such  a 
i  uling-  incidentally  the  writer 
construes  none  of  his  rulings  as 
allowing  any  coloring  to  be  used 
when  the  intent  is  to  fraudulently 
simulate  superiority — the  ques¬ 
tion  arises,  is  this  decision  just  to 
the  man  who  has  naturally  de¬ 
pended  on  an  official  ruling  by 
the  highest  food  official?  In  the 
absence  of  a  court  decision,  what 
else  is  there  to  depend  on,  except 
the  opinion  of  a  lawyer,  which 

may  or  may  not  be  right?  It  may 

be  that  in  this  case  of  the  baker, 
the  defendant  should  have  been 
convicted,  but  the  court  should 
certainly  suspend  sentence. 


In  a  recent  issue  the  suit  o. 
the  United  States  Government 
against  the  lum- 
The  Crux  of  As«o-  ber  associations 

cation  Rights.  was  reporte(j  an(j 

discussed.  The 
defendants  are  accused  of  com¬ 
bining  to  freeze  out  competitors, 
to  keep  large  consumers  of  lum¬ 
ber  from  buying  direct  of  the 
producer,  and  of  boycotting  such 
pioducers  as  sold  the  consumer 
direct.  I  he  lumber  associations 
have  filed  their  answer  to  the 
suit,  and  certain  contentions 
which  they  make  in  it  are  really 
a  well-expressed  description  of 


the  rights  which  all  trade  asso¬ 
ciations  claim  to  protect  and  en 
trench  themselves.  These  con¬ 
tentions  are  expressed  in  the  fol¬ 
lowing  paragraphs : — 

2.  That  no  defendant  in  this  suit 
engagad  m  such  business  whether 
or  not  it  involve  interstate  com¬ 
merce,  can  be  lawfully  required 
to  buy  lumber  from  any  specific 
wholesale  dealer  or  class  of  dealers 
or  to  negotiate  with  him  or  them 
therefor,  or  to  give  him  or  them 
any  T^e  °-r  Preference  whatever. 

3_.  That  in  determining  from 
which  or  what  proposed  vendor  or 
wholesale  dealer  he  shall  buy  lum¬ 
ber,  each  defendant  herein  is  en¬ 
titled  to  all  the  information  he  may 
be  able  to  obtain  as  to  the  business 
habits,  antecedents  and  practices  of 
such  vendor  or  wholesale  dealer, 
including  information  as  to  whether 
said  vendor  is  strictly  a  wholesale 
dealer  or  is.  himself  engaged  in  re¬ 
tail  selling  in  competition  with  de¬ 
fendant. 

4-  That  each  defendant  is  entitled 
c9mmun'cate  such  information  to 

all  the  other  defendants  and  to  re¬ 
ceive  similar  communications  from 
them  and  each  of  them  orally  and 
in  writing  and  to  arrange  for  the 
exchange  thereof  by  a  common 
agency. 

5-  That  any  association  of  lumber 
dealers  has  a  right  to  confine  its 
membership  to  wholesale  dealers 
and  to  prohibit  them  selling  at  re¬ 
tail  under  penalty  of  expulsion; 
and  to  take  means  to  ascertain  the 
names  of  persons  so  selling  from 
defendants  and  others;  and  defend¬ 
ants  may  lawfully  furnish  such  true 
information,  upon  such  request  and 
in  the  absence  of  malice  and  for 
business  purposes  only. 

6.  That  such  wholesale  associa¬ 
tion  in  enforcing  such  rules  must 
necessarily  define  and  classify  the 
retail  trade  and  retail  consumers; 
and  may  therefore  classify  carpen¬ 
ters.  and  builders  as  purchasers  at 
retail  and  inquire  as  to  the  facts 
of  defendants  and  others  in  aid  of 
such  classification. 

7.  That  such  division  and  classi¬ 
fication,  and  the  furnishing  of  such 
information  do  not  constitute  re¬ 
straint  of  trade  when,  as  in  this  case 
notwithstanding,  the  same  each  per¬ 
son  concerned  is  still  at  liberty  to 
buy,  sell  and  merchandise  as  he  sees 
fit,  subject  merely  to  refusal  of 
memberships  in  a  certain  association 
under  its  general  rules  or  to  the  re¬ 
fusal  of  individuals  or  concerns  to 
purchase  from  him  for  business 
reasons  and  motives. 

Instead  of  the  word  "lumber” 
in  the  above,  substitute  package 
coffee,  patent  medicine,  spool  cot¬ 
ton,  or  anything  else,  and  you 
have  a  declaration  of  princi¬ 
ples  which  stands  perfectly  for 
any  trade  which  is  carrying  on 
an  offensive  or  defensive  cam¬ 
paign  of  this  character.  If 
the  above  statement  of  rights 
is  sound— if  all  these  things 
can  legally  be  done  without 
amounting  to  conspiracy  and  re¬ 
straint  of  trade,  then  any  asso¬ 


ciation  of  jobbers  can  forever 
prevent  a  manufacturer  from  sell¬ 
ing  large  retailers,  and  any  as¬ 
sociation  of  retailers  can  prevent 
a  jobber  from  selling  large  con¬ 
sumers. 

The  writer’s  own  opinion  is 
that  the  things  set  forth  cannot 
be  done;  at  least,  cannot  all  be 
done.  The  situation  described  in 
the  last  paragraph  is  clearly  a 
conspiracy  to  boycott.  While  it 
is  true  that  individual  retailers, 
members  of  an  association,  can 
each  refuse  to  buy  of  a  jobber 
who  has  offended  them,  they 
cannot  under  the  law  combine  to 
refuse. 


That  was  a  fool  ordinance  the 
city  of  Harrisburg  passed,  the 
setting  aside  o 

Fool  Legislation.  Which  is  sported 

in  another  col¬ 
umn.  It  forbade 
the  sale  of  fruit  and  berries  in 
boxes  holding  less  than  one 
quart.  For  what  reason?  The 
court  declared  that  there  was  no 
reason,  and  because  of  that  fact 
set  it  aside.  This  is  typical  of  a 
large  number  of  laws  and  loca 
oidinanees  which  are  passed 
under  that  right  known  generally 
as  the  “police  power,”  which  is 
the  authority  vested  in  govern¬ 
ments  to  protect  the  health, 
safety  and  well-being  of  the 
people.  In  the  Harrisburg  case 
it  was  an  unwarranted  interfer¬ 
ence  with  personal  rights.  If  a 
merchant  wishes  to  sell  and  the 
consumer  to  buy  a  pint  of  berries 
instead  of  a  quart,  what  possible 
i  eason  is  there  for  denying  them 
that  privilege? 

Many  a  law  is  in  force  to-day 
because  nobody  has  had  the  am¬ 
bition  to  impeach  it — an  out¬ 
rageous,  autocratic,  unjustifiable 
interference  with  perfectly  inno 
cent  rights. 


If  he  forecasts  incorrectly,  the 
blood  of  violently  discontinued 
subscriptions  is  upon  his  head.  If 
he  does  not  forecast  at  all,  he  is 
charged  with  giving  his  sub¬ 
scribers  less  than  he  ought  to 
give  them,  and  that,  too,  leads  to 
lost  business. 

Some  trade  paper  publishers 
have  not  yet  learned  that  market 
predictions  should  never  be  made 
carelessly,  and  without  due 
thought  they  scatter  prophecies 
abroad  which  may  do  great  harm. 
For  instance,  one  respected  trade 
paper  carried  upon  the  cover  of 
its  last  issue  the  following; — 


THE  TREND  OF  THE  GROCERY 
MARKET. 

Good  Corn  Probnblj  a  Good  Purcba.e 
at  This  Time. 


As  this  journal  sees  it,  there  is 
no  article  of  canned  goods  less 
likely  to  prove  a  profitable  sub¬ 
ject  of  speculation  than  corn. 
I  he  pack  is  comparatively  large 
everywhere— much  better  than 
the  packs  of  peas  and  tomatoes — 
and  the  price  is  relatively  lower 
than  the  price  of  any  other  arti¬ 
cle  of  canned  goods.  Deliveries 
will  for  the  most  part  be  full,  and 
altogether  corn  seems  reasonably 
certain  to  go  no  higher  and  may 
even  decline. 

This  case  is  cited  merely  to 
give  point  to  the  suggestion  that 
since  the  results  of  even  the  most 
careful  market  prophesying  mav 
prove  disastrous,  careless  work, 
as  this  seems  to  be,  would  appear 
to  be  pretty  nearly  suicidal. 


One  thing  which  every  trade 
paper  editor  has  to  contend  with 
is  the  fact  that 
Forecasting  the  h  i  s  subscribers 

Market,.  expect  h;m 

forecast  the  mar¬ 
kets,  albeit  forecasting  the  market 
is  just  a  little  more  hazardous 
than  any  other  form  of  prophecy,  j 


In  some  correspondence  which 
Pennsylvania  State  Secretary 
Howes  sends  to 

What  i,  the  this  office  ap- 

Rea.on?  pears  the  follow¬ 

ing  two  para¬ 
graphs  : — 

Secretary  Robert  B.  Montgomery, 
of  Lewistown,  writes:  “We  have 
not  been  having  regular  meetings 
for  some  time,  as  we  could  not  get 
the  boys  out.  We  are  supposed  to 
meet  on  the  first  and  third  Thursday 
of  each  month.” 

Secretary  John  L.  Binkley,  of 
Lancaster,  writes  that  their  organi¬ 
zation  has  gone  to  the  bad.  No 
meetings  have  been  held  for  nearly 
two  years.  It  was  thought  that  the 
annual  picnic  last  summer  would 
provide  revenues  sufficient  to  pay 
back  capita  tax,  but  it  was  not  a 
financial  success. 
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Lewistown  has  a  population  of 
,166  and  Lancaster  a  population 
f  47,227.  Naturally  there  must 
e  enough  merchants  in  both 
laces  to  support  associations. 
Vrhat  is  the  difficulty?  Surely 
le  merchants  of  these  two  places 
re  not  less  in  need  of  organiza- 
:on  influence  than  those  of  other 
}wns  and  cities,  where  mer- 
hants’  organizations  flourish  like 
be  green  bay  tree.  Without  the 
lightest  reflection  on  any  indi- 
idual,  the  trouble  must  lie  with 
bose  whose  business  it  has  been 
3  keep  these  associations  alive, 
t  is  deplorable  that  with  so  many 
ttle  towns  throughout  Pennsyl- 
ania  successfully  maintaining 
ssociations,-  places  like  these 
hould  have  failed  to  do  so. 


A  Remarkable  Success. 

The  American  people  are  not  slow 
)  show  their  appreciation  of  a  good 
ling,  as  is  well  evidenced  by  the  in- 
reasing  popularity  of  Mapleine,  justly 
:yled  by  the  Crescent  Manufacturing 
o.  as  “The  Flavor  de  Luxe.”  This 
opular  flavoring  extract  is  one  of  the 
lost  useful  of  its  kind,  and  as  its 
takers  so  aptly  express,  many  dainties, 
esserts  and  cakes  would  be  less  sweet 
it  were  not  for  Mapleine.  It  does  not 
Dok  out  nor  freeze  out,  but  imparts 
flavor  very  similar  to  maple. 


The  New  York  Letter 


Food  Cases  Piling  Up.  Only  Two  Grocers  Caught  Out  of 
Twenty-two  Cases  Tried.  Fight  On  Against  Tobacco  Trust 
Reorganization.  Plan  to  Sell  Butter  and  Eggs  at  Auction. 
Market  Summary. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

New  York,  Oct.  26,  1911. 
Considerable  attention  has  been 
attracted  by  a  statement  issued  dur¬ 
ing  the  week  by  a  well-known 
broker  on  the  West  Side.  The 
statement  arraigns  the  looseness  of 
the  canned  goods  business,  and  is 
as  follows : — 

Our  attention  has  been  called  to 
the  way  some  tomato  packers,  prin¬ 
cipally  in  Maryland,  are  laying 
down  on  their  contracts,  using  all 
kinds  -of  methods,  such  as  selling 
through  other  channels,  etc.,  what 
they  have  packed,  and  overlooking 
early  contracts  entirely.  Now  you 
are  no  doubt  members  of  the 
Wholesale  Grocers’  Association, 
also  the  New  York  Dried  Fruit 
Association,  and  it  is  up  to  you  job¬ 
bers  to  get  together  and  do  some¬ 
thing.  Why  don’t  you  appoint  a 
committee  of  jobbers  and  request 
every  member  to  report  each  case 
of  this  character,  with  full  partic¬ 
ulars,  and  issue  a  list  of  such  to 
each  jobber  for  future  reference, 
or  do  you  want  to  go  on  in  the 
same  old  way  and  next  year  if 


these  same  packers  open  up  at 
cents  per  dozen  less  than  those 
who  are  delivering  in  full  this  sea¬ 
son,  give  them  the  business? 

It  will  be  well  also  to  investi¬ 
gate  as  to  any  Maryland  brokers 
being  actual  partners  in  these 
packing  houses.  (By  this  we  do 
not  mean  commission  houses  who 
make  advances  for  cans,  cases, 
etc.)  We  know  of  one  such  case. 

If  the  conditions  were  reversed 
the  packer  is  now  fully  protected,  as 
any  case  can  be  put  before  the  Ar¬ 
bitrating  Committee  of  the  Dried 
Fruit  Association,  which  always  de¬ 
livers  a  fair  and  just  decision.  We 
will  not  make  any  suggestions  to 
those  who  have  bought  direct  from 
the  packer  (they  have  their  own 
troubles),  except  stick  to  your 
home  broker.  They  can  some¬ 
times  help  you  out  in  strenuous  sea¬ 
sons  like  this. 

*  *  * 

The  number  of  arrests  here  for 
violation  of  the  pure  food  law  are 
increasing  so  rapidly  that  the 
courts  are  seriously  worried  by  the 
accumulation  of  cases.  A  record 
was  reached  this  week  when  sev¬ 
enty-one  cases  were  on  the  calendar 


of  the  Special  Sessions.  The  jus¬ 
tices  have  already  given  up  one 
day  each  week  for  the  trial  of  such 
cases,  but  they  fear  still  more  time 
will  have  to  be  given  to  dealers 
in  impure  foodstuffs.  Last  week 
fifty-seven  cases  were  on  the  cal¬ 
endar,  but  only  sixteen  of  them 
were  tried.  All  resulted  in  con¬ 
victions.  This  week  twenty-two 
cases  were  tried,  and  although 
many  escaped  with  suspended  sen¬ 
tences,  all  were  convicted. 

One  of  the  facts  which  was 

shown  by  the  court  calendar  was 
the  care  given  by  grocers  to  the 
provisions  of  the  law.  Of  the 
twenty-two  cases  tried  this  week 
oidy  two  were  grocers.  These  two 
were  charged  with  selling  skimmed 
or  adulterated  milk.  Frank  Fer¬ 
rari,  1559  Second  avenue,  was 

charged  with  adulterating  his  milk 
with  water.  He  told  the  court  that 
the  water  must  have  been  added 
by  a  mischievous  small  boy  whom 
he  had  employed  until  a  few  days 
before  the  inspectors  visited  his 

store.  He  was  fined  $50.  Paul 

Herzog,  770  Tenth  avenue,  stood 
trial  for  selling  skimmed  milk  and 
was  fined  $25. 

Louis  Hammer,  who  conducts 


MERIT  and  PROFIT 

make  it  worth  while  to  stock  and  push  the  sale  of 

Post 

[  Toasties 

The  merit  of  the  food  makes  pleased  customers. 

Post  Toasties  not  only  have  ' ‘merit”  and  yield  a  good  profit,  but  by  continuous,  heavy  advertis¬ 
ing  we  create  the  demand — and  co-operate  with  the  dealer — even  go  so  far  as  to  guarantee  the  sale. 

The  delicate  crispness  and  delicious  flavour  of  Post  Toasties  is  a  pleasant  recollection  and 

% 

'THE  MEMORY  LINGERS.” 

For  Sale  by  All  Jobbers.  Made  by  Postum  Cereal  Company,  Limited,  Battle  CreeK,  Mich. 
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bakery  shops  at  279  East  Tenth 
street  and  275  East  Tenth  street, 
was  fined  $200  for  having  bad  eggs 
in  his  store.  Three  other  bakers 
were  fined  for  having  skimmed 
milk  in  their  shops. 

The  milk  men  were  the  most 
numerous  among  the  prisoners,  ten 
of  them  being  convicted  and  either 
fined  or  having  sentence  suspended 
for  selling  impure  milk.  Six 
butchers  were  convicted  for  selling 
impure  meats. 

*  *  * 

Wholesale  dealers  are  much  in¬ 
terested  in  tlile  action  taken  last 
week  by  Judge  Bogensclmtz  in  the 
Third  Municipal  Court  of  Brook¬ 
lyn,  when  he  issued  an  order  for 
the  arrest  of  Barnett  Wasserman, 
378  South  First  street,  Brooklyn, 
and  after  trying  his  case,  gave 
judgment  for  $175  and  ordered 
him  sent  to  jail  until  the  judgment 
is  paid.  Barnett  had  opened  a 
butter  and  egg  store  a  few  weeks 
ago  and  after  running  up  a  bill  of 
several  hundred  dollars,  sold  out 
suddenly  and  left  town.  Menges 
complained  to  the  authorities,  and 
after  hearing  how  frequently  deal¬ 
ers  are  swindled  by  these  “mush¬ 
room”  stores,  Judge  Bogenschutz 


decided  to  issue  the  order.  Return¬ 
ing  to  town  this  week  Barnett  was 
arrested.  It  is  a  decidedly  unusual 
thing  for  a  man  to  be  arrested  in 
a  civil  case  and  wholesalers  think 
if  this  establishes  a  precedent  they 
will  be  saved  from  considerable 
losses.  Many  of  the  dealers  were 
in  court  and  expressed  their  sat¬ 
isfaction  in  the  course  taken  by 
Judge  Bogenschutz.. 

*  *  * 

Fruit  dealers,  news  dealers  and 
other  small  merchants  in  Brooklyn 
who  conduct  stands  outside  of 
stores,  but  within  the  stoop  lines, 
are  being  visited  this  week  by  in¬ 
spectors  from  the  Bureau  of  Li¬ 
censes,  working  under  Deputy 
Chief  John  J.  Bracken.  The  deal¬ 
ers  are  being  told  that  an  old  law, 
never  before  enforced,  is  being  put 
into  effect  which  forces  all  such 
stand  owners  to  secure  licenses. 
The  dealers  are  given  ten  days  in 
which  to  secure  a  license  and  if  by 
that  time  they  have  not  complied 
with  the  law,  they  will  be  brought 
to  court  and  punished.  The  license 
fees  are,  for  news  dealers,  $5 ; 
fruit  and  soda  water  sellers,  $10, 
and  for  bootblacks,  $5  per  chair  a 
year. 


The  crusade  is  being  carried  on 
energetically  and  hundreds  of  deal¬ 
ers  have  already  been  warned. 

*  *  * 

The  annual  meeting  of  the  Amer¬ 
ican  Specialty  Manufacturers’  As¬ 
sociation  will  be  held  on  November 
1 6th  and  17th  at  the  Waldorf-As¬ 
toria.  The  meeting  promises  to  Ik 
a  lively  one,  as  several  questions 
relating  to  the  grocery  trade,  as 
well  as  the  specialty  trade,  will  be 
brought  up.  President  Lux,  of  the 
National  Retail  Grocers’  Associa¬ 
tion,  has  been  asked  to  speak. 

*  *  * 

A  movement  to  establish  an  auc¬ 
tion  sale  for  butter  and  eggs  in 
New  York  State  has  been  started 
in  the  last  few  days,  the  leaders 
being  the  opponents  of  the  cold 
storage  system.  Jt  is  thought  that 
if  these  products  were  sold  at  auc¬ 
tion  instead  of  by  private  sale,  the 
speculative  element,  which  at  pres¬ 
ent  controls  much  of  the  stock, 
would  be  eliminated  to  a  great  de¬ 
gree.  The  dealers,  however,  are 
not  favorable  to  changing  their 
methods  of  doing  business,  saying 
that  their  Exchange  has  con¬ 
formed  to  all  requirements  of  the 
law,  acting  under  the  advice  of  ex- 


Governor  Hughes,  and  that  some 
speculation  is  essential  to  the  wel¬ 
fare  of  the  trade,  as  there  are  few 
times  of  the  year  when  the  supply 
and  demand  are  equal. 


Summarized  Market  Con¬ 
ditions. 

The  coffee  market  is  very  quiet 
this  week,  nobody  caring  to  take 
the  chance  of  a  sudden  break  in 
the  market.  Prices  are  being  main¬ 
tained  at  the  former  levels,  but 
buying  is  on  a  small  scale,  just 
enough  to  cover  current  needs.  The 
country  demand  is  quiet  and  roast¬ 
ers  say  they  cannot  afford  to  pur¬ 
chase  more  than  immediate  supplies 
at  the  present  high  prices. 

Teas  of  all  grades  are  in  de¬ 
mand,  and  while  holders  and  brok¬ 
ers  differ  on  their  ideas  as  to  prices, 
the  buyers  are  being  brought  over 
to  the  holder’s  views  as  a  rule,  and 
sales  are  l>eing  made  in  fairly  large 
quantities.  Japans  and  Formosas 
are  especially  active,  with  firm 
prices.  The  reports  from  the  Pa¬ 
cific  coast  to  the  effect  that  ship-  ; 
ments  of  Chinese  teas  are  to  be  ad¬ 
mitted  by  the  Government  officials 

(Continued  on  page  21.) 
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What  is  Waste  Paper  Worth? 

Harrisonburg,  Va., 

Oct.  19,  1911. 

To  the  Editor. 


some  knowledge  on  the  subject, 
but  would  prefer  more  before  re¬ 
plying. 

*  *  * 


Dear  Sir : — Can  you  give  us  in¬ 
formation  as  to  what  waste  paper 
is  worth,  or  give  us  the  names  of 
parties  that  buy  this?  We  are 
thinking  of  installing  a  baler,  but 
want  to  be  sure  it  will  be  a  paying 
investment  first. 

Thanking  you  in  advance  for  this 
information. 

Yours  truly, 

Linf.weaver  Bros. 

The  “Grocery  World  and  Gen¬ 
eral  Merchant”  is  going  to  ask 
some  subscriber  who  has  recently 
been  through  the  plan  of  baling 
and  selling  waste  paper  to  write 
us  so  we  can  intelligently  answer 
this  correspondent.  We  have 


Where  Was  the  Profit? 

Chadds  Ford,  Pa., 

Oct.  20,  1911. 

To  the  Editor. 

Dear  Sir : — I  read  in  last  week’s 
“Grocery  World  and  General  Mer¬ 
chant”  comment  on  a  party  selling 
Campbell’s  goods  three  cans  for  25 
cents. 

C.  S.  Middleton,  of  Wilmington, 
has  him  beat.  He  has  a  window  of 
them  and  card  -reading,  “Campbell’s 
Beans,  yy2  Cents  a  Can  Every 
Day.” 

1  buy  what  I  use  from  him  for 
90  cents  the  dozen. 

What  is  his  per  cent,  profit? 

Yours  truly, 

FI.  K.  Gallagher. 


The  most  expert  detective  alive 
couldn’t  find  it. 

*  *  * 

To  Sell  Nuts. 

Rebersburg,  Pa.,  Oct.  19,  1911. 
To  the  Editor. 

Dear  Sir: — In  the  “Market 
Notes”  of  the  “Grocery  World  and 
General  Merchant”  you  say  shell- 
bark  nuts  are  worth  $2.50  per 
bushel  and  black  walnuts  $1.25  per 
bushel.  Where  could  I  sell  some 
at  that  price  or  even  less? 

I  can  buy  lots  of  shellbarks  and 
black  walnuts,  but  don’t  know 
where  to  sell  them.  Can  the  “Gro¬ 
cery  World  and  General  Merchant” 
help  me  out?  Yours  truly, 

A.  J.  Hazel. 

Write  C.  Wilkinson’s  Sons,  132 
Dock  street,  or  Jas.  Sawyer,  222 
Dock  street,  both  Philadelphia,  Pa. 
*  *  * 

Benzoate  in  Cider. 

Allentown,  Pa.,  Oct.  24,  1911. 
To  the  Editor. 

Dear  Sir: — Kindly  let  me  know 
how  much  benzoate  of  soda  is 
permitted  in  a  barrel  of  cider? 
We  have  no  cider  up  here  where 
its  presence  and  amount  appear 
on  the  barrel — we  have  only  farm¬ 
ers'  cider.  It  sours  too  soon  and 
I  want  to  use  benzoate  of  soda 
to  keep  it  sweet. 

Yours  truly, 

Wm.  Beichel. 


Under  the  Pennsylvania  food 
law  it  is  lawful  to  use  1-10  of  1 
per  cent,  in  cider. 

. 

*  *  * 

As  to  Retailers  Meeting  Mail  Order 
Competition. 

- ,  Oct.  24,  1911.  S 

To  the  Editor. 

Dear  Sir: — I  read  with  much 
interest  your  editorial  article 
under  the  heading  of  “Here  is  the 
answer  to  mail-order  competi¬ 
tion.”  Let  me  say  to  you  that 
your  opinion  on  the  question  is 
exactly  as  it  is,  and  I  am  very 
glad  indeed  that  you  have  writ¬ 
ten  it. 

I  am  just  at  this  time  looking 
over  the  catalogues  of  Montgom¬ 
ery  Ward  and  Sears-Roebuck. 
There  is  hardly  a  staple  article 
that  is  not  advertised  in  those 
two  catalogues  at  absolute  retail 
cost.  It  is  impossible  for  the  in¬ 
dividual  retailer  to  compete  with 
the  prices  advertised  in  these 
catalogues. 

I  have  from  time  to  time  writ¬ 
ten  the  individual  manufacturer 
and  in  some  instances  have  visited 
and  talked  the  question  over 
with  them.  Many  have  satisfied 
me  to  the  extent  "that  they  them¬ 
selves  have  not  sold  the  catalogue 
houses,  but  the  fact  that  these 
people  are  advertising  these 
goods  even  though  they  do  not 
have  a  package  of  them  in  stock 
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THE  GROCER  who  tries  to  keep  his  busi¬ 
ness  in  his  head  can’t  keep  ahead  in  his 
business* 

H  is  brain  can’t  stand  the  strain — 
it’s  built  to  remember  facts — not 
figures. 

The  human  mind  is  never  com¬ 
pletely  accurate. 

The  National  Cash  Register  thinks 
with  a  brain  of  steel. 

Over  One  Million  have  been  sold 

Write  for  Booklet 

“Get  a  “Get  a 

Receipt ”  The  National  Cash  Register  Company  Receipt ’’ 

Dayton,  Ohio 

IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL.  MERCHANT” 


It  keeps  track  of  every  detail  of 
every  sale — stops  leaks  and  checks 
losses. 

A  store  using  a  National  Cash 
Register  is  run  on  system  — 
it’s  bound  to  yield  profit  to  its 
owner. 
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is  having  a  most  disastrous  effect, 
especially  on  the  retailer  in  the 
smaller  cities  and  country  towns 
in  the  Middle  West,  to  say  noth¬ 
ing  about  such  firms  as  vve  have 
in  Buffalo  and  some  other  cities 
and  their  effect  on  the  trade  in 
the  Eastern  States. 

The  situation  is  becoming  seri¬ 
ous  more  so  every  day  and  some¬ 
thing  is  going  to  be  done  within 
the  next  two  years.  Either  the 
manufacturer  must  protect  him¬ 
self  and  the  retailer  from  this 
ruinous  advertising  or  the  re¬ 
tailer  will  find  some  plan  regard¬ 
less  of  present  everv  day  meth¬ 
ods  to  protect  himself. 

Yours  very  truly, 

#  ;{« 


*  *  * 

Advice  Wanted  on  the  Staley  Starch 
Stock  Scheme. 

Harrisburg,  Pa.,  Oct.  23,  1911. 
To  the  Editor. 

Dear  Sir: — I  write  now  as  to 
whether  you  think  that  one 
should  invest  money  in  the  A.  E. 
Staley  Mfg.  Co. — whether  it 
would  be  a  safe  investment  or 
not. 

The  way  I  understand  it,  the 
par  value  is  $100  per  share,  and 
with  every  two  shares  of  pre¬ 
ferred  we  receive  one  share  of 
common  stock.  They  agree  to 
pay  7  per  cent,  interest  on  money 
paid  in  up  to  1917,  at  which  time 
they  agree  to  pay  all  the  par  value 
back,  and  give  us  a  common  stock 
for  life,  on  which  they  agree  to 
pay  full  dividends  for  same. 

Hoping  to  hear  from  you  in  re¬ 
gard  to  your  ideas  of  the  scheme 
very  shortly,  I  remain, 

Very  respectfully  yours, 

W. 

P.  S. — I  have  read  your  article 
on  the  above  in  the  last  issue  of 
your  journal,  but  could  not  de¬ 
tect  as  to  whether  you  thought 
it  a  safe  investment  or  not. 

The  writer,  for  a  variety  of 
reasons,  does  not  think  the 
stock  of  the  Staley  starch  con¬ 
cern  a  good  investment  for  a 
retailer.  A  corporation  that 
agrees  to  pay  so  much  “interest” 
on  its  stock,  or  to  declare  so  much 
dividends,  or  whatever  it  may  call 
its  earnings,  must  do  so  subject 
to  its  ability  to  earn  it.  It  can¬ 
not  pay  interest  or  declare  divi¬ 
dends,  from  anything  but  earn¬ 
ings  ;  therefore  if  there  are  no 
earnings  there  is  neither  interest 
nor  dividends.  And  if  that  comes 
to  pass,  the  stockholder  is  help¬ 
less,  because  there  is  not  the 
slightest  security  for  the  keeping 
of  the  promise.  It  is  not  like  an 
interest-bearing  bond,  the  interest 
on  which  is  guaranteed  by  first 
mortgage  security. 


For  this  reason  every  time  the 
Staley  concern  promises  to  pay 
7  per  cent,  interest,  and  to  buy 
back  the  preferred  stock  in  1917, 
it  is  practically  saying  under  its 
breath,  “if  we  have  the  money.” 
That  makes  the  proposition  no 
less  of  a  gamble  than  any  other 
stock  purchase,  in  spite  of  the 
glowing  promises  of  the  com¬ 
pany. 

There  is  also  something  to  be 
said  about  the  company’s  chances 
of  success.  The  concern  that  en¬ 
gages  in  the  starch  business  to¬ 
day  has  enormous  competition  to 


fight  and,  while  everybody  sym¬ 
pathizes  with  independent  com¬ 
petition,  it  may  not  succeed.  If 
it  doesn’t  succeed,  it  has  already 
been  pointed  out  that  the  stock¬ 
holder  is  simply  out  his  money. 
This  is  no  worse  than  any  other 
corporation ;  the  writer  is  merely 
endeavoring  to  show  that  it  can 
be  no  better. 

Outside  of  the  above  objections, 
the  writer  believes  it  a  mistake 
for  a  grocer  to  take  stock  in  com¬ 
panies  manufacturing  merchan¬ 
dise  which  he  will  be  called  upon 
to  sell.  This  because  he  should 


be  absolutely  free  to  select  goods 
on  their  merits,  which  means 
quality  plus  profit  to  himself. 
Impulse  to  sell  goods  not  because 
they  are  good  and  pay  a  good 
profit,  but  because  he  holds  stock 
in  the  company  making  them,  in¬ 
troduces  a  new  and  illogical  ele¬ 
ment  which  a  merchant  should 
never  have  to  contemplate. 


Florida  grapefruit  has  broken  a 
little  due  to  larger  supplies,  and 
the  range  is  $4.50  to  $6.50  per  box. 
The  demand  is  excellent. 


- ,  Ill.,  October  23,  1911. 

Editor  “Science  of  Advertising.” 

Dear  Sir : — I  am  thinking  of  soon 
beginning  a  special  Christmas  cam¬ 
paign  of  advertising  this  year  and 
would  like  your  help  in  giving  ad¬ 
vice.  I  keep  a  large  general  store 
here  and  always  aim  to  do  a  large 
holiday  business.  Last  year’s  busi¬ 
ness,  while  good,  was  not  so  good 
as  in  1909,  and  this  year  I  hope  not 
to  run  still  further  behind,  for 
which  reason  I  am  desirous  of  do¬ 
ing  some  special  advertising.  What 
do  you  think  it  would  be  best  for 
me  to  do?  We  have  two  good 
county  papers  here,  read  by  the  best 
people,  but  only  a  part  of  the  cir¬ 
culation  is  within  my  reach.  I 
already  do  some  advertising  in 
these,  but  do  not  feel  I  can  look 
to  them  for  the  results  I  ought  to 
get.  I  have  thought  of  a  special 
store  paper  of  my  own,  or  of  trad¬ 
ing  stamps,  but  have  not  been  able 
to  make  up  my  mind. 

This  town  is  a  farming  com¬ 
munity  of  about  800  people,  with 
a  large  part  of  the  trade  coming 
from  outside  the  town.  I  should 
like  your  advice  by  mail  if  pos¬ 
sible,  but  if  you  cannot  do  that  you 
can  publish  the  answer  in  the  “Gro¬ 
cery  World  and  General  Merchant.” 
Please  do  not  mention  my  name 
or  address.  Respectfully, 

*  *  *  * 

My  strong  suggestion  to  this 
correspondent  is  not  to  use  trad¬ 
ing  stamps,  particularly  if  they 
have  not  already  been  introduced 
into  the  neighborhood.  The  man 
who  introduces  the  stamp  scheme 
into  a  neighborhood  which  has 
been  free  from  premiums  is  a  very 
foolish  individual,  in  my  opinion. 
He  is  putting  a  collar  about  his 
neck  which  will  chafe  him  might¬ 
ily  before  he  can  get  it  off.  There 


is  no  doubt  that  trading  stamps, 
under  some  conditions,  will  in¬ 
crease  business,  just  as  morphine 
will  make  one  forget  his  troubles, 
but  the  after  effects  in  both  cases 
are  exceedingly  bad.  Don’t  be 
the  first  to  put  such  things  into 
your  town.  If  somebody  else  is 
foolish  enough  to  do  it,  you  can 
always  get  them,  so  that  you  lose 
nothing  substantial  by  waiting. 

*  *  * 

It  is  not  easy  to  advise  a  man 
what  kind  of  advertising  to  do  a 
thousand  miles  away,  without 
knowing  more  of  his  conditions 
than  I  am  told  in  this  letter. 
However,  it  seems  to  me  as  if  I 
should  use  both  the  county  papers 
for  my  Christmas  campaign,  but 
should  pin  my  faith  mostly  to  a 
series  of  circulars  or  a  store 
paper.  I  should  very  carefully 
prepare  a  list  of  names  of  present 
and  prospective  customers,  and  at 
them  I  should  fire  a  series  of 
large  circulars  at  brief  intervals 
throughout  the  season.  About 
November  15th  would  not  be  too 
early  to  begin  to  cultivate  the 
ground.  An  off-hand  suggestion 
is  to  send  two  circulars  a  week 
to  this  list  of  names  from  the  last 
part  of  November  until  the  season 
ends.  The  circular  can  be  as 
large  a  sheet  as  you  can  afford  to 
send,  maximum  the  size  of  an  or- 

0 


dinary  daily  newspaper  page. 
Of  course  it  can  be  much  smaller 
if  you  like.  The  different  depart¬ 
ments  of  the  business  can  be  ad¬ 
vertised  through  these  circulars, 
one  being  devoted  to  toys,  if  you 
handle  toys,  another  to  gifts  for 
women,  another  to  the  grocery 
department,  and  so  on.  I  feel  ab¬ 
solutely  confident  that  if  such  a 
campaign  is  carefully  planned  and 
carried  on,  aided  by  the  country 
newspaper  advertising,  it  will  be 
successful.  This  plan  is  not 
cheap,  but  it  should  not  represent 
a  larger  sum  than  can  easily  be 
gotten  back  if  the  returns  are 
what  they  should  be.  As  a  mat¬ 
ter  of  fact,  the  man  who  skimps 
and  pinches  when  he  starts  to  do 
special  advertising  like  this  is 
pretty  sure  to  choke  the  plan  to 
death. 

*  *  * 

Send  in  more  matter  for  criti¬ 
cism,  please. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 
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Push  Gurnse  Now 

<|f  The  higher  the  price  of  butter— it  is  pretty  high 
just  now— the  more  bad  butter  there  is  around,  for 
it  naturally  has  more  chance  to  get  in. 

<j[  And  the  better  chance  has  Gurnse  with  people 
who  care.  Ever  think  of  that  ? 

Gurnse  butter  never  loses  its  superfine  quality. 
No  matter  what  the  season,  what  the  market  con¬ 
dition,  what  the  price.  We  say  for  the  thousandth 
time  that  one  of  its  strongest  points  is  dependability. 

It  is  the  same  delightful,  high-grade,  gilt  edged  dairy 
butter  yesterday,  to-day  and  to-morrow. 

Packed  in  20.  30  and  50-pound  boxes— pounds  and  half-pounds— 39  cents. 
Prices  subject  to  market  changes. 


BROWN  &  CO. 


39-41.43  South  Front  St 
--■Philadelphia,  Pa 


REMEMBER  HOOTON’S,  NEWARK, N.J 


HOOTON 

-as  COCOA  &  CHOCOLATE  CO. 

l£§gg  NEWARK, N.J. 


Make 

Mooton’s 

Cocoa 


Your  Leader 


and  you’ll  do  the  leading  cocoa  business  of 
your  locality.  Hooton’s  Cocoa  outsells  other 
kinds  because  it’s  a  bigger  money’s  worth  and 
because  its  Quality  and  Flavor  make  it  Please. 
We’ve  won  business  everywhere  on  these 
points  and  we  have  an  introductory  plan  for 
new  dealers  that  will  make  big  sales  of  Hooton 
Cocoa  over  your  counter.  If  you  want  to  get 
and  hold  a  bigger  cocoa  trade  than  you’ve 
ever  had,  write  us  for  particulars. 


PATENTS 

md  Trade-marks  procured  promptly  and 

jroperly  in  all  countries* 

Davis  &  Davis.  Washlnfton.  D.  C. 

Send  Us  &  Sample  of  Some- 

Bouillon  Capsules 

thing  You  Thinh  Choice 

<|f  Did  you  know  we  sold  Teas  as  well  as  Coffees  by 
mail  at  prices  that  show  no  salesmen’s  salaries  ? 

<f  Who  knows  but  we  can  save  you  some  money  on 

Tea?  If  you’ve  been  buying  through  salesmen  we 
know  we  can.  Send  on  a  sample  of  something  that  you 
consider  choice  and  well  bought,  let  us  have  a  try 
at  it.  We’ll  quote  you  a  price,  and  by  that  you  can 
figure  out  whether  we  can  do  you  any  good. 

nTTnvrrr  c  n  k  nwiCE  roasters  and  packers  teas  and  coffees 

DURYEE  &  BARWISE  89  Front  Street  :  New  York 

- - — ESTABLISHED  1897- - - — — 
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It's  little  sellable 
specialties  like  these 
that  fill  up  the  thin 
places  in  your  prof¬ 
its.  Make  delicious 
Beef  Bouillon,  Beef 
Tea  or  Soup.  Ten 
in  a  box,  one  to  be 
dropped  in  a  cup  of 
hot  water.  Every¬ 
body  buys  them. 

MANY  GROCERS 

Find  it  pays  them  to  read  the 
"good  stuff”  in 

The  Advertising  World 

Columbus,  Ohio 

Sample  free,  or  four  moatha'  trial  for  10  caata 

Sole  Manufacturers 

ROYAL  SPECIALTY  CO. 

92  Reade  St.  NEW  YORK 

BORDEN’S 


EAGLE  BRAND  EVAPORATED  MILK 

CONDENSED  MILK  peerless  brand 

By  recommending  these  Brands 
you  will  please  your  customers. 

They  are  the  best  that 
Science  can  produce. 

BORDEN’S  CONDENSED  MILK  CO. 

“Utdui  of  Quality” 

Eat.  1857.  Naw  York 
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CXXVI. — Legal  Costs,  What  They  Are  and  Who  Pays  Them. 


All  grades  and  classes  of  busi¬ 
ness  men  are  constantly  going  into 
litigation,  yet  they  have  no  ade¬ 
quate  idea  of  the  law  as  to  assess¬ 
ing  legal  costs.  The  extent  of 
their  knowledge  is  a  general  idea 
that  costs  are  paid  by  the  loser. 
This  is  only  partly  true,  the  fact 
being  that  in  most  cases  the  loser 
pays  only  a  part  of  the  costs, 
usually  the  small  part,  as  I  shall 
show.  If  this  had  been  clearly  un¬ 
derstood,  many  a  law  suit  that  took 
years  to  settle  would  never  have 
been  brought. 

The  costs  of  litigation  can  be 
roughly  divided  under  two  heads : 
First,  the  regular  fees  and  ex¬ 
penses  of  the  suit,  by  which  is 
meant  money  paid  to  court  officers, 
sheriff,  witnesses,  jury,  etc.;  and, 
second,  the  fees  to  one’s  own  coun¬ 
sel.  The  general  rule  is  that  the 
loser  pays  all  the  former,  meaning 
the  costs  of  both  parties,  but  that 
he  does  not  pay  the  counsel  fees, 
which  usually  amounts  to  several 
times  as  much  as  all  of  the  other 
costs  combined.  There  are  some 
exceptions  to  this,  but  the  general 
rule  applies  to  the  great  majority 
of  cases. 

It  is  this  fact  that  legal  costs 
do  not  include  attorney’s  fees,  and 
that  the  winner  must  almost  al¬ 
ways  pay  those  himself,  that  is 
generally  misunderstood.  Not  long 
ago  I  was  compelled  to  witness  a 
bitter  controversy  between  a  client 
and  his  counsel,  who  fell  apart  on 
this  very  point. 

The  client  was  a  retail  merchant, 
who  held  a  claim  of  $350  against 
a  former  customer.  The  claim 
was  disputed  and  the  matter  be¬ 
came  the  basis  of  a  law  suit,  be¬ 
ginning  in  the  lower  court  and  be¬ 
ing  appealed  through  two  appeal 
courts.  There  was  an  enormous 
amount  of  work  upon  it, but  in  the 
end  the  plaintiff  won,  judgment  in 
his  favor  for  the  larger  part  of 


his  claim  was  affirmed  by  the  high¬ 
est  court. 

It  appeared  that  in  the  beginning 
the  merchant's  counsel  had  in¬ 
formed  him  that  if  he  won  the 
other  party  would  have  to  pay  all 
the  costs.  Strictly  speaking,  this 
was  correct,  for  attorneys’  fees  are 
not  generally  classed  as  legal  costs. 
Therefore  the  counsel  did  not  mean 
to  include  them  when  he  repre¬ 
sented  that  the  costs  would  be  paid 
by  the  loser.  The  client,  however, 
believed  that  he  did  mean  to  in¬ 
clude  them,  and  the  dispute  was 
over  a  bill  of  $250  which  the  law¬ 
yer  rendered,  and  which,  In  my 
judgment,  was  fully  warranted  by 
the  work  he  had  done.  One  can 
easily  understand  the  disappoint¬ 
ment  of  a  litigant  who  had  be¬ 
lieved  that  any  verdict  he  ob¬ 
tained  would  be  net,  only  to  fine 
that  the  greater  part  of  it  was  ab¬ 
sorbed  in  legal  fees. 

There  are  cases,  however,  in 
which  the  attorney’s  fees  are  taxed 
against  the  loser  as  part  of  the 
costs.  Those  are  cases  brought  un¬ 
der  a  State  law  allowing  this  to 
be  done — these  cut  very  little  fig¬ 
ure — and  cases  brought  after  the 
parties  enter  into  a  stipulation  that 
if  suit  is  brought  the  defendant 
shall  pay  a  counsel  fee.  A  familiar 
illustration  is  the  usual  form  of 
judgment  note,  or  the  bond  that 
accompanies  a  mortgage.  These 
and  many  other  similar  documents 
provide  that  if  they  have  to  be  sued 
upon,  the  defendant  shall  if  he 
loses,  pay  a  certain  counsel  fee, 
usually  5  per  cent,  of  the  amount 
involved. 

As  a  matter  of  fact,  the  loser 
should  always  pay  the  winner’s 
counsel  fee,  and  I  predict  that  sooner 
or  later  that  will  be  the  rule.  If  A 
justly  owes  B  a  sum  of  money, 
and  by  his  neglect  to  pay  it  com¬ 
pels  B  to  sue  him,  there  is  no 
justice  whatever  in  compelling  B 
to  spend  a  part  of  the  debt  in  col¬ 


lecting  it.  The  law  should  give 
B  the  full  amount  of  his  claim  net, 
all  expense  of  collection  being  paic 
by  A.  Nevertheless,  as  I  have  ex¬ 
plained,  this  is  not  now  the  law,  ex¬ 
cept  where  some  State  law  or  a 
stipulation  between  the  parties  au¬ 
thorizes  it. 

Although  under  the  general  rule 
the  loser  pays  all  the  costs,  in  a 
certain  class  of  cases,  known  as 
equity  suits,  or  cases  involving 
novel  or  doubtful  questions,  etc., 
the  court  has  the  power  to  divide 
the  costs  between  the  parties,  anc 
to  even  put  them  all  on  the  winner. 
Also  in  criminal  cases,  the  jury, 
which  includes  in  its  verdict  a 
statement  as  to  who  shall  pay  the 
costs,  very  often  puts  them  on  the 
prosecutor,  though  convicting  the 
defendant,  or  compels  the  defend- 
and  to  pay  them,  though  acquit¬ 
ting  him.  These,  however,  are  ex¬ 
ceptions  to  the  general  rule  that 
the  loser  pays. 

A  defendant  can  often  avoid 
paying  at  least  a  part  of  the  costs, 
even  though  he  loses.  For  in¬ 
stance,  take  a  case  which  recently 
came  within  my  own  experience. 
A  and  B  were  doing  business  to¬ 
gether,  A  being  a  jobber,  B  a  re¬ 
tailer.  They  had  been  maintaining 
a  running  account,  and  disagreed 
as  to  the  amount  due.  A,  the  job¬ 
ber,  said  B  owed  him  $875,  while 
B  contended  it  was  only  $625. 
They  could  not  agree,  and  It  be¬ 
came  evident  that  A  would  shortly 
sue.  B  accordingly  tendered  A 
.$625  in  full,  which  A  refused, 
mmediately  after  that  A  brought 
suit  for  the  full  $875,  and  B  paid 
lis  $625  into  court,  under  a  rule 
in  force  in  practically  all  States. 
The  suit  has  not  been  concluded 
as  yet,  but  if  A  fails  to  get  a  ver¬ 
dict  of  more  than  $625,  he  must 
pay  all  the  costs,  though  he  is  the 
winner.  This  because  B  offered 
to  pay  him  all  the  jury  found 
was  due.  But  if  A  obtains  a  ver- 1 


=3S 

diet  of  more  than  $625,  B  must  pay1! 
the  costs,  because  then  his  offer 
turned  out  to  be  less  than  the  ac- J 
tual  debt. 

The  plan,  therefore,  is  to  tender 
the  amount  which  you  agree  is  due, 
before  suit  is  begun,  following  this 
by  paying  the  sum  into  court  after  1 
suit  is  brought. 

Very  often  the  offer  to  pay  some-  ‘ 
thing  is  not  made  until  after  suit 
is  brought.  Here,  if  the  defendant 
offers  to  pay  what  lie  admits  is 
due,  and  pays  this  amount  into 
court,  the  plaintiff  can  recover  his 
costs  up  to  that  time,  but  not  from  . 
that  stage  on,  unless  he  gets  judg-  J 
ment  for  a  larger  sum. 

A  word  as  to  what  becomes  of 
the  costs  when  settlement  is  made 
out  of  court.  Frequently  suit  is 
started  on  a  commercial  claim  of 
some  kind,  and  some  costs  in-  ^ 
curred,  but  the  parties  settle  out 
of  court.  In  some  States,  chiefly  ■ 
Arkansas,  Delaware,  Indiana,  Ken¬ 
tucky,  Missouri,  Ohio,  Pennsyl¬ 
vania,  Tennessee,  Texas,  Vermont 
and  Virginia,  the  plaintiff  in  such 
cases,  where  nothing  is  said  in  the 
settlement  about  the  costs,  can  pro- 
ceed  and  get  judgment  for  them* 

I11  Connecticut,  Illinois,  Massachu¬ 
setts,  he  cannot,  unless  it  is  so 
stipulated  in  the  agreement. 

In  practically  all  States  plain¬ 
tiffs  who  begin  suit  in  a  State 
other  than  their  own  are  compelled 
to  give  security  for  costs  before 
they  can  go  ahead.  This  because 
if  they  lost  and  thus  became  liable 
for  the  costs,  they  could  not  be 
reached,  being  in  another  State. 

( Copyright ,  October,  ign,  by 
Elton  J.  Buckley.) 

Note. — Requests  for  informa¬ 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstruction.  Write 
on  one  side  of  the  sheet  only, 
setters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following. 

The  signature  and  address  of  the 
writer  must  accompany  all  in- 
uiries,  and  will  be  published  un- 
ess  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad- 
(  ress  all  communications  to  Legal 
editor  "Grocery  World  and  Gen¬ 
eral  Merchant." 


Cranberries  are  strengthening 
up  a  little.  The  average  price  for 
Cape  Cods  is  $2.50  per  box,  with 
$3  per  box  and  $9  per  barrel  for 
the  best.  The  cooler  weather  has 
helped  the  demand. 
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icrease  Your  Sales  of 

BAKER’S 
OCOa  and 

hocolate 

ANY  GROCER  who 
handles  our  prepa¬ 
rations  can  have  a 
beautifully  illustra¬ 
ted  booklet  of  choc¬ 
olate  and  cocoa 
recipes  sent  with 
his  compliments  to 
his  customers  en¬ 
tirely  free  of  charge. 

Ask  our  salesman 
or  write 

falter  Baker  &  Co.  Ltd. 

DORCHESTER,  MASS. 


Registered, 
I.  S.  Fat.  Off. 


bat 


IR  CASES  OF 

Unlike  otter 

RRWELL 


Iresc 
TystaB 


package 


AND  DESSERT 
FOODS 
Liver  Trouble* 


imple,  write 

Y.,  U.  S.A. 


[APLEINE 

ie  Popular  Flavor 

STRONG  DEMAND 
been  created  for  this 
landdelicious  flavoring, 
adds  richness  and  deli- 
y  to  Cakes,  Puddings, 
igs.  Candies. Ice  Cream. 
,  and  makes  a  Table 
up  better  than  maple  at 
>st  of  50c.  a  gallon. 

See  Price-list 
ler  from  your  jobber  or 

nk  A.  Smith  Company 
IS  South  Front  Street 
Philadelphia,  Pa. 

•■oent  Mfg.  Co. 

SEATTLE,  WASH. 


We  eell  these  handsome  em¬ 
bossed  Flower  Pots  from  open 
stock  in  any  quantity,  but  this 
assortment  has  been  selected 
for  those  who  lack  experience 
in  ordering.  The  price  being 
the  same  as  on  open  stock. 
No.  7-G  Assortment 


Per  100 

Each 

-in.  Pots  »nd  Ssuoors  @  1  50 

$  .60  s»ll@$.03 

$1.20 

-in.  “ 

2.50 

1.25  “ 

.05 

2  50 

-in.  “ 

3.50 

2.45  “ 

.06 

4.20 

-in. 

5.00 

2.50  “ 

.08 

4.00 

-in.  “ 

7.00 

2.80  “ 

.10 

4  00 

$9  60 

$15.90 

0.  B.  factory, 
efully  packed. 


No  charge  for  package.  Goods 
Prompt  shipment.  Order  now. 


e  Peters  &  Reed  Pottery  Company 
ZANESVILLE.  OHIO 


The  One  Pure  Sugar  Syrup 

Lyle’s  Golden  Syrup  —  perfectly 
clear,  a  beautiful  golden  color,  so 
neutral  micro-organisms  can’t  live 
in  it.  Absolutely  free  from  preser¬ 
vatives.  A  product  which  every  one 
keeps  buying.  If  you  want  to  please 
your  trade  tell  them  about  it. 

26%  PROFIT 

8uie  sales  and  pleased  customers. 

H.  Kellogg  &  Sons 

Philadelphia 


More  Letters  from  Retailers  as 
to  Their  Coffee  Business 
Since  the  Advance. 


Several  Say  They  Are  Selling  More 
Than  Ever.  One  Reports  Fifty  Per 
Cent.  Decrease.  Many  Small  Dealers 
Forced  Out  Make  Better  Business 
for  Large  Dealers. 


The  following  additional  com¬ 
munications  from  retail  grocers, 
reporting  what  the  high  coffee 
prices  have  done  to  their  trade, 
have  been  received  during  the 
week : — 

Pennsylvania. 

Wilkes-Barre,  Pa., 

October  1 6,  lyii. 
Grocery  World  Publication 

Company. 

Gentlemen  : — In  reply  to 
your  question  as  to  whether 
or  not  the  high  prices*  of  cof¬ 
fee  has  affected  the  consump¬ 
tion  of  same,  would  say  that 
I  do  not  think  it  has. 

As  far  as  we  are  person¬ 
ally  concerned,  I  would  say 
that  I  am  selling  from  25  to 
50  per  cent,  more  coffee  now 
than  before  the  advance. 
There  are  two  good  reasons 
for  this :  The  first  is  that  a 
great  many  small  dealers  in 
tea  and  coffee  only  have  gone 
out  of  the  business  through 
the  high  price  of  coffee.  An¬ 
other  reason  is  that  while 
coffees  have  advanced  from 
5  to  8  cents  a  pound,  we  have 
advanced  our  prices  only  5 
cents  a  pound,  and  as  a  result 
we  are  selling  coffees  on  a 
much  smaller  margin  of 
profit  than  heretofore.  I  am 
of  the  opinion  that  the  aver¬ 
age  grocer  is  selling  more 
coffee  now  than  before  the 
advance  in  price. 

Respectfully  yours, 

W.  A.  Henry. 

Sunbury,  Pa.,  Oct.  24,  1911. 

In  reference  to  the  coffee 
question,  would  say  coffee 
sales  are  about  cut  one-half 
on  account  of  raise. 

W.  C.  Boyer. 

Texas. 

Bryan,  Texas,  Oct.  23,  1911. 

The  consumption  of  coffee 
has  increased  rather  than  de¬ 
creased  under  high  prices, 
due  probably  to  prosperity  of 
laboring  people.  Our  trade 
has  not  turned  to  cheaper 
grades  of  coffee,  hut  demand 
as  high  quality  as  when 
cheap  prices  ruled. 

Howell  &  Newton. 


Colorado. 

Denver,  Col.,  Oct.  17,  1911. 
Dear  Sirs: — In  reply  to 
your  question,  “Has  the  large 
advance  in  price  of  coffee  af- 


$50 
a  Year 
More 

The  other  day  a  grocer 
figured  up  and  found  he 
could  make  $50  more  a  year 
selling  Rumford  Baking 
Powders  than  by  selling  the 
powders  he  was  handling  then. 
And  he  actually  did  better 
by  his  customers  when  he 
made  the  change,  for  the 
powders  he  was  selling  were 
not  to  be  compared  in  health¬ 
fulness  and  leavening  power 
with  Rumford  Powders 
which  contain  nothing  but 
food  substances — pure  phos¬ 
phates,  starch  and  soda. 

If  a  grocer  can  make  a 
better  profit  by  selling  better 
merchandise  is  he  a  wise 
merchant  if  he  neglects  the 
opportunity  ? 

Rumford 
Chemical  Works 

Providence,  R.  I. 
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Electrical 

Helps 


<If  A  liberal  and  judicious  use 
of  Electricity  in  the  Grocery 
Store  accomplishes  an  as¬ 
tonishing  saving  in  time  and 
labor;  in  addition  to  which 
the  advertising  value  is  posi¬ 
tive.  A  Grocery  Store  using 
Electric  Meat  Choppers,  Cof¬ 
fee  Grinders,  Fans,  Refrigera¬ 
tors,  Electric  Light  and  Elec¬ 
tric  Signs,  any  or  all  of  the 
applications,  immediately 
serves  notice  on  the  public  of 
that  store’s  progressiveness 
and  high  class.  This  is  not 
theory,  it  is  a  positive  condi¬ 
tion.  If  you  are  not  using 
Electricity,  this  is  the  time 
to  begin. 


The  Philadelphia 
Electric  Company 

TENTH  AND  CHESTNUT  STS. 


Ham  without  a  name  is  “just 
ham,”  and  has  no  uniform 
quality.  It  maybe  good  once, 
but  you  don’t  know  how 
it  will  be  the  next  time. 

Your  customers  can’t  de¬ 
pend  on  you  if  you  sell  that 
kind  of  ham. 

SWIFT’S  PREMIUM 
HAMS  are  uniform — always 
properly  cured,  tasty,  appe¬ 
tizing.  When  a  woman  gets 
a  PREMIUM  HAM  she 
wants  another  like  it  next 
time.  The  only  way  you  can 
be  sure  to  have  all  your  hams 
uniformly  good  is  to  see  that 
all  you  sell  are  S  W  I  FT’S 
PREMIUM  HAHS. 

Swift  &  Company,  U.  S.  A. 
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fected  the  consumptive  de¬ 
mand?”  would  say  that  up  to 
the  present  time  it  has  not. 
But  the  advances  that  we  will 
be  compelled  to  make  in  the 
near  future  of  the  retail  price 
of  coffee  will  surely  affect  the 
consumption.  According  to 
the  late  advances  there  will 
be  no  coffee  at  retail  for  less 
than  30  cents  a  pound  in  a 
short  time. 

Scull  Bros. 

Denver,  Col.,  Oct.  23,  1911. 

Yes,  the  retail  coffee  trade 
has  fallen  off. 

*  *  * 

Utah. 

Brigham,  Utah,  Oct.  17,  7911. 
“Grocery  World  and  General 

Merchant.” 

Gentlemen : — P  e  o  p  1  e  are 
more  careful  in  using  it, 

hence  making  a  slight  falling 

off  in  consumptive  demand, 
but  it  is,  as  I  say,  slight. 
Respectfully, 

Sylvanus  Iverson, 
Manager  Cash  Grocery  and 

Meat  Company. 

Iowa. 

Rossie,  Iowa,  Oct.  18,  1911. 

The  retail  demand  for 

coffee  has  not  fallen  off  in 

our  locality;  we  are  selling 
more  than  ever. 

Yours  truly, 

V.  Hammes  &  Son. 


Kentucky. 

Croweburg,  Ky.,  . 

October  23,  1911. 
Haven’t  noticed  the  slight¬ 
est  falling  off.  Think  I  sell 
as  much  as  ever. 

Yours, 

F.  M.  Hatton. 


Both  Grocery  and  General  Store 
Failures  Fall  Off  in  September. 


Liabilities  Larger  in  General  Store 
Failures,  However.  Decrease  Very 
Large  in  Grocery  Failures  as  Com¬ 
pared  With  Year  Ago. 


The  official  report  of  Septem¬ 
ber  grocery  and  general  store 
failures,  just  received,  shows  a 
small  falling  off  in  the  latter  and 
a  large  falling  off  in  the  former, 
as  compared  with  last  year. 

The  figures  are  as  follows: — 

General  Store  Failures. — Sep¬ 
tember,  1911,  75;  liabilities,  $555,- 
223;  September,  1910,  81;  liabili¬ 
ties,  $446,874. 

Grocery  Failures. — September, 
1911,  1 14;  liabilities,  $404,344; 
September,  1910,  184;  liabilities, 
$484,774. 


W ell,  I  put  a  friend  of  mine  out 
of  business  last  month.  Sounds 
hard-hearted,  don’t  it?  I  ain’t 
really  cruel,  though — I  wouldn’t 
really  hurt  a  flea  if  it  was  on  any 
of  my  wife’s  folks.  Nope,  putting 
that  fellow  out  of  business  was 
one  of  the  best  things  I  ever 
did. 

I’ll  bet  he  knows  it  now,  too. 

He  had  a  grocery  store  in  a 
place  of  about  25,000  people.  It 
was  a  good  clean  store — not  very 
big — about  ten  or  fifteen  blocks 
away  from  the  centre  of  the  town. 
I’ve  sold  him  goods  for  years — 
he’s  never  been  able  to  discount 
his  bills,  but  he  was  always  good 
and  my  people  knew  it.  Every¬ 
body  sized  him  up  as  good  but 
slow. 

Early  in  September  I  dropped 
in  there  to  get  a  fall  order.  He 
had  a  bad  dose  of  malaria  and  was 
feeling  blue  as  indigo  and  gener¬ 
ally  all  balled  up. 

“Well,  old  sport,”  I  said,  “if 
business  is  as  blue  as  you  look,  I 
don’t  see  myself  getting  any 
order  to-day.” 

“Oh,  it’s  no  worse  than  usual,” 
he  said,  “it’s  never  been  good 
enough  to  pay  me  for  all  I  put 
into  it.” 

“Funny  how  malaria  can  yel¬ 
low  things  up,”  I  said.  “Why 
you’ve  got  as  good  a  little  store 
as  I  go  to.” 

“It’s  good  enough  for  the 
amount  of  business  I  do,”  he 
answered.  “I’m  making  a  living 
out  of  it,  but  I’m  not  making  any 
more,  and  I  never  will.” 

“If  you’d  only  throw  out  some 
of  the  goods  you  handle  and  put 
in  more  of  mine,”  I  went  at  him, 
“you  wouldn’t  know  the  place  in 
three  months.” 

I’m  one  of  those  busy  little 
things  that  drop  business  cards 
into  people’s  coffins.  Always  on 
the  job,  no  matter  what  happens, 
and  you  can’t  lose  me.  Fie  only 


I  Put  Him  Out  of  Business. 

looked  at  me  sort  of  mournful- 
like,  though. 

“I  figured  up  the  other  day  just 
what  I’m  making,”  he  went  on. 
“I  figured  I  take  about  $8  out  of 
the  store  each  week  in  stuff  for 
my  own.  table.  I’m  getting  a 
cheap  rent  here  and  I  charge  it 
all  up  to  the  store,  for  I  only  live 
in  four  rooms.  Outside  of  that 
I  took  out  last  year  only  $10  a 
week  in  cash.” 

“Did  you  give  yourself  a  sal¬ 
ary  and  charge  it  up  to  ex¬ 
penses?” 

“No.” 

“So  you  only  pulled  out  about 
$18  a  week  and  your  room  rent,” 
I  said. 

“That's  right,  and  that  repre¬ 
sents  interest  on  the  money  I’ve 
got  invested,  and  my  own  serv¬ 
ices,  and  worry  and  responsibil¬ 
ity,  and  my  profits,  and  every¬ 
thing.” 

“How  much  money  have  you 
got  in  the  business?”  I  asked, 
“Fifteen  hundred  dollars?” 

“Nearer  $2,000.” 

“Then  you’ve  got  to  figure  on 
$120  interest  a  year;  that’s  over 
$2  a  week  right  there.  You  ain’t 
getting  enough.” 

“Of  course  I’m  not — that’s 
what  I  say.  And  I’m  about  tired 
of  it.  There  isn’t  anything  like 
enough  in  it.” 

I  thought  rapidly  for  a  moment. 
(That’s  a  phrase  out  of  a  book. 
These  big  money  guns  always  do 
that  in  novels,  and  I  can  think  as 
rapid  as  any  of  ’em.) 

“If  I  were  you  I’d  get  out,”  I 
said.  “You  can  make  more  money 
working  for  somebody  else. 
Could  you  sell  the  store?” 

“Oh,  I  can  handle  that  easy 
enough,”  he  said,  “my  wife’s 
brother  will  buy  it  to-morrow. 
He’s  a  single  man  and  he  can 
make  out  better.  The  thing  is  to 
find  a  job.” 

“Well  as  to  that  I  believe  I’ve 


got  you  fixed  already,”  I  said. 
That  sure  was  rich  good  luck. 
A  department  store  manager  in 
that  very  place  had  asked  me  that 
morning  if  I  knew  where  he  could 
find  a  good  man  to  run  the  gro¬ 
cery  and  delicatessen  department. 

“How  much  will  it  pay?”  my  : 
friend  asked  when  I  told  him.  1 

“They  paid  the  last  man  $30,  j 
but  they  won’t  start  the  new  one 
at  that.  They’d  pay  $25  at  the 
start  anyway  and  maybe  $28.” 

You  ought  to  have  seen  him 
throw  the  malaria  away  from 
him.  “By  George!”  he  said,  “if 
I  can  get  that  I’ll  take  it!  Do 
you  think  I  could  fill  it,  though?” 

“Sure  you  could !”  I  said.  “You 
learned  the  business  in  the  old 
country  and  you  know  every¬ 
thing  about  it.  Fill  it — why  you 
can  eat  it !” 

Well,  to  make  a  long  story 
short,  I  phoned  the  department 
store  that  I  had  a  man  for  ’em, 
and  inside  of  half  a  day  the  whole 
deal  was  fixed.  He’d  sold  his 
store  to  his  brother-in-law  and 
had  taken  the  department  store 
job  at  $26.50  a  week.  I  ain’t  seen 
him  since,  but  I’ll  bet  lie’s  a  dif¬ 
ferent  fellow. 

There’s  a  heap  of  ’em  who 
ought  to  do  the  same.  I  tell  you, 
there  ain't  anything  to  running 
your  own  business  unless  you 
make  something  out  of  it.  Of 
course,  things  wouldn’t  always 
fall  so  quick  as  they  did  in  this 
case,  but  good  grocery  clerks  and 
managers  are  scarce.  There  ain't 
a  single  good  man  who  couldn't, 
get  a  good  job  if  he’d  hustle  for 
it. 

And  often  it  would  pay  him  a 
heap  more  than  his  own  busi¬ 
ness  pays  him.  Less  of  his 
hair'd  come  out,  too. 

The  Stroller. 

Seckel  pears  from  nearby  points 
are  in  good  demand  at  $5  to  $8 
per  barrel. 
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THE  GROCERY  MARKETS 
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Tea. 

The  tea  market  shows  no 
iange  for  the  week.  There  is  a 
>od  firm  market  on  everything 
isirable,  though  no  actual 
iange  for  the  week.  Good  teas 
e  in  active  demand  at  full  prices. 

Coffee. 

The  coffee  market  has  had 
me  peculiar  fluctuations  during 
e  week.  There  has  been  a 
:avy  bear  raid,  and  in  consc¬ 
ience  options  declined  a  full 
nt  a  pound.  Later,  however, 
e  market  recovered  a  good  por- 
>n  of  this.  Actual  coffee  mean- 
hile  declined  a  fraction,  and  is 
obably  cent  lower  than  a 
eek  ago.  The  undercurrent, 
nvever,  is  still  strong,  as  efforts 
break  the  Brazil  market  have 
:en  unsuccessful.  Mild  coffees 
e  steady  and  unchanged.  Java 
id  Mocha  firm,  especially  Java, 
it  in  a  moderate  demand  only. 

Sugar. 

The  sugar  market  has  made  a 
cline  during  the  past  week, 
ough  the  undertone  of  the  raw 
mation  is  still  strong.  Refiners 
e  still  very  low  as  to  stocks  and 
ere  is  practically  no  business 
>ing.  The  refiners,  however, 
iv e  begun  to  decline.  The  Fed- 
al  refinery  has  dropped  to  6/2 
nts  for  granulated,  and  all  the 
hers  have  declined  five  points, 
to  6.70.  The  demand  is  natu- 
lly  light  on  a  declining  market. 

Syrup  and  Molasses. 

Glucose  has  advanced  7J2 
lints  within  the  past  week,  and 
impound  syrup  went  with  it 
fell  a  raise  of  1  cent  per  gallon, 
he  demand  is  fair.  Sugar  syrup 
unchanged  and  quiet.  The 
'st  new  crop  New  Orleans  mo¬ 
sses  has  reached  Northern  mar- 
ffs,  ruling  at  the  same  price  as 
year  ago.  The  high  price  of 
igar  will  make  the  supply  of 
ne  molasses  smaller,  and  the 
ipply  of  cheap  grades  larger. 

Fish. 

The  mackerel  situation  con¬ 
iines  strong.  Norways  are 
rmly  held  in  a  few  strong  hands, 
ad  prices  are  high,  but  the  de- 
land  fair..  Irish  mackerel  show 
a  advance  during  the  week, 
od,  hake  and  haddock  arc  un¬ 


changed,  firm  and  in  fair  demand. 
Domestic  sardines  show  a  slight 
advance,  not  more,  however,  than 
5  cents  per  case;  demand  quiet. 
Imported  sardines  in  light  pack, 
but  unchanged  and  dull  on  this 
side.  Salmon  shows  no  change, 
situation  still  strong,  high  and  in 
moderate  demand. 

Canned  Goods. 

Tomatoes  are  hardly  as  strong 
as  they  were.  Plenty  of  stock 
can  be  bought  at  95  cents  f.  o.  b., 
which  is  5  cents  less  than  the  top 
price  ruling  a  short  time  ago. 
The  reason  is  that  the  pack  held 
up  longer  than  was  expected,  and 
there  is  a  disposition  to  wait  un¬ 
til  a  little  more  is  known  about 
the  pack.  Corn  is  doing  well, 
considering  the  large  pack,  and 
the  market  is  steady.  No  im¬ 
mediate  change  in  price  seems  in 
sight.  Peas  are  still  scarce  and 
high.  Apples  are  unchanged  from 
last  week.  California  canned 
goods  show  no  change  for  the 
week;  some  business  is  being 
done.  Pie  peaches  have  advanced 
until  the  association’s  price  on 
gallons  is  just  $1  per  dozen  above 
the  opening.  Small  staple  canned 
goods  are  unchanged  and  dull. 

Dried  Fruits. 

The  market  for  large  size 
prunes  is  unchanged,  the  demand 
being  active  at  full  prices  on  ac¬ 
count  of  scarcity.  Small  sizes, 
however,  are  weaker,  and  are 
being  quoted  about  y2  cent  be¬ 
low  former  prices.  Peaches  are 
strong  on  the  coast  but  dull  in 
secondary  markets.  Apricots  dull 
and  unchanged.  Raisins,  in  spite 
of  the  approach  of  their  best¬ 
selling  season,  have  declined  J2 
cent  all  along  the  line  during  the 
week.  Currants  quiet  and  un¬ 
changed.  Other  dried  fruits  quiet 
and  unchanged.  The  lower  grades 
of  dates  are  particularly  strong 
and  high  by  reason  of  short  and 
late  crop. 

Beans  and  Peas. 

Domestic  pea  beans  show  no 
change  for  the  week,  and  fair  de¬ 
mand.  Domestic  marrows  are  on 
the  same  basis  as  last  week  and 
in  quiet  demand.  California  litnas 
advanced  during  the  week  to 
5.85,  or  about  20  points,  demand 


fair.  Green  and  Scotch  peas  are 
still  very  scarce  and  high;  the 
demand  for  imported  is  still  large. 

Butter. 

There  is  a  very  active  consump¬ 
tive  demand  for  all  grades  of  but¬ 
ter,  both  fresh  and  held,  and  the 
market  is  firm  at  an  advance  of 
1  c-ent  per  pound,,  both  on  solid 
and  prints.  The  supply  is  smaller 
than  usual  at  this  season,  and  the 
light  receipts  are  meeting  with 
steady  sale  at  the  recent  advance. 
These  conditions  are  the  same  in 
all  large  markets.  Stocks  in  stor¬ 
age  are  lighter  than  they  have 
been  for  several  years,  and  a  con¬ 
tinued  firm  market  seems  likely. 

Eggs. 

The  receipts  of  fresh  eggs  con¬ 
tinue  very  light  and  the  market 
is  firm  at  1  cent  per  dozen  ad¬ 
vance  on  fresh  stock.  Stocks  in 
storage  are  ample  and  the  market 
is  steady  and  unchanged,  with 
moderate  demand.  No  increase 
in  production  is  looked  for  in  the 
near  future,  and  if  there  is  any 
change  it  will  probably  be  a  slight 
advance. 

Cheese. 

Stocks  of  fancy  cheese  con¬ 
tinue  light  and  the  market  is  firm 
on  all  grades  at  unchanged  prices. 
The  consumptive  demand  con¬ 
tinues  good  and  the  market  is 
thoroughly  healthy.  No  change 
is  anticipated  for  the  near  future. 
Under  grades  of  cheese  are  short 
and  selling  at  close  to  the  price 
of  the  best  cheese. 

Provisions. 

Smoked  meats  are  in  season¬ 
able  consumptive  demand  at 
prices  34  cent  lower  than  last 
week.  Stocks  are  about  normal 
for  the  season  and  the  consump¬ 
tive  demand  is  good.  Pure  and 
compound  lard  are  steady  and 
unchanged,  with  a  fair  consump¬ 
tive  demand.  Dried  beef,  barrel 
pork  and  canned  meats  are  un¬ 
changed  in  price  and  in  season¬ 
able  demand. 


INDIVIDUAL  MARKET  REPORTS. 

Imported  Fish  Specialties. 

Norway  Herring. — The  largest 
sizes  which  are  in  fine  demand  are 
hardly  obtainable.  Prices  arc 
rather  unchanged  and  demand 
onlv  fair. 


Norway  Mackerel. — Market  is 
in  a  very  peculiar  condition  at  the 
present  time,  as  it  seems  one  firm 
has  gotten  control  of  the  principal 
holdings  and  is  trying  to  keep 
other  holders  out  of  the  field.  It 
is  hard  to  say  lvow  the  market 
will  turn  out  in  the  near  future. 
A  great  lyiany  lots  have  been  sold 
at  low  prices  early  in  the  season 
and  this  monopoly,  if  it  really 
exists,  will  not  make  itself  felt 
until  rather  late  in  the  season. 

Imported  Oil  Sardines. — Un¬ 
fortunately  France  continues  to 
report  practically  a  total  failure  of 
the  catch  of  sardines.  Just  a  few 
cases  are  being  packed  and  pack¬ 
ers  are  altogether  unable  to  fulfill 
their  engagements. 

In  Norway  the  season  is  cer¬ 
tainly  remarkable.  Almost  even- 
one  of  our  packers,  and  amongst 
them  are  absolutely  the  largest 
people  in  Norway,  have  been  un¬ 
able  to  fill  all  the  contracts  that 
they  have  made  with  us.  Only 
to-day  we  had  a  cable  from  one 
packer  advising  us  that  he  had 
been  unable  to  pack  3,000  cases  of 
one  of  our  brands  which  we  had 
ordered  from  him  to  fill  some  of 
our  contracts.  The  prices  which 
packers  are  now  asking  for  the 
winter  fish  are  also  higher  than 
last  season  and  it  certainly  does 
not  look  as  if  we  could  expect  any 
lower  prices  for  sardines  in  the 
near  future.  On  the  contrary. 

Strohmeyer  &  Arpe  Co. 

New  York,  N.  Y. 

Spices. 

L’lie  market  continues  active, 
with  large  consuming  demand. 
Visible  supplies  are  short.  On 
account  of  large  stocks  of  spices 
being  needed  during  the  next 
sixty  days,  predictions  indicate 
higher  prices  ruling. 

Pepper  very  firm.  The  spot 
stock  in  our  country  is  reported 
the  smallest  in  a  great  many 
years.  Cables  advise  of  a  loss  of 
400  bags  of  pepper  consigned  to 
this  country.  Under  the  circum¬ 
stances,  higher  prices  are  very 
probable. 

Gingers  steady  and  in  good  de¬ 
mand.  It  is  reported  that  the 
Cochin  crop  for  1912  will  be  less 
than  usual. 

Tapiocas. — Demand  is  on  the 
increase.  Prices  are  firm.. 

Seeds  and  Herbs. — Demand 
very  good.  Prices  generally  firm 
without  many  changes  during  the 
week.  Marjoram  is  firmly  held 
and  prices  may  go  higher.  Cel¬ 
ery.  Poppy  and  Caraway  practi¬ 
cally  unchanged. 

McCormick  &  Co..  Inc. 

Baltimore.  Md. 
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Butter  Looks  High  for  Winter. 

Big  Storage  Stocks,  Which  Last  Year 

Kept  Market  Down,  this  Year  Missing. 

Market  Largely  Dependent  on  Fresh 

Butter,  Which  Mean  High  Prices. 

It  looks  like  a  very  high-pricet 
winter  for  butter.  The  market  is 
not  materially  above  last  year, 
but  last  season  causes  which  do 
not  exist  this  year  brought  prices 
down. 

At  this  writing  the  large  way 
market  for  solid-packed  butter  is 
33  cents  per  pound,  and  for  the 
finest  prints  41  cents.  Last  year’s 
prices,  which  were  about  the  same 
at  this  time,  later  declined  very 
sharply  because  of  the  lack  of  de¬ 
mand  due  to  high  cost,  added  to 
the  very  large  quantity  of  butter 
in  storage.  This  year  the  storage 
supply  is  very  small.  Ten  mil¬ 
lion  pounds  of  last  year’s  storage 
butter  carried  over  have  been 
consumed,  and  even  with  this  the 
present  storage  stock  is  small  and 
cannot  be  depended  on  to  save  the 
{jay.  The  coming  winter’s  market 
will  therefore  be  controlled  by  the 
fresh  production. 


This  Case  Will  Decide  Important 
Pepper  Labeling  Point. 

“The  United  States  of  America 
versus  75  boxes  of  alleged  pepper, 
labeled,  in  the  hands  of  the 
American  Grocery  Co.,”  was  the 
title  of  a  case  tried  in  the  United 
States  District  Court  at  Trenton, 
N.  J.,  during  the  week,  which  has 
aroused  general  interest  in  the 
wholesale  grocery  trade.  The 
question  involved  in  the  seizure 
was  whether  it  is  a  violation  of 
the  pure  food  laws  to  brand  as 
"pure  pepper”  a  product  com¬ 
posed  partly  of  long  pepper,  or, 
more  technically,  the  fruit  of 
piper  longam,  and  the  true,  or 
black,  pepper,  which  is  made  from 
the  immature  fruit  of  piper 
nigram.  The  mixed  product, 
labeled  as  “pure  pepper,”  had  been 
sold  to  the  Brooklyn  Navy  Yard, 
whose  general  storekeeper  found 
fault  with  its  quality,  and  this  re¬ 
sulted  in  Government  sleuths 
being  put  at  work.  Their  efforts 
brought  about  the  seizure  of  the 
600  pounds  of  pepper  involved  in 
the  case.  The  American  Grocery 
Co.  practically  did  not  dispute 
that  the  goods  seized  consisted  of 
approximately  equal  parts  of  long' 
pepper  and  black  pepper.  The 
company  contended  that  the  mix¬ 
ing  of  the  two  as  pure  pepper  is 


permitted  under  a  supplementary 
proclamation  issued  by  Secretary 
of  Agriculture  Wilson.  Judge 
Cross  allowed  counsel  two  weeks 
within  which  to  file  briefs. 


Pennsylvania  News  Items. 

Dairy  and  Food  Commissioner 
James  Foust  on  last  Thursday  sent 
agents  of  his  division  to  Luzerne 
and  other  northwestern  counties  to 
make  an  investigation  into  reports 
that  bleached  flour  is  being  sold  in 
this  State.  The  Commissioner  re¬ 
ceived  information  that  Western 
firms  were  shipping  flour  that  hat 
undergone  the  bleaching  process 
into  this  State,  and  prosecutions 
were  ordered  in  every  case  where 
agents  find  it  is  being  sold.  The 
use  of  nitrous  acid  or  nitrites  in 
flour  or  other  foodstuffs  is  prohib¬ 
ited  by  the  Pure  Food  Act  of  May 
13,  1909.  The  year  the  act  was 
passed  seven  prosecutions  were 
made  for  sales  of  flour  so  treated. 


-ool  Law  Set  Aside  at  Harris¬ 
burg,  Pa. 

An  Ordinance  Forbidding  Sale  of  Fruits 
and  Berries  in  Boxes  Smaller  than 
One  Quart  Knocked  Out  on  Ground 
that  There  Was  No  Good  Reason 
for  Its  Passage. 

Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

Harrisburg,  Pa.,  Oct.  19,  1911. 
The  trade  here  are  much  re- 
oiced  over  the  decision  of  the 
Dauphin  County  Court  declaring 
unconstitutional  the  ordinance  of 
March  29,  1909,  which  forbade 
the  sale  of  fruits  or  berries  in 
boxes  of  less  capacity  than  one 
quart,  dry  measure.  The  ordi¬ 
nance  imposed  a  fine  of  not  more 
than  $100  on  anybody  violating 
it,  and  if  the  fine  was  not  paid  the 
defendant  could  be  sent  to  jail. 

Under  this  ordinance  the  city 
brought  suit  against  Henry  Ed- 
mun,  a  retail  grocer,  charging  him 
with  selling  peaches  and  berries 
in  boxes  smaller  than  one  quart. 
He  was  tried  before  an  alderman 
and  fined  $5  and  costs.  An  ap¬ 
peal  was  taken,  and  the  court  de¬ 
clared  the  ordinance  to  be  uncon¬ 
stitutional  because  there  did  not 
appear  to  be  any  good  reason  for 
it.  Following  are  extracts  from 
the  court’s  decision  : — 

The  ordinance  in  question  gives 
no  information  as  to  the  purpose 
of  the  municipal  legislature  in  pass¬ 
ing  it.  It  simply  enacts  a  prohi¬ 
bition  against  selling  or  offering  for 


sale  within  the  corporate  limits 
either  fruits  or  berries  in  boxes  of 
less  capacity  than  one  quart,  dry 
measure,  of  the  standard  fixed  by 
the  laws  of  the  Commonwealth  of 
Pennsylvania.  What  good  reason 
can  there  be  for  prohibiting  the 
sale  of  fruits  or  berries  in  boxes 
containing  less  quantities  than  one 
quart,  dry  measure?  The  ordinance 
recognizes  sales  in  boxes  as  proper 
and  usual.  Why  should  the  use 
of  a  box  containing  one  pint,  dry 
measure,  be  prohibited?  No  ben¬ 
efit  to  the  public  is  apparent,  or 
has  been  suggested.  The  vendor  of 
those  commodities  has  the  right  to 
dispose  thereof  in  such  quantities 
as  his  patrons  may  desire,  and  to 
prohibit  him  from  selling  in  boxes 
in  less  quantities  than  one  quart 
is  apparently  an  invasion  of  his  un¬ 
doubted  right.  Persons  desiring 
these  commodities  have  the  right  to 
purchase  in  such  quantities  as  they 
may  desire,  and  there  is  no  appar¬ 
ent  reason  for  the  limitation  of  this 
right.  It  is  important  that  fraud 
and  deception  in  the  sale  of  fruit 
and  berries  should  be  prohibited 
and  punished,  but  the  councils  have 
not,  in  this  instance,  indicated  that 
any  such  purpose  was  intended  by 
the  present  measure.  The  language 
of  the  ordinance  indicates  that  it 
was  intended  to  fix  the  minimum 
quantity  in  which  fruits  and  ber¬ 
ries  should  be  sold  in  boxes.  If 
the  councils  had  ordained  that  fruits 
and  berries  should  be  sold  by  dry 
measure  and  in  containers  having 
marked  thereon  the  quantity  con¬ 
tained  therein,  and  punished  the 
false  marking  of  any  such  container, 
it  would  have  tended  to  prevent  the 
fraud  and  deception  which  is  per¬ 
haps  at  times  practiced  upon  the 
public. 

The  court  therefore  set  the  law 
aside. 

R.  O.  Simpsox. 


Globe  Association  Scheme  is  Being 
Scotched  by  United  States 
Government. 

Alfred  H.  Monroe,  indicted 
president  of  the  Globe  Associa¬ 
tion  of  Chicago,  the  mail-order 
house  whose  methods  were  re¬ 
peatedly  exposed  in  the  “Grocery 
World  and  General  Merchant.”  is 
ieing  tried  on  the  charge  of  using 
the  mails  to  defraud.  He  has 
jeen  indicted  on  two  counts. 
The  prosecution  is  not  based  on 
misrepresentation  of  goods  sold, 
although  misrepresentations  are 
said  to  have  been  many  and  gross. 
The  case  is  based  on  the  testi¬ 
mony  of  complaining  witnesses 
who  had  been  appointed  “agents” 
for  the  company,  and  who  in  the 
complaints  sent  to  the  post-office 
1  authorities  charge  Monroe,  as  the 
head  of  the  Globe  Association, 
with  misrepresentation  and  viola¬ 
tion  of  contract.  According  to 
the  post-office  authorities  the 
names  of  approximately  five  hun¬ 
dred  persons  defrauded  by  this 
company  is  available.  Of  this 
number  eighty  are  complaining 
witnesses  who  contracted  with 
i  the  Globe  Association  to  serve  as 


agents  and  approximately  one 
hundred  and  twenty-five  are  con¬ 
sumers  who  purchased  groceries 
from  the  company.  The  agents 
were  cheated  right  and  left  by  the 
Globe  concern,  not  to  speak  of 
what  it  did  to  consumers. 


First  Case  Against  Charging  for 
Wrappings  Fails. 

Cudahy  &.  Co.,  Prosecuted  in  California 
for  Charging  for  Bacon  Wrappings 
at  the  Bacon  Price,  Discharged  on  the 
Ground  that  No  Fraud  Was  Shown. 
Court  Holds  that  Packers  Can  Legally 
Sell  and  Their  Customers  Can  Legally 
Buy  Goods  that  Way  if  They  Desire. 

Messrs.  Cudahy  &  Co.,  the 
Western  packers  who  were  re¬ 
cently  prosecuted  in  Los  Angeles, 
California,  for  selling  bacon  and 
charging  for  the  wrappings  at  the 
market  price  of  the  bacon,  have 
won  their  case.  The  judge  held 
that  no  intent  to  defraud  had  been 
shown.  Following  is  the  impor¬ 
tant  part  of  the  court’s  decision:' 

The  purpose  of  this  ordinace  is  1 
to  prevent  or  punish  a  class  of  4 
fraud  which  would  ordinarily  pass  J 
unnoticed  by  the  person  upon  ; 
whom  it  was  perpetrated;  or.  if  . 
known,  would  be  so  small  in  each 
particular  case  as  to  go  unpun-  3 
ished ;  and  yet  which,  if  un¬ 
checked,  would  amount  to  a 
source  of  considerable  revenue  to  fl 
those  practicing  the  fraud. 

I  do  not  understand  it  to  bej< 
any  part  of  the  purpose  of  the 
ordinance  to  impose  any  restric¬ 
tion  upon  the  right  of  an  individ¬ 
ual  to  make  such  contracts  as  to.  - 
him  may  seem  proper.  If  such 
were  its  purpose,  I  believe  it 
would  be  void  as  being  beyond 
the  power  of  the  Council  to  pass,  a  j 
\\  rapped  bacon  is  a  staple  arti¬ 
cle.  The  custom  of  wrapping  it 
is  well  known.  The  wrapping 
protects  the  meat  from  dust 
flies  and  other  contamination  and 
ordinarily  is  desirable.  It  is  also 
well  and  generally  known,  that 
when  wrapped  bacon  is  sold,  it 
is  weighed  with  the  wrapper  on. 
Meek  knew  this  and  ordered  the 
wrapped  bacon.  He  knew  that 
the  wrapper  would  be  weighed 
with  the  meat.  The  weight  of 
the  meat  with  the  wrappings  was 
found  by  the  City  Sealer  of 
Weights  and  Measures  to  be  cor¬ 
rect  as  billed  to  the  witness,  Meek. 
Meek  received  what  he  ordered  and 
what  he  expected  to  get.  There  was 
nothing  concealed  from  him  by  the 
seller  to  his  disadvantage;  no  mis¬ 
representation  on  the  part  of  the 
seller. 

The  purpose  of  the  ordinance  is 
not  to  prevent  one  from  selling  or 
another  from  buying  bacon  wrapped 
in  paper  or  cloth  or  both;  but  to 
prevent  one  through  misrepresenta¬ 
tion  or  concealment  taking  advan¬ 
tage  of  another.  The  seller  had  the 
meat  both  wrapped  and  unwrapped. 

It  was  all  the  same  price.  Meek 
ordered  the  wrapped.  It  was  in 
effect  as  though  he  had  said.  "I 
prefer  the  wrapped  meat.  I  am 
willing  to  pay  you  25  cents  per 
pound  for  such  paper  and  cloth  as 
may  be  around  the  meat  for  its  pro¬ 
tection  and  preservation. 

He  had  a  right  to  make  such  a 
contract. 
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Selling;  Talks  With  Clerks 

BY  A  MAN  WHO  HAS  BEEN  ONE 

Conducted  by  W.  E.  Swkbnky,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Stores,  Trenton,  N.  J. 

A  Simple  Thing  Like  Green  Pep= 


ers  shouldn’t  be  thrown  into  a 
ox  and  then  expect  to  make  the 
iglit  kind  of  profit  on  them.  Try 
ning  a  few  carrier  baskets  with 
diite  paper,  grade  your  peppers 
3r  size,  and  then  pack  them 
venly,  wiping  each  one  off.  Put 
oth  a  dozen  and  a  basket  price 
n  them  and  you’ll  be  doing 
omething  worth  while. 

5{J 

Doing  Something  Worth  While  is, 

guratively  speaking,  making  two 
lades  of  grass  grow  where  only 
ne  grew  before.  The  new,  at- 
ractive  way  will  (again  I  speak 
rom  experience)  sell  two  dozen 
eppers  where  only  one  was  sold 
i  the  slovenly  show  up. 

Getting  a  customer  back  to  the 
tore  that  you  or  somebody  else 
ad  a  misunderstanding  with  one 
ay  is  doing  something  worth 
/hile,  and  very  much  worth 
/hile,  too. 

An  employee  bought  a  box  of 
andy  from  his  firm.  He  took  it 
o  a  card  party  where  there  was 
.  bunch  of  girls  and  fellows  that 
mew  good  candy.  “Now  girls,” 
aid  he,  “you  know  I  don’t  talk 


shop  when  I’m  with  you,  but  I’m 
going  to  give  you  a  little  surprise. 
At  our  store  we’re  going  to  run 
this  candy  all  winter  for  39  cents 
a  pound  in  these  boxes  and  it’s 
going  to  be  just  as  fresh  and  just 
as  nice  as  the  box  you’ve 
sampled.”  Of  course  they  all 
said  “hurrah  for  Harry.” 

Knowing  Harry’s  enthusiasm 
and  the  respect  in  which  he  is 
held  by  these  young  people,  it  is 
no  exaggeration  to  say  that  be¬ 
tween  now  and  Christmas  not  less 
than  ^oo  boxes  of  this  candy  will 
be  sold  just  through  those  few 
words.  Don’t  you  call  that  doing 
something  worth  while? 

ijc  ijC  ^ 

Making  Money  on  Apples. — There 
are,  as  you  know,  four  classes  of 
apple  buyers.  The  barrel  class. 
The  basket  class.  The  peck  class 
and  the  dozen  class.  You  should 
arrange  an  apple  window  right 
now  ,with  all  the  classes  included. 
But  you  can  do  wonders  with  the 
last  one.  Shine  them  up  and  pile 
them  up  with  the  red  cheek  out, 
six  for  so  much.  Twelve  for  so 
much.  Fifteen  for  so  much. 
Twentv  for  so  much. 


Pack  them  in  even  size  boxes, 
say  2  feet  long  and  18  inches  wide 
and  about  7  or  8  inches  deep,  and 
be  sure  you  use  a  tv  kite  paper,  not 
a  cheap  wrapping  paper.  Now, 
don’t  say  that’s  a  good  idea  and 
let  it  go  at  that.  Go  ahead  and 
do  it. 

The  encouraging  thing  about 
writing  Straight  Talk  is  the  splen¬ 
did  response  that  comes  to  this 
office  in  the  form  of  letters  of  ap¬ 
preciation.  Thank  you,  boys. 

Yet  you’re  to  be  congratulated. 
The  average  clerk  of  twenty 
years  ago  “couldn’t  be  bothered 
reading  such  stuff!” 

*  *  * 

Tasting  Day. — A  chunk  of  butter 
on  a  plate,  a  piece  of  parchment 
paper  top  of  it.  A  beautiful 
card  top  of  that  again — that’s 
tasting  day.  The  card  tells  it. 
Certainly  have  some  Baronets. 
If  you  only  increase  your  sales  5 
pounds  a  day,  doesn’t  it  pay? 

*  *  * 

The  Raisin  Argument. — So  you're 
asking  2  cents  a  package  more 
than  “So  and  So”  for  raisins. 
You’re  liable  to  hear  that  and 
hear  it  often  if  you’re  handling 
fancy  goods.  Run  your  thumb 
nail  across  the  centre  of  the  pack¬ 
age,  cutting  the  paper,  and  break 
the  thing  in  two.  “Do  you  notice, 
madam,  how  fresh  looking  this 
fruit  is?  Do  you  see  any  culls 
there?  Do  you  observe  any  dirt 
or  twigs  or  Seeds?  The  size  is 
large  and  soft  and  uniform  and 
the  skin,  as  you  see,  is  very  thin. 
Besides,  the  flavor  of  these  raisins 


is  much  better  than  the  cheaper 
ones  and  the  superior  flavor  of 
the  raisins  when  it  comes  to  mak¬ 
ing  important  cake  or  plum  pud¬ 
ding  is  of  great  importance.” 

Never  begrudge  the  time  it 
takes  to  explain  a  thing  properly 
even  though  the  sale  isn’t  made. 
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is  given  little  credence  here  and 
has  in  no  way  affected  the  market. 

Raw  sugar  is  much  easier  this 
week,  holders  having  made  some 
concessions.  Refiners,  while  indif¬ 
ferent  to  the  present  quotations, 
believe  lower  prices  will  prevail  in 
a  few  days. 

Little  new  business  is  being  made 
in  the  refined  sugar  market,  de¬ 
spite  a  cut  of  5  points  by  all  local 
refiners  except  the  Federal.  It  is 
hinted  that  the  reduction  was  not 
expected  to  stimulate  business,  as 
refiners  have  already  sufficient  or¬ 
ders  to  keep  them  busy  for  some 
time.  The  cut,  it  was  said,  is  sim¬ 
ply  the  beginning  of  a  gradual  re¬ 
adjustment  of  prices,  now  that  the 
raw  sugar  is  moving  freer. 

There  is  a  good  demand  for  rice, 
especially  Honduras  and  Japans, 
the  latter  being  quite  scarce.  The 
millers  are  firm  in  their  ideas  and 
are  unwilling  to  take  much  reduc¬ 
tion  in  their  quotations.  Buyers 
who  in  previous  years  have  pur¬ 
chased  the  rough  rice  are  this  year 
taking  the  cleaned,  believing  it  to 
be  the  cheaper  in  the  long  run. 

While  the  demand  for  canned  to¬ 
matoes  is  not  great,  holders  as  a 
rule  are  holding  off  foi  full  prices. 
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SYRUPS — The  market  will  be  no  lower  this  Fall ;  in  fact,  we  are  looking  for 
higher  prices.  Our  Royal  Table  Syrup  is  a  great  favorite,  it  has  real  merit, 
fine  flavor  and  light  color.  Gilt  Edge  Table  Syrup,  a  light  cloudy  S'  rup  and 
an  old  favorite;  Extra  Amber  Syrup,  King  "B”  Syrup,  Quaker  City  Syrup, 
White  Clover  Syrup,  Challenge  Syrup,  Crescent  Syrup,  all  well  known  brands; 
also  we  have  some  fine  high-grade  Sugar  Sjrup,  Fancy  Sugar  loaf,  at  30c  ; 
Fancy  Pure  Sugar  Syrup  at  24c  ;  both  good  sweet  flavors  We  have  several 
marks  of  Choice  Old  Crop  New  Orleans  Molasses.  We  want  \onr  orders. 

NEW  CALIFORNIA  PRUNES— Fancy  Santa  ClaraVallev  stock,  finest  qual¬ 
ity  that  California  can  produce,  can  make  immediate  shipment,  all  in  25-lb. 
boxes,  40-5OS,  per  lb.,  I2*4c;  50-60S,  per  lb.,  Totfc;  60-70S,  per  lb.,  9>^c;  70- 
80s,  per  lb.,  9c  ;  80-90S,  per  lb.,  8>^c;  80-90S,  in  50-lb.  boxes,  per  lb.,  8%c. 


NUTS,  ETC. — There  is  now  a  demand  for  this  line;  “Hallowe’en”  and  the 
long  evenings  are  at  hand.  We  quote  New  Filberts,  per  lb.,  at  12c  ;  New 
California  Almonds,  extra  quality,  per  lb.,  at  20c;  Brazil  or  Cream  Nuts, 
large  and  sound,  per  lb.,  at  16c  ;  New  English  Walnuts,  per  lb.,  at  15c; 
Pecans,  medium  size,  per  lb.,  at  13c;  the  above  quotation  lots  to  suit — }4c 
per  lb.  less  in  original  bags.  Mixed  Nuts,  in  25-lb.  boxes,  per  lb.,  at  15c; 
Pop  Corn,  heavy  sugar  coated,  per  lb.,  at  9c  ;  No.  1  Pop  Corn,  per  lb.,  at 
*  8}4c;  New  Sweet  New  York  Cider,  bbls.,  per  gal.,  15c  ;  yi-bb\.  (28  gals.), 
S4.75;  V-bbl.  (14  gals.),  at  $2.70  ;  Figs,  12  pkgs. ,  per  box,  85c. 

CRANBERRIES— A  fine  lot  of  fancy  Cape  Cod  berries  in  barrels ;  Bunker 
Hill  Brand,  large  bell  shape  berries  (100  quarts)  ;  don’t  miss  this  lot, 
perbbl.,  $8.00. 


We  want  to  keep  in  touch  with  you.  You  should  know  our  policy  is  only  to 
handle  goods  we  can  recommend  and  stand  back  of.  We  aim  to  quote  season¬ 
able  goods,  and  quote  prices  that  should  attract  you. 
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Practical  Questions  of  Store 
Management 

Conducted  by  HENRY  JOHNSON,  Jr. 

This  department  is  conducted  by  a  man  who  has  run  a  successful  retail 
grocery  store  for  years  and  who  has  also  had  mu.-.h  experience  with  larger 
enterprises  which  involved  the  selling  of  merchandise  to  retailers.  He  is 
therefore,  informed  upon  both  sides  of  the  general  questions  of  store 
management  and  will  discuss  those  questions  from  weelc  to  week  The 
central  thought  of  his  articles  will  be  ‘  getting  the  best  service  and  the  most 
money  out  of  a  retail  store.”  Subscribers  are  invited  to  submit  queries  on 
any  and  all  subjects  within  the  scope  of  the  department 

- — - - — _ _  - 

“  Boneheads.” 


A  few  are  willing"  to  make  some 
concessions,  as  they  are  in  imme¬ 
diate  need  of  money.  Standard 
corn  is  dull  and  holders  of  the  last 
Maine  crop  anxious  to  sell,  as  it 
is  claimed  it  shows  the  result  of 
frost  damage.  Fancy  grades  are 
not  too  plentiful,  however,  and  are 
held  for  full  prices.  Peas  are  in 
good  demand,  with  prices  firm. 

Receipts  of  eggs  this  week  are 
considerably  lighter  than  last  and 
prices  are  assuming  an  upward  ten¬ 
dency.  The  best  grades  of  West¬ 
ern  eggs  are  selling  at  31  cents. 
Nearby  eggs  are  scarce  and  good 
grades  go  as  high  as  50  cents. 
Lower  grades  of  eggs,  however, 
are  still  plentiful  and  holders  are 
rather  anxious  to  sell  out  this  un¬ 
desirable  stock.  There  is  some 
movement  of  storage  eggs  at  19 
to  21  cents  for  average  grades. 

The  receipts  of  butter  are  mod¬ 
erate  and  the  market  is  taking  on 
a  strong  feeling.  Advices  from  the 
distributing  points  state  that  sup¬ 
plies  from  now  on  will  become 
lighter.  Specials  are  selling  at  32 
cents,  although  special  brands  go 
somewhat  higher.  Extras  are 
quoted  at  31  cents  and  even  firsts 
and  seconds  are  participating  in 
the  upward  tendency. 

Fred.  A.  McGill. 


Low  Grade  Dates  Very  High — 
High  Grade  Relatively  Cheap. 


Hallowee  Dates,  Which  are  Poorer 
than  Fards,  Bringing  More  than  Twice 
Former  Prices  on  Account  of  Short 
and  Late  Crop.  Fards  Not  Materially 
Above  Normal. 


Something  or  other  has  made 
the  price  of  dates  exceedi  ngly 
high  this  year,  meaning  particu¬ 
larly  Persian  dates,  notably  Hal- 
lowees,  which  are  of  a  lower  grade 
than  Fards.  Some  authorities  say 
the  cause  is  the  Italian-Turkish 
war,  while  other  say  it  is  the  short 
and  late  crop. 

•Hallowee  dates  are  selling;  at 
wholesale  to-day  for  around 
cents  in  boxes.  They  have  sold 
as  low  as  3  cents,  when  conditions 
were  not  considered  very  abnor¬ 
mal. 

hard  dates,  however*  which  are 
the  best  grade  and  come  from  an¬ 
other  district,  are  relatively 
cheap,  though  slightly  above  last 
year’s  price.  The  jobbing  price 
of  fancy  Fards  is  8)4  cents,  which 
makes  them  a  much  better  propo¬ 
sition  than  the  Persians. 


We  are  sometimes  inclined  to 
think  that  grocers  and  general 
storekeepers  have  a  monopoly  on 
inefficiency  and  indifference ;  but 
believe  me,  there  is  nothing  to  it. 
Everybody,  from  the  biggest  to 
the  smallest  merchant,  in  every 
line,  has  this  trouble  to  contend 
with.  One  great  difference  be¬ 
tween  the  successful  and  the  un¬ 
successful  merchant  is,  that  the 
successful  one  gets  over  or 
around  this  trouble  and  the 
other  allows  that  trouble  to  "get 
him.” 

*  *  * 

I  was  in  Philadelphia  a  few 
weeks  ago  and  saw  a  very  attrac¬ 
tive  advertising  novelty  in  the 
window  of  a  wine  merchant. 
Many  people  stopped  to  look  and 
I,  having  “all  the  time  there  was,” 
did  the  same.  Then  I  went  in  to 
ask  what  the  tangible  results  had 
been.  I  met  one  of  the  partners 
and  he  was  enthusiastic,  saying 
they  had  realized  wonderful  re¬ 
sults  ;  that  the  cost  of  the  device 
had  come  back  to  them  steadily 
since  the  day  it  was  installed ; 
that  what  I  saw,  however,  was 
“nothing” — I  should  have  seen  it 
during  the  first  three  or  four 
weeks,  etc.  This,  you  will  notice, 
was  a  partner  in  the  business. 

Going  further  into  the  heart  of 
the  business  district  I  saw  the 
same  device  in  the  window  of  a 
big  drug  store  and  people  block¬ 
ing  the  sidewalk ;  and  1  passed  on. 
But  only  a  few  days  ago  I  was 
there  again  and  this  time  I 
thought  I  would  ask  about  the 
druggist’s  results,  the  device  now 
laving  been  removed.  I  saw  a 
rather  bright  looking  chap  behind 
a  showcase  and  asked  him 
whether  that  thing  had  helped ; 
and,  will  you  believe  it.  he  did  not 
enow  to  what  I  referred !  I  tried 


to  tell  him  about  it,  but  he  was 
utterly,  hopelessly  indifferent. 
He  told  me,  not  quite  without 
civility,  that  I  “would  have  to  see 
the  manager,”  who  was  not  then 
in.  I  thought  this  man  was 
surely  “dumb,  as  the  Germans 
say,  and  hunted  up  a  prescrip¬ 
tion  clerk.  But  he  also  stared  at 
me  vacantly — knew  nothing,  ab¬ 
solutely  ;  and,  when  I  expressed 
my  astonishment,  he  explained 
somewhat  apologetically  that  he 
"was  only  in  the  prescription  de¬ 
partment  and  knew  nothing  of 
what  went  on  in  the  store.”  He 
also,  by  the  way,  told  me  that  the 
man  1  “would  have  to  see”  was 
the  manager,  who  would  be  in 
after  six  o’clock.  It  was  now  a 
sort  of  fixed  idea  with  me  that  I 
would  find  out  whether  there  was 
one  man  in  that  store  who  had 
any  power  of  observation,  if  noth¬ 
ing  more;  so  I  went  to  the  foun¬ 
tain  man.  I  reasoned  that  he  was 
stationed  right  out  in  front  and 
surely  would  have  some  little  idea 
of  what  had  happened.  But  he, 
too,  knew  nothing  and  told  me  I 
would  have  to  see  the  manager.” 

1  saw  a  man  at  a  desk  checking 
bills  and  evidently  having  some 
authority  since  there  was  a  set 
of  push  buttons  at  his  hand.  I 
told  him  I  had  gone  over  the  en¬ 
tire  store  to  ascertain  something: 
which  I  had  imagined  I  should  be 
able  to  learn  from  the  first  man  or 
boy  I  asked — and  I  told  him  what 
1  wanted  to  know.  He  knew 
nothing — did  not  remember  the 
device — told  me  I  “would  have  to 
see  the  manager.” 

Could  you  beat  it?  Well,  it 
was  five  o'clock  and  1  had  to  leave 
at  seven,  but  I  was  determined 
that  I  would  find  out  if  there  was 
one  man  in  that  big  store  who 
really  knew  what  was  going  on 
in  it ;  so  I  went  back  after  six  and 
"saw  the  manager.”  He  remem¬ 


bered  the  device — and  my  heart 
began  to  warm  to  him  as  oi\e  who 
knew  things  himself,  but  “had  his 
troubles”  with  his  help.  But  I 
got  over  that  feeling  quickly 
when  he  told  me  he  did  not  know 
what  the  results  had  been  and  I 

would  have  to"  see  the  people 
whose  goods  had  been  on  demon¬ 
stration  in  that  device. 

So  here  you  have  the  whole 
force,  from  the  top  to  the  bottom, 
unobserving,  indifferent,  careless 
about  what  is  being  accomplished 
right  under  their  noses  in  the 
business  in  which  they  are  paid 
to  “take  an  interest.”  If  stores 
can  be  run  on  such  a  basis  in  the 
biggest  markets,  with  the  high¬ 
est  rents  and  best  scale  of  wages, 1 
of  what  have  we  to  complain  in 
our  little  -tores,  where  everything 
is  under  our  own  immediate 
supervision?  Let  us  cheer  upj 
gentlemen :  it  might  be  much 
worse. 

*  *  * 

But  now  a  word  to  the  “Man 
Behind  the  Counter."  Please,  on 
your  hope  of  advancement  and 
betterment,  and  also  for  the  sake 
of  others,  never  tell  anybody 
that  he  will  “have  to”  see  any¬ 
body  or  go  anywhere.  If  it  is  a 
possible  customer,  remember  that 
he  does  not  "have  to”  do  any¬ 
thing  about  it:  that  you  have  to 
do  it  altogether — or  he  will  likely 
find  somebody  else  who  stands 
ready  to  serve  him  fully.  And,  as . 
everybody  is  a  potential  cus-  * 
tomer,  drop  that  form  of  expres¬ 
sion.  You  can  give  even  a  travel¬ 
ing  man — to  whom,  of  course, 
you  need  extend  no  kindly  con¬ 
sideration  whatever — proper  di¬ 
rections  in  a  more  fortunate 
formula. 

When  a  civil  question  is  put 
to  you  and  you  do  not  know  the 
answer,  take  an  evident,  intelli¬ 
gent  interest  in  getting  the  infor¬ 
mation  ;  and,  if  you  cannot  get  it, 
apologize,  and  suggest  primarily 
what  you  can  do  and  will  gladly  ^ 
do  to  get  it.  and  secondarily,  how 
tiie  questioner  may  otherwise  get 
what  he  is  looking  for. 

See? 


North  Carolina  is  shipping 
quite  a  volume  of  string  beans 
North,  3.000  baskets  arriving  in 
Philadelphia  in  one  day.  The 
range  is  50  to  75  cents  per  basket 
containing  il/2  truck  baskets.  A 
few  Jersey  beans  are  in  market 
vet  and  a  few  from  Virginia. 
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Canned  Soup  Display. 

Run  a  special  on  soup.  This  is  a  neat  one  and  won’t  require 
ich  time  to  arrange.  Cool  weather  makes  everybody  enjoy  some- 
ng  hot  for  the  table  and  this  dish  is  always  acceptable.  To  arrange, 
yer  the  bottom  of  the  window  with  any  shade  of  crepe  paper  or 


leese  cloth  that  will  contrast  with  the  labels  on  the  cans  offered  for 
le.  In  front,  in  the  centre,  spread  a  white  cloth  on  which  place  a 
up  tureen,  a  soup  plate,  a  silver  spoon  and  a  bowl  of  crackers.  Place 
ns  in  pyramids  of  threes  at  each  side  and  from  the  napkin  across 
wards  the  rear  corners  place  pyramids  of  three  cans  on  tomato  cans 
>vered  with  the  same  shade  of  paper  as  used  in  the  bottom  of  the 
indow.  First  use  one  can,  then  two,  and  so  on.  At  the  rear  make  a 
ng  platform  by  covering  a  couple  of  boxes  with  the  crepe  paper.  To 
ake  the  larger  cans,  get  the  lids  of  peach  baskets  or  small  cheese 
)xes  for  the  top  and  bottom  of  the  cans  and  nail  a  few  strips  of  wood 
:tween  the  ends  to  give  them  the  proper  height.  Cover  them  with 
epe  paper  as  near  to  the  label  on  the  small  cans  as  possible.  Letter 
ich  can  like  in  illustration.  Suspend  a  sign  card  in  the  rear  stating 
•ice  and  number  of  cans  given  and  the  window  is  complete. 


Housecleaning  Display. 

Cool  weather  and  the  flies  gone  make  the  busy  housewife’s 
thoughts  turn  to  housecleaning.  The  grocer  who  handles  these  articles 
will  find  this  a  neat  display,  if  arranged  like  the  illustration.  Of  course, 
it  all  depends  on  the  size  of  the  window.  This  arrangement  can  be 
carried  out  in  a  small  window  just  as  well  by  using  only  one  half  or 
one  third  the  number  of  articles.  To  arrange,  first  cover  the  bottom 
of  the  window  with  a  dark  crepe  paper;  almost  any  shade  will  do.  In 
the  centre,  in  front,  build  a  semicircle  of  soap,  white  and  yellow  and 
back  of  it  place  a  can  of  lye  and  a  bottle  of  ammonia  alternately.  Fill 
the  space  with  washing  soda.  At  each  side  of  this  display  stove  and 
metal  polish.  In  the  centre  of  the  window  place  a  circle  of  brooms 
and  on  the  top  fasten  a  duster,  two  dust  brushes  and  whisks,  like  in 
i  cut.  At  each  side  place  a  few  carpet  beaters,  with  a  semicircle  of  scrub 
brushes  in  front.  Along  the  sides  place  different  kinds  of  washing 
powders  in  packages.  Across  each  corner  in  the  rear  build  pyramids 


of  buckets.  Stretch  a  rope  or  clothes  line  in  the  rear  from  which 
suspend  a  piece  of  white  muslin  or  white  table  oilcloth,  with  lettering 
in  black.  Back  of  this,  for  a  background,  stands  rolls  of  floor  oilcloth 
and  linoleum. 


Growth  of  Paper  Bag  Cookery 
Abroad. 

Certain  American  paper  bag 
ealers  have  been  attempting 
:cently  to  boom  the  paper  bag 
usiness  by  exploiting  paper  bag 
ookery,  that  is  cooking  in  paper 
ags  instead  of  ordinary  cooking 
tensils,  which  has  attained  quite 
vogue.  It  seems  to  be  quite  a 
preading  idea.  Paper  bag  cook¬ 


ery  has  lately  become  an  im¬ 
portant  innovation  in  New  Zeal¬ 
and  households,  and  large  quan¬ 
tities  of  specially  made  grease¬ 
proof  paper  bags  have  recently 
been  sent  from  London  *for  this 
purpose  and  are  meeting  with  a 
ready  sale.  Some  paper  is  also 
imported  and  the  bags  made 
there.  In  the  latter  case  the 


paper  is  put  up  in  rolls  contain¬ 
ing  sufficient  sheets  to  make  5° 
to  200  bags,  according  to  size,  the 
price  being  2  shillings  (48  cents) 
per  roll.  Small  packets  of  the 
bags,  already  made,  sell  for  1 
shilling  (24  cents)  per  packet  in 
assorted  sizes.  The  paper  bag 
system  of  cookery  is  being  en¬ 
couraged  and  advertised  to  a 


great  extent  by  dealers  in  oil 
stoves  and  gas  stoves,  who  have 
been  giving  many  public  demon¬ 
strations  of  paper  bag  cookery  in 
their  stoves.  The  new  system  has 
become  very  popular  in  Australia 
as  well  as  in  New  Zealand,  and 
the  newspapers  are  giving  a  great 
deal  o,f  attention  to  receipts  for 
cooking  in  paper  bags. 
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pay  for  ramalllnf  tha  ram  a.  Tha  prlca  ot  aack  Inaactlaa  la  two  oaats  par  word  la  advance. 


HELP  WANTED. 


WANTED. — Man  of  experience  and  ability 
desires  responsible  position  in  a  good  whole¬ 
sale  or  retail  grocery  house.  Ai  reference 
and  bond  if  required.  H.  O.,  “Grocery 
World  and  General  Merchant, ”  927  Arch 
St.,  Philadelphia,  Pa.  20 


WA  NTED. — Manufacturers  of  food  products 
desiring  to  introduce  their  goods  in  the 
Philadelphia  market  are  requested  to  confer 
with  “Broker,”  “Grocery  World  and  Gen¬ 
eral  Merchant,”  927  Arch  St  ,  Philadelphia, 
Pa.  t! 


WANTED. — Salesmen  calling  on  the  tea 
and  coffee  trade  to  sell  Saylor  Automatic 
Coffee  Cabinet  as  a  side  line.  Big  commis- 
sion.  Saylor  Mfg.  Co.,  Rochester,  Minn.  19 


WANTED.— Sales  agents  to  handle  com¬ 
plete  line  of  automatic  computing  scales 
self-measuring  gasoline  and  oil  tanks  anc 
cheese  cutters.  Exclusive  territory.  Good 


opportunity  for  high  grade  men.  L 
Nobllt,  1220  Filbert  St.,  Philadelphia, 


Lacy  & 


Pa.  tf 


FOR  SALE. 


FOR  SALE. — Stock  and  fixtures  of  grocery, 
provision,  cigar  and  confectionery  store, 
doing  a  good  business.  Will  sell  to  a  quick 
buyer  for  $950.  Eleven  rooms,  all  conven 
iences,  rent  $25  per  month.  4065  Haverford 
Ave.,  West  Philadelphia. 


FOR  SALE.— Closing  out  sale.  Rotary 
Neostyle  for  duplicating  circulars,  $10; 
National  Cash  Register,  total  adder,  $35 ; 
McCaskey  Register,  roll  top,  140  accounts, 
$45  ;  three  glass  show  cases  ;  cheese  safe  ; 
oil  and  gasoline  tanks,  80  to  160  gallons 
each ;  molasses  measuring  spigots ;  four 
pair  scales;  large  lot  scoops,  many  sizes; 
large  meat  block,  saws,  cleavers,  etc. ;  one- 
horse  freight  wagon.  Many  articles  not 
enumerated.  I  am  out  of  business  and  all 
must  be  sold.  Frank  Garrigues,  Moores 
town,  N.  J.  ig 


FOR  SALE. — A  fine  grocery  store  in  select 
suburb  of  Philadelphia,  doing  business  of 
about  $50,000  a  year,  at  excellent  profits. 
Almost  a  complete  monopoly  of  the  trade. 
H.  B.  2,  “  Grocery  World  and  General  Mer¬ 
chant,  927  Arch  St.,  Philadelphia,  Pa.  19 


FOR  SALE. — Good  country  store  and 
dwelling  combined.  Buildings  all  new  and 
recently  painted.  Eighty  acres  land,  one- 
half  clear,  balance  good  thrifty  timber. 
New  bank  barn  and  wagon  shed  combined. 
All  necessary  outbuildiogs.  Running  water, 
never  failing.  $5,000  stock,  which  can  be 
reduced.  This  property  can  be  bought  for 
$3,200  and  stock  at  five  per  cent,  below  cost. 
Wi  1  take  mortgage  for  the  half  at  four  per 
cent,  interest.  This  is  an  extraordinary 
bargain.  Anyone  contemplating  the  pur¬ 
chase  of  a  good  country  store  would  do  well 
to  investigate  this.  W.  H.  Clotfelter,  Rich¬ 
field,  Pa.  I9 


FOR  SALE. — Good  corner  grocery  store. 
Would  do  well  with  fresh  meats.  Will  sell 
stock  and  fixtures  for  $500.  Dwelling  con¬ 
tains  six  rooms  and  all  conveniences.  Cor 
Millick  and  Race  Sts.,  bet.  60th  and  61st  Sts  ' 
West  Philadelphia.  2 


FOR  SALE. — Meat  and  provision  store  in 
West  Philadelphia,  with  a  two-story  corner 
property,  seven  rooms,  all  conveniences. 
Doing  about  $r,6cocash  business  monthly. 
Established  about  nine  yea  s.  Weekly  pro¬ 
fits  from  $30  to  $  ;5  clear.  Experience  not 
necessary  as  c'erks  wjll  stay  with  purchaser 
if  so  desired.  Price  for  property,  stock, 
fixtures,  horse  and  wagon  and  good  will 
$6,000,  cash  required  $1,500,  balance  can 
remain  on  mortgage.  Also  the  entire  con¬ 
tents  of  household  furniture  to  be  sold  with¬ 
out  reserve.  Owner  leaving  city.  H.J  Q 
“  Grocery  World  and  General  Merchant,”’ 
927  Arch  Street,  Philadelphia,  Pa.  19 


good  store  for  fresh  meats.  Will  sell  to  a 
quick  buyer  for  $600.  Dwelling  has  eight 
rooms  and  all  conveniences.  Will  sell 
property  at  a  very  low  figure,  $5,000. 
Darby,  Pa.  G.  W.,  "Grocery  World  and 
General  Merchant,”  927  Arch  St.,  Philadel 
phia,  Pa.  25 


FOR  SALE.— Grocery,  meat,  hardware  and 
express  business  in  the  best  suburb  of 
Washington,  D.  C.  Doing  between  $3,500 
and  $4,000  monthly.  Good  clean  stock. 
Growing  neighborhood.  Excellent  chance 
for  settled  man.  Good  lease.  Selling  on 
account  of  other  business.  Price  $5,5co. 
Follmer,  5610  Connecticut  Avenue,  Wash 
ington,  D.  C.  19 


FOR  SALE. — An  old  established  corner, 
doing  a  good  business  in  groceries,  provi¬ 
sions,  milk,  cigars  and  candies.  Would  be 
a  good  stand  for  fresh  meats.  Will  sell  for 
the  low  figure  of  $600.  Rent,  $  7  a  month, 
six  rooms.  637  N.  Fifty-third  St.,  Philadel 
phia,  Pa.  22 


FOR  SALE. — Old  stand  of  grocery  and 
delicatessen  store.  Will  sell  to  a  quick 
buyer  for  $2,750.  Fine  stock.  Will  sell 
property  at  a  very  low  figure,  $7,500— seven 
rooms  and  bath  and  all  conveniences,  on 
Fifty-second  St.  south  of  Spruce  St.,  West 
Philadelphia.  K  C.,  “  Grocery  World  and 
General  Merchant,”  927  Arch  St.,  Philadel¬ 
phia,  Pa.  I9 


FOR  SALE  — An  old  established  grocery, 
meat  and  provision  store  In  busy  part  of 
West  Philadelphia,  near  Fifty-second  St., 
doing  fine  business.  Low  rent.  Will  sell 
to  a  quick  buyer  for  the  low  figure  of  $750. 
F.  C2.,  “  Grocery  World  and  General  Mer¬ 
chant,”  927  Arch  St.,  Philadelphia,  Pa.  19 


FOR  SALE. — An  old  corner  grocery  and 
provisions.  Would  do  well  with  fresh  meats. 
Will  sell  stock  and  fixtures  to  a  quick  buyer 
for  $1,150.  Dwelling  contains  ten  rooms 
and  all  conveniences.  Corner  Tenth  and 
Dauphin  Sts.,  Philadelphia.  1 


FOR  SALE. — Six  gross  of  “Elite”  brand 
of  noiseless  tip  matches,  500’s,  in  good  con¬ 
dition.  First  check  of  $15  buys  them. 
H.  E.  Godschalk,  Lancaster,  Pa.  18 


BUSINESS  OPPORTUNITIES. 


0000000000000000000000000 


DO  YOU  WANT  TO  SELL 
YOUR  BUSINESS? 


o  We  find  buyers  for  grocery  and 
o  general  store  businesses  —  nothing 
o  else.  We  are  specialists  In  that  and 
o  we  know  what  we  are  about, 
o  .  In  the  term  “grocery  stores”  we 
o  include  butter  and  egg  stores,  tea 
o  and  coffee  stores,  green  groceries  and  o 

o 


o  anything  else  in  the  same  line, 
o  If  you  want  to  sell  your  business, 
o  we  have  a  customer.  If  you  want  to 
o  buy  one,  we  know  where  something 
o  is  that  we’re  sure  will  suit  you. 
o  Write,  call  or  telephone.  o 

o  WARNER  &  CO., 

o  927  Arch  Street,  Philadelphia,  Pa. 
o  Phones  :  Bell,  Filbert  3286. 

o  Keystone,  Race  746. 

o 

0000000000000000000000000 


GROCERY,  MEAT  AND  PROVISION 
STORES. 


EVERY  ONE  A  GOOD  CHANCE. 


FOR  SALE. — Stock  and  fixtures  of  grocery, 
provision,  candy  and  cigar  store,  also  school 
supplies.  Would  make  a  good  corner  for 
fresh  meats.  Will  sell  to  a  quick  buyer  for 
$975.  Dwelling  contains  eight  rooms,  rent 
$20  per  month.  Corner  Sixty- second  and 
Delancey  Sts.,  West  Philadelphia.  1 


FOR  SALE. — An  old  established  corner 
grocery,  meat  and  provisions.  To  make  a 
quick  sale  will  accept  $875.  Rent  $25  per 
month.  Corner  Fifty-fourth  and  Lancaster 
Ave.,  West  Philadelphia.  j 


FOR  SALE  — An  old  established  corner, 
doing  a  good  business  in  fresh  meats,  gro¬ 
ceries  and  provisions.  Will  accept  the  low 
figure  of  $2,850  from  a  quick  buyer.  Will 
sell  the  house  for  $9,000.  A  bargain.  Twelve 
rooms  and  all  conveniences.  Tasker  St. 
West  ol  Broad.  W.  C.,  “Grocery  World 
and  General  Merchant,”  927  Arch  St.. 
Philadelphia,  Pa.  I9 


FOR  SALE.— Fine  set  of  Troemner’s  half 
chest  tea  bins,  also  coffee  bins  to  hold  about 
100  lbs.  Same  in  first-class  condition.  Value 
new,  $io  each.  Also  electric  coffee  mill 
H.  F.  Heacock,  51  N.  Second  St.,  Philadel¬ 
phia,  Pa.  tf 


FOR  SALE.  Stock  and  fixtures  of  a  good 
paying  corner  grocery  and  provision  store. 
Will  sell  to  a  quick  buyer  for  $1,200. 
Property  can  be  bought  for  $5,200,  eight 
rooms  and  all  conveniences.  4000  North 
Fairhill  Street,  Philadelphia,  Pa.  26 


FOR  SALE. — Stock  and  fixtures  of  grocery 
provision,  cigars  and  candies.  Will  make  a 


FOR  SALE. — An  old  establish!  d  grocery 
and  provision  stand,  doing  a  good  business. 
Will  sell  to  a  quick  buyer  for  the  low  figure 
of  $1,250.  Property  can  be  bought  at  a  low 
figure.  West  Philadelphia.  A.  M.,  “  Gro¬ 
cery  World  and  General  Merchant, ”927  Arch 
St.,  Philadelphia,  Pa.  20 


FOR  SALE. — Well  paying  grocery,  meat 
and  provision  store.  Good  neighborhood. 
Will  sell  to  a  quick  buyer  for  $1,250.  Wili 
sacrifice  property  containing  six  rooms  and 
bath  for  $6, 500.  Near  Sixtieth  and  Spruce  Sts. 
S.  N.,  “Grocery  World  and  General  Mer¬ 
chant,”  927  Arch  St.,  Philadelphia,  Pa.  22 


FOR  SALE. — One  second-hand  Gurney 
hot  water  boiler,  750  ft.  capacity.  $30  f.o.b. 
Lancaster.  F .  A.  Long,  Lancaster,  Pa. 


No.  602.— We  have  to  offer  the  best  gro¬ 
cery  in  large  town  in  Northumberland 
County,  doing  $35,000  yearly,  practically 
a  cash  business.  On  account  of  execu‘.or3 
desiring  to  settle  the  estate,  this  business 
can  be  bought  at  an  inventory  price,  about 
$3,500  required.  Can  either  be  paid  for  in 
cash  or  partly  cash  and  good  security. 

No.  603  —Meat  business,  doing  $300 
week,  all  cash.  Can  be  purchased  at 
inventory  price.  This  business  is  located 
in  a  good  business  section  of  Germantown 
Ave.,  Philadelphia,  has  very  little  competi 
tion  and  rent  and  fixed  charges  very  low. 
About  $45°  required.  Owner’s  reason  for 
selling  is  on  account  of  ill  health. 

No.  604. — Grocery  and  produce  business 
in  thriving  town  about  ten  miles  from  Phila¬ 
delphia.  Doing  $15,000  yearly,  but  can 
easily  be  increased  by  proper  party  taking 
hold.  Business  has  been  established  for 
twenty  years  and  commands  a  trade  in 
which  there  is  a  good  profit.  W'ill  take 
about  $r,ooo  to  buy  entire  proposition 
Worth  Investigation. 

No.  606  — In  West  Philadelphia,  delica¬ 
tessen  and  grocery  business,  doing  $200 
weekly,  all  cash,  of  which  there  is  eighteen 
per  cent,  net  profit  above  all  expenses. 
Carries  a  stock  of  about  $900,  which  can 
readily  be  reduced.  Rent  and  other 
expenses  low.  Ill  health  causes  selling 
About  $1,500  required. 

No.  616  —Grocery  and  meat  business  in 
Tioga,  Philadelphia,  doing  $200  a  week, 
mostly  cash.  On  account  of  owner  desiring 
to  move  in  another  section  of  the  city,  will 
sacrifice  business.  About  $1,000  will  buy. 

No.  622— In  Monroe  Co.,  Pa.,  general 
store  doing  over  $40,000  yearly,  all  cash,  on 
which  there  was  a  net  profit  of  $3,600  last 
year  and  business  is  growing  each  year. 
Expense  of  conducting  very  low.  Rent 
only  $50  monthly  and  on  account  of  being  a 
summer  resort  the  bulk  of  business  is  done 
with  low  expense  for  help.  About  $11  ojo 
will  be  required  to  buy  stock  and  fixtures 
but  this  can  be  reduced  a  great  deal.  Busl 
ness  is  open  to  investigation.  Full  informa 
tion  will  be  given  on  request. 

No.  623. — General  merchandise  busines. 
in  Warren  Co.,  N.  J.,  doing  over  $17,000 
yearly,  all  cash.  Can  easily  be  increased 
Expenses  very  low.  Rent,  $35  monthly. 
Clerks,  $15  weekly.  Business  has  been 
established  thirty  years.  Always  a  money 
maker.  Write  for  information. 

No.  630.— Grocery  and  meat  store  in  small 
town  In  Burlington  Co.,  N.  J.,  doing  $250 
weekly,  mostly  cash.  A  most  desirable 
location.  Exclusive  trade,  which  can  be 
increased.  Owner  desires  to  sell  on  account 
of  Government  position.  About  $900  will 
buy. 

No.  633.— In  New  Jersey  town  about 
twenty  miles  from  Camden,  general  store 
doing  an  average  of  $20,000  for  the  last  five 
years,  and  on  the  increase,  of  which  75  per 
cent,  is  cash,  balance  good  credit.  Business 
now  netting  10  per  cent,  profit  above  all 
expenses.  Carries  about  $5,000  stock,  which 
can  be  reduced  to  about  $3,000.  Business 
will  be  sold  at  inventory.  Full  information 
given  on  request. 

No.  634  — Grocery  and  meat  business  in 
West  Philadelphia  doing  over  $400  weekly 
business,  mostly  cash.  Business  has  been 
increased  each  year  for  the  last  four  years 
and  still  increasing.  Expenses  low.  This 
business  shows  a  net  profit  of  8  per  cent. 
Anyone  desiring  the  business  can  go  in  and 
investigate  before  buying,  as  it  will  stand 


any  test  the  business  is  put  to.  About  $  1 ,600 
will  buy. 

No.  635. — Fine  established  general  store 
in  Lancaster  Co.,  doing  a  yearly  business 
of  $20,°c°,  netting  a  clear  profit  of  $2,000 
which  can  be  shown  to  any  buyer.  Expenses 
low  and  old  established  business  command¬ 
ing  the  best  trade  of  a  town  of  3,000  in 
centre  of  rich  farming  district.  Abou 
$7,000  to  $8,000  required. 

No.  637.— Lancaster  Co.  general  store 
with  small  stock,  doing  nearly  $30 « 
yearly,  90  per  cent.  cash.  Stock  is  in  go' 
clean  condition  and  the  business  is  in  si 
good  shape  that  purchaser  can  step  int 
money  maker  from  the  day  he  takes  h 
of  business.  Expenses  low.  About  $s  1 
will  buy. 

No.  638.— General  store  located 
miles  from  Trenton,  N.  J.,  in  prosperc 
town  of  1,000,  catering  to  large  farti  ~ 
district.  Does  a  business  of  $22,000  yea 
of  which  75  per  cent,  is  cash,  on  which 
is  a  big  margin  of  profit.  Carries  stc 
about  $6,000.  Business  will  be  sold  at 
inventory  price,  Investigate. 

No.  639.— General  store  on  the  outs! 
of  Philadelphia,  doing  a  large,  profit 
business.  Plenty  of  new  business  to 
secured  by  new  owner.  Building  operati 
under  way.  Owner  wishes  to  go  South 
only  reason  for  selling.  $1,200  will  buy. 

No.  640. — Grocery  and  meat  business  ji 
started,  having  one  of  the  best  store  roo 
in  the  city,  in  a  locality  that  will  patro  " 
good,  first-class  store.  This  place  mi 
seen  to  understand  the  bargain.  Owner 
sick,  reason  for  selling. 

In  all  of  these  the  cause  of  selling 
good  and  the  fullest  investigation  cour  1 
Every  one  paying. 

WARNER  &  CO., 

927  Arch  Street  Philadelphia, 
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These  Teas  are  becoming 
more  popular  every  day. 

Our  prices  are  always  correct” 
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TELL  YOUR  CUSTOMERS  THAT 


RAE’S 

Lucca  Olive  Oil 


Is  the  product  of  perfecUy  sound,  ripe, 
freshly  picked,  freshly  crushed  and 
pressed  olives,  grown  in  Tuscany,  Italy, 
the  one  place  in  the  world  where  the 
olive  reaches  perfection.  You  wall  not 
only  please  them  but  you  will  build  up 
a  splendid  trade  on  Lucca  Oil  at  a  good 
profit.  Prices  in  Prices  Current. 


H.  Kellogg  &  Sons 

Philadelphia 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


Southern  Wholesale  Grocers’  Associa- 
tion’s  Comment  on  Government 
Decree  Destroying  It 

Takes  the  Decree  Apart  and  Professes  Indifference  to  Various 
Prohibitions.  Says  It  Isn’t  Doing  Things  Government  Com¬ 
plained  of,  But  Neglects  to  Say  Whether  It  Formerly  Die 
Them  or  Not.  Fact  Established  That  Association  Was 
Formerly  Guilty  in  Every  Respect. 


Touching  the  decree  entered  a 
few  days  ago  in  the  suit  of  the 
United  States  Government 
against  the  Southern  Wholesale 
Grocers’  Association,  which  was 
reproduced  and  commented  upon 
in  a  recent  issue,  the  president  of 
the  association,  J.  H.  McLaurin, 
has  issued  a  statement  discussing 
the  various  phases  of  the  decree. 
The  effect  of  the  court’s  ruling,  as 
stated  at  the  time,  is  to  make  it 
impossible  for  the  association  to 
legally  do  a  single  one  of  the 
things  which  it  got  into  trouble 
for  doing  throughout  the  South. 

President  McLaurin’s  state¬ 
ment  is  as  follows  : — 

Our  association  is  in  no  wise 
handicapped  in  its  activities  or 
limited  in  its  possible  accomplish¬ 
ments  bv  reason  of  our  voluntarily 
consenting  to  an  order  of  the  Gov¬ 
ernment  that  we  are  not  to  do  cer¬ 
tain  acts.  *  *  *  We  have  for 

some  months  been  willing  to  con¬ 
sent  with  the  Department  of  Jus¬ 
tice  to  an  adjustment  of  this  na¬ 
ture  when  they  should,  at  the  same 
time,  express  a  willingness  to  con¬ 
sent  to  a  formal  recognition  by 
the  court  of  the  legality  of  our  or¬ 
ganization,  at  the  same  time  ex¬ 
pressing  our  right  to  “maintain” 
and  operate  the  association.  You 
will  now  observe  that  the  Depart¬ 
ment  of  Justice  has  finally  con¬ 
sented  to  having  the  court  estab¬ 
lish  our  legal  status,  and  with  that 
conclusion  on  their  part  reached 
the  Southern  Wholesale  Grocers’ 
Association  occupies  a  stronger 
and  more  desirable  position  to-day 
in  the  commercial  world  than  was 
the  case  before  the  Government 
commenced  its  action.  To-day  the 
fact  that  we  are  a  legal  organiza¬ 
tion  is  a  matter  not  of  “theory” 
or  “opinion,”  but  a  fact — in  itself 
confirmed  by  the  United  States 
Government. 

Following  are  chief  points  of  the 
decree : — 

Section  I. 

1.  We  must  not  prevent  manufac¬ 
turers  shipping  to  any  person  not 
a  “member”  of  the  association. 

This  means  nothing  to  us,  as 
we  are  not  engaged  in  such 
practices. 

2.  We  must  not  “prevent”  man¬ 
ufacturers  from  shipping  to  any 
person  whose  name  does  not  ap¬ 
pear  in  the  directory  published  by 
the  association. 

We  are  not  engaged  in  such 
practice.  Another  “prohibi¬ 
tion”  easily  consented  to. 

3.  We  must  not  publish  a  direc¬ 
tory  which  contains  only  the  names 
of  wholesale  grocers  who  have 
“agreed  to  work  in  harmony  with 


the  association”  (that  is,  who  are 
members). 

We  have  never  done  it,  are 
not  doing  it  and  will  never 
want  to  do  it.  Our  directory, 
which  we  will  continue  to  pub¬ 
lish,  contains,  as  it  has  always 
done,  the  names  of  every 
wholesale  grocer  doing  busi¬ 
ness  in  the  South,  and  is  just 
as  accurate  as  we  can  possibly 
make  it.  A  “prohibition”  that 
merely  leaves  us  where  it 
found  us — nothing  more. 

4.  We  must  not  publish  a  list 
of  manufacturers  who  have  agreed 
to  sell  only  members  of  the  asso¬ 
ciation,  or  names  published  in  our 
directory. 

This  organization  engages  in 
no  such  practice.  I  repeat: 
This  organization  does  not 
presume  to  dictate  to  or  at¬ 
tempt  to  determine  for  any 
manufacturer  what  his  distrib¬ 
uting  policy  may  be. 

Section  II. 

1.  We  must  not  “agree”  together, 
or  with  others,  to  fix  prices  at 
which  any  commodity  shall  be  sold. 

This  “prohibition”  suggests 
an  act  never  at  any  time  en¬ 
gaged  in  by  this  organization. 
Manufacturers  determine  for 
themselves  a  selling  price  for 
their  products. 

2.  We  must  not  coerce  manu¬ 
facturers  to  fix  a  limited  selling 
price  on  their  goods,  or  to  have 
such  “fixed”  prices  printed  on 
cards  and  distributed. 

This  is  practically  a  repeti¬ 
tion  of  the  above  and  justifies 
the  same  comment.  The  as¬ 
sociation  undertakes  in  no  wise 
to  “coerce”  manufacturers. 

3.  We  must  not  prevent  a  man¬ 
ufacturer  from  selling  to  any 
wholesale  grocer  who  does  not 
maintain  “fixed”  prices. 

This  does  not  concern  the 
organization  in  the  slightest. 
The  consideration  from  any 
standpoint  of  “fixed”  prices  is 
not  a  part  of  our  work. 

4.  We  must  not  “demand”  or 
“receive”  from  any  manufacturer 
rebates  to  be  paid  to  any  whole¬ 
sale  dealer  for  having  maintained 
a  limited  selling  price. 

In  other  words,  we  must  not 
distribute  for  Colgate  &  Co., 
Fairbank,  Arbuckle  or  any 
other  manufacturer  any  part  of 
the  jobber’s  profit  that  the  man¬ 
ufacturer  may  for  any  reason 
have  withheld  for  a  time.  We 
are  not  engaged  in  performing 
this  service  for  the  manufac¬ 
turers,  nor  have  we  a  desire  or 
intention  to  become  so  en¬ 
gaged  at  any  time. 

Section  III. 

1.  We  must  not  boycott  any 
manufacturers  for  selling  to  any 
firm  not  a  member  of  the  asso¬ 
ciation. 

Most  emphatically  we  are 
not  engaged  in  the  above  prac¬ 
tice.  We  believe  in  a  fair  deal 


to  every  man,  whether  he  be 
manufacturer,  jobber,  retailer 
or  consumer.  We  cheerfully 
consent  to  being  “restrained” 
from  “boycotting”  or  any  other 
dishonest  or  illegal  act. 

2.  We  must  not  “attempt”  to  in¬ 
crease  the  jobber’s  profit  by  in¬ 
creasing  the  price  at  which  whole¬ 
salers  and  jobbers  shall  sell-  any 
commodity  in  interstate  com¬ 
merce.” 

I  find  no  evidence  of  any 
record  that  the  organization 
has  ever  at  any  time  attempted 
to  accomplish  the  above  pur¬ 
pose.  Indeed,  our  every  effort, 
together  with  the  spirit  of 
competition,  tends  to  the  con¬ 
trary.  Another  “prohibition” 
of  an  act  foreign  to  our  opera¬ 
tions. 

Section  IV. 

1.  We  must  not  "do  or  refrain 
from  doing  anything,  the  purpose 
or  effect  of  which  is  to  fix  or 
maintain  prices  on  any  commod¬ 
ity,”  etc. 

As  already  stated,  the  ques¬ 
tion  of  “fixed”  prices  does  not 
occupy  a  place  in  the  work 
or  activities  of  this  organiza¬ 
tion. 

2.  We  must  not  by  any  act  hin¬ 
der  or  prevent  by  intimidation  or 
coercion  any  firm  from  buying  or 
selling  to  whomsoever  and  at 
whatsoever  prices  may  be  agreed 
upon  between  seller  and  purchaser. 

This  appears  to  be  a  general 
summing  up  and  repetition  of  a 
number  of  “prohibitions”  al¬ 
ready  cited. 

Section  V. 

The  bill  as  filed  charged  the  or¬ 
ganization  with  being  “illegal”  in 
“restraint  of  trade,”  and  “a  com¬ 
bination  in  violation  of  the  Sher¬ 
man  Anti-Trust  Act,”  and  prayed 
that  by  reason  of  these  facts  “the 
organization  be  dissolved.”  Now 
comes  the  decree  and  says: — 

The  said  association  and  its 
officers  and  members  are  not 
restrained  from  maintaining 
said  organization  for  social  or 
other  purposes  not  above  pro¬ 
hibited. 

The  above  provision  of  the  de¬ 
cree  therefore  immediately  becomes 
very  interesting  reading  matter  in 
that  instead  of  the  organization 
being  pronounced  by  the  court  (as 
prayed  in  the  bill)  to  be  “an  il¬ 
legal  organization”  and  thereby 
“dissolved,”  it  is  decreed  that 
“said  association,  its  officers  and 
members,  are  not  restrained  from 
maintaining  and  operating  said 
organization” — clearly  and  definite¬ 
ly  an  expressed  approval  of  the 
United  States  Government  (not  of 
our  dissolution),  but  of  the  con¬ 
tinued  maintenance  and  life  of  said 
organization. 

In  spite  of  the  brave  and 
plausible  retorts  of  the  Southern 
Association,  the  fact  remains  that 
it  did  all  of  the  things  by  way  of 
restraining  competition  which  the 
Government  charged  against  it, 
and  practically  admitted  it  when 
it  consented  to  the  entering  of  the 
decree.  It  may  have  done  them 
before  being  incorporated  in  its 
present  form,  but  it  did  them 
nevertheless. 


Florida  oranges  are  beginning 
to  come  forward  and  range  from 
$1.50  to  $3.  The  quality  is  green 
and  poor  and  the  demand  light. 


Notes  of  the  Local  Pennsylva¬ 
nia  Associations. 


State  Secretary  Howes  Contributes 
Various  Notes  of  Branch  Organization 
News.  The  Philadelphia  Co-opera¬ 
tive  Advertising  Idea.  Only  Discord 
in  New  Castle  is  When  Secretary 
O’Brien  Begins  to  Sing.  Pittsburgh 
Grocers  Organize  Protective  Asso¬ 
ciation. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 


Erie,  Pa.,  Nov.  2,  1911.  n 
The  Retail  Grocers’  Associa¬ 
tion  of  Philadelphia  conducts  its 
regular  meetings  on  Monday 
evenings  of  each  week  at  8 
o’clock,  with  an  average  attend¬ 
ance  of  20  per  cent,  of  its  mem¬ 
bership.  Co-operative  advertis¬ 
ing  has  received  a  very  great  deal 
of  attention  during  the  past 
month.  The  belief  of  the  officers 


being  that  a  movement  of  this 


kind  is  very  essential,  was  ad¬ 
dressed  by  Mr.  V.  T.  Robinson, 
of  a  local  advertising  bureau,  who 
outlined  a  plan  greatly  favored  by 
some  of  our  influential  member^ 
as  the  best  means  possible  to  se¬ 
cure  the  active  support  of  the 
public.  This  plan  takes  the  form 
of  a  one-page  “ad.”  in  one  or 
more  of  our  local  dailies  once  a 
week,  the  character  of  the  matter 
used  to  be  upon  broad  educational 
lines,  encouraging  the  use  of  p 
foods  absolutely,  promoting  h 
est  grocery  conditions  and  red 
ing  the  cost  of  commodities  to 
consumer  wherever  possible.  If 
the  necessary  arrangements  can 
be  made  to  operate  this  advertis¬ 
ing  plan  as  an  additional  associ-  f 
ation  feature  it  will  be  our  pur¬ 
pose  to  acquaint  the  public  with 
the  great  strengh  of  our  organ¬ 
ization,  so  far  as  members  are 
concerned,  our  enormous  outlet 
for  groceries,  with  every  member 
pledged  to  correct  business  p 
ciples  in  conducting  his  gro 
business.  At  present  writing 
matter  has  been  turned  over  to 
the  Board  of  Directors  for  final  ' 
action. 

*  *  * 


We  are  in  receipt  of  the  follow¬ 
ing  from  Secretary  E.  O’Brien,  of 
New  Castle :  “We  come  together 
weekly,  not  as  competitors,  but  as 
business  companions  and  friends, 
and  why  should  not  that  condi¬ 
tion  exist  all  over  the  State,  in 
every  city  and  town.  The  gro- 
ceryman  that  stands  aloof  from 
lis  fellow-merchant  to-day  feel¬ 
ing  that  he  is  bigger,  wiser  and 
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Cold  Weather  Specialties: 

Fresh  Sausage , 
Scrapple, 

Souse , 

Liver  Pudding 

Burk’s  Fresh  Sausage 

Composed  entirely  of  selected  tender  pieces  of 
pork,  not  the  ordinary  trimmings  commonly  used. 
Not  cheapened  in  price  and  quality  by  the  addition 
of  tripe,  boiled  rice  and  sundry  substitutes.  Cor¬ 
rectly  seasoned,  not  offensive  to  sensitive  stomachs 
because  of  pungent  herbs.  Nutritious.  In  four 
styles — hashed  fine  and  coarse,  linked  and  in 
straight  casings. 

Burk’s  Philadelphia  Scrapple 

Prepared  from  the  very  best  materials — good, 
wholesome  meats  and  extra  fine  corn  meal.  Well 
bo  led  and  seasoned  to  suit  the  most  critical.  Not 
to  be  compared  with  some  cheap  products  of  doubt¬ 
ful  hues  and  colors.  Burk’s  eats  as  good  as  it  looks. 
Superior  to  farmers’  products.  In  pans  of  15 
pounds  each. 

Burk’s  Pig  Souse 

is  a  seasonable  specialty  prepared  fresh  daily,  in  pans 
of  five  pounds  each.  The  jelly  is  clear  and  transpa¬ 
rent  and  free  from  vegetable  gelatines  and  ill-smell¬ 
ing  glue  stock.  Contains  plenty  of  meat  and  garnished 
with  slices  of  lemon  and  parsley. 

Proves  attractive  when  turned  out  of  the  pan,  and 
is  a  quick  seller,  saving  the  consumer  the  trouble  ot 
cooking  pig’s  feet,  so  difficult  to  obtain  at  this  season 
of  the  year. 

Burk’s  Liver  Pudding 

Of  the  usual  “Burk”  standard — clean  and  un¬ 
adulterated.  Rich  in  quality  and  an  excellent  dish 
when  fried,  or,  after  removing  the  casing,  hashed 
with  potatoes.  In  rings  of  I  pound  each. 

LOUIS  BURK 

Girard  Avenue  and  Third  Street 

PHILADELPHIA 


End  Your  Accounting  Troubles! 

<|  This  is  an  illustration  of  a  McCaskey  Gravity  Account 
Register.  It  is  built  of  wood  and  steel,  but  when  operated  it 
equals  human  intelligence. 


With  Only 
One  Writing 


nelfiSiSSStv 


The  End  of 
Drudgery 


will  tell  you  more  about  the  details  of  your  business  (the 
things  you  should  know)  in  five  minutes  than  you  can  get 
from  a  set  of  books  in  hours. 

<J  The  McCaskey  System  cuts  out  useless  copying  and  posting 
from  one  book  to  another  and  the  information  it  gives  you 
about  your  business  is  reliable  and  can  be  depended  upon. 


<|  With  The  McCaskey  in  your  store  you 
can  tell  at  a  glance  the  total  amount  due 
you  on  each  account  receivable. 

At  a  glance  you  can  learn  what  twenty 
customers  owe.  when  they  made  their  last 
purchase  and  what  they  bought. 

Q  The  McCaskey  collects  money  auto¬ 
matically. 


<J  The  McCaskey  prevents  errors  and  dis¬ 
putes  with  customers  over  their  accounts. 
<J  The  McCaskey  gives  every  customer 
an  itemized  statement  of  his  account  with 
each  purchase  and  shows  his  total  indebt¬ 
edness  to  date. 

The  McCaskey  limits  credits,  prevents 
overbuying  and  overselling. 


<1  With  The  McCaskey  you  can  prove  your  loss  to  the  penny 
if  you  are  visited  by  a  fire. 

€fl  Over  seventy  thousand  merchants  in  all  lines  of  business 
are  using  The  McCaskey  System. 

q  For  years  McCaskey  Systems  have  sold  from  $35.00  up¬ 
wards,  according  to  type  and  size. 

€J  We’d  like  to  send  you  more  information.  Drop  a  postal 
card  to-day. 

The  McCaskey  Register  Co. 

ALLIANCE,  OHIO. 

Branches  :•  New  York,  Boston,  Washington,  Pittsburg.  Chicago, 
Allanra,  Memphis,  Minneapolis,  Kansas  City,  San 
Francisco. 

Canada  -  Dominion  Register  Co.  Ltd.  -  Toronto. 

England  -  Dominion  Register  Co.  Ltd.  -  Manchester. 

Australia  -  New  Zealand. 

THE  LARUEST  MANUFACTURERS  OP  CARBON  COATED 
SALEsBOOKS  IN  THE  WORLD. 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT" 


s 
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of  more  importance  than  his 
brother  storekeeper,  lias  liver 
trouble  and  he  does  not  know  it. 
At  a  previous  meeting  it  was  sug¬ 
gested  that  we  make  application 
for  a  State  charter  and  broaden 
the  scope  of  our  co-operative 
efforts,  and  every  member  acqui¬ 
esced  to  the  proposition,  thus 
demonstrating  their  loyalty  and 
confidence  in  one  another.  There 
is  never  any  discord,  unless  the 
writer  undertakes  to  sing.” 

*  *  * 


The  New  York  Letter 


Limited  Price  Piffle  in  the  New  York  “World.”  What  is  the 


tion ;  Edward  Aborn,  James  Van 
Dyk,  J.  B.  Dash,  George  F. 
Wiemann  and  William  F.  Foley. 
The  following  committee  was 


“National  Retail  Grocers’  Co-operative  Association  ”  ?  The  aPP°’nted  to  draft  a  constitution 

.  0  la.  ,  and  by-laws  and  to  nominate 

to  Increase  Penalties  for1 


New  Coffee  Association  Plan  . 5,.«.iiW  iUM 

officers : 

Violating  Federal  Food  and  Drugs  Law.  Another  Argument  |  Colonel 
for  Tea  as  Against  Coffee.  Market  Summary. 


Special  Correspondence  of  "Grocery  World  and 
General  Merchant." 


New  York  November  3,  1911. 

Considerable  interest  has  been 
A  mass  meeting  of  the  retail  |  manifested  during  the  week  by 


grocers  of  Greater  Pittsburgh  and  the  announcement  that  the  “Na- 
vicinity  will  be  held  in  the  Wa-  tional  Retail  Grocers’  Co-oper- 


bash  Building,  Assembly  TIall,  I  ative  Association”  had  been  or 
on  Monday  evening,  October  30,  ganized  under  the  laws  of  Dela 


1911,  at  8  P.  M.  for  the  purpose  I  ware  to  deal  in  merchandise  and 
of  organizing  a  Retail  Grocers  conduct  department  stores  in 


Protective.  Association.  C.  A.  I  New  York  City.  The  capital  is 
Ball,  who  is  acting  secretary,  and  j  $1,000,000  and  the  incorporators 


may  be  addressed  227  Southern 
avenue,  Pittsburgh,  says:  “We 
■think  the  necessity  is  great  and  I  l 

the  time  ripe  to  form  such  an  or-  js]an^ 
ganization,  and  it  is  our  aim  to 
have  every  grocer  in  Pittsburgh 
and  vicinity  present  at  this  meet- 


said,  are  used  instead  of  the  old 
selling  agreements  which  in  some 
instances  were  declared  illegal. 
The  “reparation”  is  said  to  be  the 
method  of  evading  the  law  against 
fines. 


William  B.  Harris. 
William  P.  Roome, 
George  F.  Wiemann,  Edward 
Aborn  and  Frank  Russell. 

This  committee  is  to  report  at 
a  meeting  to  be  held  Friday,  No¬ 
vember  10th. 

1  he  following  companies  and 
firms  were  represented  at  the 
meeting : — 


ip  1  (  ,,  ,  ,  .,1  The  George  F.  Wiemann  Co., 

W  ho  can  follow  up  and  learn  .1  Arnold  &  Ahmn  Russel|  &  c 

there  is  any  truth  m  such  a  story  |  Samue,  s  Board  &  Cq  (h(. 


as  this  in  the  daily?  Nobody's  Acke  Merrall  &  Condit  c'  R 
name  is  given;  there  is  nobody  to |  j  Bogner  Coffee  and  Tea  Co., 

Robert  Buttlar,  Crooks,  Thomas 


affirm  or  deny  any  of  the  state 
ments 


are  Thaddeus  S.  Dayton,  H. 
Cause,  of  New  York  City,  and 
Raymond,  of  Long 


*  *  * 


An  instance  of  the  kind  of  arti- 


ing.”  The  State  secretary  ac-  cles  that  some  dailies  are  serving 
knowledges  an  invitation  to  be  I  tke'r  readers  on  the  food  ques 


present,  but  will  be  unable  to  at-  tion  was  Siven  one  daY  this  week 


a  .  .  |  &  Co.,  Duryee  &  Barwise,  C.  H. 

The  reporter  who  wntes  such  a  Eh,ers,  Enterpr!se  Coffee 


story  can  put  in  any  statements  CO|  wmiam  R  Ro,  R  p  Gar. 
that  he  likes  They  cannot  be  rettson  &  Ca>  „le  Wm.  B  Harris 


run  down  and  denied  if  they  are  Co_  the  H;„and  Coffee  c 
false.  In  the  words  of  the  report-  Latin.Araerican  Chamber  of  Com. 

h  f’fnc  1  /-»  n  »-rt  77 


ers,  such  stories  are  “pipes. 


merce,  International  Coffee  Co., 


Yet,  unfortunately  for  the  gro-  Knickerbocker  Mills  Co.,  Jos! 
cers,  many  stones  or  pipes  of1 


this  kind  are  appearing  in  certain 


tend  owing  to  a  prior  engage¬ 
ment.  A.  M.  Howes, 

State  Secretary. 


MAGAZINE  NOTES. 


A  Magazine  Worth  Watching. 


by  the  “World.”  It  was  an  arti¬ 
cle  with  display  headlines,  one  in 
a  series,  and  not  a  single  name 
was  mentioned  throughout  as 
authority  for  any  of  the  state¬ 
ments.  Most  of  the  article  was 
in  the  form  of  an  anonymous  in¬ 


“Lippincott’s  Magazine”  is  worth  terview  with  a  “retail  grocer.” 


watching  these  days — worth  watching 
and  worth  reading.  Its  recent  substan¬ 
tial  increase  in  size,  together  with  a- 


This  imaginary  grocer  went  on 
to  say  that  he  and  the  other  re- 


f AcT.0"';'"3:  P a i Iers  have  been  getting  tired  of 


Martinson,  Morrison  &  Boinest, 
E.  M.  Roberts  &  Co.,  S.  A.  Schon- 


of  the  daily  papers  and  are  giv-  &  Co  _  Tracy';  Packard 


& 


mg  erroneous  and  harmful  ideas  Huntoon,  Jas  Van  Dvk  c  a|, 
in  reference  to  the  business. 


of  New  York;  Thomas  Martindale 

&  Co.,  and  the  Finley  Acker  Co., 

Pre  of  Philadelphia;  Browning  & 
hm, nary  announcements  m  the  Baines>  Jnc_  of  Washi„pon 


In 


*  *  * 

accordance  with 


last  two  issues,  a  meeting  was  D  c  ,  the  Passer  Coffee  Co.  of 


held  last  Friday  in  the  -Fulton  XoIedo_  and  ,he  w  s  Quinb 
Cub  to  organize  the  National  Tea 


and  Coffee  Trade  Association. 

The  speakers  at  the  meeting  I 


Co.,  of  Boston.  _ 

*  *  * 

At  Buffalo,  the  city’s  health 


appropriation,  enables  it  to  present  an . 
alluring  array  of  fiction,  special  articles,  the  high  prices  of  food  products 


and  that  even  the  wholesalers  are 


and  other  attractive  features.  Follow' 
ing  the  noteworthy  issue  for  October,  .  . 

with  its  striking  complete  novel  by  also  beginning  to  feel  that  the 


bS'with'r^ablTof  'contents  fuTas  timC  haS  COme  for  markin£  d™n 
remarkable.  The  novelette  is  “The  Is-  the  prices. 


land,”  by  Augusta  Kortrecht,  who  has 
one  book — “A  Dixie  Rose” — and  a  num¬ 
ber  of  clever  short  stories  to  her  credit,  wholesaler  can 


But  alas, 


neither 
do 


retailer  nor 
as  he  likes, 


“The  Island”  has  an  original  setting  and  for  both  are  hfu  fu  ir,prr;ipq(. 
original  characters— in  fact,  there1  are  nem  111  tne  merciless 


doesn 

that 


J  seem  to  be  anything  about  it  grasp  of  the  manufacturers  who 
isn  t  original.  It  s  a  tale  of  a  |  gx  prices  from  the  factory  all  the 


hare-and-tortoise  race  for  a  woman’s 


love— but  don’t  expect  a  cut-and-dried  way  to  the  consumer  and  who 


denouement  for  it  isn’t  that  kind. 
Among  the  short  stories,  “The  Ama- 


enforce  their  decrees  by  awful 


zon,”  by  Julian  Hawthorne,  stands  out  boycotts  and  blacklists! 


prominently.  This  is  a  unique,  not  to 
say  fantastic,  tale  of  adventure  in  South 


Then  followed  the  alleged  forms 


by 


America.  John  Reed  Scott,  who  wrote  of  announcements  sent  out 

°f  ‘h“<=  manufacturers  in 


111 


Affairs  of  the  Protocol,”  a  strong  story  which  dealers  are  told  that  ... 

of  the  Secret  Service.  Other  notable „  .  ,  , 

short  stories  are  “Grimshaw’s  AnnWv  ”  tase  they  are  accused  of  cutting 


short  stories  are  “Grimshaw’s  Apology, 
by  Ellis  O.  Jones;  “Why  I  Hate  My  prices  they  must  furnish  sworn 


said  in  a  general  way  that  the  officer,  Dr.  F.  E.  Fronczak,  has 
time  has  come  for  organizing  the  been  giving  out  some  good  advice 


trade  along  broad  lines  so  that  the  with  reference  to  the  adulter- 
dealers  may  co-operate  .in  efforts  Ltion  of  food. '  He  tells  the  people 


for  the  welfare  of  the  trade  as  a  that  they  must  curb  their 
whole.  The  association  is  ex-  aesthetic  desires  for  fine  colors  in 


pected  to  piomote  sociability,  a  foods  if  they  really  prefer  to  get 


better  understanding  among  deal-  their  food  in  a  pure  and  healthful 
ers,  and  a  high  standard  of  busi-  condition. 


ness  ethics. 


The  popular  liking  for  white 


Wm.  H.  Ulcers  first  addressed  eggs,  yellow  milk,  for  peas  that 
the  meeting,  explaining  its  pur-  have  a  vivid  green  and  catsup 


poses.  William  B.  Harris,  of  the  that  has  a  beautiful  red  color,  for 
William  B.  Harris  Co.,  was  |  high  tones  in  sausages  and  ham- 


chosen  temporary  chairman ;  P.  burg  steaks,  for  shiny  candies — 
S.  Duryee,  of  Duryee  &  Barwise,  all  these  wishes  are  readily  met. 


secretary. 


he  said,  with  the  aid  of  the  chem- 


Brief  addresses  were  made  by  ist,  but  if  the  food  were  pure  the 


Mr.  Harris,  Thomas  Martindale,  colors  would  not  be  so  striking. 


of  Philadelphia;  Colonel  William  The  doctor  explained  the  rapid 


terson^'The  r\fur- Phi’s  lie  rJ”1 by*  Sufn-  certificates  of  themselves  and  P.  Roome,  of  Acker,  Merrall  &  deterioration  that  takes  place  in 
ley  Olmstead ;  “Homespun  Romance,”  their  salesmen  so  as  to  disprove  Condit  Co.;  Alexander  Delmar,  turkeys  and  fowl  that  are  taken 


Edidi*1 Willett 'smith.' 1  The' “Slmr^Story  I tke  ckar»es  1  default  of  which  president  of  the  Latin-American  |  out  of  cold  storage  and  thawed 


X  lit  Dirou  JIU1)  “  w  # 

Masterpiece”  for  November  is  Prosper  further  orders  will  be  declined  Chamber  of  Commerce;  M.  H.  for  the  Thanksgiving  trade,  and 


Menmees  “Ihe  Taking  of  the  Re-  nnt:i  rPnarnt:ftri  :Q 
doubt.”  As  usual,  there  is  an  introduc- 1  Un,„  ieParatl0n  1S  made, 
tion  by  the  editor. 


These  announcements. 


Gasser,  vice-president  of  the  St.  then,  if  unsold,  go  back  agftin  into 
it  was  Louis  Coffee  Roasters’  Associa- 1  cold  storage,  only  to  be  taken  out 
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again  for  the  Christmas  and  per¬ 
haps  for  the  New  Year  trade.  All 
this,  he  said,  will  be  ended  by  the 
enforcement  of  the  Brennan  cold 

storage  bill  in  this  State. 

*  *  * 

It  is  now  claimed  that  there  is  a 
lack  of  “ginger”  in  the  legal  pro¬ 
ceedings  for  the  enforcement  of 
the  Federal  food  and  drug  law; 
that  the  proceedings  are  often 
carried  along  in  a  hesitating  way 
and  the  penalties  are  often  so 
light  as  to  be  ridiculous.  An 
effort  will  be  made  to  impress  this 
view  on  the  authorities  when  they 
consider  the  question  of  revising 
the  administration  of  the  law. 

As  instances  of  undue  lenity  in 
the  prosecuting  of  offenders 
against  the  law  it  is  said  that 
producers  of  misbranded  products 
are  still  allowed  in  some  instances 
to  take  back  the  goods  and  put 
new  labels  on  them.  The  fines 
for  adulterations  are  said  to  be 
often  so  light  as  to  be  merely 
nominal. 

In  fact,  in  many  of  these  cases 
the  only  real  punishment,  it  is 
said,  has  been  in  the  publication 
of  the  names  and  facts,  this  being 
made  mandatory  in  the  law,  so 
that  the  offenders  have  never 
been  able  to  suppress  such  publi¬ 
cation. 

Heavier  fines  or  imprisonment 
and  greater  promptness  in  giving 
publicity  to  the  cases  will  be  ad 
vocated.  The  demand  is  justified 
on  the  ground  that  the  adulter¬ 
ations  are  often  harmful  to  the 
health  of  the  consumers,  espe¬ 
cially  in  the  case  of  invalids,  and 
that  rigorous  enforcement  of  the 
law  with  adequate  penalties  are 
required  in  fairness  to  the  manu 
facturers  who  strive  to  live  up  to 

the  law  in  all  respects. 

*  *  * 

Some  of  the  local  tea  importers 
have  submitted  samples  of  teas 
admitted  to  this  country  to  a 
private  laboratory  in  this  city, 
the  Lederle  laboratory,  and  the 
analyses  there  made  have  indi¬ 
cated  the  presence  of  coloring 
matter  of  an  artificial  character. 
These  teas,  before  admission,  were 
passed  upon  by  the  Government 
chemists  as  a  matter  of  course, 
and  these  chemists  found  no 
coloring  material. 

The  tea  importers  have  sent 
on  to  Washington  the  results  of 
the  private  analyses  and  have 
asked  that  the  Government  chem¬ 
ists  make  the  tests  more  rigorous. 
The  importers  make  two  charges 


The  first  is  that  the  tests  made  by 
the  Government  chemist  at  New 
York  in  the  case  of  these  teas  was 
unreliable.  The  second  charge  is 
that  the  methods  prescribed  by 
the  Treasury  Department  for  the 
making  of  the  tests  are  not  ade 
quate  to  detect  artificial  coloring 
or  facing  matter. 

The  Lederle  laboratory  found 
coloring  material  by  following 
the  Treasury  Department’s  meth¬ 
ods,  but  found  a  larger  quantity 
of  the  coloring  material  by  fol¬ 
lowing  other  methods. 

The  samples  in  question  were 
of  teas  imported  from  China.  It 
is  said  that  the  Government’s  ex¬ 
pert  at  Chicago  declared  that  this 
shipment  was  colored,  but  the 
chemists  employed  by  the  local 
appraisers  passed  the  tea  as  not 
having  any  coloring  material. 

At  a  meeting  held  early  in  the 
week  by  the  New  York  Tea  As¬ 
sociation  it  was  decided  to  con¬ 
tinue. the  campaign  against  the 
admission  of  any  tea  that  does 
not  pass  the  most  rigorous  ex¬ 
amination.  Representatives  of 
the  association  will  again  visit 
Washington  to  confer  with  the 
officials  of  the  Treasury  De¬ 
partment. 

=t=  * 

In  response  to  Thomas  Mar- 
tindale’s  letter  on  the  relative 
cost  of  tea  and  coffee,  W.  A.  W. 
Melville  writes : — 


American  public  thoroughly  under¬ 
stand  the  proper  making  of  good 
tea  and  that  the  United  States  Gov¬ 
ernment  is  protecting  by  careful 
scrutiny  every  pound  of  tea  that  is 
allowed  into  the  country  as  to  pur¬ 
ity,  there  will  doubtless  be  a  much 
larger  consumption  of  tea,  more 
in  keeping  with  the  continued  in¬ 
crease  of  consumption  in  Great 
Britain  and  its  colonies,  where  cof¬ 
fee  is  on  the  decrease  and  tea  as  a 
beverage  reigns  supreme. 

*  *  * 

The  National  Synthetic  Prod¬ 
ucts  Co.  is  the  name  of  a  company 
incorporated  in  New  Jersey  in  the 
last  week.  The  company,  it  is 
stated  in  the  papers,  is  to  manu¬ 
facture  food  products.  It  is  to 
have  an  authorized  capital  stock 
of  $100,000;  headquarters  are  in 
Jersey  City.  The  incorporators 
are  N.  R.  Green,  Elizabeth,  N.  J.; 
P.  A.  Schmitt  and  C.  T.  Crouse, 
New  York. 

Other  new  incorporations  are: 


Scales  Bros.  Co.,  Newark, 
N.  J.,  to  deal  in  groceries;  capi¬ 
tal  stock,  $roo,ooo ;  incorporators, 
A.  T.  Scales  J.  W.  Scales,  G. 
Goldt,  Newark. 

The  Cooke  Co.,  Long  Branch, 
N.  J.,  cold  storage;  capital  stock, 
$30,000;  incorporators,  H.  J.  E. 
Cooke,  Fair  Haven,  N.  J. ;  P.  Car¬ 
penter,  Jersey  City;  P.  P.  Keller, 
Long  Branch. 

*  *  * 

Inspectors  of  the  State  Board 
of  Health  in  New  Jersey  have  re¬ 
ported  that  in  a  number  of  the 
canning  factories  bad  fruits  and 
vegetables  are  mixed  with  good 
products  and  all  canned  together. 
The  most  numerous  complaints 
are  with  reference  to  the  canning 
of  tomatoes.  A  conference  on  the 
subject  will  be  held  by  the  Board 
with  a  number  of  the  canners  at 

(Continued  on  page  11.) 


We  are  of  opinion  that  the  state¬ 
ment  that  one  pound  of  coffee  makes 
seventy-five  cups  is  somewhat  over¬ 
stated,  the  truer  figures  being 
more  between  forty  and  forty-five 
cups  for  coffee  that  costs  the  public 
30  cents  per  pound;  in  fact,  some 
restaurants  do  not  figure  above 
thirty-five  cups  to  the  pound.  A 
careful  test  shows  that  seventy-five 
cups  to  the  pound  would  be  ex¬ 
tremely  weak  coffee — certainly  not 
what  the  average  American  would 
care  to  drink. 

On  the  tea  side,  however,  a 
pound  of  tea,  for  which  the  public 
pays  60  cents  per  pound,  will  make 
fully  300  cups  of  medium  strong 
tea,  and  more  for  those  who  like 
it  weaker.  We  believe  a  proper 
comparison  is  that  60  cents’  worth 
Of  coffee  will  make  from  eighty 
to  ninety  cups  of  coffee  at  the 
most,  as  against  60  cents’  worth  of 
tea  making  from  250  to  300  cups, 
showing  that  a  cup  of  tea  costs 
from  one-third  to  one-fourth  that 
of  coffee.  Mr.  Martindale’s  letter 
really  shows  these  facts,  as  he 
speaks  of  240  cups  of  good,  strong 
tea. 

It  is  generally  conceded  that  the 
increase  in  the  use  of  Ceylon  and 
India  tea  is  somewhat  hidden  in 
the  annual  consumption  of  tea  in 
this  country,  due  to  the  fact  that 
black  Ceylon  and  India  tea  make 
nearly  twice  as  much  liquor  in  the 
same  proportion  of  strength  as  the 
Japan  and  China  green  teas. 

The  tea  trade  as  a  whole  fully 
appreciate  the  insertion  by  your 
paper  of  Mr.  Martindale’s  letter, 
and  we  believe  that  when  the 


Magic  in  the  Kitchen. 

From  the  seven  different  flavors  and  seven  colors  of 
Jell-O  not  only  seven  kinds,  but  several  hundred  kinds  of 
desserts  can  be  made.  Many  of  them  can  be  made  in  a 

minute. 

It  is  all  very  much  like  magic. 

Frappes,  sherbets,  souffles,  charlottes,  salads,  pud- 
j  dings,  plain  Jell-O  desserts  and  fruited 
Jell-O  desserts — all  can  be  made  of 


A  package  of  Jell-O  and  a  pint 
|  of  boiling  water  are  all  that  is  needed. 

The  flavors  are  :  Strawberry, 

|  Raspberry,  Lemon,  Orange,  Cherry, 

Peach,  Chocolate. 

I  THE  GENESEE  PURE  FOOD  CO., 

Le  Roy,  N.  Y.,  and  Bridgeburg,  Can. 

The  name  Jell-0  is  on  every  package  in  big  red  letters 
If  it  isn’t  there,  it  isn’t  Jell-0 
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WITH  THE  EDITOR 


The  Philadelphia  “Evening 
Bulletin,”  in  one  of  its  last  week’s 
issues,  contained 
An  Iiioeical  t  h  e  following 
editorial  arti¬ 
cle  : — 


Argument. 


A  COLD  STORAGE  BANQUET. 


What  may  be  set  down  as  one  of 
the  most  peculiar  dinners  on  rec¬ 
ord  has  been  given  by  Chicago’s 
produce  men.  Excepting  the  vege¬ 
tables,  relishes,  coffee  and  cigars, 
everything  on  the  table  came  out  of 
cold  storage.  The  chicken  and  tur¬ 
key  were  slaughtered  some  time 
previous  to  last  Christmas;  the 
capon  met  its  fate  about  last  Val¬ 
entine’s  Day,  and  the  eggs  em¬ 
ployed  in  dressing  the  salads  were 
laid  last  April.  All  of  these  facts 
were  connoted  on  the  printed  cards 
besides  each  diner’s  plate,  but  none 
of  the  guests  retreated. 

Nor  have  any  of  them  complained 
since,  so  far  as  is  known,  of  pto¬ 
maine  poisoning,  dyspepsia,  indiges¬ 
tion  or  other  ills  ordinarily  con¬ 
nected  with  dining  or  with  gastro¬ 
nomic  enjoyment.  In  fact,  Con¬ 
gressman  Madden,  of  Chicago,  en¬ 
thusiastically  hailed  the  meal  as  an 
"assuredly  splendid  feast,”  adding 
that  he  was  ready  to  admit  what 
the  produce  men  averred,  that  there 
was  more  flavor  to  cold  storage 
poultry  than  the  kind  advertised  as 
freshly  killed.  Moreover,  the  cold 
storage  operators  proved  the  cour¬ 
age  of  their  convictions  by  eating 
their  own  products. 

But  no  one  has  seriously  ques¬ 
tioned  the  taste  and  flavor  of 
frozen  chicken  and  eggs.  It  may 
even  be  admitted  that  they  are  en¬ 
tirely  wholesome.  What  the  public 
and  food  experts  who  have  inves¬ 
tigated  the  subject  unite  in  demand¬ 
ing,  is  that  they  shall  know  what 
are  storage  products  when  they  buy 
them  and  what  are  fresh ;  and  the 
simplest  way  to  accomplish  this  is 
to  mark  them  with  the  date  of  their 
receipt  in  the  refrigerated  ware¬ 
house,  as  is  required  now  in  several 
States.  Certainly  the  cold  storage 
men  who  are  so  cocksure  of  the 
merits  of  their  wares  ought  not  to 
object  to  having  them  labeled  as 
such. 


from  the  fresh,  and  may  even  be 
its  superior,  what  possible  reason 
|  can  there  be  for  warning  the  pub¬ 
lic  against  it?  The  counter  query 
may  come — what  reason  is  there 
not  to,  and  the  reply  is  that 
it  would  greatly  interfere  with 
the  sale  of  products  admit¬ 
tedly  worthy.  If  a  consumer  ac¬ 
customed  himself  to  eating  cold 
storage  poultry  and  dairy  prod¬ 
ucts,  he  would  see  that  they  were 
in  no  sense  different  from  the 
fresh,  and  the  label  woidd  then 
not  deter  him,  but  the  average 
consumer  would  not  make  the  ex¬ 
periment.  Labeling  food  prod¬ 
ucts  cold  storage  would  therefore: 
entirely  defeat  the  sole  object  of 
storing — for  it  would  divert  the 
demand  from  the  storage  food, 
which  is  now  mingled  with  the 
fresh  and  eaten  on  the  same  basis, 
and  concentrate  it  upon  the  fresh, 
which  is  already  insufficient  for 
the  demand  even  when  helped  out 


sold  for  cash.  The  Receivers  will 
be  glad  to  furnish  all  information 
relative  to  the  properties  at  request. 
Address  W.  H.  Nicholls  &  A.  B. 
Cambicr,  Receivers,  341  River  street. 
Chicago,  Ill. 


by  the  storage. 


An  Inevitable  Ending. 


In  its  first  two  paragraphs  the 
‘Bulletin”  entirely  destroys  all 
reason  for  the  third.  If  it  is  ad¬ 
mitted  that  cold  storage  food,  that 
is,  food  stored  for  a  reasonable 
time,  cannot  be  distinguished 


This  is  the 
last  chapter  of 
a  n  interesting 
story  : — 


FOR  SALE. 


The  property  of  the  Waukesha 
Canning  Co.,  consisting  of  the  fol¬ 
lowing  : — 

Waukesha,  Wis. — Four  lines  for 
pea  packing. 

Barron,  Wis. — Three  lines  for  pea 
packing. 

Rice  Lake,  Wis. — Three  lines 
peas,  two  lines  string  beans. 

Hampshire,  Ill. — Two  lines  corn, 
two  lines  peas. 

Frankfort,  Ind. — Two  lines  corn, 
two  lines  tomatoes. 

Three  thousand  six  hundred  acres 
land  in  Rusk  County,-  Wisconsin. 
Also  more  or  less  personal  prop-  j 
erty. 

The  sale  will  be  conducted  by  the 
Receivers  subject  to  confirmation  by 
the  United  States  Circuit  Court.  A 
clear  title  will  be  given  to  all  the 
properties.  The  property  will  be 


flic  Waukesha  Canning  Co.  is 
the  concern  which  came  East  two 
years  ago  with  a  new  brand  of 
peas  called  “Run-a-Pod,”  the  par¬ 
ticular  point  of  which  was  that 
the  peas  were  not  assorted  as  to 
size  but  were  canned  as  they 
came  from  the  pod. 

The  concern  fixed  a  price  on 
them  of  $1.75  a  dozen  wholesale, 
and  inaugurated,  through  a  well- 
known  agency,  an  extensive  anc 
expensive  advertising  campaign. 
The  peas  sold  the  first  time,  but 
did  not  repeat.  While  good 
enough  for  what  they  were,  they 
were  no  more  worth  $1.75  than 
Baker’s  corn  would  have  been. 
To  make  a  long  story  short,  the 
concern  failed,  but  not  before  the 
price  of  “Run-a-Pod”  peas  had 
been  about  cut  in  half.  They  are 
selling  about  at  half  to-day  and 
because  a  new  management  has 
placed  them  on  an  honest  basis, 
are  in  active,  regular  demand. 

All  of  which  supplies  a  moral 
as  trite  and  ready-made  as  that  of 
the  villain  in  the  Sunday  school 
book. 


Time  to  Push  Tea. 


In  a  recent  publication  Thomas 
Martindale.  the  Philadelphia  mer¬ 
chant  and  tea 
expert,  makes  the 
pertinent  and 
useful  suggestion 
that  with  coffee  so  high  and  tea 
still  comparatively  low  in  spite  of 
several  advances,  this  is  the  time 
to  push  tea  to  the  front  and  cofifee 
to  the  rear. 

Here  is  the  core  of  Mr.  Martin- 
dale’s  argument : — 


Now  lei  us  contrast  the  economy  • 
of  the  use  of  tea  as  against  the 
present  prevailing  prices  for  cof-  < 
fee.  The  consumer  can,  or  should,  j 
easily  buy  a  pound  of  really  good 
tea  for  50  cents,  and  out  of  this 
sixteen  ounces  of  tea  the  consura-  j 
er  gets  an  average  of  240  cups  of 
good,  strong  tea,  or  about  one- 
fifth  a  cent  per  cup,  whereas  a 
pound  of  good  coffee,  costin„, 
say>  30  cents,  will  only  produce 
about  75  cups,  or  very  much  more 
than  double  the  price  of  tea.  As 
between  the  virtues  of  the  two  bev¬ 
erages  I  have  over  and  over  again 
tested  them  under  the  best  condi¬ 
tions  that  a  man  can  have,  namely, 
in  the  pursuit  of  big  game,  where 
the  hardest  sort  of  walking,  say, 
up  to  the  high  mountain  eleva¬ 
tions,  or  down  to  the  lowly  bogs 
is  necessary,  day  after  day,  in  all 
conditions  of  weather,  rain  or  snow 
or  excessively  low  or  equally  ex¬ 
cessive  high  temperatures  prevail. 

The  United  States  has  alwa 
been  a  coffee-drinking  countrv. 
Our  per  capita  consumption 
tea  is  and  always  has  been  f 
below  the  English  per  capita  c 
sumption.  This  is  partly  becau 
coffee  is  a  drug  while  tea  is  not — 
at  least,  not  in  the  same  degree — 
and  we  in  this  country  use  coffi 
as  a  drug  and  get  its  drug  effei 
In  other  words,  tea  merel 
soothes  and  comforts,  while  cof¬ 
fee  stimulates  and  excites.  The 
English  want  the  former  effect. 
Americans  the  latter. 

One  would  still  think,  however, 
that  the  high  price  of  coffee  must 
surely  increase  the  demand  for 
tea,  at  least,  if  the  trade  would 
help  it.  While  some  coffee 
drinkers  would  no  more  take  tea 
as  a  substitute  than  they  would 
take  milk,  there  is  nevertheless  a 
great  army  of  drinkers  on  whom 
coffee  has  no  special  hold.  They 
would  as  soon  take  tea,  if  it 
could  be  impressed  on  them 
that  it  would  suit  their  purpose 
equally  well — and  was  only  half 
the  price. 


An  Infallible  Formula  for 
Selling  Goods 


I  can  give  any  merchant  an  in¬ 
fallible  formula  for  selling  goods 
and  increasing  his  business.  It 
may  not  work  over  night — in 
fact,  a  man  may  have  to  carry 
himself  for  a  considerable  time 


before  it  starts  to  work — but 
sooner  or  later  it  is  as  certain  to 
succeed  as  anything  can  be  in  this 
life, 

Of  course  I.  do  not  claim  that 
this  plan  will  take  the  place  of 


energy,  nor  will  it  enable  a  man 
to  sell  goods  when  his  prices  are 
above  his  competitors.  But  with 
other  things  equal,  or  even  with 
his  prices  a  shade  above  his  com¬ 
petitors,  I  can  guarantee  it  in 
time  to  get  him  the  preference 
invariably. 

A  certain  wholesale  dealer 
whom  I  know  has  this  formula 
and  uses  it  in  his  business  every 
day.  Perhaps  I  can  best  explain 
what  it  is  by  describing  two  oc¬ 


casions  in  which  I  overheard  him 
using  it. 

A  customer  of  the  house  came 
in  to  buy  goods.  He  wasn’t  an 
especially  close  or  valuable  cus¬ 
tomer — wasn’t,  in  other  words, 
entitled  to  any  special  consider¬ 
ation. 

"How  are  these  goods  this 
year?"  asked  the  customer. 

"They  seem  to  run  pretty  ir¬ 
regularly,”  said  the  jobber,  “other¬ 
wise  they  are  all  right.” 
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In  other  words,  “here  are  the  j 
Dods  as  they  are;  buy  them  if 
du  like — you  will  find  them  ex- 
;tly  as  I  say.” 

Another  customer  came  in  to 
ny  something  else,  prepared  to 
lace  a  good-sized  order. 

“Better  not  buy  those  goods  to- 
ay,”  said  the  jobber.  “They’ll 
robably  be  cheaper  in  a  day  or 
vo.” 

The  formula,  then,  is  absolute 
onesty — the  courage  to  tell  the 
ad  points  of  the  goods  as  well 
;  the  good — the  sublime  bravery 
>  tell  the  buyer  that  which  may 
lrn  him  away.  Coupled,  of 
Durse,  with  business  sagacity 
tiougli  to  sell  only  goods  in 
rhich  there  are  more  good  points 
lan  bad. 

Nothing  manufactured  or 
rown  by  man  is  perfect.  Every- 
ody  knows  that.  Nobody  be¬ 
eves  your  story  of  perfection, 
'lie  average  seller’s  claims  of 
uperiority  are  always  dis- 
ounted  and  therefore  go  for 
aught. 

But  who  distrusts  the  man  who 
as  had  the  sublime  courage  to 
urn  his  goods  over  and  show 
ou  something  against  them  that 


you  never  would  have  seen? 
Such  a  merchant  can  coin  the 
confidence  of  his  buyers  into 
minted  gold.  He  is  an  everlasting 
refuge  in  time  of  uncertainty,  and 
into  his  store  people,  once  they 
have  found  him  out,  will  go  with 
exceeding  comfort. 

What  a  delightful  thing  to 
listen  to  the  talk  of  a  seller  about 
his  goods,  and  to  realize  that  you 
can  depend  on  every  word  of  it! 
How  often  do  we  have  that  ex¬ 
perience?  Frankly,  it  doesn  t 
often  happen  to  me. 

It  takes  courage,  because  it  may 
mean  lost  business.  If  a  cus¬ 
tomer  comes  to  you  and  is  told 
that  certain  goods  which  he  is 
about  to  buy  have  some  disad¬ 
vantage,  he  may  decide  not  to 
buy  them,  though  without  doubt 
he  will  admire  and  respect  your 
honesty  and  frankness. 

“Therefore,”  runs  the  argu¬ 
ment,  “see  what  I  have  gotten 
for  my  pains.” 

And  if  there  was  never  going 
to  be  any  further  chance  for  those 
two  men  to  deal,  the  argument 
might  have  something — practical 
— in  it.  But  there  is  usually  a 
future.  When  the  buyer  who 


went  away  wants  goods  again, 
where  will  he  go  for  them?  Is 
it  conceivable  that  he  will  for¬ 
get  the  man  who  through  his 
truthfulness  turned  business 
away?  No,  indeed,  seven  times 
out  of  ten  he  will  go  back  again, 
knowing  that  he  will  at  least  get 
the  truth,  if  nothing  else. 

And  on  the  second  visit  prob¬ 
ably  the  honest  seller  will  be 
able  to  offer  goods  that  haven’t 
got  something  against  them. 

Oh,  the  thing  is  sure !  A  man 
who  can  wait  for  it  to  work  will 
some  time  find  himself  in  an  ex¬ 
ceedingly  enviable  position  ! 

E.  J.  B. 
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the  State  House  in  Trenton  on 
Friday,  November  17th. 

Summarized  Market  Con¬ 
ditions. 

Spot  Brazil  coffee  has  been  ad¬ 
vancing  this  week  as  a  result  ap¬ 
parently  of  the  buying  activity  on 
the  part  of  roasters.  The  local 
roasters  have  been  quite  heavy 
buyers.  Holders  of  mild  grades 
are  firmer  in  their  views,  reflecting 


the  situation  in  Brazils,  but  the 
demand  for  the  mild  grades  con¬ 
tinues  of  a  routine  character. 

The  tea  market  is  quiet  and 
somewhat  unsettled  by  the  agita¬ 
tion  of  the  question  of  tests.  The 
local  importers  are  plainly  dis¬ 
satisfied  with  the  results  of  some 
of  the  recent  tests  for  colors  and 
are  awaiting  the.  results  of  the 
representations  that  have  been 
made  to  Washington. 

Wholesale  grocers  are  buying 
rice  only  in  a  hand-to-mouth  way. 
The  distributers  are  evidently 
hoping  for  lower  prices  from  the 
South,  but  the  mills  are  showing 
no  signs  of  weakening. 

Sugar  is  easier.  The  demand 
for  refined  sugar  is  of  a  routine 
character,  as  the  distributers  evi¬ 
dently  expect  that  the  quotations 
will  be  reduced  from  time  to  time. 

Distributers  are  not  buying  to¬ 
matoes  to  any  extent.  It  is  said 
that  orders  for  full  standard  No. 
3s  cannot  be  placed  for  less  than 
95  cents  f.  o.  b.  Baltimore,  and 
few  sellers  are  willing  to  shade 
80  cents  f.  o.  b.  for  No.  2s.  In 
corn  there  is  a  free  movement  in 
the  way  of  deliveries  to  jobbers 
on  contracts,  but  little  or  no  new 


Nothing  but 

Pure  Gelatine 


Nothing  has  ever  been  found  to  take  the  place  of  the  pure,  old-fashioned 
gelatine,  like  CHALMERS’,  which  takes  on  any  form  or  flavor  that  the  consumer 
wants  to  give  it. 

CHALMERS’  GELATINE  is  made  under  the  most  rigid  sanitary  restrictions,  and 
from  the  finest,  cleanest  raw  materials  money  can  buy.  For  forty  years  it  has  been 
the  standard  of  cleanly  goodness. 

No  gelatine  pays  a  fairer  profit  to  the  retailer. 

JAMES  CHALMERS’  SON 

WIUUIA1VISVIUUE,  IN.  Y. 

H.  P.  TAYLOR,  JR.,  SALES  AGENT,  RICHMOND,  VA. 
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Goods  That  Are  Being  Advertised  to  Your 

Customers 


“Grocery  World  and  General  Merchant”  Makes  Compilation 
of  Products  for  Which  Demand  is  Being  Created  Through 
Leading  Periodicals.  Papers  and  Magazines  Used  as  Basis 
Cover  Entire  Country. 

[The  compilation  which  appears  below  is  the  result  of  more  thinking 
along  a  line  which  was  given  some  discussion  several  months  ago,  viz.,  the 
advantage  to  the  retailer  of  keeping  posted  as  to  what  products  are  being 
advertised  to  his  customers,  so  that  he  ma.  get  the  benefit  of  such  advertising, 
if  the  product  is  for  other  reasons  a  desirable  one  to  sell.  The  list  here 
presented  includes  practically  every  leading  magazine  and  periodical  and 
products  that  are  not  advertised  in  some  of  them  are  hardly  advertised  at  all.] 

November. 


business.  It  is  said  that  con¬ 
siderable  corn  from  the  South 
and  Middle  West,  put  up  in  Maine 
style,  but  of  poor  quality,  is  seek¬ 
ing  a  market  at  concessions  in 
prices,  and  this  has  a  tendency  to 
depress  the  entire  market  for  corn. 
Spot  supplies  of  peas  are  small 
and  this  limits  business.  Offer¬ 
ings  of  string  beans  are  light  and 
so  is  the  demand,  but  prices  are 
firm.  Fall  pack  spinach  appears 
to  be  in  increasing  demand  at  full 
prices. 

In  coast  prunes  the  market  is 
firmer.  On  the  spot,  however, 
the  market  is  somewhat  unsettled 
as  dealers  receiving  supplies 
which  they  bought  earlier  in  the 
season  at  prices  below  the  pres¬ 
ent  quotations  are  inclined  to  re¬ 
sell  some  of  their  receipts  in  order 
to  take  immediate  profits.  In 
making  these  resales  the  market 
prices  are  shaded  a  little.  Cali¬ 
fornia  muscatel  raisins,  especially 
seeded  stock,  are  irregular.  Im¬ 
ported  raisins  of  the  finer  grade 
are  moving  for  the  Thanksgiving 
Trade.  There  is  a  strong  market 
for  currants  and  an  active  demand 
for  the  new  crop  of  dates  that  has 
begun  to  arrive. 

The  changes  in  wheat  have 
driven  all  large  buyers  out  of  the 
flour  market  for  the  time  being. 
The  prices  of  flour  have  been  re¬ 
duced,  but  the  buying  is  confined 
to  odd  car  lots.  Spring  wheat 
patents  are  quoted  at  $5.35  to 
$5.70  per  barrel  in  wood. 

Butter  prices  are  fairly  well 
sustained,  but  the  demand  is  gen¬ 
erally  quiet.  The  surplus  stocks 
of  lower  grades  have  been  reduced 
so  that  there  is  some  hardening 
of  prices  in  these  grades.  Storage 
butter  is  moving  steadily  into 
consumption  in  a  satisfactory 
manner.  Process  butter  is  firm. 
The  creamery  specials  are  quoted 
at  33  to  3 3)4  cents;  extras  about 
32  to  3214 ;  firsts  29  to  30^2. 

Eggs  have  been  advancing  a 
little.  The  receipts  of  finer 
grades  continue  small  in  com¬ 
parison  with  the  demand.  Stor¬ 
age  eggs  are  moving  freely,  but 
holders  are  not  disturbing  values 
by  pushing  sales  beyond  what  the 
market  will  stand.  The  fresh 
gathered  Western  extras  are 
quoted  at  34  to  35  cents.  Extra 
firsts  have  moved  up  to  30  to  32 
cents ;  firsts,  27  to  29  cents.  Near¬ 
by  white  eggs  command  fancy 
prices,  up  to  50  cents  a  dozen. 

Fred.  A.  McGill. 


Puck. 

Shinc-On  Metal  Polish. 

Chiclets. 

Pear’s  Soap. 

White  Rock  Water. 

Collier’s  Weekly. 

Shaker  Salt. 

Berry  Bros.’  Varnishes. 

Ralston  Wheat  Food. 

Educator  Crackers. 

Crystal  Domino  Sugar. 

Sunshine  Biscuits. 

Creso  Grits  and  Barley  Crystals. 
Huyler’s. 

Acme  Quality  Paints,  Stains, 
etc. 

Palmolive  Soap. 

Lea  &  Perrins’  Sauce. 

Heinz  57  Varieties. 

Steero  Bouillon  Cubes. 

Occident  Flour. 

Packer’s  Tar  Soap. 

Quaker  Oats. 

Borden  Eagle  Brand  Condensed 
Milk. 

Gold  Medal  Flour. 

The  Outing  Magazine. 

Grape  Nuts. 

Post  Toasties. 

Liebig  Extract  of  Beef. 

American  Magazine. 

Grape  Nuts. 

Post  Toasties. 

Liquid  Veneer. 

Vitralite. 

Electro  Silicon. 

Sherwin-Williams  Paints  and 
Varnishes. 

Horlick’s  Malted  Milk. 

Cresca  Delicacies. 

Gluten  Flour. 

Apenta  Table  Water. 

Wilbur’s  Chocolate  Buds. 
Chiclets. 

Sunshine  Specialties. 

Cuticura. 

Peter’s  Chocolate. 

Nabisco. 

Ivory  Soap. 

Cream  of  Wheat. 

Pearson's. 

Cream  of  Wheat. 

Cresca  Delicacies. 

Nabisco. 

Post  Toasties. 

White  Rock  Water. 

Sapolio. 

Fairy  Soap. 

Pear’s  Soap. 

Harper’s  Monthly. 

Gold  Medal  Flour. 

Grape  Nuts. 

Post  Toasties. 

Electro  Silicon. 

Apenta  Water. 

Cuticura. 

White  Rock. 

Occident  Flour. 

Ivory  Soap. 

Royal  Baking  Powder. 

Walter  Baker  &  Co.,  Ltd. 
Postum. 


Everybody’s  Magazine. 

Gold  Medal  Flour. 

Campbell’s  Soups. 

Cresca  Delicacies. 

Grape  Nuts. 

Horlick’s  Malted  Milk. 

Jello-O. 

Lea  &  Perrins’  Sauce. 

Liebig  Extract  of  Beef. 

Nabisco. 

Peters’  Chocolate. 

Post  Toasties. 

Snider  Preserves. 

Oleomargarine. 

Kellogg’s  Toasted  Corn  Flakes. 
White  Rock  Water. 

Whitman  Chocolates. 

Electro  Silicon. 

Three-in-One  Oil. 

Apenta  Water. 

Rough  on  Rats. 

Cuticura  Soap. 

Ivory  Soap. 

World’s  Work. 

Sapolio. 

Chiclets. 

White  Rock. 

Vitralite. 

Shredded  Wheat. 

Fairy  Soap. 

Scribner’s. 

Crystal  Domino  Sugar. 

Apenta  Water. 

Baker’s  Cocoa. 

Cresca  Delicacies. 

Grape  Nuts. 

Horlick’s  Malted  Milk. 

Huyler’s. 

Lea  &  Perrins’  Sauce. 

Libby’s  Food  Products. 

Occident  Flour. 

Peters’  Chocolate. 

Post  Toasties. 

Postum. 

Royal  Baking  Powder. 

Chiclets. 

Oleomargarine — Swift’s. 

Gold  Medal  Flour. 

White  House  Coffees  and  Teas. 
White  Rock  Water. 

Cuticura  Soap. 

Ivory  Soap. 

Pear’s  Soap. 

Sapolio. 

Pictorial  Review. 

Cream  of  Wheat. 

Heinz  Mince  Meat  and  Plum 
Pudding. 

Campbell’s  Soup. 

Royal  Baking  Powder. 

Post  Toasties. 

Crystal  Domino  Sugar. 

Nabisco. 

Grape  Nuts. 

Parawax. 

Occident  Flour. 

Knox  Gelatine. 

Liebig  Extract  of  Beef — Oxo 
Bouillon  Cubes. 

Quaker  Oats. 

Jell-O. 

Karo. 

Snider’s  Catsup  —  Pork  and 
Beans. 


-A 

Old  Dutch  Cleanser. 

Cuticura  Soap. 

Lea  &  Perrins’  Sauce. 

Electro  Silicon. 

St.  Nicholas. 

Gold  Medal  Flour. 

Fairy  Soap. 

Sapolio. 

Peters’  Chocolate. 

Kingsford’s  Cornstarch. 

Poast  Taosties. 

Jell-O. 

Grape  Nuts. 

Ralston  Wheat  Food. 

Borden’s  Eagle  Brand  Con¬ 
densed  Milk. 

Educator  Crackers. 

Ivory  Soap. 

Libby’s  Products. 

Smart  Set. 

Huyler’s. 

White  Rock  Water. 

Apenta  Water. 

Fairy  Soap. 

Ladies’  World. 

Gold  Dust  Washing  Powder,  i 
Fairy  Soap. 

Sunny  Monday. 

Ralston  Wheat  Food. 

Pearline. 

Ivory  Soap. 

Campbell’s  Soup. 

Nabisco. 

Grape  Nuts. 

Bon  Ami. 

Armour’s  Extract. 

Old  Dutch  Cleanser. 

Knox  Gelatine. 

Snider’s  Pork  and  Beans  and 
Catsup. 

Post  Toasties. 

Baker’s  Cocoa. 

Steero  Bouillon  Cubes. 

Royal  Baking  Powder. 

Jell-O. 

Parawax. 

Heinz  Mince  Meat  and  Plum 
Pudding. 

Van  Camp’s  Pork  and  Beans.  | 
Lenox  Chocolates. 

Electro  Silison. 

Pratt  &  Lambert  Varnishes,  j 
Union  Cookery  Bags. 

Kinesford’s  Cornstarch. 

Puffed  Wheat. 

Parson’s  Household  Ammonia. 
Liebig  Extract  of  Beef  and  Oxo 
Bouillon  Cubes. 

Three-in-One  Oil. 

Cuticura* 

Dromedary  Dates. 

Acme  Paints  and  Finishes. 
Occident  Flour. 

Sunshine  Biscuits. 

Diaffiond  Dyes. 

Lowney’s  Chocolates. 

Jap-a-Lac. 

Liquid  Veneer. 

Harper’s  Bazaar. 

Grape  Nuts. 

Pearline. 

Naoisco. 

Post  Toasties. 

Heinz  Mince  Meat  and  Plum 
Pudding. 

Old  Dutch  Cleanser. 

Electro  Silicon. 

Occident  Flour. 

Wright’s  Silver  Cream. 

Cresca  Delicacies.  . 

Towle’s  Log  Cabin  Syrup. 

Knox  Gelatine. 

Blue  Label  Catsup. 

Baker's  Cocoa. 

“61”  Floor  Varnish. 

Liauid  Veneer. 

Gold  Medal  Flour. 

McCall’s  Magazine. 

Van  Camp's  Pork  and  Beans. 
Parson’s  Household  Ammonia. 
Ivory  Soap. 

Pear’s  Soap. 

Campbell’s  Soups.  • 

Bon  Ami. 

Grape  Nuts. 

Diamond  Dyes. 

Lea  &  Perrins’  Sauce. 

Armour’s  Extract  of  Beef. 
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5,000  Grocers  Use  This  Book 


THIS  Style  Book  is  especially  designed  for  you  to  sell  goods 
from  and  if  used  freely  will  make  money  for  you. 
Because  you  are  not  an  established  clothing  dealer  do 
not  take  it  for  granted  that  you  cannot  sell  wearing  apparel. 
We  have  on  our  books  to-day  the  names  of  5,000  Grocers  who, 
up  to  four  years  ago,  had  never  even  tried  to  take  an  order  for 
wearing  apparel.  The  majority  are  to-day  doing  a  very 
profitable  business  in  this  line. 

It  is  not  necessary  to  invest  one  cent  in  stock — all  you 

need  do  is  take  orders  from  this  Book  and  send  them  to  us.  We 
carry  a  complete  stock  of  all  garments  listed  and  ship  promptly 
orders  of  any  size — one  garment  at  a  time  if  necessary. 

You  can  show  this  catalog  to  your  customers  and  take  orders  at 
the  regular  printed  prices.  From  these  prices  you  are  allowed 
a  trade  discount  of  50%. 

This  is  a  great  opportunity  for  you  to  make  money 

for  the  next  three  or  four  months.  Send  for  this  catalog  to-day 
and  receive  complete  information. 


Mutual  Trading  Company,  97  Chambers  St.,  NewYork 


Put  This  Display 
Stand  To  Work 


We’ll  send  it  to  you  free.  It  holds  a  dozen  ten-cent  cans  of  MASON’S  BLACK 
SHINE  where  your  customers  can’t  help  seeing  them.  That  means  sales.  MASON  S 
BLACK  SHINE  is  superior  to  all  other  preparations  for  polishing  shoes,  because  it 
gives  a  lustrous  and  enduring  polish  with  less  effort,  and  because  it  does  not  contain 
turpentine  (turpentine  in  other  preparations  is  what  causes  shoes  to  crack).  If  you 
want  a  fast  seller  let  us 


PUT  THIS  STAND  TO  WORK 

JAMES  S.  MASON  COMPANY 

134-140  North  Front  St. 

PHILADELPHIA,  PA. 
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Old  Dutch  Cleanser. 

Quaker  Oats. 

Ralston  Wheat  Food. 

Uneeda  Biscuit. 

Union  Cookery  Bags. 

Heinz  Mince  Meat  and  Plum 
Pudding. 

Lowney’s. 

Jell-O. 

Steero  Bouillon  Cubes. 

Karo  Corn  Syrup. 

Knox’s  Gelatine. 

Three-in-One  Oil. 

Liebig  Extract  of  Beef  and  Oxo 
Bouillon  Cubes. 

Liquid  Veneer. 

Alabastine. 

Cuticura. 

Packer’s  Tar  Soap. 

Rat  Biscuit. 

Rough  on  Rats. 


National  Magazine. 

Gold  Medal  Flour. 

Sapolio. 

Pcarline. 

Uneeda  Biscuit. 

Murphy  Varnish. 

Swift’s  Premier  Oleomargarine. 
Baker’s  Chocolate. 

Soapine. 

Narragansett  Bay  Oysters. 
Libby’s  Products. 

Old  Dutch  Cleanser. 


Woman's  Home  Companion. 


Parawax. 

Minute  Gelatine. 

Knox  Gelatine. 

Mapleine. 

Procter  &  Gamble  White  Naptha 
Soap. 

Vitralite. 

Packer’s  Tar  Soap. 

Lowney’s. 

U-All-No  Mints. 

Parson’s  Household  Ammonia. 
Occident  Flour. 

Horlick’s  Malted  Milk. 

Cresca  French  Olive  Oil. 

Towle  Log  Cabin  Maple  Syrup. 
McMenamin’s  Deviled  Crabs. 
Steero  Bouillon  Cubes. 

Kitchen  Bouquet. 

Le  Page  Glue. 

Sherwin-Williams  Paints  and 
Varnishes. 

Cuticura  Soap. 

Alabastine. 

Rat  Bis-Kit. 

Liquid  Veneer. 

Liebig  Extract  of  Beef. 
Three-in-One  Oil. 

Burnham  &  Morrill’s  Fish 
Flakes. 

Gold  Medal  Flour. 

Heinz  Mince  Meat  and  Plum 
Pudding. 

Ivory  Soap. 

Ralston  Wheat  Food. 

Campbell’s  Products. 

Shredded  Wheat. 

Grape  Nuts. 

Post  Toasties  and  Postum  Ce¬ 
real. 

Bon  Ami. 

Lenox  Chocolates. 

Karo. 

Snider’s  Pork  and  Beans,  etc. 
Quaker  Oats. 

Electro  Silicon. 

Wright’s  Silver  Cream. 

Burnett’s  Vanilla. 

Educator  Crackers. 

Union  Cookery  Bags. 

Wesson  Snowdrift  Oil. 

Fould’s  Macaroni. 

Armour’s  Extract  of  Beef. 

Old  Dutch  Cleanser. 

Pearline. 

Dromedary  Dates. 

Van  Camp’s  Pork  and  Beans. 
Jell-O. 

Uneeda  Biscuit. 

Sunshine  Biscuits. 


Ladies’  Home  Journal. 
Gold  Medal  Flour. 

Ivory  Soap. 

Old  Dutch  Cleanser. 
Underwood  Deviled  Ham. 
Campbell’s  Soups. 


Nabisco. 

Dromedary  Dates. 

Royal  Baking  Powder. 

Blue  Label  Ketchup. 

Grape'  Nuts. 

Steero  Bouillon  Cubes. 

Quaker  Oats. 

Wesson’s  Snowdrift  Oil. 

None  Such  Mince  Meat. 
Chiclets. 

Snider’s  Catsup  and  Pork  and 
Beans. 

Heinz  Mince  Meat  and  Plum 
Pudding. 

Sherwin-Williams  Paints. 

Procter  &  Gamble  White  Naptha 
Soap. 

Union  Cookery  Bags. 

Mrs.  Rorer’s  Coffee. 

Burnett’s  Vanilla. 

Huyler’s. 

Kingsford’s  Cornstarch. 

Mapleine. 

Occident  Flour. 

Horlick’s  Malted  Milk 
Le  Page’s  Glue. 

Parson’s  Household  Ammonia. 
Honyiel’s  Hams  and  Bacon. 
Electro  Silicon. 

Alabastine. 

Packer’s  Tar  Soap. 

Parawax. 

Wright’s  Silver  Cream. 

Puffed  Wheat  and  Puffed  Rice. 
Liquid  Veneer. 

Vitralite. 

Post  Toasties. 

Acme  Paints,  etc. 

Knox  Gelatine. 

Ralston  Wheat  Food. 

Lea  &  Perrin’s  Sauce. 

Educator  Crackers. 

Jell-O. 

Lowney’s. 


•  Harper’s  Weekly. 

Eagle  Brand  Condensed  Milk. 
Napoleon  Flour. 

Apollinaris  Water. 

White  Rock. 

Postum — Cereal. 

Grape  Nuts. 

Post  Toasties. 

Crystal  Domino  Sugar. 
Kellogg’s  Toasted  Corn  Flakes. 
Blue  Label  Ketchup. 

Gold  Medal  Flour. 


The  Outlook. 


Armour’s  Bouillon  Cubes. 
Postum. 

Marquise  Tea. 

Horlick’s  Malted  Milk. 

Bon  Ami. 

Blue  Label  Ketchup. 
Londonderry  Mineral  Water. 
Fairy  Soap. 

Kellogg’s  Toasted  Corn  Flakes. 
Gluten  Flour  (Farwell  &  Rhines). 
Crystal  Domino  Sugar. 

Baker’s  Cocoa. 

Gold  Medal  Flour. 

Ivory  Soap. 

Lowney’s. 

Ralston  Wheat  Food. 

Quaker  Oats,  Puffed  Wheat  and 
Puffed  Rice. 

Post  Toasties. 

Huyler’s. 

Sunshine  Specialties  (Biscuits, 
etc.). 

Chiclets. 

Dromedary  Dates. 

Cresca  Delicacies. 

Educator  Crackers. 

Austin’s  Dog  Bread. 

Cuticura  Soap. 

Three-in-One  Oil. 

Kornlet. 

Borden’s  Condensed  Milk. 
Apenta  Water. 

Electro  Silicon. 

Uneeda  Biscuit. 


Saturday  Evening  Post. 
Ivory  Soap. 

Campbell’s  Soup. 

Grape  Nuts. 

Quaker  Oats. 

Elastica  Floor  Finish. 
Horlick’s  Malted  Milk. 
Sealshipt  Oysters. 


Johnston’s  Chocolates. 

Lea  &  Perrin’s  Sauce. 

Vitralite. 

Nabisco. 

Liquid  Veneer. 

Lowney’s. 

Sherwin-Williams  Paints  and 
Varnishes. 

Snider’s  Catsup  and  Pork  and 
Beans. 

Occident  Flour. 

Van  Camp’s. 

Burnham  &  Morrill  Fish  Flakes. 
Crystal  Domino  Sugar. 

Mrs.  Rorer’s  Coffee. 

Educator  Crackers. 

Lenox  Chocolates. 

Packer’s  Tar  Soap. 

Union  Cookery  Bags. 

Jap-a-Lac. 

National  Oats. 

Mapleine. 

Whitman’s  Chocolates. 

Peters’  Milk  Chocolate. 
Dromedary  Dates. 

Lucky  Strike  Tobacco. 

Le  Page’s  Glue. 

Cream  of  Wheat. 

Post  Toasties. 

Steero  Bouillon  Cubes. 

Sunshine  Specialties. 

Holland  Rusk. 

Postum  Cereal. 

Knox  Gelatine. 

Heinz  57  Varieties. 

Acme  Quality  Paints  and  Var¬ 
nishes. 

Fould’s  Macaroni. 

Swansdown  Prepared  Cake 
Flour. 

Barrington  Hall  Coffee. 
Underwood  Deviled  Ham. 

Karo. 

Chiclets. 

Beech-Nut  Peanut  Butter. 
Wrigley’s  Spearmint. 


Life. 

White  Rock  Water. 

Pear’s  Soap. 

Peters’  Milk  Chocolate. 
Crystal  Domino  Sugar. 
Chiclets. 

Belle  Mead  Sweets. 
U-All-No  Mint. 

Maillard’s  Breakfast  Cocoa. 
Huyler’s. 


McClure’s. 

Apenta  Water. 

Barrington  Hall  Coffee. 
Blooker’s  Cocoa. 

Cresca  Delicacies. 

Crystal  Domino  Sugar. 

Gluten  Flour. 

Jell-O. 

Grape  Nuts. 

Horlick’s  Malted  Milk. 

Huyler’s  Chocolates. 

Educator  Crackers. 

Lea  &  Perrin’s  Sauce. 

Liebig  Extract  of  Beef. 

Nabisco. 

Peters’  Chocolate. 

Post  Toasties. 

Occident  Flour. 

Snider’s  Pork  and  Beans  and 
Catsup. 

Steero  Bouillon  Cubes. 

Sunshine  Biscuits. 

U-All-No  After  Dinner  Mints. 
White  Rock  Water. 

Wilbur’s  Buds. 

Berry  Bros.  Paints  and  Var¬ 
nishes,  etc. 

Liquid  Veneer. 

Pratt  &  Lambert  Varnishes. 

Bon  Ami. 

Pear’s  Soap. 

Packer’s  Tar  Soap. 

Cuticura  Soap. 


Review  of  Reviews. 
Campbell’s  Soup. 

Pearline. 

Grape  Nuts. 

Blue  Label  Ketchup. 
White  Rock  Water. 
Apenta  Water. 

Gluten  Flour. 

Horlick’s  Malted  Milk. 
Cresca  Delicacies. 


Lea  &  Perrin’s  Sauce. 

Borden  Condensed  Milk  (Eagle 
Brand). 

Berry  Bros.  Varnishes. 


Atlantic  Monthly. 
Peters’  Chocolate. 

Baker’s  Cocoa. 

Educator  Crackers. 

White  Rock  Water. 
Electro  Silicon. 

Horlick’s  Malted  Milk. 


Good  Housekeeping. 


Shredded  Wheat. 

Sapolio. 

Pear’s  Soap. 

Diamond  Dyes. 

Fairy  Soap. 

Armour’s  Bouillon  Cubes. 

Heinz  Mince  Meat  and  Plum  ] 
Pudding. 

Royal  Baking  Powder. 

Baker’s  Cocoa. 

Grape  Nuts. 

Campbell  s  Soup. 

Post  Toasties. 

Sherwin-Williams  Paints. 

Jello-O. 

Huyler’s. 

Wesson  Snowdrift  Oil. 

Dromedary  Dates. 

Union  Cookery  Bags. 

Nabisco. 

Old  Dutch  Cleanser. 

Cuticura  Soap. 

Borden’s  Eagle  Brand  Condensed 
Milk. 

Bon  Ami. 

Ivory  Soap. 

Cream  of  Wheat. 

White  House  Coffee. 

Quaker  Oats. 

Mrs.  Rorer’s  Coffee. 

Ralston  Wheat  Food. 

Crystal  Domino  Sugar. 

Burnett’s  Vanilla. 

Barrington  Hall  Coffee. 

Knox  Gelatine. 

Underwood  Deviled  Ham. 

Kornlet. 

Electro  Silicon. 

Wright’s  Silver  Cream. 

Educator  Crackers. 

Towle’s  Log  Cabin  Syrup. 

Lenox  Chocolates. 

Le  Page’s  Glue. 

Pratt  &  Lambert  Varnishes. 

Lea  &  Perrin’-s  Sauce. 

Chiclets. 

Liquid  Veneer. 

Parson’s  Ammonia. 

Parawax. 

Steero  Bouillon  Cubes. 

Sealshipt  Oysters. 

Palmolive  Soap. 

Occident  Flour. 

Van  Camp’s  Pork  and  Beans. 


Both  Norway  and  Irish  Mackerel 
Short. 


Official  information  as  to  the 
catch  of  mackerel  shows  that 
both  Norway  and  Irish  are  de¬ 
cidedly  short  as  compared  with 
last  year.  The  catch  of  Norways, 
including  Swedish,  totals  56,000 
barrels,  as  against  108,000  barrels 
in  1910.  This  year's  catch  .of 
Irish  is  20,000  barrels,  against  last 
year's  45.000. 


Florida  eggplants  are  begin¬ 
ning  to  arrive,  and  average  $2. 
which  is  a  drop  of  50  cents  from 
the  very  first  arrivals.  The  re¬ 
ceipts  are  increasing,  the  quality 
shows  up  well,  and  the  demand  is 
excellent. 
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New  National  Federation  of  Retailers 

Formed 


hirty-six  States  Send  Retail  Merchant  Representatives  to 
Chicago  to  Organize  “The  National  Federation  of  Retail 
Merchants.”  All  Lines  of  Trade  Represented.  Only 
Association  Members  Can  Join.  Object  is  to  Protect 
Retailer  from  Unfair  Legislation  and  Advance  His  Interests 
With  Manufacturers,  Jobbers  and  Consumers. 


jecial  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

Cleveland,  Ohio,  Oct.  31,  1911. 
The  representatives  of  various 
lies  of  retail  merchants  who 
/ere  recently  asked  by  the  retail 
.unber  interests  to  help  form  a 
ational  organization  duly  met  in 
Chicago  on  Octobe-r  18th  at  the 
^a  Salle  Hotel. 

Mr.  M.  J.  Moloney,  of  Detroit, 
dich.,  was  chosen  temporary 
hairman  and  T.  Arthur  Rector, 
if  Kansas,  temporary  secretary. 

J.  M.  Trowern,  secretary  of 
Retailers’  Association,  Dominion 
if  Canada,  made  an  excellent  ad- 
Iress,  talking  on  the  Sherman  act 
md  the  amendment  which  they 
■ecured  to  a  like  act  in  Canada. 

First  day  was  given  over  to 
speeches  on  the  “Power  of  the 
Hade”  and  the  appointing  of 
:ommittees. 

The  Credentials  Committee  re- 
)orted  thirty-six  States  repre¬ 
sented  by  one  hundred  and  fifty 
lelegates  present. 

The  Committee  on  Organiza- 
:ion  consisted  of  a  representative 
trom  each  business  represented. 

C  o  m  m  i  1 1  e  e  on  Resolutions 
adopted  vigorous  protests  against 
parcels  post  and  other  like  legis¬ 
lation. 

Following  is  the  by-laws 
adopted : — 

Article  I.  Name. 

The  name  of  this  organization 
shall  be  “The  National  Federation 
of  Retail  Merchants.’’ 

Article  II.  Object. 

Section  1.  To  safeguard  and  serve 
the  interests  of  all  retail  merchants. 

Sec.  2.  To  oppose  all  unjust  leg¬ 
islation  inimical  to  retail  merchants. 

Sec.  3.  To  promote  all  just  leg¬ 
islation  designed  for  the  benefit  of 
retail  merchants. 

Sec.  4.  To  demonstrate  the  nec¬ 
essity  of  retail  merchants  to  man¬ 
ufacturers,  wholesalers  and  consum¬ 
ers  of  the  United  States. 

Sec.  5.  To  co-operate  with  all 
other  organizations,  having  for  their 
object  the  advancement  of  the  best 
interests  of  commerce. 

Article  III.  Membership. 

The  membership  shall  be  confined 
to  retail  merchants  doing  business 
in  the  United  States  who  are  affil¬ 
iated  with  their  State  or  interstate 
association,  and  where  a  National 
association  exists,  through  their 


National  association,  and  who  are 
willing  to  conform  to  the  Consti¬ 
tution  and  By-Laws  of  this  organi¬ 
zation,  and  such  associate  member¬ 
ships  as  may  be  provided  for  by  the 
board  of  directors. 

Article  IV.  Officers. 

Section  1.  The  officers  of  this  or¬ 
ganization  shall  consist  of  a  presi¬ 
dent,  vice-president  and  treasurer 
and  a  board  of  directors,  consist¬ 
ing  of  one  representative  from  each 
line  of  trade  represented. 

Sec.  2.  The  board  of  directors 
shall  elect  an  executive  committee 
of  seven  members  from  their  body, 
of  whom  the  president,  vice-presi¬ 
dent  and  treasurer  shall  be  ex- 
officio  members. 

Sec.  3.  The  board  of  directors 
shall  have  general  charge  of  the 
business  of  the  federation  until  such 
date  as  may  be  named  for  the  next 
annual  convention,  not  later  than 
June  1,  1912,  with  full  power  to  em¬ 
ploy  a  secretary  and  such  other  as¬ 
sistants  as  they  may  deem  neces¬ 
sary  for  the  furtherance  of  the 
purpose  of  this  organization. 

Sec.  4.  The  duties  of  the  officers 
of  this  federation  shall  be  such  as 
usually  pertain  to  officers  of  similar 
organizations. 

Sec.  5.  The  secretary  and  treas¬ 
urer  of  this  organization  shall  be 
required  to  give  such  bonds  as  may 
be  required  by  the  board  pf  direc¬ 
tors. 

Sec.  6.  A  majority  of  the  board 
of  directors  or  executive  committee 
shall  constitute  a  quorum  for  the 
transaction  of  business. 

Sec.  7.  To  defray  the  expenses  of 
this  organization  the  board  of  di¬ 
rectors  shall  fix  a  per  capita  tax 
not  to  exceed  50  cents. 

Sec.  8.  The  board  of  directors 
shall  have  the  power  to  formulate 
such  by-laws  as  in  their  judgment 
may  be  necessary  to  expedite  the 
purposes  of  this  organization,  and 
submit  the  same  to  the  first  Na¬ 
tional  convention  for  approval. 

Sec.  9.  Amendments  to  this  Con¬ 
stitution  may  be  made  by  the  exec¬ 
utive  committee,  such  amendments 
to  have  the  approval  of  the  board 
of  directors  and  to  have  the  same 
force  and  effect  as  if  adopted  by  the 
convention,  and  be  binding  until  the 
next  convention,  when  they  shall  be 
submitted  for  approval. 

The  following  officers  were 
elected:  President,  M.  J.  Moloney, 
Detroit,  Mich. ;  vice-president,  E. 
C.  Robinson,  St.  Louis,  Mo. ; 
treasurer,  J.  T.  Russell,  Chicago, 
111.;  secretary,  J.  R.  Moorhead, 
Lexington,  Mo. 

The  officers  of  the  National  As- 
J  sociation  of  Retail  Grocers  de- 
|  cided  to  withhold  comment  on  the 
conference  at  the  present  time. 

John  A.  Green, 
Secretary  National  Retail  Gro¬ 
cers’  Association. 


The  Quality,  Reputation  and  Fast  Selling 
Oualities  of 

/V 

Beech-Nut  Sliced  Bacon 
Beech-Nut  Hams  Beech-Nut  Beans 

Beech-Nut  Catsup  Beech-Nut  Conserves 

Beech-Nut  Sliced  Beef 


and  the  high  standard  of  excellence  that  has 
made  the  name  "Beech- Nut"  famous  are  back  of 


-NUT 
1  BUTTER 


Every  sale  made  not  only  means  a  good 
profit  for  you,  but  it  also  means  a  satisfied  cus¬ 
tomer,  who  will  come  back  to  buy  Beech-N  ut 
Peanut  Butter  again  and  again.  Great 
quantities  of  Peanut  H utter  are  used  for  sand¬ 
wiches  for  parties  and  school  children’ s  lunches. 

In  airless  sealed  glass  jars  only — never 

in  bulk. 

If  you  do  not  handle  Beech-Nut  Products 
ask  your  jobber  about  them  or  write  to-day  for 
price  list  and  terms. 

Beech -Nut  Packing  Co. 

Canajoharie,  N.  Y. 
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CXXVII.  When  a  Debtor  Can  Be  Arrested  for  Debt. 


In  practically  all  States  im¬ 
prisonment  or  even  arrest  for  debt 
has  been  abolished.  In  the  ole 
days  the  debtor  who  did  not  pay 
even  an  ordinary  debt  for  grocer¬ 
ies  could  be  put  into  jail  until  he 
did.  Over  a  half  century  ago  this 
was  recognized  as  outrageously 
harsh  upon  honest,  but  unfortu¬ 
nate  debtors,  and  the  movement 
abolishing  it  became  general. 

And  yet  there  are  certain  classes 
of  debts  on  which  the  debtor  can 
still  be  arrested,  and  if  he  does 
not  furnish  bail  can  be  sent  to 
prison.  When  I  say  arrested  I  do 
not  mean  upon  a  criminal  process, 
or  in  a  criminal  proceeding  at  all. 

I  mean  arrested  as  a  part  of  a 
civil  suit  to  make  him  pay  the 
debt.  In  many  cases  such  as 
those  I  speak  of  a  debtor  can  be 
sued  civilly  for  a  debt,  the  case 
being  begun  by  his  arrest,  and 
can  then  be  immediately  arrested 
again  on  a  criminal  process — in 
other  words,  on  a  warrant.  The 
two  proceedings  are  entirely  sepa¬ 
rate  and  totally  different.  The 
civil  arrest  can  never  result  in 
anything  more  than  a  judgment 
against  the  debtor,  while  the 
criminal  warrant  can  result  in  his 
imprisonment  or  fine. 

The  debts  in  which  the  debtor 
can  be  arrested  are  those  which 
have  been  incurred  fraudulently, 
and  for  such  debts  the  debtor  can 
be  arrested  on  civil  process  in 
practically  all  States. 

A  debt  is  fraudulently  incurred 
when  the  debtor  does  something 
when  he  incurs  it  to  deceive  the 
creditor.  For  instance,  only  a 
month  ago  a  case  occurred  in 
Pennsylvania  in  which  a  retail 
hardware  dealer  went  to  a  jobber 
and  placed  an  order  for  a  con¬ 
siderable  quantity  of  goods. 
There  had  been  some  rumors 
about  the  retailer’s  credit,  and  the 
jobber  was  inclined  to  turn  the 
order  down.  The  retailer,  how¬ 


ever,  gave  him  facts  and  figures 
which  showed  that  he  was  no1: 
only  solvent,  but  was  worth  about 
$6,000  above  his  liabilities. 

The  goods  were  shipped  and 
three  weeks  after  that  the  retailer 
failed.  There  was  plenty  of  evi- 
denee  that  he  knew  he  was  going 
to  fail  when  he  made  his  brave 
show  with  the  jobber.  The  latter 
therefore  brought  suit  to  recover 
the  amount  due,  and  began  it  by 
having  the  debtor  arrested.  The 
debtor  was  compelled  to  give  a 
bond  in  the  nature  of  bail,  which 
safeguarded  the  creditor,  because 
it  meant  getting  security  for  a 
debt  against  an  insolvent  debtor, 
obviously  a  very  unusual  privi¬ 
lege  and  protection.  I  mean  here 
that  if  the  creditor  gets  judgment 
he  can  collect  on  the  bond. 

In  another  case  the  owner  of  a 
patent  right  sold  it  to  a  client  of 
my  own  upon  the  representation 
that  it  was  genuine  and  not  an 
infringement  upon  any  other. 
Subsequently  it  developed  that 
the  owner  of  a  rival  patent  had 
actually  won  an  infringement 
suit  against  him  two  years  be- 
ore.  This  was  clearly  a  fraudu- 
ent  debt  and  the  defrauded  party 
therefore  brought  an  action  to  re¬ 
cover  his  money,  beginning  it,  as 
the  hardware  jobber  did,  by  hav¬ 
ing  the  defendant  arrested. 

In  the  patent  case  the  defend¬ 
ant  was  also  arrested  on  a  war¬ 
rant  charging  him  with  obtaining 
money  under  false  pretenses,  and 
le  will  be  tried  criminally  in  an 
action  entirely  different  from  the 
civil  suit. 

Sometimes  the  courts  have 
gone  even  further  than  the  cases 
cited  above.  There  is  one  well- 
mown  case  in  which  a  man  went 
to  a  business  friend  and  negoti¬ 
ated  a  loan — without  collateral  se¬ 
curity — upon  the  representation 
that  he  proposed  to  devote tliepro- 
ceeds  to  a  certain  purpose  in  which 


the  lender  was  somewhat  inter¬ 
ested.  This  proved  to  be  a  mere 
blind ;  the  money  was  devoted  to 
an  entirely  different  purpose,  as 
the  borrower  intended  it  to  be 
from  the  first.  The  court  held 
this  to  be  a  fraud  which  would 
warrant  the  creditor  in  beginning 
his  suit  to  recover  the  amount  by 
arresting  the  debtor. 

A  mere  expression  of  opinion  is 
not  fraud,  however.  For  instance, 
a  retailer  starting  newly  in  the 
grocery  business  obtained  a  line 
of  credit  by  glowing  representa¬ 
tions  as  to  what  he  believed  he 
ought  to  do  in  the  neighborhood 
where  he  had  located.  His  pre¬ 
dictions  were  not  fulfilled,  he 
could  not  pay  for  his  goods,  and 
the  jobber  tried  to  force  things  a 
little  by  having  him  arrested  on 
a  civil  process.  The  court  re¬ 
fused  to  allow  this,  ruling  that 
the  retailer  had  merely  expressed 
an  opinion,  which  did  not  consti¬ 
tute  fraud. 

Nor  is  even  a  fraudulent  fail¬ 
ure  to  pay  a  debt  that  was  con 
tracted  without  fraud  ground  for 
civil  arrest.  The  fraud  must  be  a 
)art  of  the  original  transaction. 
There  are  a  few  exceptions  to  this 
rule,  however — the  States  of 
Maryland,  Michigan,  Nevada  and 
New  Jersey.  There  the  debtor 
who  fraudulently  avoids  payment 
of  a  debt  can  be  arrested  in  a  suit 
to  recover  it,  but  in  all  other 
States  he  cannot.  It  is  well  to 
say  also  that  it  must  be  commit¬ 
ted  personally— not  through  an 
agent,  or  even  through  a  partner 
If  an  agent,  acting  for  his  prin 
cipal,  contracts  a  fraudulent  debt, 
the  principal  can  be  arrested 
civilly  only  if  he  knowingly  par¬ 
ticipates  or  knowingly  receives  a 
part  of  the  benefits.  The  same 
rule  applies  where  one  member  of 
a  partnership  contracts  a  debt 
fraudulently. 


Inducing  a  creditor  to  accept 
worthless  collateral  security  for 
extending  the  time  of  payment  is 
also  in  many  cases  held  to  be 
fraud  which  will  warrant  civil  ar¬ 
rest.  Giving  a  bad  post-dated 
check  is  not,  however.  * 

Under  laws  which  exist  in  prac¬ 
tically  all  States,  a  debtor  can 
also  be  arrested  on  a  civil  process 
—remember,  this  is  entirely  dif¬ 
ferent  from  arresting  him  crimi¬ 
nally  for  the  criminal  phase  of 
his  act — if  he  conceals,  removes 
or  disposes  of  his  property  so  hi 
creditors  can’t  find  it,  or  if  there 
is  reason  to  believe  he  is  abou 
to  do  so.  The  property  concealed, 
removed  or  disposed  of,  however, 
must  have  been  something  sub¬ 
stantial  out  of  which  the  creditor 
could  have  recovered  all  or  a  part 
of  his  claim,  and  the  debtor’s  in¬ 
tent  must  have  been  to  defraud 
his  creditors. 

This  fraud  is  worked  in  many 
ingenious  and  devious  ways.  /J 
man  will  cancel  a  claim,  or  charge 
up  a  debt  to  profit  and  loss,  which 
is  perfectly  good  and  collectible; 
or  he  will  sell  property  to  a  rela¬ 
tive  at  a  ridiculously  inadequate 
price ;  or  he  will  convey  some¬ 
thing  to  his  wife  on  a  suspicious 
indebtnedess ;  or  as  in  one  par¬ 
ticularly  ingenious  case,  he  will 
sell  property  and  carry  the  pro¬ 
ceeds  on  his  person,  thus  taking 
advantage  of  the  rule  that  money 
on  the  person  is  exempt  from  ex¬ 
ecution.  In  all  these  cases,  and 
also  where  a  debtor  is  about  to 
remove  from  the  State  without 
:nt  behind  to  pay 
his  debts — if  his  intent  was  to 
defraud  his  creditors — a  civil  suit 
against  the  debtor  to  recover  the 
debt  can  be  begun  by  his  arrest. 

In  New  Jersey  and  Pennsyl¬ 
vania  a  freeholder,  that  is,  the 
holder  of  real  estate  worth  a  cer¬ 
tain  amount,  cannot  be  arrested 
civilly  under  any  circumstances. 

Here  is  a  point  decidedly  worth 
remembering:  The  right  to  arrest 
a  debtor  who  has  fraudulently 
contracted  a  debt — which  right  is 
a  very  potential  one  and  often 
collects  the  claim  when  nothing 
else  will — can  be  lost  if  the 
creditor  makes  any  deal  with  the 
debtor  for  the  payment  of  the 
debt.  For  instance,  A  contracts 
a  fraudulent  debt  to  B  and  is  lia¬ 
ble  to  civil  arrest.  B  takes  his 
note  for  the  amount,  or  agrees  to 
give  him  time,  or  makes  some 
other  sort  of  compromise  arrange- 
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ent  with  him.  If  the  note  isn’t 
id,  or  the  arrangement  isn’t 
rried  out,  B’s  right  to  arrest  A 
gone.  He  has  substituted  a 
piteous  contract  for  the  fraudu- 
nt  one. 

( Copyright ,  November,  1911,  by 
Elton  J.  Buckley.) 

Question :  W.  S.  Hostetter, 
reencastle,  Pa. — Some  time  ago 
signed  a  contract  with  the  com- 
ercial  Reporting  and  Security 
d.,  of  Cleveland,  Ohio,  copy  of 
hich  I  enclose.  They  have  come 
me  for  more  money — what 
iall  I  do? 

Answer. — This  cpiery  proves, 
ter  an  examination  of  all  the 
tpers,  to  be  lacking  in  necessary 
formation.  The  text  of  the  con- 
act  which  Mr.  Hostetter  signed 
as  follows : — 

I,  the  undersigned,  promise  to 
send  to  The  Commercial  Reporting 
and  Security  Co.,  within  ten  days 
from  this  date,  the  names,  post 
office  addresses,  and  amounts  due 
of  twenty  or  more  debtors,  who 
owe  me  claims,  legally  due 
amounting  to  the  aggregate  of 
$150  or  more,  and  to  report  at 
periods  of  fifteen  days,  for  six 
times  thereafter,  all  payments,  par¬ 
tial  payments,  promises  of  pay¬ 
ment,  neglect  of  payments  as 
promised,  or  in  case  of  no  pay¬ 
ments  to  report  that  fact  and  there¬ 
after  as  settlements  are  made.  I 
agree  to  send  with  the  claims  and 
also  with  my  reports,  two  2-cent 
stamps  (or  its  equivalent)  for  each 
unpaid  claim  of  the  list.  Of  the 
first  money  (or  its  equivalent)  paid 
me  on  said  claims,  I  agree  to  send 
the  company  within  five  days  of 
its  receipt  one  third,  until  the  sum 
of  $50  shall  have  been  paid,  there¬ 
after  10  per  cent.,  claims  secured 
through  attorney  or  magistrate, 
30  per  cent.  Claims  dropped  by 
my  orders  subject  to  the  same 
rates. 

The  company  tenders  its  services 
for  tracing  and  locating  debtors 
whose  whereabouts  are  unknown 
to  the  undersigned,  providing  the 
last  known  address  is  given  and 
necessary  postage  furnished  for 
locating.  Claims  so  sent  to  com¬ 
pany  must  be  made  out  on  separate 
sheets. 

The  company  agrees  to  send  the 
undersigned  within  fifteen  days  of 
its  receipt  all  moneys  collected  by 
it,  less  the  regular  commissions. 

The  company  agrees  that  after 
the  client  has  conformed  to  the 
above  conditions,  that  it  will  pros¬ 
ecute  the  collection  of  all  claims 
listed  with  it  by  personal  presenta¬ 
tion,  suit,  garnishment  or  any  other 
proceeding  deemed  by  it  advisable, 
all  at  the  company’s  expense,  using 
all  moral  and  legal  measures  ad¬ 
visable  to  procure  and  compel  set¬ 
tlement,  and  it  further  agrees  that 
it  will  recover  in  cash  or  secured 
settlements  within  the  terms  of  this 
agreement,  at  least  four  times  the 
amount  of  the  commission  paid  by 
client  to  it  or  to  return  to  the 
client  the  full  amount  of  the  com¬ 
missions  paid  it  or  to  continue  the 
services  of  the  company  until  said 
amount  shall  have  been  recovered. 
In  consideration  of  the  above,  it  is 
mutually  agreed  between  the  par¬ 
ties  hereto  that  if  the  company  fails 
or  refuses  to  send  to  the  client  the 
amount  of  the  collections  as  made 
by  it,  less  the  commissions,  as  above 


stated,  or  if  the  undersigned  client 
fails  or  refuses  to  pay  the  regular 
commissions  as  herein  provided  or 
to  comply  with  the  above  condi¬ 
tions,  the  party  so  failing  or  re¬ 
fusing  shall  forthwith  pay  to  the 
other  party  the  sum  of  $50,  which 
sum  is  hereby  fixed  and  agreed 
upon  as  the  liquidated  damages,  and 
shall  in  no  event  be  considered  as 
a  penalty. 

It  is  further  provided  that  the 
client  shall  be  under  no  expense 
to  the  company  otherwise  than 
commissions,  as  herein  provided, 
and  that  the  company  will  use  its 
best  efforts  in  effecting  settlements 
of  all  claims  listed  with  it  under 
this  agreement. 

It  is  mutually  agreed  that  no 
representative  has  the  authority  to 
change  or  modify  this  agreement 
verbally  or  otherwise,  and  that  this 
constitutes  the  sole  agreement  be¬ 
tween  the  parties  hereto. 

This  is  one  of  the  craftiest  and 
.infair  collecting  agency  contracts 
;hat  I  have  ever  had  occasion  to 
oass  upon.  Before  considering 
Mr.  Hostetter’s  status  I  want  to 
;lissect  it  a  little. 

The  merchant  who  signs  this 
contract  agrees  to  place  at  least 
^150  worth  of  claims  with  the 
Cleveland  concern.  He  agrees  to 
supply  two  2-cent  stamps  with 
each  claim  (there  must  not  be 
less  than  twenty),  and  to  make 
reports  on  all  of  them  every  fif¬ 
teen  days  for  three  months,  send¬ 
ing  each  time  4  cents  in  stamps 
for  each  one  still  unpaid. 

If  he  decides  to  drop  any  claim 
he  must  pay  a  commission  of  33  l/z 
)er  cent,  if  it  is  one  of  the  first 
£150  worth,  and  10  per  cent,  if 
lot. 

On  the  $150  worth  of  claims, 
ir  any  part  of  them  collected,  he 
agrees  to  pay  33^  per  cent,  com¬ 
mission.  On  all  subsequent 
claims,  10  per  cent.,  but  if  claims 
are  “secured  through  attorney  or 
magistrate”  (as  they  probably  all 
would  be),  30  per  cent. 

The  Commercial  Company 
agrees  to  “prosecute  the  collec¬ 
tion  of  all  claims  by  *  *  suit,  gar¬ 
nishment  or  any  other  proceed¬ 
ing,”  at  its  own  expense,  which 
looks  like  something,  but  the 
meaning  is  wholly  eliminated 
from  it  by  the  condition  that  such 
proceedings  shall  be  taken  as 
seem  advisable  to  the  company. 
This  can  mean  no  proceeding  at 
all. 

The  company  makes  another 
even  balder  bluff  when  it  agrees 
to  collect  at  least  four  times  the 
amount  of  the  commissions  paid 
it.  This  also  sounds  good,  were 
it  not  followed  by  the  words  “or 
continue  the  services  of  the  com 
pany  until  such  amount  shall 
have  been  recovered.” 


SKIPPER  SARDINES 

A  GOOD  THING 

SKIPPER  SARDINES  are  the  fineat  Norwegian 

Sardines  that  come  to  this  country,  from  a  land 
that  packs  the  finest  Sardines  in  the  world.  Ten¬ 
der,  spicy  little  fish  in  pure  olive  oil  or  tomato 
sauce.  Your  customers  are  sure  to  like  them. 

There  has  never  been  a  Sardine  success  like 
SKIPPER  SARDINES:  why?  First,  because 
of  quality,  of  course,  but  second,  because  we 
guarantee  both  the  sale  and  your  profit. 

Angus  Wats o n  «Ss  O o . 

■OLE  PROPRIETORS  “Skipper”  Sardines • 

IOII  Chestnut  Street,  Philadelphia,  Pa. 

Bruch  of  Altai  Witwa  Sc  Co.,  Nowcutle-upoB-Troo.  Enilond 


The  Only  Brand  Made 

<5  If  you  sell  com  flakes  or  rolled  oats,  you 
will  find  dozens  of  brands,  all  about  alike. 

If  you  sell  Wheatena,  you  will  find  no 
brand  that  is  anything  like  it.  It  is  a  dis¬ 
tinctive  wheaten  food,  made  from  the  hearts 
of  wheat,  and  nobody  once  eating  it  can  find 
its  counterpart  —  there  is  no  counterpart. 
Therefore  they  must  eat  Wheatena— and 
they  do. 

<J  Instead  of  distributing  the  trade  among  a 
lot  of  brands,  this  means  concentrating  it  on 
one,  and  this  is  exactly  the  reason  why 
Wheatena  has  repeated  so.  It  is  a  most  re¬ 
markable  seller. 

THE  WHEATENA  CO.,  Rahway,  N.  J. 
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MERRELL  SOULE 

None  such 
Mince  Meat 

SoulcCo  5j'«tuScN» 
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Merrell -  Soule 

Nonesuch 

MinceMeat 

SELLS  BEST  BECAUSE 


Merrell  Souie 
None  Such 
Mince  Meat 


Hki«>  ScvI,(o 


Best 
Quality 

PAYS  YOU  A  SPLENDID  PROFIT 


Extensively 

Advertised 


7/, 


Make  the  best  of  this  “Mince 
Meat  Season”  by  pushing  Merrell- 
Soule  None  Such  Mince  Meat  be¬ 
cause  it  will  sell  fastest,  please 
your  customers  best  and  pay  you 
most. 

Bought  by  the  half-gross  at 
$5.70  (three  packages  free),  and 
sold  at  10c.;  the  popular  “two- 
pie”  size  pays  you  about  2^c.  per 
package  and  our  extensive 


Merrell  Soule 

None  Such 
Mincemeat 

M^tVI-SeMlwCo  XT 


advertising  insures  you  a 
big  volume  of  sales. 

MERRELL  SOULE  6 

SYRACUSE.  NY. 
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The  nigger  in  the  woodpile  is 
the  last  clause  of  the  fourth  para 
graph,  which  provides  that  if  the 
merchant  fails  to  comply  with  all 
the  complicated  conditions  of  the 
contract,  he  shall  forfeit  $50  to 
the  company.  Not  one  merchant 
would  fully  keep  the  conditions 
of  this  contract.  One  of  them, 
for  instance,  is  that  the  merchant 
shall  report  to  the  company  every 
fifteen  days  for  three  months 
whether  any  payments  have  been 
made  or  not ;  in  other  words,  he 
must  report  even  if  there  is  no 
reason  to.  Naturally  the  average 
merchant,  never  a  letter  writer, 
isn’t  going  to  see  the  need  of 
writing  when  there  is  nothing  to 
write  about.  Nevertheless,  if  he 
doesn't  write  every  fifteen  days 
for  three  months,  reason  or  no 
reason,  he  becomes  liable  to  this 
$50  penalty. 

This  provision  would  never 
hold  water  in  court,  but  without 
doubt  it  has  been  used  to  extort 
money  from  merchants  who 
thought  it  would.  There  is 
some  reason  to  believe  that  it  has 
been  so  used  with  Mr.  Hostetter, 
for  I  notice  a  slip  of  paper  among 
his  papers  on  which  the  following 
is  written : — 


writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un¬ 
less  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 


answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 


Practical  Questions  of  Store 
Management 

Conducted  by  HENRY  JOHNSON,  J*. 

This  department  is  conducted  by  a  man  who  has  run  a  successful  retail 
grocery  store  for  years  and  who  haa  also  had  much  experience  with  larger 
enterprises  which  inyolyed  the  selling  of  merchandise  to  retailers.  He  is 
therefore,  informed  upon  both  sides  of  the  general  questions  of  store 
management  and  will  discuss  those  questions  from  week  to  week.  The 
central  thought  of  his  articles  will  be  “  getting  the  best  service  and  the  most 
money  out  of  a  retail  store.”  Subscribers  are  invited  to  submit  queries  on 
any  and  all  subjects  within  the  scope  of  the  department. 


Eat  Your  Cake  and  Have  It,  Too. 


Business  Insurance  of  Absolute  Security 
Which  Costs  Nothing,  but  Makes  Us 
Money  While  in  Force. 


January  18,  19x0. 

In  consideration  of  the  sum  of 
$10,  the  within  contract  is  hereby 
cancelled.  W.  Scott  Hostetter  is 
hereby  released  from  all  demands 
on  account  of  same. 

The  Commercial  Reporting  and 
Security  Co. 

By  W.  R.  Whitehead, 
Attorney. 

1  assume  from  this  that  the 
Commercial  concern  has  endeav 
ored  to  collect  the  $50  penalty 
from  Mr.  Hostetter,  on  some  pre 
text  or  other,  and  that  he  has 
compromised  with  them  for  $10. 
His  query  even  indicates  that 
they  are  coming  back  for  more, 
possibly  on  the  ground  that  “W. 
R.  Whitehead,  attorney,”  had  no 
authority  to  compromise.  If  this 
assumption  is  correct,  I  should 
absolutely  refuse  to  give  them 
another  cent.  They  have  no 
claim,  in  my  judgment,  which  is 
worth  two  pins. 

Note. — Requests  for  informa¬ 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstruction.  Write 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 


We  all  buy  fire  insurance,  and 
it  costs  us  money ;  yet  no  sane 
man  will  do  without  it.  We  all 
buy  life  insurance — or  we  should 
hustle  around  and  get  it  quickly 
and  it  costs  us  money ;  but  is 
always  and  ever  worth  more  than 
it  costs.  The  term  “business  in¬ 
surance”  is  somewhat  new,  and 
its  forms  are  various.  The  life  of 
a  valuable  man  is  insured  and  the 
business  or  his  business  associ¬ 
ates  are  made  the  beneficiaries, 
the  premiums  being  paid  by  the 
business  as  regular  expense  items. 
Some  large  concerns  buy  credit 
insurance;  burglary  insurance; 
liability  insurance,  etc.  All  of  it 
is  good  and  usually  worth  the 
money  paid  for  it. 

But  there  is  one  kind  of  busi¬ 
ness  insurance  in  which  we  can 
all  invest ;  which  is  the  very  best 
of  all  for  us;  which  costs  us  not 
one  penny,  but,  on  the  contrary, 
pays  us  dividends  so  long  as  we 
keep  it  up ;  and  grows  more  valu¬ 
able  in  hundreds  of  ways  the 
longer  we  carry  it.  I  refer  to 
money  taken  out  of  our  business 
steadily,  as  a  matter  of  regular 
routine,  and  laid  aside  in  high- 
grade  securities.  This  is  the  one 
way  that  I  know  of  whereby  we 
retailers  can  “eat  our  cake  yet 
have  it,”  but  it  is  certain  that  in 
this  way  we  can  do  just  that 
thing. 


*  *  * 


Not  long  ago  I  reviewed  the 
statement  of  a  merchant  who  had 
$2,500  lying  in  the  bank.  He  was 
pretty  well  heeled  in  sundry  ways 


and  maybe  might  figure  that  he 
could  afford  to  have  that  amount 
lying  idle ;  but,  at  the  lowest  rea 
sonable  estimate,  it  was  costing 
him  $112.50  per  annum  to  carry 
that  amount  idle.  That  is  $9.37^ 
per  month.  He  had  his  insurance, 
but  he  was  paying  too  much  for 
it — fie  was  paying  something  he 
did  not  need  to  pay.  Suppose  we 
allow  him  $500  for  ready  money 
and  see  what  he  could  do  with  the 
$2,000  remainder.  The  $500  wil 
cost  him  at  the  rate  of  $22.50  per 
annum ;  but  the  $2,000  will  earn 
him  $90 — and  be  just  as  available 
for  all  practical  needs  all  the 
time.  And  that  means  $7.50  per 
month. 

Let  us  take  that  $2,000  anc 
with  it  buy  two-high-grade  bonds 
on  a  basis  to  yield  4 y2  per  cent., 
and  put  the  bonds  into  our  safe 
deposit  box.  That  is  eating  the 
cake  to  the  tune  of  $90  per  year, 
steadily  coming  in,  without  fuss 
or  anxiety. 

But  that  man  may  some  time 
want  an  extra  $1,000  in  a  hurry 
for,  say,  60  days.  All  right;  he 
takes  out  his  two  bonds,  goes  to 
his  banker  and  gets  the  $1,000  on 
that  collateral  in  just  a  minute. 
Moreover,  in  times  of  “tight 
money,”  he  can  get  money  on 
such  security  when  the  man  hold¬ 
ing  only  gilt-edge,  local  .  mort¬ 
gages  of  undoubted  security  can¬ 
not  get  a  penny.  Why?  Because 
the  bonds  always  have  a  ready 
market  in  the  great  money 
centres,  while  the  mortgages  have 
only  very  limited  marketability. 
That  is  having  the  cake,  too. 

Then,  when  this  man  no  longer 
needs  the  money,  he  pays  off  the 
loan,  takes  back  his  bonds  and 
goes  back  to  his  deposit  box  with 


them.  He  has  not  lost  a  day’s  in¬ 
terest — has  been  eating  cake  right 
along— he  has  not  had  to  sign 
anything  except  the  note  at  the 
bank  in  the  ordinary  way — has 
nothing  to  sign  or  unsign  when 
he  pays  the  note;  just  gathers  up 
the  papers  and  goes  his  way.  It 
is  the  same  if  he  wants  to  borrow 
$1,500  or  even  $1,800 — almost  any 
sum  just  short  of  the  face  of  the 
bonds.  If  he  wants  the  full 
$2,000  he  can  sell  the  bonds  al¬ 
most  any  time  for  a  little  more  or 
less  than  he  paid  for  them.  But 
it  is  best  to  manage  to  get  along 
with  just  a  little  less  than  the 
face  of  the  bonds,  and  keep  them; 
because  it  is  a  great  habit  to  al¬ 
ways  have  some  of  these  fine  se¬ 
curities  where  you  can  lay  your 
hand  on  them. 

*  *  * 

It  is  the  duty  of  every  business 
man,  small  or  big,  to  provide  him¬ 
self  with  some  of  this  kind  of 
business  insurance. 

If  you  have  no  ready  money 
laid  aside  at  this  writing,  begin 
as  soon  as  you  have  read  this  arti¬ 
cle.  Take  as  little  as  $50  and 
open  a  savings  account  with  it. 
Then  settle  on  some  amount  you 
will  set  aside  every  month,  rain  or 
shine,  good  times  and  bad — and 
then  do  it  invariably.  Create  an 
imaginary  debt  which  is  to  be 
wiped  out  by  monthly  payments 
of  $50,  $75,  $100,  $150,  or  any 
other  monthly  sum  ;  but  when  you 
start,  stick.  Let  that  be  the  first 
monthly  bill  you  pay. 

\\  hen  you  have  accumulated 
$500,  look  around  for  a  sound 
bond.  Never  mind  interest;  look 
for  security  and  marketability. 

If  nothing  of  a  $500  denomina¬ 
tion  is  available  which  presents 
these  characteristics,  buy  a  4  per 
cent,  savings  certificate  and  con¬ 
tinue  as  before.  When  you  have 
$1,000  buy  the  first  bond. 

*  *  * 

I  have  done  this  myself  for 
years.  I  know  it  is  good.  I  am 
going  to  write  more  on  this  from 
time  to  time.  If  any  of  you  want 
lelp  or  suggestions,  write  to  me 
and  I  shall  give  you  points  which 
are  the  result  of  several  vears 
3ersonal  experience. 


tlorida  green  peppers  average 
$1.50  per  half-barrel  box,  and  as 
yet  the  demand  is  not  heavy,  as 
there  are  a  few  Jersey  peppers 
about  yet.  The  quality  of  the 
loridas  is  very  fine. 
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has  all  that  quality  can  give  to  make  it  well  liked  and  all  that  advertising 
can  add  to  make  it  well  known. 

The  satisfaction  that  comes  from  its  whiteness,  sweetness  and  absolute 
purity,  makes  it  the  best  soap  for  you  to  sell  at  5  cents,  and  our  extensive 

advertising  makes  it  the  easiest  for  you  to  sell. 

You  can  depend  on  FAIRY  SOAP  as  a  lively,  steady  seller,  and  a 

“customer  pleaser”  every  time. 


, Why  you  should 

’  A  CASE 


■instead  of  a  can 


Have  you  ever  thought  of  selling  your  customers  a  supply  of  VAN  CAMP’S  PORK  AND  BEANS 
instead  of  a  sample — a  case  instead  of  a  can ,  at  a  time?  Offer  a  slight  discount  and  you’ll  be 
surprised  to  see  how  many  will  buy  this  way.  It  will  save  delivery  expense,  turn  your  money 
quicker  and  give  you  a  wholesale  outlet  at  a  retail  profit.  If  you  sell  a  woman  all  the  VAN  CAMP’S 
PORK  AND  BEANS  she  will  need  for  several  weeks,  you  prevent  her  buying  elsewhere.  Think  it  over. 


“Our  Extensive  Advertising  Makes  It  Easy” 
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THE  GROCERY  MARKETS 


Tea. 


The  tea  market  is  in  a  fairly 
healthy  active  condition,  and 
holders  of  good  stocks  are  report¬ 
ing  good  business.  The  general 
business  is  very  fair.  There  has 
been  no  change  in  price  during 
the  week,  but  everything  desirable 
is  steady  to  firm. 

Coffee. 

The  coffee  market  is  weaker. 
l'he  bear  raid  upon  prices  has 
continued,  and  the  prices  of  all 
grades  of  Rio  and  Santos  are 
probably  ]/A  cent  lower  than  a 
week  ago.  Options  have  also 
fluctuated  considerably,  but 
showed  some  disposition  to  ad¬ 
vance  as^the  week  closed.  The 
Brazil  market,  under  the  attack  of 
the  bear  interests,  has  broken 
about  J4  cent,  but  the  undertone 
down  there  does  not  seem  to 
have  been  materially  weakened. 
The  present  coffee  market  is  very 
largely  speculative,  and  the  im 
mediate  future  depends  on  what 
the  speculators  are  able  to  do  with 
it.  It  is  reported  that  the  trade 
is  beginning  to  feel  the  efifect  of 
the  general  resentment  over  the 
high  prices.  Mild  coffees  are 
also  weaker  in  sympathy  with 
Brazils.  Mocha,  however,  is 
firmer  by  reason  of  scarcity. 
Java  unchanged. 

Sugar. 

The  sugar  market  is  decidedly 
weaker  and  both  raw  and  refined 
have  declined  during  the  week. 
Raw  sugar  has  been  sold  at  a  de¬ 
cline  of  66  points,  due  to  the 
fact  that  receipts  are  now  heavier 
than  the  supply.  Refined  sugar 
has  been  reduced  20  points  by  all 
refiners,  and  the  situation  is  not 
strong.  The  consumptive  de 
mand  is  quiet. 

Syrup  and  Molasses. 

Glucose  shows  no  change  for 
the  week,  nor  does  compound 
syrup.  The  demand  is  still  rather 
quiet.  Sugar  syrup  is  quiet  and 
unchanged.  Molasses  is  still  dull 
at  ruling  prices.  Good  old  mo¬ 
lasses  is  high. 

Fish. 

Mackerel  is  firm  and  high,  and 
some  grades  of  both  Norways  and 
Irish  show  slight  advances.  It 
lias  developed  that  the  catch  of 
Norways  is  little  more  than  half 


last  year’s  catch,  and  that  the 
Irish  catch  is  also  very  short. 
I  his  will  make  a  firm  market 
throughout  the  season.  Cod 
hake  and  haddock  are  unchanget 
and  rather  quiet,  though  steady 
to  firm.  Salmon  is  unchanged, 
the  market  being  strong  on  the 
high  ruling  basis.  Sardines,  both 
domestic  and  imported,  are  un¬ 
changed  and  dull. 

Canned  Goods. 

Tomatoes  rule  about  un¬ 
changed,  at  95  cents  to  $1  f.  o.  b. 
in  a  large  way,  according  to  the 
holder’s  ideas.  The  demand  is 
dull.  Corn  shows  no  change,  but 
is  fairly  steady  and  in  quiet  de¬ 
mand.  Peas  scarce,  firm  and 
high.  Apples  show  no  change, 
demand  moderate.  California 
canned  goods  are  unchanged  and 
quiet ;  small  staple  canned  goods 
in  moderate '  demand  at  un¬ 
changed  prices. 

Dried  Fruits. 

Prunes  show  no  change  from 
last  week,  though  holders  are  not 
together,  some  refusing  to  meet 
the  lower  prices  on  small  sizes 
which  certain  of  their  competi¬ 
tors  made  a  week  ago.  Peaches 
are  strong  on  the  coast,  but  very 
dull  in  secondary  markets.  Apri¬ 
cots  high  and  dull.  Raisins  show 
no  change  from  last  week,  ruling 
steady  at  the  last  decline.  Cur¬ 
rants  are  fairly  active  at  un¬ 
changed  prices.  Dates,  figs  and 
citron  unchanged  and  fairly  ac¬ 
tive. 

Beans  and  Peas. 

Domestic  pea  beans  are  un¬ 
changed  and  strong  on  last  week’s 
basis.  The  demand  is  fair.  Do¬ 
mestic  marrows  are  about  15 
cents  per  bushel  cheaper;  demand 
fair.  California  limas  are  10 
points  higher  than  a  week  ago; 
demand  fair.  Green  peas  are 
very  high  and  sales  have  been  in 
a  large  way  during  the  week  at 
$3-35  Per  bushel.  Scotch  pro¬ 
portionately  high.  Scarcity  is  the 
cause. 

Butter. 

The  butter  market  shows  a 
very  active  consumptive  demand, 
and  all  grades  are  firm  at  2  cents 
advance  over  a  week  ago.  The 
quality  of  the  butter  arriving  is 
very  good.  The  present  price  of 


butter  is  as  high  as  the  market 
has  shown  for  a  long  time;  in 
fact,  sales  have  been  made  at  the 
highest  price  in  the  record  of  the 
sellers.  It  seems  unlikely  that 
the  market  can  go  any  higher  in 
the  near  future.  This  applies  to 
all  grades,  both  solid  packed  and 
prints,  nearby  and  Western. 

Eggs. 

Fresh  eggs  are  very  firm  and 
the  receipts  are  being  cleaned  up 
on  arrival  on  an  average  of  2 
cents  above  a  week  ago.  The 
percentage  of  fancy  butter  is  very 
small,  and  the  market  is  likely  to 
stay  where  it  is  as  long  as  that 
is  the  case.  Stocks  of  butter  in 
storage  are  ample,  and  the  price 
has  not  advanced  in  sympathy 
with  fresh.  There  is  a  rather 
wide  difference  between  fresh  and 
storage  eggs  at  present— about  8 
cents. 

Cheese. 

The  cheese  market  is  steady 
and  unchanged,  and  stocks  of  all 
grades  are  only  moderate.  The 
consumptive  demand  is  about 
normal  for  the  season.  Storage 
cheese  is  reported  in  light  sup¬ 
ply,  and  cheese  is  firmly  held  at 
ruling  prices. 

Provisions. 

1  here  is  a  seasonable  consump 
tive  demand  for  all  cuts  of  smokec 
meats,  and  the  market  is  steady 
and  unchanged.  Both  pure  and 
compound  lard  are  also  steady 
and  practically  unchanged,  with  a 
fair  consumptive  demand.  Bar¬ 
rel  pork,  canned  meats  and  dried 
beef  are  all  unchanged  and  in  sea¬ 
sonable  demand. 


tion  is  fair;  quite  a  bit  of  specu¬ 
lation  has  developed.  Some  buy-^ 
ers  looking  over  the  field  of  sup¬ 
ply  and  demand  feel  confident 
that  future  prices  will  be  higher, 
and  are  acting  on  that  belief. 

The  Porto  Rican  demand  has 
quickened  and  large  sales  have 
been  made  for  export  thither. 

Cables  and  correspondence 
from  abroad  note  markets  firm  at 
recent  advances  on  all  deliveries. 

Dan  Talmage’s  Sons  Co. 

New  York  and  New  Orleans. 


INDIVIDUAL  MARKET  REPORTS. 


Rice. 

General  demand  for  the  week 
has  been  good,  and  in  some  sec¬ 
tions  and  for  certain  sorts  active. 
Receipts  are  fairly  liberal,  and  in 
the  main  sold  from  dock  or  “to 
arrive,  ’  so  that  additions  to  spot 
stock  are  small.  Prices  are  well 
sustained  in  lower  mediums  and 
extra  fancy  Honduras;  prime  to 
choice  are  in  better  supply,  al¬ 
though  not  over-abundant.  Ja¬ 
pan  sorts  are  scarce  and  sold 
quickly  on  arrival. 

Advices  from  the  South  note 
quiet  conditions  on  the  Atlantic 
Coast.  At  New  Orleans  distribu- 


Salmon. 

1  he  writer  has  just  returned 
from  a  two  weeks’  visit  to  the 
Columbia  River,  Puget  Sound 
and  British  Columbia.  In  visit¬ 
ing  those  sections  he  saw  practi¬ 
cally  everybody  connected  with 
the  salmon  business,  including 
Alaska  packers,  and  finds  that 
there  is  positively  nothing  to  offer 
in  the  shape  of  chinooks,  sock- 
eyes,  Alaska  red  or  Alaska 
medium  red,  and  that  there  is 
very  little  Alaska  pink  unsold. 
Stocks  on  hand  consist  almost 
entirely  of  Puget  Sound  hump¬ 
backs  and  Alaska  chums.  And 
when  you  take  into  consideration 
the  quantity  on  hand  as  compared 
with  the  quantity  packed  it  is 
astounding  to  find  what  a  tre¬ 
mendous  quantity  of  salmon  has 
been  marketed.  The  total  pack 
of  salmon  this  year  will  be  a 
record  breaking  one,  several  hun¬ 
dred  thousand  cases  larger  than 
any  previous  pack.  We  estimate 
the  total  1911  pack  as  follows:— 
Alaska,  3,000,000  cases;  Puget 
Sound,  1,350,0000  cases;  Colum¬ 
bia  River,  spring  and  fall,  500,000 
cases;  British  Columbia,  750,000 
cases ;  outside  rivers,  250,000 
cases;  total,  5,850,000  cases. 

Or  600,000  cases  more  than  any 
previous  year  in  the  history  of 
the  salmon  business.  Of  this  vast 
quantity  of  fish  packed  there  is 
unsold  less  than  200,000  cases, 
consisting,  as  we  said  before,  al¬ 
most  entirely  of  Puget  Sound 
humpbacks  and  Alaska  chums. 
Very  few  Puget  Sound  cohoes  or 
chums  have  been  packed  to  date 
and  the  outlook  is  for  a  short 
{>ack  of  these  grades.  When  you 
stop  to  consider  that  of  the  fore¬ 
going  pack  2,500,000  cases  are 
jinks  and  chums,  as  against  the 
argest  previous  pack  of  these 
grades  of  1.400,000  cases,  you  will 
admit  that  dealers  and  consumers 
lave  at  last  recognized  the  value 
of  pink  salmon,  and  you  can  count 
on  it  as  being  probably  the  most 
popular  grade  of  salmon  from 
now  on,  not  only  because  of  the 
jrice,  but  on  account  of  the  ex¬ 
cellent  quality. 
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The  unsold  stock  of  Puget 
>und  humpbacks  is  in  very  firm 
inds,  hence  there  is  no  possibil- 
j  of  a  decline  in  price,  because 
■erybody  connected  with  the 
lmon  business  knows  that  as 
;xt  year  is  the  off  year  no  hump- 
icks  will  be  packed  on  the  Puget 
>und.  And  as  1913  is  the  big 
:ar  on  sockeyes,  packers  will 
ive  to  devote  their  entire  atten- 
jn  to  sockeyes,  and  therefore 
ill  have  very  little  time  to  give 
the  packing  of  humpbacks, 
ou  will  be  interested  in  knowing 
at  Alaska  red  tails  changed 
mds  a  few  days  ago  at  $1.75 
o.  b.  coast.  We  have  nothing 
offer — and  believe  everybody 
se  is  in  the  same  position  as 
irselves — except  pinks  and 
urns  and  a  very  few  cases  of 
me  of  the  other  grades. 

Griffith-Durney  Co. 
San  Francisco,  Cal. 

Evaporated  Apples,  Etc. 

The  evaporated  apple  market 
»lds  steady  here,  and  more 
ock  is  being  shipped  out  than 
er  before'  in  the  history  of  the 
isiness,  but  the  bulk  of  it  is 
ting  to  Europe  on  sales  con- 
icted  during  the  summer.  The 
,c.kers  are  so  busy  on  these 
ntracts  that  they  are  not  dis¬ 
ced  to  offer,  and  this  keeps  the 
arket  steady  on  a  basis  of  8  to 
4  cents  for  prime  stock  (rings), 
d  Sy2  to  Spi  cents  for  choice 
o.  b.  in  50-pound  boxes. 

The  qualities  this  year  are  very 
tod  and  this  has  also  had  a 
ndency  to  stimulate  the  demand. 
Raspberries  hold  steady,  but 
ere  is  not  much  doing  on  this 
tide.  They  are  quotable  at 
Dm  27  to  28  cents  f.  o.  b.  in 
rrels.  C.  C.  Hall. 

Rochester,  N.  Y. 

Imported  Fish  Specialties. 

Holland  Herring. — Cables  from 
olland  report  a  very  uncertain 
arket  for  Dutch  herring  this 
1st  week.  After  a  little  spurt 
>wards,  prices  have  settled 
>wn  again  to  practically  the  old 
isis.  The  demand  continues 
1st  about  fair,  but  will  likely  be 
imulated  when  the  real  cold 
eather  sets  in. 

Scotch  Herring. — The  demand 
not  as  brisk  as  it  has  been  a 
eek  ago,  although  large  fulls 
•e  very  scarce  and  prices  if  any 
'e  firmer  and  higher.  Stocks  of 
rge  fulls  are  said  to  be  pretty 
early  exhausted. 

Norway  herring  are  decidedly 
rmer,  especially  large  fish,  which 
re  very  scarce,  and  have  taken 
a  upward  turn. 

Stockfish. — The  round  fish  for 
ie  Italian  trade  is  higher  and  in 
ery  good  demand  and  in  scant 
apply.  Split  fish  is  very  firm  and 
rices  somewhat  higher  than  at 
ie  beginning  of  the  season. 
Anchovies. — Owing  to  a  very 
oor  catch  in  Norway,  prices  have 


advanced  very  materially  during 
the  last  week  and,  judging  from 
cables  received  from  Norway,  I 
anchovies  are  rather  scarce  just 
now.  Prices  for  all  kinds  of  fish  j 
in  Norway  seem  to  be  going! 
higher.  We  have  just  had  a  cable 
advancing  price  on  fishballs  and 
fish  pudding  very  materially, 
which  shows  that  haddock  and 
other  fish  must  be  rather  scarce 
and  high  there. 

Norway  and  Irish  Mackerel. — 
There  seems  to  be  a  little  skirmish 
going  on  just  now  between  two 
firms  as  to  the  control  of  the  mar¬ 
ket  of  both  Norway  and  Irish 
mackerel.  In  the  meanwhile  out¬ 
siders  are  looking  on,  smiling 
pleasantly  and  doing  a  nice  little 
business.  It  will  be  rather  in¬ 
teresting  to  see  what  the  ulti- 


PATENTS 

and  Trade-marks  procured  promptly  and 
properly  In  all  oonntrlea. 

Oavls  &  Oawls.  Washincton.  D.  C. 


SHOW  THESE  ONCE! 


If  you've  never 


Bouillon 

Capsules 


sold  these  Bouillon 
Capsules,  you  have 
no  idea  of  the  trade 


Electrical 

Helps 

A  liberal  and  judicious  use 
of  Electricity  in  the  Grocery 
Store  accomplishes  an  as¬ 
tonishing  saving  in  time  and 
labor;  in  addition  to  which 
the  advertising  value  is  posi¬ 
tive.  A  Grocery  Store  using 
Electric  Meat  Choppers,  Cof¬ 
fee  Grinders,  Fans,  Refrigera¬ 
tors,  Electric  Light  and  Elec¬ 
tric  Signs,  any  or  all  of  the 
applications,  immediately 
serves  notice  on  the  public  of 
that  store’s  progressiveness 
and  high  class.  This  is  not 
theory,  it  is  a  positive  condi¬ 
tion.  If  you  are  not  using 
Electricity,  this  is  the  time 
to  begin. 


The  Philadelphia 
Electric  Company 

TENTH  AND  CHESTNUT  STS. 


CSS 

WeWant 
to  Bid  on 
YourTea 


Tea  is  high  and  may  be 
higher,  especially  low  grade 
blacks.  In  other  words,  it’s 
time  to  be  very  sure  that  you 
are  buying  to  the  best  advan¬ 
tage. 

<Jf  You  can  be  sure  by  letting 
us  bid  on  your  tea,  so  to  speak. 
We  sell  tea  by  mail,  without 
adding  salesmen’s  salaries  to 
our  cost.  In  other  words, 
we  are  first  hands  on  tea,  and 
we  will  sell  you  direct. 

<J  Send  us  samples  of  tea  to 
match  and  price  o*  let  us 
send  you  our  own  samples. 


DURYEE  &  BARWISE 

Roasters  and  Packers  Teas  and  Coffees 

89  FRONT  STREET,  NEW  YORK 


ESTABLISHED  1897 


waiting  for  them. 
Make  delicious  and 
nutritious  bouillon, 
beef  tea  or  soup. 
Packed  zo in  a  box; 
ready  for  instant  use 
with  hot  water. 


Sole  Manufacturers 

ROYAL  SPECIALTY  CO. 

92  Reade  St.  NEW  YORK 


FLEISCHMANN’S 

COMPRESSED  YEAST 

HRS  NO  EQUAL 


Maybe  you  saw  the  Grocer’s  Sign? 

One  grocer  did  a  flattering  thing  the  other  day.  He 

put  a  sign  in  his  window  reading  : 

op-  —  ■  -> 

life  have  other  things  as 
good  as  Gurnse  Butter 

•  •  •  ^6= - 


MANY  GROCERS 

Find  it  pays  them  to  read  the 
"good  stuff"  in 

The  Advertising  World 

Columbua,  Ohio 

Small  fr •«,  «r  Uur  noathi ’  trial  for  llciati 


This  bears  out  what  we  have  repeatedly  said  :  That 
a  store  is  partly  judged  by  its  butter,  and  a  high  grade, 
absolutely  uniform  butter  like  Gutnsc  is  sure  to  be  a 
real  advertisement  for  any  store  that  features  it. 

Gurnse  butter  is  our  own  pet  product.  It  is 
fastidiously  made  in  our  own  dairies  and  is  the  absolute 
limit  of  butter  quality. 


Packed  in  20.  30  and  50-pound  boxes— pounds  and  half-pounds— 41  cents. 
Prices  subject  to  market  changes. 


P.  F.  BROWN  &  CO. 


39-41-43  South  front  St. 
■  ■  Philadelphia,  Pa. 
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mate  outcome  will  be  of  this  little 
skirmish. 

Imported  Oil  Sardines. — There 
is  absolutely  no  change  in  the 
situation.  There  are  no  French 
to  be  offered,  because  there  are 
none  packed. 

Norwegian  sardines  continue 
to  sell  elegantly,  the  only  trouble 
is  that  fishing  does  not  seem  to 
have  been  any  too  good,  and  Nor¬ 
wegian  shippers  are  asking  high¬ 
er  prices  for  their  packing. 
Portuguese  sardines  are  selling 
very  well,  but  there  is  no  addi¬ 
tion  to  present  stocks,  as  there  is 
no  small  fish  appearing  at  the 
present  time. 

In  France  they  have  been  pack¬ 
ing  just  a  few  sprats,  but  so  smal 
that  they  would  have  countec 
from  25  to  30  fish  to  the  dingley 
)4  tin  and  which  are  not  usually 
liked  in  this  market.  Besides, 
prices  were  enormously  high 
Nevertheless,  a  few  have  been 
packed.  In  other  quarters  the 
sprat  fishing  has  not  started  yet, 
but  is  expected  to  begin  in  the 
month  of  December. 

StROH  MEYER  &  ArPE  Co. 
New  York,  N.  Y. 


tard  and  Poppy  unchanged.  Sage 
and  all  sweet  herbs  in  fair  de¬ 
mand.  M  a  r  j  o  r  a  m  somewhat 
higher. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 


Spices. 


The  market  continues  active. 
The  demand  is  not  as  great  as 
earlier  in  the  month.  Pepper  and 
cloves  for  future  show  some 
weakness,  though  spot  prices  are 
generally  unchanged.  We  look 
for  a  very  satisfactory  business 
over  November  and  December. 

Peppers. — Nearly  all  recent  ar¬ 
rivals  have  been  sold  out.  Prices 
are  rather  steady,  though  Euro¬ 
pean  prices  are  slightly  lower. 

Red  peppers  very  firm  and  in 
very  good  demand. 

Cloves. — Great  scarcity.  Spot 
prices  are  steady  owing  to  the 
small  supply.  Futures  are  quoted 
lower. 

Pimento  (Allspice).— Advices 
from  Jamaica  are  to  the  effect 
that  the  crop  is  very  small.  This 
spice  is  much  firmer  and  likely 
to  advance. 

Nutmegs  very  active.  Futures 
are  quoted  higher.  Prices  are 
most  likely  to  advance. 

Mace  exceedingly  scarce.  De¬ 
mand  very  good. 

Cassias  generally  firm.  China 
grades  up  to  the  present  time  un¬ 
changed,  though  it  is  freely  pre¬ 
dicted  that  owing  to  the  Chinese 
revolution  higher  prices  are 
likely.  Spot  supply  here  is  small. 
Batavia  grades  are  also  in  small 
supply.  Ceylon  cinnamon  is  ex¬ 
ceedingly  scarce  and  likely  to  ad¬ 
vance. 

Ginger  s. — Prices  are  very 
steady.  Demand  fair.  Condi¬ 
tions  in  India  would  indicate  a 
small  crop  of  Cochin  grades. 

Tapiocas  very  steady  with  fu¬ 
ture  spot  demand. 

Seeds,  herbs,  etc.,  very  active 
and  in  good  demand.  Celery  is 
reported  firmer.  Coriander,  Mus- 


Standard  Canned  Goods. 

The  tomato  market  continues 
to  be  strong,  and  the  demand  for 
them  last  week  came  from  the 
same  markets  ithat  purchased 
them  so  freely  during  the  last 
three  or  four  weeks,  in  addition  to 
others  that  bought  here  for  the 
first  time  since  they  purchased 
“futures”  last  spring.  The  can- 
ners  have  closed  their  season,  and 
they  are  now  busy  setting  their 
house  in  order,  labeling  up  the  re¬ 
mainder  of  their  goods,  and  mak¬ 
ing  shipments  of  the  undelivered 
portion  -of  their  contracts.  As  a 
rule  they  have  done  remarkably 
well  in  regard  to  making  deliver¬ 
ies  under  adverse  conditions 
throughout  the  whole  canning 
season.  No  one  is  hardy  enough 
to  claim  that  the  quality  of  the  to¬ 
matoes  canned  this  season  in  the 
Eastern  canning  sections,  nor  for 
that  matter  in  any  other  section 


of  the  country,  is.  up  to  the  aver¬ 
age  quality  produced  in  any  or¬ 
dinary  season.  Too  little  rain 
when  it  was  needed,  and  too  much 
rain  when  it  was  not,  with  home¬ 
opathic  doses  of  the  hot  sun  re¬ 
quired  to  ripen  them  up  at  the 
right  time,  was  the  heavy  handi¬ 
cap  under  which  the  growers  anc 
canners  labored  during  the  en¬ 
tire  season,  and  they  could  not 
overcome  it.  There  are  some 
strictly  first-class  quality  tomatoes 
for  sale  here  and  elsewhere,  but 
they  art  not  abundant.  The  mar 
ket  looks  strong  ahead,  and  fur 
ther  activity  is  looked  for  during 
November,  with  probably  a 
higher  range  of  prices. 

Sweet  potatoes  were  again  the 
star  performers  in  this  market, 
and  they  advanced  to  a  stil 
higher  range  of  prices  with  an 
increasing  demand  and  lighter 
offerings.  How  much  higher 
they  will  go  is  a  problem.  The 
season  for  canning  spinach  in 
Baltimore  will  end  shortly,  anc 
there  is  an  excellent  demand  for 
it.  The  remarkable  growth  of  the 
demand  for  sweet  potatoes  anc 
spinach  packed  here  is  the  cause 


Sugar  Reaches  Turn  and  Now  Points 

Downward 


Supply  of  Raws  Now  More  Than  the  Demand,  and  Price  of 
Raws  Drop  Over  Twenty  Points.  All  Refiners  Drop  Refined 
Ten  Points.  European  Plan  to  Relieve  Shortage  May 
Affect  1912  Market. 


Without  doubt  the  sugar  mar¬ 
ket  has  turned  the  brow  of  the 
hill,  and  is  now  bent  downward. 
Both  raw  and  refined  sugar  have 
declined  during  the  week,  and 
further  declines  are  in  prospect. 

In  a  recent  issue  it  was  staled 
that  the  chief  sugar-producing 
countries  of  Europe  were  to  hold 
a  meeting  on  October  29th,  which 
was  last  Sunday,  to  consider 
whether  Russia  should  be  allowed 
to  relieve  the  situation  by  throw¬ 
ing  more  of  her  raw  sugar  into 
the  market  than  the  European 
sugar  countries  had  arranged 
among  themselves  she  should 
market.  They  have  an  arrange¬ 
ment  in  Europe  by  which  each 
country  shall  export  so  much 
sugar.  Russia  has  a  good  sur¬ 
plus  of  sugar,  but  she  has  not 
been  allowed  to  sell  it  for  export, 
on  account  of  this  arrangement. 

The  convention  was  duly  held, 
and  adjourned  to  December  8th, 
with  the  intention  of  getting  the 
consent  of  the  Legislatures  of 
the  various  sugar  States  to  the 


release  of  some  more  Russian 
sugar.  The  effect  of  this  move 


even  if  made,  however,  will  be 
felt  more  next  year  than  this,  as 
we  are  past  this  year’s  squeeze 
now. 

The  supply  of  raw  sugar  has 
shown  a  heavy  increase  during 
the  past  two  weeks,  and  there  is 
now  being  received  more  sugar 
than  is  being  melted  into  refined 
This  has  had  the  inevitable  effect 
on  the  market.  Raw  sugar  Ji; 
been  selling  at  5.96)4  cents  per 
pound,  but  it  broke  rather  sud¬ 
denly  to  5.30  cents,  a  drop  of 
66)4  points.  The  refiners  have 
followed  with  refined,  and  all  ex¬ 
cept  the  Federal,  which  was  al¬ 
ready  6)4  cents,  dropped  20  points 
during  the  week,  or  to  6.50  cents 
for  granulated.  It  can  hardly  be 
doubted  that  the  market  will 
make  other  declines,  and  that 
prices  will  gradually  assume  a 
considerably  lower  basis.  It 
would  not  be  unreasonable  to  ex¬ 
pect  a  decline  of  1  cent  within  the 
next  six  months. 


of  much  favorable  comment  in  all 
sections,  and  they  will  be  consid¬ 
ered  among  the  staple  articles 
hereafter.  String  beans  are 
stiffening  up  again  and  they  are 
worth  buying  now  for  the  winter 
and  spring  trade  before  they  ad¬ 
vance.  Standard  green  lima 
beans,  the  large  flat,  pole  beans, 
are  nearly  sold  out,  and  there  is 
a  scarcity  of  the  small,  bush  limas. 
Pick  them  up  wherever  found 
cheapest.  Baked  beans,  kraut, 
pumpkin  and  peas  are  all  active  in 
a  small  way.  The  great  scarci*“ 
and  high  prices  of  green  pc 
keep  the  demand-  active  fc_ 
soaked  peas  as  a  cheap  substitute. 

There  is  an  increasing  scarcity 
of  strictly  fancy  quality  sliced 
and  grated  pineapples.  As  a  mat¬ 
ter  of  fact,  all  the  other  grades  of 
pineapples  canned  here  are  grad¬ 
ually  disappearing  and  the  stocks 
left  here  are  ridiculously  smal 
Big  business  doing  here  in 
new  pack  of  both  apples  at 
pears,  with  an  excellent  outlc 
for  a  continuation  of  the  activ 
in  them.  Some  very  high-clas 
pears  are  being  packed  in  Balt 
more,  strictly  gold  medal  qualit 
in  any  competition,  and  they 
offered  at  prices  that  will 
them  and  cause  repeat  orders 
Buy  them  if  you  want  fancy  qual 
ity  in  No.  3  cans.  The  apples  ar 
well  worth  attention,  too.  Sma 
orders  for  peaches  come  along 
most  daily,  and  the  small  fruits, 
berries,  cherries,  etc.,  are  going 
out  with  the  other  lines. 

The  quality  of  the  fall  pack  of 
cove  oysters  is  excellent,  the  mar¬ 
ket  is  firm,  and  the  demand  fair. 
Shipment  and  invoicing  can  be 
arranged  satisfactorily. 

Thos.  J.  Meehan  &  Co. 
Baltimore,  Md. 


MARKET  NOTES. 


Almeria  grapes  are  coming 
regularly  into  the  market  now. 
but  the  demand  is  small  on  ac¬ 
count  of  the  warm  weather.  The 
range  in  price  is  $4  to  $5.50  for 
the  best  grapes,  and  as  low  as 
$2.50  for  the  ordinary  grades. 
The  crop  is  not  quite  so  heavy  as 
ast  year,  but  the  fruit  is  coming 
orward  in  better  condition. 


Florida  squash  is  also  coming 
North  now.  and  averages  $1.50 
)er  crate.  The  demand  is  slow. 


Florida  grapefruit  ranges  from 
$3  to  $6.  which  shows  a  gradual 
reduction.  Grapefruit  will  prob¬ 
ably  be  lower,  but  will  likely  not 
je  cheap  at  any  time  this  season. 


Chestnuts  are  plentiful,  and  the 
range  is  $2  to  $3  per  bushel.  The 
demand  is  large. 
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We  would  be  pleased  to  have  for  publication  in  this  column  the  ideas  of  our  readers  upon  trade  topics 
leinjr  understood  that  we  do  not  hold  ourselves  responsible  for  any  views  e-presscd  therein.  All  coin- 
nications  must  be  accompanied  by  the  writer's  name  and  address  as  an  evidence  of  good  faith,  but  not 
essarily  for  publication.  All  inquiries  within  our  power  to  answer  will  also  lc  noticed  in  this  department. 


Jays  Germans  Have  Not  Decided 
Against  Benzoate. 

New  York,  Oct.  31,  1911. 

3  the  Editor. 

Dear  Sir: — In  the  last  issue  of 
e  “Grocery  World  and  General 
erchant”  there  is  an  article  by 
l.  J.  B.,”  which  says  in  part, 
>erhaps  readers  hereof  notice  that 
ermany  recently  adopted  Wiley’s 
ews  regarding  benzoate  of  soda.’’ 
hat  is  not  the  fact  as  I  under¬ 
and  it.  It  is  true  that  Washing- 
n  correspondents  have  sent  this 
atement  broadcast,  and  that  edi- 
rs  throughout  the  country  are 
riting  editorially  upholding  Dr. 
riley  because  of  the  statement  that 
ermany  upheld  his  views. 
During  the  hearings  before  the 
ommittee  on  Expenditures  in  the 
epartment  of  Agriculture,  how- 
rer,  on  August  21,  1911,  Secre- 
ry  Wilson  says,  “I  am  told  that 
r.  Wiley  referred  to  a  report  of 
>me  German  scientist  as  sustain- 
g  his  views  on  benzoate  of  soda 
id  which  antagonizes  the  report 
f  the  Referee  Board.  The  facts, 

;  I  get  them  from  the  State  De- 
irtment,  are  that  two  German 
actors  examined  the  literature  on 
le  subject,  and  without  conducting 
ay  experiments,  concluded  that 
le  benzoic  acids  and  salts  in  the 
reservation  of  foods  should  not 
e  permitted.  The  report,  accorcl- 
lg  to  our  consul  in  Berlin — you 
dll  notice  we  have  gone  far  afield 
3  get  the  facts — has  not  been 
dopted  by  the  Prussian  authori¬ 
ses.  On  the  other  hand,  the  Im- 
erial  Health  Board,  which  has  au- 
aority  in  the  whole  empire,  has 
een  conducting  work  for  three 
ears  on  the  question  and  has  made 
:0  report  thus  far.  When  the  re- 
>ort  of  the  Imperial  Board  is  re- 
eived  it  will  be  worthy  of  coll¬ 
ide  ration.” 

This  will  show  you  that  the  press 
eports  in  reference  to  the  German 
government’s  report  are  not  au- 
hentic.  Yours  truly, 

H.  L.  Harris. 

*  *  * 

An  Experience  in  Baling  Waste 
Paper. 

Shamokin,  Pa.,  Oct.  29,  191T. 
ro  the  Editor. 

Dear  Sir  : — A  n  s  w  e  r  i  n  g  the 
juery,  “What  is  waste  paper 
•vorth,”  we  bought  a  baling  ma¬ 
rine  just  one  year  ago  and  the 
3est  price  we  could  get  for  our 
3aled  waste  paper  was  32 ]/2  cents 
3er  cwt.,  delivered  to  factory, 


freight  being  14  cents  per  cwt.  on 
same.  We  sold  during  the  year 
$12.50  worth  of  waste  paper,  less 
freight  on  same  $5.25,  leaving  us 
but  $7.75  on  an  investment  of  $75 
for  the  machine.  Of  course  this 
never  paid  for  the  investment. 
Our  advice  is  for  merchants  not 
to  buy  a  baling  machine  as  an  in¬ 
vestment,  although  we  are  not 
sorry  that  we  bought  the  ma- 
chirre,  as  we  bale  all  our  waste 
paper  as  fast  as  it  accumulates  in 
and  around  our  store,  keeping  our 
place  clean  and  free  from  danger 
of  fire.  Formerly  we  had  to 
gather  our  waste  paper  every  day 
and  burn  it  up,  which  caused  a 
lot  of  smoke  and  bad  smell  and 
kept  us  cleaning  up  every  day, 
while  now  we  have  the  benefit  of 
having  our  premises  continually 
clean.  Yours  very  truly, 

M.  J.  Haile. 

*  *  * 

Another  Report  on  Retail  Coffee 
Sales. 

Hoopeston,  Ill.,  Oct.  25,  1911. 

To  the  Editor. 

Dear  Sir: — The  falling  off  in 
retail  coffee  sales  I  attribute 
largely  to  the  agitation  caused  by 
the  “pure  food  laws.”  If  people 
will  insist  on  pure  goods  they 
should  realize  that  these  useless 
investigators  and  chemists  do  not 
work  for  nothing  or  for  the  “Dear 
Public,”  but  for  the  dollars  in  it 
for  them,  and  the  public  or  con¬ 
sumer  must  foot  the  bill. 

Consumers  naturally  blame  the 
retailer  and  think  he  is  making 
100  per  cent.,  when  to-day  he  is 
obliged  to  sell  at  a  closer  margin 
than  ever  many  goods  that  people 
have  always  paid  a  certain  price 
for,  costing  him  at  least  25  per 
cent,  more,  yet  he  cannot  sell  for 
more,  and  there  are  no  cheap 
goods  that  one  can  get  that  will 
|  pass  the  “inspection.” 

I  have  sold  goods  of  all  kinds 
for  years  and  am  pretty  well  as 
I  sured  in  my  own  experience  that 
1  the  above  is  largely  the  cause. 

Yours  truly, 

Fred.  D.  Newland, 
The  Split  Dollar  Store. 
*  *  $ 

Still  Another. 

Brandon,  Vt.,  Oct.  26,  1911. 
To  the  Editor. 

I  think  we  are  selling  less  of 
cheap  coffees,  but  see  no  differ¬ 
ence  in  amount  of  high  grade  cof¬ 
fees  sold.  F.  L.  Smith. 


Continuous 

Service 


NATIONAL 

BISCUIT 

COMPANY 


The  popularity  of  the  products  of 
the  National  Biscuit  Company 
and  their  great  sales  are  due  to 
continuous  quality  and  continuous 
service — National  Biscuit  Com¬ 
pany  products  are  always  depend¬ 
able.  They  are  always  up  to 
sample.  Every  package  is  like 
every  other  package. 

And  this  quality-reliability  is 
vastly  to  the  profit  of  the  dealer. 
It  means  continuous  demand  and 
a  continuous  service  to  supply 
that  demand. 

The  extensive  distributing  service 
of  the  National  Biscuit  Company 
extends  from  coast  to  coast.  It 
means  a  constant  supply  of  all  the 
products  of  the  National  Biscuit 
Company  toeverypartof  America. 
Is  your  store  a  part  of  this  con¬ 
tinuous  service?  Do  you  enjoy 
your  share  of  the  goodwill  ac¬ 
corded  to  National  Biscuit 
products  ? 


The  One  Pure  Sugar  Syrup 

Lyle’s  Golden  Syrup  — perfectly 
clear,  a  beautiful  golden  color,  so 
neutral  micro-organisms  can’t  live 
In  It.  Absolutely  fr,e  from  preser¬ 
vatives.  A  product  which  every  one 
kee{>s  buying.  If  you  want  to  please 
your  trade  tell  them  about  it. 

26%  PROFIT 

Sure  sales  and  pleased  customers. 

H.  Kellogg  &  Sons 

Philadelphia 


MAPLEINE 

The  Flavor  de  Luxe 

SELLS 

SATISFIES 

and 

SELLS  AGAIN 

Order  from  your  jobber  or 

Frank  A.  Smith  Company 
105  South  Front  Street 
Philadelphia,  Pa. 

Oraaoant  Mfg  Co. 
SEATTLE,  WASH. 


John  Scott  &  Co. 

INCORPORATED 

PHILADELPHIA 

WHOLESALE  GROCERS 

and  Direct  Importers  of 

Ceylon  and  Assam  Teas 

These  Teas  are  becoming 
more  popular  every  day. 

** Our  prices  are  always  correct’’ 


TBLL  YOUR  CUSTOMERS  THAT 

RAE’S 

Lucca  Olive  Oil 

la  the  product  of  perfectly  sound,  ripe, 
freshly  picked,  freshly  crushed  and 
pressed  olives,  grown  in  Tuscany,  Italy, 
the  one  place  in  the  world  where  the 
olive  reaches  perfection  You  will  not 
only  please  them  but  you  will  build  up 
a  splendid  trade  on  Lucca  Oil  at  a  good 
profit.  Prices  In  Prices  Current. 

H.  Kellogg  &  Sons 

Philadelphia 
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ADVERTISING 
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* 

■k:  .  . 


T  lie  Spot  Cash  Supply  Co.,  of 
1  aylorville,  Ill.,  sends  in  a  large 
circular  which  it  used  in  a  spe¬ 
cial  October  sale.  It  was  a  very 
large  sheet — 15  x  22  inches.  The 
much-reduced  reproduction  ap¬ 
pears  below : — 


premiums  thrown  in.  I  hat  being  with  a  bargain  sale.  I  notice 
so,  I  suppose  this  form  of  circular  quite” a  number”of  typographical 

ran  Kp  A  onon  A  4-^  — ~  l  •  .  ,  r  .  .  . . 


can  be  depended  on  to  get  results 
in  Illinois  as  well  as  anywhere 
else.  It  is  not  a  style  of  advertis¬ 
ing  that  I  think  very  much  of—  most  invariably  a  sign 
I  don’t  like  unsupported  price- '  lessness  in  the  printer. 


errors  in  this  circular  which  al¬ 
ways  stir  me  up — I  see  no  reason 
for  them  at  all,  for  they  are  al 

of  care- 
Take  the 


Buy  y?ur  Groceries  in  Taylorville.  We  refund  railroad  fare 
on  all  purchases  over  15  .DoUars-sugar  excepted-if  you  live 
within  25  miles  of  our  store.  Come  see  us  at  our  expense. 


THIS  IS  THE  MOOH  TALKED  ABOUT  'TOWN  TOPIO  SALE  IT  »  POT  OH  TO  OKLKBBATE  OUK  SHOO  HO  AHHITKBSABY  IN  THE  CITY  OP  TAT 
LORVILLE,  DOING  ABSOLUTELY  A  CASH  BUSINESS  NOBODY  OWES  US  A  DOLLAR  WE  HAVE  DONE  FOR  THE  FAST  TWO  TEARS  ABSOLUTELY 
A  CASH  B0SINE88  WE  BUY  OUR  GOODS  IN  QUANTITIES  AND  FOB  CASH  AND  WE  PASS  THEM  A  LORO  TO  YOU  FOE  CASH  WITH  A  VERY  SMALL 
MAROIN  OP  PROFIT.  WITH  NO  CHABGE8  TACKED  ON  FOROOODS  SOMEONE  GOT  AND  FOEQOT  TO  PAT  FOE 

Sale  Starts  SATURDAY  HORNING,  OCTOBER  14,  and  Will  Continue  for  7  Days 

Closing  Saturday  Night,  October  21 

IT  B  0UINO  TO  BE  PROFITABLE  POE  YOU  TO  DO  YOUE  PALI-  -QBOOEBY  BUYING  DOBINO  TUB  hath  SEVEN  DAYS  OP  THE  OEKAT 
ESI  SAVING  POSSIBILITIES  YOU  HAVE  EVBB  KNOWN  IN  OBOONKY  BUYING  WE  HAVE  CLIPPED  PEOPIT  PEON  ALL  PRICES  nno™.™ 

THEM  DOWN  TO  THE  LOWEST  NOTCH,  SLICED  THEM  INTO  FRACTIONS.  IT  B  YOUR  CHANCE  _  DON'T  MI  SB  IT  NO  WONDER  in  CALL  IT 
OUR  TOWN  TOPIC  RALE.  PRIORS  QUOTED  WILL  BET  THE  ENTER  COMMUNITY  TALKINO  AND  CAUSE  A  LIVELY  STIR  YOU  Am  ram 
FAMILY  NEED  MANY  OP  THRSE  GOODS.  BUY  THEM  NOW  WHILE  THIS  "TOWN  TOPIO"  SALE  B  IN  PROGRESS  EEMEMBEE  OUR  no on! 

ARB  OP  THE  HIGHEST  QUALITY,  ONLY  THE  PRICES  ARE  LOWERED.  THE  TIME  B  NOW.  HERE  WHEN  YOU  MUST  LAY  IN  YOUR  WTNTn 
SUPPLES  RATHER  THAN  BUY  IN  SMALL  QUANTITIES,  SUCH  AB  TOO  NEED  PROM  DAY  TO  DAY,  WR  ADYBE  PUROKAR1NO  IN  LAROH  Lorn. 

IN  THAT  WAY  YOU  OET  THE  BENEFIT  OP  WHOLESALE  PRICES  AT  RETAIL  THEN  ADD  TO  THB  THE  BAYINO  OP  THE  SPECIAL  PRinv  „ 

NAME  DORINO  THE  'TOWN  TOPIC"  SALE.  AND  YOU  WILL  UNDOUBTEDLY  BEOOONIIE  WHAT  A  GREAT  BARGAIN  THIS  EVENT  B 


Bent  Corn  Stnrcli,  6  loo 

package*  Tor 

Baker's  Chocolate,  feg.  25c 
cakey,  3  coke*  for 
Fancy  Yellow  Swer.t  Pota¬ 
toes,  per  lb. 


38c  I 
3c  I 


!  5  pounds  Beal  Bulk 

.  Starch  . 

17c 

Fancy  Mocnroni  or  Spaghvl- 

ti,  3  pks  for  25c,  per  «lo*  ”  VaU 

In  lb  boxes  Soda  Crack* 

70c 

Io  pouods  Navy 

1  Beans 

56c 

lo  bars  Lenox  or  Swift's  ioup  35c 
Per  box,  loo  bar*  '  $3  25 

25  lb.  ha^s  Rolled  Oats 

96c 

I  Best  8ods  Crackeri 

I  per  Hi 

6c 

6  lbs.  absolutely  pure  Lar  i  F\Qr» 
you  neve*  bought  better 

5  galfon*  Coal  Oil 
for 

40c 

Snowflake  flour,  43-lb, 
bag*,  makes  a  wholesome 
loaf  of  bread,  bag,  $1  15 


SYRUP  SPECIAL. 

Cal.  Red  Syrup _ 38c 

Gal,  White  Syrup  ...43o 
Gal.  Pare  Maple  Syrup 

— .  $1.36 

Half  gallon  _ _ 70c 

Quart  caoa  . a  40c 

Pure  Sorghum,  gal.  ..75c 


6o  !t>  fang*  Bie  Pour  Flour  $!3y,  p,r 

bbl  4  bags  5.6o  Be.i  Flour  io  Kao. 
rtcnic  Hams,  mild  sugar  cor- 11- 
cd.  lo  lb  average,  per  |(,  UC 
5o  lb.  bags  Golden  Rod  Kansas  Pal- 

eot  Flour  $136  ptf  bbl  4  btf,  ^  . 


EVAPORATED  Mil 
8  large  cans 
Per  do*.  ........... 

6  small  cans  ....... 

Per  dot.'... . . 

Von  Camp's  Milk, 
very  beat. 


BEST  SODA  CKAOKERS 

Baked  in  boxes  of  about 
20  lbs.,  per  lb.  ....  06c 
10-H>,  half  aixed  boxes  .. 
Best  Crack  era,  per  box, 

. 70c 

2  lb*.  Ginger  Snap*  ..15c 


WISHBONE  COFFEE 

la  6-lb.  patio,  regular' $1-25 

value  at . .  $1.10 

Ken*  Fancy  Bran4  Coffee 
In  5-lb.  backets  at,  par 
bucket  .  $100 


*AIQB  SPECIAL 

3  5c ,  boxes  best  Matches, 


Per  dox.  boxes  ....  40c 


PLOOE 

Big  Four  Highest  Patent 
Kansas  Flour,  ev^y 
guaranteed,  per  bag, 
. . $L$9 

Per- bbl  .  4  ban  ..  $550 


CANNED  GOODS. 

I  cans  Sugar  Corn  for . 25c 

Per  dox.  ..... J .  96c 

3  cao*  regular  2  for  25C  Country 

Gentleman  Com  for  _ _ 3flc 

Per  dok  . . $1.20 

3  cans  Kidney  Bean*  ......  25c 

3  cons  Saner  Kraut  _ _ 25o 

3  cans  Old  Pavilioned  Hominy  25c 
3  ran*  String  Beans  .......  25c 

6  cup*  Pancy  Red  Ripe  Tomatoes 

tor  . 62c 

6  r  ao»  RarU-  June  Peas  for.  67c 
3  can*  Baked  Beans  for  ...  25c 
J  :i5-Cuot  vs  os  White  Horae  Apr- 

cots  .  85c 

J  35-crf)t  cans  White  Horae  Lem- 

uo  Cling  Peachea . .  75c 

31b,  cans  Fancy  Table  Peaches 

. . - .  16c 

3  2-3  cent  can*  Sliced  Pineapple, 

for  .  \ .  50o 

Bon  Ton  Pea*.  15c  quality,  6 

can*  for  . . .  ....  75c 

No.  3  cans  Coat  Mark  Pears,  two 

tor  *• .  35c 

No.  3  can*  Cost  Mark  Apricots, 

two  for  . . 35< 

6  ran*  Oil  Sardines . 23c 

3  emu  Mustard  Sardines _ 23c 

Large  jars  Peanut  Butter  ...lOo 
35.-  Quality  California  Sliced 

Peaches  . 27c 

1  lb,  can*  Sliced  Pesebcs _ 08c 

No  2  can*  Oyster,.  Peacock 
brand  . 10c 


TEAS. 

Wishbone  1-lb  pkg*.  Imperial  or 
.  Gunpowder  Tea.  regular  75c 
quality,  1-lb  pkg*.  for  ..  49c 
26-cent  bottle  Lemon ‘or  Vanilla 

Extract  for  . . 1!M 

HAMS  AND  BACON. 

Picnic  Hama.  10-lb,  average,  per 

lb . llVie 

Rag.  Sugar  Cured  Hams,  per  lb 

Swift'*  Light  Bmokfost  Be  cod, 

per  lb, . . . 22o 

Medium  Breakfast  Bacon,  by  the 

Piece  . . .  18c 

Per  lb  cot  . . 20c 

5  lbs  Absolutely  Pure  Lard.  SP< 
PISH. 

10-lb.  pail*  .  Lake  Herring  or 

White  Fish . .  TO* 

10  lb  Pall*  Mackerel  ...-...$1.25 

3  25-rent  cas<  Red  Salmon  for 

. - .  60c 

Kippered  Herring,  per  can  ..22c 
CHEESE  OAKES  A  CRACKERS 
pkg*  Lilly  Flake* . 25c 

4  pkg*.  Creapo  Cracker* _ 16c 

No,  3  Cartoon*  Soda  Cracker*  30o 
2  lb*,  t-iugv-r  Snaps  ........  15c 

Fancy  Fig  Bars,  per  Ux - 10c 

Assorted  Cake*.  *  big  lot,  2  lb* 

for  .  26u 

Fancy  Rnck  Chee*e,  p*r  lb.  I8e 
Faucy  Full  Cream  Cheese,  per 
lb.  . 18e 


SOAPS  AND  LYE 

10  bars  Swift  *  Pride  Soap  - -35c 

Per  box.  100  bora . $3.28 

10, bar*  Lenox  eoap  .......  35c 

Per  box.  100  bam  . $3.25 

10  bars  Maple  City  Soap - 45c 

10  bin*  Sonny  Monday  ....  45c 
jo  har*  Flaln-  White  Soap  ,.46o 
10  bar*  FeU  Naptha  Soap  ..45c 

1  rah*  Lewis  Lye  . . .  25c 

Per  dor  cans  94« 

2  !0-c«nt  cans,'  Swift’*  Pride 

Cleanser  . . .  15c 

3  5-eent  har*  Miners'  Tar  Soap 

. . . 10c 

Lana  Oil  Soap,  b  bars  io  box,  20c 

Trilby  Soap.  3  bars  ........  23c 

Per  do*  bar*  — . . . 90c 

Bengal  Castile  Noap, 'l2  bar*  in 

box,  per  box  . .  45c 

SUGAR  AND  FLOUR 
25  lb*.  Granulated  Sugar  (  with 
each  $5  grocery  order)  ..$1.60 
14  lb*  Granulated  Sugar  ..  $1.00 
100-lb*  bags  Cran,  Sugar  ..$6.90 
Price*  on  Sugar  absolutely  not 
guaranteed. 

50-lb  bag*  Big. Four  Flour,  il.39 

Per  bbl,  4  aaclqs . . $5.50 

60-lb.  bags  Polar  Star,  the  flnau 
floqr  milled,  all  spring  wheat, 

- $159 

Per  bbl,  4  bag*  - - $6  26 

604b  bag*  Golden  Rod  Kansas 

Patent  Floor  .  $1.35 

Per  bbl.  4  bag* . $5.00 


WINTER  POTATOES 

We  bav<>  contracted  for  and 
have  doe  to  arrive  between  Oct. 
15th  and  25th,  2  cars  fancy  Min¬ 
nesota  Burbank  'Potatoes.  These 
Potatoes  will  do  to  put  away  for 
winter.  ’Give  us  your' order  for 
your  winter  used* 

5-bu.  lots,  at  per  bo.  90o 

OLIVES  and  OLIVE  OH. 
Reg.  91.00  bottle  absolutely  pur* 

1  Olive  Oil  . . .  80c 

Reg.  20c  bottle  Olive* _ 15« 

Quart  Mason  Jar*.  Pickle*,  sour 

or  ri4Uh  ,  . . .  22o 

Salad  Oil.  per  bottle  .  lOo 

Wesson  Salad  and  Cooking  Oil. 

25c  can  for.  .1. . .  22c 

STARCHES  AND  CEREALS 

10  lb*  bulk  Sureh . _.35e 

10  lb*,  wbple  gram  Bice  ..1  60c 
10  lb*  Fancy  Us^d  Ricg-  _— .  80e 
10  lb*  Lima  Bean*  ........  77e 

10  lb*  Navy  Bean* . 55c 

10  lb*  Fancy  Bulk  Oata _ 40o 

2  pkg*  Indian  Corn  Flake*  .16* 

2  pkgs  E-C  Corn  Flake*.  15* 
Wishbone  Pan  Cake  Flour,  three 

Pkg*.  tor . 27c 

B»r  dot. . . $j  00 

3  pkg*  Macaroni  or  Spaghetti. 

l*»r  dor  . . a. _ ....  95* 

0  lb*  Little  Chick  Fred  26c 
10  lb\  Big  Scmteb  Feed  ....  25< 


COFFEE  TEAS  and  EXTRACTS 

54b,  pails  Wishbone  Coffe*.  $140 
6-Ib  pail*  Ken*  Fancy  Brand  $1 
Regular  30e  quality  K**eb!end 

Coffee,  5  lb*.  lor . $1.40 

Ragulai  35c  quality  Planter'* 
Roast,  nothing  finer.  5  lb*  fqr 

. $ISO 

UegulaJ  23*  quality  *feride  Oof- 
foe,  4 Vi  lb*  for  . . #i  00 

MISCELLANEOUS. 

5  gal  Coal  Oil  ...L . 40-< 

3  25-ceut  cans  Calloway's  Baking 

Ponder  . 50c 

Pancy  bulk  Coeoaaut,  per  lb  lae 
2  25<cnl  cake*.  Bakers  Chocolate 


23c  can*  Baker*  Coco* . £j« 

I -lb.  cons  Calummet  Baking  Poa- 

der  .: - - 22,. 

Mb.  can*  Romford  Baking  Pew  ’ 

der . . ...  2Jc 

4  pkg*  Cow  Seda- . 2So 

Per  dot  pkg* . 70c 

Horseshoe  Tobaced.  per-Jb..  4ic 
Keeler'*  English  MatjniUdr,  jar 

' - - . 26c 

3  5-eent  sacks  Salt  for  Me 

Fancy  Red  Cftnbesxi**,  per  ql. 

. . . . .  10* 

Frtwy  Yellow  Sweet  Pot* toe* 
prr  lb  . .  oje 


COUPONS  CIVEN  WITH  ALL  PURCHASES  (SUGAR  EXCEPTED)  REDEEMABLE  IN  PREMIUM  GOODS  OR  IN  MERCHANDISE  ASK  FOR  THEM. 

Spot  Cash  Supply  Co. 

Next  Door  to  First  National  Bank  Taylorville.  Illinois 


It  looks  as  if  this  sale  ought  to  lists — but  if  they  ever  succeed  in  [name  Baker,  which  appears  twice 
be  attractive— railroad  fare  re-  bringing  results  it  is  when  they  I  in  connection  with  cocoa.  Each 
funded,  cut  prices  and  coupon ,  are  used  like  this— in  connection  time  it  appears  thus— “Bakers” 


without  an  apostrophe.  Scattered 
through  the  whole  sheet  are  other 
|  errors  just  as  careless  and  just  as 
inexcusable.  Unless  you’re  very 
sure  of  the  printer,  it  never  pays 
I  to  leavethe  proofreading  to  him— 
I  it  is  always  better  to  do  it  your¬ 
self.  I  also  notice  something 
which  indicates  that  the  printer 
has  run  out  of  material.  In  sev- 
I  eral  places  where  he  should  have 
used  ciphers  he  has  used  small  o’s, 
which  make  the  job  look  very  bad. 

I  This  must  be  a  pretty  sloppy  kind 
of  a  printer  and  if  I  were  the  Spot 
Cash  Co.  I  should  talk  to  him  like 
a  Dutch  uncle. 

*  *  * 

This  concern  seems  to  be  con¬ 
siderable  of  a  live  wire.  Many 
another  grocer  or  general  store¬ 
keeper  could  use  this  railroad  fare 
refund  plan  to  get  out-of-town 
business.  It  is  a  splendid  adver- 
tising  plan  and  can  almost  always 
be  depended  on  to  bring  in  trade. 

*  *  * 

Please  let  me  have  more  matter. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis- 
1  ing  matter  sent  in,  to  the  devising 
I  of  new  advertising  ideas  for 
special  occasions,  upon  request, 

[  and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
I  addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
]  filed  in  their  order  and  taken  up 
in  strict  rotation. 


Pennsylvania  News  Items. 

Robert  L.  Hooven,  secretary 
and  one  of  the  directors  of  the 
Hooven  Mercantile  Co.,  with 
headquarters  at  6  Harrison  street. 
New  York,  died  on  October  ioth 
at  his  home  in  Englewood,  N.  J. 
He  had  been  ill  for  about  a  year 
suffering  from  hardening  of  the 
arteries.  Mr.  Hooven  was  born 
in  Beaver  Meadows,  Pa.  With 
his  brothers  he  established  the 
firm  in  1882  and  for  a  number  of 
years  was  manager  of  one  of  its 
branches  in  Pennsylvania.  He 
came  to  New  York  to  become 
secretary  of  the  company.  He 
was  a  Mason.  He  is  survived  by 
his  wife  and  four  children. 


Cranberries  are  firm,  and  the 
best  Cape  Cods  rule  at  $8.50, 
with  some  holders  asking  $9, 
which  they  will  likely  get.  This 
means  $2.75  to  $2.90  per  box. 
The  demand  is  good. 
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Selling  Talks  With  Clerks 

BT  A  MAN  WHO  HAS  BEEN  ONE 


Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  *  Co.’a 
Department  Food  Stores,  Trenton,  N.  J. 


Be  An  Educator.— You’re  one 
>w  for  that  matter.  Every  man 
woman  that  sells  goods  in  a 
ocery  store  in  this  country  and 
at  knows  his  or  her  business  is 
>ing  a  great,  good  work.  To  do 
at  work  you  must  be  able  to 
imonstrate  that  a  Formosa 
olong  tea  at  50  cents  is  cheaper 
an  a  Foochow  at  30  cents, 
hat  a  pound  of  dried  limas  at  8 
nts  is  cheaper  than  a  can  of 
talced  limas  at  12  cents.  Same 
ith  peas.  That  a  broom  at  45 
nts  will  outlast  two  at  30  cents 
id  in  the  meantime  do  50  per 
:nt.  better  work.  That  pure  lard 
ill  go  farther,  last  longer,  smell 

veeter  and  add  twice  the  pleas- 

• 

■e  to  eating  than  that  of  com- 
ntnd.  That  the  “bargain”  5- 
:nt  bread,  as  a  rule,  dries  up  over 
ght  for  lack  of  sufficient  short- 
ling  and  a  total  lack  of  fresh 
ilk.  That  pure  butterine  at  22 
:nts  is  better  and  cheaper  for 
joking  purposes  than  a  third- 
ite  pure  butter  at  28  or  30  cents. 
You  are  the  follow-up  system 
:  this  great  Food  Educational 
ampaign.  It’s  you  that  empha- 
zes  the  writers  and  the  laws 
nd  it’s  up  to  you  to  keep  in 
mch  with  all  reform  food  ques- 
ons  confirming  them  and  en 
juraging  them  day  by  day. 

*  *  * 

The  Matter  of  Shaved  Beef. — 
rery  likely  other  stores  may  sell 
lis  for  5  cents  per  pound  less 
lan  yours.  But  yours  is  better 
liaved.  '  The  slices  are  more 
ven,  thinner,  larger,  and  above 
11  the  meat  is  cut  from  the  tend 
rs,  not  the  outsides  which  gives 
be  customer  meat  without 
article  of  waste. 

*  *  * 

The  Flavor  of  15-Cent  Peaches 

>  just  as  good  as  the  25-cent.  But 
woman  must  know  how  to  pre- 
are  them.  They  must  be  heatec 
11  a.  saucepan  and  sugar  must  be 
dded.  Certainly  they  don’t  look 
s  handsome  either  in  form  or 
olor  when  served.  But  the  good- 
less  of  the  fruit  and  the  natural- 
less  of  flavor  are  there.  In  sell¬ 


ing  these  peaches  be  careful  to 
speak  of  this. 

*  *  * 

Plum  Pudding  Isn’t  For  Novem= 
ber  or  December  only.  We  still 
have  the  old-fashioned  notion 
that  this  article  should  be  put  be¬ 
fore  people  during  the  holidays 
and  then  hurried  back  to  the 
stock  room  the  first  of  January. 
No  such  thing.  Every  now  and 
again,  the  year  around,  let  them 
have  it.  It’s  largely  our  fault 
when  plum  pudding  isn’t  recom¬ 
mended,  when  we  take  an  order 
for  a  roast  chicken  whether  in 
July  or  January. 

*  *  * 

Using  a  Three-Foot  Show  Case. — 

What  do  you  often  see  in  a  three- 
foot  counter  show  case?  A  con¬ 
glomeration  of  stuff  put  in  helter 
skelter.  Go  to  work  and  fill  it 
with  rice  one  week,  loose  cocoa- 
nut  the  next,  salted  peanuts  the 
next,  barley,  scrub  brushes, 
whisks  the  next  and  the  next. 
One  thing  in  that  case  at  a  time 
will  be  twenty  times  more  effect¬ 
ive  than  a  dozen  things. 
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SALESMEN  WANTED 

Trained  Salesmen  earn  from  $1,200.00  to 
$10,000  a  year  and  expenses.  Hundreds  o£  good 
positions  now  open.  No  experience  needed  to 
get  one  of  them.  We  will  assist  you  to  secure  a 
position  where  you  can  earn  good  wages  while 
you  are  learning  Practical  Salesmanship.  Write 
today  for  full  particulars,  list  of  good  openings, 
and  testimonials  from  over  a  thousand  men  we 
hare  recently  placed  In  good  positions. 

Address  Nearest  Office,  Dept.  244 
National  Salesmen’s  Training  Association 
Cbicsfo  New  York  Kansas  City  Seattle  New  Orleans 


ELTON  J  BUCKLEY 

Editor  "Grocery  World  and  General  Merchant1 

Attorney  and  Counselor  at  Law 

643-648  Land  Title  Building,  Phlla.,  Pa. 

T  J  Bell, Sprnce  2608-2609 

Telephones  }  Key’st0Fne>  Race  74s 

Corporation  Practice,  Cases  Under  Food  Laws 
Trade- Mark  Registration 
General  Practice 


No.  4*  Cuspidor — 654-inch 


THIS 

QUSFIbOR 

in  hand-painted  colon 
at  $8.50  per  gross,  no 
drayage  cha rge ,  no 
package  charge;  the  en¬ 
tire  gross  is  yours  for 
$8.50,  plus  the  freight. 
The  PETERS  A  REED 
POTTERY  CO. 

ZANESVILLE,  OHIO 


MAKES 

HEALTHY,  HEARTY 
CUSTOMERS 

Who  consume  more  groceries  than 
drinkers  of  tea  and  coffee  do.  You 
may  make  more  money  at  first  on 
tea  and  coffee.  In  the  long  run  it 
will  pay  better  to  sell  cocoa. 

Wholesome  and  Appetizing 
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The  wonderful 

success  of  “Fels- Naptha 
soap  is  due  to  its  fulfilling 
the  every-day  requirements 
of  a  practical  test ;  either 
on  the  coarsest  and  dirtiest 
fabrics,  or  on  the  finest 
and  daintiest  laces. 

This  easy  Fels-Naptha 
way  is  your 
customers’  for 
the  asking. 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT" 
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Say,  I'm  a  hero!  That’s  right, 
I’m  one  of  ’em,  and  I’m  ready  to 
be  crowned  queen  of  the  May. 

I  knew  if  I  lived  long  enough 
I’d  have  a  chance  to  show  the 
stuff  I  had  -in  me,  and  the  time 
ha's  came  and  I  showed  it. 

Why  I  believe  my  wife  was 
prouder  of  me  that  night  than  she 
ever  was  before.  She  almost 
kissed  me. 

Now  don’t  butt  in  and  get  all 
feazed  up.  I’m  going  to  tell  the 
story  when  I  get  good  and  ready. 
Ain’t  I  got  a  right  to  keep  a 
secret?  I  don’t  often  get  a  chance 
to  talk  complimentary  about  me- 
self,  and  when  the  chance  comes 
I’m  a-going  to — what?  Oh,  all 
right,  since  you  ain’t  got  any 
more  patience  than  little  Tommy, 
I’ll  go  ahead. 

It  was  the  high  cost  of  living 
that  did  it.  You  fellows  have 
seen  iin  the  papers  where  people 
were  clubbing  together  to  buy 
stuff  wholesale — maybe  some  of 
’em  have  done  it  in  your  own 
town ;  I  know  they  have  in  some 
places  where  I’ve  gone. 

Last  week  I  was  home  for  a  day 
or  two,  and  one  night  when  I  was 
sitting  with  my  feet  up  smoking 
a  good  one  somebody  rang  the 
bell  and  in  came  a  woman  that 
my  wife  said  she  knew  down  at 
the  church.  Her  name  was 
Arthur.  I  didn’t  know  her,  so  I 
had  to  take  my  feet  down  and  let 
the  pipe  go  out  for  fresh  air. 
It’s  great  how1  careful  my  wife  is 
of  that  pipe.  When  anybody 
comes  in  that’s  sort  of  strange  she 
insists  on  my  putting  it  out  so 
the  people  won’t  misjudge  it  and 
think  it’s  coal  gas. 

After  Mrs.  Arthur  had  got  ac¬ 
quainted  and  talked  about  just 
thirty-four  different  things,  she 
let  out  why  she  came. 

“Do  you  want  to  join  our  gro¬ 
cery  buying  club?’’  she  said. 

That  sounded  at  home  to  me, 
so  I  asked  her  what  it  was. 


Myself  As  a  Hero. 

“We’re  going  to  get  twenty- 
five  families  to  put  their  orders 
together  and  buy  at  a  less  price. 
We  have  fourteen  now,  and  you’ll 
make  fifteen,  if  you  go  in.  Why 
there’s  no  end  to  -the  money  we 
can  save  by  it!  We  can  get  all 
sorts  of  canned  goods,  and  coffee 
and  tea,  and  flour  and  everything 
that  comes  in  packages — sugar — 
oh,  nearly  everything.  My 
brother  is  bookkeeper  in. a  whole¬ 
sale  tea  house,  and  he  knows  all 
about  tea.  He  says  we  can  buy 
the  same  tea  we  pay  20  cents  a 
quarter  for,  for  35  cents  a  pound 
if  we’ll  buy  enough.  George  and 
I  figured  out  last  night  what  we 
can  save,  and  it  amounted  to 
nearly  $2  a  week !  The  only 
thing  is,  you’ve  got  to  pay  cash 
for  the  goods  when  you  get 
them.” 

“How’ll  they  be  delivered?” 
I  asked. 

“We  thought  they  could  be  de¬ 
livered  somewhere  all  together, 
and  each  one  could  get  a  boy  with 
an  express  wagon  to  go  get  his.” 

“That  sounds  all  right  up  to 
date,”  I  said,  “but  where  are  you 
going  to  buy  your  stuff?” 

“Why,  we’ll  go  to  a  wholesale 
house.  They’ll  be  glad  enough  to 
sell  to  us  and  get  the  money  right 
off.” 

“I  ain’t  so  sure  of  that,”  I  said, 
“the  retailer  might  get  after  a 
wholesaler  who  sold  you.  Have 
you  sounded  anybody  yet?” 

“Not  yet,”  she  said,  “but  I  am 
sure  we  can  do  it.” 

“Well,  take  your  brother  the 
bookkeeper  in  the  wholesale 
tea  house,” .  I  said,  “will  he  get 
you  the  tea  ?” 

“He  said  he  could,  but  his  firm 
was  very  high-priced,  and  he’d 
tell  me  confidentially  where  we 
could  buy  our  tea  cheaper  than 
we  could  from  him.” 

I  grinned  inside  of  me.  Little 
brother  sure  is  some  chap  for 
keeping  out  of  trouble. 


“Well,  as  I  see  it,  you  won’t 
be  able  to  place  your  orders,” 
said.  “That’ll  be  the  big  stum¬ 
bling  block.  If  you  can  buy  the 
goods  there’s  no  reason  why  the 
thing  shouldn’t  work.” 

"If  we  can  buy  the  goods  at 
wholesale  will  you  go  in?”  she 
said. 

“No,”  I  said  (and  here’s  where 
I  got  to  be  the  hero),  “I  won’t 
I  couldn't  do  such  a  thing, 
make  my  living  selling  to  the  re 
tailers  you’re  working  to  cut  out, 
and  it  wouldn’t  be  fair.” 

“Of  course  if  you  feel  that  way 
about  it,”  she  said,  “although  I 
think  everybody  ought  to  think 
of  himself  first.” 

“I’ll  tell  you  what  I’ll  do,”  I 
said,  “as  soon  as  you  find  a  whole¬ 
saler  who’ll  take  your  orders  you 
bring  his  name  to  me  and  I’ll  see 
about  it.” 

You  can  bet  I  will  see,  too 
And  if  I  see  you’ll  see.  But  she 
won’t  find  anybody.  I  don’t  be¬ 
lieve  there’s  a  wholesale  grocer  in 
Philadelphia  who  would  dream  of 
selling  a  big  order  like  that  to 
consumers.  Even  if  they  had  no 
principle  about  it  they  wouldn’t 
dare  to  for  fear  it  w’ould.  get  out 
Not  on  your  life — I  feel  mighty 
sure  of  it. 

But  wasn’t  it  a  great  thing  to 
turn  down  a  chance  to  make  $2  a 
week,  just  like  that? 

Now  I’ll  tell  you.  Even  if  these 
people — and  dozens  of  ’em  are 
doing  the  same  thing  everywhere 
— don’t  find  a  jobber  to  sell  ’em, 
we’re  in  danger  of  losing  this 
business  all  the  same,  for  they 
can  get  their  stuff  through  any 
big  retailer  at  less  than  they  pay 
you.  Of  course  lie’s  got  a  right 
to  sell  ’em,  and  he  would,  too — 
just  as  soon  as  look  at  ’em. 

I  know  at  least  three  retail¬ 
ers  who  are  meeting  the  thing 
half  way.  They  make  a  price 
on  twenty-five  pounds  of  tea 
or  fifty  pounds  of  coffee,  and 


Inspectors  Say  New  Jersey  Cannii>| 

Factories  Use  Bad  Materials. 

Tomato  canners  in  New  Jerst 
are  aroused  at  the  charges  mac 
against  them  by  inspectors  repre 
seating  the  State  Board 
Health.  The  inspectors  report 
that  in  their  visits  to  canning  fac 
tories  they  found  that  bad  frui 
and  vegetables  were  being  us 
along  with  the  good,  and  that 
latter  therefore  became  contar 
nated,  making  the  whole  produ< 
unfit  for  food.  The  Board  prc 
poses  to  make  an  investigation 
the  canning  industry  in  New  Je 
sev,  and  in  accordance  with  tl 
plan  a  conference  with  the  a 
ners  will  be  held  at  the  St 
House  at  Trenton  on  Friday,  N< 
vember  17th.  All  canners  in 
State  are  invited  to  particij 
and  express  their  views,  the  fc 
lowing  invitation  having  b< 
sent  them : — 

. 

During  the  past  three  months  a 
considerable  number  of  inspections 
by  representatives  of  the  Division 
of  Foods  and  Drugs  of  the  New 
Jersey  State  Board  of  Health  have 
been  made  of  canning  factories, 
these  investigations  have  included 
examinations  of  the  stock  used, 
method  of  handling  and  sanitary 
conditions  in  general.  Under  au¬ 
thority  contained  in  Chapter  217 
of  the  Laws  of  1907,  the  State 
Board  of  Health  has  the  pow- 
to  condemn  food  products  ma 
from  filthy,  decomposed  or  put. 
materials,  and  under  the  provisio 
of  Section  11  of  Chapter  231 
the  Laws  of  1909  the  State  B<x. 

of  Health  is  empowered  to  ma _ 

rules  and  regulations  for  the  en¬ 
forcement  of  that  act.  Because  of 
certain  difficulties  in  the  way  of 
adopting  rules  which  would  satis¬ 
factorily  meet  different  conditions 
in  different  localities,  the  Board  is 
desirous  of  holding  a  conference 
with  those  persons  engaged  or  in¬ 
terested  in  the  canning  business  for 
the  purpose  of  obtaining  further  in¬ 
formation  regarding  the  conduct  of 
such  business  in  this  State. 


Globe  Association  President 
Acquitted. 

Alfred  H.  Monroe,  head  of  the 
$500,000  Globe  Association,  of 
Chicago,  a  co-operative  grocery 
sales  concern,  has  been  found 
not  guilty  of  using  the  mails  to 
defraud  by  a  jury  in  the  United 
States  District  Court.  The  Gov¬ 
ernment  charged  that  Monroe  ad¬ 
vertised  for  agents  and  then  failed 
to  fulfill  agreements  with  them. 
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Concord  Grape  Display. 


Concord  grapes  are  very  plentiful  now.  The  merchant  who  handles 
m  will  find  this  display  a  great  help.  After  receiving  a  large  ship- 
nt  of  them,  this  suggestion  should  appeal  to  him ;  it  will  help  him 
twice  or  three  times  the  usual  quantity  he  had  sale  for.  To  arrange, 
t  build  an  arbor— make  one  at  each  side  of  the  window  in  the  rear, 
ive  an  opening  in  the  centre  like  a  doorway.  Now  fasten  some 


as  across  the  top  from  the  rear  over  to  the  glass  in  front  and  place 
ne  crosswise  on  top  of  these.  It  will  not  be  necessary  to  nail  them, 
a  little  cord  at  each  end  tied  to  the  one  underneath  will  hold  them  in 
ce.  This  finished,  get  some  vines  from  a  grapevine,  if  possible,  but 
>uld  these  be  not  obtainable,  use  artificial  ones.  Cut  leaves  from 
:en  crepe  paper,  tie  them  on  here  and  there,  and  with  a  little  cord  tie 
J  or  three  bunches  of  grapes  together  to  look  like  an  immense  bunch 
1  fasten  them  at  every  cluster  of  leaves.  Having  the  arbor  complete, 
ange  the  bottom.  Cover  it  with  green  crepe  paper.  Along  the 
nt,  in  the  centre,  place  a  large  basket  with  loose  grapes.  Make  the 
ide  of  the  basket  sham,  filling  it  to  the  top  with  paper,  boxes  or 
js,  and  then  pile  some  loose  grapes  on  the  top,  letting  some  hang 


over  the  edge.  At  each  side  place  small  baskets  with  the  lids  off.  Place 
a  large,  neat  sign  card  in  the  centre,  in  the  rear,  with  prices  of  the 
grapes  and  at  each  side  place  several  rows  of  baskets,  like  in  illustration. 

Buckwheat  Flour  Display. 

Hot  buckwheat  cakes  and  honey  will  be  a  favorite  dish  for  break¬ 
fast  from  now  on.  This  is  a  neat  window  display  of  these  much  used 
articles.  To  arrange,  first  cover  the  bottom  of  the  window  with  crepe 
paper — a  dark  color  shows  up  the  flour  and  packages  best.  In  the 
centre,  in  front,  place  a  semicircle  of  honey  in  combs  and  in  bottles. 
At  each  side  place  semicircles  of  the  different  size  packages  of  flour. 
Cover  a  box  with  the  crepe  paper  and  letter  like  in  illustration  and 


place  in  the  centre.  Place  a  large  pile  of  the  loose  flour  on  top  and 
also  a  price  tag.  Back  of  this  build  a  large  pyramid  of  syrups  in  cans 
and  at  each  side,  in  the  rear,  build  a  pyramid  of  flour  in  twelve  pound 
sacks.  Arrange  some  of  the  crepe  paper,  curtain  effect,  in  the  rear, 
suspend  a  large,  neat  sign  card,  with  lettering  like  in  cut,  and  the 
window  is  complete. 


ir  Patents  and  Trade-marks  in  the 
Grocery  Line. 

fessrs.  Davis  &  Davis,  Washington 
ent  attorneys,  report  the  grant  this 
■k  of  the  following  patents: — 

Washington,  D.  C.,  October  17,  19x1. 
,005,820.  Display  fixture.  J.  N. 
sex,  Seattle,  Wash. 

>°05, 956-  Bag  holder.  F.  Gibbins, 

ica,  N.  Y. 

,006,178.  Commodity  cabinet.  J.  H. 
ye,  Chicago,  Ill. 

,006,241.  Safety  sack  fastener.  H.  L. 
>pert,  Johnstown,  N.  Y. 


1,006,175.  Preservation  of  meat.  P. 
A.  F.  Appelboom,  Rotterdam,  Nether¬ 
lands. 

Washington,  D.  C.,  October  24,  1911. 
1.006,760.  Apparatus  for  treating 
coffee  beans.  L.  Klein,  Strassburg, 
Germany. 

1,006,834.  Merchandise  display  rack. 
A.  T.  Edwards,  Oklahoma,  Okla. 

1,006,886.  Tea  and  coffee  pot.  A.  H. 
Spitzig,  Detroit,  Mich. 

1,006,913.  Process  of  producing  co¬ 
coa  powder  and  cocoa  butter.  H.  E. 
Cooke,  Jr.,  Chicago,  Ill. 


1,006,928.  Meat  block  attachment. 
L.  D.  Frazier,  Tonkawa,  Okla. 

TRADE-MARKS  PUBLISHED  FOR 
OPPOSITION. 

Ser.  No.  51,804.  “Gold  Dollar’’  for 
wheat  flour.  R.  C.  Blancke  &  Co.,  New 
York,  N.  Y. 

Ser.  No.  56,276.  “Arbor’’  for  canned 
goods.  Dean  &  Co.,  Ltd.,  Ann  Arbor, 
Mich. 

Ser.  No.  57,392.  “M.  &  S.”  for  choc¬ 
olate  candies  and  sweet  chocolate.  M. 
&  'S.  Cocoa  and  Chocolate  Co.,  Jersey 
City,  N.  J. 


Ser.  No.  56,882.  "Charm”  for  spring 
wheat  flour.  H.  A.  Holdridge  Co.,  Lima, 
Ohio. 

Ser.  No.  52,351.  “Lusitania”  for 
canned  goods.  R.  C.  Williams  &  Co- 
New  York,  N.  Y. 

Ser.  No.  49,999.  “Lotus”  for  wheat 
flour,  etc.  Courtney  &  Co.,  Omaha, 
Neb. 

Ser.  No.  53,577-  “Lady  Bettty”  for 
confections,  etc.  Paul  F.  Beich  Co., 
Bloomington,  Ill. 

Ser.  No.  58,361.  “Minaret”  for  bis¬ 
cuit.  National  Biscuit  Co.,  Jersey  City, 
N.  J. 
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WANT  DEPARTMENT 


iuvm  U  Wut  AdT»rtl««m»mU  latartad  la  tkU  dtputaat  way  be  iMn m*4  M  the 
ud  Qeaeral  Merchant*’  whan  desired,  provided  the  advertisement  la  aeooapealed  by  xa  oa 
pay  for  rexnalllng  tha  aama.  Tha  price  o<  each  laaaatlaa  la  two  oaata  paa  ward  la  advance. 


Oraaary  Warlr 
>a  la  Maori  u. 


HELP  WANTED. 


SALESMEN  WANTED.— 
Owing  to  the  transferring  of 
some  of  our  best  salesmen  to 
foreign  sections  and  others  to 
the  sales  work  on  our  new 
Filtration  System  and  Meter 
proposition,  the  first  of  the 
year  we  shall  want  a  number 
of  high  grade  salesmen  to 
work  on  the  General  Store 
Trade  and  Public  and  Private 
Garages.  This  work  requires 
good  salesmanship  and  hard 
work,  but  is  very  pleasant  and 
profitable  for  such  men  as 
can  meet  these  requirements. 
Our  goods  are  well  known 
everywhere  and  of  the  hun¬ 
dreds  of  thousands  of  users 
there  are  few  that  would  think 


of  being  without  our  outfit  for 
double  what  they  cost  them 
That  our  salesmen  like  their 
work  and  it  is  profitable  for 
them  is  proven  by  the  fact 
that  they  remain  with  us, 
many  of  our  first  successful 
salesmen  still  being  with  us 
after  twenty-five  years  of  ser¬ 
vice.  We  find  in  working  the 
Store  trade  that  frequently  a 
good,  live  grocery  clerk,  who 
knows  how  to  sell  goods  and 
is  not  afraid  of  work,  is  a  big 
success  with  our  line.  We 
also  find  that  grocery  sales¬ 
men,  hardware  salesmen  and 
salesmen  in  other  lines,  call¬ 
ing  on  the  General  Store 
trade,  are  very  successful  with 
us.  We  will  have  territories 
vacant  in  many  sections  of  the 
country  and  have  splendid 
opportunities  for  a  number  of 
the  right  sort  of  men.  Corre¬ 
spondence  should  be  directed 
to  D.  A.  Corey,  General  Sales 
Manager,  S  F.  Bowser  &  Co., 
Inc.,  Fort  Wayne,  Ind. 


WANTED.  —  Salesman  to  handle  home 
made  preserves,  grape  juice,  elc.  as  side 
line,  on  commission.  Philadelphia  trade 
preferred.  H.  V.,  “Grocery  World  and 
General  Merchant,”  927  Arch  Street,  Phila¬ 
delphia  Pa.  )g 


WANTED. — Man  of  experience  and  ability 
desires  responsible  po-iiion  in  a  good  whole¬ 
sale  or  retail  grocery  house.  Ai  reference 
and  bond  if  required.  H.  O.,  “Grocery 
World  and  General  Merchant,”  027  Arch 
St.,  Philadelphia,  Pa.  '  20 


W  A  NTE  D. — Manufacturers  of  food  products 
desiring  to  introduce  their  goods  in  the 
Philadelphia  market  are  requested  to  confer 
with  "Broker,”  “Grocery  World  and  Gen¬ 
eral  Merchant,”  927  Arch  St ,  Philadelphia, 
Pa.  t( 


WANTED. — Salesmen  calling  on  the  tea 
and  coffee  trade  to  sell  Saylor  Automatic 
Coffee  Cabinet  as  a  side  line.  Big  commis¬ 
sion.  Saylor  Mfg.  Co..  Rochester,  Minn.  19 


WANTED. — Sales  agents  to  handle  com 
plete  line  of  automatic  computing  scales 
<elf-measuring  gasoline  and  oil  tanks  and 
cheese  cutters.  Exclusive  territory.  Good 

Lacy  & 
Pa.  tf 


opportunity  for  high  grade  men.  L 
Noblit,  1220  Filbert  St.,  Philadelphia, 


FOR  SALE. 


FOR  SALE. — Make  an  offer  for  my  first- 
c  ass  grocery  and  truck  business.  Must  sell 
quickly  on  account  of  poor  health.  Fr«sh 
salable  stock  at  your  inventory.  Horse, 
wagon  and  best  fixtures  below  cost.  Good¬ 
will  thrown  in.  Present  sales  $500  weekly 
Real  estate  may  be  leased  or  purchased. 
Hummel,  Roxborongh  and  Fleming  Streets, 
Lower  Roxborough,  Pa.  19 


FoR  SA.  E  OR  RENT.— Old  establ  shed 
store  stand,  in  town  of  1 ,000  populat  on  in 
Lancaster  County.  Rich  and  thickly  settled 
surrounding  farming  community.  With 
limited  stock  or  without  stock.  Annual 
ca  h  business  $20,000.  Can  be  increased. 
Vlodern  store  building  Other  interests 
reason  for  retiring.  W.  S.,  ‘  Grocery  World 
and  General  Merchant,”  927  Arch  Street, 
Philadelph  a,  Pa. 


FOR  >ALE.—  Stock  f-nd  fixtures  of  an  o'd 
established  corner  grocery  and  provision 
store.  Will  sell  fo'  $i.2'0  if  sold  at  <  nee. 
Property  containing  sixteen  rooms  and  all 
co  veniences,  can  be  bought  for  $■  5,000. 
Neighborhood  of  Fifty-second  and  Haver- 
foid  Avenue  West  Phi  adelphia.  M.  H.  W., 
“Groiery  World  and  General  Merchant,” 
927  Arih  St.,  Philadelphia,  Pa.  4 


FOR  SALE.  An  old  established  xorner 
gri'cerc  and  provision  store.  Would  do  well 
w  th  fresh  meats.  Wi  1  sell  to  a  quick  buyer 
for  $1,250.  Corner  Tenth  and  C.earfieid 
Streets,  Philadelphia,  Pa.  4 


FOR  SALE. — Stock  and  fixtures  of  grocen  , 
provision,  cigar  and  confectionery  store, 
doing  a  good  business.  V\  ill  sell  to  a  quick 
buyer  for  {950.  Eleven  rooms,  all  conven 
ien  es,  rent  $25  per  month.  4065  Haverford 
Ave.,  West  Philadelphia.  3 


FOR  SA1  E.— Closing  out  sale.  Rotary 
'■eostyle  for  duplicating  circulars,  {10; 
National  Cash  Registtr,  total  adder,  $35 ; 
McCaskey  Register,  ro  1  top.  140  accounts, 
$45  ;  three  glass  show  cases  ;  cheese  safe  ; 
oil  and  gasoline  tanks,  80  to  160  gallons 
each ;  molasses  measuring  spigot* ;  four 
pair  scales ;  large  lot  scoops  many  sizes ; 
large  meat  block,  saws,  cleavers,  etc. ;  one- 
horse  freight  wagon.  Many  articles  not 
enumerated.  I  am  out  of  business  and  al 
mu;-t  be  sold.  Frank  Garrigues,  Moores- 
town,  N.  J.  19 


FOR  SALE.— A  fine  grocery  store  in  select 
suburb  of  Philadelphia  doing  busines*  of 
about  $50,000  a  year,  at  excellent  profits. 
Almost  a  complete  monopoly  of  the  trade. 
H.  B.  2  "  Grocery  World  and  General  Mer¬ 
chant,  927  Arch  St.  Philadelphia,  Pa.  19 


FOR  SALE. — Good  country  store  and 
dwelling  combined.  Buildings  all  new  and 
recently  painted.  Eighty  a-  res  land,  one- 
half  clear,  balance  good  thrifty  timber. 
New  bank  barn  and  wagon  shed  combined. 
All  nec  essary  outbuildi  gs.  Running  water, 
never  failing.  $5,0  o  ttock,  which  can  be 
reduced.  This  property  can  be  bought  for 
$3,200  and  stock  at  bve  per  cent,  below  cost. 
Wi  1  take  mortgage  for  the  half  at  four  per 
cent,  interest.  This  is  an  extraordinary 
bargain.  Anyone  contemplating  ihe  pur¬ 
chase  of  a  good  country  store  wou'd  do  well 
to  invest  gate  this.  W.  H.  Clotfelter,  Rich¬ 
field,  Pa.  19 


FOR  SALE  — An  old  established  corner, 
doing  a  good  business  in  fresh  meats,  gro¬ 
ceries  and  provisions.  Will  accept  the  low 
figure  of  $2  850  from  a  quick  buyer  Will 
sell  the  bouse  for  $9,000.  A  bargain.  Twelve 
rooms  and  all  conveniences.  Tasker  St 
West  of  Broad.  W  C.,  “Grocery  World 
and  General  Merchant,”  927  Arch  St., 
Philadelphia,  Pa.  19 


FOR  SALE. — Good  corner  grocery  store. 
Would  do  well  with  fresh  meats.  Will  sell 
stock  and  fixtures  for  $500.  Dwelling  con¬ 
tains  six  rooms  and  all  convenien  es.  Cor. 
Milhck  and  Race  Sts.,  bet.  60th  and  61st  Sts., 
West  Philadelphia.  2 


►•OR  SALE. — Meat  and  provision  store  in 
West  Philadelphia,  with  a  two-story  corner 
property,  seven  rooms,  all  conveniences. 
Doing  about  $1,6  o  cash  business  nlonthly. 
Established  about  nine  yea  s.  Weekly  pro¬ 
fits  from  $30  to  $  5  clear.  Experience  not 
necessary  as  c  erks  will  stay  with  purchaser 
if  so  desired.  Price  for  property,  stock, 
fixtures,  horse  and  wagon  and  good  will 
$6,000,  cash  required  $1,500,  balance  can 
remain  on  mortgage.  Also  the  entire  con¬ 
tents  of  household  furniture  to  be  sold  with¬ 
out  reserve.  Owner  leaving  ciTy.  H.J.  Q., 
“  Grocery  World  and  General  Merchant,” 
927  Arch  Street,  Philadelphia,  Pa.  19 


FOR  SALE. — Stock  and  fixtures  of  a  good 
paying  corner  grocery  and  provision  store. 
Will  sell  to  a  quick  buyer  for  $1,  00. 
Property  can  be  bought  for  $5,200,  eight 
rooms  and  all  conveniences.  4000  North 
Fairhill  Street,  Philadelphia,  Pa.  26 


FOR  SALE. — Stock  and  fixtureS'of  grocery, 
provision,  cigars  and  candies.  Will  make  a 
good  store  for  fresh  meats.  Will  sell  to  a 
quick  buyer  for  |6oo.  Dwelling  has  eight 
rooms  and  all  conveniences.  Will  sell 
property  at  a  very  low  figure,  $5,000. 
Darby,  Pa.  G.  W.,  “Grocery  World  and 
General  Merchant,”  927  Arch  St.,  Philadel¬ 
phia,  Pa.  25 


FOR  SALE. — Grocery,  meat,  hardware  and 
express  business  in  the  best  suburb  of 
Washington,  D.  C.  Doing  between  $3,500 
and  $4,000  monthly.  Good  clean  stock. 
Growing  neighborhood.  Excellent  chance 
for  settled  man.  Good  lease.  Selling  on 
account  of  other  business.  Price  $.s,s<o. 
Follmer,  5610  Connecticut  Avenue,  Wash¬ 
ington,  D.  C.  19 


FOR  SALE.  An  old  established  corner, 
doing  a  good  business  in  groceries  provi¬ 
sions,  milk,  c  gars  and  candies.  Would  be 
a  g>  od  stand  lor  fresh  meats.  Will  sell  for 
the  low  figure  of  $600.  Rent,  $  7  a  month, 
s  x  rooms.  637  N.  Fifty-third  St.,  Ph.ladel- 
phia,  Pa.  22 


FOR  SALE. — Old  staod  of  grocery  and 
delicatessen  store.  Will  sell  to  a  quick 
buyer  for  $2,750.  Fine  stock.  Will  sell 
property  at  a  very  low  figure,  $7,500 — seven 
rooms  and  bath  and  all  conveniences,  on 
Fifty-second  St.  south  of  Spruce  St..  West 
Philadelphia.  K  C.,  “  Grocery  World  and 
General  Merchant,”  927  Arch  St.,  Philadel¬ 
phia.  Pa.  19 


FOR  SALE  — An  old  established  grocery 
meat  and  provision  store  in  busy  part  of 
West  Philadelphia,  near  Fifty-second  St., 
doing  fine  business.  Low  rent.  Will  sell 
to  a  quick  buyer  for  the  low  figure  of  $*50 
F.  C2.,  “  Grocery  World  and  General  Mer¬ 
chant.”  9?7  Arch  St.,  Pniladelphia,  Pa.  19 


FOR  SALE. — An  old  corner  grocery  and 
provisions.  Would  do  well  with  fresh  meats. 
Will  sell  stock  and  fixtures  to  a  quick  buyer 
for  $1,1  so.  Dwelling  contains  ten  rooms 
and  all  conveniences.  Corner  Tenth  and 
Dauphin  Sts.,  t-hiladelphia.  1 


FOR  SALE. — Stock  and  fixtures  of  grocery, 
provision,  candy  and  cigar  store,  also  school 
suppl  es.  Would  make  a  good  corner  for 
fresh  meats  Will  sell  to  a  quick  buyer  for 
$975.  Dwel  ing  contains  eight  rooms  rent 
$20  per  month.  Corner  Sixty- second  and 
Delancey  Sts.,  West  Philadelphia.  1 


FOR  SALE. — An  old  established  corner 
grocery,  meat  and  provisions.  To  make  a 
quick  sale  will  accept'  $875.  Rent  $25  per 
month.  Corner  Fifty-fourth  and  Lancaster 
Ave.,  West  Philadelphia.  1 


FOR  SALE. — Fine  set  of  Troemner’s  half 
chest  tea  bins,  also  coffee  bins  to  hold  about 
100  lbs.  Same  in  first-class  condition.  Value 
new,  $ro  each.  Also  electric  coffee  mill. 
H.  F.  Heacock,  51  N.  Second  St.,  Philadel- 
phia,  Pa. _  tf 


FOR  SALE. — An  old  corner  grocery  and 
provision  store.  Would  make  a  good  stand 
for  fresh  meats.  Will  sell  for  $1,500.  Will 
sell  property  for  $7,500.  ten  rooms  and  all 
onven  ences  also  stable.  N.  W.  corner 
Sixth  and  Venango  Streets,  Philadelphia, 
Pa.  4 


figure.  West  Philadelphia.  A.  M.,  “Gro¬ 
cery  World  and  General  Merchant, ”927  Arch 
St.,  Philadelphia,  Pa.  20 


FOR  SALE. — Well  paying  grocery,  meat 
and  provision  store.  Good  neighborhood. 
Will  sell  to  a  quick  buyer  for  $17250.  Will 
sacrifice  property  containing  six  rooms  and 
bath  for  $6, 500.  Near  Sixtieth  and  Spruce  Sts. 
S.  N.,  “Grocery  World  and  General  Mer¬ 
chant,”  927  Arch  St.,  Philadelphia,  Pa.  22 


FOR  SALE. — One  second-hand  Gurney 
hot  water  boiler,  750  ft.  capacity.  $30  f.o.b. 
Lancaster.  F.  A.  Long.  Lancaster.  Pa. 


BUSINESS  OPPORTUNITIES. 


GROCERY,  MEAT  AND  PROVISION 


3*2 

ide  in 


FOR  SALE. — An  old  establish'd  grocery 
and  provision  stand,  doir-g  a  good  business. 
Will  sell  to  a  quick  buyer  for  the  low  figure 
of  $1,250.  Property  can  be  bought  at  a  low 


STORES. 

EVERY  ONE  A  GOOD  CHANCE. 

No.  602.— We  have  to  offer  the  best 
eery  in  large  town  in  Northumberf 
County,  doing  $35,000  yearly,  practic  ^ 
a  cash  business.  On  account  of  executors 
desiring  to  settle  the  estate,  this  business 
can  be  bought  at  an  inventory  price,  about 
$3,500  required.  Can  either  be  paid  for  in 
cash  or  parti  v  cash  and  good  security. 

No.  603  — Meat  business,  doing  $300 
week,  all  cash.  Can  be  purchased 
inventory  price.  This  business  is  loci 
in  a  good  business  section  of  German 

Ave.,  Philadelphia,  has  very  little  com; _ 

tion  and  rent  and  fixed  charg.s  very  Tow. 
About  $451  required.  Owner’s  reason  for 
sebing  is  on  account  of  ill  health. 

No.  604. — Grocery  and  produce  business 
in  thriving  town  about  ten  mi  es  from  Phil*, 
delphia.  Doing  $15,000  yearly,  but 
easily  be  increased  by  proper  p-rty  t; 
hold.  Business  has  been  established 
twenty  years  and  commands  a  irade 

which  there  is  a  good  profit.  Will _ 

about  $t.coo  to  buy  entire  proposition. 
Worth  investigation. 

No.  606  — In  West  Philadelphia,  delica¬ 
tessen  and  grocery  business,  doing  $200 
weekly,  all  cash,  of  which  there  is  eighteen 
per  cent,  net  protit  above  all  expenses. 
Carries  a  stock  of  about  $900,  which  can 
readily  be  reduced.  Rent  and  other 
expenses  low.  Ill  health  causes  selling. 
About  $1,510  required. 

No  616  — Grocery  and  meat  business  in 
T  oga,  Philadelphia,  doing  $*oo  a  week, 
mostly  cash.  On  account  of  owner  desirng 
to  move  in  another  section  of  the  city,  will 
sacrifice  buxines*.  About  $1,000  will  buv. 

No.  622 — In  Monroe  Co.,  Pa.,  general 
store  doing  over  $40,1  00  yearly,  all  cash,  on 
which  there  was  a  net  profit  of  $3  600  last 
year  and  business  is  growing  each  year. 
Expense  of  conducting  verv  low  Rent 
only  $50  monthly  and  on  account  of  being  a 
summer  resort  the  bulk  of  business  is  none 
with  low  expense  for  help.  About  fn  ouo 
will  be  required  to  buy  stock  and  fixtures, 
but  this  can  be  reduced  a  great  deal.  Busi¬ 
ness  is  open  to  investigation.  Full  informa¬ 
tion  wiH  be  given  on  request. 

No.  623. — General  merchandise  busines3 
in  Warren  Co.,  N.  J..  doing  over  $i7,oco 
yearly,  all  cash.  Can  easily  be  increased. 
Expenses  very  low.  Rent,  $35  mot  thly. 
Clerks,  $15  weekly.  Business  has  been 
established  thirty  years.  Always  a  money¬ 
maker.  Write  for  information. 

No.  630. — G'ocery  and  meat  store  in  small 
town  in  Burlington  Co.,  N.  J..  doing  $250 
week  y,  mostly  cash.  A  most  desirable 
location.  Exclusive  trade,  which  can  be 
ini  reased.  Owner  desires  to  s<- 11  on  account 
of  Government  position.  About  $900  will 
buy. 

No.  633. — In  New  Jersey  town  about 
twenty  miles  from  Camden,  general  store 
doing  an  average  of  $20,000  (or  the  last  five 
years,  and  on  the  increase,  of  which  75  pet 
cent,  is  ca*h,  balance  good  credit.  Business 
now  netting  10  per  cent  profit  above  al 
expenses  Carries  about  $5,000  stock,  which 
can  be  reduced  to  about  $3,000.  Businesi 
will  be  sold  at  inventory.  Full  informatior 
given  on  request. 

No.  634  — Grocery  and  meat  busines*  ir 
West  Philadelphia  doing  over  $400  weeklj 
business,  mostly  cash.  Business  has  bear 
increased  each  year  for  the  last  four  yean 
and  still  increasing.  Expenses  low.  This 
business  shows  a  net  profit  of  8  per  cent 
Anyone  desiring  the  business  can  go  in  anc 
investigate  before  buving,  as  it  will  stanc 
any  test  the  business  is  put  to.  About  $i,6o< 
will  buy. 

In  all  of  these  the  cause  of  selling  it 
good  and  the  fullest  Investigation  courted  1 
Every  one  paying. 

WARNER  &  CO., 

927  Arch  Street  Philadelphia,  Pa 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


National  Officers  Call  on  Manufacturers 
Not  to  Sell  Mail  Order  Houses 
at  Preferential  Price 


Trade  Relations’  Committee  of  National  Retail  Grocers’  Asso¬ 
ciation  Meets  in  Chicago  and  Sends  Letter  of  Protest  to 
List  of  Representative  Manufacturers.  Plead  That  While 
Many  Manufacturers  Do  Not  Sell  Mail  Order  Houses  Direct 
the  Latter  Get  Goods  Somewhere  and  List  the  Goods  at 
the  Price  the  Retailer  Pays.  National  Association  Working 
on  Better  Cash  Discounts  for  Retailers. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 


Cleveland,  Ohio, 

November  9,  1911. 

The  Committee  on  Trade  Re¬ 
lations  of  the  National  Retail 
Grocers’  Association,  consisting 
of  past  President  T.  P.  Sullivan, 
C.  E.  Beinert,  President  John  W. 
Lux  and  Secretary  John  A.  Green, 
have  just  met  in  Chicago  to  con¬ 
sider  questions  pertaining  to  the 
welfare  of  the  retailer  of  the 
United  States.  Methods  of  distri¬ 
bution  by  manufacturers  and 
others  were  considered. 

The  advertising  in  mail-order 
house  catalogues  and  many  other 
things  of  like  import  were  given 
attention  by  the  committee. 

Several  of  the  manufacturers 
were  waited  upon  and  our  posi¬ 
tion  explained.  They  listened  at¬ 
tentively  to  what  we  had  to  say 
and  promised  to  take  our  griev¬ 
ance  under  advisement  and  to 
communicate  to  the  committee  at 
an  early  date. 

This  meeting  is  the  beginning 
of  a  series  which  is  to  be  followed 
up  by  personal  solicitation,  which 
no  doubt  will  result  in  much  good 
being  accomplished.  We  found 
many  of  the  manufacturer’s  goods 
advertised  in  these  catalogues  are 
not  sold  direct  from  the  manufac¬ 
turer  to  the  distributing  houses  in 
question.  But  the  fact  that  these 
houses  are  advertising  at  the  re¬ 
tailer's  cost  nearly  all  staple  com¬ 
modities  should  be  sufficient  to 
induce  the  manufacturer  who  has 
the  interest  of  the  retailer  in  mind 
and  who  depends  altogether  on 
the  retailer  as  the  main  distributer 
of  his  products  to  protect  us 
against  this  cut-throat  policy  of 
the  mail-order  houses. 

The  following  letter  has  been 
sent  to  the  manufacturers  whose 
names  appear  below: — 


Mr.  Manufacturer. 

We  are  calling  to  your  attention 
the  seriousness  of  the  situation  af¬ 
fecting  the  retail  grocer  and  gen¬ 
eral  merchant  of  the  United  States. 

Almost  every  State  in  the  Union 
is  being  circularized  by  mail  order 
houses  naming  almost  all  staple 
products  at  a  figure  that  the  retail 
grocer  must  pay  to  the  wholesaler 
for  his  supply.  Your  product  is 
among  the  list.  The  situation  is 
serious  and  needs  immediate  atten¬ 
tion. 

We  recognize  the  fact  that  per¬ 
haps  you  are  not  selling  these 
houses  goods  direct.  Perhaps  when 
these  goods  are  advertised  the 
houses  in  question  may  not  have  a 
package  or  a  can  or  container  of 
any  kind  of  products  in  their  pos¬ 
session,  yet  they  are  using  your  firm 
to  create  suspicion,  distrust  and  lack 
of  confidence  in  the  retailer  and 
general  merchant  in  almost  every 
village  and  town,  and  indeed,  in 
many  of  the  cities  throughout  the 
country. 

It  is  up  to  you  to  devise  a  plan 
whereby  relief  can  be  obtained  for 
the  retailer. 

Or  can  it  be  possible  that  you 
do  not  desire  to  protect  yourselves 
from  this  means  of  demoralizing 
the  entire  grocery  trade  of  the 
country? 

Note  the  following  list  of  adver¬ 
tised  goods : — 

Walter  Baker’s  Chocolate. 

Peters’  Chocolate. 

Wilbur’s  Chocolate. 

Price  Baking  Powder. 

Royal  Baking  Powder. 

Armour  Canned  Meats. 

Swift  &  Co.’s  products. 

Fairbanks  &  Co.’s  products. 
Carnation  Condensed  Milk. 

Eagle  Brand  Condensed  Milk. 
Knox’s  Gelatine. 

Cox’s  Gelatine. 

Quaker  Oats. 

National  Biscuit  Co.’s  Goods. 
Cream  of  Wheat. 

Pettijohn’s  Breakfast  Food  Co. 
Pillsbury  Co.’s  Vitos. 

Kingsford  Corn  Starch. 

20-Mule  Team  Borax. 

Proctor  &  Gamble’s  Soaps. 

B.  T.  Babbit  Co.’s  Soaps. 

Sapolio. 

Postum. 

These  goods  and  many  others  of 
equal  importance  are  listed  at  the 
price  paid  by  the  individual  retailer. 
Respectfully  yours. 

T.  P.  Sullivan, 

C.  E.  Beinert, 

John  W.  Lux, 

John  A.  Green, 
Committee  on  Trade  Relations. 

The  Trade  Relations  Commit¬ 
tee  will  be  pleased  to  consider 
any  complaint  coming  to  them 


from  the  membership  in  any  State 
through  their  State  secretary,  or 
better  yet,  let  every  State  asso¬ 
ciation  appoint  a  Trade  Relations 
Committee  to  work  with  the  Na¬ 
tional  Committee. 

*  *  *  , 

About  the  first  week  in  Sep¬ 
tember  a  plan  was  proposed  to  the 
National  officers  which  had  for  its 
object  a  further  increase  of  cash 
discounts  from  the  manufacturer 
to  the  retailer  and  at  the  same 
time  to  partly  finance  the  local 
and  State  associations. 

The  majority  of  the  Executive 
Board  met  in  Chicago  and  gave 
this  matter  considerable  thought, 
looking  at  it  from  all  standpoints, 
and  finally  adjourned  to  take  the 
matter  up  at  the  time  when  the 
meeting  was  called  for  a  feder¬ 
ation  of  retail  merchants,  October 
18th  and  19th.  Again  this  matter 
was  thoroughly  gone  into  by 
President  Lux,  past  President 
Sullivan,  Treasurer  George  Suhr, 
and  Secretary  Green,  and  after 
discussing  this  matter  very 
thoughtfully  and  acknowledging 
that  there  were  some  commenda¬ 
ble  things  about  it,  came  to  the 


conclusion  that  it  were  best  to 
delay  action  in  the  matter  and  to 
take  it  up  at  some  future  time 
prior  to  our  next  National  con-  - 
vention  at  Oklahoma,  and  if  at 
that  time  the  plan  was  found  de-  s 
sirable  it  could  be  presented  to  j 
the  convention  for  adoption. 

Several  letters  have  been  re-  , 
ceived  at  this  office  for  informa-  * 
tion  and  advice  in  regard  to  this 
plan  and  to  all  such  inquiries  we 
have  advised  that  it  would  be  best 
to  wait  until  such  times  as  the 
National  officers  could  present  the 
matter  intelligently  and  with  their 
approval. 

The  plan  is  under  advisement 
and  is  being  considered  from  - 
every  standpoint  and  will  if  ac-  J 
cepted  by  the  National  officers  be 
presented  in  a  simple  concrete 
form  easily  understood. 

At  the  present  time  it  is  not  in 
position  to  be  put  forward  or  to 
be  acted  intelligently  upon  and 
the  National  officers  sincerely 
hope  the  merchants  will  await 
their  further  action. 

John  A.  Green, 

Secretary  National  Retail  Gro¬ 
cers’  Association. 


Court  Holds  Grocer  Respon¬ 
sible  for  Explosion  of 
“Dove”  Molasses. 


Philadelphia  Dressmaker  Recovers  $75 
from  Local  Grocer  Who  Sold  Canned 
Molasses  Warranted  Not  to  Ferment 
But  Which  Exploded  and  Injured  Her. 
Case  Decides  That  Grocer  May  be 
Responsible,  Even  Though  Some¬ 
body  Else  Packed  the  Goods  and  He 
Could  Not  Know  About  Them. 


A  case  was  tried  in  the  Phila¬ 
delphia  civil  courts  last  week 
which  shows  how  careful  a  grocer 
needs  to  be  as  to  the  goods  he 
sells,  particularly  goods  like 
package  goods,  that  he  cannot 
enow  all  about. 

The  plaintiff  was  a  woman 
named  Susan  McSorley,  and  the 
defendant  was  J.  J.  Katz,  a  Phila¬ 
delphia  retail  grocer.  Mrs.  Mc¬ 
Sorley  claimed  $20,000  damages 
on  account  of  injuries  she  re¬ 
ceived  from  the  bursting  of  a  can 
of  Dove  molasses  which  she 
bought  from  Mr.  Katz  on  Sep¬ 
tember  2,  1905.  The  molasses  was 
abeled  as  follows:  “Molasses  in 
this  can  being  in  condensed  form, 
will  not  ferment.”  Mrs  Mc¬ 
Sorley  swore  she  took  the  can 
home  and  started  to  open  it,  when 
it  exploded,  and  the  tin  top  struck 
her  in  the  face.  She  was  wearing 


glasses,  which  were  broken,  some 
of  the  broken  glass  entering  her 
eye.  She  was  badly  injured  and 
became  unable  to  follow  her  usual 
occupation  as  a  dressmaker. 

The  point  of  the  case  was 
whether  the  grocer  was  responsi¬ 
ble,  as  the  goods  were  package 
goods  and  he  could  know  nothing 
of  their  contents.  The  plaintiff 
contended,  however,  that  his  sale 
of  package  goods  bearing  a  label 
making  the  positive  representa¬ 
tion  that  the  contents  would  not 
ferment,  fastened  responsibility 
for  the  warranty  upon  him.  The 
jury  agreed  with  her  to  the  extent 
of  $75. 

“Dove”  molasses  is  packed  by 
the  M.  H.  Alexander  Co.,  of  Cin¬ 
cinnati,  Ohio,  who  have  been 
asked  by  Mr.  Katz  to  pay  the 
amount  of  the  verdict. 

ELTON  J.  BUCKLEY 

Editor  “Grocery  World  and  General  Merchant" 

Attorney  and  Counselor  at  Law 

643-643  Land  Title  Building,  Phils.,  Pa. 

(  Bell,  Spruce  2008-300* 
Telephone,  j  Rlc<  7M 

Corporation  Fractice,  Casta  Under  rood  Lawn 
Trade- Mark  registration 
Gtnnrnl  Practice 
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THE  GROCER  who  tries  to  keep  his  busi¬ 
ness  in  his  head  can’t  keep  ahead  in  his 


business. 

His  brain  can’t  stand  the  strain — 
it’s  built  to  remember  facts — not 
figures. 

The  human  mind  is  never  com¬ 
pletely  accurate. 

The  National  Cash  Register  thinks 
with  a  brain  of  steel. 


It  keeps  track  of  every  detail  of 
every  sale — stops  leaks  and  checks 
losses. 

A  store  using  a  National  Cash 
Register  is  run  on  system  — 
it's  bound  to  yield  profit  to  its 
owner. 


Over  One  Million  have  been  sold 


Write  for  Booklet 

“Get  a  ‘  Get  a 

Receipt **  The  National  Cash  Register  Company  Receipt ' 

Dayton,  Ohio 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  "GROCERY  WORLD  AND  GENERAL  MERCHANT" 


The  New  York  Letter 


American  Specialty  Manufacturers’  Meeting  and  the  Topics 
They  Will  Discuss.  Agitation  Still  Rife  Over  Colored  Tea 
Question.  Another  Food  Show  by  Manhattan  and  Bronx 
Grocers.  Market  Summary. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.’’ 


New  Yorky  Nov.  io,  1911. 

Next  week  the  American  Spe¬ 
cialty  Manufacturers’  Association 
will  hold  its  third  annual  conven¬ 
tion  in  the  Sun  Parlor  of  the 
Waldorf-Astoria  Hotel  in  this 
city.  The  Board  of  Directors  will 
hold  a  preliminary  meeting  on 
Wednesday  evening,  November 
15th,  but  the  convention  proper 
will  not  open  until  Thursday 
morning,  the  16th,  and  it  will 
continue  two  days,  with  morning 
and  afternoon  sessions. 

All  of  the  sessions  will  be  open, 
except  that  of  Friday  morning, 
which  will  be  of  an  executive 
character.  At  this  session  the 
election  of  officers  will  take  place. 
There  have  been  rumors,  too,  that 
the  relations  of  the  food  manu¬ 
facturers  with  the  jobbers  will  be 
considered  at  this  session  and  that 
possibly  plans  may  be  suggested 
for  the  much-talked-of  distribu¬ 
ting  depots,  which  would  enable 
manufacturers  to  sell  directly  to 
the  retail  trade.  But  these  re¬ 
ports  cannot  be  verified,  and  it  is 
not  at  all  certain  that  anything  of 
the  kind  will  be  even  mentioned. 

The  members  have  the  privi¬ 
lege,  however,  of  bringing  up  any 
subject  that  they  pleas.e  for  con¬ 
sideration,  so  that  there  is  no 
telling  what  may  be  discussed  at 
this  executive  meeting. 

Secretary  A.  C.  Monagle  has 
been  busy  working  out,  with  the 
other  officers  and  committees,  the 
details  of  the  programme.  A 
number  of  prominent  men  in  the 
trade  will  deliver  addresses  on 
timely  subjects.  The  presidents 
of  the  National  Wholesalers’  and 
National  Retailers’  Associations 
are  to  be  heard. 

Y\  alter  H.  Lipe,  the  president 
of  the  Specialty  Manufacturers, 
will  deliver  his  annual  address  on 
the  opening  day.  Following  is 
the  complete  programme  : — 

Thursday,  Nov.  i6th,  at  io  A.  M. 

Call  to  order  by  President  Walter 
H.  Lipe.  Invocation  by  Rev.  Lynn 
Harold  Hough,  D.  D.  Roll  call. 
Reading  of  minutes  of  last  annual 
meeting.  Introductory  remarks  by 


president. 


Appointment  of  special  commit¬ 
tees  :  Committees  on  Credentials, 
Resolutions,  Nominations,  Auditing. 

Address  by  president. 

Report  of  Board  of  Directors. 

Address  by  Geo.  B.  Wason,  pres¬ 
ident  of  National  Wholesale  Gro¬ 
cers’  Association.  Subject:  “The 
Relation  of  the  Merchant  of  To-Day 
to  the  Consuming  Public.” 

Report  of  Treasurer. 

Address  by  John  Lee  Mahin, 
president  of  Mahin  Advertising  Co. 
Chicago.  Subject :  ‘‘Blending  Sales 
and  Advertising.” 

Report  of  Legislative  Committee. 

Address  by  John  W.  Lux,  presi¬ 
dent  of  National  Association  of  Re¬ 
tail  Grocers  of  the  United  States. 
Subject:  “The  Relation  Between  the 
Manufacturer  and  Retailer.” 

Report  of  Committee  on  Creden¬ 
tials.  Report  of  Publicity  Commit¬ 
tee.  Report  of  secretary. 

Recess  to .  10  A.  M.  on  Friday, 
Nov.  17th.  The  morning  session  on 
the  17th  will  be  an  executive  ses¬ 
sion,  _  exclusively  for  members  and 
proxies  of  members.  The  Commit¬ 
tee  on  Nominations  will  report  dur¬ 
ing  the  executive  session,  followed 
by  the  election  of  officers  and  di¬ 
rectors. 

All  are  invited  to  attend  the  after¬ 
noon  session  on  the  17th,  at  1.30 
P.  M. 


Friday,  Nov.  17TH,  at  io  A.  M. 

Executive  session  for  members 
and  proxies  of  members. 

Call  to  order  by  the  president. 
Roll  call.  Discussion  of  subjects 
pertaining  to  trade  conditions.  Re¬ 
port  of  Committee  on  Nominations. 
Election  of  officers  and  directors. 

1.30  P.  M.  Resumption  of  open 
session. 

Call  to  order  by  the  president. 
Announcement  of  names  of  newly 
elected  officers  and  directors.  In¬ 
troduction  and  installation  of  newly 
elected  officers  and  directors. 

Address  by  Hon.  Geo.  L.  Flan¬ 
ders,  First  Assistant  Commissioner 
of  Agriculture  of  New  York  State, 
and  ex-president  of  National  Asso¬ 
ciation  of  Food  and  Dairy  Com¬ 
missioners.  Subject:  “Food  Legis¬ 
lation  from  the  Standpoint  of  Jus¬ 
tice.” 

Address  by  Mr.  J.  FI.  McLaurin, 
president  of  Southern  Wholesale 
Grocers’  Association.  Subject: 
“Bonuses  and  Free  Deals  as  They 
Affect  the  Jobber.” 

Report  of  special  committees : 
Auditing,  Resolutions. 

Introduction  and  vote  on  resolu¬ 
tion  confirming  incorporation.  Vote 
on  proposed  amendment  to  Article 
VI,  Sec.  1,  By-Laws.  Vote  on  pro¬ 
posed  amendment  to  Article  VI, 
Sec.  2,  By-Laws.  Vote  on  proposed 
amendment  to  Article  VII,  By- 
Laws. 

Adjournment. 

New  Board  of  Directors  will  con¬ 
vene  in  committee  room  immediate¬ 
ly  after  adjournment. 


*  *  * 

The  tea  importers  in  this  city 
continue  agitated  over  the  color¬ 
ing  question.  It  is  now  proposed 
to  interest  Dr.  Wiley,  of  the  Pure 
Food  Bureau,  with  a  view  of  get¬ 


ting  a  decision  signed  by  the  sec¬ 
retaries  of  both  Departments  of 
Agriculture  and  of  the  Treasury, 
positively  prohibiting  the  impor¬ 
tation  of  colored  tea  and  requir- 
ing  rigid  tests,  including  those 
with  the  microscope. 

The  explanation  that  some  of 
the  Chinese  teas  with  slight  traces 
of  coloring  received  the  color  by 
being  sent  through  the  same 
‘runs”  in  which  colored  teas  were 
prepared  for  other  countries  does 
not  satisfy  the  importers  here. 

I  hey  say  that  it  does  not  matter 
how  the  coloring  was  imparted, 
there  has  certainly  been  traces  of 
color  of  an  artificial  character  in 
some  of  the  Chinese  teas  that 
have  been  passed  by  the  Govern¬ 
ment  inspectors  this  year.  It 
does  not  help  matters  any,  they 
say,  if  the  coloring  material  was 
added  in  the  casual  way  sug¬ 
gested;  one  way  is  as  bad  as  an¬ 
other. 

On  the  other  hand,  it  is  said 
that  the  little  particles  of  color¬ 
ing  material  that  adhere  to  the 
tea  in  this  way  are  of  so  micro¬ 
scopic  a  character  that  they  can 
do  no  harm.  The  importers  here 
claim  that  Western  importers 
lave  brought  in  these  Chinese 
teas  with  traces  of  coloring  and 
that  the  Western  men  have  been 
given  an  advantage  thereby  over 
importers  who  have  complied 
strictly  with  the  rules  against 
coloring. 

*  *  * 


In  answer  to  questions,  Mr. 
Bedford  said  that  his  company  _ 
has  no  monopoly  of  syrup  made  J 
of  corn,  as  at  least  two  other  com¬ 
panies  are  making  such  syrup. 

He  said  that  Standard  Oil  people 
do  not  own  more  than  5  per  cent, 
of  the  capital  stock  of  his  com-i 
pany. 

*  *  * 


Another  food  show  is  coming 
next  week.  The  Manhattan  and 
Bronx  Retail  Grocers’  Associa¬ 
tion  will  conduct  the  show  from 
November  13th  to  December  2d 
in  a  State  Armory  on  Bathgate 
avenue.  Cyrus  M.  Miller,  the 
president  of  the  association,  will 
formally  open  the  show.  The 
Fleischmann  Co.  is  distributing 
advertising  matter  in  the  form  of 
partly  paid  tickets  which  the  gro¬ 
cers  give  out  to  customers. 

The  entries  are  said  to  guaran¬ 
tee  a  fine  exhibit. 

Another  food  show  will  be  con¬ 
ducted  from  December  4th  to  De¬ 
cember  1 6th  by  the  Queensboro 
Retail  Grocers’  Association  in 
Schuetzen  Park,  Long  Island 
City. 


Summarized  Market  Con¬ 
ditions. 


Wholesale  grocers  are  of  the 
opinion  that  at  the  coming  session 
of  the  Congress  efforts  will  be 
made  to  place  the  administration 
of  the  food  law  on  a  more  even 
and  systematic  basis  and  to  re¬ 
move  some  of  the  occasions  of 
friction. 

The  developments  along  this 
line  will  be  watched  with  interest 
by  officers  of  various  associations 
in  behalf  of  the  members. 


*  *  * 

E.  T.  Bedford,  the  president  of 
the  Corn  Products  Refining  Co., 
reports  that  the  business  is  in¬ 
creasing,  as  the  company  is  now 
grinding  about  100,000  bushels  of 
corn  daily,  as  compared  with  75,- 
000  bushels  a  few  months  ago. 
Since  adding  candy  to  its  list  of 
products  the  company  has  also 
added  jams  and  jellies. 

Mr.  Bedford  said  that  he  be¬ 
lieved  the  recent  difficulty  with 
some  of  the  St.  Louis  jobbers  is 
being  adjusted  satisfactorily. 


Slow  conditions  prevail  in  the 
coffee  trade.  The  country  shows 
little  interest.  Local  buyers  are 
rather  inclined  to  look  for  a  re¬ 
vival  of  bull  activity.  Desirable 
coffees  are  steady  in  prices.  Mild 
grades  are  steady  but  dull  in  sym¬ 
pathy  with  Brazils. 

From  various  parts  of  the 
country  there  is  a  fair  demand  for 
tea  covering  the  list  at  quotations. 
The  local  trade  is  generally  hold¬ 
ing  off  in  order  to  await  the  final 
settlement  of  the  questions  as  to 
artificial  coloring. 

Local  distributers  are  buving 
rice  only  for  requirements,  but 
prices  here  are  firm  in  sympathy 
with  conditions 'as  reported  from 

the  South. 

% 

Not  much  is  doing  in  refined 
sugar.  Some  sales  are  made  on 
the  old  basis  of  6.40  cents,  less  2 
per  cent,  to  distributers  for  im¬ 
mediate  needs.  There  seems  to  ; 
be  a  general  impression  that  fur¬ 
ther  declines  will  soon  be  an¬ 
nounced  and  that  business  will 
be  restricted  until  prices  get  down 
to  a  more  settled  basis.  Whole¬ 
salers  with  considerable  stocks  on 
hand  are  of  course  glad  to  have 
the  reductions  come  gradually  so 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


9 


Buy  Vour 
Groceries 
for  CASH 


Write  for  Our 
Weekly  Price-List 

“THE  CASH 
GROCER” 


We  employ  no  Traveling  Salesmen 


Philadelphia,  Pa. 


hat  they  may  work  off  their  sup- 
lies. 

Dried  California  prunes  are 
elling  only  in  a  small  way.  The 
one  of  the  spot  market  is  easy 
nd  unsettled.  There  is  a  free 
rrival  of  stocks  and  buyers  are 
onservative.  The  high  prices 
.re  said  to  have  curtailed  con- 
umption  and  this  worries  some 
>f  the  holders  of  supplies.  As  a 
<esult  there  have  been  some  fur- 
her  resales  at  concessions.  Sales 
)f  40s  at  ioj4  cents  are  made. 
L'he  intermediate  sizes  are  dull. 
3eaches  are  moving  slowly. 
\pricots  are  dull,  with  prices 
nominal.  There  is  little  demand 
or  California  muscatel  raisins, 
jut  the  market  is  fairly  steady 
:or  seeded  stock.  There  is  a 
noderate  demand  for  spot  cur¬ 
rants  and  prices  are  firm. 

Jobbers  are  looking  after  the 
deliveries  and  distribution  of 
canned  vegetables  bought  early 
in  the  season  from  the  packers, 
and  aside  from  this  attention  to 
contracts  are  buying  only  occa¬ 
sional  car  lots  to  fill  out  assort¬ 
ments  or  to  meet  unexpected  de¬ 
mands.  The  tomato  market  is 
slow,  but  many  of  the  packers 


have  confidence  that  all  of  the 
stocks  will  be  needed  before  an¬ 
other  packing  season.  No.  3s  are 
quoted  from  95  cents  to  $1  by 
various  packers  and  there  are 
similar  variations  in  other  grades. 
There  is  hardly  any  activity  in 
corn  and  the  market  generally 
favors  the  buyers.  It  is  said, 
however,  that  the  packers  in  New 
York  State  have  little  left  to  sell. 

Wheat  conditions  have  so  up¬ 
set  the  flour  market  that  both 
buyers  and  sellers  seem  desirous 
of  awaiting  developments  before 
closing  any  large  business. 
Spring  wheat  patents  in  jute  are 
sold  at  $5  for  good  brands.  Kan¬ 
sas  straights  may  be  had  for  4.85 
and  possibly  for  a  little  less. 

Butter  is  a  little  firmer  than  it 
was,  especially  in  the  better 
grades  of  fresh  creamery.  The 
specials  are  quoted  at  33^  cents; 
extras  32J/2  ;  firsts  29  to  31.  Held 
grades  are  about  2  cents  below 
these  figures.  Most  of  the  whole¬ 
sale  business  in  process  butter  is 
on  a  basis  of  25  cents. 

Fresh  gathered  ’eggs  of  fancy 
grades  have  gone  up  in  prices  and 
the  nearby  supplies  are  especially 
high.  Storage  stock  of  good  qual¬ 


ity  is  firm.  There  is  irregularity 
in  the  lower'  grades.  A  large 
part  of  the  arrivals  and  of  the  sup¬ 
plies  on  hand  are  not  up  to  the 
desired  standards  and  the  really 
high  grade  eggs  are  scarce.  The 
Western  fresh  gathered  extras 
bring  from  36  to  38  cents;  extra 
firsts  33  to  35;  firsts  30  to  32 
cents.  Refrigerator  firsts  are 
quoted  at  21 to  22  cents.  The 
nearby  white  hennery  eggs  go  as 
high  as  50  to  55  cents. 

Fred.  A.  McGill. 


The  Knowledge  One  Gains  Through 
Advertisements. 

Nowhere  does  the  law  of  compensa¬ 
tion  seem  to  work  out  so  well  as  in  the 
advertising  sections  of  magazines  and 
newspapers. 

That  advertiser  who  deals  in  the  most 
unselfish  truths — whose  advertisements 
sell  the  worthy  products  of  his  com¬ 
petitors  as  well  as  his  own — wins  by 
far  the  greatest  rewards. 

And  it  is  also  remarkable  that  the 
broad  gauge  advertisement  usually  holds 
a  store  of  information  whose  interest  is 
only  equalled  by  its  value. 

A  prominent  case  in  point  is  a  certain 
manufacturer’s  publicity  campaign  on 
baked  beans. 

Each  year  this  manufacturer  spends 
upwards  of  a  quarter  of  a  million  dol¬ 
lars  in  printer’s  ink  to  tell  the  story  of 
factory-baked  beans’  superiority  over 
the  home  oven’s  product. 

Millions  of  housewives  have  thus 
learned,  to  their  lasting  benefit,  that  the 
scientific  baking  facilities  of  the  modern 
factory  permit  of  a  dish  that  is  more 


digestible  and  fully  as  delectable  as 
could  possibly  otherwise  be  prepared. 

As  a  result,  the  housewife  saves  her¬ 
self  infinite  time  and  trouble — and  all 
concerned  in  the  manufacture  and  con¬ 
sumption  of  canned  baked  beans  reap 
mutual  benefits — all  concerned — mind 
you ! 

Because,  while  the  manufacturer  who 
points  out  the  superiority  of  the  canned 
product  naturally  increases  his  own 
sales,  he  stimulates  also  the  sale  of 
every  other  brand  of  baked  beans  on  the 
market. 

There  are,  however,  instances  where 
an  advertiser  can  deal  in  the  broadest 
truths  and  yet  benefit  no  one  but  him¬ 
self. 

Notable  in  this  respect  is  a  concern 
which  has  to  do  with  the  manufacture 
of  home  dyes. 

In  their  publicity  efforts  these  manu¬ 
facturers  have  striven  simply  to  instruct 
the  housewife  as  to  the  most  successful 
method  of  coloring  all  materials. 

Their  every  advertisement  urges  the 
use  of  one  class  of  dyes  for  wool  or 
silk,  and  another  class  of  dyes  for  cot¬ 
ton,  linen  or  mixed  goods. 

The  reason  for  this  advice  is  made 
clear  as  follows :  Wool  and  silk  are 
animal  fibre  fabrics,  while  cotton,  linen 
and  mixed  goods  are  vegetable  fibre 
fabrics.  And  each  of  these  fabrics  re¬ 
quire  a  radically  different  treatment. 

Consequently,  this  advertising  affords 
information  of  infinite  value  to  every 
practical  woman.  Yet.  unlike  the  afore¬ 
mentioned  baked  beans  advertising,  this 
profits  but  the  one  manufacturer,  and 
this  simply  because  no  other  manufac¬ 
turer  puts  up  two  separate  classes  of 
dyes  for  the  different  classes  of  fabrics 
which  exist. 

Small  grapes  rule  about  the 
same,  12  to  14  cents  per  box. 
The  demand  seems  light. 
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WITH  THE  EDITOR 


In  the  last  issue  some  com¬ 
ment  was  made  on  Thomas  Mar- 
tindale’s  recent 
A  Surprising  letter  urging  the 


Difference.  trade  to  concen¬ 
trate  their  atten¬ 
tion  on  tea  rather  than  on  coffee, 
by  reason  of  the  very  high  prices 
of  the  latter,  and  the  fact  that  tea 
was  cheaper  and  better  anyway. 

In  our  comment  the  statement 
was  made  that  the  United  States 
had  always  been  more  of  a  coffee 
country  than  a  tea  country,  and 
that  conditions  in  England 
showed  the  exact  reverse.  Some 
figures  just  received  from  the 
Agricultural  Department  at 
Washington  are  directly  apropos, 
and  show  a  difference  between 
the  two  countries  so  large  as 
to  surprise  even  the  writer. 
The  figures  are  supplied  by  Con¬ 
sul-General  John  L.  Griffiths,  of 
London.  They  show  that  in 
1910  each  person  in  Great  Britain 
consumed  an  average  of  6.39 
pounds  of  tea,  and  only  .65,  or 
little  more  than  one-half  pound  of 
coffee.  Each  inhabitant  of  the 
United  States  consumed  an  aver¬ 
age  of  only  r.24  pounds  of  tea, 
and  an  average  of  p.jj  pounds  of 
coffee.  Surely  the  high  prices  of 
coffee  would  seem  to  create  an 
opportunity  to  exploit  tea,  the 
cheaper  product. 


but  to  deal  with  the  small  retailers 
it  would  require  an  immense  amount 
of  soliciting  in  order  to  move  a 
carload.  However,  it  ought  to  be 
done.  This  second-hand  middleman 
is  our  arch  enemy  and  ruining  our 
business. 

This  statement  shows  false  on 
its  face.  No  consumer  either  in 
Terre  Haute  or  anywhere  else 
would  give  up  15  cents  a  pounc 
for  Tokay  grapes  so  “mouldy  and 
rotten  as  to  be  unsalable.”  The 
very  fact  that  the  dealer  sold 
them  shows  that  they  were  not 
unsalable. 

And  if  people  bought  them  for 
15  cents  a  pound  they  were  doubt¬ 
less  buying  the  good  grapes  which 
this  Terre  Haute  woman  had 
saved  from  the  mess  she  bought 
for  $1.25  a  crate.  If  that  is  so — 
and  it  or  something  very  like  it 
must  be  so — how  can  anybody  be 
criticised  ? 

*  “This  second-hand  middleman” 
may  be  the  grower’s  “arch  enemy 
and  ruining  his  business,”  but  this 
particular  grower  hasn’t  proved  it 
by  the  case  he  cites. 


The  esteemed  “A  m  e  r  ic  a  n 
Miller”  can  be  excused,  perhaps, 


'The  California  fruit  producers 
take  some  peculiar  attitudes 
toward  the  retail 
A  Foolish  distribution  o  f 

statement.  their  products. 

For  example,  a 
California  grape  grower  who 
recently  traveled  about  the  coun¬ 
try  examining  market  conditions 
has  made  the  following  state¬ 
ment  : — 

I  stopped  at  a  retail  stand  in 
I  erre  Haute  conducted  by  a  woman. 
She  had  several  crates  "of  Tokay 
grapes  on  her  stand  of  well-known 
marks,  and  they  were  in  such  a 
mouldy  and  rotten  condition  as  to 
be  unsalable.  However,  she  was 
selling  all  she  could  at  15  cents  per 
pound.  She  paid  $1.25  per  crate 
to  the  Terre  Haute  commission  mer¬ 
chant,  who  bought  them  as  bargains 
in  the  Chicago  auction  at  75  cents. 

I  asked  her  if  she  would  be  glad 
to  take  good,  sound  fruit  from  some 
other  source,  and  she  said  most  as¬ 
suredly  she  would,  as  what  she  was 
getting  was  spoiled  and  unsalable. 

It  is  possible  to  sell  fruit  this  way. 


for  seeing  most 

The  Contamination  questions  from 
of  Breakfast  Foods.  the  standpoint  of 

the  miller  and 
manufacturer,  which  it  represents, 
but  it  printed  something  in  its 
last  issue,  regarding  the  spoiling 
of  breakfast  foods,  which  seems 
almost  inexcusable.  Here  it  is: 

But  the  fact  remains  that  cereal 
foods  are  oftenest  contaminated  in 
the  hands  of  the  retailer.  They  are 
often  stored  in  improper  places.  In¬ 
sects  are  quite  generally  found  in¬ 
festing  grocery  stores.  The  weevil 
is  common  and  accounts  of  such 
infestation  have  appeared  in  this 
journal  more  than  once  over  the  sig¬ 
natures  of  entomologists.  Most  ce¬ 
real  foods  are  sterilized,  practically, 
by  the  very  process  of  manufacture. 

If  they  become  infested  afterwards, 
the  infestation  comes  from  without. 

If  Commissioner  Foust  can  per¬ 
suade  retailers  to  buy  rationally 
and  clean  up  their  premises,  he  will 
accomplish  a  much  needed  reform. 

This  is  very  unfair  indeed.  The 
writer  believes  it  to  be  unques¬ 
tionable  that  worms  and  weevils 
appear  in  cereals  by  a  sort  of 
spontaneous  generation,  a  condi¬ 
tion  depending  on  the  at¬ 
mosphere,  the  temperature,  and 
so  on,  for  which  neither  the  re¬ 
tailer  nor  the  manufacturer  is  in 


the  least  responsible.  It  is  ridicu¬ 
lous  to  contend  that  breakfast 
foods  would  never  become  wormy 
if  it  wasn’t  for  the  insects  that 
waited  for  them  in  the  grocery 
store !  Nobody  ever  made  such 
a  contention  before,  and  the 
"American  Miller’  cannot  be  sin¬ 
cere  in  making  it  now. 


To  the  average  reader,  the  ver¬ 
dict  in  the  fermented  molasses 
case  reported 
The  Point  of  the  elsewhere  in  this 
Molasses  Case.  issue  will  appear 

a  grievods  hard¬ 
ship.  J.  J.  Katz,  a  Philadelphia 
grocer,  sold  package  molasses 
warranted  on  the  label  not  to  fer¬ 
ment.  A  tin  of  it  did  nevertheless 
ferment,  exploded  and  injured  one 
of  Mr.  Katz’s  customers.  She 
sued  him  for  heavy  damages  on 
the  ground  that  he  'was  the  im¬ 
mediate  seller  and  was  therefore 
responsible.  Mr.  Katz  thought 
the  suit  should  have  been  brought 
against  the  packers  and  defended 
the  action.  He  lost  the  case,  but 
only  by  a  verdict  of  $75. 

Despite  the  smallness  of  the 
case,  the  principle  at  stake  is  ex¬ 
ceedingly  important.  A  grocer 
mys  package  goods  in  good  faith, 
mowing  nothing  of  them  save 
what  the  packer  represents,  and 
what  the  packer’s  reputation  as¬ 
sures  him  is  true.  They  prove 
not  to  be  equal  to  the  packer’s 
representations,  violate  their  war¬ 
ranty  and  damage  ensues.  What¬ 
ever  the  grocer’s  legal  responsi¬ 
bility  may  be,  he  certainly  is  not 
morally  responsible,  for  he 
bought  and  sold  the  goods  in 
good  faith,  and  has  done  nothing 
whatever  which  contributed  to 
the  injury.  As  to  his  legal  re¬ 
sponsibility,  however,  there  would 
seem  to  be  no  question,  for  a 
dealer  who  sells  goods  frhe  labels 
of  which  bear  certain  represen¬ 
tations  is  clearly  responsible  for 
those  representations  because  he 
has  made  his  sale  on  the  strength 
of  them.  Any  other  conclusion 
would  compel  the  injured  party  to 
seek  the  packer  out — in  Ohio  in 
this  case — and  at  great  expense 
and  trouble  pursue  her  action 
there.  This  would  be  prohibitive 


where  the  packer  was  in  Europe 
or  Africa. 

The  grocer,  however,  is  n 
helpless.  To  be  sure,  he  was  com¬ 
pelled  to  shoulder  the  burden 
defending  the  action,  togeth 
j  with  the  undesirable  publicity 
connected  with  the  case,  but  he 
has  recourse  against  the  packe 
not  only  to  recover  the  amount  c 
the  verdict  he  will  be  obliged  t 
pay,  but  for  his  counsel  fee  a 
all  other  expenses  to  which  he  h 
been  put,  as  well  as  damages  for 
such  loss  of  business  and  repu 
tation  as  he  can  show  he  suffered 


There 
New 


is  a 


England 


.  I 

in 


Thoroughly 

Impracticable. 


movement  on 
which  the  writer 
believes  to  be  a 
gross  waste  of 
time,  though 
heartily  in  sym¬ 
pathy  with  its  object.  The  move¬ 
ment  is  one  to  pass  a  law  making 
it  a  felony  for  a  corporation  to 
charge  a  higher  price  in  one  city 
or  town  for  a  commodity  than  it 
charges  in  another,  allowing  for 
the  difference  in  cost  of  transpor¬ 
tation.  It  is  understood  that  the 
Governor  of  Massachusetts  has 
agreed  to  sign  such  a  bill,  pro¬ 
vided  its  backers  get  the  Legisla¬ 
ture  to  pass  it. 

In  the  writer’s  judgment  such 
a  law  wouldn’t  be  worth  the  paper 
it  was  printed  on.  A  private  con¬ 
cern  which  owes  no  duty  to  the 
public  like  a  public  service  cor¬ 
poration  owes,  can  sell  its  goods 
on  any  terms  it  likes,  because  it 
doesn't  need  to  sell  them  at  all. 
It  follows  that  it  can  sell  A  and 
refuse  to  sell  B,  or  sell  A  at  one 
price  and  B  at  another. 

Moreover,  the  overwhelming 
majority  of  private  sellers  do  that 
every  day.  Not  a  wholesale  gro¬ 
cer  in  business  but  will  make  a 
closer  price  to  the  buyer  who  is 
prompt  with  his  check  in  ten  or 
thirty  days,  than  to  the  retailer 
who  has  to  be  carried  for  sixty  or 
ninety  days.  And  he  is  perfectly 
justified  in  doing  that.  He  is  also 
justified  in  making  closer  prices  to 
the  retailer  who  gives  him  all  his 
trade  than  to  him  who  buys  of 
him  semi-occasionally  and  in 
making  closer  prices  under  com- 
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Wc  would  be  pleased  to  have  for  publication  in  this  column  the  ideas  of  our  readers  upon  trade  topics 
it  being  understood  that  we  do  not  hold  ourselves  responsible  for  any  views  expressed  therein.  All  com¬ 
munications  must  be  accompanied  by  the  writer's  name  and  address  as  an  evidence  of  good  faith,  but  not 
necessarily  for  publication.  All  inquiries  within  our  power  to  answer  will  also  ce  noticed  in  this  department. 


tition  than  without  it.  No  law 
uld  practicably  take  all  these 
;tors  into  consideration,  there- 
-e  it  would  have  to  ignore  them, 
d  in  ignoring  them  would  vio- 
:e  every  principle  of  private 
fht. 


Dr.  Wiley  Makes  New  Vinegar 
Ruling. 

Dr.  Harvey  W.  Wiley,  chair- 
in  of  the  Board  of  Food  and 
rug  Inspection,  Washington, 
s  written  to  a  Rochester,  N.  Y., 
anufacturer  giving  the  decision 
the  Board  as  to  what  is  cider 
negar.  He  says  the  Board 
rees  that  there  is  no  objection 
repressing  apple  pomace  as 
any  times  as  desired,  without 
dition  of  water,  so  long  as  that 
unace  does  not  become  heated 
decomposed.  “The  Board  has 
so  reached  the  conclusion,” 
ys  Doctor  Wiley,  “that  vinegar 
ade  from  dried  apples,  chops, 
ins  and  cores  is  not  entitled  to 
:  called  cider  vinegar,  but  must 
labeled  in  some  manner  to 
ainly  show  its  source,  and 
here  water  is  added  to  cider 
negar  the  label  must  show  this 
ct.” 


Legal  Weights  in  Pennsylvania. 

Warren,  Pa.,  Nov.  I,  1911. 

To  the  Editor. 

Dear  Sir : — If  not  too  much 
trouble,  would  you  please  print  in 
your  journal  the  legal  weights  for 
Pennsylvania  of  the  different 
vegetables,  grains,  etc.,  per 
bushel.  Yours,  ICopf  &  Henry. 

In  Pennsylvania  the  legal  \ 
weight  of  a  bushel  of  potatoes  is 
56  pounds,  of  a  bushel  of  clover 
seed  60  pounds,  of  a  bushel  of 
onions  50  pounds,  and  of  a  bushel 
of  oats  32  pounds.  There  are  no 
other  fixed  weights. 

*  *  * 

Coffee  Information. 

Buechel,  Ky.,  Nov.  6,  1911. 

To  the  Editor. 

Dear  Sir: — Could  you  advise 
me  as  to  where  I  might  get  some ' 


information  as  to  the  judging  and 
buying  of  green  coffees,  also  the 
blending  of  various  kinds. 

Thanking  you  for  such  infor¬ 
mation,  I  am, 

Respectfully  yours, 

Frank  W.  Noll. 

This  journal  advises  corre¬ 
sponding  with  William  B.  Harris, 
65  Front  street,  New  York.  Mr. 
Harris  is  the  United  States  Gov¬ 
ernment’s  expert  on  coffee. 

*  *  * 

Where  5-  and  10-Cent  Grocery  Stores 
Are  Running. 

Pittsburgh,  Pa.,  Nov.  7,  1911. 

To  the  Editor. 

Dear  Sir : — Kindly  let  me  know 
as  soon  as  possible  in  what  cities 
5  and  10-cent  grocery  stores  are 
being  operated  successfully. 
Yours  truly, 

R.  R.  Kuhn. 


We  aren’t  precisely  informed 
as  to  all  the  towns  in  which  these 
stores  are  being  conducted.  The 
headquarters  of  the  only  com¬ 
pany  now  conducting  them  in 
Pennsylvania,  however — the  “5- 
and-ioc.  Grocery  Co.,  Inc.” — are 
at  1117  Eleventh  avenue,  Altoona, 
Pa. 

*  *  * 

Another  Collecting  Agency  Mix-Up. 

Chambersburg,  Pa., 

November  28,  1911. 
To  the  Editor. 

Dear  Sir: — What  do  you  know 
about  the  Mercantile  Reporting 
Co.,  of  Newark,  N.  J.,  a  collecting 
agency?  I  gave  them  some  ac¬ 
counts  to  collect  about  two  years 
ago.  So  far  as  I  know  they  col¬ 
lected  one  account  and  kept  all  the 
money,  and  now  they  have  told 
me  that/ they  would  bring  suit 
against  me  for  money  due  them. 
What  can  they  do?  I  owe  them 
nothing. 

As  a  matter  of  fact,  I  think  that 
none  of  the  collecting  agencies 
are  good  and  reliable.  Do  you 
know  of  one  that  is? 

Thanking  you  in  advance. 

Yours  truly, 

C.  E.  Sites. 

No,  the  writer  knows  of  no  col¬ 
lecting  agency  that  he  could 
recommend  without  reservation. 


Works  Both  Ways  Toward  Profits 


That  article  you  sell  is  rare  on  which  you  make  a  double  profit.  In  fact,  it’s  doubtful  if  you  know  of 
any  such  article. 

There  is  one,  however,  and  a  mighty  good  one,  too. 

We  speak  of  Dandelion  Brand  Butter  Color. 

On  this  your  first  profit  comes  from  your  buttermaking  customers.  Then  you  take  a  second  profit 
from  their  butter  which  you  sell. 

And,  at  the  same  time,  you’re  giving  them  the  best  Butter  Color  it  is  possible  to  make — the  best  color 
in  the  world — bar  none. 

In  Dandelion  Brand  you  offer  a  Butter  Color  that  never  turns  rancid  or  sour.  Nor  does  it  affect  the 
taste,  odor,  or  keeping  qualities  of  butter.  The  greatest  authorities  and  leading  butter  makers  everywhere 
lend  it  their  heartiest  endorsement. 

Now,  is  there  any  reason  why  you  shouldn’t  send  your  order  for  Dandelion  Brand  Butter  Color  to-day  ? 


DANDELION  BRAND 

THE  BRAND  WITH 


BUTTER  COLOR 

THE  GOLDEN  SHADE 


We  guarantee  that  Dandelion  Brand  Butter  Color  is  PUB.ELY  VEGETABLE  and  that  the  use  of  same  for  coloring  butter  is  permitted 
under  all  food  laws— State  and  National. 

WELLS  &.  RICHARDSON  CO.,  Burlington,  Vt. 

Manufacturers  of  Dandelion  Brend  Butter  Color 
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As  to  the  Mercantile  Reporting 
Co.,  of  Newark,  the  experience 
merchants  have  had  with  them  is 
not  materially  different  from  their 
experience  with  other  collection 
agencies.  The  chance  is,  how¬ 
ever,  that  you  signed  a  contract 
giving  them  the  right  to  do  every¬ 
thing  they  have  done  and  to  claim 
all  they  are  claiming.  The  writer 
advises  paying  them  nothing  fur¬ 
ther,  but  leaving  them  to  what¬ 
ever  they  think  they  can  do  at 
law.  Almost  certainly  they -won’t 
do  it. 


Meaty  Trade  Interviews. 


Talks  on  Newsy  Subjects  Gathered  by 

“Grocery  World  and  General  Mer¬ 
chant  ”  Representatives. 

“I  had  an  experience  a  few  days 
ago,”  said  Manager  William  Cal- 
verly,  of  John  Jamison,  wholesale 
dairy  produce,  “which  shows  how 
ridiculous  it  would  be  to  mark  al 
cold  storage  poultry,  no  matter 
how  long  it  had  been  stored.  I 
am  a  member  of  a  country  club, 
and  a  few  of  us  got  together  last 
week  and  gave  a  turkey  dinner. 
Several  very  fine  turkeys  were 
served,  but  I  was  able  to  identify 
them  without  doubt  as  birds  that 
had  been  in  storage  for  very 
nearly  one  year,  say  since  last 
December.  So  far  as  sweetness 
and  wholesomeness  went,  they 
were  in  every  sense  the  equal  of 
fresh-killed  turkeys.  The  flavor 
was  not  quite  as  good,  and  the 
meat  was  somewhat  drier  than 
the  meat  of  a  fresh-killed  turkey. 
The  flavor  of  course  is  not  what 
the  law  considers  so  much  as  the 
wholesomeness.  If  that  is  as 
good  I  cannot  understand  why  a 
dealer  should  be  expected  to  mark 
the  birds,  especially  in  such  a  way 
as  to  cause  the  public  to  believe 
that  they  are  inferior.  I  have 
been  in  the  poultry  business  for  a 
great  many  years,  and  I  know 
that  if  a  law  .is  passed  requiring 
cold  storage  poultry  to  be  marked 
as  such,  it  will  be  a  case  of  argu- 
ing-  and  explaining  all  day  long. 
And  it  will  be  even  more  so  with 
the  retailer,  because  we  sell  the 
trade,  who  will  be  easier  to  con¬ 
vince  than  the  average  consumer.” 

*  *  * 

“Here  is  something  of  a  curi¬ 
osity,”  said  R.  S.  Williams,  the 
well-known  merchandise  broker, 
to  a  representative  of  this  journal 
the  other  day,  and  as  he  spoke  he 
handed  down  a  bottle  of  the 


largest  olives  in  -captivity. 
“These  are  60-70,  a  size  which  is 
seldom  seen  even  in  the  large 
fancy  stores,  and  is  never  seen  in 
the  average  grocery  store.  These 
large  olives — they  are  larger  than 
most  plums — are  the  pick  of  the 
entire  crop.  There  is  never  very 
many,  and  sometimes  none  at  all. 
Once  in  a  while  the  product  of 
a  whole  season  will  be  two  punch¬ 
eons.  These  olives  go  out  to  the 
fancy  stores  whose  customers  care 
nothing  for  expense,  and  a  com¬ 
paratively  small  bottle  will  sell 
at  75  cents  or  $1.  They  are  ex¬ 
ceedingly  fine  eating,  but  natu¬ 
rally  out  of  many  person’s  reach.” 

The  Interviewer. 


Contributed. 

Says  Lard  Has  Been  Fraudu¬ 
lently  Packed. 

Commissioner  Ladd  Says  3-Pound 
Containers  in  Which  Lard  Has  Been 
Packed  Contained  Only  2  Pounds  6 
Ounces,  and  Other  Sizes  in  Propor¬ 
tion.  Consumers  Short- Weighted. 
Says  Consumers  Are  Waking  Up  and 
Demanding  Labelling  Laws. 

Lard  put  up  in  containers  have 
for  years  been  sold  as  3,  5  or  10 
pounds,  when  in  reality  the  con¬ 
tainer  held  considerably  less  than 


New  York,  N.  Y.,  Nov.  9,  1911. 

The  co-operative  grocery  buy¬ 
ing  clubs  among  consumers  have 
broken  out  here,  and  one  has 
jeen  (formed  in  Brooklyn  from 
among  a  number  of  housekeep¬ 
ers.  The  prime  mover  is  Mrs. 
Bleecker  Bangs,  of  400  Lafayette 
avenue,  who  claims  to  have  been 
able  to  make  great  savings  from 
it,  especially  in  buying  fruit  and 
oroduce.  I  obtained  the  follow¬ 
ing  statement  from  her  yesterday : 

We  tried  the  plan  as  an  experi¬ 
ment,  and  we  have  found  that  it 
has  resulted  in  great  savings  al¬ 
ready.  At  present  we  handle  only 
staple  articles,  like  butter,  eggs,  rice, 
beans,  canned  and  bottled  goods 
and  all  green  produce.  Later  on  we 
will  have  tea  and  coffee,  hams  and 
bacon  and  we  hope  to  extend  the 
list  as  experience  grows.  The  mar- 
ketmen  are  perfectly  willing  to  sell 
to  housekeepers  at  wholesale  price, 
but  they  can  only  sell  in  large  quail-  | 


this.  In  fact,  the  size  of  the  con¬ 
tainers  were  such  that  it  would 
be  practically  impossible  to  make 
them  hold  as  much,  under  the 
methods  of  filling,  as  was  callec 
for.  Formerly  these  containers 
were  labeled  1,  3,  5  and  10  pounds, 
but  with  the  agitation  against 
such  forms  of  labeling  the  con¬ 
tainers  came  to  be  known  as  No. 
T>  3*  5>  etc.,  and  later  as  small, 
medium  and  large  containers;  am 
so  the  packers,  to  evade  possibil¬ 
ity  of  being  prosecuted  under  the 
State  and  National  laws,  changed 
their  form  of  billing  and  sent  their 
bills  to  read  small,  medium  and 
large  containers,  or  No.  1,  2,  3, 
5,  etc. 

Nevertheless,  the  3-pound  con¬ 
tainer  was  usually  found  to  hold 
but  2  pounds  6  ounces;  a  5-pound 
container  was  usually  found  to 
hold  4  pounds  2  ounces.  The 
housewife  called  for  5  pounds  of 
lard  and  she  received  4  pounds  2 
ounces;  therefore,  she  was  short- 
weighted  14  ounces.  They  have 
said  that  this  was  the  gross 
weight  and  that  it  included  the 
cost  of  the  pail.  But  why  should 
tin,  or  gunney  sack,  or  cheap 
paper  be  sold  at  the  price  of  lard 
or  meat,  as  ham,  bacon,  etc.?  If 


tities,  by  dozens,  crates,  bags  and 
barrels.  The  ordinary  housekeeper 
cannot  buy  in  that  quantity,  but 
it  is  very  easy  to  divide  among  a 
half  dozen  women  who  are  buying  a 
week's  provisions. 

On  Friday  evening  every  member 
of  the  club  comes  to  see  me,  and 
■  brings  a  list  of  the  things  to  pur¬ 
chase.  Each  also  brings  her  money, 
because  everything  is  cash.  I  go  to 
the  market  about  8  o’clock,  because 
the  busiest  time  is  over  then,  and 
I  can  pick  up  bargains. 

One  of  the  greatest  advantages  of 
buying  this  way  is  that  the  whole¬ 
sale  men  don’t  cheat  on  the  quantity 
or  the  quality.  Some  grocers  do 
short  weight  and  sell  seconds  for 
the  best.  This  is  especially  true  of 
butter  and  eggs. 

I  do  not  hesitate  to  say  that  the 
saving  can  be  50  per  cent.  The  gro- 
cerymen  may  fight  the  plan,  but  I 
do  not  see  how  they  can  keep  us 
from  carrying  it  out. 

Last  summer  while  in  the  country 
I  saw  that  the  farmer  got  little  for 
his  produce  and  the  vendor  much.  I 
figured  it  out  that  the  closer  we 
could  buy  to  the  farmer  the  more 
we  would  save,  and  the  market  club 
was  organized. 

Fred.  A.  Magill. 


the  consumer  calls  for  3  pound? 
or  5  pounds  of  lard  he  is  entitlec 
to  receive  what  he  calls  for.  The 
people  of  this  country  have  not 
been  getting  what  they  called  foi ! 
nor  what  they  supposed  they  were 
receiving.  For  a  long  time  theyj 
have  been  deceived,  and  but  few 
people  had  the  means  of  determ-i 
ining  to  what  extent  the  loss  oc¬ 
curred.  Merchants,  at  times 
have  been  deceived.  But  tlu 
people  have  rebelled ;  they  have 
insisted  that  honesty  shall  be 
practiced  in  the  sale  of  these 
products  as  well  as  elsewhere. 
After  years  of  attempts  to  secure 
proper  recognition  from  the  pack¬ 
ers  in  the  sale  of  this  product,  the 
people  have  through  legislation 
demanded  that  the  product  be  put 
up  in  definite  size  containers. 
These  laws  have  actually  been 
passed  in  some  States,  North  Da¬ 
kota  among  them,  and  will  be 
passed  by  others. 

E.  F.  Ladd, 

Dairy  and  Food  Commissioner 
of  North  Dakota. 


AMONG  THE  TRADE. 

The  annual  meeting  of  the 
Philadelphia  Association  of  Man- : 
ufacturers’  Representatives  was 
leld  on  Thursday  in  the  Bourse  ' 
Building,  when  the  following 
officers  were  elected  for  the  en¬ 
suing  year:  President,  George 
Nowland ;  first  vice-president, 
William  Terry;  second  vice- 
president.  George  B.  Clover;  sec¬ 
retary  and  treasurer,  C.  L.  Ray¬ 
nor.  Members  of  the  Executive 
Committee:  A.  M.  Warren,  chair¬ 
man;  J.  F.  Garber,  B.  R.  Ken- 
worthy.  H.  B.  Yoorhees,  C.  A. 
Y  ilsey.  Arrangements  were 
made  for  the  fourth  annual  ban¬ 
quet,  which  is  to  be  held  at  Kug- 
ler’s  restaurant  on  the  evening  of 
December  15th. 

The  proposed  settlement  of  the 
financial  affairs  of  Rausch. 
Ruetschlin  &  Co.,  wholesale  gro¬ 
cers,  has  fallen  through.  The 
best  offers  which  Henry  W. 
.Dorward.  the  surviving  partner, 
could  make  were  so  poor  that 
none  of  the  creditor’s  would  ac¬ 
cept  them.  Accordingly  a  peti-  / 
tion  has  been  filed  in  the  United 
States  Court  to  have  the  concern 
declared  an  involuntary  bankrupt. 
The  petition  is  against  the  firm  as 
well  as  against  Mr.  Dorward  in¬ 
dividually.  It  is  signed  by  Lum-  ,  , 


Co-operative  Food-BuyingClubs  Break  Out 
Among  New  York  Consumers 

\ 

One  Formed  in  Brooklyn  that  Buys  Fruits,  Vegetables,  Butter  and 
Eggs,  Canned  Goods,  Etc.  Will  Later  Take  on  Tea,  Coffee 
and  Other  Things.  Says  Saving  is  Sometimes  Fifty  Per  Cent. 

Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 
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When  People 
Get  Tired 


<1  If  you  want  to  sell  a  specialty  that 
can  always  be  depended  on  to  sell, 
and  to  repeat,  and  to  pay  a  good 
profit,  sell  CHALMERS’  GELATINE. 
<1  It  is  simply  a  pure,  colorless  gela¬ 
tine,  guaranteed  pure  and  of  the  very 
finest  grade. 

<1  Other  dessert  specialties  have  their 
day,  but  pure,  old-fashioned 
CHALMERS’  GELATINE  is  the  refuge 
that  hundreds  of  people  turn  back  to 
after  they’ve  had  enough  of  the 
others., 

<1  Nobody  ever  has  a  dead  stock  of 

CHALMERS’  GELATINE. 


JAMES  CHALMERS’  SON 

WILLIAMSVILLE,  N.  Y. 

H.  P.  TAYLOR,  JR.,  SALES  AGENT,  RICHMOND,  VA. 


Look  for  this  space 
next  week,  as  the 

Lamp  Chimney 

season  is  coming  on 


R.  E.  TONGUE  &  BROS.  CO. 

INCORPORATED 

Allegheny  Avenue  and  Amber  Street 
Philadelphia,  Pa. 


Bow  Does  itie  Hi  Price  of  Coffee  Affect  Yoo? 

Now  is  the  time  Grocers  using  a 
ROYAL  Roaster  reap  the  advantage. 

They  can  continue  to  sell  coffee  at  the 
same  old  price  and  still  make  as  large  a 
profit  as  before.  With  the  other  fellow 
who  buys  his  coffee  roasted  it  is  differ¬ 
ent.  He  has  been  compelled  to  boost 
his  prices — losing  customers  —  and  even 
then  is  making  very  little,  if  any  profit. 

ROYAL  users  buy  their  coffee  green 
and  thus  save  all  middlemen’s  profits  and 
roast  it  fresh  as  wanted.  You  know  it’s 
better  fresh  roasted,  consequently  larger 
sales — bigger  profits. 

Individualize  your  Coffee  Department  OUR  No.  5  ROYAL  ROASTER 
with  YOUR  OWN  brands.  Build  up  your  own  coffee  trade.  A  ROYAL 

SYSTEM  will  increase  your  busi¬ 
ness  and  profits  quicker  than  any¬ 
thing  else  you  could  install. 

Get  our  complete  catalog  to¬ 
day.  It  tells  all  about  the  ROYAL 
SYSTEM,  also  the  “free”  aid  of 
our  Service  Department-- our  easy 
payment  plan,  etc.  Drop  us  a 
card.  We’ll  gladly  send  it. 


THeAtIDeer  (ft. 

aSH  WEST  STREET 
The  Only  Mill  That  CUTS  the  Coffee  HORNELL,  N.  Y.,  U.  S.  A. 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  "GROCERY  WORLD  AND  GENERAL  MERCHANT" 


14 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


mis  &  Co.,  the  A.  Colburn  Co.  and 
Reeves,  Parvin  &  Co.,  whose 
claims  are  respectfully  $140.80, 
$413.16  and  $141.23. 

As  the  trade  generally  know, 
A.  Lincoln  Acker,  general  mana¬ 
ger  of  the  Finley  Acker  Co.,  was 
elected  Sheriff  of  Philadelphia 
County  last  Tuesday,  running  far 
ahead  of  his  ticket,  though  he  had 
made  almost  no  personal  cam¬ 
paign,  and  would  probably  have 
been  glad  had  he  been  defeated. 
Thousands  of  voters  who  in  other 
respects  were  reformers,  so- 
called,  believed  in  Mr.  Acker, 
voted  for  him  alone  of  all  the 
organization  candidates  and  are  glad 
to  see  him  win.  Though  he  is  an 
organization  Republican,  he  can 
be  depended  on  to  give  the  public 
what  it  sorely  needs,  particularly 
from  the  Sheriff’s  office — a  clean, 
non-grafting,  honest  administra¬ 
tion. 


Oil  Trust’s  Old  Tricks  Seen  in 
New  England. 

How  Standard  Oil  Company  Revenged 
Itself  on  Two  General  Storekeepers 
Who  Bought  Oil  of  Independents 
In  Both  Cases  Sent  Wagons  to  the 
Town  to  Cut  the  Price.  One  Retailer 
is  Holding  Out,  Though  His  Trade 
is  Gone,  but  the  Other  Gave  In. 

Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

Springfield,  Mass., 

November  8,  1911. 

E.  A.  Kellogg  &  Son,  who 
keep  a  general  store  at  Feedings 
Hills,  near  here,  tell  a  story  about 
the  methods  of  th'e  Oil  Trust 
which  will  interest  the  trade  at 
large.  If  true,  the  story  shows 
that  the  Trust  has  not  begun  to 
repent  of  its  sins  as  yet,  even 
though  it  is  in  court  in  a  suit  for 
dissolution. 

Up  to  a  few  weeks  ago  Kellogg 
&  Son  say  they  sold  100  gallons 
of  oil  per  day.  To-day  they  are 
selling  10  or  12  gallons,  and  the 
difference  they  assert  has  been 
stolen  from  them  bv  the  Standard 
Oil  Co. 

A  few  years  ago  oil  retailed  in 
Feedings  Hills  at  14  or  15  cent? 
per  -gallon.  When  the  Foui 
Brothers’  Independent  Oil  Co 
built  a  tank  station  at  Springfielc 
the  wholesale  price  was  lowered 
Two  years  ago  Mr.  Kellog 
says  he  discovered  that  th 
Standard  Oil  Co.  was  chargin 
him  a  higher  price  for  oil  tha 
it  received  from  other  genera. 


stores  in  the  same  zone.  He  com¬ 
plained  to  the  Trust,  and  while  it 
at  first 'denied,  it  later  admitted 
and  paid  him  the  difference.  He 
then  threw  the  concern  out  and 
refused  to  trade  with  it  again. 
From  then  on  he  bought  oil  from 
the  Four  Brothers  Oil  Co.  and 
sold  their  oil  at  11  cents  per  gal¬ 
lon,  single  gallon  lots,  or  50  cents 
for  five  gallons. 

Not  very  long  ago  the  Trust 
sent  a  wagon  to  Feedings  Hills  to 
call  on  consumers  and  offer  oil  at 
forty  cents  for  five  gallons.  The  j 
Kellogg  store  met  this  price,  but 
the  Trust  went  one  better  with  a 
price  of  8  cents  for  a  single  gal¬ 
lon  or  two  gallons  for  15  cents, 


including  the  can.  The  cans 
cannot  be  filled  by  anybody,  but 
are  only  refillable  by  a  machine 
which  the  Trust  controls. 

The  above  price  is  less  than  the 
Kellogg  store  can  buy  oil  for, 
and  in  consequence,  that  firm,  not 
being  able  to  compete,  has  lost 
about  all  of  its  oil  business. 

It  is  reported  that  George  F. 
Bell,  proprietor  of  another  gen¬ 
eral  store  at  Granby,  had  a  similar 
experience.  He  refused  to  obey 
j  the  Trust’s  order  to  buy  all  of  his 
oil  from  them,  and  they  sent  a 
wagon  to  sell  his  customers  at  a 
price  he  could  not  meet.  For 
weeks  it  is  said  Mr.  Bell  didn’t 
sell  a  gallon  of  oil.  He  finally 


gave  in,  however,  and  the  wago 
left  town. 

Ira  S.  Moultont.J 


Pennsylvania  News  Items. 

Dr.  William  Frear,  chief  Stat 
chemist,  has  just  completed  a 
analysis  of  one  hundred  and  thirt 
samples  of  syrup  and  molasse 
including  several  samples  4 
maple  syrup.  He  is  preparing 
bulletin  reciting  his  results,  whic 
will  be  published  shortly.  It 
expected  that  a  large  number  ( 
prosecutions  will  follow. 

Morida  eggplants  range  froi 
$2.50  to  $3  per  one-half  barr 
crate.  The  demand  is  limited. 


Charlotte  N.  C.,  Nov.  6,  1911. 
Editor  ‘‘Science  of  Advertising.” 

Dear  Sir : — I  have  recently  been 
approached  by  a  New  York  concern 
which  has  a  plan  to  issue  a  certain 
number  of  copies  of  a  monthly  mag¬ 
azine  to  retail  grocers  each  month, 
The  magazine  is  well  printed  and  is 
supposed  to  act  as  an  advertising 
medium  for  the  retailer,  though 
there  is  no  arrangement  by  which 
he  can  advertise  anything  of  his 
own  in  it.  The  magazine  comes  to 
him  ready-made,  containing  the  ad¬ 
vertisements  of  a  number  of  pro¬ 
prietary  goods  which  he  is  supposed 
to  handle.  In  fact,  he  must  keep 
them  or  he  cannot  have  the  maga¬ 
zine.  What  is  your  opinion  of  this 
plan?  These  booklets  are  to  be  at¬ 
tractively  gotten  up  and  will  contain 
some  good  reading  matter.  They 
are  to  have  the  grocer’s  name  and 
address  printed  on  them.  Please 
advise  me  whether  this  is  a  good 
medium.  Yours  truly, 

R.  T. 

Well,  if  it  does  you  no  good  it 
can  hardly  do  you  harm.  Of 
course  the  publishers  of  this 
book,  whoever  they  are,  don’t  in¬ 
sist  that  you  use  this  medium  and 
no  other;  therefore,  why  not  use 
it  in  connection  with  such  other 
advertising  matter  as  you  may 
ise?  Of  course  kjie  requirement 
hat  you  must  handle  all  the  pro¬ 
prietary  goods  advertised  in  it  is 
eally  the  vital  point  of  the  whole 
:tuation.  Are  you  handling  these 
oods  now?  If  you  are,  and  they 
are  satisfactory,  there  is  of  course 


no  reason  why  you  should  not 
exploit  them  by  distributing  this 
advertising  medium.  Because  by 
doing  that  you  will  get  advertis¬ 
ing  of  two  kinds.  First,  you  will 
advertise  these  goods,  which  you 
keep  and  which  presumably  pay 
you  a  profit.  Remember  that  j 
every  sale  you  make  for  a  manu- 1 
facturer  whose  goods  you  handle  1 
is  a  sale  for  you.  Many  grocers 
forget  that.  Second,  you  will  get 
general  publicity  for  your  store. 
*  *  * 

If  on  the  contrary  you  do  not 
handle  these  goods,  or  all  of  them, 
would  you  be  willing  to  in  order 
to  get  the  magazines?  Would  the 
magazines  be  worth  to  you  as 
much  as  the  inconvenience  of  put¬ 
ting  the  goods  in?  Naturally 
there  are  some  proprietary  goods 
on  the  market  which  it  wouldn’t 
pay  to  handle,  if  you  could  avoid 
it,  for  a  dozen  magazine  schemes. 1 
It  would  be  the  height  of  foolish¬ 
ness  to  advertise  goods  that  paid 
you  no  profit,  or  that  were  un¬ 
satisfactory  in  other  ways.  One 
merchant  who  discussed  practi¬ 
cally  the  same  subject  with  me 
not  long  ago  took  the  position 
that  it  paid  to  sell  a  given  thing 
at  a  loss,  if  in  exchange  for  that 


loss  you  could  get  a  benefit  i 
some  other  way,  as  for  instanc 
by  getting  these  free  magazint 
to  distribute.  But  there  is  ai 
other  side  to  that.  Suppose  aft( 
you  have  sold  at  the  cut  pric 
long  enough  to  establish  it  an 
prevent  yourself  from  raising  i 
the  magazines  are  withdraw! 
where  are  you? 

*  *  * 

To  sum  up,  I  should  take  o 
this  scheme,  provided  it  cost  rr 
nothing,  and  also  provided  that 
already  sold,  on  satisfactor 
terms,  the  proprietary  gooc 
which  they  required  me  to  kee] 
or  could  sell  them  without  incoi 
venience. 

*  *  * 

Please  send  in  more  advertisin 
matter  for  criticism. 

Note. — This  Department  is  d> 
voted  to  the  criticism  of  adverti 
ing  matter  sent  in,  to  the  devisin 
of  new  advertising  ideas  fc 
special  occasions,  upon  reques 
and  to  the  suggesting  of  origin; 
advertisements  when  data  is  su] 
plied.  All  communications  set 
in  for  this  Department  should  t 
addressed  to  the  Editor  of  Scienc 
of  Advertising.  They  will  t 
filed  in  their  order  and  taktn  u 
in  strict  rotation. 
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Another  Advance 


In  Coffee 


— says  sl  press  dispatch 
under  date  of  October  19th 

A  stirring  circular  recently  issued  to  the  coffee  trade,  shows  a  decrease  of  consumption  of  coffee  in  two  years  of,  in 
round  figures,  200,000,000  pounds. 

The  above  news  items  are  interesting. 

Do  you  realize,  Mr.  Grocer,  that  your  profits  on 

POSTUM 

are  equal,  if  not  more  than  on  coffee, 
and  they  are  sure!  There’s  no  fluctuation. 

Some  Americans  seem  to  prefer  a  healthful,  home-made  breakfast  drink  in  place  of  coffee  which  chemists  class  among  the 
drugs  and  not  among  the  foods. 

"There’s  a  Reason” 


Attractive,  easy-to-put-in  Postum  Window  Displays  help  sales  !  Sent  free  by  prepaid  express  upon  request.  Write  for  it 


If  You  Could  See  a  Family  Enjoying 

PENN  MAR  SYRUP 

You  would  determine  to  sell  it  to  everyone  of  your  customers  because 
you  would  feel  sure  of  pleasing-  them  and  bringing  them  back  for  more.  One 
way  to  decide  this  is  to  try  it  on  your  own  table,  let  your  family  decide.  You’ll 
find  the  flavor  and  quality  above  any  other  because  PENN  MAR  SYRUP  is  absolutely 
fture  sugar  syrup.  You  will  also  find  the  sales  of  PENN  MAR  SYRUP  will  increase 
because  we  have  found  them  increasing  each  season — on  a  sound  qualify  basis. 


J.  STROMEYER  &  CO. 


33  S.  Water  Street,  Philadelphia 
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CXXVIII. — What  Trade  Libel  Means  to  Business  Men. 


There  is  a  form  of  libel  known 
as  trade  libel  which'  closely 
touches  men  in  business,  whether 
as  manufacturer,  merchant,  clerk 
or  artisan.  But  little  is  known 
about  it  by  the  average  layman, 
yet  the  law  concerning  it  is  fully 
alive,  and  is  many  times  violated. 
The  only  reason  more  actions  are 
not  brought  for  trade  libel  is  that 
the  law  governing  it  is  not  gen¬ 
erally  known. 

Words  which  when  spoken  or 
written  of  an  ordinary  individual 
might  not  be  slander  or  libel  at 
all  would  at  once  become  so  if 
spoken  of  a  man  in  connection 
with  his  business,  trade,  profes¬ 
sion  or  calling.  A  good  definition 
of  trade  libel  is — “any  words 
spoken  or  written  of  a  person  in 
his  office,  trade,  profession  busi¬ 
ness  or  means  of  getting  a  liveli¬ 
hood,  which  tend  to  expose  him 
to  the  hazard  of  losing  his  office 
or  position,  or  which  charge  him 
with  fraud,  indirect  dealings,  or 
incapacity.”  Such  statements  can 
be  sued  for  even  if  no  damage  has 
occurred,  because  they  tend  to 
injure  him  in  his  trade,  profession 
or  business.  In  other  words,  the 
charge  must  if  true  render  him 
less  qualified  to  carry  on  his  busi¬ 
ness. 

The  fact  that  suit  can  be 
brought  whether  any  damage  has 
occurred  or  not  is  an  exceedingly 
important  feature  of  the  law  of 
trade  libel,  and  I  will  go  into  it 
more  fully  further  on. 

Let  me  give  now  some  in¬ 
stances  of  what  has  been  held  to 
be  trade  libel.  It  was  ruled  in  one 
case  that  to  accuse  'an  ordinary 
individual  of  being  habitually 
drunk  was  not  libellous,  and  no 
damages  could  be  collected  unless 
damages  actually  occurred  as  the 
result  of  the  charge.  On  the 
other  hand,  it  was  decided  in  an¬ 
other  case  that  to  call  a  retail 
merchant  a  habitual  drunkard  was 


libellous  even  if  no  damages  hac 
occurred,  because  if  he  was  a 
drunkard  he  was  at  least  partly 
unfitted  for  conducting  a  busi¬ 
ness.  The  same  rule  applies  to 
making  such  an  accusation 
against  anybody  who  would  be 
disqualified  by  habitual  drunken¬ 
ness  from  pursuing  his  employ 
ment,  whatever  it  may  be. 

In  another  case  it  was  held  that 
to  say  of  a  business  man  “he  re¬ 
fuses  to  pay  his  debts”  was  not 
trade  libel,  because  it  did  not  im¬ 
peach  his  qualifications  as  a  mer 
chant.  He  might  refuse  to  pay 
his  debts  and  still  sell  good  goods 
at  honest  prices. 

Any  statements  affecting  the 
solvency  or  credit  of  a  business 
man  are  libellous  if  untrue,  be¬ 
cause  an  attack  upon  his  credit, 
to  use  a  slang  phrase,  “hits  him 
where  lie  lives.”  The  law  is  espe-' 
daily  tender  with  the  reputations 
which  men  have  won  in  business 
and  will  specially  punish  anybody 
who  destroys  or  injures  them.  To 
falsely  say  that  a  business  man  is 
in  financial  difficulty,  or  is  dis¬ 
honest,  or  a  fraud,  or  has  been 
guilty  of  any  other  practice  which 
if  true  would  make  him  a  poorer 
manufacturer,  merchant,  clerk  or 
artisan  than  he  would  otherwise 
be,  is  to  be  guilty  of  trade 
libel. 

There  is  a  case  on  record,  for 
instance,  which  holds  that  to  say 
of  a  merchant  “he  is  a  man  of 
small  business  capacity”  is  a 
trade  libel,  which  will  subject  the 
person  saying  it  to  the  payment 
of  damages,  whether  the  libelled 
person  has  suffered  any  damages 
or  not. 

To  merely  criticise  a  man’s 
business  methods,  however,  is  not 
a  trade  libel,  although  in  another 
case  it  was  held  that  it  was  libel¬ 
lous  to  say  that  a  business  man 
had  “visionary  and  unsound  busi¬ 
ness  ideas.” 


The  principle  on  which  these 
decisions  are  founded  is  easily 
understood — such  libellous  state 
ments  all  tend  to  make  the  people 
that  hear  them  believe  that  the 
man  attacked  is  not  as  good  a 
business  man  as  they  may  have 
thought  he  was. 

Of  course  the  principle  includes 
false  statements  by  mercantile 
agencies,  collection  agencies  or 
merchants’  protective  associa 
Hons,  although  as  explained  in  a 
previous  article,  the  law  allows 
proper  and  truthful  information 
regarding  the  financial  standing 
of  business  man  to  be  dissemi¬ 
nated  by  the  proper  persons,  at 
the  proper  time  and  in  the  proper 
manner. 

There  are  cases  on  record 
which  decide  that  to  say  the  fol¬ 
lowing  things  of  business  men  is 
a  trade  libel. 

To  charge  a  merchant  with 
keeping  false  books  and  doing 
dishonest  acts. 


Or  with  charging  exorbitant 
prices. 

Or  with  using  false  weights  or 
measures. 

Or  with  having  absconded. 

The  reputation  of  a  manufac¬ 
turer  is  also  taken  care  of  in  the 
same  way.  Any  imputation  upon 
the  quality  of  a  manufacturer’s 
products,  or  a  charge  of  fraud 
against  him,  or  of  base  or  dis 
lonest  practices  either  in  manu- 
acturing  or  selling,  is  a  trade 
ibel,  and  for  all  these  things  the 
courts  have  allowed  damages  to 
?e  collected,  even  where  none  had 
occurred. 

A  mere  criticism  of  the  quality 
of  a  manufacturer’s  products  is 
not  libel,  however,  unless  actual 
damage  results,  in  which  case 
such  loss  as  really  occurred  can 
be  recovered  for. 

It  is  also  a  trade  libel  to  accuse 
a  manufacturer  of  counterfeiting: 
or  imitating  another’s  product. 


Clerks,  agents  and  employe 
of  all  kinds  are  protected  in  tl 
same  way.  If  words  are  spok( 
or  written  of  them  which  e 
danger  their  situation  or  tend 
prevent  them  from  obtaining  eri 
ployment,  they  are  libellous  evd 
though  the  situation  was  n 
really  endangered  or  the  emplpj 
ment  missed.  In  one  well-know 
case  a  clerk  was  allowed  to  r 
cover  damages  from  his  employe 
who  had  called  him  “dishone; 
unreliable  and  unworthy  of  co 
fidence,”  although  the  clei 
wasn't  able  to  showr  where  he  h; 
suffered  by  the  words  to  tl 
slightest  degree. 

1  he  rule  that  applies  to  ind 
viduals  or  to  partnerships  appli< 
in  exactly  the  same  way  to  co 
porations.  So  does  it  apply  ^ 
artisans  and  mechanics,  for  it 
libellous  to  accuse  them  of  wai 
of  skill  or  knowledge. 

Just  a  word  as  to  the  questic 
of  damages.  The  libel  law  know 
two  sorts  of  damages,  general  an 
special  damages.  Special  dan 
ages  are  actual  damages — tho; 
which  don’t  necessarily  folio 
from  libel,  but  which  may  follo\ 
If  they  have  followed,  no  math 
what  the  circumstances,  they  ca 
be  collected.  And  in  many  eas< 
no  damages  except  those  whk 
have  actually  happened,  such  i 
the  loss  of  a  position  or  of  a  coi 
tract,  can  be  collected.  If  n 
damages  can  be  proven,  none  ca 
be  collected.  But  in  trade  libe 
it  is  not  necessary  to  prove  speck 
(actual)  damages;  the  law  allow 
what  it  calls  “general  damages”  t 
be  collected.  General  damage 
are  those  which  the  law  hold 
necessarily  follow  from  the  speal 
ing  or  writing  of  false  word 
about  business  men.  In  othe 
words,  if  I  say  to  a  jobber,  speal 
ing  of  a  retailer,  “I  consider  hir 
financially  weak,”  the  law  cor 
siders  that  I  have  inevitably  don 
that  man  some  injury — that 
have  in  part  destroyed  the  goo 
opinion  which  the  jobber  had  c 
him,  even  if  the  jobber  did  nc 
take  any  business  notice  of  wha 
I  said.  Therefore,  because  ther 
is  this  inevitable  injury,  whic 
cannot  be  estimated  in  mone\ 
the  jury  which  tries  such  a  cas 
will  be  allowed  to  give  the  plain 
tiff  such  a  sum  as  it  thinks  wii 
make  him  feel  good  again.  Thi 
is  the  sort  of  damages  which  cai 
be  recovered  in  actions  for  trad 
libels, 
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I  have  waited  until  the  last  to 
y  that  if  the  written  or  spoken 
ords  can  be  proven  true,  no 
mages  of  any  kind  can  be  re¬ 
vered.  The  truth  of  the  accu- 
tion  is  a  complete  defense  to  an 
tion  for  trade  libel  or  any  other. 

( Copyright ,  November,  1911,  by 
Elton  J.  Buckley.) 


Note. — Requests  for  informa- 
>n  in  this  Department  should 
rsely  set  out  in  full  all  the  facts 
aring  on  the  case,  and  all  ques- 
>ns  should  be  carefully  framed 
avoid  misconstruction.  Write 
one  side  of  the  sheet  only. 
:tters  should  be  received  at  this 
ice  not  later  than  Tuesday  of 
ch  week  to  ensure  an  answer 
the  Monday’s  issue  following, 
le  signature  and  address  of  the 
•iter  must  accompany  all  in- 
iries,  and  will  be  published  un¬ 
is  there  is  a  request  not  to  do 
.  All  inquiries  received  will  be 
swered  without  charge.  Ad- 
ess  all  communications  to  Legal 
litor  “Grocery  World  and  Gen¬ 
ii  Merchant.” 


rieultural  Department  Approves 
Protecting  Cheeses  hy  Paraffine. 

Nearly  all  cheese  of  the  Clied- 
r  type  ma*le  in  the  United 
ates  is  paraffined  before  it 
iches  the  public.  Yet  it  is  not 
ire  than  six  years  since  it  be- 
ine  a  general  practice,  and  less 
in  ten  that  paraffining  to  pro- 
:t  from  loss  of  weight  was  first 
might  to  the  attention  of  cheese 
ndlers.  At  first  the  process 
is  in  order  to  improve  the  ap- 
arance,  but  when  it  was  found 
it  the  protecting  coat  of  paraf- 
e  to  a  great  extent  prevented 
1  considerable  loss  of  weight  by 
aporation  it  became  the  usual 
:atment.  The  circular  (No.  181, 
ireau  of  Animal  Industry)  just 
ued  by  the  United  States  De- 
rtment  of  Agriculture  discuss- 
j  the  methods  and  results  of 
raffining  cheese  concludes  that 
is  an  effective  way  of  prevent- 
*  losses  in  weight  and  the 
Dwth  of  mold. 


TRLL  YOUR  CUSTOMERS  THAT 

RAE’S 

Lucca  Olive  Oil 

la  the  product  of  perfectly  sound,  ripe, 
freshly  picked,  freshly  crushed  and 
pressed  olives,  grown  In  Tuscany,  Italy, 
the  one  place  in  the  world  where  the 
olive  reaches  perfection.  You  will  not 
only  please  them  but  you  will  build  up 
a  splendid  trade  on  Lucca  Oil  at  a  good 
profit.  Prices  in  Prices  Current. 

H.  Kellogg  &  Sons 

Philadelphia 


Judging  a  Store  by 
Baking  Powder 

BAKING  POWDER  seems  a  little  thing  to  you,  but  some¬ 
body  may  judge  your  store  by  it. 

We  don’t  see  how  there  can  be  but  one  judgment  as  to 

Rumford  Powders 

a. 

None  can  possibly 
leaven  better  and 
no  other  baking 
powders  are  half 
so  wholesome.  Do 
you  know  there  is 
nothing  in  Rumford 
Powders  but  phos¬ 
phates,  starch  and 
soda  ?  Every  one 
a  food. 

Our  business  is 
built  upon  the 
expectation  and 
experience  that 
people  who  once 
start  to  use  Rumford 
Powder  will  never 
give  it  up. 

The  profit  Rumford  Powders  pay  you  will  surprise  you  when 
you  compare  them  with  what  has  come  to  be  the  usual 
baking  powder  profit. 


(Rumford  Chemical  Works 

PROVIDENCE,  R.  I. 
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Norway  Mackerel 

FANCY,  WHITE,  FAT  (1911)  FALL  CAUGHT 

Quality  never  better.  Prices  moderate 

Ample  supplies  of  all  sizes — ones,  twos, 
threes,  and  the  popular  number  fours. 

Full  weight  and  count  guaranteed. 

Accept  no  substitutes,  insist  on  having 
Norways,  the  kind  you  have  always  handled. 

Order  from  your  jobber  to-day. 

C.  F.  Nlattlage  &  Sons 

335-337  Greenwich  St.,NewYork,  N.Y. 

1  ALSO  : 

H.A.  N.  Daily, Philad’a,  Pa. 


Increase  Your  Sales  of 

BAKER’S 
Cocoa  and 
Chocolate 


Registered, 
C.  S.  Tat.  Off. 


ANY  GROCER  who 
handles  our  prepa¬ 
rations  can  have  a 
beautifully  illustra¬ 
ted  booklet  of  choc¬ 
olate  and  cocoa 
recipes  sent  with 
his  compliments  to 
his  customers  en¬ 
tirely  free  of  charge. 

Ask  our  salesman 
or  write 


Walter  Baker  &  Co.  Ltd. 

DORCHESTER,  MASS. 


No.  42  Cuspidor — 6J£-inch 


THIS 

CUSPIDOR 

in  hand-painted  colors, 
at  $8.50  per  gross,  no 
drayage  charge,  no 
package  charge;  the  en¬ 
tire  gross  is  yours  for 
$8.50,  plus  the  freight. 
The  PETERS  &  REED 
POTTERY  CO. 

ZANESVILLE,  OHIO 


The  One  Pure  Sugar  Syrup 

Lyle’s  Golden  Syrup— perfectly 
clear,  a  beautiful  golden  color,  so 
neutral  micro  organisms  can’t  live 
in  it.  Absolutely  free  from  preser¬ 
vatives.  A  product  which  every  one' 
keeps  buying.  If  you  want  to  please 
your  trade  tell  them  about  it. 

2696  PROFIT 

Sure  sales  and  pleased  customers. 

H.  Kellogg  &  Sons 

Philadelphia 


MAPLE I NE 

The  Flavor  de  Luxe 

SELLS 

SATISFIES 

and 

SELLS  AGAIN 

Order  from  your  jobber  or 

Frank  A.  Smith  Company 
105  South  Front  Street 
Philadelphia,  Pa. 

CrMotnt  Mfg.  Oo. 
SEATTLE,  WASH. 


MANY  GROCERS 

Find  It  pays  them  to  read  the 
“good  stuff”  In 

The  Advertising  World 

Columbus,  Ohio 

Saaple  fraa,  ar  fear  Heaths’  trial  far  1  teats 


PATENTS 

and  Trade-marks  procured  promptly  and 
proparly  In  aU  countries. 

Davis  &  Davis,  Washington,  0.  C. 
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THE 

STROLLER’S 

COLUMN 


I  suppose  there  never  was  a  rule 
that  hadn’t  an  exception.  You 
know  everybody  says  a  grocer 
can’t  make  good  in  business  if  he 
don’t  run  a  clean  store. 

That  is  if  he  tries  to  sell  to 
clean  people. 

I’ve  said  so  myself,  and  I  ain’t 
often  wrong.  At  least  never 
when  I’m  right. 

I’ve  got  a  friend  in  the  whole¬ 
sale  butter  business,  and  when  I 
was  home  the  last  time  I  dropped 
around  one  morning  to  tell  him 
his  faults.  When  I  got  there  he 
was  waiting  on  a  customer  and  I 
hung  around  until  he  got  through. 

The  only  thing  that  drew  my 
attention  to  this  customer  was 
the  fact  that  he  was  so  blamed 
dirty.  I  see  lots  of  fellows  that 
don’t  take  much  care  of  them¬ 
selves,  and  I’ve  got  so  I  don’t 
notice  it  any  more  unless  it’s 
pretty  bad.  It  was  so  bad  with 
this  fellow  that  I  had  to  look  at 
him. 

As  I’ve  often  told  you,  my  wife 
tells  me  I’m  pretty  sloppy,  but 
honest,  I  felt  like  a  dude  besides 
this  fellow. 

“Who  is  that?”  I  asked  my 
friend  after  his  customer  went 
out. 

“He  has  a  store  down  at - ,” 

he  said.  The  place  he  said  was  a 
shore  town — good,  big  place. 

“Is  he  always  that  dirty?”  I 
asked. 

“Always.  And  his  store  is  just 
as  bad.  I  was  in  it  several  times 
last  summer,  and  it  was  always 
like  a  junk  shop.  Everything 
upside  down  and  no  kind  of  care 
of  anything.  Yet  he  does  a 
smashing  business — does  $1,500  a 
week  in  the  summer  time  and 
over  half  that  in  winter.  I  don’t 
know  how  he  does  it.  He  pays 
Ids  bills  right  up  to  the  minute, 
too — usually  takes  his  discounts.” 

Just  let  me  tell  you  how  this 
man  looked. 


Dirty — But  “a  Good  Merchant.” 

He  needed  a  shave  and  looked 
as  if  he  had  needed  it  for  three 
days. 

His  hair  wasn’t  combed  right 
and  he  had  dandruff  on  his  coat. 

His  hat  was  dusty  and  had 
sweat  stains  on  the  band. 

His  shoes  were  sobbing  for 
new  heels  and  a  shine. 

He  had  a  cheap  suit  on  that  had 
got  wet  and  was  all  wrinkled  and 
shrunk. 

He  had  a  dirty  shirt  and  collar 
on. 

His  hands  were  dirty  and  his 
nails  wore  deep  black. 

A  man  that’s  dirty  on  the  out¬ 
side  where  it  shows,  is  pretty  sure 
to  be  dirty  on  the  inside,  where 
he  has  to  take  even  less  pains. 

I  started  to  think  what  his  body 
must  be  like  until  I  got  a  little 
sick  and  had  to  cut  it  out. 

As  for  me,  I’d  no  more  let  that 
man  handle  stuff  that  was  going 
into  my  stomach  than  I’d  pick  a 
peach  out  of  the  gutter  and  eat  it. 
Yet  $1,500  worth  of  people  let  him 
— or  his  just  as  dirty  store — do  it 
every  week ! 

Can  you  beat  it? 

“How  d’ye  account  for  it?”  I 
asked  my  friend.  “Anybody’d 
tell  you  no  grocer  as  filthy  as  that 
could  get  along — people  simply 
wouldn’t  stand  for  him.  Yet  you 
say  he  is  getting  along,  and  get¬ 
ting  along  great.  What's  the 
answer?” 

“Well,  he  does  sell  good  stuff,” 
he  answered.  “He  paid  me  just 
now  half  a  cent  more  for  butter 
because  he  liked  the  mark.  He 
buys  good  stuff,  and  I  suppose 
that’s  the  reason.  And  lie’s  no 
fool,  either — outside  of  the  pe¬ 
culiarity  you  mention  I’d  call  him 
a  good  merchant.  He’s  keen,  and 
a  hustler,  and  he  keeps  his  prom¬ 
ises.  He’s  a  crank  on  that.  I  cal¬ 
culate  people  get  to  know  all  this 
and  overlook  the  rest.” 

“Maybe  you're  right,”  I  said, 


“but  all  the  same  he  couldn’t  sell 
good  stuff  to  me.” 

“Probably  he  wouldn’t  want 
to,”  replied  the  rude,  impolite 
fellow,  “he  only  sells  to  people 
who  pay  up.” 

“If  my  doctor  hadn’t  told  me  I 
had  a  weak  heart  I’d  ram  your  old 
head  in  a  tub  of  your  own  but¬ 
ter!”  I  roared.  People  know  I’m 
sick  and  they  take  advantage  of 
me  all  the  time.  Seems  as  if  I 
couldn’t  go  anywhere  any  more 
without  being  picked  at. 

Well,  that’s  what  I  started  out 
to  say.  Here’s  an  exception  to 
the  rule.  And  in  this  case  it  only 
takes  one  exception  to  show  that 
the  rule  ain’t  a  rule  at  all,  for  if 


ASSOCIATION  NEWS 


Tyler,  Texas. 

Mr.  S.  V.  Goodman,  president 
of  the  Tyler  Retail  Merchants’ 
Association,  has  issued  a  state¬ 
ment  in  which  he  accuses  the 
wholesale  grocery  house  of  Reid, 
Murdoch  &  Co.,  of  Chicago,  of 
selling  consumers.  The  state¬ 
ment  is  as  follows. — 

The  retail  grocers  of  Tyler  have 
just  cause  for  complaint  against 
Reid,  Murdoch  &  Co.  of  your  city 
for  selling  sundry  groceries  to  a 
consumer  living  in  Tyler,  Texas. 

On  a  recent  trip  to  Chicago,  Mr. 
Walter  Connally,  a  member  of  the 
firm  of  Walter  Connally  &  Co.,  who 
are  engaged  in  the  gin  and  machin¬ 
ery  business  at  this  place,  purchased 
from  Mr.  Lefevre,  for  his  own  use, 
a  bill  of  family  supplies  amounting 
to  between  $100  and  $200.  In  order 
to  save  complaint  from  the  retail 
grocers  with  reference  to  this  bill, 
Reid,  Murdoch  &  Co.  shipned  this 
bill  of  groceries  direct  to  Mr.  Wal¬ 
ter  Connally,  billing  same  to  Cald¬ 
well,  Hughes  &  Patterson,  this  firm 
being  in  a  business  here  which  has 
no  connection  with  the  retail  gro¬ 
cery  business  of  Tyler,  and  they 
do  not  sell  goods  of  the  quality 
purchased  by  Mr.  Connally  in  per¬ 
son  from  Reid,  Murdoch  &  Co. 

Caldwell,  Hughes  &  Patterson  are 
known  as  country  supply  merchants 
who  sell  goods  to  farmers  on  year¬ 
ly  terms,  taking  mortgages  on. their 
crops,  wagons  and  teams  to  secure 
the  amount  sold  country  people.  It 
has  not  been  a  great  while  since  the 
retail  grocers  of  Tyler  and  Dallas 


one  dirty  man  can. run  a  dirty 
store  in  the  midst  of  clean  people 
— and  sell  ’em  $1,500  a  -week — can’t 
any  dirty  man  do  it?  And  if  any 
dirty  man  can  do  it,  what  the 
hen’s  the  use  of  bothering  about 
your  collar  and  your  shoes? 

Eh? 

And  if  a  grocer  can  do  that, 
why  can’t  a  salesman?  I’ve  about 
made  up  my  mind  I’ve  been  tak¬ 
ing  a  heap  of  trouble  about  myself 
that  I  hadn’t  any  call  to  take 
I’m  going  to  take  things  easv 
after  this.  Instead  of  shaving 
once  a  week  it’ll  be  once  in  twe 
weeks.  Instead  of  getting  a  shine 
every  time  I  go  home  I’ll  get  one 
every  Christmas  and  Fourth  of 
July.  I  can  have  more  time  with 
the  trade,  too,  for  instead  of 
staying  in  bed  while  my  shirt  geT 
washed  I  won’t  get  it  washed.  ] 

To  hen  with  soap! 

The  Stroller. 

Florida  cucumbers  have  started 
Xorth  and  while  not  fancy  are 
showing  fair  quality  and  are 
bringing  $3.50  per  one-third  bar¬ 
rel  basket.  Hothouse  cues  are 
also  coming  forward  at  $1.25  tc 
$1.50  per  dozen.  The  demand  for 
cues  is  not  very  large  as  yet. 

-  ■  - - - *2-1 


had  trouble  with  Reid,  Murdoch  & 
Co.  on  account  of  their  concern 
having  sold  goods  to  consumers  in 
Tyler  and  Dallas. 

If  it  is  necessary  I  can  furnish 
affidavit  to  the  effect  that  Mr.  Con¬ 
nally  bought  this  bill  of  groceries 
weighing  over  2,000  pounds  and 
amounting  to  between  S100  and  $200 
from  Reid,  Murdoch  &  Co.  of  Chi¬ 
cago,  Ill.,  and  that  Caldwell,  Hughes 
&  Patterson  had  no  knowledge  of 
Mr.  Connally  havmg  purchased  this 
bill  prior  to  the  time  that  the  in¬ 
voice  was  received  by  Caldwell. 
Hughes  &  Patterson  from  Reid. 
Murdoch  &  Co.  of  Chicago,  111. 

This  is  a  transaction  that  I  be¬ 
lieve  should  be  forcibly  brought  to 
the  attention  of  the  retail  grocers 
throughout  this  country,  as  I  be¬ 
lieve  that  the  retail  grocers  ought 
to  know  whether  they  are  buying 
their  stocks  from  a  jobbing  concern 
or  a  retailing  concern. 

I  write  this  with  no  malice  against 
Reid,  Murdoch  &  Co.,  knowing  full 
well  that  they  have  a  perfect  right  to 
sell  their  goods,  wares  or  merchan¬ 
dise  to  whom  they  please.  But  in  the 
case  referred  to  above,  the  retail 
grocers  of  Tyler  have  at  least  lost 
the  opportunity  to  figure  with  Mr.  1 
Connally  on  the  bill  of  supplies 
which  was  sold  to  him,  knowing 
that  he  was  a  consumer,  by  the  firm 
of  Reid,  Murdoch  5:  Co. 


Something  new  just  starting 
to  come  forward  in  the  shape  o 
grapes.  It  is  known  as  bag  Ni 
agaras,  which  are  selected  Ni 
agaras  packed  in  bags  in  whicl 
they  were  grown.  The  price  i; 
20  cents  per  basket  or  $2  a  case 
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LEISGHMANN’S 

IMPRESSED  YEAST 

ins  no  EounL 


If  You  BuyTea,  Read! 

Especially  if  you  buy  it  through  salesmen,  for  that’s 
where  we  can  save  you  money,  for  we  sell  Tea  direct 
by  mail,  at  a  lower  price  than  any  concern  can  sell  for 
if  they  employ  salesmen. 

<|  That’s  a  simple  matter,  easy  to  understand,  but  it 
holds  the  whole  science  of  buying  buying  as  near 
direct  as  you  can,  over  people’s  heads,  with  as  many 
profits  cut  out  as  possible. 

Let  us  estimate  on  your  samples. 

DIRYEE  &  BARW1SE 


ROASTERS  AND  PACKERS  TEAS  AND  COFFEES 

89  front  Street  :  New  York 


-ESTABLISHED  1897- 


John  Scott  6  Co. 

INCORPORATED 

PHILADELPHIA 

WHOLESALE  GROCERS 

and  Direct  Importers  of 

Ceylon  and  Assam  Teas 

These  Teas  are  becoming 
more  popular  every  day. 

'•Our  prices  are  always  correct” 


BORDEN’S 

EAGLE  BRAND  EVAPORATED  MILK 

CONDENSED  MILK  peerless  brand 

By  recommending  these  Brands 
you  will  please  your  customers. 

They  are  the  best  that 
Science  can  produce. 

BORDEN’S  CONDENSED  MILK  CO. 

“Leaders  of  Quality” 

Est.  1857.  New  York 


NOTICE  ! 

If  you  do  not  already 
use  a 

Dreyer 
Auto¬ 
matic 
Banana 
Rack 


This  offer  e?ids  January  1,  1912 

1.  G.  DREYER  &  SON 

2256  West  95th  Street 
CLEVELAND,  OHIO 


Want  to  Heave  This 
Sigh  of  Relief? 

<J[  Many  a  grocer  has  heaved  a  sigh  of  relief  after  he’s  taken 
on  the  Gurnse  proposition  and  watched  it  long  enough  to 
see  that  it  was  absolutely  what  we  claimed  it  to  be — a  fancy 
dairy  butter,  running  uniform  from  January  to  December. 
<]f  To  get  the  uncertainty  of  butter  off  your  mind  is  a 
big  thing. 

<]f  Gurnse  butter  will  do  it.  No  other  butter  made  is  so 
carefully  watched  and  tended — the  quality  never  falls 
below  the  high  mark  we’ve  set  for  it. 

Packed  in  20.  30  and  50-pound  boxes— pounds  and  half-pounds— 42  cents. 
Prices  subject  to  market  changes. 

P.  f .  BROWN  &  CO. 


39-41-43  South  front  St. 
■:  -  ---Philadelphia,  Pa. 


Imitation 
Is  True 
Flattery 

The  mere  fact  that  fixtures 
for  other  illuminants  are  so 
designed  as  to  approximate 
as  closely  as  possible  the  ef¬ 
fect  of  Electricity,  proves 
that  Electric  Light  is  consid¬ 
ered  the  standard  illuminant. 

Recent  improvements  in 
lamp  and  glassware  manu¬ 
facture  have  reduced  the  ex¬ 
pense  of  Electric  lighting 
more  than  one-half.  There 
is  no  longer  the  slightest 
reason  for  the  use  of  any 
other  illuminant  from  the 
standpoint  of  economy. 

Comprehensive  lighting 
plans  and  estimates  furnished 
free  of  charge  by 

The  Philadelphia 
Electric  Company 

TENTH  AND  CHESTNUT  STS. 
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GROCERY  MARKETS 


Tea. 

The  tea  market  lias  shown  no 
change  during  the  week.  Busi¬ 
ness  is  still  fair,  though  there  is 
no  boom  on,  generally  speaking, 
although  some  individual  holders 
who  had  good  stocks  have  moved 
large  quantities  of  tea.  Prices 
show  no  change  for  the  week,  and 
the  market  is  in  a  good  healthy 
condition. 

Coffee. 

The  coffee  market  shows  no 
special  change  for  the  week,  al¬ 
though  the  market  for  actual  Rio 
and  Santos  coffee  is  perhaps  a 
shade  lower.  The  demand  is  dull. 
Mild  coffees  are  practically  un¬ 
changed  and  in  fair  demand. 
Java  and  Mocha  quiet  at  ruling 
prices. 

Sugar. 

The  raw  sugar  market  has 
made  no  further  declines  since 
the  radical  slump  of  last  week. 
Refined,  however,  has  declined 
another  20  points  and  all  refiners 
are  now  on  a  basis  of  6.30  cents 
for  granulated.  The  market  is 
soft,  and  further  declines  can  be 
expected  in  the  near  future.  The 
demand  for  refined  sugar  is  fair 
considering  the  declining  market. 

Syrup  and  Molasses. 

There  has  been  no  change  in 
syrup  or  molasses  during  the  past 
week.  Glucose  remains  un¬ 
changed,  and  compound  syrup  is 
quiet  at  ruling  prices.  Sugar 
syrup  is  unchanged  and  dull. 
Molasses  shows  no  notable  de¬ 
velopment,  the  price  of  new  goods 
being  high  and  the  demand  quiet. 

Fish. 

Mackerel  shows  no  actual 
change  for  the  week,  but  the  mar¬ 
ket  is  strong  and  prices  main¬ 
tained  on  the  previously  quoted 
high  level.  The  demand  for 
mackerel  is  very  fair.  Cod,  hake 
and  haddock  are  unchanged  for 
the  week,  the  price  being  com¬ 
paratively  high  and  well  main¬ 
tained,  and  the  demand  moderate. 
Domestic  sardines  are  a  shade 
easier  for  the  week  ;  demand  light. 
Imported  sardines  unchanged  and 
quiet.  Salmon  is  unchanged, 
being  very  firm  and  high. 

Canned  Goods. 

1  omatoes  are  unchanged  for 
the  week.  The  demand  is  very 


light  and  there  is  no  pressure  to 
sell.  As  to  price,  the  market  is 
exactly  where  it  was  a  week  ago. 
i  here  is  hardly  any  doubt  that 
the  market  might  be  higher  if 
somebody  would  start  a  brisk  de¬ 
mand,  but  there  seems  no  imme¬ 
diate  prospect  of  that.  Corn  is 
fairly  steady,  but  no  more  than 
that ;  demand  fair  for  good  brands. 
Peas  are  unchanged,  scarce  and 
firm.  Apples  are  about  on  last 
week’s  basis;  demand  quiet. 
California  canned  goods  show  no 
change  in  price  and  a  fair  demand. 
Small  staple  goods  are  in  moder¬ 
ate  demand  at  ruling  prices. 

Dried  Fruits. 

Prunes  are  high,  but  no  higher 
than  a  week  ago;  demand  quiet. 
Peaches  firm  on  the  coast,  but 
dull  in  secondary  markets.  Apri¬ 
cots  high  and  dull.  Currants 
show  no  material  change  and 
light  demand.  Raisins  are  about 
Yz  cent  weaker;  demand  light. 
Other  dried  fruits  quiet  and  un¬ 
changed. 

Beans  and  Peas. 

Domestic  pea  beans  are  a  shade 
lower  than  a  week  ago;  demand 
fair.  Domestic  marrows  are  un¬ 
changed  ;  demand  moderate.  Cali¬ 
fornia  limas  are  unchanged  on 
last  week’s  basis.  Green  and 
Scotch  very  high  and  dull. 

Butter. 

There  is  an  active  consumptive 
demand  for  all  grades  of  butter, 
and  the  market  is  firm  at  last 
week’s  prices.  Receipts  are  nor¬ 
mal  and  are  cleaning  up  on  ar¬ 
rival.  Healthy  conditions  prevail 
throughout  the  market  and  no 
change  in  sight  for  the  next  few 
days.  The  above  applies  to  all 
grades  of  butter,  both  nearby  and 
Western  butter. 

Cheese. 

The  cheese  market  is  firm  at  an 
advance  of  *4  cent  per  pound 
over  a  week  ago  on  all  grades. 
The  consumptive  demand  is  about 
as  usual  for  the  season  and  stocks 
are  reported  considerably  lighter 
than  a  year  ago.  The  market  is 
healthy  at  the  recent  advance  and 
if  the  consumptive  demand  con¬ 
tinues  as  now  the  market  will 
probably  remain  firm,  with  possi¬ 
ble  advance  in  the  near  future  on 
the  highest  grades. 


Eggs. 

The  receipts  of  fresh  eggs  con¬ 
tinue  very  light  and  the  demand 
is  considerably  greater  than  the 
supply.  In  consequence  the  mar¬ 
ket  is  firm  at  an  advance  of  3  to  5 
cents  over  a  week  ago.  The  de¬ 
mand  seems  chiefly  for  new  laid 
eggs,  but  storage  stock  is  firm  at 
unchanged  prices.  Stocks  of  eggs 
in  storage  are  ample  and  no  fur¬ 
ther  change  seems  in  sight. 

Provisions. 

1  he  demand  for  smoked  meats 
shows  a  seasonable  falling  off, 
with  no  change  in  price  for  the 
week.  Both  pure  and  compound 
lard  are  steady  and  unchanged, 
with  a  fair  consumptive  demand. 
Barrel  pork,  dried  beef  and 
canned  meats  are  unchanged  and 
in  fair  demand. 


INDIVIDUAL  MARKET  REPORTS. 


Imported  Fish  Specialties. 

The  market  for  Holland  herring 
is  unchanged.  Prices  about  the 
same  as  last  week.  Demand  is 
quite  good  and  improving  as  the 
weather  gets  cooler. 

Scotch  herring,  especially  large 
fulls,  are  scarce  and  in  good  de¬ 
mand. 

Norway  Herring. — There  is  a 
very  good  demand  for  the  extra 
large  fish,  which  is  very  scarce. 
Market  for  Noway  herring  has 
advanced  somewhat  and  our 
friends  in  Norway  advise  us  that 
they  expect  still  higher  prices  in 
the  near  future. 

Italian  round  stock  fish  higher. 
Demand  very  good. 

Pilchards  scarce  and  high  and 
in  very  good  demand. 

Sprats. — Just  a  very  few  small 
fish  have  been  packed  in  France, 
but  catch  has  stopped  again.  We 
cannot  look  for  the  new  crop  be¬ 
fore  about  end  of  the  year.  Prices 
will  be  quite  some  higher  than 
they  were  last  season. 

In  Norway  the  season  is  most 
extraordinary  and  catch  so  far  is 
very  much  shorter  than  last  sea¬ 
son.  Quality  of  the  fish  is  fine, 
but  prices  are  very  high  and  pack¬ 
ers  who  have  made  contracts  for 
forward  delivery  are  rather  in  a 
bad  fix  and  will  have  to  lose  quite 
some  money  if  they  are  going  to 
fill  their  contracts. 

The  winter  fishing  by  general 
agreement  has  been' cut  down  to 
a  few  months,  which  prevents  the 
various  factories  from  packing 
large  quantities.  Taking  it  all  in 
all.  there  is  all  reason  for  an  ad- 1 


I  vance  in  Norway  sardine  mar¬ 
ket. 

Strohmeyer  &  Arpe  Co. 
New  York,  N.  Y. 

Spices. 

The  market  continues  fairly  ac¬ 
tive.  Spot  stocks  are  narrow  and 
supplies  are  short.  We  look  for  a 
very  good  demand  throughout 
the  list,  though  at  the  end  of  the 
year. 

P  e  p  p  e  r. — Spot  stocks  very 
small,  many  grades  being  entirelv 
out.  Black  peppers  are  practi¬ 
cally  unchanged  during  the  week. 
Y  hite  peppers  have  declined.  1 
Red  peppers  firm  and  scarce. 
Demand  very  good. 

Cloves. — Spot  stocks  exceed¬ 
ingly  scarce.  Nearby  lots  are 
quoted  lower.  The  crop  is  re¬ 
ported  a  full  one. 

Pimento  (Allspice)  firmer  and 
apparently  advancing.  Higher 
prices  are  quoted  from  Jamaica. 
It  is  reported  Europe  has  bought 
heavily  at  the  advance. 

Nutmegs  active  and  firm.  Fu¬ 
tures  are  quoted  higher  than  spot 
prices. 

P apiocas  somewhat  firmer  and 
in  good  seasonable  demand. 

Cassias. — Demand  very  good. 
Prices  generally  unchanged.  No 
cables  in  from  China.  It  is  ex¬ 
pected  higher  prices  will  rule  for 
China  grades. 

Seeds,  herbs,  etc.,  fairly  active. 
Prices  steady.  Celery  eased  off. 
but  has  reacted.  Dutch  poppy  is 
|  reported  scarce.  Marjoram  con¬ 
tinues  firm. 

McCormick  &  Co.,  Inc. 
Baltimore,  Md. 

Rice. 

Y  hile  the  demand  for  the  week 
has  not  been  up  to  expectations, 
a  fair  amount  of  rice  has  changed 
hands.  As  the  buying  has  been 
mainly  for  present  needs,  buvers 
return  to  the  market  frequentlv  to 
fill  current  wants.  Prices  are 
held  firmly  on  Japan  sorts,  spot 
stock  being  light.  Honduras 
styles  at  and  under  4  cents  are  in 
scant  supply  and  firmly  held. 
Prime  to  choice  are  in  better  as¬ 
sortment  and  sales  have  been 
made  at  concessions. 

Advices  from  the  South  note 
dull  market  on  the  Atlantic  Coast, 
with  small  and  unattractive  offer¬ 
ings.  Planters  are  much  dis¬ 
couraged.  At  New  Orleans  daily 
offerings  of  medium  grades  are 
taken  freely. 

In  the  interior — S  outhwes't 
Louisiana, Texas  and  Arkansas — 
the  market  continues  active  and 
prices  are  held  in  the  main  .close¬ 
ly  approximating  or  fully  up  to 
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st.  Millers  claim  difficulty  in 
stting  “a  new  dollar  for  an  old 
ie”  after  paying  for  rough  and 
cpenses  of  turning  the  rough 
ito  cleaned. 

Cables  and  correspondence 
om  abroad  note  strong  markets 
i  all  deliveries. 

Dan  Talmage’s  Sons  Co. 

New  York  and  New  Orleans. 

Standard  Canned  Goods. 

Developments  last  week  in  the 
nnato  market  were  interesting, 
he  steady,  continuous  buying  of 
iem  in  lots  of  one  to  three  or 
>ur  carloads  keeps  the  range  of 
rices  up  to  the  level  that  pre- 
ailed  the  week  before,  and  the 
lipments  are  well  scattered  in  all 
irections.  A  feature  in  the  mar- 
et  that  causes  comment  is  the  re¬ 
eat  orders  from  markets  that  were 
apposed  to  have  already  bought 
nough  for  their  requirements 
uring  the  winter  months, 
'hough  these  repeat  orders  are 
>r  lesser  quantities,  they  seem  to 
stablish  the  fact  that  the  pre- 
ious  purchases  have  already  been 
laced  in  line  for  consumption 
lis  early  in  the  season,  and  the 
asis  for  a  firm  if  not  a  higher 
larket  is  stable.  The  big  buying 
>  over  apparently,  at  least  for  the 
resent,  and  it  is  a  good  thing  that 
lere  are  no  speculative  holdings 
D  hang  over  the  market  and  seek 
uyers  when  the  conditions  are 
nfavorable,  which  is  generally 
lie  case  with  such  holdings.  It 
5  believed  that  the  stocks  of  un- 
old  tomatoes  now  held  by  the 
anners  in  Maryland,  Delaware, 
Jew  Jersey  and  Virginia  are  very 
mall  comparatively,  but  when 
he  official  statistics  of  the  pack 
f  1911  are  published  this  month 
>y  the  National  Canners’  Associ- 
tion  there  will  be  a  clearer  un- 
lerstanding  of  the  situation, 
deantime,  it  is  well  to  bear  in 
nind  the  saying  that  tomatoes 


well  bought  are  half  sold  and  to 
pick  up  any  attractive  trades 
offered  in  them. 

Sweet  potatoes  sold  freely  again 
last  week,  and  it  is  more  a  ques¬ 
tion  of  getting  the  goods  than  of 
getting  lower  prices  on  them. 
Spinach  was  fairly  active  also, 
and  string  beans  are  again  stiffen¬ 
ing  up.  It  is  very  likely  that  a 
higher  range  of  prices  will  be 
made  shortly  for  string  beans. 
White  wax  beans  were  practi¬ 
cally  sold  out  this  week.  Stand- 
ard  lima  beans,  both  the  flat,  pole 
beans  and  the  small  bush  beans, 
are  pretty  well  sold  up  in  this 
market,  and  the  demand  for  them 
continues.  Good  demand  still  for 
soaked  peas,  and  there  is  a  con¬ 
tinuous  demand  for  small  quanti¬ 
ties  of  the  green  peas  of  all 
grades.  There  was  very  little 
actual  business  done  in  corn  last 
week,  and  the  prices  are  un¬ 
changed.  There  is  the  usual  run 
of  every  day  orders  for  baked 
beans,  kraut  and  the  other  lines 
of  vegetables. 

The  continued  activity  in 
apples  at  the  low  attractive 
prices  quoted  for  them  has 
brought  numerous  orders  to  us, 
and  they  are  being  widely  scat¬ 
tered.  There  is  a  scarcity  of 
fancy  quality  pineapples,  and 
both  the  sliced  and  grated  are 
slowly  but  surely  being  cleaned  up 
in  this  market,  and  so  are  all  the 
other  grades  of  that  article. 
Probably  there  never  has  been 
such  a  high  average  quality  of 
pears  packed  in  Baltimore  as  are 
now  being  made  here — from  the 
fancy  quality  in  heavy  syrup  to 
the  low-priced  grade  in  water. 
The  jobbers  show  their  apprecia¬ 
tion  by  buying  them  freely. 
These  three  items  monopolized 
nearly  all  the  business  in  fruits 
last  week,  the  orders  for  peaches 
and  the  small  fruits  being  small 
and  the  prices  unchanged. 


The  market  is  rather  firmer  for 
cove  oysters,  and  the  prevailing 
conditions  may  cause  a  higher 
range  of  prices  for  them  shortly. 
They  are  worth  attention  now. 

Thos.  J.  Meehan  &  Co. 

Baltimore,  Md. 


MARKET  NOTES. 

Almeria  grapes  are  coming 
right  along  now,  but  the  demand 
is  not  very  active  as  yet.  The 
price  is  $3.50  to  $5.50  per  keg. 

Florida  salad  is  now  coming 
forward  and  averages  $1.50  per 
hamper  containing  35  to  40  heads. 
The  quality  is  only  fair  and  the 
demand  slow.  North  Carolina 


Start  Something  and  get  out  of 

the  regulars.  An  argument  isn't 
necessary. 

A  griddle  and  some  hot  •  pan¬ 
cakes  made  of  “our  own”  buck¬ 
wheat  will  do. 

Ask  the  boss  to  let  your  sister 
do  the  frying. 

You’ll  take  care  of  the  selling. 

Do  you  know  what  that  would 
mean  where  there  is  a  fairly  good 
transient  trade? 


salad  is  also  coming  forward  and 
selling  at  slightly  less  than  the 
Florida. 

Florida  grapefruit  ranges  from 
$4  to  $6  per  box,  which  is  still  a 
rather  high  price.  The  demand  is 
good. 

Florida  oranges  are  coming  for¬ 
ward  in  very  poor  condition,  and 
the  price  is  low  in  consequence — 
$2  to  $2.50. 

North  Carolina  is  shipping 
some  very  poor  peas  North,  and 
the  average  price  is  $2.50  per  one- 
third  barrel  basket.  Good  peas 
would  bring  $4  to  $5. 


hundred  15-cent  packages  of 
buckwheat  into  three  hundred 
house  inside  of  a  week’s  time. 

Such  is  a  record  in  a  store  with¬ 
out  a  crowd. 

%  5^ 

Speaking  of  a  Griddle. —  (We  sup¬ 
pose  this  too  should  be  addressed 
to  the  proprietor,  but  there’s  a 
line  of  talk  coming  to  him  later.) 
You  know  most  live  stores  make 
their  own  sausage  meat  and  give 
a  name. 


It  would  mean  landing  three 


it 


Selling  Talks  With  Clerks 

BT  A  MAN  WHO  HAS  BEEN  ONE 

Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  A  Co.’a 
Department  Food  Stores,  Trenton,  N.  J. 

^JOSTElUa, 

*^groq!5s-1 

?08|TdTlaWARE  wl 

*ND 

209  N.  WATER  ST. 


To  give  everybody  a  square  deal,  full  value,  full  weight  and  full 
measure.  If  you  believe  in  doing  business  that  way,  let’s  get  together. 


'^grocERs. 

208  N  DEL  AWARE  AVE. 

'AND* 

209  N.  WATER  ST. 


SUGAR  SYRUPS— To  those  who  appreciate  and  have  a  trade  for  Pure  Sugar 
Syrups  we  can  offer  the  best  assortment  to  be  had  anywhere,  and  would 
quote  as  follows,  viz.:  New  Century,  an  extra  fine  flavor,  a  bright  clear 
color,  and  very  desirable,  price  per  gal.,  32c.;  Fancy  Sugar  Loaf,  extra 
quality  and  good  flavor,  per  gal.,  30c.;  Fancy  Sugar  Syrup,  per  gal  ,  25c.; 
A  A  Sugar  Syrup,  per  gal.,  22c.;  Revere  Pure  Sugar,  per  gal.,  18c.;  Sunlight 
Brand,  per  gal.,  16c.;  X  Sugar,  per  gal.,  15c.  Bear  in  mind  these  are 
strictly  pure  sugar  syrups  and  of  good  wholesome  flavors. 

NEW  CURRANTS— We  offer  the  finest  quality  recleaned  Currants,  Victor 
Brand,  crop  1911,  i-lb.  packages,  40  lbs.  in  case,  per  lb.,  8%c.  It  will  pay 
you  to  buy  these,  price  low  and  quality  guaranteed. 


PRUNES— All  new  Santa  Clara  County  packing,  nothing  better  to  be  had, 
40-50S,  at  1 2c. ,  50-60S,  at  ioc.;  60-70S,  at  g!4c.;  all  25-lb.  boxes.  Ensign, 
40-50S,  in  i-lb.  packages,  2  doz.  in  case,  per  case,  52.75. 

CRANBERRIES,  ETC.— Indications  point  to  high-priced  Cranberries  for 
Thanksgiving  trade.  We  have  some  Fancy  “Howe”  \  ariety  Cape  Cod 
Berries  in  barrels,  sound,  and  will  hold  up  till  Christmas,  this  week  59.00 
per  bbl.  Smyrna  Layer  Figs,  per  lb.,  I2j<c.  California  Package  Figs,  per 
box  12  packages,  85c.  Pop  Corn,  heavy  sugar-coated,  per  lb.,  8j4c.  No. 
1  Pop  Corn,  per  lb.,  8c.,  barrel  lots  only.  Cookman’s  Choice  Mince  Meat, 
30-lb.  pails,  per  lb.,  7c.  Cream  Chocolates,  30-lb.  pails,  assorted  flavors, 
per  lb.,  ioc. 


KIRK,  FOSTER  &  CO. 


WHOLESALE 

GROCERS 


NORTH  WATER 

PHILADELPHIA  -  PB 


STREET 

VNSYLVANIA 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 


Practical  Questions  of  Store 
Management 

Conducted  by  HENRY  JOHNSON,  Jr. 

This  department  is  conducted  by  a  man  who  has  run  a  successful  retail 
grocery  store  for  years  and  who  ha«  also  had  much  experience  with  larger 
enterprises  which  Involved  the  selling  of  merchandise  to  retailers  He  is 
therefore,  informed  upon  both  sides  of  the  general  questions  of  store 
management  and  wil)  discuss  those  questions  from  week  to  week  The 
central  thought  of  his  articles  will  be  "getting  the  best  service  and  the  most 
money  out  of  a  retail  store.”  Subscribers  are  invited  to  submit  queries  on 
any  and  all  subjects  within  the  scope  of  the  department. 

A  certain  store  fried  it  Satur¬ 
day  and  gave  everybody  a  taste. 
A  young  fellow  stood  near  who 
had  on  his  back  a  white  coat,  on 
his  tongue  a  good  story  and  over 
his  face  a  favorite  breakfast  smile. 
He  got  the  money. 

Do  you  see  anything  in  that? 
“Oh,  horrors,”  says  the  correct, 
well  groomed,  rut-walking  gro¬ 
cery  clerk,  “that  smells  your 
store  all  up.”  More  than  that, 
sir.  50  feet  North  and  South  of 
your  sidewalk  sniffing  begins  and 
these  sniffers  are  going  in  to  see 
what’s  up. 

Moral — If  there’s  money  in  a 
smell  keep  it  up. 

The  thing  that  really  pushes 
you  up  is  service. 

*  *  * 

It’s  Nut  Time  and,  like  every¬ 
thing  else  sales  depend  upon  dis¬ 
play.  Shown  up  in  coffee  mats  of 
even  size  and  nuts  of  even  quan¬ 
tity  look  very  well.  On  the  top 
should  be  a  few  cracked  ones.  In 
addition  to  the  sign  of  a  small 
card  may  be  stuck  in  to  read, 
“No  picking,  please,”  especially 
where  cracked  nuts  are  shown  up. 

Still,  anything  that  is  sug¬ 
gestive  of  public  petty  pilfering 
is  objected  to  we  know  by  many 
good  storekeepers.  Personally  I 
think  such  a  card  is  all  right. 

*  * 

Card  Numbers.— That  is  tickets 
about  4  inches  square,  can  be 
bought  very  cheap — a  d  d  r  e  s  s 
given  on  request.  These  should 
be  used  on  cauliflower,  for  in¬ 
stance,  whose  grading  has  to  be 
carefully  done,  and  of  course  on 
other  things  such  as  eggplant, 
cabbage,  etc.,  where  such  aren’t 
sold  by  weight.  It  looks  business¬ 
like  and  really  adds  life  to  your 
show. 

Jjc  ^  % 

Stamped  Envelope. — I  am  jn  re¬ 
ceipt  every  week  of  inquiries  re¬ 
garding  one  thing  and  another. 
Many  of  you  good  people  fail  to 
enclose  a  stamped  envelope. 
More  do  not  Tail.  I  mention  this 
for  two  reasons:  First,  it  is  a  trifle 
selfish  on  the  part  of  the  corre¬ 
spondent  ; second,  the  reply  incurs 
a  personal  expense.  The  answer 
proper  is  a  pleasure. 


Do  You  Sell  Banana*? 

/Of  course  you  do,  and  you  have  some 
difficulty  in  handling  the  bunches,  don’t 
you?  The  Dreyer  Automatic  Banana 
Rack  remedies  all  of  your  troubles  and 
increases  your  sales.  If  you  will  write 
to  H.  G.  Dreyer  &  Son,  of  Cleveland, 
Ohio,  they  will  tell  you  all  about  it. 


Salesmen  or  Automatons? 

Shall  Manufacturers  Pay  Us  to  Introduce 
and  Sell  Their  Products  or  Shall  We 
Pay  Them  to  do  this  Work  Them¬ 
selves?  Is  It  Not  Up  to  Us? 

Here  is  what  I  found  on  the 
front  cover  of  the  “Grocery 
World  and  General  Merchant” 
for  October  9th  : — 

“The  grocer  who  sold  only  the 
goods  his  customers  called  for,  at 
the  price  they  expected  to  pay, 
would  sink  before  he  had  time  to 
swim.  Success  in  the  retail  busi¬ 
ness  is  simply  impossible  to-day 
without  salesmanship.” 

Which  I  endorse  heartily  and 
completely  except  that  I  should 
eliminate  “to-day”;  for  I  hold 
that  this  has  always  been  true — 
and  always  will  be. 

But  it  set  me  thinking  about 
the  peculiar  want  of  logic  we  con¬ 
stantly  exhibit.  Our  alleged  rea¬ 
soning  is  that  of  the  querulous 
child  who  wants  a  thing  until  it 
is  offered  to  him,  when  he  im¬ 
mediately  wants  something  else. 

For  instance :  A  manufacturer 
produces  something  of  real  merit. 
He  has  heard  of  the  theory  that 
the  proper  man  to  see  about  the 
introduction  of  this  article  is  the 
grocer.  He  has  been  told  that 
the  grocer  is  the  man  who  can 
make  or  mar  that  article.  He  has 
become  convinced  that  the  grocer 
exercises  great  influence  with  the 
consumer  and  can  sell  anything 
he  wants  to  sell.  So  he  figures 
accordingly,  allowing  a  liberal 
margin  to  the  retailer.  Then  he 
approaches  the  retailer  with  his 
proposition.  He  shows  us  that 
(1)  his  product  is  so  good  that 
it  will  satisfy  and  gratify  the  con¬ 
sumer,  hence  increase  our  pres- j 
tige  with  our  trade;  (2)  that  there 
is  good  money  in  it  for  us — 
enough  to  pay  us  well  to  intro- ! 
ditce  it.  What  do  we  do?  Do  we  ! 


say,  “Good  for  you,  Mr.  Manu¬ 
facturer;  you  are  the  kind  of  man 
we  like  to  see ;  you  have  ‘shown 
us’  and  we  are  here  to  co-operate 
with  such  as  you  are?”  No,  we  do 
not.  We  say:  “We  have  runtime 
to  introduce  new  goods,  no  matter 
how  profitable  you  make  them. 
Create  a  well-defined  public  de¬ 
mand  for  your  stuff  and  then  we 
shall  stock  it.” 

After  getting  that  kind  of  thing 
from  Thomas,  Richard  and  Henry 
wherever  he  goes,  the  Manufac¬ 
turer  begins  to  believe  that  he 
has  had  a  bum  steer,  that  his  dope 
was  all  wrong;  that  he  must  in 
verity  "go  to  the  consumer”;  and 
he  readjusts  things  accordingly. 
Yes:  mark  that  specially  well — 
he  readjusts  things;  for  it  costs 
money  to  "go  to  the  consumer.” 
He  had  been  willing  to  pay  you  to 
go  for  him;  but,  as  you  “could 
not  see  it,”  he  must  pay  some¬ 
body  else,  for  mark  again,  this 
is  not  the  kind  of  man  to  lie  down 
and  let  you  walk  over  him.  He 
has  a  really  good  thing  and  knows 
it.  He  had  been  ready  to  pay  you 
a  margin  of,  say  25  per  cent.,  to 
stock  and  introduce  his  line. 
Now  he  does  the  introducing  him¬ 
self — and  makes  your  margin 
i6y3  per  cent. ;  and  you  take  it. 

Bye  and  bye,  when  things  be¬ 
gin  to  go  a  bit,  he  sends  a  samp¬ 
ling  crew  to  your  town  and  puts 
a  liberal  package  into  the  hands 
of  every  woman  you  know. 

\  ou  now  feel  privileged  to  growl 
that  “it  would  be  more  business¬ 
like  if  he  would  give  us  the  money 
it  costs  him  to  do  that  sampling, 
in  the  shape  of  extra  profit — the 
grocers  would  feel  more  like 
pushing  his  stuff  then.” 

A  manufacturer  goes  to  you 
with  some  condiment  or  other; 
shows  you  that  it  is  better  than 
what  you  are  handling  and  yields 
you  12  per  cent,  more  net  margin 


than  you  are  getting.  Sometimes 
you  stock  a  little  of  it.  After  a 
time  he  returns  and  is  amazed  to 
find  that  you  have  continued  to 
sell  the  old  line  and  have  scarcely 
moved  any  of  his.  You  answer 
with  the  same  old,  weak  drivel 
about  being  “unable”  to  make 
your  customers  take  it  without 
danger  of  “offending”  them;  you 
tell  how  much  “too  busy”  you 
are,  etc.  That  manufacturer  also 
"goes  to  the  consumer” — and 
then  you  handle  his  goods  for 
less.  O,  it  is  to  laugh. 

*  *  * 

I  could  cover  pages  with  these 
well-authenticated  instances.  You 
know  so  many  of  them  yourselves 
that  I  need  not  go  further;  for 
you  know  that  what  I  say  is 
gospel  truth. 

Now  what  is  the  matter,  and 
what  to  do? 

To  begin  with,  let  us  take  time 
at  the  buying  end  to  examine  new 
goods — not  buy  on  anybody's 
say-so.  Let  us  know  what  we 
offer  our  trade.  Then,  very  soon, 
our  trade  will  recognize  our  spe¬ 
cial  fitness  to  guide  it  and  will 
willingly  submit  to  such  guidance. 

Y  hy,  bless  you,  the  average  con¬ 
sumer  is  just  hungry  of  such 
guidance,  only  she  does  not  know 
where  in  the  wide  world  she  can 
find  any  that  she  can  depend  on. 
Once  we  get  to  that  point  we 
shall  indeed  be  able  to  sell  any¬ 
thing  we  undertake  to  sell;  and 
we  shall  be  strong  enough  to  de¬ 
cline  to  handle  any  article  of 
which  our  judgment  does  not  ap¬ 
prove.  Incidentally,  we  shall  be 
paid  for  what  we  do  on  a  scale 
hitherto  undreamed  of. 

All  men  have  work  to  do  in  this 
world.  The  grocer  is  not  exempt. 

Y  henever  he  dodges  his  share  of 
the  work  of  distribution,  he  is 
penalized  for  his  neglect.  If  you 
do  not  think  this  is  so,  look  about 
you  at  the  numerous  examples  of 
successful  grocers,  and  you  will 
find  men  who  have  done  their  full 
duty  in  every  connection. 

Some  of  these  days  I  shall  talk 
with  you  about  the  vacuous  folly 
of  saying  “you  are  too  busy”  to 
introduce  profitable  goods.  In 
the  meantime  I  suggest,  as  one 
bright  paper  puts  it:  “Thinkit 
O.  Yer.” 


\  irginia  cauliflower  is  coming 
forward  plentifully  and  ranging 
from  $1.50  to  $1.75  per  barrel. 
The  demand  is  good. 
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Two  Thanksgiving  Windows 


No.  i. 

Two  timely  suggestions  for  Thanksgiving  windows  suitable  for  the 
;rocer  or  dealer  in  poultry  and  green  truck.  Almost  every  grocer  has 
pecial  prices  on  certain  articles  at  this  particular  time  and  a  large  sign 
ard,  like  the  illustration  shows,  will  prove  to  be  a  silent  salesman.  To 
rrange,  first  cover  the  bottom  of  the  window  with  green  crepe  paper — 
.  light  green  preferred.  In  the  centre,  in  front,  place  figs  in  round 
ioxes  and  a  semicircle  around  them  of  dates  in  packages.  At  each 
ide  display  cakes.  At  one  side  place  a  nice  pound  cake,  if  you  handle 
:,  and  at  the  other  side  assorted  small  cakes.  Between  them  and  a 
ittle  towards  the  rear  place  pyramids  of  peanut  butter  and  preserves. 
it  each  side  or  end  place  crackers  and  cakes  in  packages.  In  the 
entre,  towards  the  rear,  stand  a  large  cream  cheese  on  its  side.  At 
ither  side  place  a  Dutch  and  a  pineapple  cheese  and  in  front  place  a 


emicircle  of  club  and  nippy  cheese.  At  each  side  place  a  pyramid 
>f  bottled  goods ;  use  wood  dishes  covered  with  the  green  paper  or 
mall  lids  of  pails  or  kits  will  do.  Display  catsup,  mustard,  salad 
Iressing  and  oil,  mustard  dressing,  olives,  olive  oil,  pickles,  chow  chow, 
:tc.  In  front  place  some  sardines  and  soused  mackerel  and  between 
hem  in  pyramids  place  salmon,  shrimps,  lobsters  and  canned  beef.  In 
he  rear  arrange  canned  fruit  and  vegetables  like  in  illustration. 

Now  suspend  a  large  sign  card  giving  names  and  prices  of  goods 
lisplayed.  The  background  is  made  by  running  a  piece  of  the  green 


crepe  paper  across  the  rear  and  at  the  top  fasten  a  twisted  strip  of  white 
crepe  paper.  Make  the  lattice  at  the  top  of  green  and  white  strips 
of  the  crepe  paper.  If  the  window  is  very  broad  you  can  use  one  or 
two  more  strips. 

No.  2. 

The  poultry,  fruit  and  vegetable  display  is  arranged  as  follows : 
Build  a  platform  first  by  placing  a  box  at  each  side  of  the  window  and 
some  boards  across  to  form  the  top.  Have  a  space  between  the  plat¬ 
form’s  edge  and  the  glass  of  about  fourteen  to  eighteen  inches  and 
make  this  a  slant  by  placing  boards  from  the  edge  of  the  platform  to 
the  glass  at  the  bottom.  Make  the  side  slants  the  same.  Cover  it  all 
with  green  crepe  paper.  The  word  on  the  slant  is  first  spelled  with 
loaf  sugar.  Make  the  letters  hollow,  leaving  the  space  in  them  about 
one  inch  wide  and  fill  this  with  cranberries,  thus  making  the  letters 


of  two  colors,  which  looks  well  against  the  green.  Now  place  a  strip 
of  white  crepe  paper,  twisted,  all  around  the  edges.  Place  white  paper 
napkins  on  the  platform,  on  which  display  fruit  and  vegetables.  In  the 
centre,  at  the  rear,  place  a  nice,  large  dressed  turkey  and  at  each  side 
a  bundle  ot  celery.  Use  care  and  don't  crowd  the  top,  as  it  will  spoil 
the  effect.  There  should  be  plenty  of  green  showing  between  the 
white  napkins.  Suspend  a  bunch  of  choice,  large  bananas.  Use  the 
same  background  decoration  as  explained  in  the  other  suggestion. 


few  Patents  and  Trade-marks  in  the 
Grocery  Line. 

Messrs.  Davis  &  Davis,  Washington 
•atent  attorneys,  report  the  grant  this 
veek  of  the  following  patents : — 

Washington,  D.  C.,  Oct.  31,  1911. 
1,007,093.  Machine  for  treating  coffee 


beans.  M.  Gcrster-Montreux  and  E. 
L.  Hug,  Berne,  Switzerland. 

1,007,200.  Coffee  machine.  G.  Hess- 
dorfer,  Wurzburg,  Germany. 

1.007,357.  Butter  cutting  machine. 

R.  O.  Hughes,  Mankato,  Minn. 

1,007,598.  Butter  cutting  machine. 

P.  N.  Oien,  Everett,  Wash. 


1,007,207.  Machine  for  forming  rolls 
from  dough.  G.  E.  Ingraham,  Bristol. 

R.  I. 

TRADE-MARKS  PUBLISHED 
FOR  OPPOSITION. 

Ser.  No.  57.324.  “S-E-R-V-I-S-I-  V 
lor  canned  goods,  coffee  and  tea.  The 


American  Prepared  Food  Co.,  South 
Bend,  Ind. 

Ser.  No.  57.963.  “Creole"  for  wheat 
flour.  Kemper  Mill  and  Elevator  Co., 
Kansas  City,  Mo. 

Ser.  No.  58,375.  “Montco"  for  wheat 
flour.  Montana  Flour  Mills  Co.,  Har- 
lowton,  Mont, 
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WANT  DEPARTMENT 

Answers  to  Want  Adratlitaiili  Inserted  la  tkU  dtputaat  may  bo  tddnnod  to  the  ‘  Grocery  Won 
and  Gonaral  Merchant"  whao  desired,  provided  the  advertisement  la  aaoompaalad  by  to  oaata  la  poeta««  i 
pay  for  ramailinf  tha  aama.  Tba  prica  ot  aack  lnaartloa  la  two  oaata  pan  ward  la  adraaoa. 


HELP  WANTED. 


WANTED. — Man  of  experience  and  ability 
desires  responsible  po'-ition  in  a  good  whole¬ 
sale  or  retail  grocery  house.  Ai  reference 
and  bond  if  required.  H.  O.,  “Grocery 
World  and  General  Merchan’,”  927  Arch 
St.,  Philadelphia,  Pa. _ 20 

WANTED. — Manufacturers  of  food  products 
desiring  to  introduce  their  goods  in  the 
Philadelphia  market  are  requested  to  confer 
with  “Broker,”  "Grocery  World  and  Gen- 
eral  Merchant,”  927  Arch  St  ,  Philadelphia, 
Pa.  ti 


WANTED. — Salesmen  calling  on  the  tea 
and  coffee  trade  to  sell  Saylor  Automatic 
Cotiee  Cabinet  as  a  side  line.  Big  commis¬ 
sion.  Saylor  Mfg.  Co..  Rochester,  Minn.  19 

WANTED. — Sales  agent*  to  handle  com¬ 
plete  line  of  automatic  computing  scales, 
self-measuring  gasoline  and  oil  tank*  and 
cheese  cutters.  Exclusive  territory.  Good 
opportunity  for  high  grade  men.  Lacy  & 
Noblit,  1220  Filbert  St.,  Philadelphia,  Pa.  tf 


FOR  SALE. 


FOR  SALE. — Grocery  and  general  mer¬ 
chandise  business;  annual  >  usiness,  $7,  00; 
stock,  about  $2  000.  Further  particulars 
address  John  F.  Day.  Siegfried,  Pa.  22 

FOR  SALE.— A  good  corner  cigar  and  con- 
fe.  tionery  store  ;  would  make  a  good  -tarid 
for  fresh  meats  and  p  ovisions,  or  delicates 
sen  store  ;  to  a  quick  buyer  will  sell  f  r  $750. 
S.  W  corner  Fifty  first  and  Brown  streets. 
West  Philadelphia.  5 

FOR  SALE.— Stock  and  fix  ures  of  a  good 
corner  gro  ery  store,  cigars  and  candy, 
doing  cash  business.  W  u  d  do  well  w  th 
fre-h  meats.  Wi  1  sell  to  qu  ck  bu  er  at  a 
reason  be  figure.  Dwe ’ing  contains  six 
rooms  and  al  conveniences.  Desiiabe 
growing  neuhborhoi  d.  Reasonable  rent. 
Corner  Millick  and  Race  stre  ts,  between 
Sixtieth  and  S  xty  first,  West  Philadelphia. 

21 


FOR  SAi  E  OR  RENT.— Old  establ  shed 
store  stand,  in  town  of  1,000  population  in 
Lancaster  County.  Rich  and  thickly  settled 
surrounding  farming  community.  With 
limited  stock  or  without  stock.  Annual 
ca-h  business  $ 20,000 .  Can  be  increased. 
Modern  store  building  Other  interests 
reason  forretiring.  W.  S.,  “  Grocery  World 
and  General  Merchant,”  927  Arch  Street, 
Philadelph  a,  Pa.  4 

FOR  SALE.— Stock  and  fixtures  of  an  o'd 
established  corner  grocery  and  provision 
store.  Will  sell  for  $1,200  if  sold  at  once. 
Property  containing  sixteen  rooms  and  all 
co:  veniences,  can  be  bought  for  $15,000. 
Neighborhood  of  Fifty-second  and  Haver- 
ford  Avenue  West  Phi  adelphia.  M.  H.  W., 
“Grocery  World  and  General  Merchant,” 
927  Arch  St.,  Philadelphia,  Pa.  4 


FOR  SALE.-  An  old  established  corner 
grocery  and  provision  store.  Would  do  well 
with  fresh  meats.  Wi  1  sell  to  a  quick  buyer 
for  $1,250.  Corner  Tenth  and  C'earfield 
Streets,  Philadelphia,  Pa.  4 

FOR  SALE. — Stock  and  fixtures  of  grocery, 
provision,  cigar  and  confectionery  store, 
doing  a  good  business.  Will  sell  to  a  quick 
buyer  for  $950.  Eleven  rooms,  all  conven 
iences,  rent  $25  per  month.  4165  Haverford 
Ave.,  West  Philadelphia.  3 


FOR  SALE.— Good  corner  grocery  store. 
Would  do  well  with  fresh  meats.  Will  sell 
stock  and  fixtures  for  $500.  Dwelling  con¬ 
tains  six  rooms  and  all  conveniem  es.  Cor. 
Millick  and  Race  Sts.,  bet.  60th  and6ist  Sts., 
West  Philadelphia.  2 


FOR  SALE. — Stock  and  fixtures  of  a  good 
paying  corner  grocery  and  provision  store. 
Will  sell  to  a  quick  buyer  for  $1,  00. 
Property  can  be  bought  for  $5,200,  eight 
rooms  and  all  conveniences.  4000  North 
Fairhill  Street,  Philadelphia,  Pa.  26 

FOR  SALE. — Stock  and  fixtures  of  grocery, 
provision,  cigars  and  candies.  Will  make  a 
good  store  for  fresh  meats.  Will  sell  to  a 


quick  buyer  for  $600.  Dwelling  has  eighl 
rooms  and  all  conveniences.  Will  sel 
property  at  a  very  low  figure,  $5,000 
Darby,  Pa.  G.  W.,  “Grocery  World  and 
General  Merchant,”  927  Arch  St.,  Philadel 
phia,  Pa.  25 

FOR  SALE.— An  old  established  corner, 

doing  a  good  business  in  groceries  provi 
sions,  milk,  cigars  and  candies.  Would  be 
a  g"oid  stand  lor  fresh  meats.  Will  sell  for 
the  low  figure  of  $600.  Rent,  $  7  a  month 
six  rooms.  637  N.  Fifty-third  St.,  Ph  ladel 
phia,  Pa.  22 

FOR  SALE. — An  old  corner  grocery  and 

provisions.  Would  do  well  with  fn-sh  meats. 
Will  sell  stock  and  fixtures  to  a  quick  buyer 
for  $1,1  se.  Dwelling  contains  ten  rooms 
and  all  conveniences.  Corner  Tenth  and 
Dauphin  Sts.,  l-hiladelphia.  1 

FOR  SALE. — Stock  and  fixtures  of  grocery, 
provision,  candy  and  cigar  store,  also  school 
supphes.  Would  make  a  good  corner  for 
fresh  meats  Will  sell  to  a  quick  buyer  for 
$975.  Dwelling  contains  eight  rooms  rent 
$20  per  month.  Corner  Sixty- second  and 
Delancey  Sts.,  West  Philadelphia.  1 


FOR  SALE. — An  old  established  corner 
grocery,  meat  and  provisions.  To  make  a 
quick  sale  will  accept  $875.  Rent  $25  per 
month.  Corner  Fifty-fourth  and  Lancaster 
Ave.,  West  Philadelphia.  1 


FOR  SALE. — Fine  set  of  Troemner’s  half 
chest  tea  bins,  also  coffee  bins  to  hold  about 
too  lbs.  Same  in  first-class  condition.  Value 
new,  $10  each.  Also  electric  coflee  mill. 
H.  F.  Heacock,  51  N.  Second  St.,  Philadel 
phia.  Pa. _  tf 


FOR  SALE. — An  old  corner  grocery  and 
provision  store.  Would  make  a  good  stand 
for  fresh  meats.  Will  sell  for  $1,500.  Wilt 
sell  property  for  $7,5^0.  ten  rooms  «nd  all 
or.ven  ences  a  so  stable.  N.  W.  corner 
Sixth  and  Venango  Stieets,  Philadelphia, 
Pa.  4 


FOR  SALE. — An  old  established  grocery 
and  provision  stand,  doit  g  a  good  business. 
W  ill  sell  to  a  quick  buyer  for  the  low  figure 
of  $1,250.  Prop  rty  can  be  bought  at  a  low 
figure.  West  Philadelphia.  A.  M.,  “  Gro¬ 
cery  World  and  General  Merchant, ”927  Arch 
St.,  Philadelphia,  Pa.  20 


FOR  SALE. — Well  paying  grocery,  meat 
and  provision  store.  Good  neighborhood 
Will  sell  to  a  quick  buyer  for  $1,250.  Will 
sacrifice  property  containing  six  rooms  and 
bath  for  $6, 500.  Near  Sixtieth  and  Spruce  Sts. 
S.  N.,  “Grocery  World  and  General  Mer¬ 
chant,”  927  Arch  St.,  Philadelphia,  Pa.  22 

FOR  SALE. — One  second-hand  Gurney 
hot  water  boiler,  750  ft.  capacity.  $30  f.o.b. 
Lancaster.  F.  A.  Long,  Lancaster,  Pa. 


BUSINESS  OPPORTUNITIES. 


GROCERY,  MEAT  AND  PROVISION 
STORES. 

EVERY  ONE  A  GOOD  CHANCE. 

No.  602. — We  have  to  offer  the  best  gro¬ 
cery  in  large  town  in  Northumberland 
County,  doing  $35,000  yearly,  practically 
a  cash  business.  On  account  of  executors 
desiring  to  settle  the  estate,  this  businesi- 
can  be  bought  at  an  inventory  price,  about 
$3,5°°  required.  Can  either  be  paid  for  in 
cash  or  partly  cash  and  good  security. 

No.  603  — Meat  business,  doing  $300  a 
week,  all  cash.  Can  be  purchased  at 
inventory  price.  This  business  is  located 
in  a  good  business  section  of  Germantown 
Ave.,  Philadelphia,  has  very  little  competi 
tion  and  rent  and  fixed  charges  very  low. 
About  $450  required.  Owner’s  reason  for 
selling  is  on  account  of  111  health. 

No.  604. — Grocery  and  produce  business 
in  thriving  town  about  ten  miles  from  Phila 
delphia.  Doing  $15,000  yearly,  but  can 
easily  be  Increased  by  proper  party  taking 
hold.  Business  has  been  established  for 
twenty  years  and  commands  a  trade  ir 
which  there  is  a  good  profit.  Will  take 
about  $1,000  to  buy  entire  proposition. 
Worth  investigation. 


1 


No.  606  — In  West  Philadelphia,  delica- 
essen  and  grocery  business,  doing  $200 
veekly,  all  cash,  of  which  there  is  eighteen 
>-r  cent,  net  profit  above  all  expenses, 
'arries  a  stock  of  about  $900,  which  can 
eadily  be  reduced.  Rent  and  other 
•xpenses  low.  Ill  health  causes  selling, 
bout  $t,5co  required. 


No.  616  — Grocery  and  meat  business  in 
T  oga,  Philadelphia,  doing  $200  a  week, 
oostly  cash.  On  account  of  owner  degiring 
o  move  in  another  section  of  the  city,  will 
acrifice  business.  About  $1,000  will  buy. 

No.  622— In  Monroe  Co.,  Pa.,  general 
•tore  doing  over  $40,000  yearly,  all  cash,  on 
which  there  was  a  net  profit  of  $3,600  last 
vear  and  business  is  growing  each  year. 
Expense  of  conducting  very  low  Rent 
•nly  $50  monthly  and  on  account  of  being  a 
•uramer  resort  the  bulk  of  business  is  none 
with  low  expense  for  help.  About  $11  OoO 
will  be  required  to  buy  stock  and  fixtures, 
rut  this  can  be  reduced  a  great  deal.  Busi¬ 
ness  is  open  to  investigation.  Full  informa¬ 
tion  will  be  given  on  request. 

No.  623. — General  merchandise  busines  - 
in  Warren  Co.,  N.  J.,  doing  over  $17,000 
yearly,  all  cash.  Can  easily  be  increased 
Expenses  very  low.  Rent,  $35  monthly. 
Clerks,  $15  weekly.  Business  has  been 
established  thirty  years.  Always  a  money¬ 
maker.  Write  for  information. 

No.  630.— Grocery  and  meat  store  in  small 
town  in  Buflington  Co.,  N.  J..  doing  $250 
week  y,  mostly  cash.  A  most  desirable 
location.  Exclusive  trade,  which  can  be 
in.  reased.  Owner  desires  to  sell  on  account 
of  Government  position.  About  $900  will 
buy. 

No.  633. — In  New  Jersey  town  about 
twenty  miles  from  Camden,  general  store 
doing  an  average  of  $20,000  for  ihe  last  five 
years,  and  on  the  increase,  of  which  75  per 
cent,  is  cash,  balance  good  credit.  Business 
now  netting  10  per  cent,  profit  above  all 
expenses  Carries  about  $5,01x5 stock,  which 
can  be  reduced  to  about  $3,000.  Busiues* 
will  be  sold  at  inventory.  Full  information 
given  on  request. 

No.  634  —Grocery  and  meat  business  in 
West  Philadelphia  doing  over  $400  weekly 
business,  mostly  cash.  Business  has  been 
increased  each  year  for  the  last  four  years 
and  still  increasing.  Expenses  low.  This 
business  shows  a  net  profit  of  8  per  cent. 
Anyone  desiring  the  business  can  go  in  and 
investigate  beiore  buving,  as  it  will  stand 
any  test  the  business  is  put  to.  About  $i,fcoo 
will  buy. 

No.  635.— Fine  established  general  store 
in  Lancaster  Co  ,  doing  a  yearly  business 
>f  $20,000,  netting  a  clear  profit  of  $2,000, 
which  can  be  shown  to  any  buyer.  Expenses 
low  and  old  established  busines*  command 
ing  the  best  trade  of  a  town  of  3,000  in 
centre  of  rich  farming  district.  About 
$7,000  to  $8,000  required. 

No.  637.— Lancaster  Co.  general  store, 
with  small  stock,  doing  nearly  $30,000 
yearly,  90  per  cent.  cash.  Stock  is  in  good, 
clean  condition  and  the  business  is  in  such 
good  shape  that  purchaser  can  step  into  a 
money  maker  from  the  day  he  takes  hold 
of  business.  Expenses  low.  About  $5,000 
will  buy. 

No.  638.— Gene:  al  store  located  a  few 
miles  from  Trenton,  N.  J.,  in  prosperous  I 
town  of  1,000  catering  to  large  farming 
district.  Does  a  business  of  $22,000  yearly, 
of  which  75  per  cent,  is  cash,  on  which  there 
is  a  big  margin  of  profit.  Ca  ties  stock  of 
about  $6, ocx).  Business  will  be  sold  at  an 
inventory  price,  Investigate. 

No.  630.—  General  store  on  the  outskirts 
of  Philadelphia,  doing  a  large,  profitable 
business.  Plenty  of  new  business  to  be 
secured  by  new  owner.  Buil  ing  operations 
under  way.  Owner  wishes  to  go  South  the 
only  reason  for  selling.  $1,200  will  buy. 


In  all  of  these  the  cause  of  selling  is 
good  and  the  fullest  investigation  courted. 
Every  one  paying. 

WARNER  &  CO., 

927  Arch  Street  Philadelphia,  Pa. 
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DO  YOU  WANT  TO  SELL 
YOUR  BUSINESS? 

W’e  find  buyers  for  grocery  and 
general  store  businesses  —  nothing 
else.  We  are  specialists  tn  that  and 
we  know  what  we  are  about. 

In  the  term  “grocery  stores”  we 
include  butter  and  egg  stores,  tea 
and  coffee  stores,  green  groceries  and 
anything  else  in  the  same  line. 

If  you  want  to  sell  your  business, 
we  have  a  customer.  If  you  want  to 
buy  one,  we  know  where  something 

ic  that  ciir*  will  cnif  waii 


is  that  we’re  sure  will  suit  you. 
Write,  call  or  telephone 

WARNER  &  CO., 

927  Arch  Street,  Philadelphia,  Pa. 
Phones  :  Bell,  Filbert  3286. 
Keystone,  Race  746. 
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The  “Premium”, 
Brand  on  Ham 


WE  must  make  EVERY 
ham  that  bears  “SWIFT’S 
PREMIUM”  brand  give  satis¬ 
faction,  or  the  brand  would 
cease  to  mean  anything. 

And  you  should  have  that 
ham  if  you  want  to  satisfy 
your  trade  and  build  up  a 
good  bam  business. 

SWIFT’S  PREMIUM 
HAMS  are  always  tender,  de¬ 
liciously  flavored,  properly 
cured.  What  we  tell  you 
about  them  you  can  tell  your 
customers  with  confidence. 

PREMIUM  HAMS  we  keep 
well  advertised,  and  that 
makes  it  easy  for  you  to  sell 
them. 


Swift  &  Company,  U.  S.  A. 


— 


Hiese  trade-mark 


No.  640. — Grocery  and  meat  business  just 
started,  having  one  of  the  best  store  tooms 
in  the  city,  in  a  locality  that  will  patronize  a 
good,  first-class  store.  This  place  must  be 
seen  to  understand  the  bargain.  Owner  is 
sick,  reason  for  selling. 


•ery  packsge 

IIET  FOR 
DIABETICS 


Kidney  and  liver 

and  ills  013 
Rich  in  P 


i  uma  tism,  Obesity 

Uric  Acid 

iding  grocer*. 
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SEE  THEM  MELT! 


Bouillon 

Capsules 


Tut  a  package  of  these  on  your  counter, 
with  a  little  card  telliug  what  they're  are 


good  for,  and  they’ll  melt  awav  like  snow. 

ANKER’S  BOUILLON  CAPSULES  make 


bouillon,  soup  or  beef  tea,  and  everybody 
likes  one  of  the  three,  especially  when 
they’re  so  delicious  as  they  are.  Ten 
capsules  in  a  box — drop  one  in  hot  water. 

Good  goods  and  r  good  profit. 


ROYAL  SPECIALTY  CO.,  Sole  Manufacturers 


92  Reade  STREET 


NEW  YORK 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


Twelve  Thousand  Pounds  of  American 
Tea  Grown  this  Year— Goes 
Largely  to  South 

Department  of  Agriculture  Makes  Statement  for  the  “  Grocery 
World  and  General  Merchant”  as  to  Where  the  Increasing 
Crop  of  Our  Own  Tea  is  Disposed  of.  Sells  Largely  in  South, 


favorable  sections,  but  this  Pacific 
coast  demand  called  largely  for 
green  tea,  which  is  now  made  in 
less  quantity  at  Summerville  than 
formerly.  Indeed,  the  tea  users  of 
the  region  into  which  this  tea  goes 
seem  to  be  more  and  more  inclined 
toward  black  tea.  There  is  a  small 
mail  order  business  done  with  cus¬ 
tomers  in  New  York  and  other 
Northern  cities,  consisting  chiefly  of 
wealthy  people  who  have  become  ac¬ 
quainted  with  American  tea  while 
visiting  Summerville,  this  being 
something  of  a  winter  resort. 


cause  the  stock  of  pea  seed  has 
been  made  scarce  by  last  season’s 
crop  failure,  and  not  only  costs  a 
very  high  price,  but  is  hard  to  get 
at  any  price. 

The  present  market  for  sweet 
pea  seed  is  about  $8.50  per  bushel, 
as  against  a  normal  price  of  $4  to 
$4.50.  Alaska  seed  is  quoted  at 
$6.50  to  $7.50,  against  a  usual  fig- 


Somewhat  in  West  and  to  Some  Extent  by  Mail  Everywhere. 


In  various  newspapers  through¬ 
out  the  country  the  following 
item  has  recently  appeared  : — 

Washington,  Nov.  4. — The  Gov¬ 
ernment’s  experiments  in  tea  farm¬ 
ing  this  year  were  highly  satisfac¬ 
tory  to  the  Department  of  Agricul¬ 
ture  officials.  On  the  100  acres  in 
South  Carolina,  where  the  Bureau 
of  Plant  Industry  is  conducting  the 
work,  there  were  produced  this  year 
about  12,000  pounds  of  tea,  worth 
fully  $1  a  pound. 

The  increased  demand  in  the 
Southern  States  for  this  American 
tea  has  produced  a  nearby  market 
for  all  of  it. 

This  journal  felt  a  curiosity  to 
know  what  became  of  this  six 
tons  of  American  tea.  So  far  as 
could  be  learned,  none  of  it  is  sold 
in  Philadelphia,  even  in  the  best 
stores,  which  are  always  up-to- 
date  as  to  such  things.  More 
than  this,  the  writer  has  never 


heard  of  its  being  offered  to  the 
general  trade  at  all.  The  Depart¬ 
ment  of  Agriculture  was  there¬ 
fore  asked  by  this  journal  to  state 
where  the  12',000-pound  crop  of 
home-made  tea  was  disposed  of, 
and  the  following  communication 
has  been  received  on  the  subject: 

1  he  report  that  the  tea  crop  on 
the  experimental  farm  at  Summer¬ 
ville,  S.  C.,  this  year  amounts  to  about 
12,000  pounds  is  correct.  The  price 
of  tea  varies  somewhat,  according 
to  the  process  used  and  according 
to  the  type  of  leaf.  The  finer  leaf 
is  made  into  a  tea  which  brings  the 
higher  price,  the  coarser  into  tea 
which  is  somewhat  cheaper.  This 
tea  goes  to  retail  dealers  who,  in 
cases,  have  built  up  a  tea  trade  con¬ 
sisting  almost  exclusively  of  Ameri¬ 
can  tea.  The  popularity  of  the  tea 
has  increased  in  the  last  few  years 
in  the  South,  which  section  of  the 
country  now  takes  a  considerable 
part  of  the  crop.  Formerly  the 
Pacific  coast  was  one  of  the  more 


merville,  S.  C.,  can  give  you  further 
details  on  prices  in  case  you  care 
to  look  further  into  that  feature 
of  the  matter. 

We  have  a  fairly  exhaustive  bul¬ 
letin  dealing  with  this  Summerville 
experiment,  and  it  should  be  avail¬ 
able  in  the  course  of  the  next  month 
or  two,  it  being  now  on  its  way 
through  the  press. 


Scarce  and  High  Pea  Seed  Will 
Make  1912  Canned  Pea 
Prices  Higher. 


Seed  for  1912  Crop  is  Bringing  Twice 
as  Much  as  Usual,  Due  to  1911  Crop 
Failure.  Packers  Say  They  Must  Ask 
Five  to  Ten  Cents  More  for  Next 
Year’s  Pack.  • 


The  scarcity  of  peas,  and  the 
consequent  short  pack,  as  re¬ 
ported  from  time  to  time  in  this 
journal,  is  likely  to  affect  the  pro¬ 
duction  of  canned  peas  for  at  least 
two  years  to  come.  This  is  be- 
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seed  will  inevitably  mean  a  differ¬ 
ence  of  several  cents  per  dozen  in 
all  grades  of  canned  peas.  Seed 
is  not  a  thing  that  can  be  waited 
for  until  the  growing  season — it 
must  be  contracted  for  in  advance, 
in  order  to  insure  having  it  when 
the  season  opens.  The  fact  that 
the  seed  is  actually  commanding 
the  higher  price  means  that  pack¬ 
ers  will  be  obliged  to  charge  a 
higher  price  for  peas  packed  in 
1912. 

As  a  matter  of  fact,  they  are 
already  asking  more.  A  few 
Western  packers  are  quoting 
Prices  on  the  next  pack  ranging 
from  5  to  10  cents  above  last 
year’s  opening.  Even  the  ad¬ 
vanced  future  price,  however,  is 
20  to  25  cents  below  the  present 
very  high  spot  price. 


New  York  Women  Are  Being  Sicked  on 

Grocers 


A  New  Women’s  Organization  Which  Will  Inspire  Women  to 
Pry  Into  Condition  of  Grocery  Stores.  Chief  Promoter 
Accuses  Grocers  of  Boosting  Prices  to  Well-dressed  Cus¬ 
tomers.  No  More  Handled  Pickles  if  the  Plan  Succeeds. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

New  York,  N.  Y., 

November  15,  1911. 

Readers  of  this  journal  will  re¬ 
member  the  dispatch  sent  over 
last  week  and  published  regard¬ 
ing  the  formation  of  a  market  club 
in  Brooklyn  by  a  Mrs.  Bleecker 
Bangs,  the  purpose  of  which  was 
to  buy  food  products  in  large 
quantities  to  be  distributed  at 
cost  among  the  members.  This 
week  I  have  heard  of  another 
women’s  organization  that  may 
also  have  some  effect  on  the  gro- 
cer’s  peace  of  mind.  It  is  called 
the  Housewife’s  League,  and  is 
being  backed  by  some  prominent 
women  affiliated  with  other 
women’s  clubs. 

I  have  obtained  from  Mrs. 
Julian  Heath,  one  of  the  chief  pro¬ 


moters  of  the  League,  the  follow¬ 
ing  statement  of  its  purposes  : — 

What  we  want  is  that  each 
woman  will  watch  the  market  and 
know  the  prices  of  foods  in  their 
fluctuations  and  bargain  according¬ 
ly.  She  should  know  if  her  gro- 
ceryman’s  shop  is  clean,  for  instance, 
and  if  produce  there  is  handled  in 
a  sanitary  way.  She  should  visit 
the  man  who  bakes  her  bread  and 
cakes,  who  washes  her  linen  and 
demand  to  be  shown  through  the 
place  in  order  to  satisfy  her  mind 
as  to  what  conditions  are. 

We  are  trying  to  reach  women  in 
groups  of  ten  in  this  work.  For 
instance,  we  are  writing  to  all 
women’s  clubs  asking  that  the.  plan 
be  put  before  their  members.  Each 
woman  in  turn  is  asked  to  discuss 
the  question  with  nine  of  her 
neighbors  or  friends,  and  to  organ¬ 
ize  against  the  machinations  of  the 
middleman. 

In  this  way  we  hope  to  have  an 
endless  chain,  which  will,  in  time, 
extend  over  the  whole  of  the  United 
States,  but  we  must  have  individual 
effort.  Women  get  together  and 
say,  ‘The  trusts  are  awful.”  “Prices 
are  going  up  all  the  time.”  “I  get 


shortweight  at  such  and  such  a 
store,”  etc.,  and  that  is  all  they  do 
do. 

A  woman  told  me  the  other  day 
that  in  a  certain  store  she  ordered 
pickles.  The  man  put  his  hand  into 
the  barrel  to  get  them.  She  didn’t 
think  it  was  a  sanitary  way  of  doing 
things.  I  asked  her  what  she  had 
done  in  the  case.  She  said,  “Noth¬ 
ing.”  And  she  is  an  example  of 
what  most  women  are  doing  these 
days — or  rather  not  doing. 

The  Market  Club  organized  by 
Mrs.  Bleeker  Bangs  is  a  splendid 
scheme,  in  so  far  as  the  reduction 
of  bills  is  concerned.  Where  one 
woman  buys  for  five  or  six,  and 
gets  wholesale  prices,  there  is  pos¬ 
sible  a  great  saving.  But  do  the 
other  women  get  a  line  on  prices? 
Do  they  know  what  conditions  ex¬ 
ist  in  shops,  and  are  they  not  shift¬ 
ing  the  responsibility  to  the  shoul¬ 
ders  of  cne  woman? 

In  many  cases  the  middleman  sets 
his  prices  in  accordance  with  the 
appearance  of  his  customers. 

I  have  seen  many  a  shopman 
look  as  his  customer  when  she  or¬ 
ders  a  box  of  cocoa,  for  example, 
and  if  she  is  well  dressed  boost  his 
price  a  couple  of  pennies.  Person¬ 
ally,  I  have  always  kept  a  close 
watch  on  market  quotations.  One 
morning  the  boy  who  comes  for 
my  order  told  me  cocoa  was  24 
cents.  I  told  him  it  was  22  cents. 
He  argued  with  me  for  a  moment  and 
then  said  I  could  have  it  for  22 
cents.  I  told  him  he  was  not  do¬ 
ing  me  a  favor  by  coming  down  in 
the  price,  because  I  knew  the  mar¬ 
ket  value. 

I  then  went  to  his  employer  and 
told  him  I  should  have  to  with¬ 
draw  my  custom  if  he  insisted  upon 
putting  up  the  price  of  articles  he 
sold  me.  He  claimed  he  did  not 
do  so,  but  after  3  few  moments’ 


argument  he  said  benevolently  that 
if  at  any  time  I  wasn’t  satisfied  with 
the  price  of  a  purchase  he  would  re¬ 
duce  it.  Which,  of  course,  is  noth¬ 
ing  but  an  acknowledgment  of 
wrongdoing. 

A  woman  just  called  me  up  to¬ 
day  to  tell  me  of  an  episode  at 
the  butcher's.  She  said  she  ordered 
chopped  meat,  which  she  saw 
weighed  while  still  in  chunks.  It 
was  a  pound.  She  received  half  a 
pound  of  chopped  meat  and  went 
back  immediately  with  it.  The  man 
insisted  she  had  full  weight.  She 
told  him  to  look  in  the  grinder, 
which  he  did.  He  turned  the  crank 
and  half  a  pound  emerged.  That 
is  one  phase  of  the  shortweight 
question  which  I  think  the  commis¬ 
sion  has  not  yet  gone  into  thor¬ 
oughly  enough. 

Fred.  A.  Magill. 


California  tomatoes  are  still  in 
market,  and  are  averaging  $2.50 
per  4-basket  carrier.  The  demand 
is  not  large. 


ELTON  J  BUCKLEY 

Editor  “Grocery  World  and  General  Merchant” 

Attorney  and  Counselor  at  Law 
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Cold  Weather  Specialties: 

Fresh  Sausage, 
Scrapple, 
Souse, 

Liver  Pudding 

— ^ ^ a— — — 

Burk’s  Fresh  Sausage 

Composed  entirely  of  selected  tender  pieces  of 
pork,  not  the  ordinary  trimmings  commonly  used. 
Not  cheapened  in  price  and  quality  by  the  addition 
of  tripe,  boiled  rice  and  sundry  substitutes.  Cor¬ 
rectly  seasoned,  not  offensive  to  sensitive  stomachs 
because  of  pungent  herbs.  Nutritious.  In  four 
styles — hashed  fine  and  coarse,  linked  and  in 
straight  casings. 

Burk’s  Philadelphia  Scrapple 

Prepared  from  the  very  best  materials — good, 
wholesome  meats  and  extra  fine  corn  meal.  Well 
boiled  and  seasoned  to  suit  the  most  critical.  Not 
to  be  compared  with  some  cheap  products  of  doubt¬ 
ful  hues  and  colors.  Burk’s  eats  as  good  as  it  looks. 
Superior  to  farmers’  products.  In  pans  of  15 
pounds  each. 

Burk’s  Pig  Souse 

is  a  seasonable  specialty  prepared  fresh  daily,  in  pans 
of  five  pounds  each.  The  jelly  is  clear  and  transpa¬ 
rent  and  free  from  vegetable  gelatines  and  ill-smell¬ 
ing  glue  stock.  Contains  plenty  of  meat  and  garnished 
with  slices  of  lemon  and  parsley. 

Proves  attractive  when  turned  out  of  the  pan,  and 
is  a  quick  seller,  saving  the  consumer  the  trouble  ot 
cooking  pig’s  feet,  so  difficult  to  obtain  at  this  season 
of  the  year. 

Burk’s  Liver  Pudding 

Of  the  usual  “Burk”  standard — clean  and  un¬ 
adulterated.  Rich  in  quality  and  an  excellent  dish 
when  fried,  or,  after  removing  the  casing,  hashed 
with  potatoes.  In  rings  of  1  pound  each. 

LOUIS  BURK 

Girard  Avenue  and  Third  Street 

PHILADELPHIA 
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They  Ask  for 
Their  Saleslips 


The  seventy  thousand  merchants  in  all  lines  of  business  who  use 


With  Only  ThC 
One  Writing  l 


McCaskfv 

SYSTEM  4 


The  End  of 
Drudgeiy 


find  that  their  customers  ask  for  their  saleslips — the  itemized 
accounts  of  their  purchases — showing  the  total  amount  due. 
They  want  to  know  what  they  ozve. 


<j[  The  McCaskeySystemsaves 
time,  labor  and  money  for  the 
merchant.  It  protects  him 
against  forgetting  to  charge 
{if  he  fails  to  write  the  slip ,  the 
customer  asks  for  it). 

It  is  an  automatic  credit 
limit. 


<|  The  McCaskey  System  cuts 
out  useless  bookkeeping.  It 
keeps  every  account  posted 
and  totaled  to  date.  It  is  an 
automatic  collector.  It  fur- 

t 

nishes  proof  of  loss  in  case  of 
fire. 

It  flags  the  merchant  at 
every  danger  point. 


<|  No  merchant  can  afford  to  be  without  it — it  is  sold  on  easy 
payments  if  desired  and  pays  for  itself. 

Information  is  free.  Write  for  catalog  to-day. 

The  McCaskey  Register  Co. 

ALLIANCE,  OHIO 


Agencies  in  all  Principal  Cities 

Manufacturers  of  the  famous  McCaskey  SURE  TY  Non'Swut  Duplicating  and  I  Expli¬ 
cating  Sales  Pads  and  single  carbon  pads  in  all  varieties 
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American  Specialty  Manufacturers’  Convention.  Fixing  Wha 
to  do  With  Swelled  Canned  Goods.  Association  for  Pro 
motion  of  Food  Purity  Holds  Annual  Mesting.  Diamonc 
Match  Company’s  New  Selling  Plan.  Market  Summary. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

New  York,  November  17,  1911. 
With  a  gratifying  attendance 
and  much  interest  in  the  proceed¬ 
ings,  the  third  annual  convention 
of  the  American  Specialty  Manu¬ 
facturers’  Association  assembled 
Thursday  morning  in  the  Sun 
Parlor  of  the  Waldorf-Astoria. 
All  arrangements  had  been  com¬ 
pleted  for  smoothly  carrying  out 
the  programme,  beginning  with 
the  annual  address  of  President 
Walter  H.  Lipe  and  embracing 
addresses  by  a  number  of  men 
representative  of  the  various 
branches  of  the  trade. 

The  convention  lasts  two  days 
and  closes  with  the  session  of  Fri¬ 
day  afternoon.  The  election  of 
officers  is  to  take  place  at  the  ex¬ 
ecutive  session  Friday. 

About  nine-tenths  of  the  firms 
and  companies  in  the  association 
were  represented  at  the  conven¬ 
tion. 

The  first  day’s  session  was 
given  up  largely  to  the  addresses 
of  officers  and  reports  of  commit¬ 
tees.  These  were  received  with 
interest  and  enthusiasm  and  the 
utmost  good  feeling  was  shown 
throughout  the  day.  The  princi¬ 
pal  addresses  and  reports  follow: 

Address  of  President  Walter  H. 

Lipe. 

Fellow  Members  and  Guests. — 
The  operations  of  the  association  so 
far  have  shown  that  the  trade  fac¬ 
tors  with  whom  our  members  deal 
are,  as  a  rule,  considerate  and 
readily  recognize  the  equity  of  the 
principles  for  which  we,  as  an  as¬ 
sociation,  contend.  The  past  year 
has,  it  is  a  pleasure  to  state,  evi¬ 
denced  a  much  extended  recogni¬ 
tion  by  the  allied  trade  factors  of 
the  justice  of  our  cause. 

Our  agreement  is  now  in  effect 
with  the  very  largest  number  of 
the  jobbers  throughout  the  country. 
Indorsement  of  our  trade  policy  by 
various  units  among  these  distrib¬ 
uters  since  our  last  annual  meet¬ 
ing  has  been  in  the  most  emphatic 
form.  And  acknowledgments  from 
them  of  the  very  greatly  improved 
conditions  which  have  resulted  from 
the  work  of  the  association  have 
been  equally  positive. 

Report  of  Executive  Committee. 

An  amended  form  of  salesman’s 
agreement  was  adopted  by  us  and 
ordered  to  be  issued  to  the  members 
in  place  of  the  former  one.  This 
agreement  is  more  equitable  and 
satisfactory  in  its  provisions,  and 


is  being  used  more  generally  for 
that  reason. 

Early  consideration  was  given  by 
us  to  the  desirability  and  means  of 
further  improving  the  handling  by 
jobbers  under  the  terms  of  our 
jobbers’  agreement  of  orders  turned 
over  by  members  to  be  filled  from 
jobbers’  stock.  It  is  a  matter  of 
record  that,  prior  to  the  organiza¬ 
tion  of  the  association  the  percen¬ 
tage  of  loss  on  manufacturers’  or¬ 
ders  submitted  for  filling  from  stock 
was  very  great  indeed,  and  that  this 
loss  made  the  net  cost  of  detail 
specialty  business  very  greatly  high¬ 
er  to  the  manufacturers  than  due 
consideration  on  the  part  of  job¬ 
bers  in  handling  of  such  business 
would  have  imposed. 

The  general  effect  of  our  agree¬ 
ment  with  the  jobbers  reduced  the 
percentage  of  loss  on  specialty  or¬ 
ders  of  our  members  materially, 
but,  in  the  judgment  of  your  com¬ 
mittee,  the  adoption  and  use  by  our 
members  of  a  specified  form  for 
submitting  orders  would  result  in 
even  further  improvement  with  re¬ 
spect  to  the  filling  of  these  orders 
and  would  also  serve  to  make  more 
effective  compliance  by  the  jobbers 
with  the  terms  of  our  jobbers’ 
agreement. 

.  Accordingly,  after  prolonged  con¬ 
sideration  as  to  the  relative  merits 
of  various  forms  designed  for  this 
purpose,  we  agreed  upon  what  is 
believed  by  us  to  be  a  thoroughly 
practical  method  for  securing  im¬ 
proved  service  from  jobbers  on  or¬ 
ders  against  stock.  This  form  was 
decided  upon  as  giving  the  least 
possible  trouble  to  jobbers  in  exe¬ 
cuting  it,  consistent  with  the  accom¬ 
plishing  of  the  desired  result. 

Samples  of  the  form  were  pre¬ 
pared  and  issued  to  all  members, 
with  a  full  explanatory  letter  de¬ 
tailing  its  advantages  and  urging 
its  adoption  by  them,  subject  to  any 
immaterial  changes  necessary  to 
meet  the  requirements  of  their  in¬ 
dividual  needs. 

Attention  is  called  to  the  fact  that 
the  form  provides  for  a  formal  ack¬ 
nowledgment  by  the  jobbers  of  the 
receipt  of  enumerated  orders  ac¬ 
cepted  by  them,  and  for  the  prompt 
return,  with  the  receipted  form,  of 
the  declined  orders,  and  that,  as 
stated  on  the  blank,  the  accepted  or¬ 
ders  are  to  be  filled  by  them  in  ac¬ 
cordance  with  our  jobbers’  agree¬ 
ment.  In  this  way,  when  a  jobber 
has  signed  the  agreement,  his  atten¬ 
tion  is  directed  to  that  fact  in  con¬ 
nection  with  each  order  accepted 
by  him;  and  when  a  jobber  has 
not  signed  the  agreement,  the  form 
will  still  serve  as  an  acknowledg¬ 
ment  by  him  and  will  also  indicate 
to  such  jobber  the  expectations  of 
the  manufacturer  with  respect  to 
the  handling  of  the  orders  accepted 
and  enumerated  on  it. 

The  form  is  also  designed  to  give 
members  a  systematic  and  concise 
record  of  orders  placed  by  them 
with  the  respective  jobbers,  by  mail 
or  personally;  enabling  them  to  fol¬ 
low  them  up  all  the  more  readily 
and  to  promptly  check  off  those  that 
are  returned  as  filled. 

A  number  of  our  members  have 
put  this  form  into  effect  and  others 
have  advised  that  they  will  do  so  as 


soon  as  their  present  supply  of  in¬ 
dividual  forms  for  submitting  detail 
orders  is  exhausted.  Its  use  has 
given  rise  to  no  objection  on  the 
part  of  the  jobbers,  and  those 
members  who  are  using  it  have 
found  that  it  subserves  well  the  pur¬ 
poses  for  which  it  was  designed. 

The  necessity  for  a  concise  and 
brief  statement  of  the  objects, 
methods  and  accomplished  results 
of  the  association,  for  use  in  solicit¬ 
ing  the  membership  of  desirable 
companies,  was  brought  to  our  at¬ 
tention,  and  by  our  direction  such  a 
pamphlet  was  prepared  and  has  been 
in  use  for  some  months. 

Respectfully  submitted, 
Walter  H.  Life, 

Louis  H.  Soule, 

C.  E.  Pickett, 

J.  A.  Whittaker, 

E.  E.  Gridley, 

Edward  A.  Kerr, 
Executive  Committee. 

Secretary’s  Report. 

New  York,  Nov.  15,  1911. 
To  the  Board  of  Directors. 

Minimizing  the  high  cost  of  se¬ 
curing  and  handling  specialty  busi¬ 
ness  was  one  of  the  prime  objects 
for  the  association’s  organization, 
and  it  is  well,  therefore,  to  con¬ 
sider  what  progress  has  been  made 
toward  the  accomplishment  of  that 
purpose  since  our  last  annual  meet¬ 
ing. 

It  is  recognized  that  three  ele¬ 
ments  must  be  considered  in  this 
connection. 

The  first  of  these  is  the  loss  sus¬ 
tained  by  the  manufacturer  when 
business,  secured  at  considerable 
expense  to  him,  is  nullified  by  the 
action  of  the  wholesale  distributer 
in  not  executing  promptly,  for  one 
cause  or  another,  bona  fide  orders 
accepted  by  him  for  delivery  from 
his  stock.  This  detrimental  con¬ 
dition  was  widespread  and  general 
when,  upon  the  organization  of  the 
association,  foundation  was  laid  for 
its  correction  by  the  adoption  of 
our  jobbers’  agreement,  providing 
for  the  prompt  delivery  by  the  job¬ 
bers  signing  it,  without  confirma¬ 
tion,  of  all  orders  bearing  the  asso¬ 
ciation’s  stamp,  accepted  by  them 
and  the  prompt  return  to  the  man¬ 
ufacturer  of  all  such  orders  de¬ 
clined  by  them. 

The  task  of  securing  the  signa¬ 
tures  of  jobbers  throughout  the 
country  to  this  agreement  has  been 
a  long  and  arduous  one,  entailing 
large  expense  upon  the  association, 
and  in  the  accomplishment  of  which 
to  date  all  possible  appropriate 
agencies  have  been  utilized.  A  very 
considerable  measure  of  success  has 
attended  the  work  in  this  partic¬ 
ular  during  the  past  year.  At  date 
we  have  on  file  the  signed  agree¬ 
ments  of  2,167  jobbers  out  of  an 
approximate  total  of  2,500  through¬ 
out  the  country,  about  800  having 
been  secured  during  the  last  eight 
months.  The  uncompleted  portion 
of  this  work  is  having  active  at¬ 
tention. 

The  first  and  principal  step  was 
to  get  the  jobbers  to  sign  the  agree¬ 
ment,  thus  committing  them  to  the 
plan  it  provides.  And,  in  order  that 
the  agreement  might  not  grow  stale 
with  the  jobbers  and  to  emphasize 
its  advantages  to  both  jobber  and 
manufacturer  and  the  purpose  of 
the  association’s  members  to  co¬ 
operate  with  those  jobbers  only 
who,  having  signed  it,  conform  loy¬ 
ally  to  its  provisions,  some  well- 
worded  leaflets  were  distributed  Na¬ 
tionally  among  the  jobbers  during 
the  year  through  the  association's 
gieinbers. 

In  this  latter  connection,  the  Or¬ 
der  Submission  Form,  as  full}-  ex¬ 
plained  in  the  report  of  our  Ex¬ 
ecutive  Committee,  is  well  designed 


to  constantly  maintain  before  the 
jobbers  their  obligations  as  set 
forth  in  the  agreement. 

All  of  this  work  has  resulted  in 
the  jobbers  giving  still  greater  im¬ 
proved  service  on  specialty  orders, 
and,  in  the  largest  number  of  cases, 
those  of  them  who  have  signed  the 
agreement  have  lived  up  to  their 
obligations  by  handling  our  mem¬ 
bers’  orders  in  accordance  with  its 
terms. 

It  would  be  hardihood  to  say, 
however,  that  conformity  with  the 
agreement  among  those  jobbers  who 
have  signed  it  obtains  in  every  in¬ 
dividual  case.  But  through  our 
auxiliary  associations  and  in  other 
ways,  we  have  kept  in  touch  with 
this  matter  throughout  the  country, 
and  when  it  has  been  brought  to 
our  attention  that  any  jobber  was 
not  living  up  to  the  terms  of  the 
agreement,  appropriate  and  effec¬ 
tive  action  was  taken,  resulting  in 
most  every  instance  in  checking  the 
breach. 

In  a  number  of  instances  whole¬ 
sale  distributers  have  inaugurated 
special  departments  for  the  hand¬ 
ling  of  manufacturers’  turn-over  or¬ 
ders,  and  several  of  them  have 
within  the  last  year,  become  so  anx¬ 
ious  for  this  class  of  business,  be¬ 
cause  of  the  much  improved  con¬ 
ditions  in  respect  to  it,  that  they 
have  issued  letters  to  the  manufac¬ 
turers  explaining  that  they  are  giv¬ 
ing  special  attention  to  turn-over 
orders  and  are  filling  same  prompt¬ 
ly  and  without  confirmation. 

The  saving  to  our  members  in  the 
cost  of  detail  specialty  business 
which  has  resulted  from  the  im¬ 
provement  in  the  handling  by  the 
jobbers  of  this  class  of  orders  can 
only  be  fully  appreciated  by  those 
who  have  opportunity,  by  careful 
investigation,  to  gauge  it.  Appre¬ 
ciation  by  our  members  of  this 
much  improved  condition  has  been 
evidenced  by  correspondence  had 
with  them  generally  on  this  sub¬ 
ject  during  the  year. 

I  he  second  of  the  three  elements 
of  cost  that  is  to  be  considered  is 
the  loss  accruing  frohi  forged  or 
fictitious  orders. 

Prior  to  the  organized  effort  of 
this  and  of  kindred  associations, 
the  jobbers  generally  looked  with 
doubt  and  suspicion  on  most  detail 
specialty  orders  submitted  to  them, 
because  experience  has  proven  that 
a  large  percentage  of  such  orders 
were  not  genuine.  Retail  grocers 
had  lost  confidence  to  a  very  large 
extent  in  the  specialty  salesman. 
As  a  result,  too,  of  this  lack  of 
confidence  on  the  part  of  both  job¬ 
ber  and  retailer,  the  honest  spec¬ 
ialty  salesman  was  seriously  han¬ 
dicapped  by  the  acts  of  his  un¬ 
scrupulous  brother  salesman. 

The  former  lax  method  of  han¬ 
dling  detail  specialty  orders  by  the 
jobbers  made  generally  uncertain 
detection  of  the  dishonest  salesman, 
and  not  only  encouraged  the  latter 
to  continue  to  ply  his  injurious 
methods,  but  caused  other  salesmen, 
who  were  easy  to  be  led  astray,  to 
emulate  his  example.  L'nder  the 
improved  method  of  handling  spec¬ 
ialty  orders,  the  profit  guaranteed 
by  our  agreement  on  non-genuine 
orders  of  our  members  makes  it  an 
object  for  the  jobber  to  promptly 
report  to  the  manufacturer  a  dec¬ 
lination  by  a  retailer  because  of  al¬ 
leged  non-genuineness  of  an  order. 
This  expedites  and  facilitates  in¬ 
vestigation  by  the  manufacturer, 
resulting  in  a  much  quicker  and 
easier  detection  of  a  guilty  sales¬ 
man. 

All  of  this  has  made  possible  the 
securing  of  specialty  business  under 
much  more  favorable  and  profitable 
circumstances,  and  has  served  to 
also  largely  eliminate  the  “fake” 
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salesman,  thereby  raising  the  stand¬ 
ard  of  specialty  salesmanship.  The 
importance  to  our  members  of  this 
is  clearly  indicated  by  the  fact  that, 
roughly  estimated,  they  employ  in 
the  aggregate  about  4,000  detail 
men,  most  of  whom  are  faithful 
employees  and  are  co-operating  with 
us  to  bring  about  the  complete 
elimination  of  the  unreliable  among 
their  number. 

Constant  vigilance  is  necessary, 
however,  to  fully  eliminate  and 
keep  from  the  ranks  of  the  sales¬ 
men  of  our  members  dishonest 
characters,  and  to  this  end  formal 
plans  have  recently  been  evolved 
and  have  had  the  approval  of  the 
Board  of  Directors. 

The  third  of  the  three  cost  ele¬ 
ments  to  be  considered  is  declina¬ 
tions  by  retailers  on  good  orders. 

The  retailers  generally,  prior  to 
the  organization  of  this  association, 
did  not  realize  their  obligation  to 
give  orders  for  goods  with  a  pur¬ 
pose  of  always  accepting  upon  de¬ 
livery.  This  condition  has  been 
very  largely  ameliorated  as  a  result 
of  the  campaign  of  education  which 
has  been  carried  on  among  the  re¬ 
tailers  throughout  the  country.  This 
result  is  well  evidenced  by  the  fact 
that  in  view  of  the  guarantee  af¬ 
forded  by  the  stamp  of  the  associa¬ 
tion,  jobbers  generally  now  readily 
accept  for  delivery,  without  confir¬ 
mation,  detail  orders  of  our  mem¬ 
bers,  thus  indicating  their  faith  that 
•  the  retailer  has  given  due  consid¬ 
eration  to  the  purchase  and  will  ac¬ 
cept  the  goods.  During  the  past 
year,  a  number  of  jobbers  have  ad¬ 
vised  us  that  declinations  by  retail¬ 
ers  of  deliveries  on  good  orders  of 
our  members  have  been  so  greatly 
reduced  as  to  now  make  in  the  ag¬ 
gregate  an  almost  inconsiderable 
quantity  in  sales’  cost. 

This  later  improved  condition  has 
been  accomplished  in  part  through 
the  co-operation  of  the  trade  press 
and  the  retail  grocers’  associations. 

The  personnel  of  the  retail  trade, 
however,  is  so  large  and  subject  to 
such  frequent  changes  that  it  will 
be  necessary  to  keep  actively  be¬ 
fore  it  the  principles  of  the  asso¬ 
ciation  concerning  it  in  particular 
in  order  to  progress  and  not  retro¬ 
gress. 

Publicity  Committee’s  Report. 

November  17,  1911. 

Gentlemen  : — -With  your  assist¬ 
ance  we  have  endeavored  to  make 
our  association  widely  and  favor¬ 
ably  known  to  the  wholesale  and 
retail  trade,  as  well  as  to  the  trade 
press  and  to  other  specialty  man¬ 
ufacturers. 

In  doing  this  we  have  issued  200,- 
000  envelope  inserts,  have  addressed 
frequent  letters  to  the  entire  mem¬ 
bership  of  the  association  urging 
more  general  use  and  publicity  of 
our  stamp,  etc.,  and  in  response  to 
our  suggestions  the  members  of  the 
association  have  sent  several  thou¬ 
sand  letters  and  circulars  to  the 
trade,  calling  attention  to  the  prin¬ 
ciples  and  to  the  work  of  our  or¬ 
ganization,  and  several  wholesale 
grocers  have  issued  letters  of  com¬ 
mendation  and  indorsement  to  their 
salesmen  and  to  other  manufactur¬ 
ers. 

The  trade  press  have  also  been 
very  cordial  in  their  support  and 
have  printed  a  number  of  articles 
commending  the  square  deal  which 
we  are  giving  the  retailer  and  the 
wholesaler. 

On  investigation  we  found  that 
trade  press  conditions  were  not  sat- 
factory  either  to  the  publisher  or 
to  the  buyer  of  advertising  space, 
and  that  the  buyer  of  trade  paper 
publicity,  because  of  lack  of  compre¬ 
hensive  and  reliable  information 
about  circulation,  etc.,  frequently 


avoided  trade  papers  or  discounted 
their  statements  of  circulation  and 
bought  space  accordingly. 

We  believed  that  the  members  of 
this  association  were  entitled  to  full 
and  accurate  information  regarding 
trade  papers  soliciting  their  adver¬ 
tising  patronage,  and  that  the  trade 
press,  like  other  mediums  of  pub¬ 
licity,  such  as  newspapers,  maga¬ 
zines,  street  car  advertising,  bill 
posting,  etc.,  would  welcome  a  cen¬ 
tral  and  natural  clearing  house  for 
their  statements,  and  we,  therefore, 
drafted  a  form  of  statement,  copy 
of  which  we  attach  herewith,  which, 
in  our  opinion,  met  the  requirements 
of  both  the  buyer  and  the  seller  of 
trade  paper  space. 

This  statement  form,  together 
with  a  letter  of  explanation,  was 
sent  to  fifty-eight  trade  papers  of 
the  United  States  and  Canada.  Two 
subsequent  letters  were  sent  to  those 
who  did  not  respond,  and  we  are 
pleased  to  report  to  you  that  we 
have  received  statements  from  for¬ 
ty-one  of  the  most  important  pub¬ 
lications. 

It  is  a  part  of  our  plan  that  these 
original  statements  be  kept  on  file 
in  the  offices  of  the  association  at 
New  York  and  that  sufficient  dupli¬ 
cate  sets  be  made  up  and  bound  so 
that  they  could  be  loaned,  in  con- 
dence,  to  members  of  our  organi¬ 
zation. 

Another  part  of  the  plan  is  to 
keep  in  our  New  York  office  a  file 
of  each  trade  paper.  This  file  will 
contain  sample  copies  of  the  paper, 
a  copy  of  their  trade  circulation 
statement  and  such  clippings  as  we 
shall  from  time  to  time  cut  from 
this  particular  publication,  and  also 
any  other  matter  that  would  be  of 
interest  to  this  association  or  to  the 
buyer  of  trade  paper  advertising 
space. 

We  are  thoroughly  convinced  that 
with  the  assistance  of  the  informa¬ 
tion  now  being  accumulated  the 
members  of  the  association  will 
have  more  confidence  in  trade  paper 
advertising  than  they  have  had  in 
the  past  and  that  they  can  use  this 
method  of  publicity  more  econom¬ 
ically  and  more  intelligently  than 
heretofore. 

We  request  that  solicitors  for 
trade  paper  advertising  be  always 
asked  by  our  members  whether  or 
not  our  association  statement  has 
been  filed  with  our  secretary. 

We  recommend  for  the  favorable 
consideration  of  the  individual 
members  of  our  organization  the 
trade  papers  who  have  willingly 
submitted  complete  statements  on 
our  official  form. 

We  respectfully  recommend  that 
a  new  Publicity  Committee  of  five 
members  be  authorized  by  this  con¬ 
vention  and  that  they  continue  the 
work  with  the  trade  press  which  has 
been  commenced  by  your  Publicity 
Committee  of  the  past  year;  and 
we  further  recommend  that  they 
systematically  check  up  the  support 
which  they  are  getting  from  the 
members  of  our  organization  by  the 
use  of  our  stamp  on  order  blanks, 
sales  circulars  and  other  communi¬ 
cations,  and  that  they  endeavor  to 
get  increased  support  in  this  direc¬ 
tion,  for  we  have  found  that  the  de¬ 
tails  of  our  agreement  with  the  job¬ 
ber  are  frequently  forgotten,  and 
the  liability  of  the  manufacturer,  the 
retailer  and  the  wholesaler  is  often 
overlooked  unless  each  branch  re¬ 
ceives  frequent  reminders  of  its 
responsibility  and  advantages. 

Respectfully  submitted, 

A.  M.  Alexander, 
Newman  Hamlink, 
Craig  Atmore, 

Robert  R.  Clark, 
Chas.  T.  Lee, 

Chairman. 

(Continued  on  page  23.) 


Will  You  Help 
These  People 
Get  What  They 
= WANT  ?  = 

C,  Hundreds  of  consumers  are  revolt¬ 
ing-  against  “ready-made”  desserts — 
the  highly-colored  things  that  are 
supposed  to  save  labor. 

C.  They  are  ready  to  turn  to  pure, 
old-fashioned  gelatine  more  eagerly 
than  ever  before. 

C.  Put  Chalmers ’  Gelatine  in  their 
way  and  the  sale  is  made.  Chalmers * 
has  always  been  the  best  of  the  old- 
fashioned  pure  gelatine.  Nothing 
but  the  very  finest  materials  have  ever 
been  allowed  to  go  into  it  and  no 
consumer  who  tasted  it  side  by  side 
with  other  gelatines  has  ever  taken 
the  other. 

C.  Nor  has  any  grocer  ever  com¬ 
plained  at  the  profit  Chalmers* 
Gelatine  paid  him. 


JAMES  CHALMERS’  SON 

WILLIAMSVILLE,  N.  Y. 

:  f  *  •* 

H.  P.  TAYLOR,  JR.,  SALES  AGENT,  RICHMOND,  VA. 
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Some  correspondence  lias  re 
centily  passed  through  the  writ¬ 
er’s  hands  which 

Some  Interesting; 

Correspondence  and  COllCeinS  the  31- 
a  sun  More  ways  vital  ques- 

Ioteresting  Question.  .  . 

tion  of  distribu¬ 
tion — when,  if  ever,  is  the  pro¬ 
ducer  justified  in  selling  consum¬ 
ers  over  the  dealer’s  head.  The 
names  have  been  withheld. 

The  following  is  from  a  Phila¬ 
delphia  retail  grocer: — 


As  you  know,  the 


...  _ ,  -  con¬ 

cern  had  a  wagon  on  the  streets  of 
Philadelphia  for  a  few  weeks  ad¬ 
vertising  their  new  product  and  dis¬ 
tributing  tickets,  whereby  a  party 
buying  one  package  could  get 
another  free  of  charge.  These  tick¬ 
ets  had  to  be  signed  with  the  full 
name  and  address  and  handed  to  the 
retailer.  Through  the  tickets  the 
concern  got  the  names  of  all  the 
people  that  tried  th  ir  goods,  and 
now  they  are  calling  on  them,  ask¬ 
ing  whether  they  can  serve  them 
direct,  claiming  that  they  serve  them 
with  better,  fresher  goods  than  they 
would  get  from  the  dealer. 

The  above,  when  submitted  to 
the  manufacturer  in  question, 
brought  the  following  answer 

It  is  true  we  are  canvassing 
throughout  Philadelphia  and  we  en¬ 
courage  consumers  to  purchase 
through  the  grocery  store.  This  ad. 
costs  us  a  great  deal  of  money,  and 
our  idea  is  To  get  as  many  people 
as  possible  to  buy  our  goods  at  the 
grocery  stores,  but  you  know,  some 
people  will  not  deal  at  the  store, 
and  these  people  we  must  serve 
from  the  wagon  in  order  to  get 
their  trade. 

At  the  same  time  we  are  doing  a 
great  deal  of  advertising  through 
the  grocer,  and  have  an  extensive 
plan  mapped  out  to  encourage  the 
sale  of  our  bread  through  the  stores. 
You  know  that  if  we  did  not  draw 
the  attention  of  the  public  to  our 
goods,  as  well  as  make  them  pop¬ 
ular  with  the  storekeeper,  they 
would  not  sell.  It  is  impossible  to 
depend  entirely  on  the  efforts  of 
the  grocer,  and  we  want  to  help  him 
in  every  possible  way.  We  do  not 
want  to  do  anything  that  is  not 
to  his  interests,  as  well  as  to  our 
own. 


This  manufacturer  scarcely 
makes  his  case  as  clear  as  he 
might.  If  he  had  plead  that  it 
was  his  right  to  sell  direct  to 
consumers  whose  grocers  would 
not  stock  his  goods,  he  would, 
in  the  writer’s  judgment,  have 
stated  an  unanswerable  proposi¬ 
tion.  All  that  a  manufacturer 
can  be  called  upon  to  do  is  to  give 
the  grocer  the  first  chance  to  fill 
orders  which  he,  the  manufac¬ 
turer,  gets.  If  the  grocer  refuses 
them,  then  the  manufacturer  has 
every  right  to  fill  them  himself. 


This  manufacturer  doesn’t 
plead  this,  however,  he  pleads  a 
totally  different  proposition.  lie 
says  he  must  sell  direct  to  con 
sumers  who  “will  not  deal  at  the 
store.”  As  a  matter  of  fact,  must 
he  do  that,  or  can  he  do  it  with 
any  right?  The  writer  believes 
not.  The  excuse,  “will  not  dea 
at  the  store,”  doesn’t  sound  plaus 
ible,  anyway.  Every  consumer 
has  to  buy  something  at  a  gro 
eery  store — why  not  bread?  O 
course,  the  manufacturer  may 
have  himself  supplied  the  reason 
for  not  buying  bread  there,  by 
saying  what  this  retailer  says  he 
said — “ W e  can  sell  you  fresher 
goods.”  If  this  manufacturer  has 
done  that  he  has  done  an  ex¬ 
ceedingly  unfair  thing.  As  long 
as  he  retains  the  retailer  as  his 
main  distributing  medium,  he  has 
no  right  to  bring  in  competition 
with  the  retailer,  his  own  superior 
facilities  for  supplying  fresh 
goods  quickly. 

The  writer  believes,  as  a  gen¬ 
eral  proposition,  that  the  manu¬ 
facturer  has  the  right  to  sell  the 
consumer  direct  only  under  two 
conditions:  First,  after  orders 
from  the  consumer  have  been 
turned  down  by  that  consumer’s 
grocer;  and,  second,  when  the 
consumer  buys  in  large  quanti¬ 
ties.  To  sell  the  consumer,  and 
to  sell  her  in  retail  quantities,  merely 
because  that  consumer  says  she 
would  prefer  buying  of  him  than 
of  the  dealer — which  consumers 
would  naturally  always  do — is,  in 
the  writer’s  judgment,  as  unjusti¬ 
fiable  act. 


standard  laundry  soap  size  and 
shape.  Instantly  the  sales  in¬ 
creased,  until  to-day,  but  a  short 
time  from  the  days  of  the  long 
thin  cake,  the  demand  is  twenty 
times  as  great.  No  methods  of 
exploitation  have  been  used  that 
were  not  used  before,  so  that  the 
increase  is  credited  absolutely  to 
the  change  of  shape  and  that 
alone. 

The  explanation  when  one  hears 
it  is  simple  and  perfectly  logical. 
All  soap  wears  in  the  middle. 
The  middle  of  the  long  thin 
cake  was  of  course  thinner  than 
the  middle  of  the  usual  cake,  and 
wore  through  sooner,  leaving  two 
thin  ends  which  did  not  appeal 
to  the  housewife.  The  present 
cake  contains  the  same  quantity 
of  soap  as  the  old  cake,  but  it  will 
wear  twice  as  long  and  therefore 
sells  twenty  .times  greater. 

Experts  at  marketing  merchan¬ 
dise,  or  rather  at  getting  merchan¬ 
dise  ready  to  be  marketed,  know 
how  vital  an  influence  the  shape 
or  size  of  a  package  may  have  on 
the  result,  but  nobody  but  experts 
las  the  slightest  conception  of 
the  importance  of  such  things. 


Vineear  Fraudi. 


Reputable  vinegar  manufactur¬ 
ers  and  everybody  else  interested 
in  honest  food 
will  welcome  the 
the  effort  taking 
shape  from 
Washington  to  eliminate  the 
frauds  of  the  vinegar  business. 
Nowhere  is  fraud  more  extensive, 


the  reason  being  that  the  vinegar 
chemist  can  build  up  a  grade  of 
vinegar  from  artificial  ingredients 
which  satisfies  the  nominal  re¬ 
quirements  of  the  law,  and  cannot 
be  surely  told  under  chemical 
analysis  from  the  genuine  article. 
Hundreds  of  gallons  of  bogus 
vinegar  are  being  sold  to-day 
merely  because  chemical  science 
has  not  yet  reached  the  point 
where  it  can  detect  the  fraud,  i 
For  instance,  the  law  requires 
pure  cider  vinegar  to  show  4  per 
cent,  of  acidity,  and  a  certain  per¬ 
centage,  varying  under  different 
laws,  of  what  are  known  as  solids. 
The  vinegar  manipulator  will  buy 
very  strong  vinegar,  such  as  will 
show,  for  example,  six  per  cent, 
of  acidity.  He  will  then  add 
water  to  get  it  down  to  4  per  cent., 
and  if  the  water  reduces  the  per¬ 
centage  of  solids  below  what  the 
law  requires,  he  will  add  enough 
artificial  solids  to  bring  it  up. 
Under  chemical  analysis  this 
vinegar  will  show  legal  percent¬ 
ages  of  both  acid  and  solids,  not¬ 
withstanding  the  fact  that  it  is  in 
every  sense  a  spurious  and  doc¬ 
tored  product. 

The  market  is  full  of  this  fraud 
and  several  variations  upon  it. 
It  is  one  of  the  few  remaining 
forms  of  food  adulteration  which 
stand  out  against  chemistry. 
However,  there  is  information 
that  Washington  is  working  night 
and  day  to  get  around  the  prob¬ 
lem  and  every  honest  manufac¬ 
turer  and  tradesman  hopes  for 
complete  success. 


Important  Trifles. 


Things  apparently  small  and 
trifling  often  have  a  remarkable 
effect  upon  the 
success  of  an  arti¬ 
cle  of  merchan¬ 
dise.  Take  for  ex¬ 
ample  a  case  related  to  the  writer 
during  the  past  week.  A  soap 
manufacturer  evolved  a  brand  of 
laundry  soap.  It  was  marketed 
in  a  long,  thin  cake  and  attained, 
by  constant  pushing,  a  moderate 
demand.  Upon  somebody’s  sug¬ 
gestion,  the  shape  of  the  cake 
was  changed  from  long  and  thin 
to  short  and  fat — practically  the 
form  which  has  come  to  be  the 
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“I  Belong  to  Some  Clubs  that  I  Think  | 
so  Little  About  that  I  Would  be  | 
Perfectly  Willing  to  Introduce  My 
Grocer  Into  Them” 


♦ 

* 

❖ 

-> 


In  other  words,  the  clubs  don’t 
amount  to  anything — they  have 
no  social  standing,  or  so  little 
that  even  a  grocer  could  enter 
them  without  their  losing  caste. 

The  words  above  quoted  I  take 
verbatim  from  an  article  in  the 


November  “American  Magazine,” 
written  by  a  staff  contributor  who 
calls  himself  “Worldly  Wise¬ 
man.’’  He  is  writing  on  club  life. 

Why  do  so  many  people  find  it 
fitting  to  sneer  at  the  grocer’s 
social  standing?  Why  is  there  a 
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opular  idea  that  a  man  in  the 
rocery  business  is  only  a  little 
etter  than  a  barber?  Everybody 
dio  reads  the  magazines  sees 
uch  references  made  over  and 
ver  again.  The  feeling  that  they 
xpress  must  have  had  some  be- 
inning  and  some  foundation — 
diat  can  it  be? 

Is  there  anything  in  the  grocery 
usiness  \vhich  prevents  a  man 
■am  being  a  gentleman  and  en- 
jving  good  social  connections 
nd  associations?  Is  it  a  trade 
fiiich  like  that  of  official  hang- 
lan,  involves  the  instantaneous 
nd  inevitable  loss  of  social  caste? 
'he  questions  are  foolish !  Of 
ourse  the  answer  is  no,  and  yet 
r  spite  of  the  very  confident 
nswer  a  number  of  persons — this 
lew  York  magazine  writer,  for 
xample— appear  to  have  some 
eason  for  thinking  the  contrary. 

Is  the  grocery  business  undig- 
ified?  Can’t  a  man  sell  the 
eople’s  food  and  retain  his  self- 
;spect?  Is  the  selling  of  food 
>wer  in  the  social  scale  than  the 
filing  of  jewelry,  or  the  selling  of 
lothing,  or  the  selling  of  drugs? 
Vffiere  is  there  the  slightest  sus- 
icion  of  a  reason  to  answer  any 


of  these  questions  in  the  affirma¬ 
tive?  And  yet  in  spite  of  the 
utter  absence  of  all  reason,  there 
is  a  considerable  number  of  per¬ 
sons  who  obviously  regard  a  man 
in  the  grocery  business  as  socially 
outclassed.  He  can  associate  with 
other  grocers,  but  as  for  associ¬ 
ating  with  me,  they  say — you  have 
no  right  to  ask  it  of  me.  “The 
man  is  a  grocer !” 

I  have  always  been  entirely  un¬ 
able  to  get  at  the  bottom  of  this 
feeling,  though  I  know  it  exists, 
and  I  have  met  some  people  who 
had  it.  Even  these  have  been  un¬ 
able  to  explain  it  to  me  or  to  give 
me  any  intelligent  reason  why 
they  felt  as  they  did.  Neverthe¬ 
less,  these  impressions  that  are 
mere  impressions,  and  rest  on  no 
reason  which  can  be  uncovered 
and  logically  argued,  are  often  the 
hardest  to  eradicate. 

It  is  true  that  very  often  gro¬ 
cers  are  careless  about  their  per¬ 
sonal  appearance,  their  dignity 
and  their  language,  and  allow 
j  themselves  to  be  pushed  without 
I  protest  into  a  position  of  inferior¬ 
ity.  But  these  are  in  the  infini¬ 
tesimal  minority.  Doing  business 
all  around  them  are  men  of  the 


greatest  dignity,  men  of  family 
and  of  substance,  of  cultivation 
and  of  education — men  fitted  to 
associate  with  the  best  because 
they  are  of  the  best  themselves. 
These  men  have  the  right  to  feel 
deep  resentment  at  such  slurs  as 
that  in  the  “American  Magazine,” 
and  to  register  a  protest  against 
them  in  every  way  they  can. 

I  have  sent  a  copy  of  this  arti¬ 
cle  to  the  editor  of  the  “American 
Magazine,”  though  I  don’t  expect 
him  to  do  anything  about  it. 

E.  J.  B. 

Where  Do  You  Buy  Your  Lamp 
Chimneys  ? 

If  you  don’t  get  in  touch  with  R.  E. 
Tongue  &  Bros.  Co.,  Inc.,  of  Philadel¬ 
phia,  on  lamp  chimneys  you  are  losing 
an  opportunity  to  save  money. 


John  Scott  &  Co. 

INCORPORATED 

PHILADELPHIA 

WHOLESALE  GROCERS 

and  Direct  Importers  of 

Ceylon  and  Assam  Teas 

These  Teas  are  becoming 
more  popular  every  day. 

"Our  prices  are  always  correct” 


NOTICE  ! 

If  you  do  not  already 
use  a 

Dreycr 
Auto¬ 
matic 
Banana 
Rack 

write  at 
once, 
as  we 
have 
some¬ 
thing 
special 
to  offer 
you. 

This  offer  ends  January  1 ,  1912 

H.  G.  DREYER  &  SON 

2256  West  95th  Street 
CLEVELAND,  OHIO 


the  supply,  so  you  would  better 

ORDER  NOW. 

Write  for  our  plan  that 
will  double  your  buckwheat 
sales  and  profits. 


The  Quality  of  MORNING  GLORY  SELF-RISING  BUCK¬ 
WHEAT  FLOUR  has  made  it  so  popular  that  the  sale  has 
increased  3  times  in  3  years.  And  we  GUARANTEE  ITS 
SALE;  if  you  have  any  left  at  the  end  of  the  season  we’ll 
take  it  back  and  pay  you  cash.  BUT,  we  can’t  guarantee 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 


12 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


Contributed. 

President  of  Flavoring  Extract  Manufac¬ 
turers’ Association  Tells  Why  Manufac¬ 
turers  Should  Oppose  Parcels  Post 

Will  Strike  the  Country  Retailer  and  thus  Strike  the  Prosperity 
of  Hundreds  of  Small  Towns.  Remedy  for  High  Trans¬ 
portation  Charges  is  Disciplining  of  Express  Companies. 


One  of  (the  members  of  the 
Flavoring  Extract  Manufacturers’ 
Association,  of  which  I  am  presi¬ 
dent,  some  time  ago,  when  I  sent 
out  a  circular  concerning  the  pro¬ 
posed  parcels  post,  criticized  my 
action  in  this  connection,  stating 
that  we  should  confine  our  efforts 
to  the  legitimate  affairs  of  the  or¬ 
ganization.  But  I  believe  this  is 
of  as  much  importance  to  us  as 
anything  connected  with  the 
formulae  of  our  goods,  because,  in 
the  event  of  the  adoption  of  the 
parcels  post  delivery  system,  the 
flavoring  extract  manufacturers 
will  be  compelled  to  change  their 
present  methods  of  doing  busi¬ 
ness,  and  go  more  or  less  into  the 
mail-order  business,  and  you 
know  what  this  would  mean. 

In  a  recent  editorial  in  the 
“Pharmaceutical  Era”  appear  the 
following  paragraphs : — 

The  direct  sufferers  from  parcels 
post  would  be  the  hundreds  of 
thousands  of  small  retailers  in  every 
section  of  the  country,  who  would 
be  directly  taxed  to  benefit  a  few 
huge  corporations,  in  addition  to 
losing  a  large  percentage  of  the 
business  rightfully  theirs  from  lo¬ 
cation,  investment  and  years  of  hon¬ 
ored  and  satisfactory  service  of  the 
public. 

It  would  affect  the  prosperity  of 
every  small  town  in  every  State  of 
the  Union  by  deflecting  business  and 
diverting  cash  to  the  business  cen¬ 
tres,  centralizing  the  wealth  of  the 
nation  in  a  few  banking  institutions 
and  curtailing  the  means  of  liveli¬ 
hood  of  hundreds  of  thousands  of 
home-earning,  tax-paying  citizens. 

Some  expressions  emanating 
from  the  Washington  authorities 
show  that  they  are  most  anxious 
for  the  introduction  of  the  parcels 
post,  and  they  have  a  habit  of  get¬ 
ting  their  way  about  things. 
Therefore  every  manufacturer, 
jobber  and  retailer,  in  whatever 
line  of  business  he  may  be  en¬ 
gaged  (unless  doing  a  direct  mail¬ 
order  business  or  publishing  a 
magazine  which  carries  “ads.”  for 
catalogue  houses)  should  be  up 
and  doing,  and  should  endeavor 
to  get  in  touch  with  his  Congres¬ 
sional  representative  regarding 
this  issue. 

Travelers  in  England,  Germany 


and  France  are  struck  with  the 
absence  of  stores  in  the  smaller 
towns,  and  particularly  in  the 
country.  Such  stores  cannot  live 
in  competition  with  a  parcels  post, 
and  yet  the  parcels  post  is  detri¬ 
mental  to  the  people  at  large. 

Some  argue  that  the  farmers 
and  inhabitants  of  the  smaller 
cities  can  get  their  goods  cheaper, 
but  fail  to  take  into  consideration 
the  fact  that  such  citizens  get 
their  credit  to  tide  them  over 
tight  places,  and  sell  their  prod¬ 
ucts  either  for  cash  or  in  ex¬ 
change  for  merchandise  at  these 
self-same  local  stores. 

Most  farmers  do  not  sell  their 
products  in  large  or  carload  lots, 
which  would  justify  them  in  ship¬ 
ping  to  the  centres  of  trade,  but 
they  sell  their  goods  in  small 
quantities,  usually  to  the  little 
crossroads  store.  The  profit  made 
by  the  small  storekeeper  in  town 
or  country  goes  right  back  among 
the  people  from  whom  it  came. 
Fie  and  his  have  to  live,  and 
improvements  which  he  makes 
are  paid  for  to  persons  in  the  lo¬ 
cality,  and  the  money  is  not  with¬ 
drawn  from  the  smaller  places, 
but  circulates  back  and  forth  in 
the  vicinity,  to  the  prosperity'  of 
all. 

The  adoption  of  a  parcels  post 
means  centralization,  far  greater 
even  than  we  have  now,  of  wealth 
in  great  cities,  and  a  practical 
monopoly  in  business  by  large 
houses. 

Who  would  exchange  the  con¬ 
ditions  in  suburban  and  rural 
America  to-day  for  the  conditions 
either  in  England,  Germany  or 
France,  to  which  the  supporters 
of  the  parcels  post  point  with 
such  pride? 

Talking  personally  with  mail¬ 
order  dealers,  I  have  never  yet 
heard  one  produce  the  argument 
that  if  the  Interstate  Commerce 
Commission  would  take  the  ex¬ 
press  companies  in  hand  and  force 
them  to  lower  their  rates  to  rea¬ 
sonable  figures  that  a  fairer  and 


better  deal  would  be  given  the 
people  at  large.  This  is  one  of 
the  urgent  needs  of  the  times,  and 
not  a  parcels  post,  which  would 
aggrandize  the  few  at  the  expense 
of  the  many,  and  the  big  city  at 
the  expense  of  the  small  towns 
and  rural  districts. 

W.  M.  McCormick, 
President  Flavoring  Extract 
Manufacturers’  Association. 
Baltimore,  Md.,  Nov.  13,  1911. 


Government  Finds  Dried  Fruit 
in  Very  Bad  Condition. 

Seizes  Evaporated  Apples,  Peaches 
and  Prunes  and  Finds  All  Violating 
Federal  Food  and  Drugs  Law.  Coffee 
and  Peanuts  Also  Tried  and  Found 
Wanting. 


The  following  reports  of  cases 
of  adulteration  and  misbranding 
under  the  Federal  food  and  drug 
law  have  been  sent  to  this  journal 
by  the  United  States  Department 
of  Agriculture : — 

Judgment  No.  912 — Misbranding  of 
Maraschino  Cherries. 

On  or  about  November  9,  1909, 
Isaac  Rheinstrom,  Maurice  G. 
Rheinstrom,  Robert  I.  Rheinstrom 
and  Walter  L. ’Bodman,  trading  as 
the  I.  Rheinstrom  &  Sons  Co.,  Lud¬ 
low,  Ky.,  shipped  from  Kentucky 
into  New  York  a  quantity  of  a  food 
product  labeled:  “Imperial  Brand 
Maraschino  Cherries,  Artificially 
colored.  *  *  *  Cherries  in  Mar- 
achino  *  *  *  Serial  No.  3,999, 

Pure  Food  Guarantee.”  Samples 
were  analyzed  and  the  product  was 
found  to  contain  no  maraschino. 

On  October  18,  1910,  the  defend¬ 
ants  entered  a  plea  of  nolo  conten¬ 
dere  to  the  above  information, 
whereupon  the  court  imposed  a  joint 
fine  of  $5. 

Judgment  No.  940 — Misbranding  of 
Flour. 

On  or  about  February  22,  1910, 
the  Wall-Rogalsky  Milling  Co., 
McPherson,  Kan.,  shipped  from 
Kansas  into  Pennsylvania  830  sacks 
of  flour  labeled  “Camellia  Flour 
Co.,  Camellia,  Pittsburgh,  Pa.”  In¬ 
vestigation  showed  that  the  prod¬ 
uct  had  been  manufactured  by  the 
Wall-Rogalsky  Milling  Co.  at 
McPherson,  Kan.  As  the  above 
investigation  and  report  thereon 
indicated  that  the  product  was  mis¬ 
branded,  the  claimant  was  com¬ 
pelled  a  file  a  bond  to  put  the 
proper  place  of  manufacture  on  the 
label. 

Judgment  No.  934 — Misbranding  of 
Evaporated  Apples. 

On  or  about  October  13  and 
November  14,  1910.  the  Waller- 
stein  Produce  Co.,  Richmond,  Va., 
shipped  from  Virginia  into  Ken¬ 
tucky  two  consignments  of  dried 
apples;  the  former  shipment  con¬ 
sisted  of  25  cases  of  dried  apples, 
each  of  which  cases  contained  48 
cartons  labeled:  “Dime  Brand 
Choice  Evaporated  Apples — Good 
Value — Packed  by  Wallerstein 
Produce  Co.,  Richmond,  Va.,”  and 
th/e  latter  contained  35  cases  of 
dried  apples,  each  of  which  cases 
contained  48  cartons  bearing  labels 
identical  with  those  above  set  forth, 

50  boxes  weighing  50  pounds  each, 
labeled :  “Sun  Brand  Choice  Dried 


Apples.  Packed  by  Wallerstein 
Produce  Co.,  Richmond,  Va.  50 
lbs.  bulk,”  450  bags  of  50  pounds  ’ 
each,  labeled:  “Sliced  Dried  Ap-.  | 
pies — 50  lbs.,”  and  50  bags  of  100 
pounds  each,  labeled  “Sliced  Ap- '  j 
pies — 100  lbs.”  Samples  from 
these  shipments  were  examined  ‘ 
and  the  products  contained  in  eaclrS 
of  the  above  described  lots  was  | 
found  to  be  a  common  grade  of,  \ 
sun-dried  apples. 

The  claimant  gave  bond  to  re-  I 
move  the  word  “choice”  from  the 
label. 

Judgment  No.  945 — Adulteration 
of  Shelled  Peanuts. 

On  or  about  October  28,  1910, 
the  Franklin  Peanut  Co.,  Franklin, 
Va.,  shipped  from  Virginia  into 
Maryland  20  bags  of  a  food  prod¬ 
uct  labeled  “No.  2  Virginia  Shelled 
Peanuts.”  A  sample  was  examined 
and  28  per  cent,  of  the  nuts  were 
found  to  be  worm  eaten  and  2 
per  cent,  shriveled  and  decayed.  ; 

The  claimant  gave  bond  to  clean. 

Judgment  No.  946 — Adulteration 
of  Evaporated  Peaches. 

On  or  about  January  1,  1911, 

A.  B.  Seeley  &  Son,  Elizabeth 

City,  N.  C.,  shipped  from  North 
Carolina  into  Maryland  nine  boxes 
each  containing  approximately  50 
pounds  of  evaporated  peaches;  four 
of  said  boxes  were  labeled  "Oro 
Brand  Peaches,  Packed  by  Cali¬ 

fornia  Fruit  Canners’  Association 
at  San  Jose,  Cal.,  and  five  of  said 
boxes  were  labeled  “Honey-Suckle 
Brand  Peaches.  Packed  by  Cali¬ 

fornia  Fruit  Canners’  Association 
at  San  Jose,  Cal.”  Samples  were 
examined  by  the  Bureau  of  Chem¬ 
istry,  United  States  Department  of 
Agriculture,  and  the  sample  from 
the  product  labeled  “Oro  Brand”* 
was  found  to  contain  two  live  bee¬ 
tles,  while  the  sample  taken  from 
the  product  bearing  the  other  label  , 
was  found  to  contain  20  live  and 
2  dead  beetles  and  8  live  worms. 
The  peaches  contained  in  both 
samples  were  covered  with  insect 
excreta  of  several  kinds  and  sugar 
mites,  and  with  numerous  yeasts. 

The  court  ordered  the  whole  ship¬ 
ment  destroyed. 

Judgment  No.  948 — Adulteration 
of  Prunes. 

On  or  about  December  8,  1910, 

C.  W.  Stevens  Co.,  Elizabeth  City, 

N.  C.,  shipped  from  North  Caro¬ 
lina  into  Maryland  nine  boxes  of 
prunes,  eight  of  which  were  labeled 
"St.  Clair  Brand  Santa  Clara 
Prunes.  Packed  by  Haven  &  Co., 
San  Jose,  Cal.,”  and  one  of  which 
wa»  labeled  "Cardinal  Brand  Fancy 
California  Prunes,”  each  of  the 
above  boxes  containing  about  25 
pounds.  A  representative  sample 
taken  from  the  various  boxes  was 
examined  and  the  product  was 
found  to  be  badly  worm-infested 
and  to  contain  a  large  amount  of 
worm  excreta,  in  addition  to  being 
shriveled. 

The  court  ordered  its  destruction. 

Judgment  No.  951 — Adulteration 

and  Misbranding  of  Coffee. 

On  or  about  February  18,  1910, 
the  Norton  &  Curd  Coffee  Co., 
Louisville,  Ky.,  shipped  from  Ken¬ 
tucky  into  Tennessee  a  quantity  of 
a  food  product  labeled:  (front  of 
package)  “Galt  House  Blend  Cof¬ 
fee.  Java  and  Mocha  blended  with 
other  choice  selected  private  es¬ 
tate  coffees.  Roasted  and  packed  by 
Norton  &  Curd  Coffee  Co.,  Inc. 
Importers,  Blenders,  Roasters  and 
Jobbers  of  high-grade  coffees, 
Louisville.  Ky.”  (Back  of  pack¬ 
age)  “Galt  House  Blend  Sincerity 
Coffees.  Fine  flavor,  delightful 
aroma.  A  blend  of  high-grade 
Java  and  Mocha,  Norton  &  Curd 
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Coffee  Co.,  Inc.,  Louisville.”  A 
ample  was  examined  and  the  pred¬ 
ict  was  found  to  be  a  blended  cof¬ 
ee  composed  of  one-half  washed 
daracaibo  and  one-half  Bourbon 
iantos,  containing  no  trace  of 
ither  Java  or  Mocha. 

The  packers  were  prosecuted, 
•lead  guilty  and  were  fined  $25. 


>urt  Says  Merchant  Who  Vio- 
ates  Bulk  Sales  Law  Can  be 
Arrested  Under  Fraudulent 
Debtors’  Attachment. 


nnsylvania  Case  Just  Decided  Rules 
kbove.  Retailer,  Owing  Unnotified 
Creditor,  Sold  Out,  but  Creditor 
trrests  Him  on  Fraudulent  Debtors’ 
Attachment  and  is  Upheld  by  Court. 

An  interesting  case  has  just 
en  tried  in  the  Pennsylvania 
urts,  illustrating  what  can  hap- 
n  to  the  merchant  who  violates 
e  bulk  sales  law,  that  is,  the  law 
licit  prohibits  the  sale  of  a 
ick  and  fixtures  in  bulk  with- 
t  first  notifying  the  creditors  of 
e  seller.  Similar  laws  are  now 
force  in  nearly  all  the  States. 
The  case  in  question  occurred 
Tioga  County,  Pa.  The  plain- 
fs  were  Siegel  Bros.,  wholesale 
alers,  and  the  defendant  was  a 
tailer  named  Kennedy.  It  ap¬ 


peared  that  Kennedy  owed  Siegel 
Bros.  $171.14  for  goods  they  had 
sold  him.  Without  warning  to 
them  he  sold  his  entire  stock  in 
trade  to  a  man  named  J.  E. 
Eberly,  of  Westfield,  Tioga 
County,  who  at  once  took  posses¬ 
sion  of  it.  When  Siegel  Bros, 
found  that  out  they  at  once  issued 
a  fraudulent  debtor’s  attachment 
against  Kennedy,  on  the  ground 
that  he  had  made  a  fraudulent 
disposition  of  his  property  for 
the  purpose  of  defeating  his 
creditors.  The  bulk  sales  law,  it 
will  be  remembered,  provides  that 
any  sale  of  stock  and  fixtures  in 
bulk  shall  be  considered  fraudu¬ 
lent  as  to  creditors  of  the  seller 
who  were  not  notified. 

The  count  refused  to  dissolve 
the  attachment,  as  asked  to  do  by 
Kennedy,  but  on  the  contrary 
held  that  fraudulent  debtor’s  at¬ 
tachment  was  the  proper  remedy. 
The  case  is  important  as  settling 
the  point  that  where  a  merchant 
violates  the  bulk  sales  law  by 
selling  stock  or  fixtures  in  a  lump 
without  notice  to  his  creditors,  he 
can  be  arrested  under  a  fraudu¬ 
lent  debtor’s  attachment. 


ennsylvania  Court  Says  Oleo  Can  be 
Yellow  and  Still  be  Legal 


riminal  Case  Against  Gimbels  and  Eastern  Provision  Co. 
Managers  for  Unlawfully  Selling  Oleo  Colored  in  Semblance 
of  Butter,  Results  in  Acquittal  of  Both  Defendants.  Jury 
Thought  Oleo  Sample  Didn’t  Look  Like  Butter. 


The  status  of  yellow  tinted  oleo 
Pennsylvania  ha£  apparently 
:en  settled,  at  least  partially,  by 
case  heard  during  the  week  in 
ie  Philadelphia  Criminal  Courts, 
he  defendants  were  E.  L.  Smy- 
:r,  manager  of  the  grocery  de- 
irtment  of  Gimbel  Brothers’  de- 
irtment  store,  and  R.  C.  Dot- 
)n,  manager  of  the  Eastern 
rovision  Co.  Both  had  been  ar- 
:sted  and  indicted  by  the  Grand 
try  on  the  charge  of  selling  oleo 
mlaining  color,  so  as  to  give  it 
ie  appearance  of  butter.  Under 
ie  Pennsylvania  oleo  law  this  is 
misdemeanor ;  the  law  provides 
lat  oleo  shall  not  be  sold,  with 
r  without  a  license,  if  it  has  been 
Mored  by  any  process  in  sem- 
lance  of  yellow  butter. 

For  se'veral  years  Gimbel  Bros., 
ie  Eastern  Provision  Co.  and 
-veral  other  dealers  in  Pennsyl¬ 


vania  have  been  selling  oleomar¬ 
garine  colored  yellow  not  by  col¬ 
oring  matter  but  by  one  of  the 
oils  which  it  contained.  This 
oleo  looked  much  like  butter,  but 
the  Dairy  and  Food  Department 
hesitated  to  prosecute  it,  on  the 
ground  that  the  Federal  Govern¬ 
ment  acknowledged  it  to  be  tech¬ 
nically  uucolorcd.  The  butter 
men  went  after  the  Department 
so  hard,  however,  that  they  fin¬ 
ally  brought  the  two  cases  against 
Smyser  and  Dotson.  It  was  put 
up  to  the  jury  to  say  whether  the 
samples  of  oleo  which  were 
brought  into  court  looked  like 
butter,  and  the  jury  thought  they 
did  not,  for  they  acquitted  both 
defendants. 

This  case  merely  establishes 
the  fact  that  oleomargarine  can 
be  somewhat  yellow  without  vio¬ 
lating  the  Pennsylvania  law. 


LAMP  CHIMNEYS 


R.  E. TONGUE  6  BROS.  CO.,  Inc. 

Allegheny  Ave.  Amber  St.,  PHILA.,  PA. 

Bell  Phone,  Kensington  2698  Keystone  Phone,  East  172 

Lamps,  Lamp  Chimneys,  Lamp  Goods,  Oil  Cans,  Lanterns, 
Gas  Mantles  and  Gas  Lights  of  All  Descriptions. 

ELECTRIC  PORTABI.lvH  SEM)  FOR  CATALOGUE. 

Glass-ware,  Crockery,  Fruit  Jars,  Jar  Rings,  Tumblers, 
Jardinieres  and  Earthenware. 


Mr.  Grocer  : 

It  is  now  time  to 
lay  in  your  (all  and 
winter  stock  o( 
lamp  chimneys  and 
before  placing  your 
order  elsewhere  we 
would  be  pleased  to 
quote  you  on  our 
"LUSTRE"  brand 
which  will  satisfy 
the  most  particular 
buyer.  We  carry  a 
large  stock  of  every 
shape  and  size  and 
all  arc  packed  in 
cushion  tubes 
wrapped  in  paper. 
Tlie  cut  shown  il¬ 
lustrates  a  package 
of  our  No.  2  Crimp 
top  packed  in  this 
manner  which  al¬ 
most  entirely  elimi¬ 
nates  breakage, 
and  does  away  with 
the  dirty  hay  and 
straw.  You  cannot 
appreciate  this  un¬ 
til  you  have  tried  a 
ew  cases, 
f 


SEND  FOR  OUR  ILLUSTRATED  CATALOGUES 


low  dobs  He  Hi  Price  of  Coffee  Hffeci  You? 

Now  is  the  time  Grocers  using  a 
ROYAL  Roaster  reap  the  advantage. 

They  can  continue  to  sell  coffee  at  the 
same  old  price  and  still  make  as  large  a 
profit  as  before.  With  the  other  fellow 
who  buys  his  coffee  roasted  it  is  differ¬ 
ent.  He  has  been  compelled  to  boost 
his  prices — losing  customers — and  even 
then  is  making  very  little,  if  any  profit. 

ROYAL  users  buy  their  coffee  green 
and  thus  save  all  middlemen’s  profits  and 
roast  it  fresh  as  wanted.  You  know  it’s 
better  fresh  roasted,  consequently  larger 
sales — bigger  profits. 

Individualize  your  Coffee  Department  OUR  No.  5  ROYAL  ROASTER 
with  YOUR  OWN  brands.  Build  up  your  own  coffee  trade.  A  ROYAL 

SYSTEM  will  increase  your  busi¬ 
ness  and  profits  quicker  than  any¬ 
thing  else  you  could  install. 

Get  our  complete  catalog  to¬ 
day.  ft  tells  all  about  the  ROYAL 
SYSTEM,  also  the  “free”  aid  of 
our  Service  Department — our  easy 
payment  plan,  etc.  Drop  us  a 
card.  We'll  gladly  send  it. 


TMeMDeerOT 

.168  WEST  STREET 

The  Only  Mill  That  CUTS  the  Coffee  HORNELL,  N.  Y.,  U.  S.  A. 
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Atlantic  City,  Nov.  io,  1911. 
Editor  “Science  of  Advertising.” 

Dear  Sir: — I  want  to  use  a  little 
series  of  advertisements  for  a  new 
tea  I  am  about  putting  out,  and  I 
have  made  several  efforts  to  write 
them  myself,  without  producing 
anything  that  satisfies  me.  I  would 
be  placed  under  obligation  to  you 
if  you  would  kindly  write  me  three 
small  advertisements  which  I  could 
use  for  this  tea.  It  is  a  good  grade 
of  Ceylon,  and  I  shall  sell  it  at  60 
cents  a  pound.  It  will  particularly 
suit  tea  drinkers  who  like  a  heavy 
bodied  drink.  If  you  can  help  me 
out  here  I  will  appreciate  it  very 
much. 

Yours  respectfully, 

R.  O.  W. 

These  ought  to  be  small  adver¬ 
tisements,  in  my  judgment.  There 
is  nothing  about  tea  to  make  it 
necessary  to  use  a  lot  of  matter  in 
describing  it — the  quality  and  the 
price  are  really  the  main  points. 
I  suggest  the  following,  which  are 
intended  for  a  space  not  over  six 
inches  single  column  : — 

No.  1. 

This 

Tea 

Will 

Warm 

Your 

Soul 


TT’S  new  with  us — our 
Plantation  Ceylon 

— just  about  the  smoothest, 
mellowest,  most  fragrant 
Tea  we’ve  ever  sold  you. 
One  cup  will  pick  you  up 
like  wine,  but  without  after 
effects. 


60  Cents  the  Pound 


No.  2. 

This 

Tea 

Gives 

You 

Something 
To  Go  On 


QUR  new  Plantation 
Ceylon.  A  heavier 
Tea  than  most  Chinas  and 
and  Japans — a  hot  cup 
of  it  is  a  mighty  comforter. 
Fragrant  as  a  rose  garden 
and  as  smooth  as  a  cordial. 


60  Cents  the  Pound 


No.  3. 

No 

Dish-water 

About 

This 

Tea 


rYUR  Plantation 
Ceylon — a  strong, 
heartening  hot  brew  of  the 
most  delightful  nectar  in 
the  shape  of  Tea  that 
we’ve  ever  sold  you.  It 
will  particularly  appeal  to 
people  who  like  Tea  and 
not  water. 


60  Cents  the  Pound 


Of  course,  getting  results  from 
advertising  is  always  problemati¬ 
cal,  but  I  should  expect  these 
advertisements,  if  circulated 
through  a  good  medium,  to  arouse 
some  inquiry.  A  campaign  like 
this,  however,  ought  to  get  a  good 
deal  of  help  from  the  store  itself. 
While  the  advertisements  are 
running  in  the  newspaper,  I 
should  cut  them  out,  paste  them 
on  small  squares  of  white  paper 
and  stick  them  on  the  glass  of  the 
front  window.  Use  your  marking 
brush  to  paint  a  plain  black  bor¬ 
der  around  them,  and  underneath 
put  something  like  “These  Ad¬ 
vertisements  Are  Now  Running 
in  - .” 

*  *  * 

The  window  should  be  full  of 
the  tea.  Above  the  display  there 
should  be  a  sign  something  like 
this : — 


This  is  the  Jfew  Tea 
We  Are  Advertising 


I  can’t  help  you  much  with  the 
window  display,  because  that  sort 
of  thing  isn’t  in  my  line.  You 
can  get  ideas  from  the  window 
dressing  department  of  this  paper. 
If  the  tea  is  in  packets  it  should 
be  easy  to  arrange  a  color  scheme 
to  harmonize  with  the  colors  of 
the  package.  At  least  one  pack¬ 
age  should  be  open,  and  if  you 
could  work  a  little  plan  of  putting 
a  teapot  in  the  window  and  run¬ 
ning  a  small  tube  to  it  where  it 
wouldn’t  be  seen,  through  which 
you  could  run  steam,  you  could 
get  a  striking  effect  that  should 
help  sell  goods.  I  suggest  again, 
however,  that  if  you  depend  on 
the  advertising  alone,  you'll  prob¬ 
ably  be  disappointed. 

*  *  * 

Please  let  me  have  more  matter 
for  criticism. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 


of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


Nearly  Ten  Thousand  Pood  and  Drag 
Samples  Examined  Under 
Federal  Law. 

The  inspection  force  of  the 
Bureau  of  Chemistry,  Depart¬ 
ment  of  Agriculture,  collected 
9,500  official  samples  of  foods  and 
drugs  during  the  past  fiscal  year, 
of  which  3,280  interstate  samples 
were  found  to  be  legal,  and  3,113 
misbranded  or  adulterated,  while 
503  check  analyses  were  made  to 
insure  that  correct  results  were 
obtained  before  recommending 
action  on  the  samples.  In  connec¬ 
tion  with  this  work  5,370  hearings 
were  held,  less  than  half  being  by 
correspondence.  There  were  96,- 
129  floor  inspections  made  of  im¬ 
ported  products,  of  which  over 
half  were  made  at  New  York.  A 
total  of  9,698  imported  foods  and 
drugs  were  analyzed  at  these 
ports,  of  which  number  3,085  were 
adjudged  adulterated  or  mis¬ 
branded  and  1,268  were  released  , 
without  prejudice  to  future  ship-  j 
ments.  The  miscellaneous  sam- 
pies  examined  at  the  branches 
affffre&ated  1,406,  making  a  total 
of  18,000  samples. 


Two  Local  Pennsylvania  Asso¬ 
ciations  Hustling  After 
Dead  Beats. 


Jersey  Shore  aftd  Ridgway,  the  Former 
a  New  Association,  Devise  Credit 
Systems.  How  Pottsville  Association 
Keeps  Its  Members  Together. 

Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

Erie,  Pa.,  Nov.  15,  1911. 
Charles  C.  Debenham  writes 
from  Jersey  Shore:  “We  have 
formed  a  new  association  of  62 
members  and  are  busy  getting  out 
a  rating  system.  We  will  come 
into  the  State  Association  about 
January  1st.” 

*  *  * 

Fred.  W.  McFarlin,  secretary 
of  the  Ridgway  Business  Men’s 
Exchange,  writes:  “Our  exchange 
is  now  in  active  working  order. 
All  of  the  members  are  very  much 
encouraged  over  the  success  at¬ 
tained  so  far.  The  first  list  of 
names  has  been  placed  in  my 
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In  England  a  Good  Grocer  is  Supposed  to 
be  Able  to  Answer  These  Questions 


Sample  Examination  Questions  Used  by  English  Institute  of 
Certificated  Grocers  in  Bookkeeping  and  Commercial 
Arithmetic.  All  Candidates  for  Diplomas  as  Graduated 
Grocers  Were  Required  to  Pass  These. 


ids.  The  credit  letters  sent  out 
the  members  have  brought  ex- 
lent  results.  I  am  satisfied  we 
ill  get  even  better  results  from 
;  letters  sent  out  of  this  office, 
e  have  now  a  membership  of  62 
:mbers,  with  prospects  of  70 
thin  the  next  few  months.” 

*  *  * 

Secretary  T.  E.  Hummel,  of  the 
ittsville  Merchants’  Associa- 
,n,  writes:  “Our  last  meeting 
ts  in  the  nature  of  a  smoker,  of 
lich  we  have  about  four  a  year, 
e  have  an  orchestra,  serve  a 
;e  lunch,  have  some  cigars  for 
e  boys  to  smoke  and  a  sort  of 
neral  old-time  experience  meet- 
gr.  We  find  that  it  brings  the 
embers  closer  together  and  gen- 
ally  gives  us  an  attendance  of 
out  100.  Matters  taken  up  at 
e  last  meeting  were  advertising 
its  various  forms,  progress  and 
embership  of  the  association, 
d  the  selling  in  a  retail  way  by 
rious  stores  on  Sundays.” 

A.  M.  Howes, 

Secretary  Pennsylvania  Retail 
Merchants’  Association. 


Florida  squash  are  worth  up  to 
.50;  demand  fair  only. 


This  journal  has  discussed  from 
time  to  time  the  plan  of  the  Eng¬ 
lish  Institute  of  Certificated  Gro¬ 
cers,  which  conducts  a  regular 
school  for  grocers  and  grocery 
clerks,  holds  periodical  examina¬ 
tions,  and  gives  graduates 
diplomas.  Several  months  ago  a 
list  of  sample  examination  ques¬ 
tions  was  obtained  and  published, 
and  aroused  great  interest  in  this 
country  at  the  time. 

During  the  past  week  a  copy  of 
another  later  set  of  examination 
questions  used  by  the  English  In¬ 
stitute  in  bookkeeping  and  com¬ 
mercial  arithmetic  has  been  ob¬ 
tained,  and  is  presented  below  as 
another  interesting  contribution  : 
to  the  literature  of  the  only  or¬ 
ganized  effort  which  is  being 
made,  so  far  as  this  journal 


knows,  to  raise  the  educational 
standard  of  the  retail  grocery 
business. 

The  questions  were  as  follows : 

BOOKKEEPING. 

3.  Open  all  necessary  books,  post 
the  following  transactions  and  bal¬ 
ance  the  accounts.  Analyze  your 
Cash  Book  Entries  as  you  think  de¬ 
sirable  : — 

Cash  at  bank,  January  1st,  £100; 
in  hand  same  date,  £10.  Jan.  4th, 
sold  goods  to  Mr.  B,rown,  £2; 
returned  empties  Huntley,  £3. 
Drew  for  personal  use,  £1.  Jan. 
10th.  Received  from  “customers” 
£25;  and  paid  into  hank.  Re¬ 
ceived  £3  bonus.  Jan.  15th.  Paid 
check  £20  to  Huntley  (owed  them 
£30  on  Jan.  1st).  Jan.  16th. 
Bought  goods  Travers,  £25;  paid 
check  Jan.  23d  and  took  discount  of 
S  per  cent.  Brown  returned  goods 
value  10  shillings.  Jan.  26.  Bought 
goods  for  cash  £2.  Paid  wages  in 
cash,  £3.  Jan  28th  Brown  paid 
balance  of  account  in  check,  which 
bank  returned  marked  “refer  to 
drawer.”  “Customers”  owed  £40 
on  Jan.  1st. 


COMMERCIAL  ARITHMETIC. 

1.  What  is  the  value  of  17  cwts., 

2  qrs.,  19  lbs.  at  67/6  per  cwt.? 
(Credit  will  be  given  for  a  short 
and  expeditious  method  of  work- 
ing.) 

2.  Make,  out  the  invoice,  deduct¬ 
ing  2)4  per  cent,  discount,  of  the 
following  transactions: — 

i)4  lbs.  tea  at  1/8,  7  lbs.  lump  su¬ 
gar  at  2)4d.,  2^4  lbs.  butter  at  i/3-> 
2 lbs.  cheese  at  8 'Ad.  per  lb., 

3  tins  apricots  at  6J4T,  3-lb.  jar 

strawberry  jam,  i/if4>  7  11)S-  mar" 
malade,  1/10G  (charge  jar  3d.), 
hearth  stones,  4d.  i)4  lbs.  sultanas 

at  6l4d.,  1  lb.  currants  at  4d.,  3  bars 
yellow  soap  at  8)4d.,  1  lb.  rice  at 
2)4d.  Allow  for  11  jam  jars,  al¬ 
ready  returned,  at  8d.  per  dozen. 

3.  What  is  the  simple  interest 
from  April  5th  to  September  16th, 
at  3)4  Per  cent,  per  annum  on 
£1.151  6s.  8d.? 

Note.— Although  definite  ques¬ 
tions  are  not  set  under  the  head¬ 
ing  of  “Knowledge  of  English,”  the 
candidate’s  attention  is  drawn  to  the 
fact  that  extra  marks  will  be 
awarded  for  correct  spelling,  punc¬ 
tuation,  composition  and  the  an¬ 
swering  in  clear  language  and  log¬ 
ical  order  the  questions  in  each  sec¬ 
tion.  Hand  writing  will  also  be  con¬ 
sidered. 


Florida  shippers  report  that 
new  beans  will  begin  to  come 
North  in  a  few  days.  They  quote 
$1.50  to  $2  per  one-third  barrel 
basket.  The  Virginia  beans  are 
still  coming,  and  range  from  $1  to 
$1.50,  but  there  are  no  young 
beans  among  them. 


KNOX  GELATINE  is  easy  to  sell  because  it’s  a  “big  moneyswortb  each  package  contains  two  envelopes 
of  gelatine— the  two  making  two  full  quarts  of  jelly.  And  it’s  well  advertised  ;  we  use  the  best  women’s 
publications  all  the  time  to  remind  your  customers  of  the  delicious  desserts  it  makes.  So  if  you  want  to 
PUSH  it,  you’ll  find  it  a  ready  seller  and  a  sure  repeater,  with  a  good,  big  profit  for  you  at  15c.  per  package. 


jfa°x  Gelatine  Sells  and 


CRARJLE8  B.  KNOX  CO. 

(JOHNSTOWN,  N.Y.  U.  S.  A 
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CXXIX. — The  Liability  of  Mercantile  Protective  Associations  for  False  Credit  Information. 

cidentally  circulated  by  way  of 
credit  reports,  which  prove  to  be 
untrue,  arc  not  privileged  and  can 


Baltimore,  Md.,  Nov.  13,  1911. 
Elton  J.  Buckley,  Esq. 

Dear  Sir : — In  reading  an  article 
written  by  you  on  “What  Trade 
Libel  Means  to  Business  Men,”  I 
noticed  one  statement  which  inter¬ 
ested  me  very  much.  You  say  that 
if  a  man  is  spoken  of  in  a  way 
as  to  injure  him  in  connection  with 
his  business,  he  can  sue  the  person 
doing  it  for  trade  libel,  and  you 
also  say  that  merchants’  protective 
associations  can  also  be  sued  if  they 
circulate  such  statements  about 
members’  or  non-members’  credit  or 
financial  standing.  This  will  be  ex¬ 
ceedingly  important  to  all  merchants’ 
and  manufacturers’  organizations 
who  maintain  a  credit  bureau  or 
collecting  plan,  and  I  am  sure  that 
those  who  read  your  articles  would 
be  greatly  interested  in  having  a 
little  morg  information  as  to  how 
far  they  can  safely  go  in  the  di¬ 
rection  of  circulating  reports  about 
other  people’s  standing. 

Respectfully  yours, 

Edw.  Moland. 

There  have  been  quite  a  num¬ 
ber  of  suits  against  mercantile 
protective  associations  for  circu 
lating  reports,  alleged  to  be  false, 
about  some  person’s  financial 
standing  or  general  undesirability 
as  a  customer.  Most  of  them,  I 
find,  have  been  brought  by  plain¬ 
tiffs  whom  some  protective  asso¬ 
ciation  listed  as  dead  beats,  thus 
cutting  off  their  credit.  I  find 
that  in  a  considerable  percentage 
of  these  cases  the  plaintiff  got 
damages,  on  the  ground  that  the 
association  was  an  illegal  combi¬ 
nation  formed  not  for  the  purpose 
of  disseminating  credit  informa¬ 
tion,  but  for  the  purpose  of  oper¬ 
ating  a  blackdist  to  compel  debtors 
to  pay  old  debts. 

Right  here  is  the  distinction  be¬ 
tween  what  is  legal  in  the  credit 
bureaus  of  protective  associations, 
and  what  is  illegal.  It  is  practi¬ 
cally  the  only  rule  which  such  or¬ 
ganizations  can  have.  If  the  bona 
fide  object  is  to  provide  credit  in¬ 
formation,  statements  which  are 
circulated  in  that  way  are  privi¬ 
leged,  and  are  not  libel  even  if 
untrue.  Always  provided  they 
were  made  in  good  faith. 

If  on  the  contrary  the  plan  is 
really  a  blacklist,  statements  in- 


be  sued  upon 

I  can  make  this  distinction 
plain  by  a  reference  to  two  cases. 
In  an  Ohio  case  a  number  of  re¬ 
tail  merchants  banded  themselves 
together  to  conduct  a  credit  bu¬ 
reau  and  give  each  other,  for  mu¬ 
tual  protection,  reports  on  the 
financial  standing  of  their  respec¬ 
tive  customers 

The  plan  was  very  simple. 
John  Jones  would  have  need  to 
know  something  about  the  lion 
esty  of  a  certain  present  or  pros¬ 
pective  customer.  He  would  sene 
in  the  customer’s  name  to  the 
secretary,  who  in  turn  would  sene' 
it  to  every  member.  If  any  of  the 
members  had  had  dealings  with 
him,  they  would  say  so  and  give 
his  opinion.  There  was  no  agree¬ 
ment  that  John  Jones  should  re¬ 
fuse  to  sell  persons  whose  reports 
were  bad,  or  who  owed  any  mem 
ber  money.  It  was  purely  and 
simply  a  bureau  for  the  dissemi 
nation  of  credit  information. 

One  day  a  prominent  citizen 
applied  for  credit  to  a  large  dry 
goods  house — a  member  of  the 
association.  The  latter,  not  being 
entirely  sure,  certified  the  name, 
as  usual,  to  the  association  and 
the  association  to  its  members. 
One  of  these  got  the  customer 
confused  with  an  entirely  differ¬ 
ent  person,  and  sent  in  a  very  bad 
report  of  him.  This  of  course 
went  direct  to  the  original  in¬ 
quirer  and  led  him  to  refuse  the 
credit  applied  for.  The  promi¬ 
nent  citizen  in  high  dudgeon  de¬ 
manded  to  know  why,  and  the 
dry  goods  dealer  somewhat  indis¬ 
creetly  told  him.  The  result  was 
an  immediate  suit  against  the  as¬ 
sociation  and  the  member  who 
had  sent  in  the  bad  report. 

In  this  case  the  court  held  that 
the  statement  was  privileged  and 


was  not  libelous  even  though 
wholly  untrue.  There  was  no  evi¬ 
dence  of  any  attempted  blacklist 
or  of  malice,  or  of  negligence; 
the  information)  was  asked  for  by 
a  person  who  had  a  good  reason 
to  want  it,  it  was  given  in  gooc 
faith,  in  the  regular  course  o 
business,  and  was  therefore  not 
libelous.  Of  course  here  the  vie 
tim  of  the  libel  was  not  damaged, 
because  the  mistake  revealed  it¬ 
self  and  the  dry  goods  man  was 
only  too  glad  to  open  an  account 
with  him. 

The  other  case  happened  in 
Pennsylvania,  and  was  brought 
against  an  association  of  whole¬ 
salers,  which  was  ostensibly 
formed,  like  the  other,  to  circulate 
credit  reports  about  the  members 
respective  customers.  There  was 
an  agreement,  however,  which 
was  rigidly  observed,  that  mem¬ 
bers  should  not  wait  for  requests 
for  credit  information,  but  should 
send  in  the  names  of  their  bad 
debtors  on  their  own  initiative 
The  secretary  was  to  circulate 
these  among  the  members,  who  all 
agreed  to  sell  to  nobody  of  whom  a 
bad  report  was  made  until  he  had 
paid  his  delinquent  debts.  This 
agreement  not  only  included  sell¬ 
ing  reported  persons  on  credit, 
but  selling  them  at  all.  As  the 
members  of  this  association  con¬ 
stituted  the  greater  part  of  the 
trade,  a  customer  blacklisted  was 
apt  to  find  his  supplies  completely 
cut  off. 

In  this  case,  as  in  the  other,  a 
mistake  arose.  One  member  cer¬ 
tified  a  customer  as  owing  him  a 
sum  which  he  actually  did  not 
owe.  The  result  was  that  the  al¬ 
leged  debtor,  whose  skirts  were 
perfectly  clear,  found  himself  un¬ 
able  to  buy  even  for  cash  of  90 
)er  cent,  of  the  best  concerns  in 
the  market. 

He  sued  and  was  given  heavy 
damages.  This  time  the  court 


held  that  the  statement  was  not 
privileged  because  the  real  object 
of  the  association  wras  to  blacklist 
bad  debtors  and  compel  them  to 
pay  their  debts.  The  circulating 
of  credit  information  was  merely 
incidental  to  the  main  illegal  pur¬ 
pose. 

As  in  all  other  civil  suits  for 
damages,  the  truth  is  a  complete 
defense.  If  the  statement  can  be 
proven  true,  that  ends  the  case.  J 
{Copyright,  November,  IQII,  by  - 


Elton  J.  Buckley.') 


Question:  “E.  B.,”  Pa. — A 
ganizes  a  manufacturing  corpora¬ 
tion,  attends  to  all  the  details 
gets  the  subscriptions  for 
shares,  subscribes  some  hi  no 
secures  location  and  help  for  run¬ 
ning  the  plant.  Directors  of  same 
corporation  promise  A  an  office. 
I  hat  far  the  corporation  did  not 
commence  to  build  and  intend  to 
postpone  building  without  ar¬ 
ranging  time.  A  had  expenses  for 
trips  and  others  and  is  on  the  job 
for  nine  months  without  having 
any  income  or  working  on  some¬ 
thing  else.  Now  the  question  is: 

1.  Is  A  entitled  to  any  wage' 
during  the  time  of  organizing? 

2.  If  not,  is  A  entitled  to  wages 
after  everything  is  ready  and  the 
directors  postpone  doing* anything 
and  A  has  been  elected  manager 
at  last  meeting? 

3.  What  expense  is  A  entitled 
to  charge? 


Answer. — All  this  depends  on 
what  A's  agreement  was  when  he 
started  in.  It  seems  clear  that  he 
cannot  hold  the  corporation  re¬ 
sponsible  for  his  work  and  ex¬ 
penses  before  the  charter  was  ob¬ 
tained,  because  the  corporation 
lad  no  existence  while  he  was 
doing  that  work  and  incurring 
that  expense.  Therefore,  unless 
the  corporation  assumed  the  debt 
after  it  got  its  charter,  he  cannot 
lold  it  responsible,  but  must  go 
against  the  individuals  who  told 
lim  to  go  ahead  and  form  the  cor- 
>oration.  If  he  had  an  arrange¬ 
ment  with  them  by  which  they 
were  to  pay  him  for  what  he  did. 
ie  can  collect  from  them  his 
egitimate  expenses  and  a  fair  sal¬ 
ary.  Or,  if  the  corporation  has 
specifically  assumed  the  debt,  he 
can  collect  it  from  the  corpora¬ 
tion. 

Any  work  done  by  A  for  the 
corporation,  after  it  got  its 
charter,  he  can  of  course  claim  to 
ie  paid  for,  provided  he  had  a  con¬ 
tract  with  the  corporation  to  that 
effect. 

Such  transactions  as  this  should 
never  be  entered  into  without 
being  clearly  defined  in  writing, 
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Jote. — Requests  for  informa- 
i  in  this  Department  should 
;ely  set  out  in  full  all  the  facts 
ring  on  the  case,  and  all  ques- 
is  should  be  carefully  framed 
avoid  misconstruction.  Write 
one  side  of  the  sheet  only. 
;ters  should  be  received  at  this 
ce  not  later  than  Tuesday  of 
h  week  to  ensure  an  answer 


in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un¬ 
less  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 


,Ve  would  be  pleased  to  have  for  publication  in  this  column  the  ideas  of  our  readers  upon  trade  topics 
in?  understood  that  we  do  not  hold  ourselves  responsible  for  any  views  expressed  therein  All  com- 
cations  must  be  accompanied  by  the  writer's  name  and  address  as  an  evidence  of  good  faith,  but  not 
isarily  for  publication.  All  inquiries  within  our  power  to  answer  will  also  te  noticed  in  this  department. 


Belated  Report  on  High  Prices 
and  the  Retail  Coffee  Trade. 

Vsheville,  N.  C.,  Nov.  io,  1911. 
the  Editor. 

Dear  Sir: — Replying  to  your 
[uiry  will  state  that  I  do  not 
dw  whether  or  not  my  custom- 
wish  to  pay  more  for  their 
fee,  or  that  the  high  prices 
re  caused  my  competitors  to 
:  their  quality,  or  both,  but  my 
es  of  roasted  coffee  have  ma- 
ially  increased. 

Respectfully, 

Clarence  Sawyer. 

*  *  * 

To  Label  Compound  Lard. 

Homer,  N.  Y.,  Nov.  13,  1911. 

1  the  Editor. 

Dear  Sir: — The  merchants  in 
s  vicinity  are  considerably  con- 
-ned  as  to  how  it  is  necessary  to 
>el  compound.  A  good  many  of 
have  a  stamp  as  follows : — 

H.  H.  NIXON, 

HOMER,  N.  Y. 

POUND 

COMPOUND 

Contains  Cotton  Seed  Oil 
Oleo,  Stearine,  or  Beef  Fat 

Is  this  necessary,  or  does  this 
1  the  requirements?  An  answer 
your  paper  will  be  appreciated. 
Yours  very  truly, 

H.  H.  Nixon. 

The  writer  assumes  that  what 
meant  here  is  compound  lard, 
that  is  so,  the  simple  use  of  the 
ord  ‘^compound”  as  you  have  it 
enough,  without  disclosing  the 
gredients.  The  reason  for  that 
that  the  word  “compound” 
akes  no  representations  what- 
fer  as  to  the  nature  of  the  in- 
•edients,  and  for  that  reason  no 


explanation  or  modification  is 
necessary.  Of  course  it  does  no 
harm  to  print  the  ingredients  on 
the  label  if  you  like.  The  label  as 
you  set  it  forth  fully  satisfies  the 
law,  if  the  statement  as  to  in¬ 
gredients  is  truthful. 

*  *  * 

Who  Makes  Packing  Machinery? 

Lebanon,  Pa.,  Nov.  10,  1911. 

To  the  Editor. 

Dear  Sir : — Can  you  give  me 
the  name  and  address  of  a  manu¬ 
facturer  who  is  putting  up  pack¬ 
ing  machinery  such  as  is  used  by 
the  jobbing  trade  to  pack  coffee, 
rice,  etc. 

Any  information  you  can  give 
us  will  be  gratefully  received. 
Yours  truly, 

Robt.  L.  Eby. 

This  journal  has  not  been  able 
to  obtain  this  information.  There 
are  only  a  few  concerns  in  this 
business  and  the  firms  who  use 
their  machines  seem  disinclined 
to  give  their  names.  Perhaps 
some  subscriber  knows. 

*  *  * 

Says  Cash  Jobber  is  Selling 
Consumers. 

Chadds  Ford,  Pa.,  Nov.  1,  1911. 
To  the  Editor. 

Dear  Sir: — What  the  country 
merchant  has  to  contend  with : — 

While  hauling  goods  from  the 
railroad  here  a  few  days  ago  I 
noticed  some  rice,  beans,  fish, 
etc.,  for  a  farmer  in  the  vicinity 
from  a  wholesale  cash  and  grocery 
house  in  Philadelphia. 

We  are  not  surprised  to  sec 
them  come  from  the  premium 
concerns,  but  was  from  this 
house ! 

The  “Stroller’s”  letter  in  last 
week’s  issue  prompts  me  to  write 
this. 

Yours  truly, 

H.  K.  Gallagher. 


SKIPPER  SARDINES 

A  GOOD  THING 

SKIPPER  SARDINES  are  the  fine*  Norwegian 
Sardines  that  come  to  this  country,  from  a  land 
that  packs  the  finest  Sardines  in  the  world.  Ten¬ 
der,  spicy  little  fish  in  pure  olive  oil  or  tomato 
sauce.  Your  customers  are  sure  to  like  them. 

There  has  never  been  a  Sardine  success  like 
SKIPPER  SARDINES;  why?  First,  because 
of  quality,  of  course,  but  second,  because  we 
guarantee  both  the  sale  and  your  profit. 

Anffus  Watson  «Ss  O o . 

IOLI  PROPRIETORS  “Skipper”  Sardines . 

IOII  Chestnut  8treet,  Philadelphia,  Pa. 

Briaeh  ef  Aif«i  WkSm  A  Ce.,  Newcwtle-apeB-Trae,  Eatlead 


Something  New  in 

WHEATENA 


A  new  packing  plan— twelve  packages 
packed  in  a  light  carton  and  three  of 
these  put  in  a  wooden  case. 

Reason — to  better  guard  the  safety  of 
each  package.  As  we  guarantee  every 
package  of  Wheatena  we  want  to  know 
as  near  as  we  can  that  each  package  gets 
to  you  exactly  as  it  leaves  us. 

Wheatena  is  made  of  the  tender 
hearts  of  selected  wheat.  It  is  a  remark¬ 
able  repeater. 


The  Wheatena  Co.,  “"J- 


Norway  Mackerel 

fANCY,  WHITE,  EAT  (1911)  EAEE  CAUCMT 

Quality  never  better.  Prices  moderate 

Ample  supplies  of  all  sizes — ones,  twos, 
threes,  and  the  popular  number  fours. 

Full  weight  and  count  guaranteed. 

Accept  no  substitutes,  insist  on  having 
Norways,  the  kind  you  have  always  handled. 

Order  from  your  jobber  to-day. 

C.  F.  Matllage  &  Sons 

335-337  Greenwich  St.,  New  York,  N.Y. 

—  ALSO  . . 

H.A.  N.  Daily,  n*  Bourse  Philad’a,  Pa. 
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Say,  I  can  hardly  wait  to  give 
you  this  one.  If  this  ain’t  a  peach 
of  a  scheme  I’ll  eat  my  crash 
pants ! 

Honest,  the  more  I  think  about 
it  the  bigger  it  gets.  And  the  best 
thing  about  it  is  that  any  grocer 
can  work  it. 

I  got  into  a  place  last  week  of 
about  20,000  people.  Good  busi¬ 
ness  town ;  mostly  people  with  a 
little  money  live  there.  Of  course 
there’s  some  of  the  other  kind, 
too,  but  take  it  altogether  it’s  a 
pretty  well-fixed  town. 

The  place  is  overrun  with  trad¬ 
ing  stamps  and  other  schemes  to 
beat  the  band.  They  used  to  have 
an  association  there,  and  while 
that  lived  they  kept  the  stamps 
out,  but  it  didn’t  last  long — one 
of  the  members  sold  some  goods 
to  a  woman  that  another  member 
said  was  his  customer,  or  some 
foolish  thing  like  that,  the  whole 
of  ’em  took  sides  and  before  they 
knew  it  their  association  was 
busted. 

Since  that  they’ve  all  been 
going  on  their  own  hooks,  each 
one  sweating  to  stick  the  hook 
into  somebody  else. 

“Well,  Charlie,  put  in  trading 
stamps  yet?”  I  asked  one  of  the 
best  grocers  in  the  place — regu¬ 
lar  customer  of  mine — last  week. 
The  reason  I  put  it  at  him  was 
that  we  had  a  little  bet  that  he’d 
have  to  do  it  sooner  or  later,  be¬ 
cause  nigh  all  his  competitors 
had.  He  swore  he  wouldn’t — he’d 
go  out  of  business  first. 

“Of  course  I  haven’t,”  he  said. 
“Didn’t  I  say  I  wouldn’t?” 

“All  right,  I  can  wait  a  little 
longer  for  you  to  pay  that  bet,” 

I  said.  “It’s  only  a  question  of 
time.  Trading  stamps  are  as 
plumb  catching  as  chickenpox.” 

“I’ve  struck  a  scheme  worth 
two  of  trading  stamps,”  he  said. 

“What  do  you  give  away?”  I 
asked. 


Here’s  a  Scheme  That  is  One. 

“Don’t  give  away  anything 
except  services,”  he  said.  “Didn’t 
know  I’d  gone  in  the  employment 
agency  business,  did  you?” 

I  knew  what  he  meant  in  a  min¬ 
ute — I’m  the  quickest  little  thing. 

“By  gad,  old  man !”  I  said,  “I 
know  what  you’ve  got  before  you 
tell  me !  I  always  knew  some¬ 
body  would  go  into  that  some 
time.” 

“Well,  it’s  a  great  thing,”  he 
said.  “Beats  anything  I  ever 
tried  before.” 

And  then  he  told  me  how  he 
worked  it. 

“I  had  the  possibilities  of  this 
thing  shown  to  me  about  nine 
months  ago,”  he  said.  “You 
know  we  have  two  men  going 
out  for  orders,  and  they  get  to 
know  the  servants  and  know 
pretty  much  how  things  are 
going.  If  the  cook’s  going  to 
leave  or  the  chambermaid’s  been 
fired,  a  man  who  goes  to  the 
house  every  day  is  pretty  sure  to 
get  to  know  it.  One  day  after 
both  of  our  boys  had  come  back 
from  their  routes  I  heard  them 
talking  together.  One  said  that 
one  of  his  customers  had  just  lost 
their  cook — father  died  or  some¬ 
thing  and  she  had  to  go  South. 
The  other  said  one  of  his  had 
asked  him  to  place  her  cook,  as 
an  old  girl  she  had  had  before  was 
coming  back.  ‘Why,’  I  said,  ‘we’ll 
get  the  two  together  and  do  them 
both  a  good  turn.  So  I  called 
them  up  and  fixed  the  place  for 
the  cook  that  wanted  one.’ 

“Both  of  those  ladies  were  as 
pleased  as  punch  about  it,  and  I 
saw  right  away  that  I  had  made 
myself  very  strong  with  them. 
That  opened  my  eyes,  and  I  went 
and  had  a  card  printed.” 

“Let  me  see  it — let  me  see  it!” 

I  said,  “this  scheme  interests  me  a 
heap !” 

He  dug  into  his  desk  and  got 
one  of  ’em.  Here  it  is : — 


TO  MY  CUSTOMERS. 

As  you  know,  we  employ  two  so¬ 
licitors,  who  call  at  your  homes 
each  morning  for  the  regular  gro¬ 
cery  orders.  These  young  men  fre¬ 
quently  hear  of  servants  who  for 
some  reason  desire  places,  and  they 
have  been  able  in  some  cases  to 
supply  good  servants  to  other  fam¬ 
ilies  needing  them.  It  occurred  to 
us  that  this  might  be  made  a  great 
convenience  to  our  customers,  and 
we  shall  be  glad  to  do  everything  in 
this  line  which  we  can. 

If  in  need  of  servants,  ask  the  so¬ 
licitor  who  calls  at  your  house  reg¬ 
ularly.  He  may  be  able  to  help  you. 

“I  sent  this  to  every  customer 
on  my  books,  and  maybe  it  didn’t 
work !  The  second  day  after  it 
went  out  my  boys  had  six  calls 
for  servants.  I  had  told  them  to 
watch  out,  but  they  only  found 
one  girl  who  wanted  a  place,  so  I 
saw  right  away  where  the  thing 
would  fall  down — I  had  to  get  a 
bigger  supply.  So  I  started  to  ad¬ 
vertise  in  the  daily  papers — blind 
ads.,  you  know — and  inside  of  a 
couple  of  weeks  I  had  a  big  list. 
The  first  month  I  found  cooks  or 
chambermaids  or  girls  for  general 
housework  for  four  customers. 
Good  girls,  too — no  slobs — they’re 
all  in  the  places  yet.  And  since 
that  I  don’t  know  how  many  there 
have  been — more  all  the  time.” 

“What  I  want  to  know  is,  what 
efifect  it  has  on  business,”  I 
said. 

“Fine,”  he  answered.  “It  not 
only  keeps  all  the  trade  we  have, 
but  every  once  in  a  while  we  pick¬ 
up  a  new  customer  through  it. 
For  instance,  I’ve  had  women 
come  in  who  didn’t  trade  here  at 
all.  Some  of  their  friends  had 
told  them  of  girls  they’d  gotten 
through  us.  They  wanted  me  to 
do  the  same  for  them,  but  I  al¬ 
ways  told  them  it  was  simply  a 
little  plan  that  we  used  for  our 
own  customers  only.  Sometimes 
they’d  sniff  and  go  out,  and  some¬ 
times  they’d  open  an  account. 
Oh,  there’s  no  doubt  it  pays.  I've 
proved  that  over  and  over  again.” 


“Suppose  a  cook  comes  to  one 
of  your  men  and  says  she  don’t 
like  her  job  and  wants  you  to  get 
her  another.  What  do  you  do?” 
I  asked. 

“\\  e  tell  her  we  can’t  do  any¬ 
thing  unless  her  employer  knows 
about  it,  and  tells  us  to  go  ahead. 
I  know  what  you’re  driving  at — 
we  aren't  getting  into  any  holes 
like  that,  believe  me.” 

“It’s  a  great  scheme,”  I  said. 
“y°u  get  the  customer  sewed  up 
with  you,  and  you  get  her  cook — 
that  you  got  the  place  for — sewed 
up  too.  Do  you  charge  anybody 
anything?” 

“Not  a  cent,”  he  said,  “whole 
thing’s  absolutely  free.” 

“Well,  I  said,  “you  may  not  be¬ 
lieve  it,  but  I’ve  had  that  scheme 
in  my  mind  for  years.  I  don’t 
know  why  I  never  gave  it  to  any¬ 
body.  I  can  see  why  you  ain't 
afraid  of  trading  stamps — when 
you  get  a  woman  a  hired  girl 
you’re  doing  something  for  her  in 
a  very  tender  place — she’ll  stick 
by  you  in  spite  of  the  poor  qual¬ 
ity  of  your  goods.” 

Ain’t  it  the  great  idea?  Go 
ahead  and  use  it,  if  you  want  to — 
all  you  fellows.  Just  like  all  the 
other  peachy  stunts  I’ve  handed 
you,  there  ain’t  any  charge.  Of 
course  if  you  won’t  be  happy  un¬ 
less  you  send  me  in  a  check,  I 
know  a  saloon  where  I  can  get 
'em  cashed. 

The  Stroller. 


General  Store  Failures  Increase 
in  October. 


And  the  Liabilities  Increased  in  Even 
Greater  Proportion.  Grocery  Failures 
Decrease. 


A  contradictor)-  condition  as  to 
grocery  and  general  store  failures 
is  again  shown  by  the  official  re¬ 
port  for  the  month  of  October, 
which  is  just  received.  The  fig¬ 
ures  are  as  follows: — 

General  Store  Failures. — Oc¬ 
tober,  1911,  107;  liabilities. 

$1,019,889;  October,  1910,  94:  lia¬ 
bilities.  $497,714. 

Grocery  Failures. — O  c  t  o  b  e  r, 
1911.  195  ;  liabilities,  $793,945  ;  Oc¬ 
tober,  1910,  209:  liabilities,  $657,- 
097. 

A  notable  feature  of  this  report 
is  that  the  increase  in  the  liabili¬ 
ties  of  general  store  failures  was 
proportionately  very  much  great¬ 
er  than  the  increase  in  the  num¬ 
ber  of  failures. 
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Selling  Talks  With  Clerks 


BY  ▲  MAN  WHO  HAS  BEEN  ONE 


Conducted  by  W.  E.  Sweknky,  Manager  for  L.  Lehman  *  Co.’a 
Department  Food  Stores,  Trenton,  N.  J. 


The  Family  Spirit.— Just  because 
ju  work  at  a  big  city  store  is  no  ; 
•ason  for  not  cultivating  the  fam-  ; 
y  spirit  with  the  trade. 

In  towns  of  5,000  or  so  the  boys 
:iow  every  customer  by  name;  ; 
low  the  names  of  their  boys  and 
iris ;  know  when  they  should 
•der  flour ;  know  about  when  the 
)ffee  is  out  and  can  tell  when  she 
ips  up  on  the  butter  and  egg 
:der.  . 

That’s  carrying  out  the  family 
)irit. 

That’s  the  “tie  that  binds”  if 
du’11  permit  the  application, 
ou  may  smile  and  say  that  that 
on’t  work  in  a  swell  store.  In- 
eed  it  will. 

It  so  happens  that  human  na¬ 
me  is  the  same  the  world  over. 

*  *  * 

Parchment  Paper. — A  clerk  was 
;en  wrapping  up  2  pounds  of 
ird  the  other  day  in  gray  paper. 
Horrors  !”  The  6x9  parchment 
aper  was  right  beside  him:  to 
lace  on  top  of  the  goods.  Maybe 
:  was  want  of  proper  training 
aused  him  to  do  this,  but  mani- 
;stly  it  was  want  of  common 
ense. 

*  *  * 

Boiled  Ham  Bungling. — When 
ou’ve  sliced  your  pound  boiled 
iam  don’t  grab  it.  It’s  a  clumsy 
ooking  act.  It  affects  the  appe- 
ite  and  reflects  on  your  sense  of 
licety  no  matter  how  clean  your 
lands  may  be. 

Slip  the  knife  under  the  meat 
tncl  land  it  on  the  paper. 

*  *  * 

Selling  Steaks.— Where  the  plat¬ 
er  system  is  in  force  the  salesman 
should  invariably  show  his  steaks 
'if  they  want  to  be  held  up)  in 
Inger  and  thumb  with  the  scale 
Daper  in  the  left  hand. 

Where  neatness  is  not  enforced 
die  clerk  will  spread  the  steak  out 
3n  both  hands. 

This  is  all  wrong. 

And  dear  knows  how  many  sen¬ 
sitive  people  such  crude  work  has 
driven  from  the  store. 


Here’s  a  Good  Thought. — Suppose 
a  certain  coffee  is  advertised  and 
your  firm  doesn’t  decide  at  once 
to  put  it  in  stock.  Find  out  the 
characteristics  of  that  coffee  and 
as  nearly  as  possible  match  it 
with  one  of  your  own  when  the 
advertised  article  is  called  for. 

Let  me  make  this  clear.  I  don’t 
mean  that  there  should  be  any 
substitute  business,  but  rather  a 
knowledge  of  the  similarity  of  the 
coffee  called  for  and  the  one  you 
have  to  sell.  All  good  merchants 
realize  the  importance  of  falling 
in  line  with  a  live  advertsing  spe¬ 
cialty  campaign.  Yet  many,  for 
some  illogical  reason,  fail  to  place 
this  specialty  in  stock.  Coffee  is 
only  used  as  an  illustration. 

No  matter  what  the  article  may 
be,  first-class  salesmen  should 
know  its  real  worth. 

*  *  * 

Hold  Up  That  Jar  Honey  and  tell 
her  that  it’s  pure  honey  and  that 
people  are  buying  more  strained 
honey  than  they  ever  did  (which 
is  true  in  the  Jersey  section  at 
least),  that  it’s  the  thing  for  grid¬ 
dle  cakes  and  liked  better  on 
bread  than  butter  where  the 
young  ones  are  concerned.  And 
butter  nowadays  is  a  luxury. 

Just  saying  “Do  you  want  a 
jar  of  honey  to-day”  isn’t  saying 
enough. 

You  must  appeal  to  palate  and 
purse. 

*  *  * 

If  Your  Folks  Like  the  Buckwheat 
Taste  Buy  This. — That’s  the  feature 
of  this  preparation.  It’s  old-fash¬ 
ioned  in  a  way.  It  hasn’t  a  corn 
taste  nor  a  rice  taste  like  the  new¬ 
fangled  things  they  make  griddle 
cakes  of. 

I  merely  mention  this,  madam, 
so  you  may  know  what  to  call  for 
when  buckwheat  is  demanded  by 
the  family. 

Cranberries  are  high  and  some 
holders  say  they  will  go  higher. 
The  best  Cape  Cods  are  worth  $9 
;  per  barrel,  and  the  demand  is 
fair. 


JvfEBRELL 


How  much  do  you 
suppose  it  costs  you  to 
sell  a  brand  of  mince 
meat  you  have  to  stand 
and  talk  about  and  coax 
a  woman  to  buy? 
What’ s  the  use  ? 

All  you  have  to  do  is 
show  Merrell-Soule 
None  Such  Mince  Meat 
and  its  reputation  sells 
it.  Women  have  known 
its  Purity  and  Quality 
since  1884. 


Merrell  Soule 
None  Such 
Mince  Meat 


Merrell  Soule 
None  such 
Mincemeat 


Merrell-Soule  Co 

SYRACUSE,  N.  Y. 


"Arrested  and  Fined" 

Gurnse  butter  safeguards  you  against  every  chance  of 
getting  into  trouble  over  butter. 

First,  by  always  giving  satisfaction  it  prevents  trouble 
with  your  customers. 

Second,  it  prevents  legal  troubles.  If  you  sell  butter 
containing  too  much  water,  you  may  be  arrested  and  fined.  If 
you  sell  what  is  known  as  renovated  butter  for  dairy  or  cream¬ 
ery,  you  may  meet  the  same  fate. 

How  can  you  tell  whether  the  butter  you  buy  contains  too 
much  water  or  is  renovated  ?  You  can’t;  that’s  why  you’re 
never  quite  sure  where  you  are. 

But  you’re  sure  if  you  sell  Gurnse,  for  it’s  a  gilt-edged, 
uniform  dairy  butter  of  the  finest  grade.  Nobody  gives  any 
guarantee  for  butter  that  we  don’t  give  with  Gurnse. 

Packed  in  20.30.  and  50-pound  boxes  — pounds  and  ball  pounds  — 43  cents. 

Prices  subject  to  market  changes. 

PC  DDAI1/M  r  rf\  39-«.«  SOUTH  FRONT  STREET 
•  r.  DKUwVN  %J  Cl/.  PHILADELPHIA,  PA. 
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THE  GROCERY  MARKETS 


Tea. 

The  tea  market  is  somewhat 
quieter,  the  flush  of  the  large 
business  being  over.  There  is 
good  every-day  demand,  how 
ever,  and  will  probably  continue 
to  be  for  some  months  to  come 
Prices  show  no  change  for  the 
week,  everything  being  steady  to 
firm. 

Coffee.  « 

The  coffee  market  is  weaker 
Although  most  holders  persist 
that  the  undertone  is  still  as 
strong  as  ever,  the  bear  specu 
lative  element  have  been  able  to 
depress  prices  at  least  cent  per 
pound.  This  applies  not  only  to 
all  grades  of  Rk>  and  Santos,  but 

The  de 


to  all  grades  of  milds. 


mand  for  coffee  is  feeling  the 


effect  of  the  high  prices  and  the 
general  resentment  over  what  is 
supposed  to  be  a  trust,  and  the 
market  is  very  dull.  Mocha  is  de¬ 
cidedly  scarce,  and  some  holders 
have  advanced  prices  34  cent  din¬ 
ing  the  week.  Java  unchanged 
and  quiet. 

Sugar. 

The  sugar  market  has  shown 
considerable  uncertainty  during 
the  week.  Raws  showed  a  slight 
further  decline  early  in  the  week, 
but  later  the  official  crop  esti¬ 
mates  were  reduced,  and  in  con 
sequence  the  market  stiffened 
again.  Refined,  however,  has 
dropped  another  ten  points  dur¬ 
ing  the  week,  and  probably  would 
have  dropped  further  in  a  day  or 
two  if  it  hadn’t  been  for  the  re¬ 
duced  crop  estimates.  The  de¬ 
mand  for  sugar  is  quiet. 

Syrup  and  Molasses. 

Glucose  declined  ten  points 
during  the  week,  not  for  any  mar¬ 
ket  reason  that  anybody  could 
see.  Compound  syrup  went  off  I 
cent  per  galon  at  the  same  time. 
Sugar  syrup  and  molasses  are 
both  unchanged  in  price  and 
quiet. 

Fish. 

Mackerel  continues  firm  and 
in  fair  demand,  no  material 
change  having  occurred  during 
the  week.  Cod,  hake  and  had¬ 
dock  are  unchanged  and  steady, 
the  demand  being  fair.  Domes- 


is  about  over,  and  is  said  to  show 
a  shortage.  The  demand  is  fair, 
but  prices  show  no  change  for  the 
week.  Imported  sardines  are  in 
light  supply,  but  indifferent  de¬ 
mand.  Salmon  on  spot  shows  no 


change,  but  a  fair  demand  con¬ 


sidering  the  high  prices.  Orders 
for  1912  salmon,  subject  to  ap¬ 
proval  of  price,  are  now  being 
taken. 


Canned  Goods. 

Tomatoes  are  nominally  un 
changed,  but  here  and  there  a 
holder  is  appearing  who  will 
shade  the  market  probably  234 
cents.  Great  interest  is  mani¬ 
fested  in  the  forthcoming  figures 
covering  the  1911  pack.  The  de¬ 
mand  for  tomatoes  is  very  limp. 
Corn  is  fairly  steady  and  in 
moderate  demand.  Peas  still  very 
high  and  fairly  active.  Pea  seed 
is  costing  about  twice  the  usual 
price,  which  will  surely  affect 
next  year’s  pack.  Apples  show 
no  change,  but  the  situation  is 
steadier  than  it  was  expected  to 
be,  as  the  pack  appears  to  be 
about  over.  California  canned 
goods  and  small  staple  goods 


Butter. 

There  is  an  exceptionally  active 
demand  for  all  grades  of  butter 
both  print  and  solid  packed  anc 
fresh  and  storage.  The  market 
is  firm  at  about  the  same  prices  as 
a  week  ago.  The  make,  however 
is  lighter  than  usual,  and  the  de 
mand  exceptionally  good,  con 
sidering  the  extreme  prices.  No 
relief  seems  in  sight,  and  the  mar 
ket  will  likely  remain  firm  unti 
the  production  increases,  which  it 
will  not  do  until  early  in  next 
year. 

Eggs. 

There  is  an  active  demand  for 
fresh  eggs,  and  the  receipts  clean 
up  each  day  upon  arrival.  The 
market  is  firm  at  an  average  ad 
vance  of  2  cents  over  a  week  ago 
The  receipts  continue  extremely 
light.  Storage  eggs  are  in  fair 
demand,  with  the  best  grades  sell¬ 
ing  at  1  to  2  cents  per  dozen  ad 
vance.  The  production  will  prob¬ 
ably  increase  in  the  near  future 
and  the  market  will  likely  remain 
firm  and  high  for  some  time. 


show  no  change. 


Dried  Fruits. 

Prunes  show  no  change  for  the 
week,  but  an  occasional  holder 
will  shade  the  market.  The  de 
mand  is  light.  Peaches  are  about 
34  cent  easier,  but  in  light  de¬ 
mand.  Apricots  are  also  easier, 
:>ut  the  decline  has  not  helped  the 
demand,  which  is  light.  Raisins 
are  not  overly  strong  and  are  rul¬ 
ing  on  a  comparatively  low  basis. 
The  demand  is  no  more  than 
moderate.  Currants  are  un¬ 
changed  and  quiet.  Other  dried 
ruits  unchanged  and  quiet. 


Beans  and  Peas. 

Domestic  pea  beans  are  about 
5  cents  cheaper,  and  now  rule  in 
a  large  way  at  $2.50  per  bushel. 
Domestic  marrows  show  the  same 
decline,  and  are  dull.  California 
imas  have  taken  a  sharp  advance 
during  the  week,  aggregating  34 
cent,  though  some  second  hands 
lolders  who  bought  cheap  are  un- 
oading  at  a  shade  under  the  full 
market.  Green  and  Scotch  peas 


tic  sardines  are  firm,  as  the  pack  |  are  unchanged  and  dull. 


Cheese. 

There  is  a  seasonable  demanc 
for  cheese.  The  factories  are 
about  closed  for  the  year,  anc 
stocks  in  storage  are  lighter  than 
a  year  ago.  The  market  is  healthy 
and  no  change  is  looked  for  in  the 
near  future. 


Provisions. 

The  demand  for  everything  in 
smoked  meats  is  only  fair,  and  the 
market  is  steady  and  unchanged. 
If  the  demand  continues  dull 
decline  can  be  looked  for  soon. 
Both  pure  and  compound  lard  are 
firm  and  in  fair  demand.  Barrel 
pork,  canned  meats  and  dried 
beef  are  steady,  unchanged  and  in 
moderate  demand,  except  that 
some  holders  have  advanced 
canned  meats  about  5  per  cent. 


INDIVIDUAL  MARKET  REPORTS. 


INDIVIDUAL  MARKET  REPORTS. 


Standard  Canned  Goods. 

Both  packers  and  jobbers  ap¬ 
pear  to  be  much  more  interested 
than  usual  in  the  official  statistics 
of  the  pack  of  tomatoes  in  the 
United  States  this  season,  judg¬ 
ing  by  the  numerous  inquiries  re¬ 
ceived  for  information  concerning 
them.  Those  statistics  are  com¬ 


piled  exclusively  by  the  National 
Canners’  Association,  and  th^J 
cover  the  output  of  corn  and  peas. 


as  well  as  tomatoes.  It  is  ex¬ 


pected  that  the  report  will  be  pub 
lished  in  the  latter  part  of  th" 
month.  In  1910  the  total  pad 
was  around  8,500,000  cases,  an 
there  was  a  good-sized  quanti 
carried  over  from  the  previou 
year.  The  average  pack  in  t 
three  years  preceding  1910  was 
around  10,500,000  cases.  The 
was  practically  no  carry-over 
from  last  year,  so  that  this  seas 
opened  with  bare  floors,  or  near! 
so.  It  is  believed  that  the  t 
pack  this  season  was  much  be 
low  the  average  of  the  three  sea¬ 
sons  prior  to  1910,  and  some  well- 
posted  men  in  the  business  clai 
that  the  statistics  will  show  th 
it  was  less  than  last  year’s  pack 
Assuming  that  it  will  prove  to  be 
equal  to  the  average  output  of  the 
last  four  years,  tomatoes  is  safe 
property  to  own  at  to-day’s  cost, 
and  increasingly  safe  as  the  qu 
tity  falls  below  the  above  average 

There  were  no  developments 
more  than  ordinary  interest  in  t 
tomato  market  last  week.  There 
was  the  same  character  of  buying 
as  before,  and  the  goods  were 
scattered  over  the  same  territory. 
The  holders  of  them  are  very  firm 
in  their  views  as  to  the  trend  of 
the  market  prices  during  the  win¬ 
ter  months  and  next  spring. 
Consequently  it  is  difficult  to  ob¬ 
tain  any  concessions  as  to  prices 
for  the  additional  reason  that  the 
canners  are  able  to  carry  the 
small  stocks  they  have  left  un¬ 
sold.  String  beans  was  perhaps 
the  strongest  article  last  week  in 
the  line  of  vegetables.  All  the 
white  wax  beans  have  been  sold 
out,  or  nearly  so,  and  the  green 
string  beans  show  a  shade  higher 
trices.  The  comparative  scarcity 
)f  standard  green  lima  beans  has 
ieen  noted  in  our  previous  letters. 
Doth  the  large  size  pole  beans  and 
the  small  bush  beans.  Sweet  po¬ 
tatoes  and  spinach  continue  to  be 
strong  and  fairly  active  at  the  ad¬ 
vanced  prices,  and  they  look  good 
or  th e  winter  trade.  Some  good 
trades  in  corn  were  offered  and 
Dromptly  taken  during  last  week, 
and  peas  moved  out  in  small  lots, 
including  all  grades.  Remarkably 
active  season  for  soaked  peas,  and 
they  are  still  in  demand.  For 
>aked  beans,  kraut,  etc.,  there  is 
the  usual  daily  demand  in  small 
ots. 


Apples  continue  to  be  the- most 
active  article  in  the  line  of  fruits, 
and  the  lower  range  of  prices  is 
attracting  many  orders  for  them, 
-’ears  are  next  in  point  of  activ¬ 
ity,  and  the  prices  for  them  hold 
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•m.  Some  very  fancy  quality 
:ars  packed  in  heavy  syrup  look 
tractive.  The  highest  grades  of 
neapples,  both  sliced  and  grated, 
e  very  scarce  here,  especially 
e  finest  quality  sliced,  and  the 
ocks  of  all  the  other  grades  are  a 
igligible  quantity.  In  the  other 
les  of  fruits  the  orders  are  for 
aall  lots  at  the  going  prices,  and 
ey  are  held  firmly  because  of 
e  light  stocks  here. 

Cove  oysters  are  firm  and  fairly 
tive.  They  are  costing  more  to 
,ck  than  was  expected  and  a 
Id,  freezing  spell  of  weather 
mid  cause  the  prices  to  advance. 
We  report  the  market  in  detail 
follows : — 

Remarkable  scarcity  of  No.  io 
matoes  in  this  city,  and  the  can- 
rs  here  are  filling  their  orders 
■  shipping  from  country  factor- 
>.  No.  2  standards  are  more 
)sely  sold  up  in  Baltimore  than 
ual  for  this  time  in  the  year, 
msequently  the  market  here  is 
rticularly  strong  for  those  two 
:es,  though  the  prices  were  no 
2fher  last  week.  It  is  not  ex- 
cted  that  there  will  be  a  famine 
No.  3  tomatoes  before  the  next 
nning  season  rolls  around, 
ither  will  there  be  a  surplus  to 
rry  into  the  following  season, 
ivelopments  in  matters  pertain- 
y  to  the  canning  of  tomatoes, 
w  pending  in  Washington,  will 
use  a  much  higher  cost  to  pack 
em  next  season  if  the  law  is 
forced,  and  it  will  likely  be 
fidly  enforced.  It  looks  safe  to 
y  tomatoes. 

Thos.  J.  Meehan  &  Co. 
Baltimore,  Md. 

Imported  Fish  Specialties. 

Holland  herrings  are  in  some- 
lat  better  demand  and  prices 
re  are  below  Holland  parity, 
le  catch  is  far  ..behind  last  sea- 
n  and  our  shippers  in  Holland 
vise  that  in  their  opinion  this 
a  good  time  to  buy  and  lay 
a  stock  for  the  rest  of  the 
ason. 

Scotch  herrings  continue  to 
11  in  a  good  hand  to  mouth  way, 
rticularly  large  fulls,  which  gre 
ther  scarce.  Prices  are  un- 
anged  and  firm. 

Norway  Mackerel. — The  mar- 
t  is  rather  quiet,  and  buyers 
e  unwiling  to  buy  at  present 
king  prices.  Whether  holders 
.11  be  in  a  position  to  maintain 
e  present  quotations  will  en- 
ely  depend  upon  the  demand 
ithin  the  .next  three  or  four 
:eks. 

Irish  mackerel  are  rather  quiet, 
id  while  quotations  in  Ireland 
.ve  been  boosted,  good  lots  can 
:  secured  here  at  less  than  im- 
>rt  quotations.  Last  week’s 
lipments  of  Irish  mackerel 
nounted  to  2,825  barrels,  bring- 
g  the  total  of  autumn  shipped 
ackerel  to  date  to  13,193  bar- 
ls. 

Imported  Oil  Sardines. — There 
still  some  little  fishing  going 


on  in  France,  but  the  quantity 
taken  is  hardly  worth  talking 
about  and  will  absolutely  not  af¬ 
fect  the  situation,  which  is  sim¬ 
ply  desperate.  There  are  no 
French  sardines  to  be  had  and 
there  will  be  none  until  the  next 
catch  begins  again. 

There  is  just  a  little  fishing  of 
sprats  going  on  in  France,  but 
takes  are  insignificant  and  prices 
enormous.  Elsewhere  no  sprats 
have  been  caught  yet  and  are 
not  likely  to  be  caught  before  the 
end  of  the  year. 

In  Norway  fishing  is  most  ex¬ 
traordinary  this  season.  The 
price  of  the  fresh  fish  is  higher 
than  it  has  ever  been  before,  the 
catch  of  summer  fish  has  been 
much  smaller  than  anticipated 
and  there  is  quite  a  scarcity  of 
summer  fish,  in  fact,  packers 
have  been  unable  to  fill  their  or¬ 
ders.  The  winter  pack  is  limited 
to  just  a  very  few  months  now, 
and  consequently  no  large  quan¬ 
tities  can  be  packed.  Prices  in 
Norway  have  advanced  very 
materially  for  smoked  sardines 
and,  in  our  opinion,  we  will  cer¬ 
tainly  see  higher  prices  for  Nor¬ 
way  sardines  this  season.  Pack¬ 
ers  claim  that  they  are  obliged 
to  ask  for  more  money  because 
they  had  to  pay  so  much  more 
for  olive  oil,  which  is  a  fact.  Of 
course,  olive  oil  is  likely  to  be 
cheaper  next  spring,  and  this 
ought  to  have  some  effect  on 
next  season’s  prices  for  Norway 
sardines,  but  this  is  still  a  year 
ahead.  The  demand  for  Norway 
sardines  continues  excellent. 

In  Portugal  there  is  no  catch 
of  small  and  suitable  fish  for  the 
American  market  at  the  present 
time.  Demand  for  Portuguese 
sardines  continues  excellent,  par¬ 
ticularly,  of  course,  for  well- 
known  brands. 

Strohmeyer  &  Arpe  Co. 

New  York. 

Spices. 

The  market  is  quite  active — 
trading  has  been  most  satisfac¬ 
tory  during  the  past  week. 
Stocks  in  the  hands  of  the  sellers 
are  reported  very  small. 

Pepper. — Foreign  markets  were 
lower  during  last  week.  Prices 
reacted,  however,  and  are  higher. 
We  do  not  expect  to  see  any  great 
decline  in  pepper  during  the  win¬ 
ter  months.  Indications  would 
point  to  a  very  firm  and  possibly 
higher  market. 

Red  Pepper  s. — Prices  are 
steady  and  firm.  Stocks  are  small 
with  every  indication  of  higher 
prices. 

Cloves. — Little  left  on  spot. 
Large  cargo  due  yesterday  is  re¬ 
ported  sold.  Prices  seem  to  be 
safe  and  are  not  likely  to  decline. 

Pimento  (Allspice)  much  firm¬ 
er.  Prices  are  higher  in  Jamaica. 
Demand  here  very  good.  The 
article  is  also  reported  scarce. 

Cassias  very  active.  If  the 
present  uprising  in  South  China 


''Jlskthe  Man  Who  Uses  Walker  Bins* 

REMEMBER  THIS ! ! 

The  merchant  whose  store  looks  so  much  better  than  yours,  does  busi¬ 
ness  on  a  smaller  percentage  of  expense  than  you  do.  Hard  to  believe  ? 
Well,  it’s  a  tact. 

His  store  looks  better  than  yours  if  it  is  equipped  with  WALKER  BINS 
and  the  reason  he  does  business  at  less  the  cost  is  because:  — 

He  loses  nothing  through  spoiled  goods 
He  loses  nothing  through  mice,  dust  or  vermin. 

He  loses  no  sales  because  his  goods  are  in  sight, 
cleanly,  attractively  in  sight. 

The  difference  not  only  pays  for  the 


but  there  is  some  more  money  left  which  he  puts  in  bank.  If  instead  of  it 
costing  money  to  have  an  up-to-date  store  you  make  money,  isn’t  it  foolish 
to  keep  in  the  rut  ? 

WALKER  BIN  COMPANY 

121  Lake  Street,  Penn  Yan,  N.  Y. 

24  SOUTH  7th  STREET,  PHILADELPHIA 

We  will  send  you  our  catalogue  telling  the  whole  story  if  you'll  write  for  it. 


Three  25-cent  Tins  on  $4.85  Assortment 
64  °Jo  on  your  investment — a  Profit  of  $3.10 


This  liberal  offer  is  made  so  that  every  dealer  in  the  land  may  be  ready  to  supply 
at  once  the  growing  demand  being  created  for  OXO  by  our  big  National  Advertising 
Campaign.  - - - - 

Every  Month  Special  Advertising  Case,  No.  1 

H/r  -  _  *  Cost  Price  Selling  Price  Profit 

More  tnan  2  doz.  25c.  tins,  at  $2.00 . $4.00  $6.00  $2.00 

20,000,000  Women  1  doz.  10c.  tins,  at  .85 . 85  1.20  .35, 

n  9  ,  .1  a  •  3-25c.  tins  free . -  .00  .75  _ .75  [ 

Read  these  Jlds .  &t.85  $7.95  $3.10 

Oxo  ads  are  appearing  in  all  the  leading  magazines  for 
women.  Be  ready  to  get  your  share  of  the  returns. 
Stock  up  at  once  with  this  Special  Advertising  Case, 
which  offers  you  the  generous  profit  of  13. 1U  on  an 
investment  of  $4.85. 

Attractive  Window  Displays  FREE 

This  special  case  also  contains 
the  following  handsome,  help¬ 
ful  window  displays : 

1. — Six  large  attractive  dummy 
cubes. 

2. — A  number  of  attractive  hang¬ 
ers  or  show  cards. 

3. — A  number  of  attention-getting 
window  strips. 

4. — A  supply  of  booklets  giving  Oxo 
recipes. 

This  offer  is  for  live  dealers.  It  is  good  for  a 
limited  time  only— so  get  your  order  in  at  once. 
Adilrros  Dept.  '43  fur  full  par¬ 
ticulars  regarding  this  offer 

CORNEILLE  DAVID  *  CO.,  Selling  Agents 
9  North  Moore  Street  New  York 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT’’ 


22 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


continues  it  is  very  probable  that 
it  will  have  the  tendency  of  ad¬ 
vancing  the  China  bark. 

Nutmegs  quite  active.  Demand 
very  satisfactory.  Prices  con¬ 
tinue  steady. 

Mace  very  scarce  and  higher. 
Further  advances  are  likely. 

Gingers. — Demand  very  good. 
There  has  been  some  limited  buy¬ 
ing  in  futures  in  new  crop  Afri¬ 
can.  Jamaica  grades  are  reported 
scarce  and  higher. 

Tapiocas  in  fair  demand  at  un¬ 
changed  prices. 

Seeds,  herbs,  etc.,  all  in  fair  de¬ 
mand.  Celery  slightly  easier. 
Marjoram  is  higher.  Other  arti¬ 
cles  unchanged. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 

Sugar. 

Sales  reported,  400  tons  of  Bra¬ 
zil  centrifugals  in  port  at  5.73F2. 

Another  quiet  week  in  the 
sugar  business.  They’re  mostly 
all  quiet  now,  few  sales  being  re¬ 
ported  ;  not  much  trade  in  refined, 
domestic  beets  supplying  the  de¬ 
mand  in  the  West  and  arrivals  at 
the  Eastern  refinery  ports  suf¬ 
ficient  to  meet  requirements. 
Prices  are  what  holders  can  get, 
but  there  still  being  no  overplus 
of  sugar,  values  are  well  main¬ 
tained  and  nearby  shipments 
readily  find  buyers.  New  crop 
sugars  are  held  at  4.86,  sales  now 
and  then  being  made  to  European 
speculators  at  and  near  this  basis, 
according  to  shipment,  January, 
February,  March  and  April.  The 
refiners  are  not  yet  interested  in 
the  new  crop  offerings.  The 
country  is  getting  along  on  its 
stocks  of  refined,  not  increasing 
them  any,  and  dealers  waiting 
with  the  refiners  for  the  lower 
price  range  that  will  prevail  when 
supplies  become  more  abundant, 
the  new  Cuba  and'  Porto  Rico 
crops  being  now  only  a  few 
months  off.  The  demand  in  the 
meantime  can  be  filled.  Colder 
weather  decreases  it,  as  does  such 
high  prices  as  we  have  had,  but 
there  is  bound  to  be  some  busi¬ 
ness  during  the  balance  of  the 
year  and  available  stocks  will  all 
be  needed.  The  colder  weather 
or  the  high  prices  coujdn’t  be 
stopped.  The  newspapers  in 
every  city  throughout  the  country 
have  given  much  prominence  to 
sugar  prices  during  the  last  three 
m  o  n  t  h  s,  the  misinformation 
printed  and  the  reasons  given  for 
the  advance  making  good 
“stories”  perhaps,  but  being  quite 
at  variance  with  the  facts.  There 
is  hardly  a  product  where  supply 
and  demand  govern  so  unham¬ 
pered  as  in  sugar.  Refined  is 
based  on  the  price  of  raws.  The 
refiners  own  no  raw  sugar  plan¬ 
tations.  The  price  of  raw  sugar 
is  made  in  Europe.  That  is  so 
because  Europe  raises  or  controls 
the  greater  part  of  all  sugar  pro¬ 
duced  and  Europe  makes  the 
price  based  on  conditions  regard¬ 


ing  production  and  consumption, 
not  of  Europe  alone,  but  of  all 
countries.  Sugar  has  many  mar¬ 
kets  and  scarcities  in  some  of 
them  can  be  made  up  by  ship¬ 
ments  from  others.  During  a- 
good  part  of  the  year,  while  crop 
work  is  in  full  progress  in  Cuba 
and  Porto  Rico,  prices  in  the 
United  States  act  without  much 
regard  for  the  quotation  made  in 
Europe,  but  the  range  prevailing 
here  during  that  period  is  always 
under  that  of  Europe,  usually 
very  much  under,  the  early 
months  of  the  year  being  the  time 
of  our  big  supply.  Later  this 
supply  diminishes  and  we  again 
come  directly  within  the  influ¬ 
ence  of  European  values,  advanc¬ 
ing  to  a  parity  with  them.  The 
consumer  in  the  United  States 
has  no  “kick  coming”  in  regard 
to  the  price  of  sugar.  It  has  cost 
more  this  year,  but  that  has  been 
unavoidable.  A  big  world  con¬ 
sumption  depleted  stocks.  The 
production  was  good,  but  it  has 
been  used  up.  And  now  there  is 
a  shortage  estimated  at  from 
1,500,000  to  2,000,000  tons  in  the 
supplies  for  next  year.  It  is  not 
to  be  wondered  at  that  prices  are 
high.  But  the  average  price  for 
the  last  ten  years  is  a  low  one. 
Plantations  and  refineries  have 
made  money  only  through  im¬ 
proved  methods  of  cultivation  and 
manufacture,  better  management, 
and  the  greater  volume  of  busi¬ 
ness  transacted.  If  the  sugar 
business  were  not  so  big  in  the 
United  States  the  refineries  here 
couldn’t  afford  to  sell  refined  at  a 
margin  that  averages  each  year 
only  a  little  over  J4  of  a  cent  per 
pound  over  the  price  they  have 
to  pay  for  raws. 

M.  G.  Wanzor  &  Co. 

New  York,  N.  Y. 

Rice. 

Demand  for  this  cereal  during 
the  week  has  been  somewhat 
slow.  Holiday  “sweets”  and 
canned  goods  have  occupied  the 
centre  of  the  commercial  stage,  so 
that  individual  purchases  of  rice 
have  been  limited ;  yet  the  aggre¬ 
gate  has  allowed  a  fair  amount  to 
go  into  consumption.  The  in¬ 
quiry  has  covered  the  whole 
range  of  the  market  from  lowest 
to  highest,  for  both  Honduras 
and  Japan.  Prices  are  steady,  un¬ 
der  sustaining  features  at  primary 
sources. 

Advices  from  the  South  note 
quiet  conditions  on  the  Atlantic 
Coast.  At  New  Orleans  distribu¬ 
tion  is  only  fair;  the  demand  for 
Porto  Rico  somewhat  restricted 
on  account  of  lack  of  prompt 
freighting  facilities. 

In  the  interior — S  out  h  west 
Louisiana,  Texas  and  Arkansas — 
the  demand  has  been  active  at  full 
prices.  Heavy  rains  have  inter¬ 
fered  with  threshing  and  made 
roads  almost  impassable,  hence 
planters  have  difficulty  in  hauling 
rough  to  mills  and  warehouses. 


Cables  and  correspondence 
from  abroad  note  firm  markets  on 
all  deliveries. 

Dan  Talmage’s  Sons  Co. 

New  York  and  New  Orleans. 

Evaporated  Apples,  Etc. 

Trading  in  evaporated  apples 
continues  quite  active  locally,  but 
the  bulk  of  the  business  is  with 
Europe,  although  trading  with 
the  domestic  markets  is  improv¬ 
ing  on  the  higher  grades.  The 
evaporators  are  now  beginning  to 
close  up,  and  the  output  has  not 
been  quite  as  large  as  was  ex¬ 
pected.  Prices  are  pretty  firmly 
held,  as  the  packers  are  in  a  posi¬ 
tion  to  take  business  from  Europe 
at  their  ideas  of  prices  when  they 
can’t  get  them  from  the  domestic 
buyers. 

Prime  apples,  in  50-pound 
boxes,  are  quotable  at  8  to  8J4 
cents;  choice  at  8 y2  to  8J4  cents; 
cartons  y2  cent  per  pound  higher. 
At  the  latter  figure  some  very  de¬ 
sirable  goods  can  be  obtained. 

Cores  and  skins  are  very  dull 
and  are  obtainable  at  1.50  to  $1.55 
f.  o.  b.  shipping  points  in  bags. 

Chops  are  dull,  although  desir¬ 
able  qualities  are  hard  to  find. 
There  are  a  few  cars  of  early 
made  stock  obtainable  at  2*4  to 
2 y2  cents  in  bags. 

C.  C.  Hall. 

Rochester,  N.  Y. 


MARKET  NOTES. 

Florida  oranges  are  coming  for¬ 
ward  in  bad  condition,  poorer  in 
fact  than  for  some  years.  The 
range  is  $2.50  to  $3.50,  and  the 
demand  is  moderate. 

California  is  shipping  straw¬ 
berries  East  earlier  than  ever  be¬ 
fore.  They  show  very  good  qual¬ 
ity  and  average  40  cents  a  pint 
box.  The  demand  is  very  limited. 

Florida  grapefruit  rules  about 
the  same — $4  to  $6.  The  demand 
is  very  fair. 

Florida  persimmons  are  still 
coming  forward  and  average  $2.50 
a  carrier.  The  demand  is  poor. 

Florida  cucumbers  are  scarce. 
Good  ones  would  bring  $4  per 
box. 

A  little  salad  is  coming  North 
from  Florida,  but  none  of  it  is 
extra  good.  The  range  is  $1.50  to 
$2  per  hamper. 


Condition  of  Main  Food  Crops  as 
Compared  With  Average 
Production. 

The  harvests  of  1911  have  been 
practically  completed  and  pre¬ 


liminary  estimates  made  of  the 
production  of  most  of  the  im¬ 
portant  crops,  from  which  it  ap¬ 
pears  that  the  aggregate  produc¬ 
tion  of  crops  in  1911  is  approxi¬ 
mately  7.9  per  cent,  less  than  the 
crops  of  1910  and  about  0.4  per 
cent,  less  than  the  average  annual 
production  of  the  preceding  five 
years. 

The  production  of  the  main 
food  crops  in  1911,  expressed  in 
percentage  of  the  average  produc 
tion  in  recent  years  (not  com¬ 
pared  with  full  crop),  is  estimated 
as  follows : — 

Apples,  126.3;  pears,  110.8; 
watermelons,  105. 1;  grapes,  102.7; 
cantaloupes,  101.8. 

Peanuts,  99.3;  asparagus,  97.7; 
alfalfa,  96.1;  beans,  95.1;  kafir 
corn,  95.0;  cranberries,  94.0;  to¬ 
matoes,  93.9;  cabbage,  93.0;  rasp¬ 
berries,  91.0. 

Onions,  89.7;  millet,  87.2; 
strawberries,  83.6;  blackberries. 
83.5;  clover  seed,  82.6;  millet 
seed,  82.1;  peaches,  80.3;  hemp, 
78.2 ;  clover  hay,  68.1. 

Yield  per  acre  compared  with 
average  yield,  sorghum,  102.0; 
sweet  potatoes,  101.25-  hops,  90.4; 
broom  corn,  85.1. 

Condition,  compared  with  aver¬ 
age  conditions,  at  or  near  time  of 
gathering: — 

Sugar  cane,  109.8;  cotton,  106.9: 
lemons,  103.9;  sugar  beets,  102.6; 
oranges,  101.6;  rice,  99.0. 


Borden  Men  Hold  Their  Convention. 

Salesmen  and  brokers  representing  the 
Eastern  and  Southern  Divisions  of  the 
United  States  and  the  Dominion  of  Can¬ 
ada  held  their  annual  convention  at  the 
home  offices  of  the  Borden’s  Condensed 
Milk  Co.,  108  Hudson  street.  New  York 
City,  on  October  26th,  27th  and  28th. 
The  meetings  were  presided  over  by 
Mr.  S.  K.  Pugh,  manager  of  the  East¬ 
ern  Sales  Department  of  the  company. 

Mr.  W.  M.  Gladding,  vice-president, 
welcomed  the  delegates  and  outlined  the 
topics  to  be  taken  up  and  discussed. 

The  meeting  was  held  in  the  large  as¬ 
sembly  room  on  the  top  floor  of  the 
Borden  Building,  and  throughout  the 
morning  there  was  an  informal  discus¬ 
sion  of  trade  topics  and  also  inspection 
of  the  products  and  new  goods  of  the 
company. 

On  November  9th,  10th  and  nth  the 
Western  and  Southwestern  brokers  and 
salesmen  assembled  at  the  La  Salle  Ho¬ 
tel  in  Chicago,  representatives  being 
present  from  California,  Texas  and  the 
Northwest. 

The  meetings  in  Chicago  were  pre¬ 
sided  over  by  Mr.  R.  F.  Hetherington, 
manager  of  the  Western  Sales  Depart¬ 
ment,  and  were  likewise  addressed  by 
the  executive  officers  of  the  company 
and  the  managers  of  the  various  de¬ 
partments. 

The  object  of  these  conventions  is 
three-fold ;  for  the  discussion  and  bet¬ 
terment  of  trade  conditions,  the  thor¬ 
ough  understanding  of  territories  and 
the  bringing  together  in  close  union  the 
executives  and  managers  of  the  com¬ 
pany  with  their  representatives. 
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Report  of  Legislative  Committee. 

November  16,  1911. 

To  the  Association. 

During  the  past  year  sessions  of 
forty-six  State  Legislatures  and  also 
the  first  regular  and  a  special  ses¬ 
sion  of  the  Sixty-second  Congress 
have  been  held.  This  made  espec¬ 
ially  imoortant  the  work  of  the  as¬ 
sociation  in  respect  to  promoting 
favorable  and  checking,  where  pos¬ 
sible,  legislation  unfavorable  to  our 
members.  Diligent  efforts  have 
been  made  to  subserve  the  interests 
of  the  association  in  this  particular, 
and  members  have  been  furnished 
with  literature  and  promptly  noti¬ 
fied  in  respect  to  pending  legislation 
of  interest  to  them. 

The  policv  of  the  assocation  is  to 
secure,  and  assist  in  securing,  uni¬ 
formity  between  State  and  National 
laws  affecting  the  products  of  our 
members.  The  significance  of  a 
lack  of  uniformity  in  such  legisla¬ 
tion  is  too  obvious  to  need  more 
than  passing  comment.  If  there 
were  needs  of  any  argument  in  be¬ 
half  of  uniformity,  the  State  Leg¬ 
islatures  have  assuredly  furnished 
it  in  the  matter  of  the  so-called 
net  weight  bills  which  were  intro¬ 
duced  in  a  number  of  them  during 
the  past  year,  each  differing  in 
some  or  in  all  respects  from  the 
others.  To  add  to  the  confusion, 
the  Commissioners  of  several  States 
where  net  weight  laws  have  been 
enacted,  have  not  always  agreed  in 
their  interpretation  of  certain  cor¬ 
responding  provisions  of  different 
State  acts,  thus  resulting  in  dissim¬ 
ilar  rulings  on  the  same  question 
arising  under  the  net  weight  laws 
of  two  or  more  of  the  States  and 
making  illegal  in  one  State  what 
has  been  ruled  as  legal  in  another. 

In  view  of  the  fact  that  several 
States  have  already  enacted  net 
weight  laws  and  that  others  contem¬ 
plated  doing  so,  it  was  apparent  that 
the  reasonable  and  satisfactory  way 
of  meeting  the  situation  would  be 
to  have  a  National  law  which  would 
serve  as  a  model  to  be  followed 
by  all  of  the  States  contemplating 
net  weight  legislation,  and  also,  if 
possible,  by  those  States  which  have 
enacted  such  legislation. 

Accordingly,  in  connection  with 
the  pendency  in  Congress  of  what 
was  known  as  the  Mann  Bill,  which 
was  designed  to  be  an  amendment 
to  the  National  Pure  Food  and 
Drugs  Act,  and  to  make  mandatory 
instead  of  optional  the  placing  of 
net  weight,  measure  or  numerical 
count  on  packages,  representatives 
of  this  association  appeared  on  Jan¬ 
uary  27th  last  before  the  Congres¬ 
sional  Committee  on  Interstate  and 
Foreign  Commerce,  and  in  conjunc¬ 
tion  with  the  representatives  of 
other  affected  and  allied  interests, 
made  argument  on  said  bill.  This 
bill,  as  reported  favorably  by  the 
Congressional  Committee,  was  con¬ 
sidered  very  satisfactory,  as  it  made 
provision  for  fair  tolerances  and  al¬ 
lowances  and,  in  its  general  terms, 
was  believed  to  be  a  desirable 
model  for  State  legislation. 

On  February  8th  the  association's 
members  were  advised  of  the  fore¬ 
going  facts,  and  also  that  while  it 
was  not  anticipated  that  this  bill 
would  be  enacted  into  law  during 
the  past  regular  session  of  Con¬ 
gress,  it  was,  nevertheless,  deemed 
advisable  for  members  to  anticipate 
National  and  State  legislation  of  the 
kind  by  having  their  labels  show  the 
actual  or  minimum  net  weight, 
measure  or  numerical  count. 

The  Mann  Bill  has  been  super¬ 
seded  by  the  Stevens’  Bill,  which  is 
practically  the  first-named  in  all  es¬ 
sential  particulars.  The  Stevens’ 


Bill  is,  therefore,  pending  and  will 
likely  be  considered  at  the  coming 
session  of  Congress. 

During  the  last  four  years  net 
weight  bills  have  repeatedly  been  in¬ 
troduced  in  the  New  York  Legis¬ 
lature.  Learning  that  another  such 
bill  was  to  be  presented,  a  confer¬ 
ence  was  arranged  by  your  commit¬ 
tee  in  New  York  with  the  Super¬ 
intendent  of  Weights  and  Measures 
of  the  State  of  New  York,  who  was 
the  framer  of  the  bill,  and  repre¬ 
sentatives  of  the  association,  to 
which  conference  representatives  of 
allied  interests  were  invited  by  us. 
This  conference  was  held  on  Feb¬ 
ruary  20th  last,  and  resulted  in  the 
drafting  of  a  bill  known  as  Assem¬ 
bly  Bill  No.  793.  conforming  in  its 
net  weight  terms  to  the  provisions 
of  the  Stevens’  Bill.  This  bill, 
however,  failed  of  passage. 

An  exceedingly  undesirable  and 
drastic  net  weight  bill  was  intro¬ 
duced  in  the  Legislature  of  Penn¬ 
sylvania  in  February,  1911.  This 
bill  caused  a  great  deal  of  com¬ 
ment  and  uneasiness  among  the 
manufacturers  by  reason  of  several 
very  obnoxious  features,  and  al¬ 
though  it  was  well  supported  and 
had  passed  the  lower  House,  the 
prompt  and  concerted  action  of 
those  interested  was  effectual,  and 
the  bill  never  became  a  law  of  that 
State.  The  same  success  attended 
our  efforts  to  defeat  a  similar  bill 
in  Ohio. 

A  very  objectionable  net  weight 
bill  was  introduced  in  the  Legisla¬ 
ture  of  the  State  of  Connecticut, 
but,  in  response  to  the.  protests  of 
interested  trade  organizations,  its 
provisions  were  so  modified  as  to 
make  it  a  more  satisfactory,  law. 
Its  general  net  weight  provisions 
conform  to  the  Stevens’  Bill  pend¬ 
ing  in  Congress.  This  bill  was  ap¬ 
proved  on  July  nth  last,  but  its 
net  weight  provisions  are  not,  by 
its  terms,  to  be  enforced  until  the 
expiration  of  eighteen  months  af¬ 
ter  its  passage. 

The  State  of  Florida  hastily  en¬ 
acted  a  net  weight  law  on  June  5th 
last.  This  bill  was  rushed  through 
the  Legislature  without  due  notice 
to  the  affected  interests  and  with¬ 
out,  apparently,  having  been  given 
the  consideration  to  which  its  wide¬ 
spread  effect  and*  importance  enti¬ 
tled  it.  The  Commissioner  of  Ag¬ 
riculture  of  that  State  was,  by  its 
terms,  empowered  to  enforce  its 
net  weight  provisions  at  a  date  left 
to  his  option.  He  accordingly  is¬ 
sued  a  circular  dated  June  20th,  di¬ 
recting  that  all  package  goods  then 
on  hand  in  the  State  must  have  the 
net  weight  shown  on  them  by  Au¬ 
gust  3d  last.  It  was  stated  that 
stickers  could  be  applied  to  such 
package  goods,  which  would  serve 
to  protect  all  such  goods  to  Jan¬ 
uary  1,  1912,  only,  and  that  all  such 
goods  received  in  that  State  sub¬ 
sequent  to  Aucust  3d  last  would  be 
required  to  have  the  net  weight  or 
measure  printed  on  the  regular  la¬ 
bels.  The  impracticability  and,  in 
most  cases,'  the  physical  impossi¬ 
bility  of  complying  with  this  regu¬ 
lation  was  pointed  out  to  the  Com¬ 
missioner,  with  the  result  of  his 
issuing  a  second  circular  on  July 
15th  deferring  the  initial  enforce¬ 
ment  of  the  law  until  January  1, 
1912.  Realizing  that  even  this  con¬ 
cession  was  not  sufficient,  renewed 
protests  were  made,  resulting  in  the 
issuance  of  a  third  circular  by  the 
Commissioner  announcing  finally 
August  1,  1912,  as  the  date  the  act 
was  to  become  effective  as  respects 
net  weights. 

The  city  of  Seattle,  Wash.,  re¬ 
cently  issued  a  notice  prohibiting 
the  sale  of  any  package,  box,  etc., 
which  did  not  have  a  statement  of 
its  true  net  weight,  the  same  to  go 
into  effect  immediately.  All  efforts 


to  obtain  an  extension  of  time  were 
futile,  and  the  law  will  be  rigidly 
enforced,  especially  on  the  larger 
packages. 

The  following  States  have  now 
enacted  net  weight  laws:  Nevada, 
North  Dakota,  South  Dakota,  Ne¬ 
braska,  Wyoming,  Florida  and 
Connecticut,  and  it  is  altogether 
likely  that  this  subject  will  be 
agitated  in  some  or  all  of  the  States 
of  Georgia,  Louisiana,  Massachu¬ 
setts,  New  Jersey,  Rhode  Island, 


Vermont,  Kentucky,  Maryland,  Mis¬ 
sissippi,  New  York,  South  Carolina 
and  Virginia,  whose  Legislatures 
convene  during  the  present  fiscal 
year  of  the  association. 

This  subject,  in  view  of  the  meet¬ 
ings  of  the  above  State  Assemblies 
and  of  Congress  during  the  pres¬ 
ent  fiscal  year,  is  one  that  will  de¬ 
mand  continued  attention.  The  pos¬ 
sibility  of  more  net  weight  legis¬ 
lation  is  of  great  moment  to  our 
members  generally,  but  its  charac- 
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The  popularity  of  the  products  of 
the  National  Biscuit  Company 
and  their  great  sales  are  due  to 
continuous  quality  and  continuous 
service — National  Biscuit  Com¬ 
pany  products  are  always  depend¬ 
able.  They  are  always  up  to 
sample.  Every  package  is  like 
every  other  package. 

And  this  quality-reliability  is 
vastly  to  the  profit  of  the  dealer. 
It  means  continuous  demand  and 
a  continuous  service  to  supply 
that  demand. 

The  extensive  distributing  service 
of  the  National  Biscuit  Company 
extends  from  coast  to  coast.  It 
means  a  constant  supply  of  all  the 
products  of  the  National  Biscuit 
Company  toeverypartof  America. 
Is  your  store  a  part  of  this  con¬ 
tinuous  service?  Do  you  enjoy 
your  share  of  the  goodwill  ac¬ 
corded  to  National  Biscuit 
products  ? 


FLEISCHMANN’S 

COMPRESSED  YEAST 

HRS  NO  EQUAL 


Here  Is  a  Good  Scheme! 


Grocers  sometime* 
demonstrate  these 
with  fine  results.  The 
demonstration  shows 
two  things— first,  the 
ease  with  which  beef 
tea,  bouillon  or  soup 
is  made  from  these 
capsules  ,  one  of 
which  has  simply  to 
be  dropped  in  a 
cup  of  hot  water ; 
then  it  shows  the 
delicious,  spicy 
flavor. 

You  can  sell  hun¬ 
dreds  of  boxes,  and 
every  one  at  a  profit. 


Bouillon 

Capsules 


Sole  Manufacturers 
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ter  is  more  so.  This  is  especially 

true  of  Congress,  in  view  of  the 
fact  not  alone  of  the  pendency  of 
net  weight  legislation  in  that  body, 
but  because  decided  changes  in  re¬ 
spect  to  the  enforcement  of  the  gen¬ 
eral  provisions  of  the  National  Pure 
Food  and  Drugs  Act  will  most 
likely  be  concluded  upon  during  its 
forthcoming  session. 

The  previous  recommendation 
that  members  anticipate  net  weight 
laws  by  having  their  labels  show 
the  actual  or  minimum  net  weight 
or  numerical  count,  so  as  to  come 
within  the  terms  of  any  reasonable 
and  fair  law  of  this  kind  that  has 
been  or  may  be  enacted  is  re¬ 
newed. 

This  past  year  has  been  unprece¬ 
dented  in  the  number  and  variety  of 
bills  which  have  sprung  uo  in  al¬ 
most  every  State  affecting  food 
products  and  package  goods  in  gen¬ 
eral.  At  the  suggestion  of  a  local 
organization  in  New  York  City  a 
bill  was  introduced  in  the  New  York 
State  Legislature  by  Assemblyman 
Spielberg,  which  required  the  date  of 
canning  to  be  placed  on  all  canned 
goods,  whether  hermetically  sealed 
or  not.  This  proposed  legislation 
was  promptly  acted  upon  and  close¬ 
ly  followed  up  by  our  association, 
with  the  result  that  it  was  never 
permitted  to  come  out  of  the  com¬ 
mittee  and  was  eventually  killed. 

A  bill  prohibiting  the  use  of  a 
number  of  harmless  flavoring  and 
coloring  substances,  indispensable 
in  the  manufacture  of  food  prod¬ 
ucts,  was  also  introduced  in  the 
Legislature  of  this  State,  likewise 
a  bill  regulating  the  hours  of  em¬ 
ployment  of  women  and  minors. 
These  bills,  if  passed,  would  have 
resulted  in  a  great  deal  of  incon¬ 
venience  to  the  manufacturing  in¬ 
terests,  without  being  of  material 
benefit  to  any  one.  However,  they 
were  successfully  fought  against 
and  defeated. 

In  view  of  the  importance  of  both 
I'erler-’ 1  and  State  Legislation  to  our 
members  generally,  it  is  recom¬ 
mended  that  the  president  of  the  as¬ 
sociation  be  empowered  to  appoint, 
for  the  ensuing  fiscal  year,  a  Leg¬ 
islative  Committee  of  seven  mem¬ 
bers;  and  also  that  at  the  proper 
time  the  necessary  formalities  be 
complied  with  to  make  provision  in 
the  Constitution  and  By-Laws  of 
the  association  for  a  standing  Leg¬ 
islative  Committee  of  seven,  to  be 
appointed  by  the  president  of  the 
association  annually. 

Respectfully  submitted, 

Louis  Runkel, 

Chairman  Legislative  Committee. 

*  *  * 

A  conference  was  held  Friday 
last  as  to  the  disposition  of  canned 
goods  that  are  condemned  as 
“'swells”  or  because  of  sprung 
cans.  Grocery  jobbers  of  New 
York,  canners  of  New  Jersey, 
Delaware  and  Maryland,  and 
Health  Commissioner  Lederle 
were  present  at  the  conference. 

Nothing  definite  was  deter¬ 
mined  but  the  Commissioner  is 
willing  to  discuss  the  subject  fur¬ 
ther  and  so  there  will  be  another 
conference  at  which  it  is  expected 
that  the  can  makers  and  commis¬ 
sion  men  will  be  represented,  be¬ 
sides  other  branches  of  the  trade. 

The  jobbers,  of  course,  were 
the  men  who  complained  of  the 
present  conditions.  They  have  to 


make  good  to  the  retailers  when 

the  health  authorities  seize  and 
destroy  any  canned  food  in  the 
retail  stores  and  they  cannot  fall 
back  on  the  canners. 

Canners  at  the  conference  were 
firm  in  holding  to  the  position 
that  they  have  taken  all  along — 
that  they  cannot  make  good  for 
any  cans  that  spoil  unless  such 
cans  are  returned  to  the  factories 
or  some  such  action  taken  so  that 
the  canner  will  have  an  oppor¬ 
tunity  to  examine  the  food.  This 
is  declared  to  be  essential  for  sev¬ 
eral  reasons.  One  is  that  other 
wise  there  could  be  no  certainty 
as  to  whether  or  not  the  goods 
were  actually  canned  by  the 
manufacturer  upon  whom  the 
claim  is  made.  Canners  say  that 
it  is  easy  to  err  as  to  the  identity 
of  canned  products  since  they  are 
put  up  under  many  different 
kinds  of  labels  and  jobbers  may 
even  use  the  same  kind  of  labels 
on  the  output  of  different  factor 
ies. 

Another  reason  is  that  the 
packer  wishes  to  learn  exactly 
the  cause  of  the  trouble  with  the 
product.  If  the  cans  are  defec¬ 
tive,  he  will,  in  his  turn,  fall  back 
on  the  can  maker,  but  he  cannot 
do  this  unless  he  has  the  goods 
to  show  as  proof. 

An  effort  was  made  to  con¬ 
vince  the  Health  Commissioner 
that  it  will  be  perfectly  safe  to 
return  the  canned  fruit  or  vege¬ 
tables  to  the  factories,  as  the  can¬ 
ners  would  not  dare  to  reprocess 
the  products,  since  under  the  pres 
ent  food  laws  such  reprocessing 
would  be  detected  by  the  au¬ 
thorities  and  would  get  the  can¬ 
ners  into  trouble.  This  argu¬ 
ment  did  not  convince  the  Com¬ 
missioner.  On  the  contrary  he 
expressed  the  opinion  that  if  the 
condemned  food  should  be  sent 
lack  to  the  canners  a  consider 
able  part  of  it  would  probably 
find  its  way  back  again  to  the 
friarkets. 

One  of  the  points  made  by  the 
canners  was  that  sometimes  a 
whole  case  is  condemned  when 
only  one  or  two  cans  have  been 
actually  defective.  Sometimes, 
they  said,  cans  are  condemned 
jecause  they  have  been  smeared 
ly  the  leakage  from  other  cans. 

This  trouble  which  is  worry 
ing  the  jobbers  started  in  New 
York,  but  there  are  now  indi¬ 
cations  of  similar  troubles  in 
other  cities,  and  this  adds  to  the 


serious  nature  of  the  difficulty 
which  confronts  the  jobbers^ 


*  *  * 

The  compulsory  adoption  of 
the  metric  system  by  trade  inter¬ 
ests  was  favored  by  Dr.  Wiley, 
the  Government  chemist,  in  an 
address  which  he  delivered 
Saturday  in  the  Hudson  Theatre 
before  1,500  women,  members  of 
the  League  for  Political  Educa 
tion.  He  said  that  the  people  are 
losing  millions  of  dollars  because 
of  the  clumsy  character  of  our 
present  system  of  weights  and 
measures. 

The  success  of  the  pure  food 
movement,  he  said,  was  due  to 
the  education  of  the  people  on 
the  subject  and  especially  to  the 
interest  of  the  women.  He  said 
that  in  the  twenty-five  years  of 
agitation  for  the  present  laws  it 
was  hard  to  show  people  that 
food  might  injure  their  health, 
although  it  might  not  cause  im 
mediate  death.  So  it  was  found 
to  be  more  effective  to  base  the 
demand  for  laws  on  the  plea  of 
trade  cheating. 

More  remains  to  be  done,  he 
said,  and  there  must  be  constant 
watchfulness,  as  in  the  present 
complicated  methods  of  civiliza¬ 
tion  the  consumer  is  entitled  to 
have  his  food  supplies  protected 
fully  by  laws.  Otherwise  the 
consumer  would  know  little  or 
nothing  as  to  the  real  nature  of 
the  food. 

*  *  * 


The  Association  for  the  Pro¬ 
motion  of  Purity  in  Foods  held 
its  annual  meeting  Wednesday  in 
the  Waldorf-Astoria.  A  number 
of  the  specialty  manufacturers! 
are  members. 

Among  the  companies  repre-| 
sented  at  the  meeting  were:  the 
Beachnut  Packing  Co.,  Lowney 
&  Co.,  H.  J.  Heinz  &  Co.,  Bor¬ 
den  Condensed  Milk  Co.,  the 
Pierce  Flavoring  Extracts  Co., 
the  Belle  Mead  Sweetmeats  Co., 
Charles  Golden  &  Co.,  and  the 
Franco-American  Food  Products! 
Co. 

One  of  the  features  of  the) 
meeting  was  the  position  taken 
in  endorsing  most  emphatically! 
the  administration  of  Dr.  Wile}" 
in  the  Food  Bureau  and  demand¬ 
ing  a  reorganization  so  as  to  give) 
him  firmer  control  and  to  elimi¬ 
nate  those  who  are  said  to  have! 
been  trying  to  block  his  efforts. 

E.  Biardot,  president  of  the  ] 
Franco-American  Co.,  is  presi¬ 


dent  of  the  association  and  pre¬ 
sided.  He  was  re-elected. 

L.  S.  Dow,  of  H.  J.  Heinz  & 
Co.,  was  re-elected  chairman  of 
the  Executive  Committee  and 
was  also  appointed  chairman  of  a 
Legislative  Committee  which  is 
to  go  to  Washington  and  watch 
developments  affecting  the  pure 
food  law. 

*  *  * 

The  Diamond  Match  Co.  is 
putting  into  effect  a  new  selling 
plan.  It  is  given  out  that  the 
change  is  not  due  to  anything 
connected  with  the  Sherman  law, 
but  some  of  the  people  in  the 
trade  suspect  that  it  marks  the 
beginning  of  a  movement  among 
a  number  of  concerns  to  readjust 
methods  to  the  changing  condi¬ 
tions  brought  about  by  recent  de¬ 
velopments  in  Federal  suits. 

It  is  noted  in  the  statements 
that  the  company  will  not  try  to 
restrict  jobbers  to  sell  its  prod¬ 
ucts  exclusively.  Also,  it  will  not 
attempt  to  fix  a  selling  price  to 
consumers.  The  company’s  prod¬ 
ucts  are  divided  into  two  classes. 
Jobbers  who  sell  the  Class  A,  or 
superior  brands,  at  list  prices  to 
retailers  are  to  lose  some  advan- 
tages,  as  it  will  be  the  company’s 
policy  to  sell  to  such  jobbers 
only  at  list  prices. 

President  Edward  R.  Stettin- 
ius  has  made  the  following  state¬ 
ment  and  a  circular  letter  has 
also  been  sent  out  to  the  trade 
as  given  herewith  : — 

The  Diamond  Match  Co.  has 
cancelled  all  contracts  with  whole¬ 
sale  distributers  to  whom  it  has 
hertofore  consigned  its  matches  to 
be  sold  on  commission  for  its  ac¬ 
count.  Under  these  commission 
contracts  title  to  the  matches  re¬ 
mained  vested  in  the  Diamond 
Match  Co.  until  sold,  and  the  goods 
were  insured  by  and  at  its  expense. 

On  or  before  the  10th  of  each 
month  the  commission  merchant 
was  required  to  take  an  inventory 
of  matches  on  hand,  render  an  ac¬ 
count  of  sales  made  during  the  pre-  - 
ceding  month  and  remit  for  the 
proceeds  of  sales. 

This  involved  a  considerable 
amount  of  work  and  has  been  ob¬ 
jectionable  to  a  .large  number  of 
concerns;  others  have  from  time 
to  time  expressed  dissatisfaction 
with  the  principle  of  any  commis¬ 
sion  arrangement,  and  have  indi¬ 
cated  a  desire  to  buy  their  goods 
outright  rather  than  to  sell  on  com¬ 
mission.  Furthermore,  the  system 
has  required  the  match  company  to 
invest  very  large  sums  in  matches 
carried  by  its  commission  mer¬ 
chants  throughout  the  country,  none 
of  whom  were  required  to  pay  for 
matches  until  thev  had  been  sold. 

The  investment  of  these  large 
amounts  had  not  only  become  bur¬ 
densome,  but  appeared  unnecessary. 
Finally,  competition  in  the  business 
was  so  acute  that  the  company  was 
of  the  opinion  that  the  most  effec¬ 
tive  way  of  protecting  its  business  " 
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and  of  successfully  competing  with 
rival  manufacturers,  was  to  aban¬ 
don  the  commission  system  alto¬ 
gether  and  to  sell  matches  outright 
to  the  trade.  The  statement  that 
the  cancellation  of  its  commission 
rontracts  was  due  to  the  fear 
of  prosecution  under  the  Sherman 
law  is  without  foundation.  In  all 
of  the  contracts  and  arrangements 
that  the  company  has  made  at  any 
time  "it  has  been  guided  by  the  ad¬ 
vice  of  counsel,  and  has  sought 
conscientiously  to  conform  to  the 
spirit  as  well  as  the  letter  of  the 
Federal,  as  well  as  State  law. 

The  contracts  which  were  recently 
cancelled  were  submittted  to  and 
approved  by  eminent  lawyers,  as 
well  as  by  the  Attorneys-General 
of  many  of  the  States  in  which  the 
company  does  business.  The  sys¬ 
tem  was  abandoned  for  the  reasons 
given  above  and  in  the  belief  that 
under  the  new  order  of  things  the 
company  can  more  successfully 
compete  with  its  rivals  and  extend 
its  trade.  The  company  has  at  no 
time  sought  to  impose  any  condi¬ 
tions  in  respect  to  the  prices 
at  which  retailers  should  re¬ 
sell  its  goods,  and,  of  course,  in 
the  future  will  not  countenance  or 
permit  anything  of  this  character. 


Summarized  Market  Con¬ 
ditions. 

Some  increase  here  and  there 
the  out-of-town  demand  is 
>ted  in  the  spot  coffee  market, 
it  the  business  in  general  con- 
lues  of  a  hand-to-mouth  char¬ 
ter.  There  seems  to  be  a 


stronger  sentiment,  however,  and 
this  is  doubtless  a  result  of  the 
advance  in  coffee  options.  The 
spot  prices  are  a  trifle  firmer 
than  they  were  a  week  or  so  ago. 
There  is  a  slow  movement  in 
light  grades  covering  the  current 
requirements  of  the  roasters. 

The  distributing  movement  in 
the  tea  trade  continues  light.  A 
number  of  importers  continue  to 
buy  China  greens  in  the  expec¬ 
tation  that  the  color  tests  will  not 
be  changed  while  others  are 
holding  off  in  the  hope  that  the 
tests  will  be  made  more  rigid. 
There  is  also  a  movement  to  in¬ 
terest  the  State  food  authorities 
in  the  color  question  so  that 
they  may  possibly  rule  against 
some  of  the  teas  that  the  Govern¬ 
ment  is  admitting.  These  con¬ 
ditions  are  keeping  the  market 
quiet. 

Distributers  are  buying  refined 
sugar  only  in  a  small  way  and 
the  tone  of  the  market  is  quiet. 
Prices  are  steady  at  6.20  cents, 
less  2  per  cent,  for  standard 
granulated.  In  some  quarters  it 
is  believed  that  the  situation  will 
remain  about  the  same  for  the 
present. 


Jobbers  are  showing  little  in¬ 
terest  in  canned  tomatoes.  The 
closing  of  canals  is  said  to  give 
the  Eastern  buyers  an  advantage 
for  the  next  few  months,  as  the 
packers  are  practicaly  shut  off 
from  tiie  Western  markets.  The 
packers  and  their  representatives 
are  not  inclined  to  weaken  in 
their  ideas  of  values  on  this  ac¬ 
count,  and  say  that  the  Eastern 
jobbers  have  not  as  yet  nearly 
covered  requirements  and  will 
need  considerable  new  stock  after 
the  turn  in  the  year.  It  is  also 
claimed  that  the  stock  left  in  the 
hands  of  the  packers  is  not  at  all 
in  excess  of  positive  require¬ 
ments,  judging  from  records  of 
prior  years.  Holders  of  strictly 
standard  stock  are  not  accepting 
less  than  95  cents  for  No.  3s  and 
cents  for  No.  2's  f.  o.  b.  at 
factory,  with  the  14  cents  freight 
rate  to  New  York.  Corn  is  quiet, 
as  distributers  have  been  getting 
ample  supplies  on  their  contracts 
with  the  packers.  Retailers  are 
reported  to  be  buying  freely,  es¬ 
pecially  in  the  10-cent  brands. 
Packers  are  beginning  to  look 
for  a  stronger  market  in  the  win¬ 
ter  and  spring  and  are  getting 


a  little  firmer  in  their  views,  so 
that  concessions  are  not  offered 
so  freely.  Peas  are  firm,  al¬ 
though  the  demand  is  light. 
Beans  are  firm  with  only  a  light 
demand.  Southern  string  beans 
arc  firm  and  the  white  wax 
Southern  beans  are  said  to  be 
closely  sold  up. 

Canned  fruit  is  steady  in  price, 
but  not  much  is  doing  as  the  de¬ 
mand  is  generally  light,  and  there 
is  no  pressure  to  sell  on  the  part 
of  the  packers. 

In  California  dried  prunes  the 
market  is  unsettled  as  the  result 
of  recent  heavy  arrivals,  with 
considerable  quantities  to  come 
in  the  near  future.  The  local 
jobbers  seem  to  be  pretty  well 
supplied  and  retailers  in  this  city 
are  buying  cautiously,  but  there 
is  a  little  better  demand  from  the 
country  trade  which  had  not  an¬ 
ticipated  requirements.  The  wide 
margin  between  the  prices  at 
which  many  of  the  local  buyers 
made  contracts  early  in  the  sea¬ 
son  and  the  present  relatively 
high  quotations  is  responsible,  it 
is  supposed,  for  the  fact  that  the 
market  in  this  city  is  weaker  than 
elsewhere.  The  spot  market  for 


Thanksgiving,  Nov.  30th 


This  is  the  day  named  by  our  President  as  a  day  of  National  Thanksgiving  for  the  many 
blessings  vouchsafed  our  great  country;  family  dinners  are  in  vogue.  Turkey, 
Cranberry  Sauce,  Pumpkin  Pie  and  Assorted  Nuts.  Can  you  beat  it? 


SYRUPS — Unless  we  called  your  attention  to  this  line  we  would  not  do  justice  to  cur  business.  We  make  a  leader  of  Syrups,  and  our 
brands  are  well  known.  Royal  Table  Syrup  and  Challenge  Syrup  are  two  popular  brands.  We  carry  the  full  line,  including 
Sugar  Syrups  and  New  Orleans  Molasses. 

CANNED  PUMPKIN — Thanksgiving  dinner  would  not  be  complete  without  Pumpkin  Pie.  The  Canned  Pumpkin  is  now  so  fine 
that  the  average  housekeeper  prefers  it  to  the  old  style  of  preparing  the  pumpkin,  Silver  Lake  Brand,  extra  quality  New  Jersey 
stock,  per  doz.,  8oc.;  New  York  State  Pumpkin,  per  doz.,  90c. 

RAISINS — We  offer  the  -following,  all  crop  1911  :  Cal.  4-Cr.  L.  M.  Raisins,  at  7j4c.;  Cal.  3-Cr.,  at  7c.,  and  Cal.  2-Cr.;  at  6^c.,  all 
50-lb.  boxes.  Imported  28-lb.  Layer,  at  9j4c.;  Cal.  28-lb.  Layer,  at  8j4c.;  Sultana  Seedless,  1  -lb.  packages,  at  9c.;  Cal.  Seeded, 
“Blue  and  Gold,”  i-lb.  package,  at  9c.;  Cal.  Loose  Seedless  Muscatels,  50-lbs.,  at  7j(c. 

CRANBERRIES — A  fine  lot  of  Howe  Variety  Cape  Cod  Berries,  in  full  ico-quart  barrels,  sound,  good  keepers,  per  bbl .,  $9.50;  Extra 
Choice  New  Jersey  Cranberries,  in  crates,  $2.75. 

NUTS,  ETC. — Cal.  Soft  Shell  Almonds,  per  lb.,  20j£c.;  Cal.  Soft  Shell  Walnuts,  at  1 8c. ;  New  Marfcot,  due  November  226,  at  13J2C.; 
Filberts,  at  12c.;  Brazil  Nuts,  at  14c.;  Pecans,  at  13c.;  Layer  Figs,  at  12c.;  Package  Figs,  12  to  box,  at  90c.;  New  Hallowee  Dates, 
at  7c.;  New  Fard  Dates,  small  boxes,  at  10c.;  Package  Dates,  30  packages,  at  6^c.;  Fancy  Pop  Corn,  bbl.,  at  9c.;  No.  1  Pop 

Corn,  at  8%c. 

POULTRY  SEASONING — This  is  a  perfect  blend  of  finest  sweet  Herbs  and  Aromatic  Spices,  superb  seasoning  for  fowl,  game,  etc. 
2  doz.  square  tins  to  the  box,  per  doz.,  at  85c. 


KIRK,  FOSTER  &  CO. 


WHOLESALE 

GROCERS 


NORTH  WATER  STREET 
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Practical  Questions  of  Store 
Management 

Conducted  by  HENRY  JOHNSON,  Jr. 

This  department  is  conducted  by  a  man  who  has  run  a  successful  retail 
grocery  store  for  years  and  who  ha»  also  had  much  experience  with  larger 
enterprises  which  involved  the  selling  of  merchandise  to  retailers  He  is, 
therefore,  informed  upon  both  sides  of  the  general  questions  of  store 
management  and  will  discuss  those  questions  from  week  to  week.  The 
central  thought  of  his  articles  will  be  “  getting  the  best  service  and  the  most 
money  out  of  a  retail  store.”  Subscribers  are  Invited  to  submit  queries  on 
any  and  all  subjects  within  the  scope  of  the  department. 


canned  peaches  is  dull.  Apricots 
are  getting  little  attention.  Cali¬ 
fornia  muscatel  raisins  are  dull, 
but  seedless  varieties  are  rather 
scarce  and  firm.  Currants  are  in 
fair  demand  on  the  spot. 

In  the  flour  market  the  buyers 
are  generally  bearish  in  senti¬ 
ment.  It  is  likely  that  a  buyer, 
really  meaning  business,  could 
get  flour  on  very  favorable  terms, 
especially  on  large  orders.  The 
demand  has  been  so  slow  that 
some  of  the  mills  have  been 
strongly  urging  buyers  on  con¬ 
tract  to  send  shipping  directions. 

Butter  has  been  going  up, 
especially  fresh  creamery  spe¬ 
cials.  There  have  been  delays  in 
deliveries  and  there  is  some  ex¬ 
pectation  that  when  the. deliver¬ 
ies  catch  up  the  supplies  will  be 
fairly  adequate.  The  specials 
have  been  selling  at  34^  and 
some  buyers  have  been  obliged 
to  pay  as  much  as  35  cents 
wholesale.  Storage  creamery  is 
in  good  demand  at  firm  prices, 
the  specials  running  up  to  32^2 
to  33  cents.  The  fresh  extras  are 
bringing  33^  ;  firsts,  31  to  32)4  ; 
seconds,  28  to  30;  thirds,  26  to  27 
cents.  The  held  grades  are  from 
1  to  2  cents  lower  than  these 
prices. 

The  market  for  the  choice 
grades  of  new  laid  eggs  contin¬ 
ues  strong,  but  in  the  lower  and 
medium  grades  there  is  a  more 
unsettled  condition  and  holders 
are  urging  sales.  There  is  a 
moderate  demand  for  storage 
eggs.  Fresh  gathered  Western 
extras  are  quoted  at  37  to  39 
cents;  extra  firsts,  34  to  36  cents; 
firsts,  31  to  33  cents;  seconds,  28 
to  30  cents ;  thirds,  23  to  26  cents. 
The  nearby  white  hennery  eggs 
get  fancy  prices  ranging  up  to 
50  and  55  cents  for  the  finest 
grades.  Fred.  A.  McGill. 


A  Tiny  Product  that  Employs 
Big  Capital. 

If  you  were  asked  to  name  a  product 
employing  millions  of  dollars  of  cap¬ 
ital  you  would  probably  never  think  of 
the  tiny  Oxo  Bouillon  Cubes  which  have 
recently  become  so  popular.  Yet  such 
is  the  case.  The  Liebig  Co.  makers  of 
the  convenient  little  Oxo  Cubes,  own 
and  operate  over  5,000,000  acres  of 
ranches  on  which  there  are  constantly 
growing  more  than  300,000  head  of  se¬ 
lected  cattle. 

Although  introduced  into  this  coun¬ 
try  only  a  few  years  ago,  Oxo  Bouillon 
Cubes  have  already  reached  an  immense 
popularity.  This  is  partially  due  to  the 
valuable  help  dealers  have  always  re¬ 
ceived  from  the  American  selling  agents 
— Corneille  David  &  Co.,  of  New  York. 
At  present  they  are  offering  a  very  at¬ 
tractive  free  deal  that  ought  to  interest 
every  live  dealer  in  the  land. 


Receiving  Chute.  The  Store 

Front.  Unpacking  Goods. 

Provisions  Against  Vermin. 

How  do  you  get  goods  into 
your  store?  Do  you  have  to  roll 
or  haul  them  up  a  skid,  or  “pack” 
them  in  on  the  backs  of  husky 
men?  I  am  going  to  drop  every¬ 
thing  into  my  new  cellar  on  a 
slide.  Everything  can  be  un¬ 
loaded  on  the  rear  sidewalk  and 
immediately  be  dropped  down 
through  the  trap  door,  arriving 
in  the  middle  of  the  cellar  floor. 
There  it  can  be  entered  on  the 
receiving  book,  opened  and  sent 
to  its  proper  place  without  any 
muss  or  the  disturbance  of  any 
part  of  the  working  machinery  of 
the  business.  Rubbish  can  be 
burned  in  the  furnace  under  the 
boiler  in  winter,  and  much  of  it 
can  be  prepared  for  use  as  fuel 
during  the  summer  and  stored  in 
the  coal  vaults.  All  of  this  litter 
always  can  be  kept  out  of  the  way 
of  business. 

★  *  * 

I  have  told  how  my  cellar  is  to 
be  made  vermin  proof.  The  main 
floor  is  going  to  have  similar 
treatment.  When  the  first  rough 
floor  is  laid  we  are  going  to  lay 
wire  netting  j4-inch  mesh  around 
the  edges  of  the  room  on  top  of 
that  first  layer  of  flooring,  and 
bend  the  wire  up  where  the  base¬ 
board  will  go.  This  will  render 
it  impossible  for  rats  or  mice  to 
get  in  through  the  edges  of  the 
floor.  The  maple  overfloor  and 
baseboard  will,  of  course,  hide 
the  netting. 

The  fixtures  in  my  store  now 
are  of  the  best.  The  bins  are  of 
the  latest  tilting  type,  so  con¬ 
structed  that  vermin  cannot  enter 
them ;  and  all  the  fittings  are  of 
natural  quartered  oak,  so  well 
seasoned  that  there  is  not  a  single 
crack  or  check  in  it  after  eleven 
years  of  use.  This  shows  that  it 
pays  to  buy  the  best.  When  the 


shelving  is  taken  out  for  setting 
up  in  the  new  store  I  plan  to 
cover  the  entire  back  of  the  furni¬ 
ture  with  the  same  kind  of  wire 
netting  described  above,  so  that 
rats  and  mice  cannot  gain  access 
to  the  shelves  from  any  point  ex¬ 
cept  the  front ;  and  they  will  not 
do  much  of  that,  because  they 
cannot  get  out  excepting  also  in 
front.  This  netting  will  go  up  to 
and  against  the  ceiling,  which  is 
to  be  of  metal,  so  I  cannot  think 
how  any  vermin  can  get  into  the 
store,  or  live  if  it  gets  in.  And 
I  do  not  know  any  one  thing  I 
want  to  make  more  sure  of  than 
that  we  shall  be  absolutely  free 
from  those  pests.  I  also  cannot 
think  of  any  better  time  to  insure 
freedom  than  when  we  are  be¬ 
ginning  with  a  new  room  which 
we  can  fix  up  to  suit  ourselves. 
Any  suggestions? 

*  *  * 

The  front  of  the  new  Johnson 
&  Son  store  is  going  to  be  one 
which  I  always  associate  with 
California,  because  I  got  the  idea 
from  that  glorious  country.  In 
that  fine  climate  very  little  pro¬ 
tection  is  needful,  so  the  fronts 
are  made  to  open  clear  across  the 
store  width.  The  windows  either 
slide  up  or  are  hinged  to  the  ceil- 
in  so  they  can  be  tilted  back  and 
up  like  huge  transoms.  This  con¬ 
struction  does  away  with  the 
fixed  bulkheads  which  we  gen¬ 
erally  find  built  into  show  fronts. 
The  displays  are  built  up  from 
the  floor  whether  the  windows 
are  kept  closed  or  opened ;  an  ar¬ 
rangement  which  admits  of  any 
variety  of  display.  Bulkheads 
can  be  made  removable  so  they 
may  be  used  if  wanted,  but  one 
is  not  compelled  to  use  them. 
One  really  gains  all  the  space 
which  is  usually  wasted  under  the 
false  floor  of  the  bulkheads  as 
commonly  built. 


So  my  windows,  over  46  feet 
of  glass,  by  the  way,  are  going  to 
kbe  built  so  that  the  bottom  of  the 
plates  will  come  about  3  or  4 
inches  above  the  floor.  Then  I 
can  have  the  space  behind  them 
absolutely  unobstructed,  free  from 
any  display,  or  fixed  up  with  any 
kind  of  arrangement  I  want  to 
use,  including  removable  bulk¬ 
heads  of  varying  sizes,  such  as 
may  be  suitable  to  any  display  I 
want.  This  has  another  valuable 
feature.  When  the  windows 
sweat,  as  they  may  sometimes  do 
in  severe  weather,  nothing  will 
be  in  the  way  of  their  draining 
directly  onto  the  floor,  instead  of, 
as  is  usual,  wetting  the  surface 
of  the  bulkhead  structure,  spoil¬ 
ing  draperies,  clogging  drains, 
etc. 

The  steel  posts  in  the  front  are 
going  to  be  grooved  to  hold  the 
glass  flush  on  the  outer  edge. 
They  will  not,  as  we  so  often  see 
them,  stand  inside  of  the  win¬ 
dows,  just  far  enough  from  the 
glass  to  make  it  very  hard  to  keep 
the  windows  clean  behind  the 
posts. 

Immediately  back  of  each  post 
there  will  be  a  plate  glass  mirror 
partition,  about  two  feet  deep, 
with  glass  shelves  on  each  side, 
on  which  fancy  goods  may  be 
displayed.  This  will  have  the 
effect  of  dividing  the  windows 
into  panels  wrherein  different 
goods  may  be  displayed,  and  will 
increase  the  attractiveness  of  the 
entire  front. 

*  *  * 

The  best  of  all  this  is  that  it 
will  not  necessarily  cost  more 
than  the  orthodox  store  front. 
It  will  simply  be  the  result  of  ob¬ 
servation,  study  and  careful 
planning  ahead  of  time.  It  is 
neither  necessary  that  we  build 
inconvenient  labor-wasting,  un¬ 
sightly  stores,  nor  yet  is  it  “writ¬ 
ten”  that  we  must  spend  a  lot  of 
money  to  make  them  practical, 
labor-saving  and  sightly.  A  little 
systematic  foresight  will  do  most 
of  it.  .  1 

AJmeria  grapes  are  beginning 
to  sell  well,  the  range  being  $3-5° 
to  $5.50.  Domestic  grapes  have 
gotten  poor  and  the  trade  have 
turned  to  the  Almerias,  which  are 
about  $1  below  last  year. 


The  best  Florida  eggplants  are 
bringing  $2.50  per  crate,  and  the 
demand  is  moderate. 
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Corn  Meal  Display. 

The  season  for  new  corn  meal  is  here,  and  a  window  display  of  it 
rays  suggests  the  use  of  this  wholesome  food.  This  is  a  neat  one 
i  will  require  only  a  little  of  your  time.  To  arrange,  first  cover  the 
:tom  of  the  window  with  a  dark  red  crepe  paper.  In  the  centre  in 
nt  spread  a  large  linen  napkin,  on  it  place  a  bowl  about  three-quarters 
[  of  the  meal;  place  a  silver  spoon  beside  it.  On  the  plate  place  two 
ces  of  the  cooked  meal,  beside  this  place  a  knife  and  fork,  back  of 
:m  place  a  can  of  condensed  and  evaporated  milk.  At  each  side  of 
5  place  a  small  white  napkin  on  which  place  a  piece  of  the  cooked 
al.  Cover  eight  narrow  wood  strips  with  the  red  crepe  paper.  At 


Coffee  Sale  Display. 

Mostly  every  grocer  appreciates  a  suggestion  on  a  sale  window. 
This  is  a  neat  and  attractive  one  on  coffee,  this  article  being  so  very 
high  in  price  at  the  present  time,  a  few  cents  saving  on  every  pound, 
say  for  a  day  or  two,  you  will  find  will  bring  you  plenty  of  customers. 
Use  a  package  coffee  for  this  sale.  To  arrange  this  display,  first  cover 
the  window  with  a  light  colored  crepe  paper,  any  shade  that  will  show 
up  the  packages  to  the  best  advantage.  In  the  centre  in  front  place  a 
napkin,  on  which  place  a  coffee  set,  and  at  each  side  place  a  large  sign 
card  with  wording  like  in  illustration.  Make  the  cards  large.  Now 
make  the  foundation  for  the  coffee  pyramid  in  the  centre ;  use  a  corn 


ch  side  nail  four  of  them  to  the  bottom  of  the  window,  pile  this 
uare  full  of  the  meal.  If  you  don’t  care  to  use  so  much  stock,  make 
ake  bottom  of  paper  or  bags,  cover  with  clean  wrapping  paper,  and 
en  spread  the  meal  over  this  about  one  or  two  inches  deep.  Place  a 
at  price  tag  on  each  pile,  and  between  them  place  a  few  bottles  of 
»ney  and  maple  syrup.  At  the  rear,  in  the  centre,  place  a  large 
•ramid  of  different  grades  of  table  syrups,  and  at  each  side  of  this 
ace  a  pyramid  of  the  meal  in  ten  pound  sacks.  Make  a  background 
:e  a  curtain  of  the  red  crepe  paper.  Suspend  a  neat  sign  card  with 
e  wording  like  in  cut. 


or  tomato  box,  nail  boards  from  the  top  to  the  bottom  to  form  a  slant ; 
it  need  only  have  three  sides,  having  the  boards  all  arranged  cover 
them  with  paper  before  filling  with  the  coffee.  Place  a  row  of  the 
packages  all  around  the  base  first,  this  will  prevent  the  coffee  from 
running  all  over  the  window.  Place  a  neat  price  tag  on  the  loose 
coffee.  For  the  large  package  use  a  wood  or  pasteboard  box  covered 
with  crepe  paper  as  near  like  the  regular  package  as  possible.  Make 
a  half  pyramid  of  boxes  or  packages  at  each  side  of  the  window  in  the 
rear.  Use  a  curtain  effect  of  the  crepe  paper  for  a  background. 
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WANT  DEPARTMENT 


Auwi r»  Is  Want  Adwtlsamamts  lawrtod  la  this  dapartasat  u;  b*  addnssad  to  tha  '  Orocary  World 
ud  OaDvral  Mirchant  ”  whoa  dasirad,  provided  the  advartisaawnt  U  aaooaspaaiad  by  10  oeata  la  paataga  to 
pay  for  ramalllng  tho  *amo.  The  price  ol  each  Iniertlea  Is  two  oeata  pet  word  la  advaaoa. 


FOR  SALE. 


FOR  SALE.— Grocery  and  general  mer¬ 
chandise  business  ;  annual  business,  $7/  00; 
stock,  about  $2,000.  Further  particulars 
address  John  F.  Day,  Siegfried,  Pa.  22 


FOR  SALE.— A  good  corner  cigar  and  con¬ 
fectionery  store  ;  would  make  a  good  stand 
for  fresh  meats  and  p-ovisions,  or  delicates¬ 
sen  store  ;  to  a  quick  buyer  will  sell  for  $750. 
S.  W.  corner  Fifty  first  and  Brown  streets, 
West  Philadelphia.  5 


FOR  SALE.— Stock  and  fix'uresof  a  good 
corner  gro.ery  store,  cigars  and  candy, 
doing  cash  business.  Would  do  well  w  th 
fresh  meats.  Will  sell  to  qu  ck  btner  at  a 
reasonab'e  figure.  Dwelling  contains  six 
rooms  and  a'l  conveniences.  Desirable 
growing  neighborhood.  Reasonable  rent. 
Corner  Millick  and  Race  stre-  ts,  between 
Sixtieth  and  S'xty-first,  West  Philadelphia. 

21 


FOR  SALE  OR  RENT.— Old  established 
store  stand,  in  town  of  1,000  population  in 
Lancaster  County.  Rich  and  thickly  settled 
surrounding  farming  community.  With 
limited  stock  or  without  stock.  Annual 
cash  business  $20,000.  Can  be  increased 
Modern  store  building.  Other  interests 
reason  forretiring.  W.  S.,  ‘‘  Grocery  World 
and  General  Merchant,”  927  Arch  Street, 
Philadelphia,  Pa.  4 


FOR  SALE.— Stock  and  fixtures  of  an  old 
established  corner  grocery  and  provision 
store.  Will  sell  for  $1,200  if  sold  at  once. 
Property  containing  sixteen  rooms  and  all 
conveniences,  can  be  bought  for  $15,000. 
Neighborhood  of  Fifty-second  and  Haver- 
ford  Avenue  West  Philadelphia.  M.  H.  W., 
‘‘Grocery  World  and  General  Merchant,” 
927  Arch  St.,  Philadelphia,  Pa.  4 


FOR  SALE. — An  old  established  corner 
grocery  and  provision  store.  Would  do  well 
with  fresh  meats.  Wi  1  sell  to  a  quick  buyer 
for  $1,250.  Corner  Tenth  and  C'earfield 
Streets,  Philadelphia,  Pa.  4 


FOR  SALE. — Stock  and  fixtures  of  grocery, 
provision,  cigar  and  confectionery  store, 
doing  a  good  business.  Will  sell  to  a  quick 
buyer  for  $950.  Eleven  rooms,  all  conven 
iences,  rent  $25  per  month.  4065  Haverford 
Ave.,  West  Philadelphia.  3 


FOR  SALE. — Good  corner  grocery  store. 
Would  do  well  with  fresh  meats.  Will  sell 
stock  and  fixtures  for  $500.  Dwelling  con¬ 
tains  six  rooms  and  all  conveniences.  Cor. 
Millick  and  Race  Sts.,  bet.  60th  and6ist  Sts., 
West  Philadelphia.  2 


FOR  SALE. — An  old  established  corner, 
doing  a  good  business  in  fresh  meats,  gro¬ 
ceries  and  provisions.  Will  accept  the  low 
figure  of  $2  850  from  a  quick  buyer.  Will 
sell  the  bouse  for  $7,500.  A  bargain.  Twelve 
rooms  and  all  conveniences.  Tasker  St. 
West  of  Broad.  W  C.,  “Grocery  World 
and  General  Merchant,”  927  Arch  St., 
Philadelphia,  Pa.  23 


FOR  SALE. — Grocery  and  queensware 
store,  established  in  1852,  located  on  the 
main  street  of  a  growing  town  of  5,000  popu¬ 
lation.  Sales  run  from  $20,000  to  $25,oco 
yearly.  Business  is  conducted  on  strictly 
cash  basis  Annual  profits  average  from 
$2,000  to  $2,500.  A  rare  chance  for  a  live 
up-to-date  man.  Will  invento'y  about 
$3,000,  can  be  reduced.  Reason  for  selling 
and  full  information  given  on  request.  Call 
on  or  write  Angle  Brothers,  Shippensburg, 


Pa. 


25 


FOR  SALE. — Stock  and  fixtures  of  a  good 
paying  corner  grocery  and  provision  store. 
Will  sell  to  a  quick  buyer  for  $i,roo. 
Property  can  be  bought  for  $5,200,  eight 
rooms  and  all  conveniences.  4000  North 
Fairhill  Street,  Philadelphia,  Pa.  26 


FOR  SALE. — Stock  and  fixtures  of  grocery, 
provision,  cigars  and  candies.  Will  make  a 
good  store  for  fresh  meats.  Will  sell  to  a 
quick  buyer  for  $600.  Dwelling  has  eight 
rooms  and  all  conveniences.  Will  sell 
property  at  a  very  low  figure,  $5,000. 
Darby,  Pa.  G.  W.,  “Grocery  World  and 
General  Merchant,”  927  Arch  St.,  Philadel¬ 
phia,  Pa.  25 


FOR  SALE.— An  old  established  corner, 
doing  a  good  business  in  groceries,  provi¬ 
sions,  milk,  cigars  and  candies.  Would  be 
a  good  stand  for  fresh  meats.  Will  sell  for 
the  low  figure  of  $600.  Rent,  $  7  a  month, 
six  rooms.  637  N.  Fifty-third  St.,  Philadel¬ 
phia,  Pa.  22 


FOR  SALE. — An  old  corner  grocery  and 
provisions.  Would  do  well  with  fresh  meats. 
Will  sell  stock  and  fixtures  to  a  quick  buyer 
for  $1,150.  Dwelling  contains  ten  rooms 
and  all  conveniences.  Corner  Tenth  and 
Dauphin  Sts.,  Philadelphia.  1 


FOR  SALE. — Stock  and  fixtures  of  grocery, 
provision,  candy  and  cigar  store,  also  school 
supplies.  Would  make  a  good  corner  for 
fresh  meats.  Will  sell  to  a  quick  buyer  for 
$975.  Dwelling  contains  eight  rooms,  rent 
$20  per  month.  Corner  Sixty- second  and 
Delancey  Sts.,  West  Philadelphia.  1 


FOR  SALE. — An  old  established  corner 
grocery,  meat  and  provisions.  To  make  a 
quick  sale  will  accept  $875.  Rent  $25  per 
month.  Corner  Fifty-fourth  and  Lancaster 
Ave.,  West  Philadelphia.  1 


FOR  SALE. — Fine  set  of  Troemner’s  half 
chest  tea  bins,  also  coffee  bins  to  hold  about 
100  lbs.  Same  in  first-class  condition.  Value 
new,  $io  each.  Also  electric  coffee  mill. 
H.  F.  Heacock,  51  N.  Second  St.,  Philadel 
phia,  Pa.  tf 


FOR  SALE. — An  old  corner  grocery  and 
provision  store.  Would  make  a  good  stand 
for  fresh  meats.  Will  sell  for  $1,500.  Will 
sell  property  for  $7,500,  ten  rooms  and  all 
conveniences,  also  stable.  N.  W.  corner 
Sixth  and  Venango  Streets,  Philadelphia, 
Pa.  4 


FOR  SALE. — Well  paying  grocery,  meat 
and  provision  store.  Good  neighborhood 
Will  sell  to  a  quick  buyer  for  $1,250.  Will 
sacrifice  property  containing  six  rooms  and 
bath  for  $6, 500.  Near  Sixtieth  and  Spruce  Sts. 
S.  N.,  “Grocery  World  and  General  Mer¬ 
chant,”  927  Arch  St.,  Philadelphia,  Pa.  22 


FOR  SALE. — One  second-hand  Gurney 
hot  water  boiler,  750  ft.  capacity.  $30  f.o.b. 
Lancaster.  F.  A.  Long,  Lancaster,  Pa. 


BUSINESS  OPPORTUNITIES. 


0000000000000000000000000 
o  o 

o  DO  YOU  WANT  TO  SELL  o 
o  YOUR  BUSINESS?  o 

o  We  find  buyers  for  grocery  and  o 
o  general  store  businesses  —  nothing  o 

o  else.  We  are  specialists  in  that  and  o 
o  we  know  what  we  are  about.  o 

o  In  the  term  “grocery  stores”  we  o 
o  include  butter  and  egg  stores,  tea  o 
o  and  coffee  stores,  green  groceries  and  o 
o  anything  else  in  the  same  line.  o 

o  If  you  want  to  sell  your  business,  o 
o  we  have  a  customer.  If  you  want  to  o 
o  buy  one,  we  know  where  something  o 
o  is  that  we’re  sure  will  suit  you.  o 

o  Write,  call  or  telephone.  o 

o  WARNER  &  CO.,  o 

o  927  Arch  Street,  Philadelphia,  Pa.  o 

o  Phones  :  Bell,  Filbert  3286.  o 

o  Keystone,  Race  746.  o 

o  o 

0000000000000000000000000 


GROCERY,  MEAT  AND  PROVISION 
STORES. 


EVERY  ONE  A  GOOD  CHANCE. 


No.  602. — We  have  to  offer  the  best  gro¬ 
cery  in  large  town  in  Northumberland 
County,  doing  $35,000  yearly,  practically 
a  cash  business.  On  account  of  executors 
desiring  to  settle  the  estate,  this  business 
can  be  bought  at  an  inventory  price,  about 
$3,500  required.  Can  either  be  paid  for  in 
cash  or  partly  cash  and  good  security. 

No.  603  — Meat  business,  doing  $300  a 
week,  all  cash.  Can  be  purchased  at 
inventory  price.  This  business  is  located 
in  a  good  business  section  of  Germantown 
Ave.,  Philadelphia,  has  very  little  competi¬ 
tion  and  rent  and  fixed  charges  very  low. 


About  $450  required.  Owner’s  reason  for 
selling  is  on  account  of  ill  health. 

No.  604. — Grocery  and  produce  business 
in  thriving  town  about  ten  miles  from  Phila¬ 
delphia.  Doing  $15,000  yearly,  but  can 
easily  be  increased  by  proper  party  taking 
hold.  Business  has  been  established  for 
twenty  years  and  commands  a  trade  in 
which  there  is  a  good  profit.  Will  take 
about  $1,000  to  buy  entire  proposition. 
Worth  investigation. 

No.  606  — In  West  Philadelphia,  delica¬ 
tessen  and  grocery  business,  doing  $200 
weekly,  all  cash,  of  which  there  is  eighteen 
per  cent,  net  profit  above  all  expenses. 
Carries  a  stock  of  about  $900,  which  can 
readily  be  reduced.  Rent  and  other 
expenses  low.  Ill  health  causes  selling. 
About  $1,500  required. 

No.  616  — Grocery  and  meat  business  in 
T.oga,  Philadelphia,  doing  $200  a  week, 
mostly  cash.  On  account  of  owner  desiring 
to  move  in  another  section  of  the  city,  will 
sacrifice  business.  About  $1,000  will  buy. 

No.  622 — In  Monroe  Co.,  Pa.,  general 
store  doing  over  $40,000  yearly,  all  cash,  on 
which  there  was  a  net  profit  of  $3,600  last 
year  and  business  is  growing  each  year. 
Expense  of  conducting  very  low.  Rent 
only  $50  monthly  and  on  account  of  being  a 
summer  resort  the  bulk  of  business  is  done 
with  low  expense  for  help.  About  $11,000 
will  be  required  to  buy  slock  and  fixtures, 
but  this  can  be  reduced  a  great  deal.  Busi¬ 
ness  is  open  to  investigation.  Full  informa¬ 
tion  will  be  given  on  request. 

No.  623. — General  merchandise  busines 
in  Warren  Co.,  N.  J.,  doing  over  $17,000 
yearly,  all  cash.  Can  easily  be  increased 
Expenses  very  low.  Rent,  $35  monthly. 
Clerks,  $15  weekly.  Business  has  been 
established  thirty  years.  Always  a  money¬ 
maker.  Write  for  information. 

No.  630. — Grocery  and  meat  store  in  small 
town  in  Burlington  Co.,  N.  J.,  doing  $250 
weekly,  mostly  cash.  A  most  desirable 
location.  Exclusive  trade,  which  can  be 
increased.  Owner  desires  to  sell  on  account 
of  Government  position.  About  $900  will 
buy. 

No.  633.— In  New  Jersey  town  about 
twenty  miles  from  Camden,  general  store 
doing  an  average  of  $20,000  for  the  last  five 
years,  and  on  the  increase,  of  which  75  per 
cent,  is  cash,  balance  good  credit.  Business 
now  netting  10  per  cent,  profit  above  all 
expenses.  Carries  about  $5,000  stock,  which 
can  be  reduced  to  about  $3,000.  Business 
will  be  sold  at  inventory.  Full  information 
given  on  request. 

No.  634 — Grocery  and  me^t  business  in 
West  Philadelphia  doing  over  $400  weekly 
business,  mostly  cash.  Business  has  been 
increased  each  year  for  the  last  four  years 
and  still  increasing.  Expenses  low.  This 
business  shows  a  net  profit  of  8  per  cent. 
Anyone  desiring  the  business  can  go  in  and 
investigate  before  buying,  as  it  will  stand 
any  test  the  business  is  put  to.  About  $1,600 
will  buy. 

No.  635. — Fine  established  general  store 
in  Lancaster  Co.,  doing  a  yearly  business 
of  $20,000,  netting  a  clear  profit  of  $2,000, 
which  can  be  shown  to  any  buyer.  Expenses 
low  and  old  established  business  command¬ 
ing  the  best  trade  of  a  town  of  3,000  in 
centre  of  rich  farming  district.  About 
$7,000  to  $8,000  required. 

No.  637. — Lancaster  Co.  general  store, 
with  small  stock,  doing  nearly  $30,000 
yearly,  90  per  cent.  cash.  Stock  is  in  good, 
clean  condition  and  the  business  is  in  such 
good  shape  that  purchaser  can  step  into  a 
money  maker  from  the  day  he  takes  hold 
of  business.  Expenses  low.  About  $5,000 
will  buy. 

No.  638. — General  store  located  a  few 
miles  from  Trenton,  N.  J.,  in  prosperous 
town  of  1,000.  catering  to  large  farming 
district.  Does  a  business  of  $22,000  yearly, 
of  which  75  per  cent,  is  cash,  on  which  there 
is  a  big  margin  of  profit.  Carries  stock  of 
about  $6,000.  Business  will  be  sold  at  an 
inventory  price,  Investigate. 

No.  639.— General  store  on  the  outskirts 
of  Philadelphia,  doing  a  large,  profitable 
business.  Plenty  of  new  business  to  be 
secured  by  new  owner.  Building  operations 
under  way.  Owner  wishes  to  go  South  the 
only  reason  for  selling.  $1,200  will  buy. 

No.  640. — Grocery  and  meat  business  just 
started,  having  one  of  the  best  store  rooms 
in  the  city,  in  a  locality  that  will  patronize  a 
good,  first-class  store.  This  place  must  be 
seen  to  understand  the  bargain.  Owner  is 
sick,  reason  for  selling. 

In  all  of  these  the  cause  of  selling  is 
good  and  the  fullest  Investigation  courted. 
Every  one  paying. 


WARNER  &  CO., 

927  Arch  Street  Philadelphia,  Pa. 


HELP  WANTED. 


WANTED. — Manufacturers  of  food  products 
desiring  to  introduce  their  goods  in  the 
Philadelphia  market  are  requested  to  confer 
with  “Broker,”  “Grocery  World  and  Gen¬ 
eral  Merchant,”  927  Arch  St  ,  Philadelphia 
Pa.  u 


WANTED. — Sales  agents  to  handle  com¬ 
plete  line  of  automatic  computing  acales, 
relf-measuring  gasoline  and  oil  tanks  and 
cheese  cutters.  Exclusive  territory.  Good 


opportunity  for  high  grade  men.  Lacy  £t 
Noblit,  1220  Filbert  St.,  Philadelphia,  Pa.  tf 


THIS 


No.  42  Cuspidor — 6$4-inch 


QUSPIbOl 

in  hand-painted  colot 
at  $8.50  per  grots,  i 
dray  age  charge,  ■ 
package  charge;  I 
tire  grots  is  yours 
£850,  plus  the  fre 
The  PETERS  a  RL. 
POTTER! CO. 

Z»N  CSVILLE,  OX 


The  One  Pure  Sugar  Syrup 


Lyle’s  Golden  Syrup  —  perfectly 
clear,  a  beautiful  golden  color,  so 
neutral  micro-organisms  can’t  live 
in  it.  Absolutely  free  from  preser¬ 
vatives.  A  product  which  every  one 
keeps  buying.  If  you  want  to  plesse 
your  trade  tell  them  about  it. 


26  ft  PROFIT 

8ure  sales  and  pleased  customers. 


H.  Kellogg  &  Sons 

Philadelphia 


MAPLEI 


The  Flavor  de  Luxe 

SELLS 

SATISFIES 


ind 


SELLS  AGAIN 


Order  from  your  jobber  or 

^  Frank  A.  Smith  Company 
*  ^  105  South  Front  Street 

Philadelphia,  Pa. 


Cr#«o«nt  Mf|.  0«. 

SEATTLE,  WASH. 


MANY  GROCERS 

Find  it  pays  them  to  read  the 
“good  stuff”  in 

The  Advertising  World 

Columbus,  Ohio 


Sample  !rs«,  or  fear  months’  trial  for  10  coats 


PATENTS 


1 


and  Trade-marks  procured  promptly  and 
properly  In  aU  countries. 


Oatls  &  Dark,  Washington,  D.C. 


TBLL  YOUR  CUSTOMERS  THAT 


RAE’S 

Lucca  Olive  Oil 


Is  the  product  of  perfectly  sound,  ripe, 
freshly  picked,  freshly  crushed  and 
pressed  olives,  grown  in  Tuscany,  Italy, 
the  one  place  In  the  world  where  the 
olive  reaches  perfection.  You  will  not 
only  please  them  but  you  will  build  up 
a  splendid  trade  on  Lucca  Oil  at  a  good 
profit.  Prices  in  Prices  Current. 


H.  Kellogg  &  Sons 

Philadelphia 
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Can  a  Manufacturer  Stop  Cutting  by  Dealers 
Who  Haven’t  Agreed  Not  to  Cut  ? 


More  on  a  Subject  Recently  Discussed  in  the  Legal  Department  of 
this  Journal — As  to  the  Chance  that  the  Court  Would  Enjoin 
a  Cutter  Who  Cut  so  Deeply  as  to  Demoralize  a  Manufac¬ 
turer’s  Business — Some  Correspondence  on  the  Point. 


Readers  hereof  will  remember  a 
recent  article  published  •  in  the 
Lgal  Department  by  the  editor  of 
this  journal,  on  the  legal  rights  of 
a  manufacturer  to  stop  by  injunc¬ 
tion  the  cutting  of  prices  by  a 
dealer  who  had  made  no  contract 
to  hold  them.  The  opinion  was 
expressed  that  while  no  such  case 
was  on  record,  it  was  probable 
that  the  court  might  grant  an  .in¬ 
junction  on  account  of  the  enor¬ 
mous  injury  that  might  ensue,  in 
spite  of  the  recent  court  decisions 
that  no  contract  to  uphold  prices 
could  be  upheld. 

i  The  article  in  question  has 
aroused  a  great  volume  of  discus¬ 
sion  and  comment,  and  some  criti¬ 
cism  from  persons  who  contend 
that  the  Supreme  Court  decisions 
in  the  Miles  and  other  monopoly 
cases  settled  forever  that  no  plan 
to  control  prices  was  legal.  Some 
of  the  correspondence  which  has 
passed  between  the  author  of  the 
article  and  persons  interested  in  it 
is  reproduced  below: — 

New  York,  Nov.  16,  1911. 

Elton  J.  Buckley,  Esq., 
Attorney-at-Law, 

643  Land  Title  Bldg., 
Philadelphia,  Pa. 

Dear  Sir: — My  attention  has  been 
called  to  an  article  published  under 
your  signature  in  the  “Grocery 
World  and  General  Merchant”  on 
October  28th  concerning  the  pos¬ 
sible  right  of  a  manufacturer  to 
prevent  the  sale  of  his  product  by 
a  retailer  at  cut  prices,  and  I  take 
the  liberty  of  writing  in  the  hope 
that  you  will  be  kind  enough  to 
give  me  the  benefit  of  your  views 
in  somewhat  greater  detail  than  is 
afforded  by  the  article  in  question. 

On  page  22  you  suggest  that  the 
manufacturer  might  obtain  an  in¬ 
junction  against  the  retailer,  first, 
because  of  irreparable  injury  sus¬ 
tained  by  him.  I  am  not  quite  clear 
that  this  is  so,  because  it  seems  to 
me  that  to  a  certain  extent,  at  least, 
the  cutting  of  retail  prices  would 
tend  to  increase  the  demand  on  the 
part  of  the  public  for  the  article, 
and  the  business  which  the  manu¬ 
facturer  would  lose  from  retailers 
who  would  not  meet  the  cut  rate 
might  well  be  compensated  by  the 
increased  consumption  originating 
in  the  store  of  the  cutter.  Further, 
it  would  seem  that  in  any  event  the 
manufacturer  might  protect  himself 
by  withdrawing  a  quantity  price  and 
thus  render  it  impossible  for  a  large 
purchaser  to  buy  at  more  favorable 
terms  than  his  smaller  competitor. 

If  you  know  of  any  decisions  to 
the  effect  that  under  the  circum¬ 


stances  show  the  manufacturer 
would  be  suffering  irreparable  in¬ 
jury,  I  hope  that  you  will  have  the 
kindness  to  refer  me  to  them. 

You  further  suggest  that  the  re¬ 
tailer  would  be  exceeding  his  rights 
in  selling  the  product  below  his  own 
cost.  If  there  is  any  authority  for 
the  suggestion,  I  believe  it  ought 
to  be  called  to  the  attention  of  mer¬ 
chants  at  the  earliest  possible  mo¬ 
ment.  There  can  be  no  doubt  that 
much  real  injury  is  caused  to  the 
community  at  large  by  price  cutters, 
and  if  there  is  any  judicial  determi¬ 
nation  upon  the  subject,  I  should  be 
very  much  interested  in  following 
it  up. 

You  also  refer  to  the  reason  for 
granting  a  preliminary  injunction, 
and  I  presume  that  you  intend  to 
distinguish  between  that  remedy  and 
an  action  in  eauity  for  a  permanent 
injunction.  I  thought  that  you 
might  have  some  reason  for  making 
this  distinction  which  is  not  dis¬ 
closed  in  the  text  by  jeason  of 
some  particular  decision  which  you 
may  have  in  mind. 

I  am  frank  to  say  that  the  entire 
reasoning  disclosed  in  the  case  of 
Miles  vs.  Park  &  Sons,  220  U.  S., 
372,  so  far  as  the  prevailing  opinion 
is  concerned,  seems  to  be  opposed 
to  the  suggestion  that  a  manufac¬ 
turer  might  obtain  an  injunction  for 
the  purpose  of  controlling  retail 
prices  in  the  hands  of  dealers  to 
whom  his  products  are  sold,  and  I 
hope  that  you  will  have  the  time 
and  the  inclination  to  send  me  a 
few  lines  pointing  out  my  mistake. 
Yours  verv  truly, 

Mortimer  W.  Byers, 
Counselor-at-Law. 

41  Park  Row. 

THE  ANSWER. 

Philadelphia,  Nov.  19,  1911. 
Mortimer  W.  Byers,  Esq., 

41  Park  Row, 

New  York. 

My  Dear  Sir:— Yours  of  the  16th 
inst.  in  re  an  article  written  by  me 
on  “A  Manufacturer’s  Rights 
Against  Cutters  Not  Under  Con¬ 
tract,”  and  published  in  the  “Gro¬ 
cery  World  and  General  Merchant,” 
is  received  and  carefully  consid¬ 
ered.  I  seem  to  have  been  unfor¬ 
tunate  in  not  being  able  to  make 
clear  the  theory  which  I  intended 
to  advance  in  the  article  in  question. 
I  have  received  a  considerable  num¬ 
ber  of  communications  regarding 
the  article  and  some  criticisms,  but 
every  person  who  has  written  or 
spoken  to  me  on  the  subject  makes 
what  I  consider  the  error  of  assum¬ 
ing  that  the  decisions  in  the  Miles 
case,  the  Electric  case,  etc.,  apply 
to  the  case  which  I  outlined.  In  my 
view  these  decisions  do  not  in  the 
least  apply,  for  the  reason  that 
every  one  of  them  considers  in  some 
phase  the  question  whether  a  con¬ 
tract  to  fix  prices  can  be  upheld. 

The  suppositious  case  which  I  cited 
in  my  article  comprehended  the 
wanton  public  cutting  of  a  price 
by  a  retailer,  for  instance  (who  had 
signed  or  agreed  to  no  contract  to 
hold  a  certain  price),  to  a  point  be¬ 
low  his  own  cost,  either  for  the  de- 


where  the  price-cut  would  be  deep  1 
and  want9n,  and  would  not  depend  tj 
on  cost  price  at  all. 

The  question  which  my  articled 
raised  was  whether  a  manufacturer' 1 
who  suffers  such  an  injury  as  this,  a 
or  who  sees  himself  likely  to  suffer  1 
it,  must  lie  helpless  and  take  it,  1 
or  whether  he  can  appeal  to  the  ] 
courts  to  grant  him  an  injunction  | 
against  the  cutter,  by  reason  of  the  I 
certainty  of  irreparable  injury  if  the  | 
injunction  were  refused.  I  believe  1 
that  the  court  would  listen  to  such  j 
a  plea  and  would  be  much  inclined  1 
to  grant  it,  first,  because  the  injury  ] 
in  such  a  case  would  be  absolutely  J 
beyond  the  possibility  of  soeedy  1 
repair— irreparable,  to  use  the  legal 
term — and  second,  because  no  or-  i 
dinary  action  at  law  for  damages 
could  begin  to  restore  to  the  in¬ 
jured  party  what  he  had  lost.  I 
am  unable  to  cite  any  cases  in  sup¬ 
port  of  this  theory,  however,  be-  • 
cause  there  are  none  on  the  sub¬ 
ject,  either  pro  or  con.  So  far  as 
I  have  been  able  to  find,  the  exact 
theory  which  I  am  propounding  has 
never  been  considered  by  the  courts 
at  all. 

Yours  very  respectfully, 

Elton  J.  Buckley. 

•  * 
Indianap  dis  Mayor  Will  Sell  Tea  and 
Turkeys  to  Consumers  at 

Carload  Prices 

— 

Gets  a  Price  of  Twenty-seven  Cents  Per  Pound  on  Tea  from 
London  Which  the  Seller  Says  Will  Compare  With  the 
Average  Sixty  Cent  Tea  at  Retail.  Also  Expects  to  Sell 
Turkeys  at  Seventeen  Cents  Per  Pound.  Kentucky  Town 
Going  Into  the  Same  Business. 


liberate  purpose  of  demoralizing  the 
business  of  the  manufacturer  whose 
product  he  should  cut,  or  for  the 
purpose  of  attracting  trade  to  him¬ 
self.  Whatever  the  motive,  the  re¬ 
sult  to  the  manufacturer’s  business 
would  be  complete  demoralization 
through  the  fact  that  other  retail 
distributers,  unable  and  unwilling 
to  meet  the  price — which  they  would 
have  to  meet  if  they  were  to  make 
sales — would  practically  cease  to 
handle  the  produ  -t  at  all.  Thus  dis¬ 
tribution  would  in  part  cease,  with 
the  inevitable  result  to  the  manu¬ 
facturer  of  loss  and  demoralization. 

It  is  true,  as  you  suggest,  that  the 
cutting  of  prices  would  increase  the 
demand,  but  if  dealers  acted  upon 
their  usual  and  justifiable  plan  of 
refusing,  so  far  as  they  can,  to  sell 
merchandise  that  pays  them  no 
profit,  the  increased  demand  would 
find  no  adeouate  channels  through 
which  it  could  be  satisfied.  More¬ 
over,  no  manufacturer  would  will¬ 
ingly  concentrate  his  distribution  in 
one  store.  Your  suggestion  that  the 
manufacturer  might  protect  himself 
by  charging  the  large  buyer  as  much 
for  his  product  as  he  charged  the 
small,  also  seems  to  me  not  to  reach 
the  point,  for  I  am  considering  cases 


Special  Correspondence  of  ‘‘Grocery  World  and 
General  Merchant.” 


Indianapolis,  Ind., 

November  22,  1911. 

Several  weeks  ago  I  sent  some 
correspondence  from  here  in 
which  I  told  of  the  plan  of  Mayor 
Shank,  of  this  city,  to  sell  pro¬ 
duce  to  consumers  over  the  mid¬ 
dlemen’s  heads.  The  only  thing 
sold  at  that  time  was  potatoes, 
which  were  sold  at  a  price  per 
bushel  much  below  what  any 
middleman  could  afford  to  sell 
for. 

The  plan  was  such  a  success 
as  to  potatoes  that  the  Mayor  has 
also  gone  into  the  tea  business. 
Several  weeks  ago  he  wrote  to 
London  for  tea  prices,  and  has 
just  received  them.  The  price 
named  on  the  grade  wanted  was 
27  cents  per  pound.  A  sample 
came  with  it,  also  a  letter  saying: 
“Please  taste  this  tea  against  any 
at  your  place  retailing  at.  say,  60 
cents  a  pound,  and  you  will  at 
once  say  the  one  offered  at  27 
cent§  is  better.’’ 

During  the  past  week  Mayor 


expects  to  have  turkeys  to  sell  to  j 
consumers  direct  over  the  holi¬ 
days.  *As  to  the  price,  he  says  he 
hopes  to  be  able  to  sell  at  17  cents 
per  pound,  which  would  be  very 
nearly  10  cents  per  pound  below 
the  probable  retail  price  here  over 
the  holiday  season.  Two  more 
carloads  of  Michigan  potatoes  are 
expected  as  this  letter  goes  for¬ 
ward,  and  they  will  be  sold  at 
cost,  like  the  others. 

Mayor  Shank  has  recently  re¬ 
ceived  a  letter  from  J.  B.  White, 
Mayor  of  Williamsburg,  Ky.,  ask¬ 
ing  where  he  can  buy  potatoes  to 
sell  in  the  same  way. 

R.  E.  V.  Hartley. 


ELTON  J  BUCKLEY 


Editor  ‘‘Grocery  World  and  General  Merchant" 


Attorney  and  Counselor  at  Law 


643-648  Land  Title  Bnlldlnc,  Pblla.,  Pa. 

T  .  h.n..  I  Bell,  Sprncc  2S0S  2609 

Telephene*  J  Keyltonej  Ric*  74* 


Shank  has  given  it  out  that  he 
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THE  GROCER  who  tries  to  keep  his  busi¬ 
ness  in  his  head  can’t  keep  ahead  in  his 
business. 


H  is  brain  can’t  stand  the  strain — 
it’s  built  to  remember  facts — not 
figures. 

The  human  mind  is  never  com¬ 
pletely  accurate. 

The  National  Cash  Register  thinks 
with  a  brain  of  steel. 


It  keeps  track  of  every  detail  of 
every  sale — stops  leaks  and  checks 
losses. 

A  store  using  a  National  Cash 
Register  is  run  on  system  — 
it’s  bound  to  yield  profit  to  its 
owner. 


Over  One  Million  have  been  sold 

Write  for  Booklet 

“Get  a  “Get  a 

Receipt”  The  National  Cash  Register  Company  Receipt” 

Dayton,  Ohio 
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Results  of  American  Specialty  Convention.  Resolutions.  Tea 
Controversy  Still  Rages.  More  State  Food  Law  Cases. 
Market  Summary. 


Special  Correspondence  of  "Grocery  World  and 
General  Merchant.” 

New  York,  Nov.  23,  1911. 

Now  that  the  third  annual  con- 
vention  of  the  American  Specialty 
Manufacturers’  Association  has 
been  held  the  trade  may  ask,  what 
were  the  most  important  results 
that  were  accomplished? 

Judging  from  the  talk  among 
the  members  and  officers,  these 
results  were  in  the  moral  support 
and  encouragement  of  the  work. 
The  convention  surpassed  its  pre¬ 
decessors  in  attendance  and  in  the 
degree  of  interest  that  was  mani¬ 
fested  and  that  amounted  at  times 


to  genuine  enthusiasm, 
members  seemed  to  be  generally 
pleased  with  what  had  been  done 
and  with  what  is  in  prospect. 

Thus  assured  of  their  ground, 
the  officers  and  committees  are 
to  push  the  work  with  even 
greater  zeal  than  heretofore  in 
various  ways.  While  the  execu¬ 
tive  session  was  not  marked  by 
any  unusual  or  radical  action,'  it 
is  learned,  yet  measures  were 
taken  which  are  expected  to 
broaden  the  activity  of  the  organ¬ 
ization  in  some  respects,  the  de¬ 
tails  of  which  are  to  be  made  ap¬ 
parent  during  the  coming  months. 
One  of  the  features,  it  is  known, 
will  be  the  redoubled  efforts  to 
build  up  and  strengthen  the  aux¬ 
iliary  associations  of  representa¬ 
tives  in  various  parts  of  the  coun¬ 
try. 

The  association  also  expects  to 
follow  up  its  quiet  but  well 
directed  attempts  to  bring  about 
better  and  more  friendly  relations 
among  the  several  factors  in  dis¬ 
tribution,  including  manufacturer, 
wholesaler  and  retailer. 

In  last  week’s  issue  were  given 
the  proceedings  of  the  first  day  of 
the  session,  including  the  impor¬ 
tant  reports  and  addresses  read 
and  delivered,  the  prompt  publi¬ 
cation  of  which  was  the  subject 
of  much  favorable  comment.  The 
convention  continued  its  session 
on  Friday  in  the  Sun  Parlors  of 
the  Waldorf-Astoria,  with  the  ex¬ 
ecutive  session  in  the  morning 
and  with  the  closing  session,  open 
to  all,  in  the  afternoon. 


The  general  confidence  in  the 
present  officers  was  so  strong  that 
all  were  re-elected  as  follows: — 
President,  Walter  IT  Lipe, 
Beech-Nut  Packing  Co.,  Canajo- 
harie,  N.  Y. ;  first  vice-president, 
Louis  Runkel,  Runkel  Bros.,  Inc., 
New  York  City ;  second  vice- 
president,  A.  J.  Porter,  Shreddec 
Wheat  Co.,  Niagara  Falls,  N.  Y. ; 
third  vice-president,  W.  M.  Me 
Cormiek,  McCormick  &  Co.,  Bal¬ 
timore,  Md. ;  treasurer,  Louis  PI. 
Soule,  the  Bon  Ami  Co.,  New 
York  City. 

In  the  Board  of  Directors  the 
terms  of  three  members  expire 
The  each  year.  B.  T.  Babbitt  Hyde, 
of  B.  T.  Babbitt,  Inc.,  New  York, 
one  of  the  three  whose  terms  ex 
pired  this  year,  was  re-elected  for 
a  new  term  of  three  years.  Two 
new  directors,  elected  for  three 
year  terms;  are  Carl  A.  Lautz,  o 
Lautz  Bros.  &  Co.,  Buffalo,  N.  Y., 
and  A.  J.  Bloch,  of  the  Bloch 
Bros.  1  obacco  Co.,  Wheeling, 
W.  Va. 

The  six  directors  holding  over 
are:  J.  D.  Lewis,  N.  K.  Fairbank 
&  Co.,  Chicago;  Andrew  Ross, 
Kellogg  Toasted  Corn  Flake  Co., 
Battle  Creek,  Mich. ;  Samuel  S. 
Fels,  Fels  &  Co.,  Philadelphia, 
Pa.;  J.  E.  Linihan,  United  Cereal 
[Mills,  Ltd.,  Quincy,  Ill.;  Chas.  T. 
Lee,  Libby,  McNeill  &  Libby, 
Chicago,  Ill.;  W.  B.  Cherry,  Mer- 
rell-Soule  Co.,  Syracuse,  N.  Y. 

Resolutions  were  adopted  to  the 
following  effect:  In  favor  of  1- 
cent  rate  for  ordinary  business 
letters ;  in  favor  of  a  new  uniform 
weights  and  measures  law  to  be 
passed  by  Congress;  to  appoint  a 
publicity  committee  of  five  mem¬ 
bers  and  a  legislative  committee 
of  seven  members. 

It  was  brought  out  that  a  news- 
I  paper  in  Westfield,  N.  Y.,  had 
|  proposed  a  scheme  for  printing  in 
daily  papers  a  pure  food  list  to  in¬ 
clude  the  name  of  food  manufac¬ 
turers  whose  products  had  been 
proved  on  investigation  to  be 
what  they  should  be. 

The  Van  Camp  Packing  Co. 
j  answered  this  proposal  by  point¬ 
ing  out  how  unfair  and  destruc- 
jtive  it  might  prove  to  manufac¬ 


turers  who  might  not  care  to  com¬ 
ply  with  the  terms  of  the  pub¬ 
lishers. 

One  of  the  important  addresses 
of  the  second  day  was  that  of  J. 
If.  McLaurin,  the  president  of  the 
Southern  W  holesale  Grocers’  As¬ 
sociation,  who  spoke  strongly 
against  the  practice  of  free  deals, 
especially  when  they  include  free 
packages,  he  practice,  he  said, 
has  proved  very  harmful  at  times 
to  the  Southern  jobbers  and  is 
also  harmful  to  the  retailers.  He 
expressed  the  opinion  that  the 
manufacturers  can  find  other 
ways  of  increasing  their  sales. 
He  also  condemned  with  much 
vigor  the  giving  of  bonuses  by 
manufacturers  to  jobbers’  sales¬ 
men  and  said  that  this  serious 
evil  has  been  getting  more  ex¬ 
tensive. 

The  Hon.  George  L.  Flanders, 
the  First  Assistant  Commissioner 
of  Agriculture  in  New  York  State, 
spoke  for  uniformity -in  the  food 
laws  of  the  various  States,  for 
less  drastic  food  legislation  in 
some  States  and  for  an  increased 
number  of  food  producers  in  order 
to  lessen  the  cost  of  living. 

One  of  the  interesting  addresses 
of  the  opening  day  was  that  o 
George  B.  Wason,  Boston,  Mass., 
the  president  of  the  Nationa 
W  holesale  Grocers’  Association, 
who  talked  on  the  present  day  re 
ations  of  the  merchant  to  the 
consuming  public. 

An  address  that  was  heard  with 
th  closest  attention  was  that  of 
John  W.  Lux,  the  president  of  the 
National  Association  of  Retail 
Grocers,  who  discussed  the  rela¬ 
tions  between  the  manufacturer 
and  the  retailer. 

After  the  convention  many  of 
the  members  expressed  their 
warm  appreciation  of  the  excel- 
ent  arrangments  for  the  meeting 
and  gave  a  large  part  of  the  credit 
to  Secretary  A.  C.  Monagle  and 
lis  assistant,  George  Brent. 


*  *  * 

The  tea  discussion  has  been 
Drought  to  a  point  where  the 
issues  are  drawn  somewhat 
clearly.  A  large  number  of  the 
importers,  mostly  ill  the  East, 
now  request  the  Treasury  De¬ 
partment  to  exclude  from  this 
country  any  further  shipments  of 
China  green  teas  of  standards 
Nos.  5  and  6,  pending  an  inquiry 
as  to  whether  or  not  such  teas  are 
artificially  colored. 

As  to  the  manner  of  the  in¬ 


quiry,  it  is  proposed  that  samples 
of  all  such  teas  already  admitted 
to  this  country  be  assembled  in 
New  York  and  examined  by  a 
Board  of  Chemists  including  the 
Government  chemists  and  others 
representing  the  importers.  It  is' 
expected  by  the  importers  that 
such  an  investigation  Would  prov<* 
the  Government  tests  to  be  inade-1 
quate. 

In  a  communication  to  the  De-I 
partment  at  Washington,  Lloyd 
C.  Griscom,  attorney  for  the  im¬ 
porters,  writes: — 

Tn  view  of  the  immediate  loss  i 
which  threatens  the  great  body  of  j 
tea  merchants  through  the  present  ! 
admission  to  the  American  market 
of  artificially  colored  and  faced  teas,  j 
J  have  the  honor  respectfully  to  re-  J 
quest  that,  pending  the  examina-  i 
tion  of  teas  and  the  study  of  a 
formula,  as  suggested  above,  no  fur-  j 
ther  China  green  teas  of  standards  1 
Nos.  5  and  6  be  released  by  the 
Department’s  officers.  It  is  hardly 
necessary  to  point  out  that  teas 
once  released  cannot  be  recalled,  and 
as  long  as  the  present  formula  is 
in  force  the  tea  market  will  con¬ 
tinue  demoralized.  The  committee 
assumes  that  once  an  abuse  has  been 
pointed  out  the  Department  will  not 
permit  a  defective  regulation  to  1 
operate  to  the  injury  of  that  over¬ 
whelming  majority  of  the  tea  trade 
which  is  honestly  endeavoring  to 
conduct  its  business  in  conformin' 
with  the  law. 

*  *  * 


About  80  cases  of  violation  of 
the  sanitary  code  and  the  food 
laws  were  brought  this  week  be¬ 
fore  the  Court  of  Special  Ses¬ 
sions,  the  number  being  a  little 
larger  than  usual.  Most  of  the 
defendants  were  bakers,  butchers,^ 
milkmen,  and  there  were  a  few  - 
small  grocers. 

The  fines  aggregated  ab 
$500.  One  or  two  of  the  defen 
ants  were  locked  up  because  thev> 
did  not  have  money  with  which  to 
pay  their  fines.  A  score  of  cases 
were  adjourned  until  December 
iSth. 

I11  fining  several  of  the  small 
bakers,  the  judges  said  that  they 
would  prefer  to  punish  the  whole¬ 
salers  who  sold  the  liquid  rots 
and  spots  with  which  these  bakers 
have  been  making  cakes  and  con¬ 
fections  of  various  kinds. 

One  of  the  cases  adjourned  was 
that  against  the  F.  E.  Rosebrock 
Co.,  wholesale  dealers  in  eggs. 
Hie  daily  papers  have  called  Mr. 
Rosebrock  the  king  of  the  rots 
and  spots  and  say  that  he  has 
made  a  fortune  in  the  business. 
He  was  fined  $250  on  a  similar 
charge  in  December  and  it  was 
then  said  that  he  had  been  selling 
tons  of  the  bad  eggs  in  this  city, 
lis  books  were  seized  in  the  ex- 
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station  of  proving  that  he  had 
bsidized  health  department  em- 
oyees,  but  no  proof  of  this  kind 
is  found.  The  books  showed 
rge  purchases  but  threw  little 
jht  on  the  ultimate  disposition 
the  eggs. 

Carl  Schmidt,  a  small  baker  at 
74  Third  avenue,  was  fined  for 
.ving  a  can  of  bad  eggs  in  his 
issession.  He  said  that  he  paid 
cents  a  pound  for  the  stuff  to 
mniel  Mutner,  of  Chambers 
reet.  The  baker  said  that  he 
Id  the  wholesaler  that  the  eggs 
ere  bad  and  Mutner  replied,  tell- 
g  the  baker  to  use  up  the  can 
id  proper  credit  would  be  al- 
vved  on  the  books.  Mutner  is 
so  to  be  tried  for  selling  the 

:gs- 

One  of  the  defendants  was 
erman  Naething,  who  has  one  of 
e  biggest  restaurants  down 
wn,  making  a  specialty  of 
ier.na  cakes  and  confections, 
e  was  accused  of  having  bad 
jgs  in  his  bakery  and  denied  the 
large.  The  trial  was  postponed. 


Summarized  Market  Con¬ 
ditions. 


In  the  spot  coffee  market  there 
s  been  more  inquiry  from  the 
untry  in  the  last  week,  but  the 
gregate  of  actual  business  is  of 
lall  volume,  indicating  that 
lyers  lack  confidence  in  condi- 
ms  and  place  orders  only  for 
imediate  requirements.  On  de- 
-able  qualities  the  prices  have 
len  steady.  In  other  grades 
ere  has  been  some  variation  due 

the  influence  of  options. 

Japans  and  Formosa  teas  are 
:ing  bought  more  freely  by  the 
mntry.  There  is  still  anxiety  as 
i  the  outcome  of  the  color  ques- 
cm  now  before  the  Treasury  De- 
irtment  and  this  adds  to  the 
lution  of  city  buyers  in  the 
holesale  market.  The  arrival  of 
.rge  shipments  of  green  teas  o: 
le  grades  under  discussion  is  stil 
)me  time  off  and  it  is  expectec 
lat  the  questions  will  be  settlec 
efore  these  teas  get  here. 

Local  sales  of  refined  sugar  are 
f  fair  volume,  but  the  business 
i  general  is  inclined  to  go  slow, 
ending  the  new  Cuban  crop 
lovement  to  begin  next  month, 
ill  of  the  refiners  quote  6.10  less 

per  cent. 

There  is  a  good  local  demand 
or  new  crop  molasses  from  dis- 
ributers  and  bakers.  Prices  are 


Stocks  of  rice  are 
with  better  assortments.  The 
mying  movement  is  of  a  routine 
character,  but  prices  are  main¬ 
tained  in  sympathy  with  condi¬ 
tions  as  reported  from  the  South. 

Although  the  demand  for 
canned  tomatoes  seems  quiet  at 
present  yet  the  steady  movement 
of  small  lots  with  some  specul¬ 
ative  buying  by  one  or  two  inter¬ 
ests  has  reduced  the  holdings  of 
the  weaker  packers  apparently, 
and  there  is  not  as  much  pressure 
to  sell  as  was  recently  noted. 
Standard  No.  3s  may  still  be  had 
at  95  cents  f.  o.  b.,  with  the  14- 
cent  freight  rate,  and  No.  2s  may 
ie  had  at  75  cents  on  the  same 
terms.  Corn  continues  easy  and 
obbers  are  not  placing  any  heavy 
orders.  One  or  two  fairly  large 
ots  have  recently  been  sold  on  a 
lasis  of  60  cents  for  standard 
grades  f.  o.  b.  Ohio  factorv.  Peas 
are  quiet  with  prices  firm.  String 
jeans  are  firm,  with  limited  offer¬ 
ings  and  only  light  demand. 

California  and  Southern  fruits 
are  quiet  without  any  pressure  to 
sell,  however,  and  stocks  in  first 
lands  are  said  to  be  below  nor¬ 
mal.  Pineapples  are  steady.  The 
market  for  gallon  apples  is  some¬ 
what  unsettled. 

In  dried  California  prunes  the 
spot  market  is  now  a  little  firmer. 
The  recent  sales  at  concessions 
seem  to  have  resulted  in  a  sort  of 
clean-up  of  surplus  supplies 


This  is  especially  the  case  in  40s. 
The  European  demand  has  broad¬ 
ened  and  now  embraces  the  large 
as  well  as  the  small  sizes.  Job¬ 
bers  who  were  looking  for  40s  in 
the  last  day  or  two  were  unable  to 
get  very  favorable  terms.  It  is 
said,  however,  that  a  large  ship¬ 
ment  will  soon  reach  here  by 
water,  which  may  have  an  effect 
in  the  buyers’  favor.  Seeded 
raisins  are  easy.  Teaches  and 
apricots  are  dull,  but  prices 
steady.  Currants  are  firm. 

California  dried  lima  beans 
have  been  advancing  in  prices  on 
resales  by  jobbers  and  by  coast 
operators. 

An  increased  demand  for  Cali¬ 
fornia  walnuts  is  reported.  Other 
kinds  of  nuts  have  been  selling  in 
moderate  volume  for  the  holiday 
trade. 

The  flour  market  continues  dull 
as  the  buyers  look  for  unusually 
low  prices,  while  the  mills  are  in 
dined  to  hold  out  on  any  tendency 

(Continued  on  paje  12.) 
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With  Only 
One  Writing 


^eMc^ASKEy 

ln  SYSTEM^  A 


The  End  of 
Drudgery 


enables  you  to  keep  your  finger  on  the  pulse  of  your 
business  all  tbe  time. 

You  always  know  wbat  every  customer  owes,  wbat 
all  of  tbem  owe. 

EVERY  CUSTOMER  ALWAYS  KNOWS 
WHAT  HE  OWES  YOU.  You  always  have  every 
account  posted  and  totalled  to  tbe  minute.  With  One 
Writing,  cutting  out  useless  bookkeeping,  copying 
and  posting  from  one  book  to  another. 

With  The  McCaskey  System  you  are  flagged  at 
every  danger  point.  You  cannot  forget  to  charge  for 
goods.  You  eliminate  misunderstandings  with  cus¬ 
tomers  over  their  accounts — because  you  give  every 
customer  an  exact  copy  of  his  account  in  full  after 
each  purchase. 

With  The  McCaskey  System  you  have  an  auto¬ 
matic  collector,  an  automatic  credit  limit  and  can 
prove  your  loss  to  the  penny  if  your  store  burns. 

For  years  McCaskey  Systems  have  sold  from  $35. 00 
upwards,  according  to  type  and  size. 

Don’t  you  think  it  time  to  ask  for  further  informa¬ 
tion  ?  There’s  a  booklet  “Bookkeeping  Without 
Books’’  we’d  like  to  send  you.  A  signed  postal  card 
will  bring  it.  Write  for  it  to-day. 

The  McCaskey  Register  Co. 

ALLIANCE,  OHIO. 

Branches:-  New  York,  Boston,  Washington,  Pittsburg,  Chicago, 
Atlanta,  Memphis,  Minneapolis,  Kansas  City,  San 
Francisco. 

Canada  -  Dominion  Register  Co.  Ltd.  -  Toronto. 

England  -  Dominion  Register  Co.  Ltd.  -  Manchester. 

Australia  -  New  Zealand. 

THE  LARGEST  MANUFACTURERS  OP  CARBON  COATED 
SALESBOOKS  IN  THE  WORLD. 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 
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What  Wanamakcr 
Expects  to  See 
Parcels  Post  do 
to  Small  Stores. 


A  number  of  the  leading  mer¬ 
chants  of  the  East  gave  John 
W  ana  maker  a 
testimonial  din¬ 
ner  in  New  York 
last  week,  and  in 
the  course  of  an  address  Mr. 
Wanamaker  expounded  some 
views  as  to  the  relation  between 
large  stores  and  small  ones.  We 
reproduce  what  he  said : — 

No  storekeeper  has  anything  to 
fear  from  the  large  general  stores 
in  the  large  cities  and  public  ser¬ 
vice  utilities  when  properly  con¬ 
ducted.  The  nature  of  these  busi¬ 
nesses,  tlieir  organization  and  ever- 
changing  stock  of  merchandise  _  do 
not  profitably  meet  the  require¬ 
ments  of  a  mail  order  department 
such  as  the  old  mail  order  houses 
that  Chicago  and  the  West  have 
had  for  years  without  any  public 
complaint.  A  million  of  dollars’ 
worth  of  sales  are  made  in  New 
York  State  from  these  Chicago 
stores.  Certain  it  is  that  very  few 
of  the  small  stores  throughout  the 
country  can  fully  meet  the  needs 
at  all  times  of  the  populations  sur¬ 
rounding  them.  It  would  be  ruin¬ 
ous  to  the  smaller  establishments  to 
carry  these  high  cost  stocks  of  for¬ 
eign  high-priced  goods  when  they 
could  easily  write  to  the  large  cities 
for  samples  and  make  the  usual 
commission  without  any  investment 
of  money  to  carry  stocks.  It  must 
be  quite  clear  that  any  one  writing 
direct  for  samples  could  carry  the 
samples  to  their  storekeepers,  who 
could  order  them  and  hold  the  busi¬ 
ness  of  their  neighbors  and  make  a 
profit  through  the  parcels  post  ser¬ 
vice  that  they  lose  entirely  when 
their  customers  write  direct  to  the 
large  city  stores  because  the  local 
merchants  do  not  encourage  them 
to  come  to  them.  I  would  far 
rather  enter  into  a  contract  with 
as  many  of  the  large  stores  of  the 
country,  as  there  are  patriots  who 
will  unite  to  give  up  the  mail  order 
business  entirely. 

Either  that,  or  as  an  alternative, 
all  stores  doing  a  business  of  over 
a  million  of  dollars  should  agree 
to  be  excepted  in  the  general  law 
establishing  a  parcels  post  business, 
in  the  interest  of  the  smaller  local 
stores.  To  lj^irden  100,000,000  peo¬ 
ple  for  the  benefit  of  a  small  num¬ 
ber  of  one  class  who  have  stores 
outside  of  large  cities,  seems  to  be 
unjust  and  unnecessary  and  un- 
American.  I  believe  the  effect  of 
establishing  a  parcels  post  would 
consolidate  many  stores  in  commu¬ 
nities  where  they  are  not  profit¬ 
able  to-day  with  the  business  di¬ 
vided  so  much,  and  this  consolida¬ 
tion  would  give  communities  larger 
stocks  and  any  use  of  the  parcels 
post  through  easily  obtained  sam¬ 
ples,  saving  an  increase  of  their 
capital  to  carry  stocks,  and  greatly 
increasing  the  prosperity  of  the 
local  stores  and  the  comfort  and 
content  of  the  people,  who  would 
be  better  served,  and  without  detri¬ 
ment  to  the  business  of  the  large 
cities. 

These  suggestions  are  entitled 
to  most  serious  consideration. 


storekeeper,  by  acting  as  agent  in 
certain  lines  for  such  stores  as 
Wanamaker’s,  hold  business 
which  he  otherwise  would  lose 
The  writer  confidently  believes 
that  if  we  get  full  parcels  post 
hundreds  of  small  stores  will  have 
to  use  some  such  measure  or  go 
out  of  business. 

Mr.  Wanamaker’s  suggestions 
as  to  the  probable  result  of  par¬ 
cels  post  upon  the  merchants  o 
country  communities  is  also  en¬ 
titled  to  deep  thought.  He  sees 
what  everybody  else  sees  who  is 
not  so  blind  that  he  won’t  see — 
that  the  increased  competition  o 
the  large  city  stores,  which  par¬ 
cels  post  will  foster,  will  result  in 
the  consolidation  of  small  stores 
in  local  communities.  This  of 
course  means  one  store  and 
merchant  where  there  were  two  or 
three  stores  and  two  or  three 
merchants  before.  It  may 
tually  be  an  advantage  in  some 
cases,  but  we  doubt  whether  it 
will  seem  such  to  the  merchants 
who  are  eliminated. 


Why  could  not  many  a 


general 


The  tomato  packers  of  New 
Jersey  made  some  wild  charges 
against  the  Mary- 

T om*to  Canning  land  packers  be- 
Accusations.  fore  t]ie  ]yjew  Jer¬ 
sey  Health  Board 
last  week.  They  charged  that 
some  of  the  Maryland  packers 
bought  in  New  Jersey  tomatoes 
so  poor  that  the  New  Jersey  can- 
ners  wouldn’t  use  them,  and 
packed  them  up  and  sold  them  as 
New  Jersey  goods.  We  doubt 
this  very  much,  particularly 
the  insinuation  that  the  prac¬ 
tice  is  prevalent.  Such  a  fraud 
would  be  directly  against  both  the 
Federal  and  the  Maryland  State 
ood  laws,  and  packers  to-day 
aren’t  hunting  trouble  of  that 
sort.  Moreover,  there  has  not 
)een  a  case  of  this  kind  of  mis¬ 
branding,  so  far  as  the  writer  can 
remember,  for  at  least  a  year. 
That  certain  Maryland  packers, 
especially  those  of  Baltimore, 
pack  slop,  is  admitted  by  all  fa¬ 
miliar  with  the  subject.  And  that 
the  average  quality  of  New  Jer¬ 
sey  tomatoes  is  perhaps  some¬ 
what  better  than  the  average  qual¬ 
ity  of  Maryland  tomatoes,  is  also 


true,  and  yet  there  are  many 
brands  of  Maryland  tomatoes 
which  are  the  equal  of  thosq 
packed  anywhere.  The  New  Jer 
sey  packers  are  not  quite  fair. 


The  American  Specialty  Manu 
facturers’  Association,  at  its 
annual  session  in 
Significant  and  New  York  last 

Exceedingly 

important.  week,  did  some 
thing -which  wil 
probably  strike  the  last  stone 
from  under  the  feet  of  those  who 
object  to  laws  requiring  the  net 
weight  of  package  goods  to  be 
printed  on  the  label. 

Nobody  but  manufacturers  have 
ever  objected  to  such  laws.  The 
American  Specialty  Manufactur¬ 
ers’  Association  is  composed  of 
one  the  largest  manufacturers  of  pack 
age  goods  in  the  country,  and 
that  they  have  gone  on  record  as 
ac~  they  have  is  pretty  nearly  an  un 
answerable  argument  against  the 
attitude  of  such  other  manufac¬ 
turers  as  may  still  persist  in  their 
opposition. 

Net  weight  laws  are  coming — 
there  is  not  the  slightest  doubt 
about  it.  At  first  they  will  be  in¬ 
convenient  to  the  manufacturers 
subject  to  them,  but  is  that  a 
valid  answer  to  the  argument 
that  the  consumer  has  a  funda¬ 
mental  right  to  know  what  he  is 
getting  for  his  money?  It  must 
be  remembered  that  all  manner  of 
strange  devices  have  been  and 
are  still  being  used  to  rob  him  of 
that  knowledge  and  mostly  to  that 
can  be  attributed  the  persist¬ 
ent  demand  for  the  knowledge 
now. 


Trifling. 


The  esteemed  “Cajjner  and 
Dried  Fruit  Packer,”  of  Chi¬ 
cago,  sends  this 
journal  a  clip¬ 
ping  from  one  of 
its  recent  issues, 
recommending  that  the  trade 
name  of  canned  products  be 
changed  from  “canned  goods”  to 
“canned  foods.”  The  reason  is 
thus  given  in  the  article : — 

It  sounds  much  cleaner  to  say 
FOOD.  No  one  would  ever  refer 
to  the  food  served  on  his  table  as 
GOODS.  We  go  into  a  restau¬ 
rant  for  FOOD. 

To  have  the  trade  who  distrib¬ 
ute  our  products  refer  to  them  in 


their  correspondence  and  talk  as 
canned  "foods,”  instead  of  canned 
“goods”  or  canned  “stuff,”  and 
other  terms  not  accurately  descrip¬ 
tive,  will  go  a  long  way  toward 
elevating  and  placing  our  commodi¬ 
ties  on  a  much  higher  plane  with 
both  the  consumer  and  dealer,  so 
let’s  all  make  a  mental  resolution 
to  adopt  this  expression,  and  it  will 
not  be  long  before  it  is  in  general 
use. 

The  “Canner  and  Dried  Fru 
Packer  asks  for  an  expression 
the  writer’s  opinion  on  the  sub¬ 
ject,  and  here  it  is:  We  don't 
think  the  proposed  reform 
amounts  to  two  pins.  There  is 
nothing  opprobrious  about 
goods.”  Nobody  is  going  to  be 
prejudiced  against  canned  prod¬ 
ucts  because  they  are  called 
“canned  goods,”  and  nobody  will 
be  more  favorably  inclined  toward 
them  if  they  are  called  “canned 
foods.”  Not  a  soul  but  knows 
anyway  that  “canned  goods” 
means  canned  foods.  It  is  chas¬ 
ing  trifles.  There  are  so  many 
more  important  things  to  do  for 
canned  goods  that  it  is  a  waste  of 
time  and  energy  to  go  after  this 
ittle  thing. 


One  by  one  the  manufacturers 
who  in  the  past  have  been  the 
most  important 


Limittd  Prices  and  exponents  of  lim- 

the  New  Diamond  . 

Match  Scheme,  ited  prices  appear 
to  be  dropping 
the  idea  and  throwing  the  market 
on  their  goods  wide  open.  That 
is,  so  far  as  any  organized  effort 
to  hold  the  price  is  concerned, 
though  as  with  the  case  about  to 
)e  cited,  their  relinquished  con-'* 
trol  is  usually  as  strong  as  the 
unrelinquished. 

The  Diamond  Match  Co.  is  the 
atest  ostensible  backslider.  For 
several  months  the  Match  Trust 
has  distributed  its  goods  under 
perhaps  the  tightest  limited  sell¬ 
ing  plan  on  record.  Jobbers  were 
merely  agents.  Matches  were 
consigned  to  them,  kept  by  them 
as  the  Trust’s  property,  bearing 
insurance  paid  for  by  the  Trust. 
When  the  goods  were  sold  the 
jobber  deducted  his  commission 
and  paid  for  them.  Naturally,  as 
the  goods  weren’t  at  any  time  his, 
he  had  no  control  over  prices,  and 
was  compelled  to  sell  at  figures 
which  the  Trust,  the  owner,  fixed. 


As  reported  last  week,  this 
Ian  has  now  been  dropped.  The 
rust  announces  to  the  trade  that 
will  sell  them  outright,  like  any- 
xly  else,  dividing  its  brands  into 
:iass  A”  and  “Class  B.”  It  will 
nploy  retail  salesmen  for  Class 
brands,  which  are  the  highest 
need,  and  while  the  jobber  can 
lease  himself  as  to  whether  he 
its  prices  or  not,  the  Trust  tells 
lm  very  plainly  in  its  formal  an- 
Duneement  that  “it  will  be  our 
alicy  not  to  sell  (except  at  list 
rices,  which  would  absorb  all 
le  jobbing  profit — Ed.)  to  such 
hoesale  distributers  as  do  not 
oluntarily  *  '*  *  sell  Class 

.  brands  at  our  list  prices.”  And 
ithout  doubt  if  any  jobber  sold 
>  another  jobber  thus  cut  ofif,  the 
rust  would  also  cut  him  off,  so 
lat  its  control  over  prices  is  just 
bout  as  absolute  as  it  ever  was, 
•ith  none  of  the  red  tape  and  ex- 
ense. 

This  is  exactly  in  line  with 
hat  thewriter  has  oft^|  contend- 
i;  that  in  order  to  limit  prices  a 
lanufacturer  needs  nothing  more 
ran  his  unquestioned  right  to  sell 
horn  he  will  on  any  terms  he 
mu  Id  impose. 
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Carter,  Macy  &  Co.  Change  Selling  Plan 
and  Now  Sell  Any  Retailer  Direct 

A  Revolution,  Because  Made  by  One  of  the  Most  Conservative 
Houses  in  the  Business.  Philadelphia  Manager  Woodruff 
Thinks  the  Retailer  Deserves  the  Right  to  Buy  in  the  Best 
Market.  House  Named  Has  Previously  Sold  Only  Large 
Operators. 


When  a  firm  like  Carter,  Macy 
&  Co.,  the  New  York  tea  import¬ 
ers,  change  their  selling  plan  so 
radically  as  to  be  willing  to  sell 
the  retailer  direct — any  retailer — 
the  fact  is  noteworthy,  because 
Carter,  Macy  &  Co.  have  been 
known  as  one  of  the  most  con¬ 
servative  importing  houses,  and 
in  the  past  have  refused  to  treat 
with  anybody  but  the  large 
wholesale  operators,  or  the  very 
largest  retailers.  To-day  the  con¬ 
cern  named  is  itself  the  authority 
for  the  statement  that  they  will 
sell  any  retailer,  though  naturally 
not  a  small  retailer  on  the  same 
terms  as  a  large  one. 

The  present  representative  of 
Carter,  Macy  &  Co.  in  Philadel¬ 


phia  is  R.  M.  Woodruff,  who  is 
a  well-known  tea  man  and  was 
long  in  the  employ  of  the  A.  Col¬ 
burn  Co.  Mr.  Woodruff  talked 
entertainingly  with  a  representa¬ 
tive  of  this  journal  during  the 
week  of  the  new  policy  of  his 
house  and  the  general  business 
condition  of  the  retail  grocer. 

“The  house  of  Carter,  Macy  & 
Co.,”  said  Mr.  Woodruff,  “be¬ 
lieves  that  the  retailer  has  not 
been  given  quite  a  fair  chance  in 
the  past,  and  that  he  deserves  pe 
culiar  consideration  now.  He  has 
worked  hard,  but  with  little  re¬ 
sult,  and  has  been  shut  out  of  the 
best  market,  while  compelled  to 
meet  the  competition  of  the  chain 
stores.  We  believe  that  he  should 
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be  given  a  chance,  and,  so  far  as 
tea  is  concerned,  we  will  give  him 
that  chance  by  selling  him  any 
quantity  he  wants  to  buy.  When 
I  say  “him”  I  mean  any  retailer, 
of  any  size.  Naturally,  we  will 
not  sell  a  retailer  who  buys  in 
small  quantities  on  the  same 
terms  as  a  large  one,  but  we  will 
sell  him  if  he  is  a  desirable  cus¬ 
tomer.  This  thing  of  protecting 
the  jobber  by  refusing  to  sell  re¬ 
tailers  direct  is  all  very  good,  but 
we  are  here  to  sell  our  goods,  and 
as  we  have  decided  that  the  re¬ 
tailer  is  entitled  to  buy  of  us,  we 
will  sell  him.  In  fact,  we  already 
have  salesmen  going  among  the 
retail  trade  after  orders  which 
will  be  filled  direct.” 

The  firm  of  Carter,  Macy  &  Co. 
have  connections  wherever  tea  is 
grown. 


Toledo  (O.)  Grocers  Want  Oleo  Tax 
Removed. 

Five  hundred  Toledo,  Ohio, 
grocers  signed  a  petition  last 
week  asking  Congress  to  amend 
the  law  that  a  tax  not  exceeding 
2  cents  a  poutid  be  levied  on  oleo¬ 
margarine,  whether  colored  or 
not.  Discrimination  is  alleged. 


THE  SIMPLE  FACT 

THAT  WE  GUARANTEE  THE  SALE  OF 

Post 
T  oasties 

IS  PROOF  OF  MERIT. 

We  create  the  demand  by  continuous,  heavy  advertising,  and  the  merit  or 
quality  pleases  customers  and  holds  them. 

Post  Toasties  have  a  delightfully  crisp,  toasty  flavour  that  appeals  to 
young  and  old  folks  alike,  and 

’'The  Memory  Lingers/ 

Supplied  by  all  Jobbers.  Made  by  Postum  Cereal  Co.,  Ltd.,  Battle  CreeK,  Mich. 
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Wc  would  be  pleased  to  have  for  publication  in  this  column  the  ideas  of  our  readers  upon  trade  topics 
it  being  understood  that  we  do  not  hold  oui selves  responsible  for  any  views  expressed  therein.  All  com¬ 
munications  must  be  accompanied  by  the  writer's  name  and  address  as  an  evidence  of  good  faith,  but  not 
necessarily  for  publication.  All  inquiries  within  our  power  to  answer  will  also  te  noticed  in  this  department. 


The  National  Retail  Grocers* 
Co-operative  Association 


Corning,  N.  Y.,  Nov.  18,  1911. 
To  the  Editor. 

Dear  Sir: — May  I  take  the  lib¬ 
erty  to  inquire  of  you  what  you 
know  concerning  the  National 
Retail  Grocers’  Co-operative  As¬ 
sociation  of  New  York  (305  Fifth 
avenue)  ?  They  addressed  the 
secretary  of  our  association  ask¬ 
ing  him  to  recommend  some  one 
whom  he  might  think  would  take 
up  their  proposition,  the  nature  of 
which  I  know  nothing. 

I  am  enclosing  a  self-addressed 
stamped  envelope  for  your  reply, 
which  will  be  held  strictly  con¬ 
fidential. 

Thanking  you  very  kindly  for 
your  courtesy,  I  remain, 

Truly  yours, 

H.  F.  Bi-yea. 

This  is  believed  to  be  the  con¬ 
cern  that  was  recently  granted  a 
charter  by  the  State  of  Delaware, 
with  a  very  large  capitalization, 
of  which  but  a  small  percentage  is 
paid  in.  The  object  of  the  con¬ 
cern  is  to  organize  grocers  for  the 
purpose  of  doing  co-operative 
buying,  but  nobody  of  any  par¬ 
ticular  experience  or  note  is  asso¬ 
ciated  with  the  movement,  so  far 
as  can  be  learned,  and  this  jour¬ 
nal  advises  caution  in  dealing  with 
it. 

*  *  * 

As  to  Stocking  Goods  to  Please 
Customers. 

Louisville,  Ivy.,  Nov.  21,  1911. 
To  the  Editor. 

Dear  Sir: — In  a  recent  issue 
you  published  an  article  by  Her¬ 
bert  R.  Melrose,  of  Philadelphia. 
Will  say  that  I  have  always  re¬ 
garded  your  journal  as  the  best 
medium  for  success  in  the  gro¬ 
cery  business  since  I  saw  the  first 
copy. 

The  article  by  Mr.  Melrose  told 
of  two  efforts  he  had  made  to  in¬ 
duce  his  grocer  to  stock  goods. 
He  failed  both  times  and  bought 
the  goods  at  wholesale  in  each 
case.  You  ask  your  subscribers’ 
opinion  of  this  case.  T  believe  if 
you  would  answer  the  question 
yourself  you  would  say  that  Mr. 
Melrose’s  grocer  was  .  a  wise 
man. 

I  have  a  few  items  on  my 
shelves  that  were  placed  there 


j  to  please  some  of  my  custom¬ 
ers  under  the  same  circum¬ 
stances  mentioned  in  your 
paper.  How  long  they  will  re¬ 
main  Heaven  only  knows.  If  a 
customer  really  wants  a  particu¬ 
lar  brand  of  corn,  or  any  other 
item  that  his  grocer  does  not 
carry  in  stock,  he  can  get  it  if  he 
will  order  it  in  the  right  way. 
That  is  done  in  this  way:  ‘‘Get 
me  a  case  of  Honey  Drop  corn,” 
or  “get  me  a  dozen  jars  of  French 
jelly.”  If  the  goods  are  in  town 
and  the  customer  pays  his  bills 
regularly  the  grocer  will  usually 
get  it  for  him. 

It  happens  very  often  that 
some  of  our  customers  are  either 
directy  or  indirectly  interested  in 
our  jobbers,  and  in  that  manner 
the  “easy”  grocer  gets  some  of 
his  “stickers.”  On  the  other  hand, 
suppose  ten  or  more  customers 
would  like  a  different  brand  of 
some  article  that  I  do  not  carry  in 
stock.  Would  it  be  a  good  busi¬ 
ness  policy  to  put  them  all  in  to 
satisfy  the  whim  of  each  cus¬ 
tomer? 

In  my  opinion  the  grocer  in 
question  knew  his  business  all 
right,  and  was  right  in  not  letting 
some  one  else  manage  it  for  him. 

Yours  truly, 

Fritz  C.  Sci-iueprach. 

jj;  ij;  ife 

Important  Western  Trade  OrganizaJ 
tion  Opposes  Parcels  Post. 

Lexington,  Mo.,  Nov.  20,  1911. 
To  the  Editor. 

Dear  Sir: — For  your  informa¬ 
tion,  I  am  pleased  to  enclose  you 
copy  of  resolutions  passed  at  the 
22d  annual  session  of  the  Trans- 
Mississippi  Commercial  Congress, 
at  Kansas  City,  Mo.,  November 
14th  to  17th. 

The  resolutions  were  passed  as 
presented  by  the  undersigned,  ex¬ 
cept  with  the  addition  of  the  last 
three  lines,  which  very  much 
strengthens  the  same.  The  vote 
upon  these  resolutions  was  ninety 
for.  to  sixteen  against,  which 
shows  the  almost  unanimous  sen¬ 
timent  of  the  members  of  this  or¬ 
ganization  against  parcels  post. 

The  Trans-Mississippi  Con¬ 
gress  is  the  most  influential  and 
most  important  meeting  of  busi¬ 
ness  men  west  of'  the  Mississippi 
River,  and  certainly  its  action  in 
this  matter  is  of  great  importance 
at  this  time,  and  will  have  great 
weight  when  the  question  of  pass¬ 


ing  a  parcels  post  law  shall  come 
before  the  National  Congress. 
Every  State  west  of  the  Missis¬ 
sippi  River,  with  the  exception  of 
three,  were  represented. 

J.  R.  Mooreiiead, 
Secretary  National  Federation 
of  Retail  Merchants. 

The  resolutions  passed  and  en¬ 
closed  were  as  follows  : — 

Whereas,  The  rates  of  transporta¬ 
tion  charged  by  the  express  compan¬ 
ies  are  in  many  instances  excessive 
when  judged  by  the  returns  upon 
capital  invested ;  and 
Whereas,  A  reduction  of  these 
rates  to  a  reasonable  basis  would, 
in  a  large  measure,  satisfy  any  de¬ 
mand  for  a  parcels  post  without  a 
most  certain  Federal  postal  deficit; 
and 

Whereas,  The  Interstate  Com¬ 
merce  Commission  has  instituted  an 
exhaustive  investigation  of  these  ex¬ 
press  rates;  therefore  be  it 
Resolved,  That  the  Trans-Mis¬ 
sissippi  Commercial  Congress  com¬ 
mend  the  action  of  the  Interstate 
Commerce  Commission  for  having 
instituted  such  an  investigation  to 
the  end  that  equitable  carrying 
charges  may  prevail  and  the  trans¬ 
portation  of  small  packages  and 
parcels  may  be  carried  at  a  charge 
in  proportion  to  the  weight,  dis¬ 
tance  and  service  rendered,  and  it 
is  further  the  sense  of  the  Con¬ 
gress  that  the  unit  of  western  de¬ 
velopment  must  always  be  the  small 
town  and  hamlet,  which  would  be 
menaced  by  the  passage  of  any  par¬ 
cels  post  law. 

*  *  * 

Three  Hard  Nuts  to  Crack* 

Troy,  N.  Y.,  Nov.  21,  1911. 
To  the  Editor. 

Dear  Sir; — Kindly  answer  to 
the  best  of  your  ability  the  follow¬ 
ing  three  questions: — 

A.  Will  the  owner  of  a  retail 
grocery  ever  get  to  Heaven? 

B.  Will  a  clerk  in  said  grocery 
get  to  Heaven? 

C.  And  will  a  driver  for  said 
grocery  get  to  Heaven? 

Understand  that  the  grocery  in 
question  is  a  successful  one,  there 
would  be  no  doubt  about  the  aver¬ 
age  unsuccessful  one  getting 
there. 

Respectfully? 

Fred.  M.  Cohen. 
The  grocer,  the  clerk  and  the 
driver  probably  don’t  care 
whether  they  get  to  Heaven  or 
not — they  have  their  Heaven 
here. 


Sielcken  Says  There  is  No  Coffee 
Trust. 

Herman  Sielcken,  senior  mem¬ 
ber  of  the  firm  of  Cfossman  & 
Sielcken,  New  York  coffee  oper¬ 
ators,  who  are  mainly  interested 
in  the  present  coffee  movement, 
issued  a  statement  during  the 
week,  in  which  he  defended  the 
ruling  .high  prices  of  coffee  and 
the  forces  which  had  brought 
them  about.  Sielcken  was  the 
chief  factor  in  the  financing  of 
Brazil’s  "valorization  loan”  of 


1908,  through  which  that  country 
was  able  to  hold  8,000,000  bags  of 
coffee  off  the  market.  Approxi¬ 
mately  5.000,000  bags  of  valorized 
coffee  are  still  withheld  from  sale 
to  the  markets  of  the  world.  I11 
his  statement  Mr.  Sielcken  said: 

The  valorization  coffee  plan  has  1 
been  a  great  success  for  Brazil  and  1 
for  everybody.  It  is  helpful  for  a 
the  whole  world  to-day  to  have  this  j 
stock  of  5,000,000  bags  in  govern-  j 
ment  hands.  More  than  $10,000,000  \ 
has  been  made  in  the  American  J 
coffee  trade  by  the  recent  advance.  I 
Of  course,  most  of  it  has  been  made  1 
by  those  who  are  in  the  trade  and  j 
have  been  carrying  stocks  of  coffee  1 
for  several  years.  The  Arbuckles  I 
and  my  firm  have  done  very  well.  4 
I  believe  Arbuckle  has  the  only  sub-  ^ 
stantial  stock  of  coffee  now  in  ex-  { 
istence  outside  of  the  Government 
of  Brazil,  and  I  do  not  think  his  j 
stock  is  as  high  as  500,000  bags. 

There  might  be  basis  for  talk 
about  a  trust  or  about  a  combina-  1 
tion.  if  there  had  been  any  unan-  1 
imity  of  action  among  the  coffee  i 
dealers,  but  there  has  been  abso-  -j 
lutely  no  understanding,  agreement 
or  combination,  and,  in  fact,  no  t 
unanimity  of  action. 

The  cause  for  both  coffee  and 
sugar  advances  may  be  looked  for 
exactly  where  you  look  for  the 
cause  of  the  high  prices  of  food 
in  Euro;#  this  year — in  the  partial 
failure  of  the  crop. 
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(Continued  from  page  9.) 

of  the  wheat  market  in  the  way  of 
more  stable  conditions.  There  are 
many  rumors  of  sales  at  conces¬ 
sions.  Under  the  circumstances 
the  quotations  are  nominal. 

Fancy  grades  of  fresh  creamery 
butter  have  been  further  ad¬ 
vanced.  The  specials  are  bring¬ 
ing  36  cents  wholesale  and  some¬ 
times  a  fraction  of  a  cent  more. 
Some  of  the  best  trade  has  been 
taking  extras  which,  are  now  firm 
at  35  cents.  Firsts  are  steady  at 
31  to  33  cents.  There  has  been 
a  fair  business  in  storage  cream¬ 
ery,  fancy  grades  of  which  have 
been  sold  for  as  much  as  33)4 
cents.  Process  is  in  moderate  de¬ 
mand  at  25  to  26  cents. 

High  grades  of  fresh  eggs  con¬ 
tinue  scarce  and  have  been  fur¬ 
ther  advanced.  The  lower  grades, 
with  shrunken  and  stale  country 
offerings,  are  freely  offered  at 
bottom  prices  and  meet  with  only 
a  small  demand.  The  fresh  gath¬ 
ered  Western  extras  are  now 
quoted  at  40  to  42  cents;  extra 
firsts.  36  to  38;  firsts,  33  to  35; 
seconds.  28  to  32 ;  thirds,  23  to  27.  1 
Fancy  refrigerator  eggs  bring  as 
much  as  23  cents.  Low  grades 
may-  be  had  down  to  14  to  16 
cents.  Nearby  white  hennery 
eggs  get  from  50  to  55  cents. 

Fred.  A.  McGill. 
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\valcnt Of  Ten  (10)  Hamilton  Bonos 

JBBO  IN  OUB ULUSTNATCD  CaTALOC.UPON 

-ppcss,  ppbpa/o  to 


THE  HAMli 

^ — -  V- - — Guaranty 

29-35  WEST 
This  Bono  will  bb  accbptbo  btcis.  wii 

IN  SB  CUBING  THC  BCAUTIPUL  AND  Coj 
CONDITIONS  STATBO  TNCNC/N.  ScnD 


THIS  BOND  IS  FOR  THC  EXCLUSIVE  USC  AND 
BCNCFIT  OF  THC  RETAILER  OR  HIS  CEERK 


29-35  W c st  32"? Street.  NewYork 
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LAMP  CHIMNEYS 


Mr.  Grocer  : 

It  is  now  time  to 
lay  in  your  fall  and 
winter  stock  of 
lamp  chimneys  and 
before  placing  your 
order  elsewhere  we 
would  be  pleased  to 
quote  you  on  our 
•  LUSTRE”  brand 
which  will  satisfy 
the  most  particular 
buyer.  We  carry  a 
large  stock  of  every 
shape  and  size  and 
all  are  packed  in 
cushion  tubes 
wrapped  in  paper. 
The  cut  shown  il¬ 
lustrates  a  package 
of  our  No.  2  Crimp 
top  packed  in  this 
manner  which  al 
most  entirely  elimi¬ 
nates  breakage, 
and  docs  away  with 
the  dirty  hay  and 
straw.  You  cannot 
appreciate  this  un¬ 
til  you  have  tried  a 
lew  cases. 


SEND  FOR  OUR  ILLUSTRATED  CATALOGUES 


R.  E.  TONGUE  &  BROS.  CO.,  Inc. 

Allegheny  Ave.  &  Amber  St.,  PHILA.,  PA. 

Bell  Phone,  Kensington  2698  Keystone  Phone,  East  172 

Lamps,  Lamp  chimneys,  Lamp  Goods,  Oil  Cans,  Lanterns, 
Gas  Mantles  and  Gas  Lights  of  All  Descriptions. 

electric  portables-send  for  catalogue. 

Glassware,  Crockery.  Fruit  Jars,  Jar  Rings,  Tumblers, 
Jardinieres  and  Earthenware. 


Bow  Does  Ho  Higl  Price  of  coffee  Affect  You? 


Now  is  the  time  Grocers  using  a 
ROYAL  Roaster  reap  the  advantage. 

They  can  continue,  to  sell  coffee  at  the 
same  old  price  and  still  make  as  large  a 
profit  as  before.  With  the  other  fellow 
who  buys  his  coffee  roasted'  it  is  differ¬ 
ent.  He  has  been  compelled  to  boost 
his  prices — losing  customers  -and  even 
then  is  making  very  little,  if  any  profit. 

ROYAL  users  buy  their  coffee  green 
and  thus  save  all  middlemen’s  profits  and 
roast  it  fresh  as  wanted.  You  know  it’s 
better  fresh  roasted,  consequently  larger 
sales — bigger  profits. 

Individualize  your  Coffee  Department  OUR  No.  5  ROYAL  ROASTER 
with  YOUR  OWN  brands.  Build  up  your  own  coffee  trade.  A  ROYAL 

SYSTEM  will  increase  your  busi¬ 
ness  and  profits  quicker  than  any¬ 
thing  else  you  could  install. 

Get  our  complete  catalog  to¬ 
day.  It  tells  all  about  the  ROYAL 
SYSTEM,  also  the  “free”  aid  of 
our  Service  Department- -our  easy 
payment  plan,  etc.  Drop  us  a 
card.  We’ll  gladly  send  it. 


'IReA;T.Deer&. 


Tfiis  will  increase  your 
sale  of 

PENN  MAR  SYRUP 

C.  We  are  now  packing  Hamilton  Coupons- 
with  Penn  Mar  Syrup.  Y  our  customers  will 
collect  these  coupons  because  they  can 
exchange  them  for  thousands  of  beautiful 
premiums  and  this,  in  addition  to  the 
quality,  flavor  and  absolute  purity  of 
Penn  Mar  Syrup  means  you  will  sell  more 
of  it  than  ever. 


The  Only  Mill  That  CUTS  the  Coffee 


3S8  WEST  STREET 

HORNELL,  N.  Y.,  U.  S.  A. 


We’re  also  packing 
HamiltonRetailer’s  Bonds 


for  you 


and  you  can  exchange  them  for  clothes, 
jewelry,  furniture,  store  fixtures,  harness  or 
almost  anything  you  need  for  home  or 
store.  They’re  as  good  as  so  much  cash  in 
exchange  for  thousands  of  useful  premiums. 


J.STROMEYER©CO. 

PHILADELPHIA 
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ADVERTISING 


Taylorville,  Ill.,  Nov.  n,  1911. 
Editor  “Science  of  Advertising.” 

Dear  Sir : — I  was  much  pleased 
last  week  when  I  noticed  in  your 
criticism  of  my  full  page  ad.  that 
you  took  an  awful  shot  at  the 
printer.  I  took  it  right  over  to 
him.  I  have  been  quarreling  with 
him  for  a  year  or  more  about  this 
matter  and  I  believe  your  criticism, 
together  with  my  continual  ham¬ 
mering,  may  eventually  bring  re¬ 
sults.  When  I  commenced  to  ad¬ 
vertise  with  this  paper  ten  years 
ago  the  typographical  appearance  of 
all  ads.  set  up  was  fine,  never  an 
error  in  composition  and  the  ads. 
were  set  up  with  care  and  with 
some  style.  In  those  days  I  was 
the  only  advertiser  in  town.  All 
the  merchants,  or  most  of  them, 
carried  space  just  to  help  the 
paoer  out  and  rarely  ever  changed 
their  ad.,  paying  no  attention  to 
it  whatever.  I  started  the  fire,  which 
has  developed  into  a  big  blaze, 
and  now  fully  two-thirds  of  the 
merchants  in  our  town  carry  an 
ad.  with  this  paper,  change  their 
ads.  at  least  twice  a  week  and  give 
some  thought  and  attention  to  the 
preparation  of  the  copy.  I  used  to 
get  practically  individual  attention, 
now  the  printer  has  so  many  ads. 
to  change  they  are  swamped,  and 
most  of  the  ads.  look  as  though 
the  ads.  had  been  thrown  in  from 
a  basket  of  type.  They  have  too 
much  business  for  their  force  and 
facilities  and  do  not  seem  to  real¬ 
ize  that  their  patrons  are  some  day 
going  to  be  discouraged  and  quit. 

I  thank  you  for  your  criticism 
and  believe  it  will  help  some. 

I  am  inclosing  my  ad.  from  to¬ 
day’s  paper.  I  would  appreciate  it 
if  you  would  criticize  their  ad., 
particularly  in  regard  to  general 
display,  etc.  I  contend  with  this 
printer  if  he  had  used  better  heads 
and  smaller  type  in  body  the  ad. 
would  have  looked  much  better  and 
would  have  taken  one-fourth  less 
space. 

Very  truly, 

R.  K.  Calloway. 

This  correspondent  sends  me  a 
clipping  of  his  newspaper  adver¬ 
tisement,  which  filled  two  full 
columns.  It  is  too  long  to  repro¬ 
duce  in  full,  but  I  have  the  upper 
half  photographed  in  order  to 
show  the  method  of  display. 
The  reproduction,  somewhat  re¬ 
duced,  appears  in  the  next  col¬ 
umn. 

*  *  * 

The  lower  half  of  this  adver¬ 
tisement,  not  reproduced,  is  much 
like  the  upper  half  in  style.  The 
goods  advertised  in  it  are  flour, 
syrup,  crackers,  honey,  potatoes 
and  rolled  oats.  I  consider  it  a 


very  badly  displayed  advertise¬ 
ment,  for  exactly  the  reason  given 
by  Mr.  Calloway,  viz.,  that  the 
descriptive  matter  of  the  para¬ 
graphs  should  have  been  set  in 
lighter  face  type,  instead  of  in 
boldface.  If  the  printer  had  gone 


deliberately  to  work  to  do  it,  he 
couldn't  have  more  effectively  de¬ 
stroyed  the  very  contrast  which 
he  used  the  large  boldface  heads 
in  order  to  produce.  If  this  ad¬ 
vertisement  could  be  reset  with 
the  headlines  as  large  as  now,  or 


a  trifle  larger,  and  the  text  in  light 
face  type  such  as  is  used  in  the 
body  of  a  newspaper,  though  a 
little  larger  in  size,  this  advertise¬ 
ment  would  be  transformed.  It  is 
simply  a  black  handbill  now. 

*  *  * 

If  this  printer  is  really  sincere 
in  his  efforts  to  give  his  adver-  ! 
tisers  the  best  effects  he  can,  but"- 
is  handicapped  by  poor  facilities 
which  he  can’t  improve,  you  can’t 
do  much  with  him.  But  if  he  is 
careless  and  shiftless,  I  should -go 
after  him  with  a  long  stick.  If 
he  won't  do  better,  why  not  have 
his  advertisers  sign  a  statement 
threatening  to  stop  advertising 
in  his  paper  if  he  doesn’t  bring  it 
up  typographically. 

*  *  * 

So  far  I  have  said  nothing 
about  any  feature  of  this  adver¬ 
tising  except  the  typographical. 
It  is  good  advertising,  though  not 
especially  notable  in  any  way. 

*  *  * 

Please  let  me  have  more  matter. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


Accuse  Armour  of  Hundreds  of  Food 
Law  Violations. 

After  ten  days'  investigation  by 
an  agent  of  the  Indiana  Pure 
Food  Department,  it  is  announced 
that  something  like  400  violations 
of  the  pure  food  law  have  been 
committed  by  the  Armour  'Pack¬ 
ing  Co.,  of  Chicago,  and  indict¬ 
ments  have  been  procured  against 
them.  The  information  on  which 
the  indictments  are  based  was 
gained  from  local  dealers  when 
confronted  with  the  sale  of  im¬ 
pure  foods,  or  foods  not  labeled 
according  to  law.  It  is  said  that  f 
during  the  last  few  weeks  more  * 
than  10,000  dozen  of  storage  eggs  5 
have  been  shipped  into  the  local 
market  by  outside  firms  and  cor¬ 
porations  and  have  been  sold  as 
the  fresh  article. 


Cranberries  continue  high  and 
the  best  Cape  Cods  bring  $9  per 
barrel.  The  cool  weather  is  im¬ 
proving  the  demand. 


SAVINGS  ON  PROVISIONS! 

Tr 

Thursday,  Friday  andj  Saturday. 


10  Lbs.  Granulated  Sugar  65c. 

With  each  dollar's  worth  ol  goods  purchased  of 
anything,  except  sugar. 

25c  Cartoons,  Matches  for  19c. 

Six  boxes  in  cartoon,  full  count,  good  strong 
Sticks,  silent  lighters  or  the  popping  kind.  Oh,  yes, 
3  boxes  for  10c,  if  you  want  them. 

15c  lb.  Value  Picnic  Hams,  per 
pound  Ufa. 

Nice,  mild  sugar  cured,  weigh  about  8  lbs.  each, 
bright,  new,  fresh  cured,  no  wrapping  or  paper 
around  them. 

15c  lb.  Value  Pure  Lard,  5  lbs, 
for  58c. 

Don’t  know  whether  we  sell  more  lard  than  any 
one  in  tqwn  or  not,  but  we  sell  an  awful  lot  of  lard. 
The  same  faces  keep  coming  back  for  it.  It’s  pure 
and  good  and  the  price  makes  it  slip  fast,  five 
pounds  for  58c. 

New  Pack  Elephant  Sugar  Corn. 

3  cans  for  25c.  Per  dozen  95c. 

Elephant  brand  sugar  corn  is  perhaps  the  best 
known  standard  Illinois  sugar  corn,  packed  at 
Bloomington,  III.  Cans  are  full  of  fine,  good  eating 
sugar  corn. 

New  Sauer  Kraut,  per  gal.  25c. 

This  is  the  prettiest  sauer  kraut  you  ever  gazed 
on,  white  as  snow  and  absolutely  dry  packed,  crisp 
and  fine.  You  can  perhaps  buy  kraut  cheaper  than 
our  price,  but  it  will  be  loose  packed  and  full  of 
brine. 

Dill  Pickles,  per  doz.  15c. 

Genuine  German  wino.  cured  Dill  Pickles,  per 
dozen  !5c. 

Cooking  Figs  Per  Pound  11c 

Nice  big  bright  fresh  fellows.  If  the  people  re¬ 
alized  the  food  and  medicine  value  of  figs  nore  of 
them  would  be  served  on  our  tables.  Think  of  the 
price  at  11c  per  lb. 

$1.50  Value  Golden  Rod  Flour 
Per  Bag  $1.39. 

Au  extra  Week  End  Special.  A  high  patent 
Kansas  Hour  every  sack  Guarantcd  to  please  or 
you  get  your  money  back: 
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larllndale  Says  Chinese  Revolution  Will 
Make  Tea  Scarce  and  High 

/hole  Empire  Disorganized  and  Native  Business,  Including  Tea, 
Will  beYears  Recovering.  World’s  Demand  Will  Go  to  Other 
Countries.  Is  Rapidly  Increasing  Because  of  Coffee  Situation. 


Thomas  Martindale,  the  well- 
iown  Philadelphia  retail  grocer 
id  operator  in  tea,  believes  that 
ie  revolution  in  China  will 
ready  curtail  the  supply  of  tea 
hich  we  are  likely  to  receive 
om  there  for  the  next  few  years. 
i  a  public  statement  issued  dur- 
ig  the  week  on  the  subject,  Mr. 
[artindale  spoke  as  follows: — 

The  query  as  to  what  effect  the 
present  situation  will  have  upon  the 
tea  trade  of  the  world  is  one  which 
should  give  all  interested  dealers, 
the  importers,  jobbers  and  retailers 
much  concern. 

As  a  rule,  any  unusual  and  long 
lasting  excitement  in  any  country 
whatsoever  is  harmful  to  business 
in  general,  while  an  uprising  like 
the  present  Chinese  insurrection— 
which  is  something  that  no  pen  can 
adequately  describe — is  bound  to 
paralyze  trade  and  commerce,  both 
domestic  and  foreign,  for  a  long 
time  to  come.  *  *  *  It  may  be 
easily  conjectured  that  compara¬ 
tively  very  little  tea  can  be  suc¬ 
cessfully  planted,  grown  and  pre¬ 
pared  for  market  in  China  during 
the  next  season.  With  financial 
credits  out  of  joint  and  the  labor¬ 
ers  scattered  in  all  directions,  nec¬ 
essarily  much  time  will  have  to 
elapse  before  the  conditions  for 
planting  and  growing  teas  of  any 
kind  will  reach  a  normal  standard. 

China  for  several  years  past  has 
been  importing  about  15,000,000 
pounds  of  the  dust  and  fannings 
of  India  teas  to  be  used  in  connec¬ 
tion  with  Chinese  teas  in  the  man¬ 
ufacture  by  Russian  firms  of  “brick” 
teas  for  consumption  in  Asiatic 
Russia,  the  whole  trade  in  “brick” 
teas  being  estimated  at  something 
like  40,000,000  pounds.  Any  serious 
impairment  of  the  quantity  and  va¬ 
rieties  of  Chinese  teas  used  by  the 
Russian  trade  alone — without  count¬ 
ing  the  many  millions  of  pounds 
exported  to  England,  Australia, 
Canada,  Germany,  Holland,  Sweden, 
Norway,  Denmark,  France  and  the 
United  States— will  necessarily  com¬ 
pel  the  trade  to  resort  to  India, 
Ceylon  and  Japanese  teas,  not  for¬ 
getting  that  there  is  a  small  produc¬ 
tion  of  about  2,000,000  pounds  of 
tea  in  Natal,  South  Africa,  and 
a  rapidly  increasing  growth  of  tea 
in  the  Island  of  Java.  All  of  these 
district  put  together,  however,  will 
hardly  be  able  to  meet  the  demand 
that  will  naturally  be  made  upon 
them  to  offset  the  prospective 
shrinkage  in  the  supplies  from 
China. 

As  the  use  of  tea  per  capita  in 
Great  Britain  has  been  increasing 
very  rapidly  during  the  past  few 
years,  and  as  the  consumption  of 
tea  by  reason  of  the  high  price  of 
coffee  is  now  visibly  increasing  in 
Canada,  the  United  States  and  Aus¬ 
tralia,  while  the  stocks  in  ware¬ 
houses  throughout  the  world  are 
confessedly  lower  than  they  have 
been  for  several  years — no  other  con¬ 
clusion  can  reasonably  be  reached 
but  this— that  we  are  on  the  edge 
of  an  advancing  and  active  market 


with  present  values  totally  out  of 
harmony  with  the  prospective  prices 
of  the  near  future.  Depend  upon 
it  that  teas  of  all  kinds  and  con¬ 
ditions  must  very  soon  exercise' the 
premier  position  in  point  of  public 
interest  to  that  of  coffee,  because 
coffee  has  gone  too  far — its  bolt 
has  been  shot.  The  coffee  market 
is  now  heavy  and  weary  holders 
of  the  fragrant  bean  are  nervous 
and  fear  a  collapse  of  the  excessive, 
unnatural  and  unwarranted  advance. 

On  the  other  hand,  even  if  tea 
should  appreciate  in  value  over  100 
per  cent,  above  the  present  values, 
it  would  still  be  a  much  cheaper 
and  even  a  more  wholesome  bev¬ 
erage  for  the  consumer  than  coffee 
is  now,  at  half  its  present  price, 
considering  the  number  of  cups  that 
one  pound,  respectively,  of  each  will 
make.  It  must  not  be  forgotten 
that  through  the  operations  of  the 
valorization  plan,  millions  of  bags 
of  coffee  for  years  have  been,  and 
are  now,  arbitrarily  kept  off  the 
market  to  enhance  prices  unnatur¬ 
ally,  while  the  primary  markets  for 
teas  are  each  and  every  one  prac¬ 
tically  denuded  of  any  reserve  sup¬ 
plies. 

Thomas  Martindale. 


Express  Rates  Renounced  at 
New  York  Hearing. 

The  Interstate  Commerce  Com¬ 
mission  held  a  hearing  in  New 
York  on  Wednesday  for  the  pur¬ 
pose  of  investigating  express 
rates.  Congressman  David  J. 
Lewis,  of  Cumberland,  Md.,  was 
one  of  the  witnesses.  He  declared 
that  Government  ownership  would 
ultimately  prove  to  be  the  only 
logical  solution  of  the  express 
business.  He  had  abandoned  the 
idea,  he  said,  that  a  parcels  post 
would  give  the  required  relief. 
“Express  rates  are  prohibitively 
high,”  he  continued,  “being  16 
times  the  freight  rate,  $31.20  per 
ton  for  express  and  $1.90  for 
'.  freight.  Parcels  post  schemes, 
per  se,  impose  a  rate  of  8  to  12  j 
|  cents  a  pound.  At  8  cents  the 
|  cost  would  be  $160  a  ton,  or  five 
:  times  the  average  express  charge, 
and  11  times  the  European  parcels 
post.  Above  three  pounds  the  ex¬ 
press  companies  now  give  much 
lower  rates  than  proposed  by  the 
parcels  post,  and  below  three 
pounds  they  give  rates  as  good.’ 


Florida  salad  is  coming  for¬ 
ward,  but  the  quality  is  not  espe¬ 
cially  good.  The  range  is  $1.50 
to  $2  per  hamper. 


An  Iron 


Clerk 


■m 


Who  never  tires  nor 
makes  an  error 

Who  keeps  your  store  neat  and  clean 
Who  prevents  fire  and  lost  profit 
Whose  services  cost  less  than  a  cent  a  day 

That  is  the 

Bowser  Self-measuring  System 

You  should  know  more  about  this  system.  Thousands  and 
thousands  of  your  fellow  merchants  are  using  them  and  in¬ 
creasing  their  profits.  Follow  "suit.” 

There  are  150,000  Bowser  Tanks  in  use  to-day 

The  Bowser  has  been  on  the  market  for  twenty-seven 
years.  It  was  the  first  and  is  the  best.  It  will  cost  you  only 
one  cent  to  find  out  what  this  system  will  do  for  you  and  see 
the  outfits  illustrated. 

Stop  NOW  and  send  the  card.  The  minute  you  buy  a 
Bowser  you  increase  your  profits.  Send  the  Card  for  book  No.  95. 

S.  F.  BOWSER  &  CO.,  Inc.,  Ft.  Wayne,  Ind. 

Chicago  New  York  Boston  Minneapolis  Dallas  Atlanta 
Philadelphia  St.  Louis  Toronto  San  Francisco 


"Jtskthe  Man  Who  Uses  Walker  Bins" 

Stop  This  Loss ! ! 

Did  you  ever  figure  how  much  money  you  lose  through  TASTERS  ? 

Did  you  ever  figure  how  many  sales  were  lost  on  goods  not  in  sight  ? 

Did  you  ever  figure  how  much  you  lose  on  goods  made  unsalable  by 
dirt  or  vermin  ? 

Did  you  ever  figure  how  much  trade  you  lose  to  the  fellow  whose  store 
looks  better  than  yours  ? 

Just  do  it  for  say  three  months,  and  you'll  find  the  sum  represented  will 
pay  for  at  least  two  WALKER  BINS  like  this. 


Want  Our 
Catalogue ? 


It's  Free 


Then  remember  this  :  As  soon  as  the  WALKER  BINS  are  installed 
you’ll  have  no  more  of  these  losses,  and  the  saving  goes  into  your  bank. 

WALKER  BIN  COMPANY 

121  Lake  Street,  Penn  Yan,  N.  Y. 

24  SOUTH  7th  STREET,  PHILADELPHIA 

We  -will  send  you  our  catalogue  tellmc  the  -d’hote  story  if  you'll  v-  ritefor  it. 
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CXXX. — What  the  Law  Does  to  Contracts  Made  on  Sunday. 


A  very  useful  legal  principle  to 
know  about  is  the  law  regarding 
contracts  and  obligations  made  on 
Sunday.  The  law  is  exceedingly 
tender  of  the  sacredness  of  the 
Sabbath,  and  often  leaves  a  man 
who  does  business  on  that  day  in 
an  exceedingly  forlorn  condition. 

Practically  all  States  have  stat¬ 
utes  setting  Sunday  aside  as  a  day 
on  which  business  cannot  be 
done.  This  includes  the  making 
of  obligations  which  if  made  on 
week  days  would  be  perfectly 
binding.  Some  of  these  statutes 
go  further  than  others,  but  the 
spirit  of  them  all  is  the  same; — 
that  contracts  completely  made 
on  Sunday  are  void  and  cannot  be 
enforced. 

How  far  this  principle  carries 
can  be  seen  from  the  following 
decisions,  which  are  actually  on 
record,  and  would  probably  be 
followed  in  almost  any  State: — 

A  promissory  note  made  on 
Sunday  is  void,  and  the  maker  is 
not  bound.  This  is  only,  how¬ 
ever,  so  long  as  the  note  remains 
in  the  hands  of  the  original  payee. 
If  the  person  to  whom  the  note 
was  first  delivered  by  the  maker, 
the  payee,  endorses  it  and  passes 
it  along  before  maturity  in  the  or¬ 
dinary  course  of  business  to  a 
third  party  who  gives  value  for  it 
and  is  ignorant  of  the  fact  that  it 
was  made  on  Sunday,  it  can  be 
collected. 

This  principle  also  includes  the 
endorsing  of  a  note  on  Sunday. 
If  a  man  endorses  a  note  on  that 
day  he  is  not  legally  bound,  and 
can  successfully  defend  any  effort 
by  the  payee  to  hold  him  responsi¬ 
ble.  The  only  defense  he  needs 
is  the  fact  that  his  contract  of  en¬ 
dorsement  was  made  on  Sunday. 

A  lease  made  on  Sunday  is  also 
void  and  neither  party  is  bound. 

So  is  an  agreement  to  form  a 
partnership,  if  the  partnership  is 
to  begin  at  once.  If  the  agree¬ 


ment  is  only  a  preliminary  one, 
however,  and  it  is  to  be  completed 
on  a  week  day,  it  will  often  be 
held  good. 

If  a  man  agrees  on  Sunday  to 
become  surety,  or  warrantor  or 
guarantor  for  another,  his  con¬ 
tract  is  also  void. 

An  insurance  policy  made  on 
Sunday,  the  insurance  to  begin 
that  day,  is  also  void,  and  the  in¬ 
surance  company  is  not  responsi¬ 
ble. 

To  be  void,  however,  all  these 
contracts,  and  any  others  affected 
by  the  Sunday  law,  must  be  fully 
consummated  on  Sunday.  There 
must  be  nothing  left  to  be  done 
before  they  become  contracts. 
For  instance,  a  deed  or  a  note, 
though  fully  executed,  is  not  a 
legal  contract  until  it  is  delivered 
to  the  party  to  whom  it  is  to  be 
given.  Therefore  a  deed,  or  a 
note  can  be  fully  executed  and 
even  dated  on  Sunday,  and  still  be 
valid  if  not  delivered  until  a  week 
day. 

So  is  an  offer  good  when  made 
on  Sunday  and  accepted  on  Mon¬ 
day. 

Likewise  with  a  sale  of  mer¬ 
chandise.  I  recall  a  recent  case  in 
which  a  Western  retailer  who  was 
in  New  York  only  over  Sunday 
looked  up  a  jobber  on  that  day 
and  gave  him  a  considerable 
order.  The  goods  were  sold  sub¬ 
ject  to  the  buyer’s  approval  upon 
delivery.  Between  the  day  of  sale 
and  the  day  of  delivery  the  mar¬ 
ket  broke,  and  the  buyer  at¬ 
tempted  to  escape  on  the  ground 
that  the  contract  was  made  on 
Sunday.  The  court  held,  how¬ 
ever,  that  though  the  terms  were 
fixed  on  Sunday,  there  was  really 
no  contract  then,  because  there 
was  no  sale  until  the  buyer  ap¬ 
proved  the  goods.  The  fact  that 
the  approval,  \Wiieh  meant  the 
consummation  of  the  sale,  was  to 
be  done  on  a  week  day,  cured  the 


transaction  of  what  would  other¬ 
wise  have  been  a  fatal  defect. 

There  are  several  cases  on  rec¬ 
ord  to  the  effect  that  when  prop¬ 
erty  is  bought  and  paid  for  on 
Sunday,  but  the  property  is  not  to 
be  delivered  until  later,  the  con¬ 
tract  is  void. 

As  a  rule,  a  contract  which  is 
bad  when  made  can  be  cured  i: 
the  parties  ratify  it  under  condi¬ 
tions  which  make  it  good.  For 
instance,  an  agent  may  make  a 
totally  unauthorized  contract  for 
his  principal,  which  as  to  the  prin¬ 
cipal  is  absolutely  bad.  The 
principal  can  make  it  good  merely 
by  ratifying  it.  A  Sunday  con¬ 
tract.  however,*  cannot  be  curec 
by  ratification.  It  is  hopelessly 
bad  forever  under  the  great 
weight  of  authority,  though  there 
are  a  few  cases  that  hold  the  con¬ 
trary.  It  is  held  everywhere, 
however,  that  although  the 
original  contract  was  bad  because 
made  on  Sunday,  the  parties  by 
working  along  under  that  con¬ 
tract  can  create  a  new  verbal 
agreement  which  will  be  enforce¬ 
able. 

Where  one  .party  to  a  Sunday 
contract  has  gotten  some  benefit 
out  of  it,  the  law  will  sometimes 
compel  him  to  either  perform  it 
or  return  the  benefit.  There  are 
some  exceptions  to  this,  how¬ 
ever,  which  will  appear  to  the 
layman  like  decided  injustices. 
They  only  show,  however,  that 
the  law  is  determined  to  keep 
Sunday  free  from  business  trans¬ 
actions  if  it  can. 

For  instance,  there  are  cases 
which  hold  that  where  property 
is  sold  and  delivered  on  Sunday, 
no  matter  what  kind  of  property 
it  is,  the  price,  if  not  paid  at  the 
time,  cannot  be  recovered  at  all. 
Tf  payment  is  made  at  the  time, 
the  law  will  not  interfere  on 
either  party's  behalf.  Though  the 
contract  was  illegal,  the  law  holds 


. 


that  since  it  is  fuly  executed, 
nothing  will  be  done.  In  some 
cases  a  seller  has  sold  his  prop-jt 
erty  on  Sunday  and  taken  the 
money  for  it.  Later  his  creditors,  j 
being  unable  to  reach  the  money, 
have  attempted  to  get  the  prop-i 
ertv  back,  but  they  have  usually 

tl 


failed,  on  the  ground  mentioned 
There  are  a  very  few  cases  in 
Michigan,  Alabama  and  Vermont 
that  hold  that  as  the  sale  was  i 
legal  it  passed  no  title,  and  til 
property  can  therefore  be  gott 
back,  but  these  cases  arc  not  ge 
erally  followed. 

M  here,  as  stated,  payment 
not  made  at  the  time,  it  nee 
never  be  made,  and  in  many  case 
the  law  will  uphold  the  buyer  it 
keeping  the  property  without  pay. 
ing  for  it.  This  is  unless  th 
bu  yer  has  subsequently  made,  o 
a  week  day,  an  express  promise  t< 
pay.  Nor  can  the  seller  or  hi 
creditors  get  his  property  back. 

This  seems  like  favoring  on 
wrongdoer  at  the  expense  of  th 
other,  but  it  merely  comes  to  thi 
— that  the  law  will  not  interfer 
at  all,  leaving  the  parties  wher 
they  have  placed  themselves. 

For  instance,  in  a  New  Hamj 
shire  case  the  owner  of  propertv 
entered  into  a  contract  on  Sunda 
to  sell  it.  '1  he  price  was  not  pai 
at  that  time.  Later  when  th 
seller  attempted  to  collect  it,  the 
buyer  refused  on  the  ground  that 
the  contract  was  void  because 
made  on  Sunday.  The  seller  then 
forcibly  took  his  property  back, 
)ut  the  buyer  went  to  law  about 
it  and  compelled  him  to  restore 
it.  The  seller,  thus  baffled,  sued 
for  the  purchase  price,  but  the 
Juver  made  the  same  defense — 
that  the  contract  was  made 
Sunday — and  won.  The  selle 
was  out  both  his  property  and  i 
value,  and  one  can  imagine  the 
maddening  sense  of  the  injustice 
of  the  law  which  filled  his  mind. 

The  lawr  is  the  same  with 
money  loaned  on  Sunday.  It 
cannot  be  recovered,  unless  the 
sorrower  has  agreed,  on  a  week¬ 
day,  to  repay  it.  If  he  has  done 
that  he  has  made  a  new  contract, 
which  can  be  enforced. 

Contracts  made  on  legal  holi¬ 
days  are  not,  as  a  rule,  void  in  the 
way  that  the  law^  makes  them 
void  if  made  on  Sunday. 

(Copyright,  X  or  ember,  ign,  by 
Elton  J.  Buckley.) 


Question  :  *  *  *,  Pa. — A  cer¬ 

tain  cereal  manufacturer  is  selling 
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the  retail  grocery  trade  here 
iall  cartons  of  breakfast  food 
ntaining  a  glass  saucer.  A 
ucer  is  packed  in  each  carton 
id  occasionally  two  cartons  in 
e  case  will  joggle  together,  thus 
eaking  the  saucer  or  chipping 
eces  of  glass  from  it.  Recently 
customer  of  the  writer  brought 
ick  a  package  in  which  the 
ucer  had  been  practically 
ushed.  I  write  to  ask  whether 
e  grocer  who  sold  this  cereal 
•ntaining  the  broken  glass  would 
:  liable  if  it  was  accidentally  eat- 
i  and  injured  some  one?  Would 
;  be  responsible  to  the  person 
jured,  or  would  the  latter  have 
>  go  against  the  manufacturer? 
ask  because  of  the  publication 
your  paper  recently  of  a  case 
gainst  a  retail  grocer  of  Phila- 
•lphia  in  which,  if  I  remember 
>rrectly,  he  was  made  to  pay 
images  for  the  explosion  of 
mned  molasses. 

Answer. — There  is  no  question 
lat  in  the  case  you  suggest  the 
tailer  could  be  held  responsible, 
e  certainly  sells  the  goods  .with 
1  implied  warranty  that  they 
mtain  no  powdered  glass  or  any 
ling  else  poisonous,  and  if  they 
3  contain  it,  his  warranty  is  v\o 
ted,  and  he  is  responsible  for 
hatever  damages  ensue.  This  is 
:  course  provided  that  the  saucer 
3esn't  break  after  it  leaves  his 
ore. 

Note. — Requests  for  informa- 
on  in  this  Department  should 
:rsely  set  out  in  full  all  the  facts 
earing  on  the  case,  and  all  ques- 
ons  should  be  carefully  framed 
)  avoid  misconstruction.  Write 
n  one  side  of  the  sheet  only, 
.etters  should  be  received  at  this 
fifice  not  later  than  Tuesday  of 
ach  week  to  ensure  an  answer 
i  the  Monday’s  issue  following, 
'he  signature  and  address  of  the 
writer  must  accompany  all  in- 
uiries,  and  will  be  published  un- 
;ss  there  is  a  request  not  to  do 
o.  All  inquiries  received  will  be 
nswered  without  charge.  Ad- 
ress  all  communications  to  Legal 
Iditor  “Grocery  World  and  Gen- 
ral  Merchant.” 


|ohn  Scott  &  Co. 

INCORPORATED 

PHILADELPHIA 

WHOLESALE  GROCERS 

and  Direct  Importers  of 

leylon  and  Assam  Teas 

These  Teas  are  becoming 
more  popular  every  day. 

'Our  prices  are  always  correct 


It’s  great  to  make — 
and  sell — something  like 

Rumford  Powders,  that 
nobody  can  attack. 

No  law  ever  passed,  or 
possible  to  pass,  has  or 
could  touch  Rumford  Pow¬ 
ders,  for  they  contain 
only  three  wholesome  in¬ 
gredients — phosphate, 
starch,  soda. 

All  this  comfort  that  is 
ours  in  making,  is  or 
can  be  yours  in  selling. 
These  are  powders  that 
are  pure  and  wholesome, 
and  that  do  their  work. 

As  to  you,  find  a  bak¬ 
ing  powder  profit  as  good 
or  better. 

Rumford 
Chemical  Works 

Providence,  R.  I. 


Imitation 
Is  True 
Flattery 

The  mere  fact  that  fixtures 
for  other  illuminants  are  so 
designed  as  to  approximate 
as  closely  as  possible  the  ef¬ 
fect  of  Electricity,  proves 
that  Electric  Light  is  consid¬ 
ered  the  standard  illuminant. 

Recent  improvements  in 
lamp  and  glassware  manu¬ 
facture  have  reduced  the  ex¬ 
pense  of  Electric  lighting 
more  than  one-half.  There 
is  no  longer  the  slightest 
reason  for  the  use  of  any 
other  illuminant  from  the 
standpoint  of  economy. 

Comprehensive  lighting 
plans  and  estimates  furnished 
free  of  charge  by 

The  Philadelphia 
Electric  Company 

TENTH  AND  CHESTNUT  STS. 


Increase  Your  Sales  of 

BAKER’S 
Cocoa  and 
Chocolate 

ANY  GROCER  who 
handles  our  prepa¬ 
rations  can  have  a 
I  beautifully  illustra¬ 
ted  booklet  of  choc¬ 
olate  and  cocoa 
recipes  sent  with 
his  compliments  to 
his  customers  en¬ 
tirely  free  of  charge. 

_  Ask  our  salesman 
Wauo*.  or  write 

Walter  Baker  &  Co.  Ltd. 

DORCHESTER,  MASS. 


These  trade-mark  crisscross  lito  on  every  packaga 


NOTICE  ! 

If  you  do  not  already 
use  a 


Dreyer 

Auto¬ 

matic 

Banana 

Rack 


This  Offer  ends  January  /,  1912 

H.  G.  DREYER  &  SON 

2256  West  95fh  Street 
CLEVELAND,  OHIO 


Diet  for 
Dyspeptics 

LES  mo  OBESITY 

Makes  devious  foreverybody. 

Unlike  other  g/ods.  AelriDhysiciaos  For  book 
or  flBmple^Vrrite 

FARWELL  t  RHUTCS,  WiraTOWlH.  r.,  u.  s.  t 


CRESI 

KIDNEY  IRQ  LIVE 


FLEISCHMANN’S 

COMPRESSED  YEAST 

HAS  NO  EQUAL 


Bouillon  Capsules 


It’s  little  sellable 
specialties  like  these 
that  fill  up  the  thin 
places  in  your  prof¬ 
its.  Make  delicious 
Beef  Bouillon,  Beef 
Tea  or  Soup.  Ten 
in  a  box,  one  to  be 
dropped  in  a  cup  of 
hot  water.  Every¬ 
body  buys  them. 


Sole  Manufacturers 

ROYAL  SPECIALTY  CO. 

92  Reade  St.  NEW  YORK 
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THE 

STROLLER’S 

COLUMN 


Thank  Your 

Well,  you  fellows  have  gone 
and  clone  it  now,  sure’s  you’re 
born. 

See  what  the  “Grocery  World 
and  General  Merchant”  said  last 
week — that  a  lot  of  New  York 
women  had  fixed  up  a  scheme  to 
keep  an  eye  on  the  grocery  stores 
over  there  and  keep  ’em  up  to 
the  scratch? 

Oh  joy,  oh  joy!  That’s  enough 
to  make  a  lot  of  new  fellows  go 
into  the  grocery  business. 

If  I  was  running  a  retail  store, 
I  don’t  know  anything  I’d  rather 
have  than  the  advice  of  the 
women  how  I  should  run  my 
place.  I’d  want  ’em  to  do  ex¬ 
actly  what  they’re  going  to 
over  in  New  York — run  in  when¬ 
ever  they  had  a  minute  and  see 
that  things  were  going  right. 
That's  the  only  way  to  run  a 
business  anywa  y — on  other 
people’s  say-so,  especially  wom¬ 
en’s. 

I  told  my  wife  about  it.  “Now 
it’ll  be  great,”  I  said,  “for  you  to 
take  up  the  same  thing  here.  I 
don’t  doubt  you  could  get  fifty 
women  to  join  a  club  with  you  to 
look  after  the  grocery  stores. 
You’ve  often  talked  to  me  about 
the  dirty  apron  old  man  Jones 
(our  grocer)  wears;  here’s  your 
chance  to  cure  him.” 


Stars  You  Don’t  Do  Business  i 

“You’re  home  so  little  of  the 
time,”  she  said,  “I  should  think 
you’d  try  to  act  sensible  that 
little  while.” 

“Ain’t  you  interested  in  clean 
grocery  stores?”  I  demanded. 

There  was  no  answer  to  that 
that  I  heard.  My  wife  can  talk 
less  when  she  wants  to  than  any 
other  woman  on  earth.  And  then 
again — 

“Now  I  want  you  to  take  some 
interest  in  this,”  I  went  on,  “other 
women  do  that  ain’t  half  the 
born  butter-in  you  are.  I  want 
you  to  go  over  to  Jones’  store 
to-morrow  and  look  around.  If 
he  has  a  dirty  apron  on,  tell  him 
about  it.  If  he  won’t  take  it  off, 
hit  him  in  the  head  with  an  apple. 
You’ve  got  the  law  on  your  side. 
I’d  go  behind  the  counter  and 
open  his  refrigerator.  If  it  don’t 
smell  clean,  make  him  take  every¬ 
thing  out  and  burn  it — you  can’t 
be  too  careful.  That’s  the  way — 
make  up  your  tjiind  to  do  some¬ 
thing  for  other  people.” 

Silence. 

“I’ll  give  you  another  tip,”  I 
said.  “When  they  load  you  into 
the  patrol  wagon,  be  sure  and  get 
in  the  back,  where  there’s  less 
wind.  You  know  you’re  subject 
to  colds  in  the  head.  When  you 
get  to  the  station  house,  ask  ’em 


n  New  York. 

for  a  cell  with  a  bath ;  I  don’t 
care  a  weevil  for  the  expense 
when  you’re  working  for  the  pub¬ 
lic  good.  I’ll  drop  down  and  see 
you  once  in  a  while,  if  I  think  of 
it.” 

“If  you  can’t  be  still  and  let 
me  read,  I’ll  simply  have  to  leave 
the  room,  that’s  all,”  said  the  little 
public  servant,  and  I,  seeing  the 
case  was  hopeless,  gently  closed 
my  face. 

If  all  the  women  were  like  my 
wife,  you  fellows  could  do  about 
what  you  wanted  to.  You  can’t 
fool  her,  you  know,  and  she’ll  tell 
you  what  she  thinks  of  you,  but 
it  won’t  be  where  you  can  hear  it 
— she’ll  do  it  in  the  bosom  of  her 
own  family. 

But  these  club  women — I  know 
’em ;  they’re  born  busy-bodies. 
They  tend  to  everybody’s  busi¬ 
ness  but  their  own.  They’re  a 
different  proposition.  When  a 
club  of  them  starts  out  to  find 
fault  with  you,  the  water’s  been 
put  on  to  boil  and  it’s  going  to  be 
kept  good  and  hot  until  they  die 
or  somebody  smacks  ’em  in  the 
skull. 

I  can  just  see  that  bunch  of 
loud-mouthed  females  now,  but¬ 
ting  into  the  grocery  stores  over 
there,  all  talking  loud  and  inter¬ 


fering  with  what’s  none  of  their 
business — gee ! 

I’d  accidentally  squirt  molasses 
in  their  hair,  if  it  was  me. 

They’ve  got  laws  over  there, 

!  ain’t  they?  All  right,  then  let 
’em  be  enforced  by  men,  not  by 
,  these  women.  You  can  bribe 
men. 

There’s  too  many  women  in  the 
world  anyway.  I  know  several  I 
could  get  along  fine  without. 
Some  of  ’em  think  a  grocery  store 
can  be  run  like  a  hospital — every¬ 
thing  disinfected  the  minute 
there’s  any  muss.  Pooh  for  . 
’em ! 

I’ll  tell  the  New  York  fellows 
how  they  can  fix  the  feet  of  these 
women.  They  have  no  right  in 
the  store  unless  they’re  there  as 
customers.  Mind  that.  I  believe 
any  lawyer’ll  say  that  they  can’t 
push  in  a  store  except  they’re  on 
business.  Their  own  business, 
mind,  not  yours.  If  that’s  so,-.! 
then  they’re  trespassers,  and  you 
can  fire  ’em  out.  I  wouldn’t  be 
rough  with  ’em,  understand.  I 
wouldn’t  quite  kill  ’em.  I’d  simply 
take  ’em  by  the  seat  of  their  shirt 
waists  and  make  ’em  dance  out 
Spanish.  If  the  store  boy  acci¬ 
dentally  happened  to  let  a  lemon 
fly  out  of  his  hand  and  hit  one  of 
’em  in  the  ear,  I’d  first  call  him 
down  something  fierce  and  then 
raise  his  wages.  - 

You  can  bet  your  neck  I’d  have 
no  female  butt-ins  snooping 
around  my  place. 

The  Stroller. 


Florida  cucumbers  show  a  con¬ 
siderable  decline  from  the  price  a 
short  time  ago.  The  present 
average  is  $2.50,  as  against  $3.50 
a  short  time  ago.  This  is  for  one- 
I  third  barrel  baskets.  The  demand 
j  is  fair.  j  [5 


BORDEN’S 


EAGLE  BRAND  EVAPORATED  MILK 

CONDENSED  MILK  peerless  brand 


By  recommending  these  Brands 
you  will  please  your  customers. 

They  are  the  best  that 
Science  can  produce. 


BORDEN’S  CONDENSED  MILK  CO. 

"Laadan  of  Qaailiy” 

Eat.  1*57.  Naw  York 
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MARKETS 


Tea. 

The  tea  market  is  practically 
nchanged  for  the  week.  Nine 
lops  of  Moyune  (China)  teas 
ere  rejected  in  New  York  be- 
mse  they  showed  chemical  fac- 
,g.  This  has  not  actually  affect- 
1  the  market  as  yet,  but  it  helps 
>  create  a  stronger  feeling, 
here  has  been  no  change  in  price 
Liring  the  week,  and  the  entire 
st  is  steady  to  strong.  The  de- 
iand  is  fair. 

Coffee. 

The  coffee  market  is  about  un- 
langed,  though  the  feeling  is 
erhaps  slightly  easier.  The 
ndertone,  nevertheless,  seems 
bout  as  strong.  All  grades  of 
.io  and  Santos  rule  nominally  the 
ime  as  last  week,  although  a 
bod  round  order  might  secure  a 
ight  concession.  Mild  coffees 
aow  no  change  for  the  week  and 
ght  demand.  In  fact  the  gen- 
ral  demand  for  coffee  is  quite 
ght.  People  are  unquestionably 
sing  substitutes,  and  the  aggre- 
ate  reduction  caused  by  this  in 
re  regular  consumption  of  coffee 
i  probably  very  large.  Mocha 
nd  Java  are  unchanged  and 
uiet,  Mocha  being  scarce  and 
rm. 

Sugar. 

The  sugar  market  is  weaker, 
laws  have  sold  at  another  small 
ecline  during  the  week,  and  all 
efiners  have  dropped  refined  io 
oints,  making  granulated  list 
ow  6.10  cents.  The  demand  for 
ugar  is  fair,  though  all  large 
uyers  are  holding  off,  expecting 
.  further  decline  to  at  least  6 
ents. 

Syrup  and  Molasses. 

Glucose  is  unchanged  for  the 
veek,  and  so  is  compound  syrup, 
iugar  syrup  is  dull  and  rules  at 
mchanged  prices.  Good  new  mo- 
asses  is  scarce  and  rules  at  sev- 
ral  cents  per  gallon  above  last 
'ear’s  price. 

Fish. 

.  Mackerel  is  dull  but  still  high 
md  firm.  •  From  now  on  for  sev- 
:ral  weeks  the  demand  will  turn 
o  other  things,  although  prices 
vill  probably  not  recede  much,  as 
stocks  of  mackerel  are  concen- 
xated  in  strong  hands.  Cod,  hake 
md  haddock  are  unchanged  and 


in  fair  demand.  Domestic  sar¬ 
dines  are  substantially  unchanged 
and  in  light  request ;  imported 
sardines  scarce  but  quiet.  Salm¬ 
on  shows  no  change  for  the 
week  and  moderate  demand. 

Canned  Goods. 

Tomatoes,  show  no  change 
whatever  for  the  week,  and  the 
demand  is  very  dull.  The  forth¬ 
coming  figures  of  the  National 
Canners’  Association  covering  the 
1911  pack  may  cause  the  market 
to  advance  or  they  may  cause  it 
to  decline.  Corn  is  inclined  to  be 
a  little  easy;  demand  fair.  Peas 
unchanged,  scarce  and  high.  New 
York  State  apples  show  no 
change  for  the  week ;  the  demand 
is  light.  California  canned  goods 
are  unchanged  and  quiet.  Small 
staple  canned  goods  are  in  moder¬ 
ate  demand  at  unchanged  prices. 

Dried  Fruits. 

Prunes  are  slightly  easier  in 
secondary  markets  by  reason  of 
jobbers  who  bought  early  taking 
profits,  but  on  the  coast  the  mar¬ 
ket  is  unchanged.  Peaches  are 
dull  and  show  no  change  for  the 
week.  Apricots  are  dull  at  ruling 
prices.  Raisins  dull  at  unchanged 
prices.  Currants  are  slightly 
stronger;  demand  fair.  Other 
dried  fruits  dull  and  unchanged. 

Beans  and  Peas. 

Domestic  pea  beans  rule  un¬ 
changed  for  the  week ;  demand 
fair.  Domestic  marrows  are 
about  10  cents  per  bushel  easier, 
and  now  rule  at  $2.75  per  bushel 
in  a  large  way.  California  limas 
have  made  another  advance,  and 
now  rule  at  6.60  cents  in  a  large 
way  coast,  though  in  secondary 
markets  some  holders  are  shading 
that  price.  Green  and  Scotch 
peas  are  unchanged,  high  and 
dull. 

Eggs. 

The  receipts  of  new  laid  eggs 
continue  very  light  and  every¬ 
thing  received  meets  with  ready 
sale  at  outside  prices.  The  mar¬ 
ket  is  about  unchanged,  but  fancy 
stock  is  bringing  a  premium  over 
quoted  prices  every  day.  Stocks 
of  eggs  in  storage  are  ample,  and 
storage  eggs  have  not  advanced 
in  sympathy  with  fresh.  The  de¬ 
mand  is  increasing  for  this  grade 


of  eggs,  however,  and  if  there  is 
any  change  it  will  probably  be  a 
slight  advance. 

Butter. 

There  has  been  very  active 
trading  in  butter  during  the  past 
week..  The  receipts  are  cleaning 
up  daily,  and  the  market  is  firm  at 
1  cent  advance  in  all  grades  both 
of  solid  packed  and  prints.  The 
receipts  are  not  as  large  as  usual 
for  the  season  and  stocks  in  stor¬ 
age  are  also  lighter  than  usual. 
The  market  will  likely  continue 
firm,  probably  with  unchanged 
prices  for  some  little  time. 

Cheese. 

The  cheese  market  is  firm  at 
quoted  prices,  and  high  grade 
cheese  is  bringing  a  premium  over 
the  market.  The  consumptive 
demand  is  good  and  if  any  change 
occurs  it  will  probably  be  an  ad¬ 
vance. 

Provisions. 

All  cuts  of  smoked  meats  are 
steady  at  unchanged  prices,  but 
with  only  a  moderate  demand. 
Pure  and  compound  lard  are 
steady  at  a  seasonable  demand. 
No  important  change  is  looked 
for  during  the  next  few  weeks. 
Barrel  pork  is  firm  at  an  advance 
of  50  cents  per  barrel.  The  de¬ 
mand  is  good.  Dried  beef  and 
canned  meats  are  unchanged  and 
steady. 

Poultry.  > 

Indications  at  this  writing  are 
that  stocks  of  turkeys  will  be 
larger  and  prices  not  so  high  as  a 
year  ago.  Reports  from  different 
sections  are  that  stocks  are  in 
good  order  and  far  in  excess  of 
last  year.  If  the  weather  is 
favorable  turkeys  should  rule 
somewhat  less  than  last  year. 
The  present  market  is  20  to  22 
cents,  but  when  the  stock  begins 
to  come  forward  the  price  may 
decline  somewhat,  if  everything  is 
favorable.  Both  fowls  and  chick¬ 
ens  are  ruling  at  about  a  norma 
price  and  the  outlook  is  for  an 
ample  supply  at  about  ruling 
prices.  There  are  still  some 
chickens  in  storage  which  wil 
move  out  at  lower  prices.  Ducks 
are  scarce  at  18  to  20  cents,  a 
high  price.  No  large  increase  in 
the  supply  is  expected. 


INDIVIDUAL  MARKET  REPORTS. 


Standard  Canned  Goods. 

The  market  has  ruled  quiet  on 
tomatoes,  except  for  well-known 
and  established  brands  of  good 
quality,  which  have  met  with 
ready  sale,  showing  that  goods  of 
this  character  are  in  good  demand 
at  good  prices.  The  surplus  in 
packers’  hands  is  undoubtedly 
small — the  carry-over  from  last 
season  practically  nil — and  the 
1911  pack  admitted  to  be  not 
more  than  two-thirds  of  normal — 
therefore  the  weather  vane  can 
point  in  but  one  direction— and 
that  higher  prices.  The  present 
quiet  attitude  on  the  part  of  buy¬ 
ers  is  easily  accounted  for — their 
attention  is  directed  at  this  time 
to  holiday  trade,  and  staples  are 
naturally  neglected.  Meanwhile 
they  are  drawing  upon  their  early 
purchases,  which  by  now  should 
have  been  well,  if  not  fully  de¬ 
livered.  As  these  become  ex¬ 
hausted  and  have  to  be  replen¬ 
ished  it  is  a  question  from  what 
source  will  stocks  be  drawn,  as 
the  surplus  in  packers’  hands  was 
never  scarcely  so  small. 

Prices  remain  unchanged. 

Already  a  certain  independence 
is  being  manifested  on  the  part  of 
holders  of  corn  of  fancy  quality 
and  in  consequence  they  have  de¬ 
termined  to  withdraw  for  the 
present  rather  than  force  corn  on 
an  unwilling  market,  believing 
that  higher  prices  will  be  realized 
after  the  turn  of  the  year  when  a 
lot  of  the  cheap  corn  will  have 
gone  into  consumption  and  gotten 
out  of  the  way.  This  cheap  corn 
in  the  last  few  weeks  has  held 
down  the  market  and  has  been 
picked  up  in  order  to  fill  a  certain 
demand  for  cheap  staples,  and  as 
tl\ere  is  no  hope  for  cheap  prices 
on  either  peas  or  tomatoes,  all  at¬ 
tention  along  this  line  has  been 
naturally  turned  to  corn,  which 
will  undoubtedly  lead  to  a  large 
consumption  and  a  cleaning  up  of 
the  cheaper  grades  which  will  be 
most  desirable. 

Prices  remain  unchanged. 
William  Silver  &  Co.,  Ixc. 

Aberdeen,  Md. 

Spices. 

The  market  was  more  active 
during  the  week.  Changes  are 
rather  unimportant. 

Pepper. — Demand  fairly  good. 
Prices  are  generally  unchanged. 
Foreign  markets  are  reported 
firm. 

Red  peppers  firm  in  price.  De¬ 
mand  very  good.  Supplies  are 
small. 

Cloves. — Demand  exceptionally 
good.  Futures  are  reported 
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higher.  We  believe  this  article 
is  pretty  safe  at  present  quota¬ 
tions. 

Pimento  (Allspice)  firm  and  in* 
active  demand.  Prices  have  ad¬ 
vanced  recently  and  indications 
are  that  higher  values  will  be 
realized. 

Nutmegs. — Demand  is  very 
good.  Futures  are  higher  than 
spot  prices. 

Mace  very  scarce  and  prices  are 
tending  upward.  Stocks  here 
are  unusually  small  and  higher 
prices  are  anticipated. 

Cassias  very  active,  especially 
in  China  grades.  Batavia  grades 
are  firmer,  but  practically  un¬ 
changed. 

Gingers. — Spot  demand  very 
good.  Offers  are  now  made  on 
spring  crop  African.  Present 
prices  likely  to  remain  steady  and 
possibly  advance. 

Tapiocas  active  and  in  fair  de¬ 
mand  at  generally  unchanged 
prices. 

Seeds,  Herbs,  Etc. — Demand 
very  good.  Caraway  slightly 
easier,  owing  to  heavy  arrivals. 
Celery,  Coriander,  Mustard  un¬ 
changed.  Sage  and  Sweet  Herbs 
in  big  demand. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 

Imported  Fish  Specialties. 

Holland  Herring. — Owing  to 
stormy  weather  and  poor  catch, 
prices  have  suddenly  advanced  in 
Holland,  while  prices  here  are 
still  unchanged.  In  Norway  the 
Sloe  herring  fishery  has  not 
started  yet,  the  supply  of  Iceland 
herring  is  short  and  prices  in  con¬ 
sequence  have  advanced  about  to 
per  cent,  or  more  during  the 
last  week.  Large  sizes  are  prac¬ 
tically  unobtainable;  all  sold  out 
for  the  season. 

Scotch  Herring. — Our  shippers 
report  that  large  Eastcoast  fulls 
are  practically  exhausted  for  this 
season.  Prices  for  Scotch  herring 
are  very  firm  and  there  is  no 
likelihood  of  lower  prices  for  this 
season. 

Norway  mackerel  are  selling 
only  in  a  hand-to-mouth  way. 
Buyers  are  reluctant  to  pay  the 
advanced  prices  and  have  no  con¬ 
fidence  in  the  present  situation. 

Irish  Mackerel. — Total  ship¬ 
ments  of  autumn  mackerel  to  date 
amounted  to  14,936  barrels.  Last 
week’s  shipments  amounted  to 
1,963  barrels.  Market  for  mack¬ 
erel  is  just  about  firm,  with  a  fair 
demand. 

Norway  Stockfish. — We  have 
had  cables  during  the  last  few 
days  reporting  an  advancing  mar¬ 
ket.  Demand  is  very  good  and  it 
is  very  likely  that  prices  will  ad¬ 
vance  still  further. 

Norway  Sardines.  The  catch 
has  been  very  poor  for  some  time 
and  only  just  now  we  have 
cables  that  the  catch,  has  again 
commenced  to  yield.  Prices  in 
Norway  in  consequence  are  very 
firm  and  it  is  very  doubtful  if 


packers  will  be  able  to  execute  all 
the  orders  that  they  have  booked 
for  summer  packed  fish. 

Strohmeyer  &  ,Arpe  Co. 
New  York,  N.  Y. 


maud  is  excellent,  largely  because 
good  California  oranges,  which 
are  the  only  competitors  now, 
range  from  $6  to  $6.50  per  box. 


Florida  grapefruit  are  a  shade 
MARKET  NOTES.  cheaper  and  range  from  $4  to 

$5-5°-  The  demand  is  good.. 

Florida  oranges  are  about  hold-  — 

ing  their  own,  and  the  range  in  Florida  tomatoes  have  begun  to 
price  is  $2.50  to  $3.50.  The  de-  come  forward,  and  average  $3  per 


President  Lux  Ridicules  Varying  Weights 
in  Food  Products  in  Different  Sections 


Tells  of  the  Peddler  of  One  State  Who  Bought  Three  Pecks 
of  Apples  and  Subsequently  Sold  Five  Pecks  Out  of  Them 
in  Another  State  and  Had  Some  Left.  Wants  Federal  Law 
Making  Packages  Uniform. 


I  believe  a  Federal  law  com¬ 
pelling  the  use  of  standard  pack¬ 
ages  for  all^goods  sold  in  cartons 
or  packages  would  greatly  relieve 
the  honest  manufacturer  and  pro¬ 
tect  the  consumer  as  well.  The 
present  scheme  of  allowing  a 
manufacturer  to  start  in  a  16- 
ounce  package,  then  to  reduce  it 
to  14  ounces  and  finally  to  12 
ounces  or  less  is  preposterous. 
The  idea  of  allowing  the  manu¬ 
facturer  to  boost  the  sale  of  the 
short  weight  package  by  giving  a 
premium  is  daylight  robbery  and 
should  not  be  permitted.  Some  of 
our  most  vicious  trusts  have 
killed  honest  competition  by  the 
use  of  these  tactics. 

We  are  all  guessing  so  far  as 
weights  and  measures  are  con¬ 
cerned.  If  I  get  beat  I  am  sup¬ 
posed  to  beat  the  other  fellow  and 
he  is  supposed  to  pass  it  along, 
just  as  we  did  when  we  were  boys 
playing  tag. 

For  instance,  the  standard 
weight  of  a  bushel  of  sweet  pota¬ 
toes  in  Mississippi  is  60  pounds, 
while  in  Iowa  it  is  46  pounds. 

The  standard  weight  of  a  bushel 
of  buckwheat  is  56  pounds  in 
Kentucky  and  42  pounds  in 
Texas. 

The  standard  weight  of  a 
bushel  of  tomatoes  in  Tennessee 
is  56  pounds  and  when  taken  j 
over  into  Missouri  is  only  45 
pounds. 

The  standard  weight  of  a 
bushel  of  pears  in  Tennessee  is  56 
pounds,  but  when  they  reach  Mis¬ 
souri  only  48  pounds. 

A  bushel  of  apples  in  Arkansas 
is  50  pounds,  but  when  taken 


across  the  line  into  Texas  only  45 
pounds. 

Apples  are  shipped  in  barrels 
and  boxes  varying  in  size  from  a 
bushel  to  three  bushels.  These 
commodities  are  continually 
crossing  State  lines  for  consump¬ 
tion  in  other  States.  I  heard  of 
a  farmer  who  sold  a  peddler  three 
pecks  for  a  bushel  and  the  ped¬ 
dler  sold  five  pecks  out  of  that 
quantity  and  had  some  left. 

The  weights  and  measures 
question  in  this  country  reminds 
me  of  the  story  in  the  Bible  where 
the  people  undertook  to  build  a 
tower  to  reach  Heaven  and  they 
were  suddenly  stricken  with  a 
confusion  of  languages.  All  could 
speak  but  no  one  could  under¬ 
stand  what  the  other  said  and 
they  had  to  quit  the  job.  I  be¬ 
lieve  it  would  pay  the  business 
men  of  this  country  to  take  a  day 
off  and  help  Congress  establish  a 
uniform  standard  of  weights  and 
measures  for  this  country  and  a 
law  compelling  the  use  of  that 
standard  with  penalties  for  vio¬ 
lation  as  heavy  as  that  for  coun¬ 
terfeiting  the  coin  of  the  realm. 

Only  a  short  time  ago  a  judge 
asked  me  to  stand  up  while  he 
fined  me  $100  because  a  manufac¬ 
turer  had  forgotten  to  put  another 
ounce  in  a  package  of  goods  I 
sold.  The  next  day  the  news¬ 
papers  featured  me  as  a  short- 
weight  artist,  and  I  lost  about  a 
dozen  customers. 

John  W.  Lux, 

President  National  Retail  Gro¬ 
cers'  Association. 

St.  Paul,  Minn., 

November  21,  191 1. 


crate.  The  quality  is  only  fair, 
California  tomatoes  are  still  co: 
ing  forward  at  about  unchanged 

prices.  ^ 

_ 

California  strawberries  are 
coming  forward  yet  and  show 
good  quality.  The  price  still 
ranges  from  40  to  50  cents  per 
pint.  Florida  berries  are  about  to 
begin. 

Florida  beans  are  very  scare 
and  range  from  S4  to  $4.50  p< 
basket.  The  demand  is  excellei 


Spectacular  Stunts 
Stores. 


City 


Little  Things  in  Use  by  Large  City 
Grocers  to  Attract  Attention  ^ 
Various  Goods.  Adaptations  of  It 
Principle  that  Goods  Well  Display* 
Are  Halt  Sold. 


[Under  the  above  head,  whenever  the]^^ 
can  be  gathered,  will  be  presented  ^ 
descriptions  of  clever  eye  can  lung  J 
devices  which  have  been  noted  in  th^T 
large  central  Philadelphia  stores,  like 
Acker’s, Martindale’s.Gimbel’s, Mitchell,  9 
Fletcher  &  Co.  s,  and  so  on.  Practi-9 
cally  everything  noted  will  be  of  a  ' 
charactereasily  adaptable  by  anygrocer.]  i 


Acker's  store,  Twelfth  aq| 
Chestnut  streets,  shows  a  ci 
display  consisting  of  four  3-qu 
cider  jugs  placed  at  four  corner 
of  a  small  square  top  table.  Th< 
jugs  support  a  square  of  heavjJ 
glass,  at  the  four  corners  of  whi 
were  placed  heavy  glasses  c 
taining  cider,  and  in  the  centre 
was  a  large  fancy  glass  jar  filled 
with  cider.  Perfect  cider  apples 
were  placed  between  the  glasses 
on  the  glass  shelf  and  between  the 
jugs.  A  neat  sign  stating  price 
per  quart  was  stuck  in  beside  a 
jug. 

*  *  *  *  * 

A  window  at  the  same  store 
was  trimmed  with  cedar  bark1  in 
this  way:  The  bottom  was  cov¬ 
ered  with  strips  of  the  bark  and 
at  each  side  was  a  lattice  (two 
long  upright  pieces  with  cross 
pieces)  nine  or  ten  inches  apart. 
An  archway  was  formed  by  a 
couple  of  long  strips  placed  across 
the  top  of  the  window  and  reach¬ 
ing  the  lattice  work  on  each  side. 
Large  bunches  of  grapes  were 
fastened  to  the  lattice  work  and 
green  leaves  were  twined  about 
Thanksgiving  suggestions 
were  artistically  arranged  in  this 
window,  such  as  apples,  figs, 
grapes,  dates,  nuts,  a  jar  of  mince¬ 
meat,  on  top  of  which  was  a  toy 
turkey,  scrapple  and  sausage  with 
sprigs  of  green  potherbs  etc. 
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Selling  Talks  With  Clerks 

BT  A  MAN  WHO  HAS  BEEN  ONE 


Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &  Co.’s 
Department  Food  Stores,  Trenton,  N.  J. 


The  Knack  of  Not  Talking  Back.— 

is  isn’t  necessary  that  you  al- 
w  any  one  to  rub  it  in  no  matter 
ho  he  may  be.  But  it  is  neces- 
,ry  to  take  a  deserved  calling 
)wn  like  a  man.  If  in  checking 
jur  work  the  pound  of  coffee 
du  put  up  weighed  17  ounces 
du  will  hear  something.  If  you 
dn’t  repeat  the  address  given 
du  for  that  order  that  wasn't  cle¬ 
ared  you’re  in  for  a  sharp  call. 
Dine  fellows  talk  back  and  make 
double  mess  of  it. 

Never  do  that.  It  puts  you  in 
id.  Bring  your  fist  down  on  the 
mnter  and  say,  “Yes,  sir,  that 
as  my  carelessness,  but  I’ll 
ager  the  price  of  ten  such  orders 
lat  it  won’t  occur  again.” 

Be  glad  you're  with  people  who 
illow  you  up.  Respect  the  man¬ 
ner  that's  on  the  job  and  keeps 
du  there.  He's  a  friend  of  yours, 
o  be  sure  he’s  ugly  at  times, 
ut  these  “times"  are  fitting  you 
>r  a  better  job.  Continual  back- 
itting  will  never  make  you  “see 
aurself  as  others  see  you.” 

Do  you  know  what  a  dub  is? 
Don't  be  alarmed  there  aren’t 
ay  around  your  store. 

*  *  * 

For  Us.— Thanksgiving  brings  its 
wn  reward.  We  are  the  joy  dis- 
•ibulers.  Make  your  store  boun- 
ful  looking.  Hide  the  soap  and 
le  meal  and  the  beans  till  all's 
ver.  Put  out  the  best  in  the 
ouse.  Start  with  soup  and  don't 
:op  till  you  get  to  after  dinner 
lints. 

Display,  boys,  display  counts, 
ilessed  is  the  man  who  knows 
ow. 

Of  course  she  doesn't  come  in 
D  buy,  she  has  just  came  in  to 
Dok  around.  Sometimes  she  be¬ 
eves  this.  But  don't  you  believe 

The  thing  to  do  is  to  make  that 
Dok  around  cost  her  something, 
die  has  the  price  and  the  eaters 
lust  eat.  Get  the  money. 

*  *  * 

You  Are  the  Fish  Man. — You  have 
our  own  way  about  things  in 


your  own  department  and  if  you 
don't  make  a  good  showing  you 
might  just  as  well  make  excuses 
to  the  wind  as  make  excuses  to 
the  office. 

There  is  one  word  that  governs 
the  attitude  of  all  executives  to¬ 
ward  their  employees,  and  that 
word  is  results. 

This  you  can  do — stand  -pat 
with  the  salesmen.  I  know  a  fish 
man  that  knows  his  business  all 
the  way  through,  but  he’s 
grouchy,  crabbed  and  quarrel¬ 
some  with  the  men.  They  never 
mention  his  department. 

I  know  another  who  will  jump 
in  on  quiet  days  and  help  the 
boys.  He  doesn’t  smoke,  but  he 
saves  all  the  cigars  he  gets  for  the 
store  fellows. 

In  less  than  nine  months  that 
man  has  doubled  his  weekly  sales. 

The  first  fellow  could  teach  the 
second  his  business. 

Yet  he  falls  flat  as  a  success. 

I  quote  this  as  an  actual  experi¬ 
ence. 

Stand  pat. 


Tea  Men  Want  More  Rigid  Analysis 
for  Color. 

A  large  number  of  the  largest 
and  most  important  tea  importers 
of  the  United  States  signed  and 
forwarded  to  Washington  last 
week  a  petition  contending  that 
the  Government's  method  of  ex¬ 
amining  tea  for  artificial  color  had 
proven,  ineffective,  and  charging 
that  colored  tea  had  slipped  in 
under  it.  The  prayer  of  the  pe¬ 
tition  was  that  some  better 
method  of  analysis  be  devised. 
The  text  of  the  petition  was  as 
follows : — 

The  petition  of  the  undersigned 
tea  importers,  doing  business  in  the 
United  States,  respectfully  sets 
forth  and  shows  as  follows : — 

That  heretofore,  pursuant  to  the 
provisions  of  an  act  of  Congress 
entitled  “An  act  to  prevent  the  im¬ 
portation  of  impure  and  unwhole¬ 
some  tea,”  approved  March  2,  1897. 
and  on  or  about  the  10th  day  of 
March,  1911,  there  was  promulgated 
by  the  United  States  Treasury  De¬ 
partment  a  regulation  designated  as 
“T.  D.  31,367,”  which  provides,  inter 
alia,  as  follows:  “Teas  shipped 
from  abroad  after  May  1,  1911,  will 


VALUE  OF 
HAQAZINE 
Advertising 


Magazine  advertising  makes 
people  familiar  with  the  name  and 
quality  of  Swift’s  Premium  Ham 
and  persuades  them  to  try  it. 

When  they  see  a  display,  a  show 
card  or  sign  in  your  store  the  ad¬ 
vertisement  iS  recalled.  The  re¬ 
sult  is  a  sale. 

Therefore  it  will  pay  you  to  dis¬ 
play  Swift’s  Premium  Ham  con¬ 
stantly.  Keep  a  sign  in  plain 
sight  all  the  time. 

“WE  SELL 

SWIFT’S  PREMIUM  HAMS” 

The  increase  in  sales  will  be 
large  and  steady  for  Swift’s  Prem¬ 
ium  Ham  holds  trade  by  its  uni¬ 
form  quality. 


“So  We 


Improved  the 
Package” 

As  we  suggested  last  week,  we 
couldn’t  improve  Wheatena  any, 
so  we  improved  the  plan  of  pack¬ 
ing.  The  old  plan  was  to  pack 
thirty-six  cartons  in  a  case.  Some¬ 
times  a  package  wouldn’t  carry 
well.  The  new  plan  is  to  pack 
twelve  packages  in  a  big  carton 
and  three  big  cartons  in  a  case. 
Result— absolute  safety  to  every 
package. 

Wheatena  is  the  breakfast  food 
that  is  handed  down  by  its  users 
from  one  generation  to  another. 

THE  WHEATENA  CO. 


Swift  &  Company,  U.  S.  A. 


RAHWAY,  N.  J. 


Norway  Mackerel 

EANCY,  WHITE,  PAT  (1911)  EAll  CAUGHT 

Quality  never  better.  Prices  moderate 

Ample  supplies  of  all  sizes — ones,  twos, 
threes,  and  the  popular  number  fours. 

Full  weight  and  count  guaranteed. 

Accept  no  substitutes,  insist  on  having 
Norways.  the  kind  you  have  always  handled. 

Order  from  your  jobber  to-day. 

C.  F.  Mattiage  &  Sons 

335-337  Greenwich  StJewYork,  N.Y. 

■  ALSO  '  ~ 

H.A.  N.  Daily,  u*  Bourse  Philad’a,  Pa. 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 
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not  be  allowed  entry  if  they  con¬ 
tain  any  artificial  coloring  matter 
at  all.”  '  - 

That  thereafter  and  on  or  about 
the  16th  day  of  October,  1911,  the 
Department  in  “T.  D.  31,920,”  as 
amended  on  or  about  the  28th  day 
of  October,  1911,  by  “T.  D.  31,961,” 
prescribed  a  method  to  be  used  to 
ascertain  artificial  coloring  or  fac¬ 
ing  matter  in  tea. 

That  from  the  foregoing  regu¬ 
lations  of  the  Department,  consid¬ 
ering  the  same  in  the  ofder  of  adop¬ 
tion,  your  petitioners  believed  it  to 
be  the  clear  and  unmistakable  in¬ 
tention  of  the  Department  that  no 
teas  containing  any  artificial  color¬ 
ing  or  facing  matter  would  be  al¬ 
lowed  entry  after  the  said  1st  day 
of  May,  1911. 

That  with  confidence  in  the  ap¬ 
parent  determined  effort  of  the  De¬ 
partment  to  enforce  said  regulations 
and  relying  thereon,  your  petition¬ 
ers  refrained  from  purchasing  teas 
which  were  generally  known  to  be 
artificially  colored. 

That  subsequent  to  the  promulga¬ 
tion  of  the  aforesaid  regulations, 
your  petitioners  learned  of  the  pur¬ 
chase  in  the  China  markets  of  large 
quantities  of  teas  generally  known 
to  contain  artificial  coloring  or  fac¬ 
ing  matter — some  of  which  said  teas 
have  already  been  entered  and  ad¬ 
mitted  for  consumption  in  the 
United  States. 

That  the  admission  thereof  is 
clearly  contrary  to  the  intent  and 
spirit  of  said  regulations — conform¬ 
ing  to  which  your  petitioners  have 
been  debarred  from  participating  in 
the  importation  of  these  classes  of 
teas. 

That  the  method  as  now  pre¬ 
scribed  for  detecting  the  presence 
of  coloring  or  facing  matter  in  teas 
is  clearly  ineffectual.  That  failure 
to  immediately  prevent  the  importa¬ 
tion  of  any  further  consignments  of 
artificially  colored  teas  will  result 
in  the  most  serious  injury  to  the 
business  of  your  petitioners. 

Wherefore  your  petitioners  re¬ 
spectfully  request  your  immediate 
consideration  of  this  matter  in  or¬ 
der  that  an  effectual  method  of  de¬ 
tecting  artificial  coloring  or  facing 
matter  may  be  at  once  prescribed 
and  applied  to  all  future  teas  of¬ 
fered  for  entry  at  the  various  ports 
of  the  United  States. 


A  New  Plan  to  Reduce  Pund  I’Hces. 

Details  of  a  novel  plan  to  fight 
the  high  cost  of  living  were  re¬ 
vealed  at  Boston  during  the  week 
in  the  announcement  that  100,- 
000  railroad  men  have  formed 
a  co-operative  organization  to  es¬ 
tablish  a  chain  of  stores  in  which 
will  be  sold  articles  that  will  be 
procured  direct  from  the  pro¬ 
ducer.  The  stores  will  deal 
chiefly  in  the  necessaries  of  life. 
The  association  has  a  capital  of 
$50,000.  In  Boston  two  stores 
will  be  opened.  At  every  impor¬ 
tant  point  along  the  lines  of  the 
New  York,  New  Haven  &  Hart¬ 
ford  Railroad  other  stores  will  be 
opened.  The  members  of  the  or¬ 
ganization  are  employees  of  the 
New  York,  New  Haven  &  Hart¬ 
ford  Railroad  Co. 

Almeria  grapes  range  from 
$3.50  to  $6  per  keg  and  the  de¬ 
mand  is  very  fair. 


Practical  Questions  of  Store 
Management 

Conducted  bv  HENRY  JOHNSON,  Jr. 

This  department  is  conducted  by  a  man  who  has  run  a  successful  retail 
grocery  store  for  years  and  who  has  also  had  much  experience  with  larger 
enterprises  which  involved  the  selling  of  merchandise  to  retailers.  He  is, 
therefore,  informed  upon  both  sides  of  the  general  questions  of  store 
management  and  will  discuss  those  questions  from  week  to  week.  The 
central  thought  of  his  articles  will  be  “  getting  the  best  service  and  the  most 
money  out  of  a  retail  store.”  Subscribers  are  invited  to  submit  queries  on 
any  and  all  subjects  within  the  scope  of  the  department. 


old-fashioned,  3  per  cent,  saving, 
would  have  saved  him — his  busi-1 
ness  and  his  very  life.' 

*  * 

I  know  a  firm  of  grocers  who  \ 
have  been  continually  sufccessful  A 
since  they  bought  their  store,  i 
There  has  been  nothing  spectacu- 1 
lar  about  them.  They  have  al-  \ 
ways  gone  along  very  quietly,  J 
tending  to  their  knitting  without  _ 
any  fuss. 

Years  ago  it  began  to  be  known 
that  those  nyji  “had  money.”  ' 
Investigation  showed  that  their 
store  was  paying  them  about 
$4,000  a  year  clear  money,  and 
that  they  were  Saving  that  money.  ‘ 
i  hey  did  not  put  it  into  a  savings 

|lf  when  you  begin  to  read  this  |  time  he  was  at  the  top  once  more,'  ',an^>  ,mt  bought  sound  invest- 
article  you  strike  what  looks  like  so  men  wondered  at  his  abilitv  to  nien*s  with  it.  1  hey  did  not  let 

‘  '  ‘  '  ■’  *  '  their  store  absorb  it  in  extra  fixt¬ 

ures;  nor  increased  stock;  nor 
accounts  outstanding.  They 
“Kept  themselves  poor,”  so  far  as 
their  business  went,  by  drawing 
out  their  surplus  cash  just  about 
as  fast  as  it  was  made.  And  you 
might  hunt  a  long  time  to  find  a 


Retailers’  Investments  and  Business  Insurance. 

Unpreparedness  vs.  Preparedness— the  Man  Who  Kept  Everything  Tied  Up 
Compared  With  Him  Who  Kept  a  Surplus  Available  for  Emergencies. 


a  platitude  and  want  to  throw  the  make  money.  He  made  monev  so 
paper  down — don’t  *do  it. 


fast  that  even  the  lessons  of  the 
past  did  not  serve  to  teach  him  to 
lay  something  aside,  as  an  in- 
trenchment,  as  business  insur¬ 
ance.  In  eight  years  he  made  up¬ 
wards  of  $50,000 — from  literally 

nothing.  He  built  a  large  busi-  -  % 

ness  block,  but  he  could  not  bear  vulneiable  spot  in  their  plan  of 

operations.  ^  “  **"’ 


Whether  you  are  old  and  of 
ripe  experience  or  young  and 
without  knowledge,  you  "cannot 
but  gain  by  reading  (1)  of  the 
first  principles  of  saving  money, 
and  (2)  how  best  to  conserve 
those  savings  through  logically 
planned  investments,  so  they  may 
increase  and  at  the  same  time  al¬ 
ways  be  as  a  bulwark  between 
you  and  possible  disaster.  W e 

can  all  well  afford  the  time  to  accumulated  a  fair  surplus  his  old 
read  such  truths.  i  yearning  to  “spread”  seized  him. 

*  *  *  An  enterprise  of  great  promise 

Before  I  go  into  details  of  safe  appealed  to  him ;  it  was  a  good 
investment  I  want  to  tell  you  a  enterprise,  too,  and  he  might 
story,  which  may  parallel  some  readily  have  made  a  success  of  it 


to  pay  for  it,  for  that  would  have 
kept  some  of  his  capital  inactive. 
So  he  carried  a  conservative  mort¬ 
gage  on  it.  Then  when  he  had 


For  they  were  fully 
insured  and  every  move  dictated 
by  considerations  of  safety  was 
carefully  made — and  made  in 
time.  4 

*  *  * 

I  his  is  the  best  kind  of  Store 
Management.  I  shall  tell  you 
more  next  week. 


experience  you  know  of.  If  it 
does,  my  point  will  be  so  much 
strengthened.  wait  only  three 

I  once  knew  a  very  successful  wipe  out  the 
business  man ;  that  is,  he 
successful  as  a  money  maker. 

He  built  up  a  big  business  in  a 


had  he  been  able  to  go  just  a  little 
slowly;  had  he  been  willing  to 
or  four  years, 
mortgage  on  his 
was  block  and  accumulate  enough  to 
go  it  alone”  on  the  new  deal. 
But  no  ;  he  must  hurry.  So  he 


comparatively  short  time  and  borrowed  what  he  could  and  went 
seemed  very  prosperous;  but  a  ahead. 

panic  swept  the  country  and  he  Even  so.  his  wonderful  ability 
was  wiped  out— absolutely  noth-  would  have  carried  the  enterprise 
ing  left.  This  was  because  his  through— it  was  going  along  even 
enterprises  were  “extended”  very  better  than  he  had  calculated— 


when  he  experienced  a  disastrous 
fire  which  checked  the  immediate 


nearly  to  the  limit  when  the  storm 
broke.  He  had  no  surplus ;  noth¬ 
ing  laid  aside ;  every  dollar  in¬ 
vested  and  kept  active  in  his  busi¬ 
ness.  His  theory  was  that  lie  gan  to  crowd;  he  had  to  load' 
could  handle  all  his  capital  better  j  everything  to  the  limit  of  safety 
than  anyone  else,  making  it  more  to  keep  his  head  above  water, 
productive  all  the  time  by  work-1  For  a  matter  of  five  years  he  kept 


Batter  Must  Weigh  Pull  in 
New  Jersey. 

A  crusade  has  been  started  by 
\\  illiam  L.  \\  aldron.  New  Jersey 
State  Superintendent  of  Weights 
and  Measures,  against  ‘the  short 
weight  evil  in  the  sale  of  “print" 
batter.  On  \\  ednesday  Superin¬ 
tendent  \\  aldron  forwarded  no¬ 
tices  to  packers  of  butter  whose 
goods  are  sold  in.  this  State  that 
(on  and  after  January  1st  next 
year  every  “print”  of  butter  must 
contain  its  net  weight  on  the 
1  wrapper.  Immediate  prosecution 
will  follow  a  violation  of  this 


productivity  of  his  enterprises  at '  ,  ,  ,  _ 

•  .  4.  ,  , order.  Mr.  Y\  aldron  savs  he  has 

a  very  critical  time.  Things  be- !  .•  ,  .  * 

..1  ,  ,  I  discovered  that  great  frauds  are 

perpetrated  on  the  public  and  that 

the  prints  which  are  supposed  to 

contain  a  pound  are  as  much  as 

two  and  thfee  ounces  short. 


up  the  unequal  struggle  and  then 
died.  All  his  big,  promising 


it  hard.  This  is  a  good 
theory;  works  out  beautifully  on 

paper ;  but  extended  enterprises  busy-appearing  enterprises,  de- 
are  the  first  to  go  in  time  of  prived  of  the  master  intelligence, 
trouble.  j  shrunk  so  that  his  estate  paid  30 

He  found  his  feet  again  in  a  I  cents  on  the  dollar, 
small  way  and  in  a  still  shorter]  The  habit  of  saving,  simple, '  to  $2.  The  demarfd  is  light. 


Florida  eggplants  and  squash 
rule  about  unchanged.  Eggplants 
of  the  best  'quality  range  from* 
S2.50  to  $3  and  squash  from  $1.50 
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Holiday  Baking  Display. 

Now  is  the  time  to  display  your  supplies  for  the  holiday  baking, 
ost  housekeepers  like  to  bake  some  certain  kind  of  cakes,  such  as 
uit  cake,  for  instance,  several  weeks  before  Christmas.  This  is  a  neat 
le,  in  which  you  can  display  all  the  needful  articles.  To  arrange,  first 
iver  the  window  with  crepe  paper  any  dark  color  you  choose  to  use. 
long  the  front  place  some  white  paper  napkins,  on  which  place  small 
ass  dishes  filled  with  nut  kernels,  all  kinds.  Now  get  cheesebox  or 
nail  firkin  lids,  cover  the  rims  with  the  crepe  paper  and  cover  them 
side  with  white  wrapping  paper.  Fill  them  with  sugar — brown, 
jwdered,  granulated  and  soft  white.  In  front  and  between  the  lids 


ends.  Between  them  build  pyramids  of  package  figs,  dates  and  cake 
flour.  Suspend  a  neat  sign  card  with  lettering  like  in  illustration  and 
the  window  is  complete. 


Mince  Meat  Display. 

Nearly  every  grocer  handles  several  grades  of  mince  meat.  Here’s 
a  neat  display  of  this  article  and  it  won’t  require  a  great  deal  of  your 
time  to  arrange.  First  cover  the  bottom  of  the  window  with  crepe 
paper;  a  pale  color  looks  best,  such  as  pink,  blue  or  lavender.  Fill  as 
many  glass  aquarium  jars  with  the  mince  meat  as  you  have  different 


isplay  baking  soda,  cream  of  tartar,  a  dish  of  eggs  and  at  each  end  a  grades  for  sale.  Place  several  white  paper  napkins  under  them,  like  in 
w  boxes  of  baking  powder.  Back  of  the  sugar  mounds  place  citron,  illustration.  Place  a  small  card  in  front  of  each  jar  with  the  price  pci 
:mon  and  orange  peel  in  high  stand  dishes.  Between  them  place  pound.  In  the  rear  place  the  buckets  of  mince  meat  on  a  corn  box. 
ifferent  kinds  of  bottled  extract  and  a  pyramid  of  chocolate.  Back  Tack  some  of  the  crepe  paper,  like  in  illustration,  around  the  bottom 
f  this  build  pyramids  of  raisins,  currants,  cocoanut,  etc.,  in  packages  of  the  buckets  and  down  on  the  floor.  Tacx  it  on  full.  A  glass  lid  is 
l  a  semicircle.  Run  a  platform  across  the  window  in  the  rear,  making  on  each  bucket  and  as  they  are  at  the  rear  and  very  handy,  you  can 
about  ten  or  twelve  inches  deep,  and  on  this  display  some  dried  fruit,  sell  right  from  the  window.  Run  a  width  of  the  crepe  papei  across 
uch  as  choice  prunes,  apricots  and  peaches.  Stand  the  boxes  on  their  the  rear  and  suspend  a  large,  neat  card. 


ew  Jersey  Tomato  Canners  Accuse 
Maryland  Packers  of  Selling 
Bad  Goods. 

At  the  hearing  before  the  New 
ersey  Board  of  Health  last  week, 
s  to  the  faults  in  the  prevalent 


methods  of  packing  tomatoes,  se¬ 
vere  criticism  of  the  methods  pur¬ 
sued  by  Maryland  canncrs  was 
made  by  representatives  of  the 
South  Jersey  canning  industry. 
One  charge  made  was  that  Mary¬ 


land  canners  buy  in  New  Jersey 
tomatoes  which  would  not  be 
used  in  that  State,  can  them  in 
Baltimore  and  then  send  them  out 
as  Jersey  products,  thus  trading 
upon  the  reputation  established 


after  15  years  of  honest  dealing 
on  the  part  of  Jersey.  The  ques¬ 
tion  of  adopting  standards  for 
canned  tomatoes  was  dis¬ 
cussed,  but  no  conclusion  was 
reached. 
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WANT  DEPARTMENT 

Auwin  to  Want  Advsrtlasxasnts  lnmud  In  tfctm  diputaai  may  bs  sddnsssd  W  Ika  '  Qroosry  Warld 
ud  General  Merchant”  when  deatred,  provided  the  sdvsrtlsMimt  ta  aaoonpaalad  by  xo  aaa  la  ye  eta  ye  to 
yay  for  remaiUny  the  same.  The  price  of  each  lneertlen  Is  two  oeata  par  ward  la  advaace. 


FOR  SALE. 


FOR  SALE.— Grocery  and  general  mer¬ 
chandise  business;  annual  usiness,  $7,  00; 
stock,  about  $2  000.  Further  particulars 
address  John  F.  Day  Siegiried.  Pa.  22 


FOR  S'VLE.— A  good  corner  cigar  and  con- 
fe*  tionery  store  ;  would  make  a  good  tar  d 
for  fresh  meats  and  p  ovisions,  or  delicates 
sen  store;  to  a  quick  but  er  will  sell  f  r$7so. 
S.  VV  corner  Fifty  fbst  and  Brown  streets, 
West  PhiUoe'ph  a.  5 


FOR  SALF.— Intenati*  na1  Auto  Truck  in 
u  e  omy  three  months.  Thi-  truck  is  in 
good  runn  ng  order  an  '  wil  do  the  work  of 
three  single  rigs,  which  we  offer  for  $-<  o, 
cost  new  $*>0.  Reason  f..r  selling,  changing 
to  dr.  goods  business.  For  full  descript  on 
write  The  L.  A.  Leathers  Grocery  Co., 
Brookviile,  Pa.  25 


Fi'RSA  E  OR  RENT.— Old  establ  shed 
store  stand,  in  town  of  1 ,000  populat  on  in 
Lancaster  County.  Rich  and  thkkiy  settled 
surrounding  farming  community.  With 
limited  stock  or  without  stock.  Annual 
ca  h  bus  ness  $20,000.  Can  be  increased. 
Modern  store  building  Other  interests 
reason  for  retiring.  W.  S.,‘  Grocery  World 
and  General  Merchant,”  927  Arch  Street, 
Philadelph  a,  Pa.  4 


FOR  sALE.— Stock  f.nd  fixtures  of  ano'd 
established  corner  grocery  and  provision 
store.  Will  sell  fo  $12  o  if  sold  at  ■  nee. 
Property  containing  sixteen  rooms  and  all 
co  veniences,  can  be  bought  for  $  5,000. 
Neighborhood  of  Fifty  second  and  Haver- 
ford  Avenue  West  Philadelphia.  M.  H.  W., 
“  Groi  ery  Worlu  and  General  Merchant,” 
927  Art  h  St.,  Philadelphia,  Pa.  4 


FOR  SALE.  An  old  established  corner 
grocery  and  provision  store.  Would  do  well 
w  th  fresh  meats.  Wi  1  se  1  to  a  qu-ck  buyer 
for  $1,250.  Corner  Tenth  «nd  C.earfield 
Streets,  Philadelphia,  Pa.  4 

FOR  SALE. — Stock  and  fixtures  of  grocer* , 
provision,  cigar  and  confectionery  store, 
doing  a  good  business.  Will  sell  to  a  quick 
buyer  for  $950.  Eleven  rooms,  all  conven 
iences,  rent  $25  per  month.  4065  Haverford 
Ave.,  West  Philadelphia.  3 


FOR  SALE.— Good  corner  grocery  store. 
Would  do  well  with  fresh  meats.  Will  sell 
stock  and  fixtures  for  $500.  Dwelling  con¬ 
tains  six  rooms  and  all  cunvenien  es.  Cor. 
Milhck  and  Race  Sts.,  bet.  60th  and6ist  Sts., 
West  Philadelphia.  2 

FOR  SALE  — An  old  establi  hed  comer, 
doing  a  good  business  in  fresh  meats  gro¬ 
ceries  and  provisions.  Will  accept  the  low 
figure  of  $2  850  from  a  quick  buyer  Will 
sell  the  house  for  $7,500.  A  bargain.  Twelve 
rooms  and  all  conveniences  Tasker  Si 
West  of  Broad.  W  C.,  “Grocery  World 
and  General  Merchant,”  927  Arch  St., 
Philadelphia,  Pa.  23 

FOR  SALE. — Grocery  and  queenswarr- 
store,  established  in  852,  locaied  on  the 
main  street  of  a  growing  town  of  s,ooo  popu¬ 
lation.  Sales  mn  from  $  0,000  to  825,0  o 
yea  ly.  Business  is  rondu  ted  on  s  rictiy 
cash  b  sis  Annual  profits  average  from 
$i, 000  to  $2,500.  A  rare  ch  nee  for  a  live 
up-to-date  man.  Will  in  ento  y  about 
$3,000  can  be  reduced.  Reason  for  selling 
and  full  information  given  on  request.  Call 
on  or  write  Angle  Brothers,  Shippensburg, 
Pa-  25 

FOR  SALE. — Stock  and  fixtures  of  a  good 
paying  corner  grocery  and  provision  store. 
Will  sell  to  a  quick  buyer  fi  r  $1,  00. 
Property  can  be  bought  for  $5,200,  eight 
rooms  and  all  conveniences.  4000  North 
Fairhill  Street.  Philadelphia,  Pa.  26 


FOR  SAi  E. — Stock  ano  fixtures  of  grocery, 
provision,  cigars  and  candies.  W  ill  make  a 
good  store  for  fresh  meats.  Will  sell  to  a 
quick  buyer  for  t6oo.  Dwelling  has  eight 
rooms  and  all  conveniences.  Will  sell 
property  at  a  very  low  figure,  $5,000. 
Darby,  Pa.  G.  W.,  "Grocery  World  and 
General  Merchant,”  927  Arch  St.,  Philadel¬ 
phia,  Pa.  25 


FOR  SALE.  — An  old  established  corner, 
doing  a  good  business  in  groceries  provi¬ 
sions,  milk,  c  gars  and  candies.  Would  be 
a  g-  od  stand  ior  fresh  meats.  Will  sell  for 
the  low  figure  of  $6oo.  Rent.  $  7  a  month, 
s  x  rooms.  637  N.  Fifty-third  St.,  Philadel¬ 
phia,  Pa.  22 

F‘»R  SALE. — An  old  corner  grocery  and 
rovisions.  Would  do  well  with  fr-  sh  meats. 
Will  sell  stock  and  fixtures  to  a  quick  buyer 
for  $1,1  . .  Dwelling  contains  ten  rooms 
and  all  conveniences.  Corner  Tenth  and 
Dauphin  Sts.,  i-hiladelphia.  1 

FOR  SALE. — Stock  and  fixtures  of  grocery, 
provision,  candy  and  cigar  store,  also  school 
suppl  es.  Would  make  a  good  corner  for 
fresh  meats  Will  sell  to  a  quick  buyer  for 
$975.  Dwel  ing  contains  eight  rooms  rent 
$20  per  month.  Corner  Sixty- second  and 
Delancey  Sts.,  West  Philadelphia.  1 

FOR  SALE. — An  old  established  corner 
grocery  meat  and  provisions.  To  make  a 
quick  sale  will  accept  $875.  Rent  $25  per 
month.  Corner  Fifty-fourth  and  Lancaster 
Ave.,  West  Philadelphia.  1 

FOR  SAI  E. — Fine  set  of  Troemner’s  half 
chest  tea  bins,  also  coffee  bins  to  hold  about 
100  lbs.  Same  in  first  class  condition.  Value 
new,  $10  each.  Also  electric  cotlee  mill. 
H.  F.  Heacuck,  51  N.  Second  St.,  Philadel 
phia,  Pa.  tf 

FOR  SALE.— An  old  corner  groiery  and 
provision  store.  Would  make  a  good  stand 
for  fresh  meats.  Will  sell  for  $1,500.  Will 
sell  property  for  $7,5"0.  ten  rooms  *nd  all 
or.ven  ences  a  so  stable.  N.  W.  corner 
Sixth  and  Venango  Stieets.  Philadelphia, 
Pa.  4 

FOR  SALE. — Well  paying  grocery,  meal 
xnd  provision  store.  Good  neighborhood 
Will  sell  to  a  quick  buyer  for  $1,250.  Will 
sacrifice  property  containing  six  rooms  and 
bath  for  $6,500.  Near  Sixtieth  and  Spruce  Sts. 
5  N.,  “  Grocery  World  and  General  Mer 
chant,”  927  Arch  St.,  Philadelphia,  Pa.  22 

FOR  SALE. — One  second-hand  Gurney 
hot  water  boiler,  750  ft.  capacity.  $30  f.o.b 
Lancaster  F.  A  Long.  Lancaster.  Pa 


BUSINESS  OPPORTUNITIES. 


0000000000000000000000000 
o  o 

o  DO  YOU  WANT  TO  SELL  o 
o  YOUR  BU-'INE-iS?  o 

o  We  find  buyers  for  grocery  and  o 
o  general  store  businesses  —  nothing  o 

o  else.  We  are  specialists  in  that  and  o 


o  we  know  what  we  are  about.  o 

o  In  the  term  “grocery  stores”  we  o 
o  include  butter  an*’  egg  stores,  tea  o 
o  and  coffee  stores,  green  groceries  and  o 
o  anything  else  in  the  same  In  e.  o 

o  If  you  want  to  sell  your  business,  o 
o  we  have  a  <  ustomer.  If  you  want  to  o 
o  buy  one,  we  know  where  s  mething  o 
o  is  that  we’re  sure  will  suit  you.  o 

o  Write,  call  or  ielep>  one  o 

o  WARNER  &  CO.,  o 

o  927  Arch  Street,  Philadelphia,  Pa.  o 
o  Phones  :  Bell,  Filbert  3286.  o 

o  Keystone,  Race  746.  o 

o  o 


0000000000000000000000000 


GROCERY,  MEAT  AND  PROVISION 
STORES. 

EVERY  ONE  A  GOOD  CHANCE. 

No.  602. — We  have  to  offer  the  best  gro¬ 
cery  in  large  town  in  Northumberland 
County  doing  $35,000  yearly,  practically 
a  cash  business.  On  account  of  exei  u  ors 
desiring  to  settle  the  estate,  this  busines.*- 
can  be  bought  at  an  inventory  price,  about 
$3,500  required.  Can  either  be  paid  for  in 
cash  or  uartlv  cash  and  good  security. 

No.  603  — Meat  business,  doing  $300  a 
week,  all  cash.  Can  be  purchased  at 
inventory  price.  This  business  is  located 
in  a  good  business  section  of  trerm-intown 
Ave.,  Philadelphia,  ha-,  very  little  competi 
tion  and  rent  and  fixed  charges  very  low. 


About  $450  required.  Owner’s  reason  for 
sel  ing  i»  on  account  of  ill  health 

No.  604. — Grocery  and  produce  bu»ine-, 
in  thriviiig  town  about  ten  mi  es  from  PhiL 
delphia.  Doing  $15,000  yearly,  but  cai 
easily  be  increased  by  proper  p-rty  takitu 
hold.  Business  has  been  established  foi 
twenty  years  and  commands  a  'rade  it 
which  there  is  a  good  profit.  Will  takt 
about  $1,000  to  buy  entire  proposition 
Wo'th  investigation. 

No  606  — In  West  Philadelphia,  delica¬ 
tessen  and  grocery  business,  doing  $20. 
weekly,  all  cash,  of  which  there  is  eightee> 
per  cent,  net  probt  above  all  expenses 
Carries  a  stoik  of  about  $900.  which  cai 
readily  be  reduced.  Rent  and  othe- 
expenses  low  Ill  health  causes  selling 
About  $1,500  required. 

No  616  — Grocery  and  meat  business  it 
T  oga,  Philadelphia,  doing  $  00  a  week 
mostly  cash.  On  account  of  owner  desir  ng 
to  move  in  anoiher  s^ctu  n  of  the  city,  will 
sacrifice  bu-ines-.  About  $i,ouo  will  buv. 

No.  622 — In  Monroe  Co.,  Pa.,  general 
store  doing  over  $40,1  00  yearly  all  rash  on 
which  ther--  was  a  net  profit  of  $3  600  last 
year  and  busines--  is  growing  each  year. 
Expense  of  conducting  veri  low  Ren 
onlv  $50  monthly  and  on  account  of  being  a 
summer  reso'tthe  bulk  of  business  is  oone 
with  low  expense  for  help.  About  $11  0.  o 
will  be  required  to  buy  s’oek  and  fixtures, 
but  this  can  be  reduced  a  great  deal.  Busi 
ness  is  open  to  investigation.  Full  informa 
tion  wiU  be  given  on  lequrst. 

No.  623. — General  merchandise  busines 
in  Warren  Co.,  N.  J  .  doing  over  $17.01  o 
yearly,  all  cash.  Can  easily  be  increased 
Expenses  very  low  Rent,  $35  mo  thl\. 
Clerks,  $15  weekly.  Business  has  been 
established  thoty  years.  Always  a  money¬ 
maker.  Write  for  information. 

No.  630.— G  ocery  and  meat  store  in  small 
town  in  Burlington  Co.,  N.  J.  doing  $250 
week  y,  mo-tlv  cash.  A  most  desi  able 
location.  Exclusive  trade,  which  can  be 
mi  reased  Owner  desires  to  s- 11  on  account 
of  Government  position.  About  $900  will 
buy. 

No  633. — In  New  Jersey  town  about 
twenty  miles  from  Camden,  general  store 
doing  an  average  of  $20,000  'or  'he  last  five 
years,  and  on  the  increase,  of  which  75  per 
cent,  is  ca~h,  balance  good  credit.  Business 
now  netting  10  per  cent,  profit  above  all 
expenses  Carries  about  $5  ouostock,  which 
can  be  reduced  to  about  $3,000.  Business 
will  be  sold  at  inventory.  Full  informatior 
given  on  request. 

No.  634  — Grocery  and  meat  business  in 
West  Philadelphia  doing  over  $400  weekly 
business,  mostly  cash  Business  has  bean 
increased  each  year  for  the  last  four  years 
and  still  increasing.  Expenses  low.  This 
business  shows  a  net  profit  of  8  per  ceni. 
Anyone  desiring  the  business  can  go  in  and 
investigate  be'ore  buung,  as  it  will  stand 
any  test  the  business  is  put  to.  About  $x, too 
will  buy. 

No  635. — Fine  established  general  store 
in  Lancaster  Co  ,  doing  a  yearly  business 
of  $20,010,  netting  a  clear  profit  of  $2,000, 
which  can  be  shown  to  any  buyer.  Expenses 
low  and  old  established  business  command 
ing  the  best  trade  of  a  town  of  3,000  in 
centre  of  rich  farming  district.  About 
$7,000  to  $8,000  required. 

No  637. — Lancaster  Co.  general  store, 
with  small  stock,  doing  nearly  $30,000 
yearly,  90  per  cent.  cash.  Stock  is  in  good 
clean  condition  and  the  business  is  in  such 
good  shape  that  purchaser  can  step  into  a 
money  maker  from  the  day  he  takes  hold 
•f  business.  Expenses  low.  About  $5, oca 
will  buy. 

No.  638. — General  store  located  a  few 
miles  from  Trenton,  N.  J.,  in  prosperous 
town  of  1,000  catering  to  large  farming 
district.  Does  a  business  of  $22,000  yearly, 
of  which  75  per  cent,  is  cash,  on  which  there 
is  a  big  margin  of  profit.  Ca  lies  stock  of 
about  $6,000.  Business  will  be  sold  at  an 
inventory  price,  Investigate. 

No.  630.  General  sbre  on  the  outskirts 
of  Philadelphia,  doing  a  large,  profitable 
business.  Plenty  of  new  business  to  be 
secured  by  new  owner.  Buil  ing  operations 
under  way.  Owner  wishes  to  go  South  the 
only  reason  for  selling.  $1,200  will  buy. 

No.  640. — '.rocery  and  meat  business  just 
started,  having  one  of  the  best  >tore  >ooms 
in  the  city,  in  a  locality  that  will  patronize  a 
good,  tiist-class  store.  This  place  must  be 
seen  to  understand  the  bargain.  Owner  is 
sick,  reason  for  selling. 

In  all  of  these  the  cause  of  selling  is 
good  and  the  fullest  investigation  courted. 
Every  one  paving. 

WARNER  &  CO., 

927  Arch  Street  Philadelphia,  Pa. 


HELP  WANTED. 


W  '  NTED. — Manufacturers  of  food  products 
lesirlng  to  introduce  their  goods  in  the 
hiladelphia  market  are  requested  to  confer 
with  “  Broker,  “Grocery  Apild  and  -  .en- 
eral  Merchant,”  927  Arch  St  ,  Philadelphia, 
Pa.  t| 


v  n.i-%  1  — oiiicB  to  Qancue  com- 

•lete  line  of  automatic  computing  scales, 
-Tf-measuring  gasoline  and  oil  tanks  and 
hee*e  cutters  Exclusive  territory.  Good 
•pportunity  for  high  grade  men  Lacy  & 
Voblit,  1220  Filbert  St.,  Philadelphia,  Pa.  tf 


No.  42  Cuspidor — 6^-inch 


THIS 

CUSPIDOR 

in  hand  painted  coloi 
at  $3.50  per  gross,  1 
dra  y  ag  e  charge,  | 
pat. ka*e charge;  thee 
tire  gross  is  yours 
$3.50,  plus  the  fre 
Th*  PETERS  *  BE. 
P0T1EBI  CO. 

ZANESVlLLC,  OHIO 


The  One  Pure  Sugar  Syrup 

Lyle’s  Golden  Syrup — perfectly 
clear,  a  beautiful  golden  color,  so 
neutral  micro-organisms  can’t  live 
in  it.  Absolutely  fr»  e  from  preser¬ 
vatives.  A  product  which  every  one 
keeps  buying  If  you  want  to  please 
your  trade  tell  them  about  it. 

26%  PROFIT 

Sure  sales  and  pleased  customers. 

H.  Kellogg  &  Sons 

Philadelphia 


MAPLEINE 

The  Flavor  de  Luxe  4 

SELLS 

SATISFIES 

and 

SELLS  AGAIN 

Order  from  your  jobber  or 

Frank  A.  Smith  Company 
105  South  Front  Street 
Philadelphia,  Pa. 

Cr«so«mt  Mfg  Of. 

SEATTLE,  WASH. 


MANY  GROCERS 

Find  It  pays  them  to  read  the 
“good  stuff”  in 

The  Advertising  World 

Columbus.  Ohio 

Sample  tree,  or  four  naathi'  trial  for  II  coot 3 

PATENTS 

*nd  Trade-marks  procured  promptly  snd 
properly  In  all  countries. 

navis  &  dam.  Washington.  D.C. 


TELL  YOUR  CUSTOMERS  THAT 

RAE’S 

Lucca  Olive  Oil 

Is  the  product  of  perfectly  sound,  ripe, 
freshly  picked,  freshly  crushed  and 
pressed  olives,  grown  in  Tuscany,  Italy, 
the  one  place  In  the  world  where  the 
olive  reaches  perfection  You  will  not 
only  please  them  but  you  will  build  up 
a  splendid  trade  on  Lucca  Oil  at  a  good 
profit.  Prices  in  Prices  Current. 

H.  Kellogg  &  Sons 

Philadelphia 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 


Published  every 
Monday. 


Groeery  World 

AftD 


Circulates  la  every 
State  ef  the  Union 

and  Canada. 


General  Merchant 


Entered  at  the  Philadelphia  Poat-OSee  as  Stoond-claas  Matter. 


Vol.  LII.  Philadelphia,  New  York  and  Pittsburgh,  December  4,  191 1 


FAOB 

Bell  &  Sons,  Samuel .  37 

Brown  &  Co.,  P.  F .  39 

Buckley,  Elton  J .  6 

Burk,  Louis .  7 

Chalmers’ Son,  James .  11 

Computing  Scale  Co.,  The .  35 

Corn  Products  Ref.  Co .  39 

Crescent  Manufacturing  Co .  17 

Croft  &  Allen  Co .  41 

Crulkshank  Bros.  Co.- . Cover  3 

Davis  &  Davis .  28 

Deer  Co.,  The  A.  J .  13 

t 

Dreyer  &  Son,  H.  G .  17 

Duryee  &  Barwise .  17 

Enterprise  Mfg.  Co.  of  Pa.,  The .  33 

Fairbank  Co.,  N.  K. .  31 

Fels&Co. - . 9 

Fischer  fit  Co.,  B .  4 

Fleischmann’a  Yeast .  15 

Forbes,  J.  P .  41 

Franklin  Sugar  Refining  Co . Cover  4 


Grocery  World 

AND 

ieneral  Merchant 

rUBLISHSD  WEEKLY  BT  THB 

OCBBT  WORLD  PUBLICATION  CO., 

AT 

927  Arch  Street,  Philadelphia. 

TELEPHONES: 

.  f  Filbert  3286. 

11  \  Filbert  3287.  Keystone,  Race  746. 

vate  Exchange. 


New  Yoke  Office: 

)ffice  of  “Tea  and  Coffee  Trade  Journal," 
Suite  606-607,  No.  91  Wall  Street, 
Telephone,  3168  Broad. 

Pittsburg  Office: 

825  Lewis  Building. 

ind  A.  Phone,  4731-M.  Bell  Phone,  1804  Grant. 

All  Checks  and  Drafts  payable  to  the  Gro- 
y  World  Publication  Co. 

An  independent  journal  published  ex- 
.sively  In  the  interests  of  retail  grocers 
i  general  merchants. 

ubscrlptlon  Rates,  Including  Postage, 
Payable  in  Advance : 


FEE  YEAS 

United  States  and  Mexico . $300 

Canada  .  3-5° 

Great  Britain  and  Continent  of  Europe 

and  Asia  .  4-5° 

igle  Copies  . 10 


ELTON  J.  BUCKLEY, 

Editor. 

DAVID  EZEKIEL. 
Advertising  Manager. 

WILLIAM  H.  NAYLOR, 
Manager  Circulation  and  Prices-Current. 


Contents. 


FACE 


There  No  Remedy  in  Cases  Like 
This? . .:...  6 

iods  That  Are  Being  Advertised  to 
Your  Customers .  6 

l  Mail  Order  Schemes  Breed  Little 
Ones .  9 

litorial .  10 

Advertising  as  a  Hurdle  Racer. 

Hie  Express  Company  Investigation. 

The  Net  Weight  Butter  Ruling. 

iy  Merchant’s  Weakest  Point .  10 

ie  New  York  Letter . . .  12 


FAOE 


The  Science  of  Advertising .  14 

Practical  Questions  of  Store  Manage¬ 
ment .  15 

Your  Neglected  Se  ling  Power. 

Legal  Department .  16 

CXXXI.— What  Going  Bail  Means  to  a 
Business  Man. 

Among  the  Trade .  17 

The  Stroller’s  Column  (Contributed) .  18 

Ouch  ! 

The  Grocery  Markets .  19 

Individual  Market  Reports .  19 

Jobbers  Remind  Retailers  to  Take  Care 
in  Marking  Bruken  Packages .  20 

Correspondence .  21 

Selling  Talks  Wit!  Clerks .  22 

Window  Dressing  Ideas .  27 

Want  Department .  28 

“  Grocery  World  ’’  Prices  Current .  30 


Index  to  Advertisements. 


FATE 


“  Advertising  World  ” .  28 

Anker’s  Bouillon  Capsules .  14 

Atmore  &  Son . 39 

Beech-Nut  Packing  Co . .  13 


Freihofer  Vienna  Baking  Co.,  The . .  7 


Genesee  Pure  Food  Co.,  The .  15 

Gold  Medal  Flour .  37 

Heinz  Company,  H.  J .  17 

Hires  Condensed  Milk  Co . Cover  2 

Indexed  Coupon  Books .  41 

Kellogg  &  Sons,  H .  28 

Knox  Co.,  Charlefe  B._ . - .  3 

Lautx  Bros.  &  Co- . Cover  2 

Lowney  Co.,  Walter  M . . .  13 


No.  23. 


VIM 

Malllard’s .  3 

Manufacturers’ Trade-Mark  Association..  35 

Maplelne .  17 

Mason  Company,  Jas.  S .  31 

McCahan  Sugar  Ref.  Co.,  The  W.  J.. Cover  3 

Merrell-Soule  Co . . .  9 

Minute  Tapioca  Co .  11 

Moneyweight  Scale  Co.,  The . .  35 

National  Biscuit  Co .  21 

Pacific  Coast  Borax  Co .  33 

Peters  &  Reed  Pottery  Co.,  The .  28 

Philadelphia  Electric  Co.,  The .  17 

Piqua  Bracket  Co . 41 

Ritter  Conserve  Co.,  Philip  J . Cover  3 

Royal  Specialty  Co . 14 

Runkel  Brothers . Cover  2 

Sauer  Co.,  C.  F . Cover  4 

Scott  &  Co.,  Inc.,  John— . - .  28 

Shinn  &  Kirk . Cover  2 

Shredded  Wheat  Company,  The .  41 

Silver  &  Co.,  Wm . Cover  4 

Swift  &  Co . Cover  2 

Tongue  &  Bros.  Co.,  R.  E .  13 

Troemner,  Henry .  37 

Van  Camp  Packing  Co— . . .  4 

Walker  Bin  Co .  37 

Washburn- Crosby  Co .  37 

Watson  &  Co.,  Angus .  17 

Weasels  Co.,  The  C.  M .  29 

Wheatena  Co.,  The . — .  21 

Young  k  Co.,  Chat.  W  •  Miiimi 


41 


6 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


Is  There  No  Remedy  in  Cases  Like  This? 


Montgomery  Ward  &  Co.,  Chicago  Mail  Order  Dealers,  Revenge 
Themselves  on  Kellogg  Toasted  Corn  Flakes  Co.  for  Oppos¬ 
ing  Mail  Order  Houses  by  Getting  Some  of  Their  Goods  and 
Cutting  Them  Below  Cost.  Exactly  Such  a  Case  as  Was 
Recently  Discussed  in  Connection  With  Possible  Injunction 
Proceedings. 


The  extent  to  which  a  manufac¬ 
turer  may  or  may  not  be  helpless 
against  mail-order  concerns  or 
cutters  who  are  determined  to  get 
his  goods  and  slaughter  them,  is 
brought  forward  again  by  an  in¬ 
cident  that  has  just  transpired  in 
Chicago.  It  reveals  the  urgent 
need  of  some  legal  plan  by  which 
a  manufacturer  can  absolutely 
prevent  concerns  who  for  any  rea¬ 
son  are  undesirable,  from  handling 
his  goods  at  all;  or  at  least  from 
handling  them  below  cost. 

The  Kellogg  Toasted  Corn 
Flakes  Co,,  of  Battle  Creek, 
Mich.,  have  always  had  strong 


views  as  to  manufacturers  who 
sold  mail-order  concerns  like 
Montgomery  Ward  &  Co.,  of  Chi¬ 
cago,  their  idea  being  that  it  is 
quite  unfair  to  the  regular  retail 
trade  to  sell  a  mail-order  house, 
at  a  preferential  price,  thus  supply-  j 
ing  it  with  double  amunition  with 
which  to  go  after  the  business  of 
the  small  country  merchant.  And 
the  Kellogg  Co.  have  expressed 
these  views  at  every  opportunity, 
both  through  their  little  house 
organ  and  in  other  ways.  The 
burden  of  their  remarks  has  been 
“we  do  not  sell  mail-order  houses, 
we  do  not  pack  private  brands  for 


them,  and  we  have  no  use  for 
concerns  who  do." 

In  order  to  show  how  helpless 
the  Kellogg  Co.  or  other  concerns 
are  to  keep  their  goods  away, 
Montgomery  Ward  &  Co.  at  once 
went  to  some  mysterious  source 
and  obtained  enough  Kellogg 
Toasted  Corn  Flakes  to  advertise 
three  packages  for  20  cents,  or 
$2.65  per  case — less  than  cost. 
An  advertisement  of  Kellogg’s 
Toasted  Corn  Flakes  at  this  price 
has  gone  all  over  the  country,  and 
has  probably  hurt  the  market  for 
the  regular  trade  in  many  sec¬ 
tions. 

The  point  of  the  incident  is  that 
unless  the  Kellogg  Co.  can  obtain 
an  injunction  against  Montgom¬ 
ery  Ward  &  Co.  on  the  ground 
that  by  cutting  the  price  below 
their  own  cost  they  are  showing 
mere  vindictiveness  and  are  de¬ 
moralizing  the  Kellogg  business 
all  over  the  country,  they  have  no 
redress  and  are  helpless  no  matter 
what  the  mail-order  houses  do. 


Goods  That  Are  Being  Advertised  to  Your 

Customers 


“Grocery  World  and  General  Merchant”  Makes  Compilation 
of  Products  for  Which  Demand  is  Being  Created  Through 
Leading  Periodicals.  Papers  and  Magazines  Used  as  Basis 
Cover  Entire  Country. 

[The  compilation  which  appears  below  is  the  result  of  more  thinking 
along  a  line  which  was  given  some  discussion  several  months  ago,  viz.,  the 
advantage  to  the  retailer  of  keeping  posted  as  to  what  products  are  being 
advertised  to  his  customers,  so  that  he  ma  get  the  benefit  of  such  advertising, 
if  the  product  is  for  other  reasons  a  desirable  one  to  sell.  The  list  here 
presented  includes  practically  every  leading  magazine  and  periodical  and 
products  that  are  not  advertised  in  some  of  them  are  hardly  advertised  at  all.] 

December. 


Ladies’  Home  Journal. 
Cream  of  Wheat. 

Ivory  Soap. 

Post  Toasties. 

Postum. 

Educator  Crackers. 

Armour’s  Extract  of  Beef. 
Campbell’s  Soups. 

Royal  Baking  Powder. 

Ralston  Wheat  Food. 

Blanke’s  Faust  Coffee. 

Wesson’s  Snowdrift  Oil. 
Borden’s  Eagle  Condensed  Milk. 
Heinz  Plum  Pudding  and  Mince¬ 
meat. 

Electro  Silicon. 

Crystal  Domino  Sugar. 

None  Such  Mincemeat. 

Flormel’s  Dairy  Hams  and 
Bacon. 

Snider’s  Catsup  and  Pork  and 
Beans. 

Lenox  Chocolates. 

Old  Dutch  Cleanser. 

Quaker  Oats. 

Bon  Ami. 

Horlick’s  Malted  Milk. 
Three-in-One  Oil  Co. 

Jell-O. 

Liebig  Oxo  Bouillon  Cubes. 

P.  and  G.  White  Naptha  Soap. 


Burnett’s  Vanilla. 

Knox  Gelatine. 

Parawax. 

Wright’s  Silver  Cream. 

Hunt’s  Quality  Fruits. 

Liebig  Extract  of  Beef. 

Minute  Tapioca. 

Sunshine  Biscuits. 

Union  Cookery  Bags. 

Huyler’s. 

Dromedary  Dates.  , 

Swift’s  Premium  Hams  and 
Bacon. 

Mrs.  Rorer’s  Coffee. 

Nabisco. 

Stcero  Bouillon  Cubes. 

Van  Camp’s  Pork  and  Beans. 
Kellogg  Toasted  Corn  Flakes. 
Pear’s  Soap. 

Outing. 

Atwood  Grape  Fruit. 

Post  Toasties. 

Postum. 

Austin’s  Dog  Bread. 

Liebig  Extract  of  Beef. 

Ladies’  World. 

Cream  of  Wheat. 

Ralston  Wheat  Food. 

Hunt’s  Quality  Fruits. 


Mapleine. 

Ivory  Soap. 

Campbell’s  Soups. 

Armour's  Extract  of  Beef. 
Pear’s  Soap. 

Baker’s  Cocoa. 

3-in-One  Oil. 

Postum. 

Jell-O. 

Snider’s  Pork  and  Beans  and 
Catsup. 

Nabisco. 

Heinz  Plum  Pudding  and  Mince¬ 
meat. 

Parawax. 

Lenox  Chocolates. 

Royal  Baking  Powder. 

Steero  Bouillon  Cubes. 

Electro  Silicon. 

Quaker  Oats. 

Sapolio. 

Borden’s  Eagle  Brand. 

Cuticura  Soap. 

Union  Cookery  Bags. 

Knox  Gelatine. 

Kingsford’s  Starch. 

Diamond  Dyes. 

Woman’s  Home  Companion. 
Ivory  Soap. 

Ralston  Wheat  Food. 

Campbell’s  Soups. 

Educator  Crackers. 

Postum. 

Dromedary  Dates. 

Huyler’s. 

Armour’s  Extract  of  Beef. 
Snider’s  Pork  and  Beans  and 
Catsup. 

Lowney’s. 

Crystal  Domino. 

Heinz  Mincemeat  and  Plum 
Pudding. 

Parawax. 

P.  and  G.  Naptha  Soap. 

Uneeda  Biscuit. 

Jell-O. 

Fould  Macaroni. 

Hunt’s  Quality  California  Canned 
Fruits. 

Packer's  Tar  Soap. 

3-in-One  Oil. 

Minute  Gelatine. 

Towle's  Log  Cabin  Syrup. 
McMenamin  Deviled  Crabs. 
Burnett’s  Vanilla. 

Wright's  Silver  Cream  ' 

Quaker  Oats. 


The  possibility  of  obtaining  an 
injunction  in  precisely  this  sort  of 
a  case  has  recently  been  discussed 
in  the  Legal  Department  of  this  1 
journal. 

The  only  move  which  the  Kel- 
l°gg  Co.  has  made  up  to  this  time 


has  been  to  issue  the  following 
notice  to  jobbers: — 

Montgomery  Ward  &  Co.,  of  1 
Chicago,  in  their  grocery  cata¬ 
logue  quote  Kellogg’s  Toasted 
Corn  Flakes  at  $2.65  per  case. 

We  do  not  sell  them,  and  we 
don’t  know  yet  what  jobber  is  sell¬ 
ing  them,  but  we  have  a  feeling 
that  it  may  be  increasingly  difficult 
for  them  to  get  supplies  from  their 
present  source,  which  may  lead 
them  to  go  out  of  Chicago  for 
same. 

If  they  should  come  to  you  for 
Kellogg’s,  we  take  it  for  granted 
that  you  would  not  consider  it  to 
your  interest  to  supply  them  to  the 
detriment  of  your  customers  and 
yourself,  as  long  as  they  continue 
to  cut  prices. 

Yours  very  truly, 

Kellogg  Toasted  Corn  Flake 

Company. 

Two  dollars  and  sixty-five  cents 
per  case  is  15  cents  per  case  below 
the  regular  price  to  retail  dealers 


Swift’s  Premium  Hams  and 
Bacon. 

Sunshine  Specialties. 

Borden’s  Eagle  Brand  Condensed 
Milk. 

Liebig  Extract  of  Beef. 
Rough-on-Rats. 

Knox  Gelatine. 

Liebig  Oxo  Bouillon  Cubes. 
Kingsford’s  Starch. 

Horlick’s. 

Cuticura  Soap. 

Lenox  Chocolates. 

Chiclets. 

Steero  Bouillon  Cubes. 

Cream  of  Wheat. 


Smart  Set. 

Maillard’s  Cocoa. 

White  Rock  Water. 

Apenta. 

Libby’s  Evaporated  Milk. 

Harper’s  Bazaar. 
Shredded  Wheat. 

Postum. 

Crystal  Domino  Sugar. 

Nabisco. 

Heinz  Plum  Pudding. 

Liebig  Extract  of  Beef. 

Borden’s  Eagle  Brand  of  Con- 
1  densed  Milk. 

Baker’s  Cocoa. 

Electro  Silicon. 

Knox  Gelatine. 

Chiclets. 

Cresca  Delicacies.  _ 

Towle's  Log  Cabin  Syrup. 
Wright’s  Silver  Cream. 

Old  Dutch  Cleanser. 


St.  Nicholas. 

Swift’s  Premium  Hams  and 
Bacon. 

Fairy  Soap. 


ELTON  J.  BUCKLEY 

Editor  “Grocery  World  and  General  Merchant" 

Attorney  and  Counselor  at  Law 

643-648  Land  Title  Bnlldlnf,  Pblla.,  Pa. 


Telephene*  j 


BeU,  Spruce  2008-3609 
Keystone,  Race  744 


Corporation  Practice,  Cases  Under  Food  Laws 
Trade- Hark  Registration 
General  Practice 
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Cold  Weather  Specialties: 

Fresh  Sausage , 
Scrapple, 

Souse, 

Liver  Pudding 

Burk’s  Fresh  Sausage 

Composed  entirely  of  selected  tender  pieces  of 
pork,  not  the  ordinary  trimmings  commonly  used. 
Not  cheapened  in  price  and  quality  by  the  addition 
of  tripe,  boiled  rice  and  sundry  substitutes.  Cor¬ 
rectly  seasoned,  not  offensive  to  sensitive  stomachs 
because  of  pungent  herbs.  Nutritious.  In  four 
styles — hashed  fine  and  coarse,  linked  and  in 
straight  casings. 

BurK’s  Philadelphia  Scrapple 

Prepared  from  the  very  best  materials — good, 
wholesome  meats  and  extra  fine  corn  meal.  Well 
boiled  and  seasoned  to  suit  the  most  critical.  Not 
to  be  compared  with  some  cheap  products  of  doubt¬ 
ful  hues  and  colors.  Burk’s  eats  as  good  as  it  looks. 
Superior  to  farmers’  products.  In  pans  of  15 
pounds  each. 

Burk’s  Pig  Souse 

is  a  seasonable  specialty  prepared  fresh  daily,  in  pans 
of  five  pounds  each.  The  jelly  is  clear  and  transpa¬ 
rent  and  free  from  vegetable  gelatines  and  ill-smell¬ 
ing  glue  stock.  Contains  plenty  of  meat  and  garnished 
with  slices  of  lemon  and  parsley. 

Proves  attractive  when  turned  out  of  the  pan,  and 
is  a  quick  seller,  saving  the  consumer  the  trouble  of 
cooking  pig’s  feet,  so  difficult  to  obtain  at  this  season 
of  the  year. 

Burk’s  Liver  Pudding 

Of  the  usual  “Burk”  standard — clean  and  un¬ 
adulterated.  Rich  in  quality  and  an  excellent  dish 
when  fried,  or,  after  removing  the  casing,  hashed 
with  potatoes.  In  rings  of  1  pound  each. 

LOUIS  BURK 

Girard  Avenue  and  Third  Street 

PHILADELPHIA 


The  best  way  to  work  up  a  perma¬ 
nent  and  profitable  trade  on 


MACARONI  SPAGHETTI 
PASTELS  and  NOODLES 

is  to  sell 


because  their  quality,  purity  and  fine 
flavor  will  please  your  customers  and 
cause  them  to  buy  again  and  again, 
and  they  pay  you  a  better  profit  than 
others. 


<The 


Vienna  Baking  Co. 


PHILADELPHIA,  PA. 
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Crystal  Domino  Sugar. 

Peter’s  Chocolate. 

Post  Toasties. 

Jell-O. 

Ralston  Wheat  Food. 

Postum. 

Educator  Crackers. 

Chiclets. 

Maillard’s  Cocoa. 

Ivory  Soap. 

Libby’s  Evaporated  Milk. 
Delineator. 

Snider’s  Catsup  and  Pork  and 
Beans. 

Ivory  Soap. 

Campbell’s  Soups. 

Educator  Crackers. 

Huyler’s. 

Postum. 

Nabisco. 

Royal  Baking  Powder. 

Armour’s  Extract  of  Beef. 
Diamond  Dyes. 

Heinz  Plum  Pudding  and  Mince¬ 
meat. 

None  Such  Mincemeat. 

Bon  Ami. 

Chiclets. 

Ralston  Wheat  Food. 

Hunt’s  California  Canned  Fruits. 
Electro  Silicon. 

Lenox  Chocolates. 

Jell-O. 

Dromedary  Dates. 

Palmolive  Soap. 

Mapleine. 

Van  Camp’s  Pork  and  Beans. 
Borden's  Eagle  Brand  Con¬ 
densed  Milk. 

Steero  Bouillon  Cubes. 

Fould  Macaroni. 

Cuticura.  % 

Union  Cookery  Bags. 

P.  and  G.  Naptha  Soap. 

Swift’s  Premium  Hams  and 
Bacon. 

McCall’s. 

Heinz  Mincemeat  and  Plum 
Pudding. 

Ivory  Soap. 

Campbell’s  Soups. 

Bon  Ami. 

Postum. 

Diamond  Dyes. 

Knox  Gelatine. 

Eagle  Brand  Condensed  Milk 
(.Borden). 

Kingsford's  Cornstarch. 

Uneeda  Biscuit. 

Ralston  Wheat  Food. 

Jell-O. 

Lowney’s  Chocolates. 

Parawax. 

None  Such  Mincemeat. 

Union  Cookery  Bags. 

Rat  Bis-Kit. 

Cuticura  Soap. 

Lea  &  Perrin’s  Sauce. 

Fairbank’s  Gold  Dust,  Fairy  and 
Sunny  Monday  Soap. 

Pictorial  Review. 

Cream  of  Wheat. 

Armour  &  Co. 

H.  J.  Heinz. 

Campbell’s  Soups. 

Diamond  Dyes. 

Cuticura. 

Crystal  Domino  Sugar. 

Nabisco. 

Royal  Baking  Powder. 

Postum  Cereal. 

Knox  Gelatine. 

Lea  &  Perrin’s  Sauce. 

Hunt’s  Quality  Fruits. 

Union  Cookery  Bags. 

Steero  Bouillon  Cubes. 

Snider’s  Pork  and  Beans,  Cat¬ 
sup. 

Jell-O. 

Parawax. 

Van  Camp’s  Pork  and  Beans. 
Eagle  Brand  Borden  Condensed 
Milk. 

New  Idea. 

Snider’s  Catsup  and  Pork  and 
Beans. 

Ivory  Soap. 

Campbell’s  Soups. 

Blue  Label  Ketchup. 


Armour’s  Extract  of  Beef. 
Knox  Gelatine. 

Postum. 

Nabisco. 

Royal  Baking  Powder. 

Chiclets. 

Lenox  Chocolates. 

None  Such  Mince  Meat. 

Liebig  Oxo  Bouillon  Cubes. 

Bon  Ami. 

Huyler’s. 

Heinz  Plum  Pudding  and  Mince¬ 
meat. 

Ralston  Wheat  Food. 

Van  Camp’s  Pork  and  Beans. 
Jell-O. 

Borden’s  Eagle  Brand  Con¬ 
densed  Milk. 

Mapleine. 

Union  Cookery  Bags. 

Steero  Bouillon  Cubes. 

Parawax. 

P.  &  G.  Naptha  Soap. 

Palmolive  Soap. 

Hunt's  California  Canned  Fruits. 
Cuticura. 

Diamond  Dyes. 

Designer. 

Snider’s  Catsup  and  Pork  and 
Beans. 

Ivory  Soap. 

Campbell’s  Soups. 

Nabisco. 

Huyler’s. 

Ralston  Wheat  Food. 

Blue  Label  Ketchup. 

Royal  Baking  Powder. 

Postum. 

Bon  Ami. 

Armour’s  Extract  of  Beef. 

Knox  Gelatine. 

None  Such  Mince  Meat. 

Mapleine. 

Oxo  Bouillon  Cubes. 

Heinz  Plum  Pudding. 

Van  Camp’s  Pork  and  Beans. 
Borden’s  Eagle  Brand  Con¬ 
densed  Milk. 

Jell-O. 

Palmolive  Soap. 

Chiclets. 

Steero  Bouillon  Cubes. 

Union  Cookery  Bags. 

Cuticura. 

P.  &  G.  White  Naptha  Soap. 
Diamond  Dyes. 

Lenox  Chocolates. 

Parawax. 

Century. 

Sapolio. 

Fairy  Soap. 

Postum. 

Cuticura  Soap. 

Educator  Crackers. 

Chiclets. 

Atwood  Grape  Fruit. 

Apenta  Water. 

Cresca  Delicacies. 

Horliek’s  Malted  Milk. 

White  Rock. 

Huyler’s. 

Peter’s. 

Ivory  Soap. 

Libby’s  Evaporated  Milk. 

Baker’s  Breakfast  Cocoa. 

Harder’s  Monthly. 

Sapolio. 

Postum. 

Huyler’s. 

Post  Toasties. 

Atwood  Grape  Fruit. 

Liebig’s  Extract  of  Beef. 

Crystal  Domino  Sugar. 

Blue  Label  Ketchup. 

Apenta  Water. 

Cuticura. 

White  Rock  Water. 

Ivory  Soap. 

Swift’s  Premium  Hams  and 
Bacon. 

Royal  Baking  Powder. 

Baker’s  Chocolate. 

Grape  Nuts. 

Harper’s  Weekly. 

Apenta  Water. 

White  Rock  Water. 

Napoleon  Flour. 

Postum. 

Wesson  Snowdrift  Oil. 


Crystal  Domino  Sugar. 

Gold  Medal. 

Collier’s. 

Burnham  &  Morrill  Fish  Flakes. 
Shaker  Table  Salt. 

Whittemore’s  Shoe  Polish. 
Occident  Flour. 

Snider’s  Pork  and  Beans  and 
Catsup. 

Ralston  Wheat  Food. 

Heinz  Mincemeat  and  Plum 
Pudding. 

Crystal  Domino  Sugar. 

Blue  Label  Ketchup. 

Palmolive  Soap. 

Educator  Crackers. 

Cresco  Grits  and  Barley  Crys¬ 
tals. 

Gold  Dust,  Fairy  Soap  and  Sun¬ 
ny  Monday  Soap. 

Welch  Grape  Juice. 

Packer’s  Tar  Soap. 

Three-in-One  Oil. 

Rough  on  Rats. 

Lea  &  Perrins’  Sauce. 

Huyler’s. 

Wrigley’s  Spearmint. 

Hunt’s  Quality  Fruit. 

Minute  Gelatine. 

Horliek’s  Malted  Milk. 

Outlook. 

Peter’s  Chocolate. 

Grape  Nuts. 

Special  Dietetic  Food. 

Horliek’s  Malted  Milk. 
Maillard’s  Breakfast  Cocoa. 

Bon  Ami. 

Swift’s  Premium  Hams  and 
Bacon. 

Crystal  Domino  Sugar. 

Baker’s  Cocoa. 

Life. 

White  Rock  Water. 

Crystal  Domino  Sugar. 

Swift’s  Premium  Hams  and 
Bacon. 

Londonderry  Water. 

Belle  Mead  Sweets. 

U-All-No  After  Dinner  Mints. 
Peter’s  Chocolate. 

Maillard’s  Cocoa. 

Puck. 

Shine  On  Metal  Polish. 

White  Rock  Water. 

Pear’s  Soap. 

Chiclets. 

Saturday  Evening  Post. 
Sherwin  &  Williams’  Paints  and 
Varnishes. 

Pratt  &  Lambert  Varnishes. 
Liebig  Oxo  Bouillon  Cubes. 
Ralston  Wheat  Food. 

Liquid  Veneer. 

Sealshipt  Oysters. 

Johnston’s  Chocolates. 

Dromedary  Dates. 

Le  Page’s  Glue. 

Rat  Bis-Kit 
Horliek’s  Malted  Milk. 

Gold  Medal  Flour, 

Campbell’s  Soup. 

Post  Toasties. 

Snider’s  Products. 

Underwood  Deviled  Ham. 

Steero  Bouillon  Cubes. 

Johnston’s  Chocolates. 

Hiiiyler’s. 

Beech-Nut  Peanut  Butter. 

Nabisco. 

Kellogg’s  Toasted  Corn  Flakes. 
Knox  Gelatine. 

Burnham  &  Morrill  Fish  Flakes. 
National  Oats. 

Lea  &  Perrins’. 

Occident  Flout*- 
Chiclets. 

Heinz  Plum  Pudding  and  Mince¬ 
meat. 

Howe  Oil. 

Peter's  Chocolate. 

Lucky  Strike  Tobacco. 

Van  Camp’s  Pork  and  Beans. 
Postum. 

McClure’s  Magazine. 

Gold  Medal  Flour. 

Armour's  Bouillon  Cubes. 

Apenta  Water. 


Fruit. 


Atwood  Grape 
Blooker’s. 

Cresca  Delicacies. 
Special  Dietetic  Food. 
Jell-O. 

Horliek’s  Malted  Milk. 
Huyler’s. 

Educator  Crackers. 
Liebig  Extract  of  Beef. 
Nabisco. 

Peter’s  Chocolate. 

Post  Toasties. 

Postum. 

Chiclets. 

Snider’s  Preserves. 
White  Rock  Water. 
Whitman  Chocolates. 
Electro  Silicon. 

Cuticura. 


Everybody's. 


Sauce, 
of  Beef. 


Apenta. 

Atwood’s  Grape  Fruit. 

Blooker’s  Cocoa. 

'  Campbell’s  Soups. 

Cresca  Foreign  Delicacies. 
Crystal  Domino  Sugar. 

Blue  Label  Ketchup. 

Horliek’s  Malted  Milk. 

Huyler’s. 

Jell-O. 

Lea  &  Perrin’s 
Liebig  Extract 
Nabisco. 

Post  Toasties. 

Postum. 

Steero  Cubes. 

Shredded  Wheat. 

Snider's  Preserves. 

Swift’s  Premium 
Bacon. 

Kellogg’s  Toasted  Corn  Flakes. 
White  Rock  Water. 

Whitman  Chocolates. 

Wilbur’s  Chocolate  Buds. 
Cuticura  Soap. 

Ivory  Soap. 

Bon  Ami. 

Electro  Silicon. 

Three-in-One  Oil. 


Hams  and 


American  Magazine. 


Gold  Medal  Flour. 
Fairy  Soap. 

Baker’s  Cocoa. 
Lowney’s  Chocolates. 
Postum. 

Tost  Toasties. 

Crystal  Domino  Sugar. 
Huyler’s  Chocolates. 
Electro  Silicon. 
Cuticura  Soap. 

White  Rock  Water. 
Apenta  Water. 

Atwood  Grape  Fruit. 
Cresca  Delicacies. 
Horlick's  Malted  Milk. 
Whitman’s  Chocolates. 
Bon  Ami. 

Peter's  Chocolates. 
Nabisco. 

Ivory  Soap. 

Cream  of  Wheat. 


-  The  World's  Work. 
Swift’s  Premium  Hams 
Bacon. 

White  Rock. 

Atwood  Grape  Fruit. 

Fairy  Soap. 


and 


,  Pearson’s. 
Pear’s  Soap. 
Sapolio. 

Cream  of  Wheat. 
Cresca  Delicacies. 
Nabisco. 

Post  Toasties. 

Fairy  Soap. 


Scrirner's. 
Apenta  Water. 

Atwood  Grape  Fruit. 
Cresca  Delicacies. 
Horlick’s  Malted  Milk. 
Huyler’s. 

Libby’s  Evaporated  Milk. 
•Peter’s  Chocolate. 

Post  Toasties. 

Postum. 

Shredded  Wheat. 

White  Rock  Water. 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


Whitman’s  Candies. 

Cuticura  Soap. 

Fairy  Soap. 

Ivory  Soap. 

Sapolio. 

Electro  Silicon. 

Review  of  Reviews. 
Shredded  Wheat. 

Postum. 

Apenta. 

Horlick’s  Malted  Milk. 

Borden’s  Eagle  Brand. 

Lea  &  Perrin’s  Sauce. 

Chiclets. 

Whitman’s. . 

Atwood  Grape  Fruit  Co. 

Swift’s  Oleomargarine. 

Packer's  Tar  Soap. 

Atlantic  Monthly. 

Peter’s  Chocolate. 

White  Rock. 

Horlick’s  Malted  Milk. 

Educator  Crackers. 

Bensdorf’s  Cocoa. 

Atwood’s  Grape  Fruit. 

Libby’s  Evaporated  Milk. 

Good  Housekeeping. 
Armour  Bouillon  Cubes. 

Atwood  Grape  Fruit. 

Bensdorf’s  Cocoa. 

Burnett’s  Vanilla. 

Burnham  &  Morrill  Fish  Flakes. 
Campbell’s  Soups. 

Chiclets. 

Cresca  Delicacies. 

Crystal  Domino  Sugar. 
Dromedary  Dates. 

Educator  Crackers. 

Farwell  &  Rhine’s  Dietetic  Food. 


Florida  Citrus  Fruits. 
Fould’s  Macaroni. 

Faust  Coffee. 

Glen  Eden  Jellies. 

Fleinz  Products. 

Horlick’s  Malted  Milk. 
Huyler’s  Candies,.  « 
Jell-O. 

Kingsford’s  Cornstarch. 
Kitchen  Bouquet. 

Knox  Gelatine. 

Kornlet. 

Knorr’s  Consomme  Cubes. 
Lenox  Chocolates. 
Mapleine. 

Minute  Gelatine. 

Mrs.  Rover's  Coffee. 
Nabisco  Sugar  Wafers.' 
Post  Toasties. 

Postum. 

Ralston  Wheat  Food. 
Royal  Baking  Powder. 
Steero  Bouillon  Cubes. 
Swift’s  Premium  Hams. 
Towle’s  Log  Cabin  Syrup. 
White  House  Coffee. 
Wilbur’s  Chocolate  Buds. 
Blak-Lusta  Stove  Enamel. 
Cando  Silver  Polish. 
Diamond  Dyes. 

Dy-O-La  Dyes. 

Electro  Silicon. 

Old  Dutch  Cleanser. 
Parawax. 

Pearline. 

Aerofume. 

Three-in-One  Oil. 

Union  Cookery  Bags. 
Cuticura  Soap. 

Fairy  Soap. 

Ivory  Soap; 
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NONE  SUCH 
HinceMeat 

Merreii-SodeCo  Syracuse  NY 


Merrell-Soule 


r\ 


Hg  Mail  Order  Schemes  Breed  Little  Ones 

upposed  Success  of  Schemers  Selling  Sugar  at  Half  Price 
Leads  Others  to  do  Likewise.  One  Small  Local  Imitator 
Is  in  a  Near-by  Village  of  250,  Another  at  a  Blind 
Philadelphia  Address,  Offer  Sugar  at  Two  and  Four  Cents 
a  Pound  Respectively. 


We  guarantee  'pur¬ 
ity,  quality  and  condi¬ 
tion  of  every  package 

of  Merrell-Soule  None 
Such  Mince  Meat;  and 

its  popularity,  based 
on  27  years  of  satis¬ 
faction  to  the  user, 
and  27  years  of  per¬ 
sistent  advertising, 
guarantees  the  sale. 


BEEN  AT  IT  SINCE  1884 

4 

% 

Merrell-Soule  Co, 

SYRACUSE.  N.  Y. 


The  assumed  success  of  the 
lil-order  houses,  especially  the 
ie  which  bait  the  public  by 
eriug  sugar  at  about  half  the 
irket  price,  is  constantly  breed- 
r  a  horde  of  small  imitators, 
3ugh  it  is  not  often  that  one 
ds  those  imitators  in  the  gro- 
ry  business  itself. 

Two  interesting  want  adver- 
ements  directly  in  line  were 
ted  in  last  Sunday’s  Philadel- 
ia  “Record.”  This  was  the 


SUGAR!  SUGAR!  GRANULATED, 
io  LBS.  for-  20c.  This  you  only  can 
buy  in  our  cut  price  $5  grocery  assort¬ 
ment;  freight  paid.  List  free.  GRO 
CERY  Co.,  Spring  Mount,  Pa. 


Sugar  at  2  cents  a  pound,  in 
onnection  with  a  $5  “cut  price 
ssortment,”  will  have  a  familiar 
ound  to  those  who  have  followed 
he  various  mail-order  schemes 
hat  have  come  up,  flourished 
iriefly  and  then  died.  Spring 
dount  is  a  small  hamlet  of  250 


persons  in  Montgomery  County, 
Pa.  Certainly  no  large  mail¬ 
order  house  has  grown  up  there, 
so  far  as  the  writer  knows  or  has 
been  able  to  learn. 

The  second  advertisement  be¬ 
longed  in  the  same  class.  Here  it 
is : — 


CUT-RATE  GROCERIES— S  A  V  E 
DOLLARS  on  your  weekly  grocery 
bills;  granulated  sugar,  4c.  pound;  all 
goods  guaranteed.  93  Record  Branch, 
4400  Germantown  ave. 


The  identity  of  this  concern  is 
still  more  deeply  shrouded  in 
mystery,  inasmuch  as  the  address 
is  wholly  'a  blind  one.  In  this 
case  the  bait  is  not  so  large  or 
tempting — sugar  at  4  cents  a 
pound,  which  is  only  3  cents  be¬ 
low  the  regular  retail  market. 

This  journal  is  endeavoring  to 
learn  more  about  these  new  phi¬ 
lanthropies,  and  will  communicate 
through  these  columns  such  in¬ 
formation  as  it  is  able  to  ob 
.  ' 
tain. 


Family  of 


an  old  wholesale  buyer  had 
never  used  Fels  -  Naptha. 

But  they  saw  the  newspaper 
Anty- Drudge  story  of  “the 

Fels  -  Naptha  way.”  Now 
they’re  all  ardent  users. 

More  of  your  customers 
would  also  be  profitable  patrons 
of  Fels -Naptha,  if 
you  said  “try  a  bar’’ 

— “according  to 
directions.” 
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WITH  THE. EDITOR  1 


Advertising  is  a  mighty  force, 
none  mightier,  in  fact,  but  there 
are  some  adver- 

Advcrtiiing  as  a  ti SCI  S  wllO  are 

Hurdit  Rac<r.  still  under  the 

false  impression 
that  it  can  perform  miracles.  Ad¬ 
vertisers  of  this  class  try  to  in¬ 
duce  advertising  to  do  some  mira¬ 
cle  working,  and  when  it  fails,  as 
it  must,  they  get  very  sour  and 
join  the  club  of  misanthropes 
whose  motto  is  “advertising 
doesn’t  pay.’’ 

For  instance,  the  National 
Slack  Cooperage  Manufacturers’ 
Association,  of  Chicago,  Ill., 
which  is  composed  of  barrel 
manufacturers,  is  about  to  launch 
a  campaign  the  object  of  which  is 
to  increase  the  consumption  of 
barrels.  In  the  course  of  the  cam¬ 
paign  they  will  use  the  following 
advertisement : — 


Reduce  the  Cost  of  Living  by 
Asking  Your  Grocer  for 
Flour  in  Barrels 

Save  money  by  buying  in  larger 
quantity. 

Get  flour  which  has  been  kept  un. 
contaminated  from  the  mill  to  you. 

Don’t  risk  finding  your  flour  mouldy 
from  moisture  or  flavored  with  kero¬ 
sene  because  it  was  exposed  to  rain  or 
shipped  in  the  wrong  kind  of  freight 
cars. 

You  can  get  your  favorite  brand  of 
flour,  the  kind  you  have  always 
bought,  in  barrels  if  you  want  it.  Your 
grocer  will  be  glad  to  supply  you.  The 
next  time  you  run  out  of  flour  tel.  him 
you  want  the  barrel  instead  of  the  sack. 
You’ll  find  it  handier,  cheaper,  more 
sanitary. 

For  full  details  as  to  the  reasons  for 
using  wooden  barrels  instead  of  unsan¬ 
itary,  inefficient  sacks,  drop  a  postal 
to  the 

National 

Slack  Cooperage  Manufacturers’ 
Association 

Ellsworth  Bldg.,  CHICAGO,  ILL. 


Will  this  advertisement  in¬ 
crease  the  consumption  of  bar¬ 
rels?  Naturally  before  it  is  tried 
one  person’s  guess  is  as  good  as 


sumers  to  buy  their  flour  in  bar¬ 
rels  instead  of  in  sacks,  how 
would  that  increase  the  consump¬ 
tion  of  barrels?  It  would  increase 
the  initial  sale,  but  a  well-made 
barrel  isn’t  dead  when  its  con¬ 
tents  have  been  removed.  Since 
it  has  a  certain  money  value,  it 
would  almost  certainly  get  back 
into  the  market  again,  and  with 
some  limitations  would  do  every¬ 
thing  a  new  barrel  would  do. 
Where  then  has  there  been  any 
net  gain  to  the  barrel  industry? 


The  express  companies  are  on 
the  rack  at  last.  As  reported  last 

week,  the  Inter- 

The  Expres.  Com-  s\ate  Commerce 
p»ny  investigation.  Commission  i  s 

'taking  evidence 
against  them  in  New  York  City, 
and  before  the  case  is  over  these 
industrial  vampires  may  find 
themselves  without  an  occupa¬ 
tion.  The  evidence  produced  be¬ 
fore  the  Commission  appears  to 
show  that  the  express  companies 
have  charged  outrageous  rates, 
that  they  have  been  arbitrary  and 
autocratic  toward  shippers  and 
the  public;  that  they  have  pur¬ 
posely  delayed  the  settlement  of 
claims  and  by  designedly  tiring 
claimants  out  have  added  many 
dollars  to  their  ill-gotten  gains. 
Their  efifort  was  always  to 
delay  the  payment  of  claims 
as  long  as  they  could  and  then 
to  compromise — seldom  to  pay  in 
full  what  they  honestly  owed. 
This  practice  alone  has  netted 
them  a  large  revenue. 

There  is  no  earthly  reason  why 
the  railroads  cannot  themselves 
do  an  express  business;  they  al¬ 
ready  do  it  on  suburban  lines  for 
5  cents  a  package,  against  the  ex¬ 
press  company’s  charge  of  25 
cents  for  the  same  service,  except 
that  the  railroads  do  not  deliver 


need  for  parcels  post  disappears. 
Retail  merchants  should  recog¬ 
nize  this  and  use  every  scrap  of 
their  influence  in  the  present  anti¬ 
express  campaign. 


In  the  last  issue  appeared  a 
brief  item  to  the  effect  that  the 
New  Jersey  Su- 
The  Ntt  Weight  perintendent  o  f 
Batter  Ruimg.  Weights  and 

Measures  had 
ruled  that  print  butter  sold  with¬ 
in  that  State  must  have  the  net 
weight  stamped  on  the  wrapper. 
In  making  his  ruling  the  superin¬ 
tendent  issued  the  following  state¬ 
ment  : — 


Since  I  assumed  this  office  a 
couple  of  months  ago  there  has 
reached  me  from  all  parts  of  the 
State  a  great  variety  of  complaints 
against  fraudulent  merchants.  In 
no  respect,  however,  has  the  criti¬ 
cism  been  so  widespread  as  with 
regard  to  the  sale  of  butter.  People 
have  submitted  substantial  proof 
that  butter  “prints”  supposed  to 
weigh  a  half  pound  or  one  pound 
have  actually  been  as  much  as  two 
ounces  short  of  the  pound. 

The  complaints  became  so  per¬ 
sistent  that  several  days  ago  I  tem¬ 
porarily  abandoned  other  lines  of 
investigation  in  which  I  was  en¬ 
gaged  in  order  to  thoroughly  in¬ 
quire  into  the  butter  “print”  situ¬ 
ation  I  have  found  that  the  con¬ 
ditions  have  not  been  at  all  exag¬ 
gerated.  In  very  few  instances  did 
I  discover  a  “print”  of  butter  that 
weighed  the  one-half  or  one  pound 
it  was  supposed  to. 

But  right  there  I  struck  a  snag. 
The  merchants  invariably  sold  the 
butter  by  the  “print”  and  not  by 
the  half  pound.  True  enough,  the 
person  buying  this  “print”  as¬ 
sumed  that  it  weighed  either  eight 
or.  sixteen  ounces,  but  their  order 
to  the  storekeeper  was  usually  for 
a  “print”  of  butter.  This  failure 
on  their  part  to  ask  for  a  “half 
a  pound  of  butter”  or  “one  pound 
of  butter”  has  always  protected  the 
merchants,  who  have  given  them 
exactly  what  they  asked  for — “a 
print  of  butter.” 

I  want  to  explain  right  here,  how¬ 
ever,  that  the  retailer  is  not  to  be 
held  responsible  for  the  shortage 
of  weight  in  these  “prints.”  The 
retailer  buys  them  for  half  pound 
and  one-pound  “prints”  and  sells 
them  to  his  custonfers  for  the 
same.  It  is  the  packer  who  must 


be  reached  in  order  to  eliminate 
this  fraud,  which  actually  means  a 
loss  to  purchasers  of  from  three  to 
five  cents  on  the  pound  in  most 
instances.  The  packer  cannot  be 
prosecuted  becaus^  he  delivers 
"prints”  which  do  not  weigh  a  full 
eight  or  sixteen  ounces,  provided 
there  is  no  weight  on  the  wrapper.' 

But  once  the  “prints”  contain 
their  net  weight  on  the  wrappers, 
there  can  no  longer  be  any  evasion 
on  the  part  of  the  packers. 


The  writer  believes  that  this 
ruling  is  not  worth  the  time 
took  to  make  it.  There  is  no  re 
quirement  in  the  New  Jersey 
food  laws  that  foods  product 
shall  bear  a  statement  of  ne 
weight,  and  the  Newjersey  super¬ 
intendent  can  therefore  not  ei 
force  a  requirement  that  does  nc 
legally  exist. 

More  than  this,  the  writer  be¬ 
lieves  that  such  a  law  would  be 
worthless  even  if  regularly  passe 
by  a  Legislature.  Who  can  legally 
forbid  a  merchant  and  his  cue 
tomer  from  doing  business,  if  they 
like,  with  prints  of  butter,  neithe 
marked  nor  represented  to  contai 
a  pound  or  half  pound?  Is  ther 
any  illegitimacy  about  such 
transaction?  A  Pennsylvania 
court  ruled  on  exactly  the  same 
question  the  other  day  in  a  case 
involving  an  ordinance  passed  by 
the  city  of  Scranton,  forbidding 
the  sale  of  fruit  except  in  quart 
boxes.  The  court  said  this  was  a 
violation  of  the  freedom  of  con¬ 
tract.  It  was  perfectly  innocent 
for  persons  to  sell  fruit  by  the 
pint  or  by  the  box,  if  they  like, 
provided  nobody  falsely  repre¬ 
sented  the  box  to  contain  more 
than  it  did.  This  is  probably  what 
all  courts  would  hold.  The  New 
Jersey  superintendent  admits  that 
he  has  no  case  against  retailers  be¬ 
cause  they  sell  by'  the  print,  how 
then  can  he  have  any  against  a 
packer  who  sells  in  the  same 
way'  ? 


* » 
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Any  Merchant’s  Weakest  Point  I 


another’s,  and  the  writer’s  guess 
is  that  it  will  not.  In  the  first 
place,  flour  has  come  to  be  sold 
on  such  a  close  margin  that  the 
average  consumer  would  prob¬ 
ably  feel  that  the  slight  saving  in 
buying  a  barrel  would  not  pay 
him  for  the  larger  investment. 

But  even  if  the  advertisement 
was  successful  in  inducing  con¬ 


to  the  door  while  the  express 
companies  do.  The  railroads, 
however*  could  deliver  or  arrange 
to  have  delivered  if  they .  chose. 

Inthe  public  resentment  against 
the  express  companies  and  their 
thieving  methods  really  lies  the 
origin  of  the  parcels  post  move¬ 
ment.  Put  the  express  business 
on  a  fair  and  honest  basis  and  all 


Business  is  an  exceedingly 
tender  plant.  The  factor  which 
makes  us  patronize  one  store 
rather  than  another  is  often  so 


light  and  unimportant  that  almost 
anything  or  nothing  can  disturb 
it. 

That  is  especially'  true  in  cities 
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Nothing  but 

Pure  Gelatine 


Nothing  has  ever  been  found  to  take  the  place  of  the  pure,  old-fashioned 
gelatine,  like  CHALMERS’,  which  takes  on  any  form  or  flavor  that  the  consumer 
wants  to  give  it. 

CHALMERS’  GELATINE  is  made  under  the  most  rigid  sanitary  restrictions,  and 
from  the  finest,  cleanest  raw  materials  money  can  buy.  For  forty  years  it  has  been 
the  standard  of  cleanly  goodness. 

No  gelatine  pays  a  fairer  profit  to  the  retailer. 

JAMES  CHALMERS’  SON 


W1L.UAMSVILLE,  N.  Y. 


H.  P.  TAYLOR,  JR.,  SALES  AGENT,  RICHMOND,  VA. 


\ 


Minute  Gelatine 
(Flavored) 

“Like  the  Minuteman — always  ready” 

Is  made  in  seven  flavors — 

LEMON,  ORANGE,  RASPBERRY,  STRAWBERRY. 

CHOCOLATE,  CHERRY  and  PISTACHIO 

and  is  absolutely  PURE  gelatine  of  the  highest  quality  that 
can  be  produced.  Offer  it  to  your  customers  as  a  delicious  and 
healthful  dessert  which  can  be  easily  prepared — they  just  add 
water  then  set  it  away  to  cool.  It  is  ready  sweetened  ;  many 
flavored  gelatines  are  not  sweetened.  Tell  your  customers  we 
guarantee  it  to  give  satisfaction  or  we’ll  refund  the  purchase  price. 

NOTE.  — If  you’ll  send  us  the  name  of  this  paper  we’ll  send 
you,  FREE,  a  regular-size  package  to  try  on  your  own  table  so 
you  can  have  practical  proof  of  its  excellence,  and  thereby 
judge  its  salability. 


FLAVORED 

CHERRY 

luniM  If  Ttffcct  C*.  UOv  l»«  tmt  »W 
D't(i  Art,  f«M  10,  *0#.  U.  *  00J2. 


Trademark  Registered 


ORANGE,  MASS. 
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where  every  neighborhood  holds 
several  stores  in  each  line,  a 
about  equally  good,/ and  each 
willing  to  go  about  as  far  as  the 
others  to  get  and  hold  trade.  In 
many  cases  Mrs.  Jones  could  just 
as  well  trade  with  one  of  these 
stores  as  with  another.  She  falls 
into  the  habit  of  trading  with  one, 
for  any  of  a  thousand  reasons, 
most  of  which  are  trifling.  Be¬ 
cause  her  reasons  are  apt  to  be 
trifling,  she  could  fall  out  of  the 
habit  just  as  easily  as  she  fcl 
into  it,  and  that  is  the  condition 
which  confronts  all  retailers  who 
arc  subjected  to  close  competi¬ 
tion — the  comparatively  slight 
hold  which  the)'-  have  on  their 
customers. 

This  explains  why  Park  &  Til- 
ford,  the  New  York  grocers, 
have  been  spending  considerable 
money  during  the  past  week  in 
having  the  following  notice  in¬ 
serted  in  the  New  York  papers: — 


NOTICE 

A  malicious  rumor  is  being  cir¬ 
culated  to  the  effect  that  we  do  not 
employ  Hebrew  help,  which  is 
basely  false.  Ten  per  cent,  of  all 
our  employees  are  Hebrews,  and 
we  have  never  discriminated 
against  race  or  religion. 

Park  &  Tii.ford, 
Frank  Tilford,  President. 


'  I  suppose  that  when  the  news 
came  into  Park  &  Tilford’s  that 
this  lie  was  out  about  them, 
something  very  like  a  panic  en¬ 
sued.  New  York  is  a  Hebrew 
city.  If  a  fraction  of  the  Hebrew 
population  decided  to  act  together 
the  P  ark  &  Tilford  business 
would  drop  so  quickly  it  would 
lose  its  breath. 

It  is  a  powerful  engine  for  harm 
— the  tongue  of  the  scandal 
monger,  particularly  when  di¬ 
rected  against  a  merchant,  who  is 
always  a  shining  mark.  I  remem¬ 
ber  a  case  which  transpired  in 
Philadelphia  several  years  ago  in 
which  somebody  told  of  a  retail 
grocer,  whose  store  was  in  a 
Catholic  neighborhood,  that  he 
had  said  “lie  never  saw  an  honest 
Catholic  yet.  The  thing  spread 
like  fire  among  oil  barrels,  and 
quenching  it  cost  the  victim  no 
small  sum  of  money  and  an  enor¬ 
mous  amount  of  work. 

Absolutely  unlimited  is  the  op¬ 
portunity  to  do  harm  in  this  way, 
if  one  has  a  malignant  tongue  and 
no  heart.  Any  small  business  can 
be  ruined  by  it.  Simply  circulate 
a  rumor  that  a  Certain  merchant 
has  been  heard  to  say  he  didn’t 


trust  Hebrews,  or  didn’t  like 
Catholics,  or  thought  being  a 
Baptist  was  worse  than  being 
nothing,  or  hated  redheaded 
women — in  short,  that  he*had  re¬ 
flected  in  any  way  upon  certain 
human  types  of  which  there  were1 
several  representatives  in  the 
community,  and  the  thing  is  done. 
Those  expressly  described  will , 
forswear  the  store  forever,  and 
their  indignant  friends  will  rally 
to  their  support.  Before  the 
probably  innocent  merchant  is 


half  awake  to  the  fact,  there  will 
have  grown  up  against  him  in  his 
community  a  powerful  and  in¬ 
tensely  hostile  army.  If  he  starts 
out  to  conquer  it  he  will  find  it 
the  most  monumental  task  of  his 
whole  life.  Unless  he  does,  con¬ 
quer  it  his  business  is  ruined. 

The  born  merchant  is  also  a 
born  diplomat.  He  must  wear 
upon  his  sleeve  no  radical  likes 
or  dislikes,  no  beliefs  or  dis¬ 
beliefs,  no  prejudices  or  causes. 

E.  J.  B. 


half  day,  tramping  from  one  es¬ 
tablishment  to  another,  only  to  be 
refused  by  all. 

Not  yet  defeated,  she  went  next 
day  to  the  Washington  retail  mar¬ 
ket  and  bought  ten  fine  birds  at 
prices  less  than  those  prevailing 
in  Flatbush,  but  was  panned  on 
learning  that  these  market  men 
do  not  deliver  anything.  So  she 
had  to  send  an  auto  to  get  the 
birds. 

Such  accounts  may  explain  how 
a  proportion  of  trade  is  diverted 
from  the  neighborhood  stores,  not 
to  the  downtown  or  chain  stores, 
but  to  the  public  markets  and  di¬ 
rect  to  the  farms. 

*  *  * 

Retail  grocers  do  not  fully  ap¬ 
preciate  that  they  should  be  bene¬ 
fited  by  the  crusade  of  the  au¬ 
thorities  against  the  sale  of  “rots 
and  spots’’  in  the  form  of  liquid 
eggs.  So  said  a  well-known  re¬ 
tailer  to  your  correspondent  in 
talking  of  the  recent  wholesale 
prosecutions  of  dealers  in  bad 
eggs  and  of  bakers  who  use  such 
eggs. 

Continuing,  the  grocer  said  that 
the  egg  trade  of  many  of  the 
smaller  bakeries,  at  least,  would 
naturally  go  to  the  corner  grocer 
but  for  the  liquid  eggs  which  he 
gets  directly  from  those  who 
specialize  in  that  product. 

The  grocer  loses  the  egg  trade 
of  small  restaurants  and  eating 
houses  in  the  same  way. 

For  these  reasons  it  is  sug¬ 
gested  that  the  retailers  should 
show  an  active  interest  in  all  such 
movements  as  that  against  the 
so-called  “rot  and  spot’’  trade, 
since  the  substitution  of  unfit  food 
always  cuts  into  the  sales  at  some 
point  of  wholesome  products 
which  the  grocers  would  other¬ 
wise  sell. 

*  *  * 

Because  of  the  high  prices  of  j 
potatoes,  it  is  said  that  some  ship¬ 
ments  have  been  received  from 
Ireland  and  more  will  come.  At 
the  same  time,  considerable  quan¬ 
tities  of  Long  Island  and  Maine 
potatoes  are  being  sent  to  the 
\\  est  Indies  and  Central  America. 

So  wholesale  dealers  say,  and 
they  do  not  explain  why  they  - 
send  to  Ireland  for  potatoes  in¬ 
stead  of  buying  home  supplies 
before  they  are  shipped-  to  the 
South.  W|q 

The  Irish  potatoes,  it  is  figured,  j 
cost  about  35  cents  a  bushel  at  the 
farm.  Railroad  and  steamship 

{ Continued  on  pafft  iS.)  + 
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Coffee  Profits.  Market  Summary. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 


New  York,  N.  Y., 

November  29,  1911. 
Now  that  housekeepers’  clubs 
for  community  buying  have  at¬ 
tracted  some  public  attention,  the 
women  are  sending  letters  to  the 
papers  telling  of  their  experiences. 
One  woman  in  Flatbush,  a  pros¬ 
perous  suburb  of  Brookyn,  says 
that  there  is  nothing  at  all  new  in 
the  idea;  at  least  it  is  not  new  for 
a  number  of  people  in  her  part 
of  the  city,  for  they  have  been 
following  a  plan  of  this  kind  for 
years. 

Her  plan  is  different  in  some 
respects  from  those  recently  ex¬ 
ploited.  She  is  a  member  of  a  lit¬ 
tle  band  composed  of  a  few  fami- 
ies  acquainted  socially  and  most 
of  them  living  in  the  same  neigh¬ 
borhood.  But  this  is  only  one  of 
a  number  of  similar  bands  scat¬ 
tered  through  the  suburban  local¬ 
ities,  she  says. 

It  is  all  simple  enough.  The 
members  do  not  attempt  to  buy 
anything  except  staples  which 
they  all  use.  One  woman  on  her 
vacation  last  summer  arranged 
with  a  farmer  in  New  Jersey  to 
send  her  an  occasional  tub  of  but¬ 
ter  which  she  sells  to  the  other 
women  at  the  cost  to  her.  ’The 
other  women  are  notified  of  the 
arrival  of  the  butter  and  send 
their  maids  or  children  for  their 
shares. 

Similarly  another  woman  gets 
eggs  from  St.  Lawrence  County 
and  divides. 

A  man  gets  a  big  load  of  apples 
and  another  a  lot  of  potatoes  and 


means  are  found  for  dividing 
them,  too. 

It  appears  that  the  members  of 
the  club  are  not  really  obliged  to 
worry  about  the  high  cost  of  liv¬ 
ing,  for  they  have  their  autos 
which  they  can  send  for  supplies 
if  necessary.  What  they  are 
after,  says  the  woman  who  de¬ 
scribes  the  plan,  is  to  get  the  best 
and  freshest  from  the  farms  and 
the  saving  is  incidental — a  fad, 
perhaps. 

There  has  always  been  more  or 
less  of  this  neighborhood  distri¬ 
bution,  for  it  is  natural  enough  for 
neighbors  to  divide  up  once  in  a 
while  the  good  things  that  they 
get,  passing  them  over  the  back 
fence  as  gifts  or  charging  the  bare 
cost,  but  this  woman’s  story 
shows  a  somewhat  more  system¬ 
atic  activity  than  might  be  ex¬ 
pected  among  the  prosperous 
suburbanites. 

Incidentally  the  woman  ex¬ 
pressed  resentment  because  when 
she  went  to  the  Wallabout  mar¬ 
ket,  a  wholesale  market,  and 
asked  for  ten  turkeys,  not  one 
dealer  would  sell  to  her,  all  of 
them  saying  that  they  were  not 
retailers.  It  appeared  to  her  that 
they  were  afraid  to  sell  because 
they  feared  to  offend  the  retailers. 
Evidently  her  regular  market 
man  played  a  sly  joke  on  her,  for 
before  starting  on  her  trip  she 
asked  him  for  the  name  of  a  re¬ 
liable  wholesale  firm  in  the  mar¬ 
ket.  and  he  referred  her  to  his 
own  wholesaler.  When  this  par¬ 
ticular  wholesaler  naturally  re¬ 
fused  to  sell  to  her  she  did  not 
give  up,  however,  but  put  in  a 
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LAMP  CHIMNEYS 


Mr.  Grocer  : 

It  is  now  time  to 
lay  in  your  fall  and 
winter  stock  of 
lamp  chimneys  and 
before  placing  your 
order  elsewhere  we 
would  be  pleased  to 
quote  you  on  our 

LUSTRE”  brand 
which  will  satisfy 
the  most  particular 
buyer.  We  carry  a 
large  stock  of  every 
shape  and  size  and 
all  are  packed  in 
cushion  tubes 
wrapped  in  paper. 
The  cut  shown  il¬ 
lustrates  a  package 
of  our  No.  2  Crimp 
top  packed  in  this 
manner  which  al¬ 
most  entirely  elimi¬ 
nates  breakage, 
and  does  away  with 
the  dirty  hay  and 
straw.  You  cannot 
appreciate  this  un¬ 
til  you  have  tried  a 
lew  cases. 


SEND  FOR  OUR  ILLUSTRATED  CATALOGUES 


R.  E. TONGUE  &  BROS.  CO.,  Inc. 

Allegheny  Ave.  &  Amber  St.,  PHILA.,  PA. 

Bell  Phone,  Kensington  2698  Keystone  Phone,  East  172 

I.amps,  I. am p  Chimneys,  Lamp  Goods,  Oil  Cans,  Lanterns, 
Gas  Mantles  and  Gas  Lights  of  All  Descriptions. 

ELECTRIC  PORTABLE8-8END  FOR  CATALOGUE. 

Glassware,  Crockery.  Emit  Jars,  Jar  Rings,  Tumblers, 
jardinieres  and  Earthenware. 


More  and  More 


The  Demand 


is  growing  for  reliable 
g-oods,  for  widely  ad¬ 
vertised  g-oods  which 
must  be  g-ood,  or  they 
could  not  be  advertised 
year  after  year.  “You 
can’t  fool  the  people  all 
the  time.” 


Lowney  s  Cocoa 

and  Premium  Chocolate  for  baking  and  cook¬ 
ing-  are  the  kind  that  the  public  believes  in.  The 
Lowney  name  has  been  favorably  known  for 
twenty-five  years.  We  are  constantly  telling- 
them  that  we  make  superfine 
goods  and  they  have  had  the  best 
reasons  to  believe  it.  The  grocer 
g;ives  his  customer  satisfaction  and 
makes  a  fair  profit  too  in  Lowney’s. 


EECH-NUT 


You  ought  to  % 

sell  it  regularly  to  every  one  | 
of  your  customers  i 

You  only  have  to  sell  Beech-Nut  Peanut  Butter  once—  t 
after  that  it  sells  itself;  the  smoothness,  fine  flavor  and  superior  4 
quality  make  it  a  welcome  addition  to  any  menu.  It  makes  X 
dainty,  appetizing,  nourishing  sandwiches  for  parties  and  school  v 
children’s  lunches.  £ 

Beech-Nut  Sliced  Bacon 
Beech-Nut  Beans 

Beech-Nut  Conserves 
Beech-Nut  Sliced  Beef 

Beech-Nut  Boned  Herring 
Beech-Nut  Catsup 

Beech -Nut  Packing  Co. 

Canajoharie,  N.  Y. 


How  Does  me  High  Price  nl  Coffee  Bffect  You? 

Now  is  the  time  Grocers  using  a 
ROYAL  Roaster  reap  the  advantage. 

They  can  continue  to  sell  coffee  at  the 
same  old  price  and  still  make  as  large  a 
profit  as  before.  With  the  other  fellow 
who  buys  his  coffee  roasted  it  is  differ¬ 
ent.  He  has  been  compelled  to  boost 
his  prices — losing  customers—  and  even 
then  is  making  very  little,  if  any  profit. 

ROYAL  users  buy  their  coffee  green 
and  thus  save  all  middlemen’s  profits  and 
roast  it  fresh  as  wanted.  You  know  it’s 
better  fresh  roasted,  consequently  larger 
sales — bigger  profits. 

Individualize  your  Coffee  Department  OUR  No.  5  ROYAL  ROASTER 
with  YOUR  OWN  brands.  Build  up  your  own  coffee  trade.  A  ROYAL 

SYSTEM  will  increase  your  busi¬ 
ness  and  profits  quicker  than  any¬ 
thing  else  you  could  install. 

Get  our  complete  catalog  to¬ 
day.  It  tells  all  about  the  ROYAL 
SYSTEM,  also  the  “free”  aid  of 
our  Service  Department— our  easy 
payment  plan,  etc.  Drop  us  a 
card.  We'll  gladly  send  it. 


ass  WEST  STREET 


HORNELL,  N.  Y.,  U.  S.  A. 


THeAT.Deer  Gj. 


The  Only  Mill  That  CUTS  the  Coffee 
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1  have  received  from  L.  Leh¬ 
man  &  Co.,  retail  grocers  of  Tren¬ 
ton,  N.  J.,  two  or  three  advertise¬ 
ments  which  show  a  little  new 
idea  which  I  pass  along  to  the 
readers  of  this  department.  They 
have  all  been  used  in  local  Tren¬ 
ton  newspapers,  and  measure  8 
inches  single  column.  The  ap¬ 
pearance  is  attractive,  and  the 
idea  which  they  represent  is  capa¬ 
ble  of  being  used  in  a  variety  of 
ways  with  good  effect.  Here  are 
the  three  much  reduced  in  size: — 


I  Am 

Lehman’s 

Talker. 

— I  Write 
Here  Every 
Day 


I  am  paid  to  suggest — to  an¬ 
swer  correspondence — to  receive 
criticism — to  superintend  the 
•correct  filling  of  special  order* 
Address  W.  Ei  S..  care  of  L.  Leh¬ 
man  £  Cot 


Canned  Corn  Pay  comes 
on  Monday,  the  20th. 


You ’ll  have  a  little  hot 
Bridal  Soup  with  us  this 
week  at  Broad  and  Academy. 


Something  new  to  tell  you 
about  Tomato  Bisque. 


Experienced  telephone 
operator  went  on  duty  at  the 
upper,  store  today. 

Mrs.  S.  F.  D.  will  receive 
an  -answer  about  the  coffee 
situation  tomorrow  morning. 


We’re  nothing  but  a  big 
family,  treating  one  another 
civilly,  respectfully,  justly. 

Bothersome  to  pay  cash? 
How  much  di<|  you  SAVE 
Saturday  at  Lehman’s? 

L.  LEHMAN  &  CO. 


I  have  always  believed  in  mak¬ 
ing  advertising  as  personal  as 
possible.  “I  will  do  so  and  so” 
comes  to  me  with  a  good  deal 
more  force  than  “we  will.”  This 
is  the  idea  which  Lehman  &  Co. 
are  using  in  this  advertising. 
They  are  a  partnership,  and  they 
would  therefore  be  obliged  to  say 
“we,”  so  they  create  an  inter¬ 
mediary,  who  can  speak  in  the 
first  person  singular.  Almost  any 


trained  advertising  writer  will 
agree  that  he  can  write  stronger 
matter  if  he  can  speak  as  “I” 


Lehman’s 
Talker, 

Subjects 
Changed 
Daily 


Good-afternoon. 

I  :  saw  ■  some  Madison 
Square  Chocolates  in  pretty 
pound  boxes  on  the  counter. 

.  “Are  th«se  50c.  goods,” 
said  I. 

“5Cc.. quality,”  saide  she, 
“but  \ye’re  selling  them  at 
25c. 

Another  thing  I  observe 
about  Lehman ’8  is  the  perX 
feet  quality  of.  their  fresh 
meats. 


And  how  beautifully  and 
cleanly  it  is  laid  out  under 
glass  and  cold  air. 


Nothing  is  wanting  in  this 
Broad  and  Academy  Sts. 
store. 


.It.  is  a  delightful  market 
place. 

Everything  suggests  fresh¬ 
ness,  Cleanliness  and  econ¬ 
omy. 

Truly  were  I  a  house¬ 
keeper  I'd  find  pleasure  deal¬ 
ing  at  such  a  place. 

W.  E.  S.,  Lehman's  Talker. 

L.  LEHMAN  &  CO. 


rather  than  as  “we.”  “I”  seems  to 


lend  itself  better  to  straight¬ 
forward  talk  than  “we,”  or  “the 
firm,”  or  “this  house.” 


*  *  * 

This  advertising  is  good  and 
will  probably  be  read.  It  is  not 
aimed  to  get  direct  results,  that  is, 
actual  orders,  such  as  would  come 
from  the  quoting  of  prices,  but 
simply  to  boost  the  store  stock,  so 
to  speak,  and  help  to  create  or 
strengthen  the  impression  that 
the  store  is  a  good  place  to  deal.! 
“I  must  go  in  there  some  time.” 
The  great  thing  to  do — and  this 
every  advertiser  strives  for — is  to 
get  consumers  into  the  habit  of 


reading  their  advertisements, 
notice  the  value  of  that  by  noting 
the  effect  of  it  on  myself.  I  reac 
a  certain  morning  paper  every 
day.  There  are  some  department 
store  advertisements  in  it  that  I 
read  or  glance  over  just  as  regu¬ 
larly  as  I  read  the  paper — whether 
I  am  in  search  of  anything  or  not. 
There  are  other  department  store 
advertisements  that  I  never  read. 
Time  after  time,  I  have  found 
something  in  the  department 
store  advertisements  which  I  read 
regularly,  that  -attracted  me  and 
which  I  bought,  though  the  read¬ 
ing  of  the  advertisement  in  the 
beginning  was  wholly  aimless. 


Lehman’s 
Special 
Talker, 

Who  Tells 
Things 
As  He  Sees 
Them 

If  I  were  a  woman  I’d  deal 
at  Lehman’s. 


I’d  deal  there  because 
things  are  clean.  I  don’t  see 
any  dirty  corners. 

I ’d  deal  there  because  I  be¬ 
lieve  in  my  heart  it  would 
be  money  in  my  pocket. 

I’d  deal  there  because  they 
sell  good  meat,  good  butter, 
good  eggs  and  good  coffee. 


I’d  deal  there  because  I 
meet  young  salespeople  who 
really  seem  to  do  their  very 
best  to  please  folks. 


I’d  deal  there  because  I 
like  this  family  spirit — this 
spirit  of  civility  and  earnest¬ 
ness  and  good  nature. 


I’d  deal  there  because  I 
know  the  firm  and  the  man¬ 
agement,  and  I  know  that 
absolute  fidelity  to  the  peo¬ 
ple  is  their  aim  at  every  busi¬ 
ness  turn. 

I'm  an  in  and  out  Lehman 
enthusiast  because  I  know 
the  ins  and  outs  of  the  Leh¬ 
man  business. 

L.  LEHMAN  &  CO. 


To  take  such  pains  with  the  ad¬ 
vertisements  therefore,  particu¬ 
larly  their  display,  so  that  people 
will  gradually  fall  into  the  habit  of 
reading  them  whenever  they  see 


them,  is  the  great  object  which 

every  advertiser  ought  to  keep 
before  him. 

*  *  * 

Please  send  in  more  matter  for 
criticism. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


At  Last  We  Know  What 
Mincemeat  Is. 

A  decision  tentatively  arrived 
at  by  the  Pure  Food  Board  in  the 
matter  of  labeling  of  mincemeat 
was  sent  out  during  the  week  tc 
the  State  Food  Commissioners 
asking  for  suggestions.  The  draft 
is  as  follows : — 


After  due  consideration  of  all 
evidence  the  Board,  while  realizing 
the  difficulty  of  fixing  an  arbitrary 
standard  or  definition  for  such  a 
product  as  mincemeat,  is  of  the 
opinion  that  the  evidence  shows 
conclusively  that  the  standard  rec-< 
ommended  by  the  Association  of 
Official  Agricultural  Chemists  and 
adopted  by  the  Association  of  State 
and  National  Food  and  Dairy  De¬ 
partments  in  August,  1908,  is  a  fair 
and  reasonable  one  and  in  accord¬ 
ance  with  the  facte,  such  as  will 
guarantee  to  the  consumer  a  prod¬ 
uct  of  good  quality  and  substantial 
value.  This  definition  is  as  fol¬ 
lows: — 

“Mince,  mincemeat  is  a  mixture  * 
of  not  less  than  10  per  cent,  of 
cooked,  comminuted  meat,  with 
chopped  suet,  apple  and  other  fruit, 
salt  and  spices,  and  with  sugar, 
syrup  or  molasses  and  with  or 
without  vinegar,  fresh,  concen-“ 
trated,  or  fermented  fruit  juices  or 
spirituous  liquors.” 

The  question  of  the  use  of  glu¬ 
cose  and  starch  in  mincemeat  has 
been  considered  and  the  Board  is 
of  the  opinion  that  these  are  not 
normally  ingredients  of  mincemeat, 
and,  therefore,  their  presence 
should  be  plainly  indicated  on  the 
label. 


SHOW  THESE  ONCE! 


Bouillon 

Capsules 


If  you’re  never 
sold  these  Bouillon 
Capsules,  you  have 
no  idea  of  the  trade 
waiting  for  them. 
Make  delicious  and 
nutritious  bouillon, 
beef  tea  or  ?oup. 
Packed  10  in  a  box; 
ready  for  instant  use 
with  hot  water. 


Sole  Manufacturers 

ROYAL  SPECIALTY  CO. 

92  Reade  St.  NEW  YORK 
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Practical  Questions  of  Store 
Management 

Conducted  by  HENRY  JOHNSON,  Jr. 

This  department  is  conducted  by  a  man  who  has  run  a  successful  retail 
erocerv  store  for  years  and  who  ha*  also  had  much  experience  with  larger 
enterprises  which  Involved  the  selling  of  merchandise  to  retailers  He  is, 
therefore,  informed  upon  both  sides  of  the  general  questions  of  store 
management  and  will  discuss  those  questions  from  week  to  week.  The 
central  thought  of  his  articles  will  be  “  getting  the  best  service  and  the  most 
money  out  of  a  retail  store.”  Subscribers  are  invited  to  submit  queries  on 
any  and  all  subjects  within  the  scope  of  the  department. 


Your  Neglected  Selling  Power. 


dead  of  Complaining  that  You  do  Not  Get  Paid  for  Your  Work,  be  Sure 
You  Do  the  Work— the  Pay  Will  Take  Care  of  Itself. 


Nobody  who  knows  anything 
Dut  it  will  say  that  the  life  of 
;  retailer  is  easy.  Most  will 
r  the  retailer  works  hard— 
iich  is  true.  But  so  does  the 
in  who  swings  a  pick.  The 
inging  of  a  pick  the  whole  day 
-ough  is  harder  than  any  work 
:  do;  yet  it  is  well  known  that 

who  does  the  swinging  is  at 
;  bottom  of  the  ladder  so  far  as 
y  goes.  From  which  we  can 
imediately  deduce  the  conclu- 
m  that  it  is  not  enough  that  we 
3rk  hard;  it  is  necessary  that 
j  work  intelligently.  This 
eans  that  we  work  our  brains 
ore  and  our  muscle  less. 

*  *  * 

You  are  asked  whether  a  cer- 
in  item  is  not  profitable.  You 
iswer:  “It  would  be  if  it  would 
11,  but  it  does  not  sell.”  The 
:xt  question  is:  “Why  don’t  you 
11  it?”  And  your  answer  is:  “I 
ive  no  time  to  waste  talking  up 
iy  line  of  goods — they  must  sell 
;  themselves  aqd  then  they  are 
rofitable.”  This  is  a  free  coun- 
y.  If  you  are  willing  to  let  the 
iaker  do  all  the  work  and  pay 
ou  16^  per  cent,  as  your  com- 
lission  for  doing  it,  you  are 
elcome — and  you  will  have 
lenty  of  company  until  retailers 
lore  generally  shake  off  their 
Dmnolence.  I  prefer  to  do  the 
rork  myself,  and  I  get  well  paid 
>r  it. 

You  generally  argue  that  you 
andle  2,000  items,  every  one  of 
rhich  must  be  kept  in  stock,  kept 
l  condition,  turned  over  and 
ared  for;  hence  that  you  have 
no  time”  to  devote  to  any  spe 
al  item  or  items.  This  reminds 
tie  of  the  fable  of  the  clock.  It 
topped,  and  there  was  commo- 
ion  among  the  parts  to  find  the 


trouble.  The  pendulum  was  the 
culprit  and,  when  asked  about  it, 
he  said  that  he  was  not  going  to 
keep  up  this  grind  any  longer. 
“Here  I  go,”  he  said,  “ticking 
backward  and  forward,  four  times 
a  second;  240  times  a  minirte 
14,400  times  an  hour ;  325,600 
times  a  day;  10,368,000  times  a 
month;  124,416,000  a  year — and 
believe  me,  there  is  nothing  in  it.” 
“But,”  said  the  hands,  “you  have 
the  whole  year  in  which  to  do  it 
you  don’t  have  to  do  it  all  at 
once.”  The  pendulum  had  never 
thought  of  it  that  way ;  had  never 
really  stopped  to  reason  it  out  at 
all.  This  thought  appealed  to 
him  as  sound,  he  started  again 
and  has  been  working  on  that 
schedule  ever  since ;  does  what  he 
thought  he  “could  not”  do — what 
he  had  imagined  he  “had  no  time” 
to  do. 

Do  I  need  to  paint  a  picture  for 
further  illustration? 

*  *  * 

The  merchant  who  would  make 
money  out  of  his  business  must 
work  his  brain,  and  work  it  in 
tensively,  accurately,  logically 
also  joyfully,  or  he  will  miss  it 
and  then  wonder  why  he  does  not 
succeed. 

There  are  2,000  items  in  your 
stock.  At  this  writing  there  arc 
probably  500  of  those  on  which 
you  can  daily  realize  a  living, 
even  profitable,  margin.  Take 
five  of  those — that  is  I  per  cent., 
so  should  not  burden  your  think 
tank  too  heavily  to  start  with. 
Clear  away  all  the  miscellaneous 
rubbish  with  which  your  counters 
and  show  cases  are  presently 
cluttered  under  the  impression 
that  you  are  “displaying  goods” 
and  make  a  good,  big,  clean,  im¬ 
pressive  display  of  those  five 


items.  Have  nothing  else  promi¬ 
nent.  Dress  your  windows,  your 
counters,  your  prominent  shelves 
and  show  cases  with  these  five 
alone.  Mark  them  in  plain  fig¬ 
ures,  with  short  descriptions  and 
suggestive  points;  use  regular 
prices,  not  cut  prices.  Call  your 
clerks  around  you  and  instruct 
them  to  sell  those  items. 

Keep  those  items  on  sale  and 
display  for  three  days.  Then 
Dack  them  back  in  stock,  but  not 
too  far  back — they  are  of  the  class 
you  want  to  continue  to  push. 
Take  another  five  and  proceed  as 
Defore. 

You  will  soon  get  through  the 
500;  you  will  improve  the  500  as 
you  handle  them;  you  will  grad¬ 
ually  learn  yourself — and  then 
you  can  effectively  teach  others — 
DOW  to  really  sell  things ;  and  the 
best  of  it  is  that  the  remaining 
1,500  items  will  be  steadily  im¬ 


proved  in  margin  production  until 
you  reach  the  point  where  you  are 
making  money  on  your  entire 

stock. 

Work  less  with  your  hands  and 
more  with  your  brain.  It  pays. 


FLEISCHMANN'S 

COMPRESSED  YEAST 

HAS  NO  EQUAL 


"How’s  That  tor 

a  Minute’s  Work?” 

What  woman  could  fail  to  get  a  great 
deal  of  satisfaction  from  her  ability  to  make 
a  delicious  dessert  in  a  minute  ? 

It  is  done  with 


There  are  other  preparations  of  the  jelly  powder 
order,  but  they  are  not  Jell-O,  and  no  woman  will  ever 
tolerate  the  other  kind  after  once  using  Jell-O. 

Nothing  else  is  quite  so  easy  to  make  up  or  so 
delicious  when  made  up. 

Seven  Jell-O  flavors :  Strawberry,  Raspberry,  Lemon,  Orange, 
Cherry,  Peach,  Chocolate. 

THE  GENESEE  PURE  FOOD  CO., 

Le  Roy,  N.  Y.,  and  Bridgeburg,  Can. 

The  name  Jeix-0  Is  on  every  paclcaffe  in  bie  red  letters.  If  it  isn't  there,  it  isn't  Tell-C 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT" 


16 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


CXXXI. — What  Going  Bail  Means  to  a  Business  Man. 


There  is  scarcely  a  business 
man  who  is  not  occasionally  asked 
to  go  bail  for  somebody.  In  fact 
substantial  business  men  are  the 
class  who  are  almost  always  gone 
after  to  serve  as  bail,  inasmuch  as 
there  is  usually  no  doubt  about 
their  financial  responsibility. 
Therefore  something  here  as  to 
the  legal  obligations  which  a  busi¬ 
ness  man  takes  on  himself  when 
he  signs  a  bail  bond  for  another 
person. 

Unless  circumstances  practi¬ 
cally  compel  him,  it  is  always 
more  or  less  foolish  and  risky  for 
an  active  business  man  to  go  bail 
for  another.  If  he  is  a  member  of 
a  partnership  he  is  doing  his  part¬ 
ners  a  positive  injustice  when  he 
does  it,  for  if  necessary  his  inter¬ 
est  in  the  firm  can  be  levied  on  and 
sold.  That  is  why  so  many  part¬ 
nership  agreements  to-day  con¬ 
tain  a  provision  that  no  member 
of  the  concern  shall  sign  any  bail 
bonds.  I  strongly  recommend 
this  as  a  good  thing  to  do,  for  I 
have  seen  the  failure  to  do  it 
wreck  small  partnerships  and  seri¬ 
ously  embarrass  others. 

The  giving  of  the  kind  of  bail 
which  I  shall  discuss  in  this  arti¬ 
cle  is  confined  to  criminal  cases, 
where  men  are  brought  before  a 
magistrate,  alderman,  or  justice 
of  the  peace  and  charged  with 
some  crime  or  misdemeanor.  In 
almost  all  such  cases  the  defend¬ 
ant  will  be  compelled  to  give  bail 
for  court,  which  at  once  sets  him 
or  his  friends  on  a  hunt  for  some 
responsibe  person  who  can  fur¬ 
nish  the  bail.  As  is  generally 
known,  if  no  bail  is  furnished,  the 
defendant  will  go  to  jail. 

Persons  who  consent  to  go  bail 
for  another  are  usually  asked  as 
to  their  property  by  the  justice  or 
whatever  official  is  hearing  the 
case.  This  is  called  justifying. 
Answers  to  these  questions  are 


given  under  oath,  and  false 
answers  amount  under  the  law  to 
perjury. 

The  difficulty  with  going  bai 
for  another  is  that  you  cannot 
legally  take  any  security,  at  least, 
not  from  the  defendant.  For  in¬ 
stance,  not  long  ago  a  wholesale 
dealer,  a  client  of  mine,  was  asked 
by  a  relative  to  go  bail  for  a 
young  friend  who  had  gotten  in 
some  trouble  over  an  alleged 
fraud  he  had  practiced  upon  a  per¬ 
son  who  had  loaned  him  money. 
The  proposition  was  that  the  de¬ 
fendant  should  make  over  to  my 
client  certain  real  estate  which 
was  to  be  held  as  security.  In 
case  the  defendant  should  jump 
his  bail  and  my  client  should  have 
to  pay  the  amount  of  the  bond, 
he  would  have  enough  security  in 
hand  to  cover  him. 

He  asked  advice  on  tlje  subject, 
and  was  advised  not  to  accept. 
The  law  is  clear  that  such  an 
agreement  as  that  to  indemnify 
the  bail,  or  secure  him,  could  not 
be  enforced,  and  if  it  was  discov¬ 
ered  he  could  not  legally  act  as 
bail  at  all.  The  principle  here  is 
that  the  giving  of  bail  is  not  for 
the  purpose  of  securing  a  sum  of 
money  but  for  the  purpose  of  in¬ 
suring  the  presence  of  the  defend¬ 
ant,  and  if  the  defendant  has  put 
the  bail  in  a  position  where  he 
doesn’t  care  whether  the  defend¬ 
ant  jumps  his  bail  or  not,  the 
chance  is  that  the  bail  may  be 
jumped. 

The  conditions  which  are  writ¬ 
ten  into  a  bail  bond  are  that  i,  the 
defendant  shall  appear  when 
wanted  and  stand  trial;  that  he 
shall  2,  abide  the  judgment  of 
the  court,  and  that  3,  he  shall  not 
depart  without  leave  of  court.  If 
the  man  for  whom  you  have  gone 
bail  faithfully  does  all  these 
things,  then  you  are  released  from 
your  bond.  If  he  even  violates 
one  of  them,  you  are  liable,  and 


may  have  to  pay  the  full  amount 
of  the  bond. 

There  are  two  ways  of  giving 
bail,  and  there  is  a  very  vital  dif¬ 
ference  between  them.  One  is 
usually  called  a  recognizance,  anc 
the  other  is  an  ordinary  bail  bond. 
A  recognizance  is  given  in  open 
court,  and  becomes  a  part  of  the 
record  of  the  case,  which  creates 
a  lien  against  all  of  the  surety’s 
real  estate.  Until  that  case  is  de¬ 
cided  he  practically  has  a  judg¬ 
ment  against  him  on  record,  anc 
even  though  he  sells  his  real 
estate  or  dies,  it  passes  to  his 
buyer  or  bis  heirs  bound  by  that 
lien. 

The  ordinary  bail  bond,  how¬ 
ever,  which  is  the  proceeding 
mostly  used,  carries  no  such 
weight.  The  bail  merely  signs 
it,  and  if  for  any  reason  he  be¬ 
comes  liable  on  it,  suit  must  be 
brought  against  him  and  judg¬ 
ment  given  before  his  real  estate 
is  subject  to  a  lien. 

If,  as  stated,  the  defendant  vio¬ 
lates  the  requirements  at  any  one 
of  the  several  points,  the  court 
will  declare  the  bail  forfeited  and 
call  on  the  surety  to  pay  it.  This 
is  where  the  hardship  comes  in, 
and  sometimes  the  hardship 
amounts  to  disaster.  A  case  re¬ 
cently  transpired  in  one  of  the  in¬ 
terior  counties  of  Pennsylvania  in 
which  a  retail  grocer  went  bail 
for  a  former  clerk  who  was 
charged  with  larceny.  The  clerk 
and  the  grocer  had  been  warm 
riends  when  they  were  employer 
and  employed,  the  clerk  suddenly 
found  himself  in  a  tight  place, 
and  when  he  appealed  to  the  gro¬ 
cer  to  go  bail  for  him  the  latter 
hadn’t  the  heart  to  refuse. 

Bail  was  fixed  at  $1,000.  The 
only  real  estate  owned  by  the  gro¬ 
cer  was  liis  home,  in  which  he 
had  a  possible  equity  of  $2,000. 
This  represented  the  savings  of 
many  years. 


The  clerk  absconded  and  the 
grocer  was  called  on  to  make 
good  the  bail.  He  had  no  defense, 
and  though  the  court  admitted  it 
was  a  hard  case,  they  entered 
judgment  against  him  and  his1 
home  was  sold.  The  equity ! 
shrunk  under  forced  sale,  and  the; 
poor  little  grocer  found  that  his  I 
kindness  to  his  former  clerk  had 
stripped  him  of  everything  he  had 
put  away.  The  point  I  make  is 
that  any  man  who  goes  bail  for 
another  may  find  himself  in  much 
the  same  condition  at  any  time.  1 

I  think  I  should  say,  in  conclu¬ 
sion,  that  any  man  who  has  gone 
bail  for  another  can  rearrest  the 
defendant  at  any  time,  with  or 
without  a  reason,  and  turn  him 
over  to  the  court.  In  this  way  he 
gets  rid  of  his  obligation  under 
the  bail  bond.  The  law  holds  that 
a  man  who  goes  bail  is  practically 
the  defendant’s  jailor,  and  can  ar¬ 
rest  him  without  a  warrant  even 
if  he  has  no  better  reason  than 
wanting  to  get  rid  of  his  bond. 

( Copyright ,  December,  1911,  by 
Elton  J.  Buckley.) 

Question :  M.  J.  Haile  &  Bros.^f 
Shamokin,  Pa. — On  Monday  of 
last  week  we  sold  a  bottle  of 
ketchup  to  a  customer  and  when 
same  was  opened  its  contents 
flew  all  over  the  man  and  he 
claims  ruined,  his  good  suit  of 
clothes,  and  he  now  asks  us  to, 
pay  for  same  or  he  will  enter  suit. 
Are  we  liable  and  responsible  for 
the  damage  done?  The  ketchup 
we  bought  from  our  regular  job¬ 
ber. 

Answer. — I  assume  for  the  pur¬ 
pose  of  argument  that  the  manu¬ 
facturer  of  this  ketchup  was  re¬ 
sponsible  for  its  fermentation  and 
explosion.  As  a  matter  of  fact,  he 
may  have  been  or  he  may  not 
have  been.  If  the  ketchup  was 
improperly  sterilized  when  bot¬ 
tled,  it  is  the  manufacturer’s  fault, 
and  any  harm  that  it  does  is 
chargeable  to  him.  On  the  con¬ 
trary.  however,  the  ketchup  may 
lave  been  all  right  when  packed, 
Jut  was  subjected  to  influences 
and  conditions  after  leaving  the 
factory  which  caused  it  to  ex¬ 
plode.  If  this  was  so,  the  harm 
is  chargeable  to  the  person  in 
whose  hands  it  came  under  the 
influences  which  caused  its  un¬ 
doing. 

I  merely  mention  this  to  show 
the  difficulty  of  fastening  a  thing 
ike  this  upon  the  proper  party. 
Partly  because  of  its  difficulty, 
the  law  says  "that  a  person  in¬ 
jured  need  not  make  the  effort, 
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can  bring  his  suit  against  the 
son  who  sold  to  him,  which 
this  case  is  you.  Your  ig- 
ance  of  the  condition  of 
ketchup  would  not  excuse 
i ;  in  fact,  practically  the  only 
ense  you  could  make  would  be 
t  the  ketchup  didn’t  spoil  until 
eft.  your  hands,  which  almost 
tainly  you  couldn’t  prove. 

,o  that  without  doubt  your 
tomer  has  an  action  against 
i,  if  his  facts  are  clear.  Offer- 
to  pay  for  the  cleaning  of  his 
;  will  probably  be  the  cheapest 
y  out  of  it. 

'or  all  the  damages  you  are 
ipelled  to  pay,  you  can  come 
k  on  your  jobber,  but  you  will 
■e  a  hard  case  to  prove,  for  the 
tie  went  through  both  the  job¬ 
’s  and  the  retailer’s  hands 
led  and  there  is  no  evidence 
atever  where  it  went  bad. 
vertheless  I  should  make  claim 
the  man  I  bought  from,  and  let 
1  in  turn  make  claim  on  the 
nufacturer,  if  he  bought  from 

i. 

Tote. — Requests  for  informa- 
i  in  this  Department  should 
;ely  set  out  in  full  all  the  facts 
ring  on  the  case,  and  all  ques- 
is  should  be  carefully  framed 
avoid  misconstruction.  Write 
one  side  of  the  sheet  only, 
hers  should  be  received  at  this 
ce  not  later  than  Tuesday  of! 
h  week  to  ensure  an  answer 
the  Monday’s  issue  following, 
e  signature  and  address  of  the 
her  must  accompany  all  in- 
ries,  and  will  be  published  un- 
;  there  is  a  request  not  to  do 
All  inquiries  received  will  be 
iwered  without  charge.  Ad- 
ss  all  communications  to  Legal  j 
itor  “Grocery  World  and  Gen- 
1  Merchant.” 


AMONG  THE  TRADE. 

rhere  is  some  chance  that  the 
nnsylvania  Sugar  Refinery,  at 
ackamaxon  street  wharf,  may 
rt  in  to  do  business  in  about 
ee  months. 


UAPLEINE 

"The  Flavor de  Luxe” 

Fulfils  All  Pledges 
of  Quality 

Delicious  Flavor 

AND 

Maintained  Selling 
Price 

Order  from  your  jobber  or 

Frank  A.  Smith  Company 
105  South  Front  Street 
Philadelphia,  Pa. 

CrMoaat  Mfg.  Co 
•  CATTLE,  WASH. 


SKIPPER  SARDINES 

A  GOOD  THING 

SKIPPER  SARDINES  are  the  fineat  Norwegian 
Sardines  that  come  to  this  country,  from  a  land 
that  packs  the  finest  Sardines  in  the  world.  Ten¬ 
der,  spicy  little  fish  in  pure  olive  oil  or  tomato 
sauce.  Your  customers  are  sure  to  like  them. 

There  has  never  been  a  Sardine  success  like 
SKIPPER  SARDINES;  why?  First,  because 
of  quality,  of  course,  but  second,  because  we 
guarantee  both  the  sale  and  your  profit. 

Ansus  Wat  son  <$s  Co. 

■ol«  p*op*iETo*a  “Skipper”  Sordines . 

ion  Chestnut  Street,  Philadelphia,  F*a. 

■ruck  of  Aipu  Watioa  St  C*.,  NawcaJtla-upon-Tyna,  England 


D'ye  Want  To  Buy  Tea? 

If  you  do,  or  when  you  do,  decide  whether  you  mightn’t 
do  better  by  buying  direct  of  first  hands  instead  of  from  a 
jobber.  Not  only  are  we  first  hands,  but  we  sell  you  direct  by 
mail,  without  the  salesmen  whose  salaries  you  would  have  to 
pay  if  we  used  them. 

If  you  think  these  two  factors  have  no  effect  on  the  price 
of  tea,  just  ask  us  for  prices.  Send  us  some  of  your  regular 
stock,  if  you  like,  and  let  us  match  it  and  quote  you. 


DURYEE  &  BARWISE 


ROASTERS  AND  PACKERS  TEAS  AND  COFFEES 

89  Front  Street  :  New  York 


-ESTABLISHED  1897- 


Mr.  Grocer,  we  have  told  you  in  our  ad¬ 
vertising  about  Heinz  Mince  Meat. 

We  told  you  that  it  is  made  of  the  finest 
fruits,  meats  and  spices  money  can  buy. 

You  are  telling  your  customers  about  it— 
because  you  know  what  Heinz  Quality  is. 

But  have  you  ever  told  yourself  about  it— 
have  you  ever  taken  it  home  and  let  your  family 
enjoy  it,  baked  in  a  big,  brown,  luscious,  appetiz¬ 
ing  pie  ? 

If  you  haven’t,  Mr.  Grocer,  you  are  missing 
a  rare  treat  ! 

Try  it  and  find  out  and  then  tell  your  custom¬ 
ers  about  it. 

H.  J.  Heinz  Company 


Holiday 

Trade 

The  Grocery  Store 
which  is  decorated  in  a 
seasonable  fashion,  which 
is  brilliantly  lighted — in- 
t  e  r  i  o  r  and  e  x  t  e  r  i  o  r — 
which  means  Electrically 
lighted,  will  secure  far 
more  than  the  average 
share  of  the  holiday  trade. 

Electric  Decorative 
Lighting  Outfits,  used  in 
conjunction  with  greens, 
garlands,  wreaths,  etc., 
are  exceedingly  effective. 
Make  your  arrangements 
now.  Write  or  phone  to 

The  Philadelphia 
Electric  Company 

TENTH  AND  CHESTNUT  STS. 


NOTICE  ! 

If  you  do  not  already 
use  a 

Dreyer 
Auto¬ 
matic 
Banana 
Rack 

write  at 
once, 
as  we 
have 
some¬ 
thing 
special 
to  offer 
you. 

This  offer  ends  January  /,  1912 

H.  G.  DREYER  &  SON 

2256  West  95th  Street 
CLEVELAND,  OHIO 
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THE 

STROLLER’S 

COLUMN 


New  York,  Nov.  28,  1911. 
Editor  “Grocery  World  and  Gen¬ 
eral  Merchant.” 

Dear  Sir: — As  chairwoman  of  the 
Sanitary  Investigating  Committee 
of  the  Women’s  Health  Society 
my  attention  has  been  called  to  a 
somewhat  insulting  article  in  your 
paper  of  November  27th,  signed 
“The  Stroller,”  in  which  some  un¬ 
informed  person  discusses  the  work 
of  this  organization  along  sanitary 
lines.  The  newspapers  of  New 
York  City  recently  announced  our 
intention,  through  various  com¬ 
mittees,  to  endeavor  to  educate 
grocers  and  delicatessen  dealers  in 
keeping  their  stores  in  a  more 
cleanly  and  sanitary  condition,  and 
if  our  efforts  with  a  given  grocer 
were  unsuccessful,  to  visit  the  cen¬ 
sure  of  our  organization,  and  its 
influence,  upon  such  stores  as  we 
decided  were  not  kept  in  a  proper 
condition.  Your  contributor  is 
pleased  to  satirize  this  most  ex¬ 
cellent  movement  for  reasons 
which  must  surely  not  be  to  his 
credit,  as  I  can  see  no  sensible  ob¬ 
jection  to  grocery  stores — where 
human  food  is  sold — being  kept  in 
a  healthful  condition.  I  notice  his 
plea  that  the  health  and  sanitary 
laws  should  be  enforced  by  men; 
my  answer  is  that  men  do  not  see 
uncleanness  like  women;  women 
have  been  prominent  in  every 
health  crusade  in  the  world’s  his¬ 
tory.  I  do  not  think  it  the  part 
of  a  leading  trade  journal,  such  as 
I  am  told  yours  is,  to  publish  such 
matter  about  a  thoroughly  praise¬ 
worthy  movement. 

Be  assured  that  the  better  class 
of  grocers  do  not  look  at  our  “in¬ 
terference,”  as  your  contributor 
terms  it,  in  the  same  way  that  he 
does.  We  have  been  welcomed 
into  their  stores  by  many  grocers. 
Of  course  there  is  another  class  of 
grocers  who  resent  the  appearance 
of  our  committees  in  their  stores, 
but  they  are  not  the  worthy  ones. 
In  the  latter  class  of  stores  we  have 
seen  sights  which  convince  us  be¬ 
yond  a  question  of  doubt  that  our 
cause  is  just.  In  a  store  visited  by 
myself  yesterday  on  the  Bronx,  I 
saw  an  open  box  of  dried  fruit 
covered  with  a  thick  layer  of  germ¬ 
laden  dust  and  dirt.  The  grocer 
was  insolent  when  the  danger  of 
his  practice  was  shown  to  him.  In 
another  store  one  of  our  district 
visitors  actually  saw  a  dead  kitten 
that  had  been  drowned  in  a  barrel 
half  filled  with  mackerel  and  brine. 
Can  anything  more  eloquently 
preach  the  need  of  the  constant 
supervision  of  the  conditions  under 
which  the  public  food  is  sold? 

I  regret  to  be  obliged  to  tres¬ 
pass  in  this  way  upon  your  time, 
but  where  ignorant  persons  who 
know  nothing  of  their  subject  thus 
misrepresent  such  a  sorely-needed 
reform,  it  behooves  its  friends  to 
come  to  its  rescue. 

T  am.  Very  faithfully  yours, 
Margaret  R.  Kf.vs. 


Ouch ! 

With  the  mean  chuckle  of  a 
born  pole  cat,  the  editor  mails  this 
slap  to  me,  and  leaves  me  alone  in 
the  dark  to  answer  it. 

Ain’t  that  some  punch,  though  ? 
Well,  as  I  was  saying,  neverthe¬ 
less —  however — notwithstanding, 
and  then  some.  Wait  a  minute, 
will  you?  I’ve  got  to  put  some 
witch  hazel,  or  something,  on  this 
sting — I  find  it’s  worse  than  I 
thought. 

Now,  Mrs.  Margaret  R.  Keys, 
listen  here  to  your  old  uncle,  who 
loves  you  even  after  wliat  you’ve 
said  about  him.  If  you  and  the 
other  females  that  belong  to  your 
club  would  be  nice  about  this 
thing  nobody  would  find  fault 
with  your  going  about  among  the 
stores.  I’m  sure  I  wouldn’t,  if 
you  didn’t  come  to  mine.  But  the 
trouble  is  you  won’t  be  nice.  I 
don’t  mean  you,  personally,  but 
some  of  the  women  you’re  got 
going  around  will  simply  push 
themselves  in  and  be  disagreeable. 
You  know  that  better  than  I  do — 
you’ve  worked  with  that  kind  of 
women,  and  you  know  that 
there’s  always  a  bunch  of  ’em  in 
every  club  that  goes  out  to  tend 
to  other  people’s  business. 

I  wasn’t  talking  through  my 
hat — I’ve  seen  these  women  work. 
I’ve  been  in  grocery  stores  when 
they  came  in,  and  I’ve  seen  ’em 
put  their  oars  in  in  ways  that 
made  everybody  simply  die  to 
poke  ’em  one. 

I  admit  all  of  ’em  ain’t  like  that, 
but  more  are  than  ain’t. 

As  to  your  idea  of  reforming  a 
man  who  keeps  a  dirty  store,  be¬ 
lieve  me,  there’s  nothing  to  it. 
You  can’t  reform  him  any  more 
than  you  can  turn  a  black  cat 
white.  If  lie’s  born  dirty,  he’ll 
stay  dirty.  You  can  show  him 
the  dust  on  his  prunes  forty  times 
over — he  may  wipe  it  oft  while 
you’re  there,  but  when  you  go 
he’ll  forget  all  about  it.  Take  this 


from  me — the  dirty  grocer  don’t 
know  how  to  be  clean,  and  you, 
Mrs.  Margaret  R.  Keys,  can’t 
show  him  in  a  month  of  Sundays. 

Now  about  the  kitten.  Myself, 
I’d  rather  not  have  my  mackerel 
adulterated  with  kitten,  but  how 
was  the  grocer  to  blame  for  that? 
The  poor  little  cat  probably  heard 
your  committee  was  coming  and 
drowned  itself  in  the  first  thing  it 
could  find. 

The  Stroller. 
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freight,  the  cost  of  the  sacks  and 
the  duties,  send  up  the  cost  to  80 
cents  or  so  landed  at  the  New 
York  docks. 

The  importations  and  ship¬ 
ments  from  W estern  States  may 
keep  the  upward  movement  in 
prices  from  going  as  high  as  some 
of  the  dealers  have  been  predict¬ 
ing.  At  present  the  retailers  must 
get  about  $1.15  to  $1.25  a  bushel 
in  order  to  have  any  margin  over 
wholesale  prices  on  the  best  Long 
Island  potatoes. 

*  *  * 

Recent  remarks  of  Herman 
Sielcken,  the  “coffee  king,”  have 
aroused  discussion  as  to  retailers’ 
profits  as  well  as  some  other 
topics.  Herbert  Heroy,  of  Tren¬ 
ton,  N.  J.,  resents  remarks  indi¬ 
cating  that  the  retailers  have  been 
making  excessive  profits  and 
gives  his  observations  in  one  of 
the  papers,  saying: — 

Having  read  Mr.  Sielcken’s 
speech  on  coffee  and  his  reference 
to  the  retailers’  profits,  would  say 
that  if  Mr.  Sielcken  had  given 
as  much  attention  to  the  retailers’ 
profits  as  he  has  to  defending  his 
connection  with  the  coffee  market 
he  would  be  of  a  different  opinion 
as  to  the  retailers’  profits. 

I  have  been  connected  with  the 
retail  tea  and  coffee  business  for 
twenty  odd  years,  or  from  1886, 
and  can  positively  state  that  at 
any  time  during  those  years  the 
consumer  could  buy  a  pound  of  . 
good  tea  or  coffee  retail  at  a  profit 
ranging  from  3  cents  to  5  cents 
above  the  cost  to  the  retailer.  Dur¬ 


ing  the  greater  part  of  these  years 
a  good  sweet  Brazil  coffee  could 
be  bought  at  from  15  cents  to  20 
cents  a  pound  retail,  which  did  not  ■  , 
show  the  retailer  more  than  5  cents 
a  pound  profit.  The  places  were 
not  limited,  but  numerous,  where* 
a  consumer  in  any  city  could  buy* 
coffee  at  these  prices,  so  that  Mr.-j 
Sielcken’s  reference  to  the  retail- a 
ers’  large  profit  and  the  retailers’! 
complaint  of  the  present  high  cost'i 
of  coffee  is  not  founded  on  fact. 

It  is  true  that  a  few  packers* 
and  roasters  of  the  extensively  ad-  * 
vertised  brands  of  coffee  sold  Brazil  j 
coffee  at  a  handsome  profit,  but! 
this  cannot  be  held  against  the! 
roasters  or  packers,  for  the  reason! 
that  it  was  the  consumer's  choice  m 
to  buy  this  coffee  and  pay  a  fancy  1 
profit.  If  the  consumer  wished  1 
to  economize  and  use  good  busi-  1 
ness  judgment,  he  or  she  could  J 
have  found  an  equally  good  coffee 
sold  in  any  city  by  several  re-  f 
tailers  at  a  very  close  margin  of  • 
profit.  I  don’t  think  Mr.  Siel-  j 
cken  or  anybody  else  can  find  a 
retailer  who  bought  a  stock  of  cof-  1 
fee  and  within  a  few  days  put  the  j 
price  up,  as  was  done  in  New  ■ 
York,  20  per  cent,  by  the  jobbers.  3 
From  personal  knowledge  I  j 
know  that  the  retailers  have  sold  J 
their  stock  based  on  the  lowest  A 
cost  and  were  adverse  to  raising  j 
the  price  to  the  consumer,  there-  I 
fore  Mr.  Sielcken’s  attempt  to  put  1 
the  blame  on  the  retailer  is  not  ] 
founded  on  any  good  principle  of  1 
fact.  That  the  advance  in  the  cost  j 
of  coffee  has  hurt  the  consumption 
is  also  a  fact.  People  who  bought  A 
coffee  freely  at  15,  18  and  20  cents  '1 
a  pound  retail  are  not  buying  it  to-  4 
day  at  25  cents,  and  as  Brazil  cof-  J 
fee  was  sold  at  these  prices  it  is 
a  certainty  that  the  consumption  1 
has  fallen  off  equal  to  the  re-  3 
ported  shortage  in  crop,  notwith-  1 
standing  that  warehouse  deliveries  | 
may  show  the  usual  or  even  large  I 
withdrawals. 

*  *  * 

E.  T.  Bedford,  the  president  of 
the  Corn  Products  Refining  Co., 
has  resigned  in  the  last  week  as  a 
director  in  the  Standard  Oil  Co. 
and  has  also  resigned  from  the  di¬ 
rectorates  of  other  oil  companies. 
He  is  to  give  all  of  his  attention 
to  the  management  of  the  Corn 
Products  Co.,  which  is  moving 
from  No.  26  Broadway  to  a  sky¬ 
scraper  close  to  the  battery.  No. 
26  Broadway  is  the  famous  Stand¬ 
ard  Oil  Building.  Since  the 
courts  ordered  the  dissolution  of 
the  trust  the  various  subordinate 
companies  have  been  giving  up 
their  quarters.  Mr.  Bedford  has 
stated  that  the  Corn  Products  Co. 
has  always  been  entirely  inde¬ 
pendent  of  Standard  Oil  control. 

It  is  said  that  the  “old  guard” 
in  the  big  oil  company  are  all  to 
retire  and  turn  over  the  manage¬ 
ment  to  younger  hands. 

*  *  * 

The  Corn  Products  Co.  is  to  ap¬ 
peal  from  a  recent  decision  of  the 
Pure  Food  Board  holding  that 
neither  cornstarch  nor  corn  syrup 
are  normal  ingredients  of  mince- 

(Continued  on  pagf  at") 
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THE  GROCERY  MARKETS 


Tea. 

he  tea  market  remains  un- 
nged  for  the  week,  the  atten- 
:  of  the  trade  being  concen- 
ed  elsewhere.  There  is  a 
alar  every  day  demand  at 
es  that  show  no  materia! 
nge  anywhere. 

Coffee. 

he  coffee  market  shows  no 
nge  for  the  week,  the  market 
all  grades  of  Rio  and  Santos 
ig  dull  and  nominally  steady 
unchanged.  At  the  moment, 
-•ever,  the  feeling  seems  a  little 
,  as  neither  large  nor  small 
ers  are  taking  any  interest  in 
market,  and  this  attitude,  if 
r  continued,  is  sure  to  affect 
les.  Mild  coffees  are  un- 
nged  and  dull.  Java  and 
:ha  quiet  and  steady. 

Sugar. 

he  sugar  market  shows  a  fur- 
•  decline  of  io  points  for  the 
k.  From  present  appearances 
next  change  will  be  another 
ine,  though  it  may  not  come 
a  few  days  yet.  Raw  sugar  is 
hanged  and  quiet. 

Syrup  and  Molasses. 

lucose  is  unchanged  for  the 
k.  Compound  syrup  in  moder- 
demand  at  unchanged  prices, 
ar  syrup  unchanged  and  dull, 
asses  steady  to  firm  for  good 
les ;  demand  light. 

Butter. 

he  receipts  of  butter  of  all 
les  continue  to  be  very  light 
the  market  is  ruling  firm  at 
:nt  per  pound  advance  over 
week.  There  has  been  a  very 
ve  consumptive  demand  that 
bsorbing  receipts  on  arrival, 
the  above  conditions  apply  to 
nearby  as  well  as  Western 
:er.  We  look  for  a  continued 
ve  market  at  unchanged  prices 
the  coming  week. 

Eggs. 

/ e  are  having  an  active  de- 
ld  for  everything  in  the  fresh 
line  and  the  market  is  firm  at 
es  ranging  about  the  same  as 
f  did  last  week.  The  quality 
oods  arriving  is  showing  some 
rovement  and  the  market  is  a 
e  better  supplied  with  high 
ie  stock.  Storage  eggs  are  also 
l  and  the  market  is  likely  to 


remain  steady  at  unchanged 
prices  for  some  time  at  least.  We 
are  not  likely  to  have  any  increase 
of  any  amount  for  about  a  month 
at  least,  after  which  we  can  look 
for  lower  prices. 

Provisions. 

There  has  only  been  a  moderate 
demand  for  smoked  meats.  The 
supply  is  short  and  the  market  is 
firm  at  about  34  cent  Per  pound 
advance  over  last  week.  The  de¬ 
mand  for  pure  lard  has  increased 
to  some  extent  and  the  supply  is 
reported  lower  than  it  has  been 
for  some  time.  As  a  result  we 
have  had  an  advance  of  from  34 
to  cent  per  pound.  Barreled 
pork  and  canned  meats  are  only 
in  moderate  demand  at  unchanged 
prices. 

Cheese. 

There  has  been  an  active  de¬ 
mand  for  everything  in  the  cheese 
line.  The  market  is  firm  on  all 
grades  at  34  cent  per  pound  ad¬ 
vance  over  last  week.  The  stocks 
are  considerably  lighter  than 
they  were  last  year  and  the  mar¬ 
ket  is  in  a  very  healthy  condition 
at  the  advance.  The  above  con¬ 
ditions  apply  to  all  grades. 

Poultry. 

The  receipts  of  turkeys  have 
been  about  normal  for  the  season 
and  the  demand  has  been  fully  up 
to  the  supply.  Stocks  are  well 
cleaned  up  and  the  market  is  firm 
at  from  i  to  2  cents  per  pound  ad¬ 
vance  over  the  early  part  of  the 
week.  The  quality  arriving  is 
fully  up  to  the  Thanksgiving 
standard.  The  future  price  for 
next  week  depends  entirely  on  the 
receipts.  We  do  not  look  for  any 
radical  change.  Chickens,  ducks 
and  geese  are  in  fair  supply,  rang¬ 
ing  in  about  the  same  as  for  the 
past  two  or  three  weeks. 

Canned  Goods. 

The  market  on  tomatoes  has 
developed  considerable  strength 
during  the  past  week  and  no  first- 
class  stock  of  No.  3  standards  is 
obtainable  under  $i  f.  o.  b.  fac¬ 
tory  in  a  large  way.  No.  2s  are 
harder  to  find  than  3s;  in  fact, 
very  few  are  still  in  packers’ 
hands  and  these  are  being  held 
almost  without  exception  firmly 
at  8234  cents.  No.  10s  are  quoted 


at  $3.25  to  $3.40.  This  is  an  un¬ 
usual  situation  at  this  season  of 
the  year,  when  trading  in  toma¬ 
toes  is  generally  very  light  and 
the  market  dull.  There  can  be 
no  question  but  what  supplies  are 
not  sufficient  to  last  until  the  new 
pack  if  anything  like  the  normal 
quantity  is  consumed.  Peas  are 
almost  entirely  out  of  first  hands 
and  are  in  a  very  strong  situation. 
Practically  no  change  in  corn  ;  the 
demand  is  good  and  market  firm. 
There  has  been  practically  no 
change  in  other  lines  of  canned 
goods,  all  markets  being  fully 
maintained. 

Dried  Fruits. 

The  dried  fruit  situation  is 
about  the  same  as  last  week.  The 
jobbers  report  good  trading  in 
prunes  at  full  prices.  Peaches 
and  apricots  are  rather  dull. 
There  has  been  an  active  demand 
for  raisins,  as  is  usual  at  this  sea¬ 
son  of  the  year,  but  no  changes 
in  the  market. 

Beans  and  Peas. 

Marrow  and  pea  beans  are  held 
at  the  same  prices  as  last  week, 
with  the  demand  equal  to  expec¬ 
tations.  California  limas  steady 
to  firm  at  about  unchanged  quo¬ 
tations.  Green  and  Scotch  peas 
are  still  high  and  scarce. 

Fish. 

The  fish  market  has  shown  no 
change  during  the  week,  as  the 
demand  has  been  for  other  things. 
Mackerel  have  remained  strong 
but  quiet.  Cod,  hake  and  had¬ 
dock  are  in  fair  demand  at  un¬ 
changed  prices.  Salmon  un¬ 
changed  and  quiet.  Domestic 
sardines  unchanged  and  dull ;  im¬ 
ported  sardines  also  quiet. 


INDIVIDUAL  MARKET  REPORTS. 

Imported  Fish  Specialties. 

Holland  Herring. — Owing  to 
stormy  weather,  the  catch  has 
been  very  poor  this  last  week. 
Lots  of  boats  have  come  back 
without  any  fish  whatever  and 
the  situation  has  hardened  very 
materially.  Prices  of  Holland 
herring  are  higher  and  it'  will  now 
depend  entirely  upon  the  outcome 
of  the  English  fisheries  what 
prices  for  Holland  herring  will  do 
for  the  balance  of  the  season. 
Just  at  this  moment  they  are 
higher.  Here,  of  course,  the  mar¬ 


ket  is  still  unchanged.  The 
weather  has  not  been  cold  enough 
to  stimulate  the  demand  for  Hol¬ 
land  herring. 

Scotch  herring  are  selling  just 
in  a  hand-to-mouth  way.  Large 
fulls  are  scarce,  practically  sold 
out  abroad  and  very  few  here. 
Prices  are  unchanged,  if  any 
slightly  in  buyer’s  favor. 

Norway  herring  are  higher,  es¬ 
pecially  the  larger  sizes,  which 
are  very  scarce  and  will  soon  be 
out  of  the  market. 

The  Sloe  herring  fishery  has 
not  started  yet,  but  is  expected  to 
start  at  any  moment. 

Irish  Mackerel. — Total  ship¬ 
ments  to  the  United  States  were 
1,910  barrels  last  week,  bringing 
the  total  shipments  to  dafe  up  to 
1 5,579  barrels  of  autumn  mack¬ 
erel. 

Imported  Oil  Sardines. — In 
France  of  course  the  fishing  is 
over.  There  is  nothing  more  to 
be  said  about  it.  The  only  thing 
that  is  to  be  had  of  French  sar¬ 
dines  are  J4  boneless,  which  are 
not  in  very  good  demand.  Of  34s 
there  is  practically  nothing  to  be 
had. 

The  French  Sprat  fishing  has 
not  started  yet  in  earnest  and 
they  are  badly  needed,  because 
sprats  are  getting  quite  scarce. 
In  Belgium  the  sprat  has  not 
made  its  appearance  as  yet,  but  it 
usually  comes  a  little  later  than  in 
France,  so  there  is  still  hope. 

In  Portugal  there' is  no  fishing 
at  the  present  time  of  small  fish, 
so  no  additions  to  stock  can  be 
expected  in  that  quarter  at  the 
present  time.  Portuguese  sar¬ 
dines  have  been  selling  and  are 
selling  splendidly.  Prices  are 
very  firm  and  well-known  brands 
well  held  and  in  very  good  de¬ 
mand. 

In  Norway  fishing  has  been 
very  poor  of  late ;  prices  are  very 
firm ;  demand  continues  very 
good. 

Strohmeyer  &  Arpe  Co. 

New  York,  N.  Y. 

Spices. 

The  market  is  fairly  active, 
with  few  changes  to  report. 
Stocks  are  reported  small  and 
trading  is  likely  to  be  rather  nar¬ 
row  until  the  first  of.  the  year. 

Pepper  quite,  steady  but  un¬ 
changed.  European  prices,  how¬ 
ever,  are  higher  and  the  tendency 
now  seems  upward.  Spot  stocks 
here  are  reported  very  scarce. 

Red  peppers  in  fair  demand  at 
unchangd  prices. 

Cloves. — Fair  demand  at  fluctu¬ 
ating  prices.  The  market  closes, 
however,  much  firmer  and  some¬ 
what  higher.  All  recent  large  ar- 
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rivals  have  gone  into  consuming 
channels. 

Pimento  (Allspice)  very  steady 
and  firm.  Foreign  markets  are 
higher  than  here. 

Nutmegs  slightly  easier,  but 
practically  unchanged.  Demand 
very  fair. 

Mace  in  excellent  demand  at 
stiffer  prices.  The  supply  here  is 
extremely  small  and  sharp  ad¬ 
vances  are  anticipated. 

Cassias. — China  grades  are  all 
higher,  owing  to  the  unsettled 
conditions  in  the  Southern  prov¬ 
inces.  Batavia  and  Saigon  prac¬ 
tically  unchanged. 

Gingers  very  active  for  arrival. 
There  has  been  some  large  trad¬ 
ing  for  spring  arrival,  1912. 

Tapiocas.— Demand  very  good. 
Prices  steady. 

Seeds,  Herbs,  Etc. — Active 
market  throughout  the  list.  Cel¬ 
ery  is  higher.  Poppy  and  mus¬ 
tard  unchanged.  Sweet  Herbs  all 
in  good  demand  at  unchanged 
prices. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 

Standard  Canned  Goods. 

Although  the  holiday  season  is 
here  and  jobbers  are  more  inter¬ 
ested  in  such  goods,  tomatoes 
have  not  been  overlooked,  for 
there  has  been  more  interest 
shown  the  past  week  from  all 
jobbing  centres. 

With  few  tomatoes  in  the  hands 
of  packers  after  this  holiday  ex¬ 
citement  is  over,  some  one  will 
wake  up  to  the  fact  that  desirable 
quality  will  be  hard  to  locate.  We 
have  reason  to  believe  that  when 
the  buying  starts  in  earnest  prices 
are  sure  to  advance. 

Twos  and  tens  are  more  notice¬ 
ably  scarce  than  3s. 

The  off-grades  of  corn  offered 
at  low  prices  are  being  cleaned  up 
quickly  by  jobbers  who  want  to 
make  a  “leader.”  There  is  little 
pressure  on  the  part  of  packers  to 
sell  their  better  grades  now,  for 
they  realize  the  heavy  future  sales 
made,  and  the  small  carry-over 
will  enable  them  to  get  good 
prices  after  the  turn  of  the  year. 
Those  who  will  want  fancy  corn 
later  will  do  well  to  purchase 
now. 

William  Silver  &  Co.,  Inc. 

Aberdeen,  Md. 


THE  NEW  YORK  LETTER 

(Continued  from  page  18.) 

meat.  Other  manufacturers  may 
also  appeal. 

Summarized  Market  Con¬ 
ditions. 

Holders  of  coffee  cannot  find 
much  encouragement  in  the  pres¬ 
ent  attitude  of  the  roasters  and 
distributers  who  replenish  their 
supplies  from  day  to  day.  The 
country  continues  conservative, 


having  an  obvious  lack  of  con¬ 
fidence  in  the  speculative  condi¬ 
tions.  Prices  are  nominally 
steady.  Mild  grades  are  quiet. 

Ip  the  tea  market  some  special 
interest  in  Congous  is  noted  and 
Japans  and  Formosas  are  in 
steady  request.  The  general  ten¬ 
dency  of  the  distributers  is  not  to 
anticipate  requirements.  Brok¬ 
ers  say  that  the  stocks  are  be¬ 
coming  moderate  and  they  pre¬ 
dict  a  stronger  market  a  little  later 
in  the  season. 

In  the  rice  market  there  is  a 
steady  and  firm  tone.  Reports 
from  the  South  indicate  that 
rough  rice  will  shortly  be  ad¬ 
vanced.  It  is  said  that  the  mills 
have  only  small  supplies  on  hand. 

Conditions  in  the  sugar  market 
continue  of  a  routine  character. 
There  is  the  usual  distributing  de¬ 
mand,  but  the  trade  in  general  is 
taking  little  interest.  The  expec¬ 
tation  of  a  decline  in  refined  sugar 
has  not  been  realized  and  it  is 
now  said  that  there  will  be  no 
change  of  importance  until  after 
the  holidays.  All  interests  are. 
quoting  6.10  cents  for  standard 
granulated. 

In  the  local  trade  there  is  not 
much  interest  in  dried  prunes,  as 
most  of  the  distributers  are  well 
supplied  for  the  present.  Spot 
prunes  are  easy  in  all  sizes  above 
ioos  and  there  is  some  pressure 
to  sell.  There  has  been,  however, 
a  considerable  export  movement 
from  this  city  in  the  last  few  days. 
Peaches  are  not  getting  much  at¬ 
tention  from  the  trade  here. 
There  is  no  demand  at  the  mo¬ 
ment  for  apricots.  The  upward 
trend  of  prices  of  California  seed¬ 
ed  raisins  on  the  coast  has  not 
quickened  the  buyers  here,  but  in¬ 
terior  buyers  are  said  to  have 
been  placing  new  business  of  late. 
Currants  are  quiet,  but  steady. 

Maryland  canned  tomatoes 
have  been  going  up.  No.  3s  have 
been  selling  at  95  to  97R2  cents 
and  it  is  predicted  that  in  a  few 
days  they  will  get  to  the  dollar 
basis.  Some  people  in  the  trade 
are  even  talking  of  $1.25  before 
spring.  It  seems  that  local  job¬ 
bers  and  owners  of  chain  stores 
changed  from  their  recent  atti¬ 
tude  of  indifference  and  have  been 
buying  heavily — speculative  buy¬ 
ing,  some  call  it.  Canned  corn  is 
slow  and  easy,  but  holders  are  not 
pushing  sales  so  quotations  are 
no  lower.  Not  much  is  doing  in 
peas,  for  buyers  and  sellers  can¬ 


not  agree  on  prices  as  a  rule. 
String  beans  are  quiet  and  firm. 
Asparagus  and  spinach  are  dull. 

Although  the  demand  for 
canned  fruits  is  light  the  prices 
are  firm,  as  there  is  no  selling 
pressure.  The  receipts  of  both 
coast  and  Southern  fruits  seem 
ample  for  the  needs  of  the  dis¬ 
tributers  in  this  city  for  some 
time  and  so  there  is  no  special  in¬ 
terest  in  the  market. 

Spot  supplies  of  Queen  olives, 
except  in  one  or  two  of  the  medi¬ 
um  sizes,  are  light  and  there  is  an 
urgent  demand  from  bottlers  in 
various  parts  of  the  country. 

There  has  been  quite  a  lively 
trade  in  nearly  all  varieties  of 
nuts,  preliminary  to  the  holiday 
season. 

The  flour  market  has  been  nu- 
steady  and  the  buyers  continue  to 
pursue  a  cautious  policy,  buying 
only  for  requirements.  The 
spring  wheat  patents  range  from 
$5.25  to  $5.40  in  wood. 

Butter  has  been  firm,  with  fur¬ 
ther  advances  on  top  grades. 
The  supply  of  really  fancy  butter 
is  likely  to  be  short  for  another 
week  or  two,  anyway,  as  much  of 
the  suppies  now  arriving  is  frosty 
and  has  stale  milk  flavors.  There 
have  been  some  heavy  arrivals  of 
storage  creamery  from  the  West 
and  it  is  said  that  the  shipments 
were  to  meet  the  actual  consum¬ 
ing  demand.  The  specials  have 
been  bringing  37  cents ;  extras, 
36;  firsts,  33  to  34 >4;  seconds,  30 
to  31J4.  The  finest  State  dairy  in 
tubs  comes  at  33  to  34  cents. 
Held  grades  are  about  3  cents  less 
than  the  corresponding  grades  of 
fresh  creamery. 

Eggs  have  been  somewhat  ir¬ 
regular,  although  values  have 
been  generally  sustained.  The 
high  prices  seem  to  have  lessened 
the  demand,  however,  and  re¬ 
ceivers  fear  that  even  a  slight  in¬ 
crease  in  receipts  would  result  in 
some  reductions  in  prices,  so 
there  is  a  tendency  to  clean  up  re¬ 
ceipts  promptly.  The  strictly 
high-grade  eggs  have  not  been 
coming  forward  in  sufficient  quan¬ 
tities  and  this  has  kept  up  their 
prices.  The  Western  fresh  gath¬ 
ered  extras  are  quoted  at  41  to  43 
cents;  extra  firsts,  37  to  39  cents; 
firsts,  33  to  36  cents ;  seconds,  28 
to  32  cents;  thirds,  23  to  27  cents. 
Refrigerator  eggs  of  the  best 
quality  range  from  22  to  23J4 
cents  and  lower  grades  range 
down  to  14  cents.  The  nearby 


white  hennery  eggs  go  as  high  as 
55  cents,  wholesale. 

Fred.  A.  McGill. 


Jobbers  Remind  Retailers  to 
Take  Care  in  Marking 
Broken  Packages. 

Should  Mark  Them  as  Original  Pack¬ 
ages  Are  Marked.  Some  Suggestions 
as  to  Dried  Fruit,  Molasses,  Benzoate 
and  Rice.  Jobbers  Considering  Giv¬ 
ing  a  Guarantee  Good  Only  When 
Retailers  Are  Careful  to  Comply  With 
the  Law. 

The  members  of  the  Wholesale 
Grocers’  Association  of  Pennsyl¬ 
vania,  New  Jersey  and  Delaware 
are  taking  some  notice  of  the  fact 
that  retailers  are  inclined  to  be 
careless  regarding  the  marking  of 
goods  sold  from  broken  pack¬ 
ages.  The  jobbers’  association 
takes  the  position,  which  is  cor¬ 
rect,  that  the  retailer  does  not 
comply  with  the  food  law  unless 
he  marks  the  packages  which  he 
sells  exactly  or  substantially  as 
the  original  package  is  marked 
when  it  comes  to  him.  The  asso¬ 
ciation  suggests  that  the  retailer 
should  mark  his  broken  packages 
as  follows : — 

Dried  Fruits — “Bleached  with  ; 
Sulphur  Dioxide.” 

N.  O.  Molasses — “Bleached  with  • 
Sulphur  Dioxide.” 

Table  Syrups — “Compound.” 

Compound  of  Substitute  Lard — 
“Lard  Substitute.” 

Mince  Meats — “Contains  1-10  of  T 
1  Per  Cent.  Benzoate  of  Soda.” 

Rice — “Coated  with  Glucose  and 
Talcum.” 

The  jobbers  are  so  anxious  that 
their  customers  should  fully  obey 
the  law,  and  thus  save  trouble  for 
everybody,  that  some  of  them  are 
considering  the  question  whether 
to  supply  their  customers  with 
stickers  printed  like  the  above. 

Another  even  more  important 
suggestion  is  being  passed  about 
among  the  members  of  the  job¬ 
bers’  association,  that  all  invoices 
for  certain  goods  be  stamped  with 
a  provision  which  will  make  the 
guarantee  under  the  food .  law 
good  only  when  the  retailer  marks 
his  broken  packages  according  to 
law,  and  when  he  uses  due  care 
in  keeping  or  selling.  The 
thought  is  being  considered  with 
particular  reference  to  cereals, 
and  the  following  is  suggested  as 
the  condition  to  be  stamped  on 
the  invoice : — 

Cereals  invoiced  on  this  bill  are 
guaranteed  to  be  in  perfect-  salable 
condition  when  tendered  to  you. 
We  will  not  guarantee  or  redeem 
goods  which  may  become  weevilly 
or  spoil  while  in  your  possession, 
or  which  may  be  returned  to  you. 
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We  would  be  pleased  to  have  for  publication  in  this  column  the  ideas  of  our  readers  upon  trade  topics 
■ing  understood  that  we  do  not  hold  ourselves  responsible  for  any  views  e*presscd  therein.  All  com- 
ications  must  be  accompanied  by  the  writer's  name  and  address  as  an  evidence  of  good  faith,  but  not 
ssarily  for  publication.  All  inquiries  within  our  power  to  answer  will  also  be  noticed  in  this  department. 


Wow ! 

Philadelphia,  Pa.,  Nov.  29,  1911. 
the  Editor. 

Dear  Sir : — 

hence  comes  this  longing  Mr. 
Cohen  ? 

rhis  mad  desire  to  know 
here  all  the  grocery  clerks  have 
gone — 

Where  the  present  ones  will 
go? 

hat  makes  you  think  their 
chances  slim 
Df  getting  into  Heaven? 
it  because  they  sell  cheese 
that’s  “skim,” 

Dr  flour  that  will  not  leaven? 

id  why  should  the  owner  who 
strives  to  please 
flis  patrons  young  and  old 
>t  get  his  final  just  release 
\nd  wear  a  crown  of  gold.? 

d  even  the  driver  you  do  not 
miss, 

With  his  smile  so  bright  and 
sunny, 

ho  greets  the  cook  each  morn 
with  a  kiss, 

D’s  Heaven  for  his — or  it’s 
funny ! 

toils  from  early  morn  ’til 
night, 

knd  takes  good  care  of  the 
hosses ; 

,  if  you  went  to  Heaven  you’d 
sure  see  a  sight, 

With  the  clerks,  and  drivers, 
and  bosses. 

1  only  a  clerk,  Mr.  Cohen,  of 
Troy, 

3ut  there’s  lots  of  others  as 
well, 

d  if  we  don’t  get  into 
“Heaven,”  my  boy, 

We’ll  see  you,  Mr.  Cohen,  in 

Chas.  B.  Millington. 
Phis  has  been  squeezed  out  by 
:  inquiry  of  a  subscriber  as  to 
ether  the  editor  of  this  paper 
ieved  grocers,  clerks  and 
vers  would  go  to  Heaven. 

*  *  * 

■d  Substitute  in  New  York  State. 

Mbany,  N.  Y.,  Nov.  25,  1911. 
the  Editor. 

Dear  Sir : — Please  note  the  fol¬ 
ding  on  page  17  of  your  jour- 
Vol.  LI  I,  bearing  date  of  No- 
nber  20,  1911,  No.  21: — 


To  Label  Compound  Lard. 

Homer,  N.  Y.,  Nov.  13,  1911. 

To  the  Editor. 

Dear  Sir: — The  merchants  in  this 
vicinity  are  considerably  concerned 
as  to  how  it  is  necessary  to  label 
compound.  A  good  many  of  us 
have  a  stamp  as  follows: — 

H.  H.  Nixon, 

Homer,  N.  Y. 

Pound 

COMPOUND. 

Contains  Cottonseed  Oil,  Oleo, 
Stearine,  or  Beef  Fat. 

Is  this  neces’sary  or  does  this 
fill  the  requirements?  An  answer 
in  your  paper  will  be  appreciated. 

Yours  very  truly, 

H.  H.  Nixon. 

The  writer  assumes  that  what  is 
meant  here  is  compound  lard.  If 
that  is  so,  the  simple  use  of  the 
word  “compound,”  as  you  have  it, 
is  enough,  without  disclosing  the 
ingredients.  The  reason  for  that  is 
that  the  word  “compound”  makes 
no  representations  whatever  as 
to  the*  nature  of  the  ingredients, 
and  for  that  reason  no  explanation 
or  modification  is  necessary.  Of 
course,  it  does  no  harm  to  print 
the  ingredients  on  the  label  if  you 
like.  The  label  as  you  set  it  forth 
fully  satisfies  the  law,  if  the  state¬ 
ment  as  to  the  ingredients  is  truth¬ 
ful. 

We  enclose  you  herewith  copy 
of  circular  letter  and  marked  copy 
of  law  that  we  have  been  sending 
out  for  some  time  in  connection 
with  a  notification  which  pre¬ 
cedes  it  relative  to  violations  con¬ 
sisting  of  misbranding  imitations 
of  lard. 

We  deem  it  highly  important 
to  call  your  attention  to  the  facts 
relative  to  the  enforcement  of  the 
pure  food  law  with  reference  to 
this  particular  commodity,  as  this 
department  has  been  for  a  num¬ 
ber  of  years  endeavoring  to  bring 
about  proper  labeling  or  branding 
of  all  imitations  of  lard  and  like 
products.  Statements  such  as  ap¬ 
pear  in  the  issue  of  your  publica¬ 
tion  mentioned  would  undoubted¬ 
ly  work  harm  to  many  retail  deal¬ 
ers  in  imitations  of  lard. 

Respectfully  yours, 

F.  M.  Greene, 

Chief  of  Food  Bureau,  New  York 
Department  of  Agriculture. 

The  chief  of  the  New  York 
State  Food  Bureau  sends  a  copy 
of  a  letter  which  he  has  evidently 
sent  to  all  inquirers  within  New 
York  State  regarding  the  proper 
way  to  label  lard,  or  substances 
sold  for  the  same  purpose.  The 
salient  part  of  this  letter  is  as  fol¬ 
lows  : — 


The  article  you  sold  as  “com¬ 
pound”  is  held  to  be  an  imitation 
of  lard,  and  as  such  is  deemed  to 
be  misbranded  under  the  first 
clause  of  the  misbranding  section 
of  the  law  (marked  1).  Had  you 
labeled,  branded  or  tagged  the  ar¬ 
ticle  so  as  to  show  the  character 
and  constituents  you  would  then 
have  complied  with  the  exception 
of  the  law,  which  may  be  found  in 
the  third  clause  of  the  same  section 


(marked  2),  including  the  second 
sub-division  (marked  3). 

The  second  sub-division  reads  in 
part  as  follows:  “In  the  case  of  ar¬ 
ticles  labeled,  branded  or  tagged  so 
as  to  plainly  indicate  that  they  are 
mixtures,  compounds,  combina¬ 
tions,  imitations  or  blends;  provided 
that  the  same  shall  be  labeled, 
branded  or  tagged  so  as  to  show 
the  character  and  constituents  there¬ 
of.” 


a 


Goodwill ” 


NATIONAL 

BISCUIT 

COMPANY 


Mr.  Dealer — if  you  were  to 
sell  out  tomorrow,  at  what 
valuation  would  you  place 
the  “Goodwill”  attached  to 
your  name  and  business  ? 

The  law  says — “Goodwill 
is  the  habit  of  the  trade.” 

Then — what  an  asset  to 
make  a  part  of  your  busi¬ 
ness  the  “Goodwill”  that  is 
associated  with  the  various 
products  of  the  National 
Biscuit  Company. 

The  “Goodwill”  associated 
with  Uneeda  Biscuit, 
Nabisco  Sugar  Wafers, 
Zu  Zu,  Oy  sterettes ,  Graham 
Crackers,  etc.,  will  increase 
“ the  habit  of  the  trade  ’ 
and  bring  new  customers 
to  your  store.  This  “Good¬ 
will”  we  offer  you. 


Something  New  in 

WHEATENA 

A  new  packing  plan — twelve  packages 
packed  in  a  light  carton  and  three  of 
these  put  in  a  wooden  case. 

Reason — to  better  guard  the  safety  of 
each  package.  As  we  guarantee  every 
package  of  Wheatena  we  want  to  know 
as  near  as  we  can  that  each  package  gets 
to  you  exactly  as  it  leaves  us. 

Wheatena  is  made  of  the  tender 
hearts  of  selected  wheat.  It  is  a  remark¬ 
able  repeater. 


The  Wheatena  Co., 
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You  will  note  that  a  verbal  state¬ 
ment  to  the  purchaser  that  it  is  a 
“compound,”  or  marking  the  ar¬ 
ticle  “compound”  is  not  sufficient. 
Each  package  delivered  to  the  pur¬ 
chaser  may  be  labeled,  branded  or 
tagged  not  only  to  plainly  indi¬ 
cate  that  it  is  a  compound,  mix¬ 
ture,  imitation  or  blend,  as  the  case 
may  be,  but  must  show  the  con¬ 
stituents. 

The  chief  also  sends  a  marked 
copy  of  the  New  York  State  food 
law,  in  which  he  marks  the  fol¬ 
lowing  sections,  some  of  which 
undoubtedly  govern  the  case : — 

An  article  of  food  shall  be 
deemed  to  be  misbranded: — 

I.  If  it  be  an  imitation  of  or 
offered  for  sale  under  the  distinc¬ 
tive  name  of  another  article.  *  *  * 
Provided  that  an  article  of  food 
which  does  not  contain  any  added 
poisonous  or  deleterious  ingre¬ 
dients  shall  not  be  deemed  to  be 
adulterated  or  misbranded  in  the 
following  cases: — 

First. — In  the  case  of  mixtures 
or  compounds  which  may  be  now 
or  from  time  to  time  hereafter 
known  as  articles  of  food,  under 
their  own  distinctive  names,  and 
not  included  in  definition  first  of 
misbranded  articles  of  fpod  in  this 
section. 

Second. — In  the  case  of  articles 
labeled,  branded  or  tagged  so  as 
to  plainly  indicate  that  they  are 
mixtures,  compounds,  combina¬ 
tions,  imitations  or  blends;  pro¬ 
vided,  that  the  same  shall  be  la¬ 
beled,  branded  or  tagged  so  as 
to  show  the  character  and  constit¬ 
uents  thereof. 

The  chief’s  position  is  that  a 
substance  sold  as  “compound”  is 
an  imitation  of  lard,  and  further, 
that  inasmuch  as  it  is  an  imitation 
it  comes  under  the  last  paragraph 
of  the  above  extract,  beginning 
“Second.  In  the  case,”  etc.,  which 
requires  mixtures,  compounds, 
combinations,  imitations  or  blends 
to  be  labeled  so  as  to  show  the 
character  and  constituents  thereof.” 
This  he  says  means  that  even 
where  the  product  is  sold  as  “com¬ 
pound,”  the  label  must  bear  a 
statement  of  the  constituents  or 
ingredients. 

If  this  is  so,  then  the  advice 
given  by  this  journal  to  its  New 
York  correspondent  last  week — 
i.  e.,  that  a  substance  sold  as 
“compound”  did  not  need  the  in¬ 
gredients  on  the  label — is  wrong. 

The  writer,  who  has  had  some 
experience  in  construing  food 
laws,  believes  that  Chief  Greene 
is  absolutely  wrong,  not  in  his 
conclusions,  but  in  his  premises. 
If  a  substance  sold  as  “compound” 
is  legally  an  imitation  of  lard, 
then  the  ingredients  must  appear 
upon  the  label.  The  writer  de¬ 
nies,  however,  that  it  is  under  the 
law  an  imitation  of  lard,  for  while 
it  looks  like  lard  and  is  used  for 
the  same  purpose,  it  is  quite  a 


different  product,  and  is  sold 
under  its  own  distinctive  name, 
i.  e.,  “compound,”  a  name  not 
suggesting  lard  at  all.  An  exactly 
parallel  case  is  oleomargarine, 
which  resembles  butter  and  is 
made  for  the  same  purpose,  yet 
when  sold  as  oleomargarine  is  never 
classed  under  the  law  as  an  imi¬ 
tation  of  butter. 

If  “compound”  is  not  an  imita¬ 
tion  of  lard  it  is  not  governed  by 
the  paragraph  beginning  “Second. 
In  the  case,”  etc.,  but  by  the  para¬ 
graph  immediately  before  it,  be¬ 
ginning  “First.  In  the  case,”  etc. 
Under  that  paragraph  it  stands  as 
a  mixture  or  compound  *  *  * 

tinder  its  own  distinctive  name, 
which  does  not  need  to  disclose 
its  ingredients  upon  the  label. 

The  writer  regrets  that  Chief 
Greene’s  letter  has  not  changed 
the  opinion  expressed  in  the  last 
issue  of  this  journal;  on  the  con¬ 
trary,  the  data  which  he  sends  has 
settled  the  writer  much  more 
firmly  in  the  conviction  that  the 
opinion  was  correct. 

*  *  * 

As  to  Short  Weight  in  Twine. 

New  York,  Nov.  28,  1911. 
To  the  Editor. 

Dear  Sir: — Our  attention  is 
called  by  our  good  friend,  “Cord¬ 
age  Trade  Journal,”  to  your  issue 
of  November  27th,  in  which  is  an 
editorial  on  net  weight  and  also 
an  article  covering  the  subject  on 
page  20.  We  are  very  much  in¬ 
terested  in  anything  that  pertains 
to  the  net  weight  campaign  and 
we  would  appreciate  your  sending 
us  25  copies  of  this  issue  of  No¬ 
vember  27th  with  bill  and  we  will 
immediately  remit  for  same.  De¬ 
pend  upon  it  that  these  will  be 
distributed  through  channels  that 
we  have  opened  up  where  we 
think  the  work  will  be  progressed. 

We  are  mailing  you  under 
separate  cover  copies  of  the  two 
last  issues  of  the  “Cordage  Trade 
Journal”  so  that  you  will  see  that 
we  have  not  been  asleep  on  net 
weight. 

Thanking  you  in  advance  for 
the  favor  we  ask,  believe  me  to 
be, 

Sincerely  yours, 

N.  T.  McGrane, 

President  D.  P.  Winne  Co., 
twine  manufacturers. 

The  writer  of  this  letter  sends 
two  copies  of  the  “Cordage  Trade 
Journal,”  of  New  York  City,  and 
reprints  from  the  “Paper  Trade 
Journal,”  in  which  it  appears  that 
there  is  in  both  of  these  lines  a 
concerted  campaign  to  have  cord, 
rope,  twine,  etc.,  as  well  as  paper 
of  all  sorts,  including  wrapping, 
sold  by  net  weight,  that  is,  with 


the  weight  of  the  wrappings  de¬ 
ducted.  The  copies  of  the  “Cord¬ 
age  Trade  Journal”  sent  show 
that  dealers  in  twine  have  been 
accustomed  to  sell  twine  in  such 
heavy  wrappings  that  in  one  case 
of  a  15-pound  sale  the  wrappings 
weighed  1  pound,  3^  ounces' and 
in  another  12-pound  sale  the 
wrappings  weighed  1  pound,  2 
ounces.  In  both  cases  the  wrap¬ 
pings  were  charged  for  at  the 
same  price  as  the  twine.  The 
Commissioner  of  Weights  and 
Measures  for  the  city  of  New 
York  is  enforcing  the  law  against 


all  shortages  of  this  kind.  This 
journal  will  further  discuss  this 
subject  in  the  near  future. 

*  *  * 

To  Sell  Christmas  Greens. 

Manchester,  N.  C., 

November  21,  1 91 1. 
To  the  Editor. 

Dear  Sir: — Please  let  me  know 
where  I  can  sell  mistletoe  and 
holly  by  the  barrel.  Be  sure  and 
let  me  know  by  return  mail. 

Yours  truly, 

L.  DrFRUTCHEY. 

You  had  better  try  to  sell  in 
Baltimore,  Md.  Try  the  W.  E. 
Jones  Co.,  222  South  Charles  St. 


This  Whole  Talk  Is  To  Be  About 

Advertising  And  You’re  To  Be 
The  Party  Of  The  First  Part. 

You  know  when  a  man  sits 
down  to  write  an  ad.  about  the 
good  features  of  your  store,  he 
throws  the  whole  responsibility 
of  that  writing  on  your  shoulders. 
He  goes  to  work  and  actually 
makes  statements  in  “public 
prfnt”  that  you  have  to  carry 
out. 

You  say  “why  don’t  you  make 
the  ad.  man  a  party  of  the  first 
part.” 

Because  he  isn’t. 

He  may  be  legally.  He  may  be 
with  your  nice  men  who  sift 
things  down  fine. 

But  in  your  case  he  is  in  the 
background. 

You  fellows  are  the  whole 
thing. 

He  writes  about  courtesy. 

You  have  to  put  that  writing  of 
his  into  practice.  You  simply 
have  to  be  courteous.  Not  ex¬ 
actly  because  he  says  so,  but  be¬ 
cause  his  saying  so  appeals  to 
you. 

If  you  balk  he’ll  have  to  stop 
his  courtesy  writing. 

He  says  “our  store  is  clean.” 

Well,  that’s  putting  it  up  to 
you.  That’s  making  you  a  party 
of  the  first  part  all  right.  You 
can't  afford  to  contradict  a  state¬ 
ment  in  black  and  white.  Out] 


with  the  dust  rag.  Grab  the  de¬ 
partment  broom. 

He  writes,  “Phone  orders  given 
just  as  careful  attention  as  though 
you  were  on  the  spot  yourself.” 
Don’t  you  see  where  you  come  in 
on  that?  He’s  telling  what  you 
do.  He  doesn’t  have  to  do  it. 

Gentlemen,  we  are  forever  the 
“follow  up”  end  of  it.  If  we  are 
weak,  if  we  show  indifference  to 
stuff  that’s  written  up  about  our 
store,  we’re  not  fit  for  a  minute 
to  hold  our  job.  We  have  no 
right  to  hold  it. 

Every  good  thing  you  say 
about  your  store  is  an  ad.  Every 
little  act  of  kindness  you  do  is  an 
ad.  Every  time  you  appear  to  put 
yourself  out  to  accommodate 
some  customer  is  an  ad.  You  can 
make  yourself  a  tremendous  ad¬ 
vertising  medium. 

This  isn’t  written  to  disparage 
the  man  that  can  put  the  right 
words  on  the  paper.  Fewof  us  can 
do  that.  Few  indeed  can  write  as 
well  as  he  can  talk.  But  any  man 
that  can  write  interesting  ads. 
will  tell  you  that  unless  he  has  the 
backing  of  the  boys,  unless  he  has 
their  co-operation,  their  good  will 
and  in  fact  unless  both  under¬ 
stand  one  another  so  as  to  follow 
up  and  act  out  his  real  ideas,  he 
might  as  well  drop  his  pencil  and 
call  it  all  off. 

You  can  be  an  advertiser,  sir, 
if.  you  never  put  pen  to  paper. 
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Fresh  Fish  Display. 

The  demand  for  fresh  fish  is  always  greater  during  cold  weather, 
ry  dealer  who  handles  it  is  sure  to  make  use  of  a  neat  window 
^estion  to  display  it.  To  arrange,  first  cover  the  bottom  of  the 
dow  with  green  crepe  paper.  Use  two  very  large  pans,  placing  a 
e  of  ice,  say  about  twenty-five  or  thirty  pound  block,  on  each  pan. 
:e  small  sponges  all  around  between  the  ice  and  the  rim  of  the  pan ; 
r  will  absorb  all  the  water  and  can  be  squeezed  out  as  often  as 


essary,  thus  preventing  the  water  from  running  over.  Place  lettuce 
ds  all  around  the  base  to  cover  the  rim  of  the  pan.  Now  place  a  | 
je  fish  on  each  block  of  ice.  If  you  handle  oysters  or  clams,  place 
le  on  each.  Now  run  a  width  of  the  green  crepe  paper  along  each 
place  a  row  of  white  potatoes,  then  a  row  of  lemons  all  around  and 
id  a  large  stalk  or  bundle  of  celery  in  each  corner.  Now  run  some 
pe  paper  across  the  window  in  the  rear.  Place  a  sign  card,  like  in 
stration. 


Candied  and  Dried  Fruit. 

Now  is  the  time  to  display  all  kinds  of  candied  and  dried  fruit  for 
holiday  baking.  To  arrange,  make  a  slant  of  boards  from  the  rear 
down  to  the  edge  of  the  glass.  The  slant  should  be  from  twelve  to 
eighteen  inches  in  the  rear.  Cover  the  slant  with  some  delicate  shade 
of  crepe  paper.  Now  use  firkin  lids  or  the  tops  that  come  over  peach 
baskets.  Cut  them  in  half  and  make  a  large  semicircle  of  them.  Then 
use  little  wood  or  pasteboard  strips  from  the  outer  edges  to  the  centre 
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on  top.  Fill  the  spaces  with  citron,  lemon  and  orange  peel,  cherries, 
raisins,  currants,  prunes,  peaches,  apricots,  etc.  Place  a  nice,  large 
sign  card  at  each  side  and  on  the  bottom  paste  a  piece  of  pasteboard  in 
the  back,  to  make  it  stand  up.  On  one  have  the  articles  and  selling 
prices  and  on  the  other  wording  like  in  cut  or  similar.  Along  the  rear 
place  boxes  of  the  goods,  from  which  you  can  sell,  if  convenient,  or 
if  you  haven’t  a  large  quantity  on  hand,  you  can  make  fake  bottoms  in 
the  boxes  and  only  use  one  layer  of  the  fruit  on  the  top  of  the  box. 
Suspend  a  large  sign  card,  as  in  cut. 


r  Patents  and  Trade-marks  in  the 
Grocery  Line. 

lewrj.  Davis  &  Davis,  Washington 
’.nt  attorneys,  report  the  grant  this 
k  of  the  following  patents : — 

Washington,  D.  C.,  Nov.  7,  19x1. 
,007,665.  Dough  molding  apparatus. 
S.  Baker,  London,  and  J.  Callow, 
erpool,  England. 


1,007,670.  Baker's  tray.  E.  E.  Brod- 
head,  New  York,  N.  Y. 

1,007.725.  Coffee  machine.  C.  Nelson, 
Brooklyn,  N.  Y. 

1,007,732.  Dough  brake.  I.  Raskin 
and  J.  Deretchin,  New  York,  N.  Y. 

1.007,767.  Cooler  for  candy  coating. 
J.  G.  Barbas,  Detroit,  Mich. 

1,007,848.  Automatic  sack  filling  and 
weighing  machine.  E.  D.  Carter,  Hous¬ 
ton,  Texas, 


1.008,267.  Percolator.  J.  R.  Holley, 
Bristol,  Conn. 

TRADE-MARKS  PUBLISHED  FOR 
OPPOSITION. 

Ser.  No.  56,172.  “Dulcinea”  for  wheat 
flour.  Galbati  &  Co.,  Inc.,  New  York, 
N.  Y. 

Ser.  No.  56,859.  “Nismod-’  for  candy. 
Hudson’s,  New  York,  N.  Y. 

Ser.  No.  57,141,  '‘Pathfinder”  for 


wheat  flour.  The  King  Milling  Co., 
Lowell,  Mich. 

Ser.  No.  58,666.  “Nalco”  for  canned 
goods.  Nalley  Grocery  Co.,  Austin, 
Texas. 

Ser.  No.  58,701.  “Domino”  for  coffee. 
Importers’  Coffee  Co.,  Ltd.,  New  Or- 
jeans  L,q. 

Ser.  No.  58,763.  “Watchword”  for 
wheat  flour.  Moseley  &  Motley  Milling 
Co.,  Rochester,  N.  Y. 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


WANT  DEPARTMENT 

iunn  U  Wut  Advsrtlisausts  issm-tad  la  tkls  diputaal  Bay  b»  sddrassad  M  Iks  '  Oropsry  World 
ud  General  Merchant "  vkaa  deeired,  provided  the  advertUeiaent  la  seooapealed  by  ia  oaEta  la  peetage  to 
yay  for  mulling  tha  aama.  Tha  price  ot  aack  liuertlen  la  two  oaata  par  ward  la  adraaoa. 


FOR  SALE. 


FOR  SALE. — A  good  corner  cigar  and  con- 
fei  tionery  store;  would  make  a  good  -ta'-d 
for  fresh  meats  and  p  ovisions,  or  delicates 
sen  store;  to  a  quick  buyer  will  sell  f  r$7so. 
3.  W.  corner  Fifty  first  and  Brown  streets, 
West  Philadelphia.  5 

FOR  SALE. — International  Auto  Truck  in 
u  e  only  three  months.  This  truck  is  in 
good  running  order  and  wib  do  the  work  of 
three  single  rigs,  which  we  offer  for  S-co, 
cost  new  $800.  Reason  fur  selling,  changing 
to  drt  goods  business.  For  full  descript'on 
write  The  L.  A.  Leathers  Grocery  Co., 
Brookviile,  Pa.  25 


FOR  SA  E  OR  RENT.— Old  establ  shed 
store  stand,  in  town  of  r, 000  population  in 
Lancaster  County.  Rich  and  thickly  settled 
surrounding  farming  community.  With 
limited  stock  or  without  stock.  Annual 
ca  h  business  $20,000.  Can  be  increased. 
Modern  store  building  Other  interests 
reason  forretiring:  W.  S.,  ‘  Grocery  World 
and  General  Merchant,”  927  Arch  Street, 
Philadelph  a,  Pa.  4 

FOR  “'ALE.— Stock  and  fixtures  of  an  o'd 
established  corner  grocery  and  provision 
store.  Will  sell  for  $i.2'0  if  sold  at  unce. 
Property  containing  sixteen  rooms  and  all 
co  veniences,  can  be  bought  for  $  5,000. 
Neighborhood  of  Fifty-second  and  Haver- 
ford  Avenue  West  Phi  adelphia.  M.  H.  W., 
“Grocery  World  and  General  Merchant,” 
927  Arch  St.,  Philadelphia,  Pa.  4 

FOR  SALE. -  An  old  established  corner 
grocery  and  provision  store.  Would  do  well 
with  fresh  meats.  Wi  1  sell  to  a  quick  buyer 
for  $1,250.  Corner  Tenth  and  Clearfield 
Streets,  Philadelphia,  Pa.  4 

FOR  SALE. — Stock  and  fixtures  of  grocery, 
provision,  ciear  and  confectionery  store, 
doing  a  good  business.  Wili  sell  to  a  quick 
buyer  for  $950.  Eleven  rooms,  all  conven 
iences,  rent  $25  per  month.  4065  Haverford 
Ave.,  West  Philadelphia.  3 


FOR  SALE.— Good  corner  grocery  store. 
Would  do  well  with  fresh  meats.  Will  sell 
stock  and  fixtures  for  $500.  Dwelling  con¬ 
tains  six  rooms  and  all  convenien  es.  Cor. 
Millick  and  Race  Sts.,  bet.  60th  and  61st  Sts., 
West  Philadelphia.  2 


FOR  SALE  — An  old  established  corner, 
doing  a  good  business  In  fresh  meats,  gro¬ 
ceries  and  provisions.  Will  accept  the  low 
figure  of  $2  850  from  a  quick  buyer  Will 
sell  the  house  for  $7,500.  A  bargain.  Twelve 
rooms  and  all  conveniences.  Tasker  St 
West  of  Broad.  W  C.,  “Grocery  World 
and  General  Merchant,”  927  Arch  St., 
Philadelphia,  Pa.  23 


FOR  SALE. — Grocery  and  queensware 
store,  established  in  1852,  located  on  the 
main  street  of  a  growing  town  of  5,000  popu¬ 
lation.  Sales  run  from  $  to, 000  to  $25,0.0 
yearly.  Business  is  conducted  on  strictly 
cash  basis.  Annual  profits  average  from 
$2,000  to  $2,500.  A  rare  ch.nce  for  a  live 
up-to-date  man.  Will  in.entoy  about 
$3,000.  can  be  reduced.  Reason  for  selling 
and  full  information  given  on  request.  Call 
on  or  write  Angle  Brothers,  Shippensburg, 
Pa- _  25 

FOR  SALE. — Stock  and  fixtures  of  a  good 
paying  corner  grocery  and  provision  store. 
Will  sell  to  a  quick  buyer  for  $1,  00. 
Property  can  be  bought  for  $5,200,  eight 
rooms  and  all  conveniences.  4000  North 
Fairhill  Street,  Philadelphia,  Pa.  26 


FOR  SALE. — Stock  and  fixtures  of  grocery, 
provision,  cigars  and  candies.  Will  make  a 
good  store  for  fresh  meats.  Will  sell  to  a 
quick  buyer  for  *6oo.  Dwelling  has  eight 
rooms  and  all  conveniences.  Will  sell 
property  at  a  very  low  figure,  $5,000. 
Darby,  Pa.  G.  W.,  “Grocery  World  and 
General  Merchant,”  927  Arch  St.,  Philadel¬ 
phia.  Pa.  25 


FOR  SALE. — Twenty-five  c  ntainers  of 
Post  To-istif-s  at  $2  a  case  and  ten  containers 
of  Qu -ker  Corn  FLkes  at  $1  50.  Bauer  & 
Harrison,  620  N.  Second  St.,  Philadelphia, 
Pa.  25 


FOR  SALE. — An  old  corner  grocery  and 
provisions.  Would  do  well  with  fresh  meats. 
Will  sell  stock  and  fixtures  to  a  quick  buyer 
for  $1,1-0.  Dwelling  contains  ten  rooms 
and  all  conveniences.  Corner  Tenth  and 
Dauphin  Sts.,  ►  hiladelphia.  1 

FOR  SALE. — Stock  and  fixtures  of  grocery, 
provision,  candy  and  cigar  store,  also  school 
suppl  es.  Would  make  a  good  corner  for 
fresh  meats  Will  sell  to  a  quick  buyer  for 
$975.  Dwel'ing  contains  eight  rooms  rent 
$20  per  month.  Corner  Sixty- second  and 
Delancey  Sts.,  West  Philadelphia.  1 

FOR  SALE. — An  old  established  corner 
grocery  meat  and  provisions.  To  make  a 
quick  sale  will  accept  $875.  Rent  $25  per 
month.  Corner  Fifty-fourth  and  Lancaster 
Ave.,  West  Philadelphia.  1 

FOR  SALE. — Fine  set  of  Troemner’s  half 
chest  tea  bins,  also  coffee  bins  to  hold  about 
100  lbs.  Same  in  first-class  condition.  Value 
new,  $10  each.  Also  electric  coflee  mill. 
H.  F.  Heacock,  51  N.  Second  St.,  Philadel- 
phia,  Pa. _ tf 

FOR  SALE. — An  old  corner  grocery  and 
provision  store.  Would  make  a  good  stand 
for  fresh  meats.  Will  sell  for  $1,500.  Will 
sell  property  for  $7,5°o.  ten  rooms  and  all 
or.ven  ences  a'so  stable.  N.  W.  corner 
Sixth  and  Venango  Stieets,  Philadelphia, 
Pa.  4 

FOR  SALE. — Stock  and  fixtures  of  a  go^d 
con  er  groc  ry  and  provisio  •  store.  Would 
make  a  giod  stand  (or  fresh  meats.  Will 
sell  to  a  quick  buyer  for  $725.  Dwelling 
contains  seven  rooms  and  bath  Call  cor. 
Twenty-third  and  Hage.t  St ,  Philadelphia 
Pa.  8 


FOR  SALE. — A  first-cl  -ss  paint  store,  doing 
a  good  busine.-s  in  the  northern  part  of 
Philade'phia.  Fine  location  on  a  main 
business  thoioughfa' e.  Apply  H.  F.  Hea¬ 
cock,  51  N.  Second  St.,  Philaoelphia,  Pa.  tf 

FOR  SALE. — One  second-hand  Gurney 
hot  water  boiler,  750  ft.  capacity.  $30  f.o.b. 
Lancaster.  F.  A.  Long,  Lancaster,  Pa. 


BUSINESS  OPPORTUNITIES. 


0000000000000000000000000 
o  o 

o  DO  YOU  WANT  TO  SELL  o 
o  YOUR  BUSINESS?  o 

o  We  find  buyers  for  grocery  and  o 
o  general  store  businesses  —  nothing  o 

o  else.  We  are  specialists  in  that  and  o 


o  we  know  what  we  are  about.  o 

o  In  the  term  “grocery  stores”  we  o 
o  include  butter  and  egg  stores,  tea  o 
o  and  coffee  stores,  green  groceries  and  o 
o  anything  else  in  the  same  line.  o 

o  If  you  want  to  sell  your  business,  o 
o  we  have  a  customer.  If  you  want  to  o 
o  buy  one,  we  know  where  something  o 
o  is  that  we’re  sure  will  suit  you.  o 

o  Write,  call  or  telephone  o 

o  WARNER  &  CO.,  o 

o  927  Arch  Street,  Philadelphia,  Pa.  o 
o  Phones  :  Bell,  Filbert  3286.  o 

o  Keystone,  Race  746.  o 

o  o 


0000000000000000000000000 


GROCERY,  MEAT  AND  PROVISION 
STORES. 

EVERY  ONE  A  GOOD  CHANCE. 

No.  602. — We  have  to  offer  the  best  gro¬ 
cery  in  large  town  in  Northumberland 
County,  doing  $35,000  yearly,  practically 
a  cash  business.  On  account  of  executors 
desiring  to  settle  the  estate,  this  business 
can  be  bought  at  an  inventory  price,  about 
$3,500  required.  Can  either  be  paid  for  in 
cash  or  parti  v  cash  and  good  security. 

No.  603  — Meat  business,  doing  $300  a 
week,  all  cash.  Can  be  purchased  at 
inventory  price.  This  business  is  located 
in  a  good  business  section  of  Gemuntown 
Ave.,  Philadelphia,  has  very  little  competi¬ 
tion  and  rent  and  fixed  charges  very  low. 


About  $450  required.  Owner’s  reason  for 
selling  is  on  account  of  ill  health. 

No.  604. — Grocery  and  produce  business 
in  thriving  town  about  ten  miles  from  Phila 
delphia.  Doing  $15,000  yearly,  but  can 
easily  be  increased  by  proper  party  taking 
hold.  Business  has  been  established  for 
twenty  years  and  commands  a  trade  in 
which  there  is  a  good  profit.  Will  take 
about  $1,000  to  buy  entire  proposition. 
WoHh  investigation. 

No  606  — In  West  Philadelphia,  delica¬ 
tessen  and  grocery  business,  doing  $200 
weekly,  all  cash,  of  which  there  is  eighteen 
per  cent,  net  probt  above  all  expenses. 
Carries  a  stock  of  about  $900,  which  can 
readily  be  reduced.  Rent  and  other 
expenses  low  Ill  health  causes  selling. 
About  $1,500  required. 

No  616  — Grocery  and  meat  business  in 
T  oga,  Philadelphia,  doing  $100  a  week, 
mostly  cash.  On  account  of  owner  desirng 
to  move  in  another  section  of  the  city,  will 
sacrifice  business.  About  $i,ouo  will  buv. 

No.  622 — In  Mnnioe  Co.,  Pa.,  general 
store  doing  over  $40, <  00  yrarly  all  cash  on 
which  there  was  a  net  profit  of  $3,600  last 
year  and  business  is  growing  each  year. 
Expense  of  conducting  verv  low  Rem 
only  $50  monthly  and  on  account  of  being  a 
summer  reso>t  the  bulk  of  business  is  done 
with  low  expense  for  help.  About  $11  o,  o 
will  be  required  to  buy  siock  and  fixtures, 
but  this  can  be  reduced  a  great  deal.  Busi¬ 
ness  is  open  to  investigation.  Full  informa¬ 
tion  will  be  given  on  request. 

No.  623. — General  merchandise  buslnes 
in  Warren  Co.,  N.  J.,  doing  over  $17,000 
yearly,  all  cash.  Can  easily  be  increased 
Expenses  very  low.  Rent,  $35  mor  thlv. 
Clerks,  $15  weekly.  Business  has  been 
established  thirty  years.  Always  a  money¬ 
maker.  Write  for  information. 

No.  630. — G'ocery  and  meat  store  in  small 
town  in  Burlington  Co.,  N.  J..  doing  $250 
weekly,  mostly  cash.  A  most  desirable 
location.  Exclusive  trade,  which  can  be 
increased.  Owner  desires  to  st-11  on  account 
of  Government  position.  About  $900  will 
buy. 

No.  633. — In  New  Jersey  town  about 
twenty  miles  from  Camden,  general  store 
doing  an  average  of  $20,000  lor  the  last  five 
years,  and  on  the  increase,  of  which  75  per 
cent,  is  cai-h,  balance  good  credit.  Business 
now  netting  10  per  cent,  profit  above  all 
expenses  Carries  about  $5,000  stock,  which 
can  be  reduced  to  about  $3,000.  Business 
will  be  sold  at  inventory.  Full  information 
given  on  request. 

No.  634  — Grocery  and  meat  business  in 
West  Philadelphia  doing  over  $400  weekly 
business,  mostly  cash.  Business  has  be«n 
increased  each  year  for  the  last  four  years 
and  still  increasing.  Expenses  low.  This 
business  shows  a  net  profit  of  8  per  cent. 
Anyone  desiring  the  business  can  go  in  and 
investigate  betore  buving,  as  it  will  stand 
any  test  the  business  is  put  to.  About  $1,600 
will  buy. 

No  635. — Fine  established  general  store 
in  Lancaster  Co.,  doing  a  yearly  business 
of  $2o,oco,  netting  a  clear  profit  of  $2, coo, 
which  can  be  shown  to  any  buyer.  Expenses 
low  »nd  old  esiablished  business  command 
ing  the  best  trade  of  a  town  of  3,000  in 
centre  of  rich  farming  district.  About 
$7,000  to  $8,000  required. 

No.  637. — Lancaster  Co.  general  store, 
with  small  stock,  doing  nearly  $30,000 
yearly,  90  per  cent.  cash.  Stock  is  in  good, 
clean  condition  and  the  business  is  in  such 
good  shape  that  purchaser  can  step  into  8 
money  maker  from  the  day  he  takes  hold 
of  business.  Expenses  low.  About  $5,000 
will  buy. 

No.  638. — General  store  located  a  few 
miles  from  Trenton,  N.  J.,  in  prosperous 
town  of  1,000  catering  to  large  farming 
district.  Does  a  business  of  $22,000  yearly, 
of  which  75  per  cent,  is  cash,  on  which  there 
is  a  big  margin  of  profit.  Ca  ries  stock  of 
about  $6,000.  Business  will  be  sold  at  an 
inventory  price,  Investigate. 

No.  630.-  General  store  on  the  outskirts 
of  Philadelphia,  doing  a  large,  profitable 
business.  Plenty  of  new  business  to  be 
secured  by  new  owner.  Buil  ing  operations 
under  way.  Owner  wishes  to  go  South  the 
only  reason  for  selling.  $1,200  will  buy. 

No.  640. — Grocery  and  meat  business  just 
started,  having  one  of  the  best  store  tooms 
in  the  city,  in  a  locality  that  will  patronize  a 
good,  fiist-class  store.  This  place  must  be 
seen  to  understand  the  bargain.  Owner  is 
sick,  reason  for  selling. 

In  all  of  these  the  cause  of  selling  is 
good  and  the  fullest  investigation  courted. 
Every  one  paving. 

WARNER  &  CO., 

9*7  Arch  Street  Philadelphia,  Pa. 


HELP  WANTED. 


W  A  NTED. — Manufacturers  of  food  products 
desiring  to  introduce  their  goods  in  the 
‘'hiladelphia  market  are  requested  to  confer 
with  “  Broker,"  “Grocery  t\o»ld  and  Gen¬ 
eral  Merchant,”  927  Arch  St  ,  Philadelphia, 
Pa.  .  tf 

WANTED. — Sales  agents  to  handle  com¬ 
plete  line  of  automatic  computing  scales, 
4*lf-measuring  gasoline  and  oil  tanka  and 
cheese  cutters.  Exclusive  territory.  Good 
opportunity  for  high  grade  men.  Lacy  4 
Noblit,  1220  Filbert  St.,  Philadelphia,  Pa.  tf 


THIS 

CUSFIDOI 


No.  42  Cukpidor — 654-inch 


in  hand-painted  i _ 

at  $8.50  per  gro.s, 
dr  a  y  a  g  e  charge,  i 
pac  kaa  e  charge;  the  e 
tire  gross  is  your* 

>3  50.  plus  the  fre' 
The  PETEBSAKL 
F0T1EBI  CO. 

ZANESVILLE,  OHIO 


The  One  Pure  Sugar  Syrup 


Lyle’s  Golden  Syrup — perfectly 
clear,  a  beautiful  golden  color,  so 
neutral  micro-organisms  can't  live 
in  it.  Absolutely  fr«e  from  preser¬ 
vatives.  A  product  which  every  one 
keeps  buying.  If  you  want  to  please 
your  trade  tell  them  about  it. 


26#  PROFIT 

Sure  sales  and  pleased  customers. 


H.  Kellogg  &  Sons 

Philadelphia 


John  Scott  Co. 

INCORPORATED 

PHILADELPHIA  , 


WHOLESALE  GROCERS 

and  Direct  Importers  of 

Ceylon  and  Assam  Teas 

These  Teas  are  becoming 
more  popular  every  day. 

"Our  prices  are  always  corre 


MANY  GROCERS 

Find  it  pays  them  to  read  the 

“good  stuff’’  in 

The  Advertising  World 

Columbus,  Ohio 

Ample  tree,  or  feur  smiths1  trial  tir  I#  easts 

PATENTS 

and  Trade-marks  procured  promptly  and 
properly  In  aU  countries. 

Qavis  &  Oaf  is.  Wasblniton.  3.  C. 


TBLL  YOUR  CUSTOMERS  THAT 

RAE’S 

Lucca  Olive  Oil 

Is  the  product  of  perfectly  sound,  ripe, 
freshly  picked,  freshly  crushed  and 
pressed  olives,  grown  in  Tuscany,  Italy, 
the  one  place  in  the  world  where  the 
olive  reaches  perfection.  You  will  not 
only  please  them  but  you  will  build  up 
a  splendid  trade  on  Lucca  Oil  at  a  good 
profit.  Prices  in  Prices  Current. 

H.  Kellogg  &  Sons 

Philadelphia 
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Secretary  Wilson  Admits  Newspapers  Lied 
About  Food  Stored  for  Years 

After  Close  Investigation  Into  Cold  Storage  Says  No  Food 
Product  is  Kept  for  Long  Period.  Most  Out  Within  Ten 
Months.  How  Long  Various  Products  Stayed  In.  Result 
of  Cold  Storage  Has  Been  to  Make  Prices  More  Uniform. 

The  United  States  Secretary  of 


Agriculture,  James  Wilson,  ad-  j 
mits  in  a  report  which  he  has  sent 
to  this  journal  that  all  of  the  sen¬ 
sational  newspaper  talk  about 
food  remaining  in  cold  storage  for 
many  years  is  in  the  main  wrong. 
He  shows  that  barring  exception¬ 
al  cases,  stored  food  is  removed 
from  storage  in  ten  months  at  the 
outside.  The  Secretary  contends, 
however,  that  the  practice  of  stor¬ 
ing  food  has  increased  the  cost  of 
living  two  ways. 

Some  vitally  interesting  ex¬ 
tracts  from  Secretary  Wilson’s 
communication  are  reproduced  : — 

Investigations  of  cold  storage 
have  heretofore  been  directed  to¬ 
ward  the  subject  from  the  point  of 
view  of  the  pure-food  advocate. 
Legislation,  actual  and  proposed,  as¬ 
sumes  that  foods  are  kept  in  cold 
storage  in  large  quantities  for  long 
periods  of  time,  so  long  that  the 
qualities  of  the  foods  deteriorate. 

•  Particular  instances  of  storage  for 
periods  longer  than  a  year  and 
even  two  years  have  had  prominent 
publicity  and  the  inference  has  been 
drawn  that  such  long-time  storage 
is  common.  The  cold  storage  men 
were  not  believed  when  they  asserted 
that  the  time  of  storage  was  usually 
not  excessive.  It  has  been  charged 
against  them,  too,  that  they  use  cold 
storage  for  speculation  and  for 
squeezing  consumers. 

Because  of  lack  of  information 
with  regard  to  the  management  of 
cold  storage  and  in  view  of  some 
current  criticisms  of  the  business, 
this  department  made  an  investiga¬ 
tion  in  September  and  October  of 
this  year. 

The  principal  months  when  fresh 
beef  is  placed  in  cold  storage  are 
September,  October  and  November; 
mutton,  August.  September  and  Oc¬ 
tober;  butter,  June,  July  and  Au¬ 
gust,  and  sometimes  May;  eggs, 
April,  May  and  June.  Pork  is  quite 
well  distributed  throughout  the 
year,  and  the  prominence  of  winter 
in  the  receipts  into  cold  storage  is 
barely  perceptible.  Poultry  is  made 
up  of  diverse  elements.  Broilers  go 
into  storage  early  in  the  spring  and 
roasters  in  the  early  autumn.  There 
are  besides  the  different  varieties  of 
poultry.  November,  December  and 
January  are  the  heaviest  storage 
months,  and  sometimes  October. 

With  regard  to  fish,  there  seems 
to  be  no  regularity  in  the  heavy 
months;  the  three  heaviest  months 
in  the  year  beginning  with  March, 
1909,  were  August,  November  and 
January,  but  in  the  following  year 
the  months  were  April,  July  and 
December.  The  kinds  of  fish  that 
go  into  cold  storage  are  seasonable, 
and  the  natural  supply  does  not 
last  throughout  the  year.  There 
are  also  often  two  storages  for  fish. 

In  the  initial  one  the  fish  is  received 


fresh  at  the  place  where  caught 
and  kept  a  length  of  time  deter¬ 
mined  by  circumstances.  This  place 
is  not  usually  one  of  consumption, 
so  that  in  that  event  the  fish  is 
transferred  frozen  to  cold  storage 
at  a  place  where  it  is  to  be  con¬ 
sumed.  In  this  investigation  the 
two  storages  are  added  together  in 
stating  time  of  storage. 

During  the  three  heavier  cold 
storage  months  of  1910-11,  47  per 
cent,  of  the  fresh  beef  placed  in 
cold  storage  during  the  whole  year 
was  received  into  the  warehouses ; 
59.8  per  cent,  of  the  fresh  mutton  ; 

59.2  per  cent,  of  the  dressed  poul¬ 
try  ;  70  per  cent,  of  the  butter,  and 

79.4  per  cent,  of  the  eggs. 

It  is  established  by  this  investiga¬ 
tion  that  71.2  per  cent,  of  the  fresh 
beef  received  into  cold  storage  in 
the  year  1909-10  was  delivered  with¬ 
in  three  months,  28.8  per  cent,  of 
the  fresh  mutton,  95.2  per  cent,  of 
the  fresh  pork,  75.7  per  cent,  of  the 
poultry,  40.2  per  cent,  of  the  butter, 

14.3  per  cent,  of  the  eggs,  and  35.5 
per  cent,  of  the  fish. 

Within  four  months  after  it  was 
received  86  per  cent,  of  the  fresh 
beef  was  delivered,  42.7  per  cent, 
of  the  fresh  mutton,  96.5  per  cent, 
of  the  fresh  pork,  85,3  per  cent,  of 
the  poultry,  53.4  per  cent,  of  the 
butter,  22.6  per  cent,  of  the  eggs, 
and  49.5  per  cent,  of  the  fish. 

The  percentage  of  the  receipts  de¬ 
livered  in  seven  months  is  99  for 
fresh  beef,  99.3  per  cent,  for  fresh 
mutton,  99.9  per  cent,  for  fresh 
pork,  96.1  per  cent,  for  poultry,  88.4 
per  cent,  for  butter,  75.8  per  cent, 
for  eggs  and  64.9  per  cent,  for  fish. 

Lastly,  let  the  percentages  for  the 
deliveries  of  ten  months  be  stated. 
These  are  represented  by  99.7  per 
cent,  for  fresh  beef,  100  per  cent, 
for  fresh  mutton  and  pork,  98.9  per 
cent,  for  poultry,  97.8  per  cent,  for 
butter,  99.9  per  cent,  for  eggs,  and 

77.5  per  cent,  for  fish. 

The  important  observation  to  be 
made  is  that  the  receipts  into  cold 
storage  are  entirely  or  very  nearly 
exhausted  by  the  deliveries  within 
ten  months. 

So  common  is  the  belief  that 
large  quantities  of  food  are  held  in 
cold  storage  for  more  than  a  year 
that  it  is  worth  while  to  learn  what 
fraction  of  the  receipts  of  the  ware¬ 
houses  embraced  in  this  investiga¬ 
tion  has  been  in  storage  longer  than 
twelve  and  a  half  months.  In 
March,  1909,  poultry  was  placed  in 
some  of  these  warehouses  on  Sep¬ 
tember  1,  1911,  twenty-nine  and  a 
half  months  afterwards,  not  any 
remained.  All  of  the  other  com¬ 
modities  covered  by  this  investiga¬ 
tion  had  been  delivered.  The  same 
fact  applies  to  the  commodities  re¬ 
ceived  twenty-eight  and  a  half 
months  before. 

In  one  warehouse  there  was  dis¬ 
covered  some  fresh  mutton  that  had 
been  in  cold  storage  for  twenty- 
seven  and  a  half  months,  and  this 
was  10.2  per  cent,  of  the  fresh  mut¬ 
ton  receipts  of  all  reporting  ware¬ 
houses  for  May,  1909.  Of  the  re¬ 
ceipts  of  butter  in  that  month,  0.3 
of  1  per  cent,  remained  September 
1.  1911. 


So,  determining  the  percentages 
in  a  similar  manner,  it  was  found 
that  o.  1  of  1  per  cent,  of  the  receipts 
of  poultry  for  a  month  was  still 
in  cold  storage  at  the  end  of  twenty- 
six  and  a  half  months  and  0.3  of  1 
per  cent,  in  the  case  of  butter. 

For  a  storage  of  twenty-one  and  a 
half  months,  fresh  mutton  is  repre¬ 
sented  by  0.8  of  1  per  cent,  and 
poultry  by  0.4  of  1  per  cent.  Poul¬ 
try  has  0.1  of  1  per  cent  for  nine¬ 
teen  and  a  half  months,  0.2  of  1 
per  cent,  for  eighteen  and  a  half 
months,  0.1  of  1  per  cent,  for  sev¬ 
enteen  and  a  half  months,  less  than 
0.05  of  1  per  cent,  for  sixteen  and 
a  half  months.  For  sixteen  and  a 
half  months  butter  has  0.5  of  1  per 
cent,  and  for  fifteen  and  a  half 
months  3.3  per  cent.,  while  mutton 
for  the  last  period  has  0.5  of  1  per 
cent. 

For  fourteen  and  a  half  months  in 
cold  storage,  0.1  of  1  per  cent, 
stands  for  fresh  mutton,  less  than 
0.05  of  1  per  cent,  for  poultry,  3.5 
per  cent,  for  butter  and  0.1  of  1  per 
cent,  for  fish. 

Fresh  beef  had  0.1  of  1  per  cent, 
still  in  cold  storage  at  the  end  of 
thirteen  and  a  half  months;  fresh 
mutton  2.2  per  cent.;  fresh  pork, 
less  than  0.05  of  1  per  cent. ;  poul¬ 
try.  t-3  per  cent.;  butter,  6.6  per 
cent.,  and  fish  10.5  per  cent. 

At  the  end  of  twelve  and  a  half 
months  fresh  beef  had  0.5  of  1  per 
cent,  in  storage;  fresh  mutton,  0.6 
of  1  per  cent.;  fresh  pork,  less  than 
0.05  of  1  per  cent.;  poultry,  0.2  of  1 
per  cent. ;  butter,  6.5  per  cent.,  and 
fish,  13  per  cent. 

This  statement  covers  all  of  these 
commodities  held  in  cold  storage 
longer  than  twelve  and  a  half 
months.  Warehousemen  explain  ex¬ 
cessively  long  storages  by  stating 
that  they  are  caused  by  law  suits 
and  other  circumstances  of  an  un¬ 
commercial  nature. 

Since  the  receipts  and  deliveries 
were  reported  by  warehousemen 
for  each  month,  it  is  c-asy  to  com¬ 
pute  the  average  time  of  storage. 
The  fresh  beef  received  into  storage 
during  the  year  beginning  with 
1909,  was  kept  there  on  the  average 
for  2.3  months;  the  fresh  mutton, 

4.4  months;  the  fresh  pork,  0.9  of 
one  month,  and  the  butter,  4.4 
months.  The  poultry  received  dur¬ 
ing  the  year  beginning  with  March, 
1909,  was  kept  on  the  average  2.4 
months ;  the  eggs,  5.9  months,  and 
the  fish,  6.7  months. 

The  average  time  of  storage 
differs  as  between  the  first  and  the 
.second  half  of  the  year  adopted  for 
the  purposes  of  this  investigation. 
The  average  time  for  fresh  beef  in 
the  first  half  of  the  year  is  2.6 
months,  in  the  second  half  1.8 

months ;  fresh  mutton  in  the  first 
half  4.8  months,  in  the  second  half 
3  months ;  fresh  pork  in  the  first 
half  0.8  of  1  month,  in  the  second 
half  1  month;  poultry  in  the  first 
half  2.6  months,  in  the  second  half 

2.4  months ;  butter  in  the  first  half 

4.5  months,  in  the  second  half  4 

months;  eggs  in  the  first  half  6.1 
months,  in  the  second  half  1.7 

months;  fish  in  the  first  half  6.8 
months,  in  the  second  half  6.7 

months. 

Before  the  advent  of  cold  storage 
there  was  a  relative  monthly 

consumption  of  commodities,  such 
as  the  foods  now  stored,  through¬ 
out  the  year  which  was  adapted  to 
the  current  supply,  and  that  supply 
was  more  or  less  closely  related 
in  time  to  the  production. 

Cold  storage  has  interposed  to 
change  considerably  the  relative 
monthly  consumption  and  to  make 
it  more  even  throughout  the  year. 
To  illustrate  with  a  supposition, 
if  1  per  cent,  of  the  total  amount 
of  eggs  consumed  in  a  whole  year 


were  consumed  in  December  before 
the  days  of  cold  storage,  perhaps 
3  per  cent  is  the  figure  lor  the 
present  time. 

There  has  also  been  a  change  in 
relative  monthly  prices,  due  to  cold 
storage.  In  the  case  of  eggs  the 
relative  price  has  increased  in  the 
season  of  natural  plenty  and  dimin¬ 
ished  in  the  period  of  natural 
scarcity. 

The  results  are  that  in  the  cases 
of  both  butter  and  eggs  the  annual 
price  level  has  been  raised  by  cold 
storage,  for  a  reason  apart  fr 
the  costs. 

In  two  ways,  then,  cold  storage 
has  raised  the  cost  of  living. 

This  business  of  storing  foods 
grown  to  such  proportions  that  c 
sumers  have  a  rightful  con 
with  its  management  for  econo: 
as  well  as  sanitary  reasons.  Fro 
the  returns  made  to  this  departme: 
by  the  cold  storage  warehouseme: 
it  is  inferable  that  the  fresh  bee 
fresh  mutton,  fresh  pork,  poultry, 
butter,  eggs  and  fish  received  in' 
cold  storage  in  a  year  amounts  to 
a  weight  of  at  least  1,000,000,000 
pounds,  and  very  likely  to  a  quar¬ 
ter  of  a  billion  more. 

The  eggs  received  into  storage 
in  a  year  are  approximately  13I/2 
per  cent,  of  the  farm  production ; 
the  fresh  beef  is  over  3  per  cent, 
of  the  census  commercial  slaughter 
of  cattle;  mutton  over  4  per  cent 
of  that  slaughter  of  sheep  and 

lambs;  fresh  pork  nl/2  per  cent, 
of  that  slaughter  of  hogs,  and 

butter  25  per  cent,  of  the  creamery 
production. 

This  is  no  indictment  of  the  men 
who  keep  foods  in  cold  storage, 
except  in  so  far  as  they  sometimes 
speculate,  nor  need  they  be  indicted 
for  offenses  in  order  that  the  public 
economic  interest  in  their  business 
may  be  made  to  appear.  The  fore¬ 
going  matter,  it  may  be  supposed, 
establishes  that.  The  man  who 
who  places  food  in  cold  storage  is 
somewhat  in  the  situation  of  the 
man  who  forestalls  the  market. 


He  may  not  attempt  to  do  so,  but 
the  power  may  be  a  temptation. 

The  affairs  of  such  a  business  as 
this  should  have  publicity.  The 
public  ought  to  know  how  much 
goods  are  in  storage  from  month  to  ’ 
month  and  what  the  movements  of 
receipts  and  deliveries  are.  * 

The  food  warehousemen  should 
be  required  to  send  to  Washington 
monthly  reports  containing  the  de¬ 
sired  information.  Here  these  re¬ 
ports  could  be  promptly  aggregated 
and  the  results  could  be  given  to 
the  public  on  a  previously  an¬ 
nounced  day  of  the  month,  some¬ 
what  as  the  crop  reports  are. 


Florida  cucumbers  are  scarce, 
and  the  price  is  $3  to  $5  per  crate. 
Hothouse  cues,  Xo.  2s,  bring  $4 
to  $5 :  medium.  $5  to  $6,  and 
fancy.  $7  to  $9.  Cucumbers  Are  in 
light  demand. 


ELTON  J.  BUCKLEY 

Editor  '‘Grocery  World  and  General  Merchant* 


Attorney  and  Counselor  at  Law 

643-648  Land  Title  Building,  Pblta.,  Pa. 


Telephone* 


{ 


Bell,  Spruce  2808-2609 
Keystone,  Race  746 


Corporation  Practice,  Cases  Under  Food  Laws 
Trade -Hark  Registration 
General  Practice 
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♦ 

The  GROCER  who  tries  to  keep  his  busi¬ 
ness  in  his  head  can’t  keep  ahead  in  his 

business. 
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His  brain  can’t  stand  the  strain — 
it’s  built  to  remember  facts — not 
figures. 

The  human  mind  is  never  com¬ 
pletely  accurate. 

The  National  Cash  Register  thinks 
with  a  brain  of  steel. 


Over  One  Million  have  been  sold 


‘ Get  a 

Write  for  Booklet 

“Get  a 

Receipt ” 

The  National  Cash  Register  Company 
Dayton,  Ohio 

Receipt 

IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT" 


It  keeps  track  of  every  detail  of 
every  sale — stops  leaks  and  checks 
losses. 

A  store  using  a  National  Cash 
Register  is  run  on  system  — 
it's  bound  to  yield  profit  to  its 
owner. 
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Manufacturers  Say  They  Can’t  Help  Mail 
Order  Houses  Getting  and 
Cutting  Their  Goods 

Tell  National  Trade  Relations  Committee  They  Are  Helpless. 
Strong  Talk  from  Committee  Chairman.  Secretary  Green 
Fights  Parcels  Post  at  Washington  and  Sends  Taft,  With 
President  Lux,  Letter  Opposing  It. 


Special  Correspondence  of  “Grocery  World  and 

General  Merchant.” 

Cleveland,  Ohio, 

December  4,  1911. 

In  response  to  the  letters  re¬ 
cently  sent  by  the  Trade  Rela¬ 
tions  Committee  to  various  manu¬ 
facturers  whose  goods  are  adver¬ 
tised  at  cut  prices  in  the  mail¬ 
order  catalogues,  Chairman  C.  E. 
Beinert  reports  that  he  has  re¬ 
ceived  answers  to  practically  all. 
Mr.  Beinert’s  own  summary  of 
the  replies  is  as  follows: — 

The  Trade  Relations  Committee 
has  received  replies  to  most  of  the 
letters  sent  to  manufacturers. 

It  is  remarkable  how  unanimously 
helpless  these  manufacturers  are. 

Several  hundred  manufacturers 
must  tamely  submit  to  let  three  or 
four  mail  order  houses  demoralize 
their  business. 

Five  hundred  thousand  retailers 
can  do  nothing  to  prevent  their  bus¬ 
iness  from  being  ruined,  must  sub¬ 
mit  to  have  their  characters  assas¬ 
sinated,  their  reputations  under¬ 
mined  by  business  methods  that  are 
lacking  even  in  the  rudiments  of 
common  honesty. 

They  assure  us  that  their  heart¬ 
felt  sympathy  is  with  us.  Is  that 
not  rubbing  it  in  good  and  strong? 
We  do  not  in  the  least  share  their 
pessimistic  views  of  the  situation. 

We  had  hoped  the  manufacturers 
would  see  the  light,  and  would 
initiate  corrective  methods  and  let 
us  retailers  co-operate  with  them, 
to  carry  out  their  plans. 

The  law  of  self-preservation  is 
uppermost  in  all  human  minds.  The 
great  business  on  Nationally  adver¬ 
tised  products  was  built  up  by  and 
through  the  retailers;  the  retailers 
welcomed  the  package  goods  as  a 
convenience,  they  considered  the  ad¬ 
vertising  done  by  manufacturers 
as  a  great  selling  help,  but  they 
did  not  dream  that  after  the  trade 
was  built  up  that  the  manufac¬ 
turers  would  use  their  greatness  to 
force  the  retailers  to  handle  their 
goods  at  less  than  a  living  margin 
and  to  perpetrate  a  system  that 
forces  them  to  handle  them  with¬ 
out  any  margin  at  all. 

Manufacturers  should  consider 
that  it  takes  much  more  time  and 
labor  to  rear  a  building  than  to 
tear  it  down. 

The  same  forces  that  built  up  this 
great  business  can  destroy  it.  The 
retailers  can  start  and  carry  to  a 
successful  conclusion  a  back  to  bulk 
goods  campaign. 

They  can  build  up  a  business  or 
private  brands,  or  jobbers’  brands. 

It  is  the  retailer’s  guarantee  that 
builds  and  holds  trade. 

Let  us  hope  this  fight  will  not 
be  forced  on  the  retailers. 

At  the  recent  convention  of  the 

American  Specialty  Manufactur¬ 


ers’  Association,  held  in  New 
York,  President  Lux  and  myself 
brought  to  the  attention  of  the 
manufacturers  in  attendance  the 
position  the  retailer  of  the  United 
States  was  placed  in  by  the  ad¬ 
vertising  of  all  staple  commodi¬ 
ties  at  cost  by  a  few  concerns 
who  were  using  this  means  of  de¬ 
moralizing  the  trade  of  the  retail 
grocers. 

While  they  listened  attentively 
to  the  address  of  President  Lux, 
so  far  there  has  nothing  been 
done  to  help  the  situation.  It 
looks  as  though  it  was  going  to 
be  put  up  to  the  retailer  himself 
to  declare  against  this  kind  off 
business  lawlessness  and  to  take 
as  it  were  “the  bull  by  the  horns” 
and  show  that  we  are  not  as  com¬ 
monly  supposed  a  conglomerate 
mass,  but  an  organized  body  who 
can  and  will  assert  their  rights 
and  defend  their  position. 

The  Committee  on  Trade  Rela¬ 
tions  will  do  everything  in  its 
power  to  bring  about  a  peaceable 
solution  of  this  perplexing  prob¬ 
lem,  but  if  there  is  no  help  for  us 
through  friendly  solicitation  then 
we  must  act  in  such  a  manner  as 
will  leave  no  doubt  in  the  minds 
of  those  firms  who  are  allowing 
their  goods  to  be  thus  used;  that 
the  retailer  will  no  longer  toler¬ 
ate  the  situation  but  take  such 
means  as  he  may  deem  best  to  re¬ 
lieve  himself.  There  is  no  need  of 
any  radical  movement.  Relief 
can  be  found  in  a  friendly  co¬ 
operative  movement  and  we  sin¬ 
cerely  hope  that  these  methods 
will  prevail. 

*  *  * 

On  Wednesday  morning,  No¬ 
vember  29th,  I  received  a  tele¬ 
gram  from  Hon.  Jonathan  Bourne, 
Jr.,  United  States  Senator,  chair¬ 
man  of  Public  Expenditures  Com¬ 
mittee,  asking  that  I  appear  be¬ 
fore  the  committee  to  cite  our 
opinion  in  regard  to  further  ex¬ 
tension  of  the  parcel  carrying 
system  by  the  Government.  Ar¬ 


rived  in  Washington  and  went  to 
the  secretary’s  office  of  the  gro¬ 
cers’  association.  Both  the  presi¬ 
dent,  Mr.  F.  A.  Dodge  and  Mr. 
Patrick,  the  secretary,  accompan¬ 
ied  me  to  the  hearing.  Promptly 
at  eleven  I  was  sworn  and  pro¬ 
ceeded  with  our  contention,  sub¬ 
mitting  such  information  and 
manuscript  which  I  had  gathered, 
both  in  this  country  and  Europe. 
Particularly  was  the  foreign  in¬ 
formation  in  regard  to  wages  of 
foreign  post-office  employees, 
their  hours  of  labor,  the  number 
of  packages,  the  kind  and  size, 
the  cost  of  shipment  and  the  effect 
on  the  smaller  villages,  etc.  I 
contended  at  the  hearing,  as  I 
shall  always  contend,  that  the 
Government  has  no  constitutional 
right  to  enter  into  the  transpor¬ 
tation  of  merchandise,  and  par¬ 
cels  carrying  is  merchandise 
transportation. 

The  difference  in  the  popula¬ 
tion,  England  having  500  to  the 
square  mile,  and  the  United 
States  having,  according  to  the 
last  census,  only  30  to  the  square 
mile.  The  average  haul  in  Eng¬ 
land  being  41  miles,  the  average 
haul  in  this  country  being  nearly 
1,000  miles.  I  contended  also 
that  the  establishment  of  this 
system  would  depopulate  the 
rural  sections  and  would  not 
benefit  the  people  whom  it  was 
intended  to  benefit.  I  asked  that 
the  general  merchant  be  no  longer 
considered  as  a  beneficiary  in  this 
legislation.  That  he  had  always 
to  my  knowledge  petitioned 
against  any  increased  parcels 
carrying  by  the  Government  and 
as  long  as  he  did  not  want  it  they 
should  not  force  him  to  have  it 
against  his  will.  The  impression 
seemed  to  be  with  the  promoters 
that  inasmuch  as  the  rural  car¬ 
riers  were  not  carrying  the  capac¬ 
ity  of  their  load  that  some  means 
should  be  found  to  provide  that 
load  and  parcels  post  would  do  it. 
The  hearing  ended  at  2.15,  having 
been  in  continuous  session  for 
three  hours  and  fifteen  minutes, 
and  myself  on  the  stand  the  en¬ 
tire  time. 

The  officers  of  the  National  As¬ 
sociation  have  addressed  the  fol¬ 
lowing  letter  on  the  same  subject 
to  President  Taft: — 

To  the  Hon.  William  Howard  Taft, 

President  of  the  United  States. 

Dear  Mr.  President: — We  notice 
by  reports  of  the  public  press  that 
it  is  your  intention  to  recommend 
to  Congress  the  passage  of  parcels 
post  legislation. 


Nearly  all  mercantile  organiza¬ 
tions  of  the  United  States  have 
from  time  to  time,  after  consider¬ 
ing  the  question,  passed  resolutions 
against  parcels  post  legislation. 

We  would  respectfully  ask  that 
in  lieu  of  recommending  any  legisla¬ 
tion  at  this  time  that  you  would 
appoint  a  commission  to  inquire  int 
the  feasibility  of  such  legislation 
and  its  effect  on  the  country  at 
large. 

We  are  willing  to  stand  by  the 
report  of  such  a  commission,  feeling 
sure  that  when  the  matter  is  given 
such  consideration  that  the  country 
will  be  rightly  informed  on  a  ques¬ 
tion  of  the  greatest  moment. 

We  conscientiously  believe  sucli 
legislation  will  not  be  beneficial,  no 
even  to  those  whom  it  is  intended 
to  benefit. 

In  behalf  of  the  associatic 
whose  representatives  we  are,  we 
earnestly  solicity  and  appeal  to  you 
to  consider  the  request  of  so  grea 
a  factor  in  the  commercial  circ 
of  the  United  States. 

John  W.  Lux, 

President, 

John  A.  Green, 
Secretary. 

The  National  Association  of  Re¬ 
tail  Grocers  of  the  Unit 
States. 

Johx  A.  Greex, 
Secretary  National  Retail  Grc 
cers’  Association. 


New  Food  Show  Plan  With 
Two  Innovations. 


Company  Will  Give  Week’s  Show  in 
Outlying  Residence  Sections  of  Cities, 
Instead  of  in  Central  Hall,  Moving 
from  One  Section  to  Another  Over 
Night.  No  Manufacturer  Can  Exhibit 
Who  Has  Not  Been  Approved  by 
Special  Food  Agent  Cassidy. 


There  is  a  new  idea  coming  for¬ 
ward  in  food  expositions — a 
portable  food  show  that  will  not 
show  in  large  city  centres,  like  a 
food  show  usually  does,  but  will 
hold  forth  in  the  well-populated 
outlying  sections,  and  move  from 
one  to  the  other  over  night.  To 
develop  this  idea  the  “Pure  Food 
Exhibition  Co.”  has  been  organ¬ 
ized,  with  headquarters  at  Broad 
and  Arch  streets,  Philadelphia. 
Alfred  A.  Faxon  is  president  and 
George  AY.  Schultz  general  man¬ 
ager. 

The  new  company  expects  to 
launch  its  plan  at  American  Hall, 
at  Thirty-ninth  and  Market 
streets.  West  Philadelphia,  on 
February  6,  1912,  the  show  last¬ 
ing  until  February  10th.  From 
there  the  enterprise  will  remove 
to  Kensington,  opening  at  the 
Columbia  Gesang  Yerein,  Second 
and  Norris  streets,  showing  there 
from  February  13th  to  17th.  The 
plan  is  to  go  to  other  sections  im¬ 
mediately  after. 

Another  novel  feature  is  the 
fact  that  no  manufacturer  will  be 


grocery  world  and  general  merchant 
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he  Inside  of  the  Two  Cent  Sugar  Scheme 


he  “Assortments”  Which  the  Newest  Mail  Order  Grocery 
Concern  Sells  at  Five  and  Ten  Dollars.  Both  Include 
Sugar  at  Two  Cents  Per  Pound  and  Cuts  on  Other  Equally 
Well-known  Things.  Dazzling  Premiums  for  New  Orders. 


The  “Grocery  World  and  Gen- 
•al  Merchant”  mentioned  in  its 
st  issue  two  small  mail-order 
:hemes  that  had  just  come  to 
Mit  in  the  classified  columns  of 
ie  Eastern  daily  papers.  One 
as  operated  by  the  "Spring 
fount  Grocery  Co./’  of  Spring 
fount,  Pa.,  whose  name,  inciden- 
illy,  does  not  appear  in  any  of 
ie  available  directories  of  Spring 
fount.  This  scheme  the  “Gro- 
;ry  'World  and  General  Mer- 
liant”  has  investigated  to  some 
stent  during  the  past  week,  but 
nds  nothing  very  startling  or 
ery  new  about  it.  The  "Spring 
fount  Grocery  Co."  is  advertis- 
lg  two  “assortments”  of  grocer- 
;s,  one  at  $5  and  the  other  at  $10, 
1  both  of  which  sugar  is  priced 
t  2  cents  per  pound.  The  two 
ssortments  appear  below  : — 

For  $5. 

Reg.  Price.Our  Price. 


10  lbs.  granulated  sugar  .70  .20 

2  lbs.  best  coffee . 80  .70 

-54  lb.  mixed  tea . 25  .20 

2  lbs.  fancy  rice . 24  .20 

2  lbs.  round  head  rice.  .  .20  .16 

1  pkg.  Kellogg’s-  corn 

flakes . to  .08 

2  cans  sweet  peas .  .36  .30 

2  cans  early  June  peas.  .30  .25 

2  cans  “As  You  Like 

It”  corn  . . 36  30 

2  cans  fancy  crushed 

corn . 30  .25 

1  lb.  dried  lima  beans. .  .12  .10 

1  lb  dried  soup  beans.  .  .12  .08 

3  lbs.  laundry  starch .  .  .30  .25 

3  lbs.  washing  soda . 15  .to 

1  bar  Fels’  naptha 

soap . 05  .03 

1  bar  Ivory  soap . .  .05  .03 

lb.  black  pepper . 10  .07 

1  box  14  oz.  baking 
powder,  “Pride  of 

Spring  Mount” . 60  .40 

1  bottle  vanilla,  pure...  .15  .10 

1  can  U.  S.  baked  beans  .15  .12 

1  box  Lowney’s  cocoa. .  .30  .25 

Yi  lb.  cake  Walter  Bak¬ 
er’s  chocolate . 25  .22 

1  can  “Eagle  Brand” 

condensed  milk  ....)  .18  .15 

2  bars  Castile  soap . 50  .25 

J4  lb.  ground  cinnamon  .10  .07 

10  nutmegs . 10  .07 

54  lb.  ground  allspice. .  .10  .07 


Regular  price . $6.93  $5.00 

Your  gain  .  1. 93 


For  $10. 


Reg. Price. Our  Price. 


25  lbs.  granulated  sugar  $1.70 

$0.50 

5  lbs.  Java  blend  coffee 

2.00 

i-75 

54  lb.  mixed  tea . 

12  bars  Swift  laundry 

.40 

•30 

soap  . 

12  bars  Swift  borax 

.60 

■SO 

soap . . . 

12  bars  Swift  wool 

.60 

•50 

soap . 

.60 

•50 

5  lbs.  fancy  head  rice. . 

1  box  Royal  baking 

.60 

•50 

powder . 

2  pkgs.  Kellogg's  corn 

.10 

.09 

flakes . 

.20 

.16 

5  lbs.  round  head  rice. 

•50 

.40 

6  cans  sweet  peas . 

1.08 

.90 

6  cans  early  June  peas. 

.90 

.70 

S  cans  marrowfat  peas. 

■72 

•So 

6  cans  Paris  corn . 

1.08 

.90 

6  cans  “As  You  Like  It” 

.90 

.70 

6  cans  crushed  clean.  . 

1  bottle  vanilla  extract, 

.72 

•50 

pure . 

.10 

.09 

1  lb.  lima  beans,  dried. 
3  lbs  best  laundry 

.12 

.09 

starch . 

•30 

.20 

4  lbs.  washing  soda .... 

.20 

•05 

1  bar  Fel’s  naptha  soap. 

•$5 

.02 

1  bar  Fel's  naptha  soap 

05 

•03 

1  bar  Ivory  soap . 

1  bar  Rising  Sun  stove 

•05 

.04 

polish . 

.10 

•05 

1  box  Lowney’s  cocoa.  . 

.10 

■05 

Regular  price  . : 

$14.72  $10.00 

saving 


Your  gain  .  4.7 

In  addition  to  this  enormous 
in  the  $10  assortment, 
there  is  given,  as  an  extra  pre¬ 
mium  to  those  selling  a  $10  order 
to  their  friends,  a  “regular  size 
men’s  open  face  stem  wind 
watch,”  which  may  or  may  not  be 
a  59-cent  Ingersoll.  Those  in¬ 
ducing  friends  to  buy  a  $5  order 
get  50  cents  of  groceries  free. 
The  concern  offers  to  pay  freight 
charges  to  any  station,  and  accept 
only  cash  with  order. 

Of  course  the  whole  scheme  is 
as  transparent  as  anything  can  be. 
The  proprietary  articles  or  staples 
whose  prices  are  well  known, 
such  as  sugar,  Ivory  soap,  and  so 
on,  are  cut,  while  the  other  things 
like  tea,  canned  goods  and  spices 
are  inflated  to  the  limit.  Any  re¬ 
tail  grocer  who  will  trouble  him¬ 
self  to  figure  up  the  profit  on 
these  assortments  will  find  it  ex¬ 
tremely  satisfactory. 


You  can  make  more  money,  please  your  customers  better,  and 
have  a  bigger  trade  on 

MACARONI  ::  SPAGHETTI 
PASTELS  and  NOODLES 


IF  YOU  SELL 


CLEAN,  AMERICAN  MADE 

You'll  not  only  make  a  BIGGER  PROFIT  on  our  goods  but 
they  are  fresher,  finer  flavored,  purer  than  imported  and  that 
gives  you  an  advantage  because  it  makes  sales  EASIER. 


mEim  ibb  to. 

Philadelphia,  Pa. 


lowed  to  sign  a  contract  for 
yor  space  until  his  name  and 
rands  have  been  approved  by  H 
.  Cassidy,  the  Philadelphia 
rent  of  the  State  Dairy  and  Food 
lepartment.  It  is  said  that  sev- 
•al  contracts  have  already  been 


refused  because  Mr.  Cassidy  re¬ 
fused  to  approve  them. 

The  usual  food  show  features 
will  be  provided,  and  the  admis¬ 
sion  to  the  public  will  be  15  cents 
before  6  o'clock  and  25  cents 
after. 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


Mr.  George  B.  Wason,  presi¬ 
dent  of  the  National  Wholesale 
Grocers’  Associ- 

Tht  jobber’s  Right  ation,  said  some 
to  Exist.  things  before  the 

recent  meeting  of 
the  American  Specialty  Manufac¬ 
turers’  Association  which  arc  en¬ 
titled  to  particular  consideration. 
The  following  is  taken  from  a 
verbatim  report  of  his  speech: — 


The  wholesale  grocers  of  this 
country  are  not  the  middlemen,  as 
we  have  been  called,  but  are  the 
bankers  or  the  clearing  houses 
through  which  the  goods  of  the 
manufacturers  are  shipped  as  soon 
as  packed  and  the  money  advanced 
on  them.  Were  it  not  for  all  of 
these  ,  clearing  houses  over  the 
country,  which  takes  the  goods, 
pays  for  them  and  store  them  until 
wanted  by  the  consumer,  many  of 
these  fruits  which  have  to  be  packed 
in  their  season  and  kept  for  months 
before  they  are  wanted  and  then 
let  out  to  the  consuming  public  as 
they  are  needed  for  consumption. 
Were  it  not  for  us,  who  would  ad¬ 
vance  the  money  for  the  raw  ma¬ 
terial  and  pay  for  the  labor,  both 
of  which  are  cash  items? 

Were  it  not  for  us  this  money 
would  have  to  be  advanced  by  large 
combinations  of  capital ;  then,  in 
case  of  a  short  crop,  as  there  was 
this  year  in  some  of  our  lines,  the 
few  men  who  controlled  the  prod¬ 
uct  would  put  on  any  price  they  de¬ 
sired  and  the  consuming  public 
would  have  to  pay  tribute  to  the 
money  barons  of  the  country. 

On  the  other  hand,  we  sell  and 
trust  the  small  merchant  who  could 
not  exist  without  our  financial  aid; 
thus  making  competition,  and  there¬ 
by  keeping  the  prices  within  reach 
of  the  poor  man. 


With  much  of  this  this  jour¬ 
nal  entirely  agrees.  In  certain 
sections  of  the  country  the  gro¬ 
cery  business  could  not  possibly 
be  conducted  as  now  without  the 
jobber.  But  two  of  the  reasons 
given  above  for  the  jobber’s  right 
to  live  are  not  at  all  conclusive  in 
the  writer’s  view.  If  Mr. 
Wason’s  remarks  are  correctly 
interpreted  lie  pleads  for  the  job¬ 
ber  because  he  buys  certain  goods 
for  future  delivery  and  stores 
them  until  needed.  It  would 
probably  be  much  better  if  the 
jobber  didn’t  do  this.  The  sale  of 
canned  peas  in  November  that 
aren't  to  be  packed  until  the  fol¬ 
lowing  June,  and  not  then  unless 
they  grow  and  are  good  enough, 
is  wrong  and  sooner  or  later  it  is 
going  to  be  stopped. 

Mr.  Wason’s  second  incon¬ 
clusive  plea  is  that  the  credit  ex¬ 
tended  by  jobbers  keeps  alive 


small  merchants  who  would  die 
without  it.  If  the  jobber  does 
this  his  presence  is  a  menace 
rather  than  a  help.  No  person 
who  cannot  support  himself  has 
any  real  right  to  life.  If  a  retail 
grocer  cannot  do  business  enough 
where  he  is  to  make  a  living  in¬ 
dependent  of  the  jobber’s  help,  or 
can’t  make  his  collections 
promptly  enough  to  pay  his  own 
bills,  he  should  retire,  for  he  is 
proving  himself  an  excrescence  in 
either  of  two  ways:  because  there 
is  no  room  in  his  territory,  or  be¬ 
cause  he  is  not  fitted  to  succeed. 
It  is  a  crime  to  keep  artificial  life 
in  merchants  of  that  class,  and 
the  jobber  is  damning  himself 
when  he  boasts  of  it. 


In  a  recent  issue  a  contributor 
to  this  journal  discussed  the  cam¬ 
paign  of  oleomar- 

Preferrine  oieomar-  garine  advertis- 
garine  to  Butter.  jng  which  Swift 

&  Co.  were  con¬ 
ducting  in  the  higher  grade  maga¬ 
zines  like  “Scribner’s”  and  the 
“Outlook.”  His  opinion  of  the 
plan  was  expressed  in  the  follow¬ 


ing  language : — 


Advertising  oleomargarine  to  the 
class  of  people  that  read  the  “Out¬ 
look”  is  a  nervy  piece  of  business, 
it  appears  to  me,  for  I  cannot  con¬ 
ceive  that  any  considerable  percen¬ 
tage  of  them  can  be  induced  to  eat 
it.  Not  because  they  may  not  be 
convinced  that  oleomargarine  is 
fully  as  honest  and  reputable  a 
product  as  the  manufacturers  claim 
it  is,  but  because  they  have  no  need 
of  a  substitute  when  they  can  af¬ 
ford  to  buy  the  genuine.  In  my 
judgment,  oleomargarine  will  never 
have  any  place  among  human  foods 
except  as  a  substitute  for  butter. 
A  nroduct  which  will  do  all  that 
butter  will  do,  and  which  costs  less 
money.  It  has  no  advantages  over 
butter,  and  therefore  has  no 
grounds  to  make  a  separate  place 
for  itself,  except  the  one  point  of 
price.  That  being  so,  what  appeal 
has  oleomargarine  to  the  person 
who  can  afford  to  buy  butter? 


The  “National  Provisioner,”  of 
New  York,  which  in  considerable 
of  a  way  represents  the  oleomar¬ 
garine  interests,  disagrees  with 
this  reasoning.  Its  views  follow : 


What  appeal  has  oleomargarine 
to  the  person  who  can  afford  to 
buy  butter?  As  a  matter  of  fact, 
it  is  “people  with  money  and  brains” 
who  are  reading  up  on  food  ques¬ 
tions  these  days,  and  who  are 
among  the  first  to  recognize  that 
instead  of  having  “no  advantages 
over  butter  except  in  the  one  point 
of  price,”  oleomargarine  has  com¬ 


parative  merits  which  entirely  out¬ 
weigh  the  price  question.  A 
wholesome,  cleanly,  sanitary,  Gov¬ 
ernment-inspected  product  must  be 
preferred  in  these  days  of  food 
fads  and  germ  theories  to  a  raw, 
non-inspected,  disease  carrying 
product  such  as  butter  may  be. 


What  are  those  “comparative 
merits”  which  would  give  oleo¬ 
margarine  a  preference  over  but¬ 
ter  with  people  who  can  afiford 
butter?  Is  it  flavor,  or  color,  or 
greater  wholesomeness?  We 
have  many  times  heard  people 
claim  oleomargarine  to  be  the 
equal  of  butter  in  these  respects, 
but  never  yet  have  we  heard  any¬ 
body  claim  it  to  be  superior.  Un¬ 
less  it  can  reasonably  be  claimed 
superior,  what  would  a  preference 
rest  on  ?  Except,  as  previously 
suggested,  on  the  one  point  of 
price,  which  would  not  count 
with  people  able  to  pay  any  price. 


Secretary  Green,  of  the  Na¬ 
tional  Retail  Grocers’  Associa¬ 
tion,  made  no 

Tht  Approach  of  impression  on  the 
Parcels  Post.  Post  Office  and 

Post  Roads  Com¬ 
mittee  when  he  appeared  before 
it  last  week  in  opposition  to  par¬ 
cels  post.  He  tells  of  his  experi¬ 
ence  in  another  column — he  evi¬ 
dently  feels  that  he  made  an  im¬ 
pression,  but  he  didn’t,  not  be¬ 
cause  he  failed  to  present  the  case 
properly,  /but  because  nobody 
speaking  against  parcels  post 
would  have  made  any  impression. 
The  Government  has  determined 
to  open  the  mails  to  packages  at 
low  rates,  and  it  will  almost 
certainly  succeed  in  doing  it 
within  a  year. 

The  chairman  of  the  Senate 
Committee  clearly  reveals  what 
impression  the  opponents  of  par¬ 
cels  post  made  by  their  argu¬ 
ments,  when  after  listening  to 
them  politely  he  announces  that 
he  will  introduce  a  parcels  post 
bill  in  the  near  future.  It  will 
allow  packages  up  to  u  pounds  in 
weight  to  be  mailed,  instead  of 
placing  the  limit  at  4  pounds  as 
now.  The  rate  will  be  10  cents 
for  the  first  pound  and  4  cents  for 
each  additional  pound,  so  that  an 
11-pound  package  can  be  sent  all 
the  way  from  Philadelphia  to  San 


Francisco  for  50  cents!  Natu¬ 


rally  this  opens  the  entire  coun¬ 
try  to  anybody  who  can  ship 
goods  by  mail.  The  New  York 
or  Philadelphia  grocer  can  now, 
compete  for  the  rural  trade 
California  with  the  San  F ranci sc< 
or  Los  Angeles  grocer,  for  tl 
latter  can  get  no  lower  mail  rate 
and  if  he  ships  by  express  tht 
cost  will  probably  be  more  ths 
50  cents.  Parcels  post  will  wit! 
out  doubt  open  up  vast  pos 
sibilities  to  the  larger  concerns  ir 
all  lines,  to  which  it  will  give  tht 
entree  to  sections  which  are 
effectually  closed  to  them  now  as, 
if  they  were  surrounded  byablanl 
wall  a  mile  high. 

Yes,  indeed,  parcels  post  will 
be  an  enormous  boon  to  the  large 
houses  who  have  facilities  fc 
looking  after  it.  But  what  about 
the  small  merchant,  whose  little 
field  parcels  post  will  throw  wic 
open  to  any  outsider  who  want 
to  ride  in  on  the  mails? 


That  is  an  interesting  campaign 
in  New  York  just  now  again? 

the  sale  of  twine 


Tht  Net  Weight  by  gross  weight 
Twine  Campaign.  The  effort  is  tC 


prevent  the  sale, 
as  100  pounds  of  twine,  of  a  pack¬ 
age  containing  90  pounds  of  twine 
and  10  pounds  of  wrappings,  the 
whole  being  charged  for  a> 
twine.  _ 

So  far  as  this  is  directed  against  * 
transactions  in  which  the  buyer 
believes  he  is  getting  full  100 
pounds,  it  is  absolutely  justified 
from  every  standpoint.  Many  a 
merchant  has  shortsightedly  fixed 
his  cost  on  the  gross  instead  of 
the  net  weight,  making  a  differ¬ 
ence,  as  in  one  case  cited  in  an¬ 
other  column,  of  nearly  4  cents  a 
pound.  Clearly,  this  might  make 
all  the  difference  between  profit 
and  loss. 

Of  course  no  law  can  inter¬ 
fere  with  such  a  transaction 
where  the  buyer  knew  perfectly 
that  he  was  getting  only  the 
net  amount  of  twine,  but  inten¬ 
tionally  paid  the  excess  as  rea¬ 
sonable  cost  of  the  wrappings. 
Any  two  men  have  the  right  to 
make  such  a  contract,  if  they  act 
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i  their  eyes  wide  open.  As- 
:dly  it  cost  the  pianufac- 
r  money  to  wrap  and  rewrap 
lie  of  twine,  and  if  he  cannot 
paid  in  one  way  he  must  in 
:her.  For  instance,  in  a  case 
i  elsewhere  a  man  who 
ght,  as  he  supposed,  168 
nds  of  twine  at  30  cents  a 
nd  found,  or  others  found  for 
,  that  he  actually  bought  150 
nds  at  33.60  cents  per  pound, 
tune  that  the  buyer  was  de¬ 
ed,  and  that  therefore  the 
:tice  must  cease  as  to  him. 

manufacturer  will  merely 
•ge  him  for  net  weight  in  the 
re  and  raise  his  price  to  take 
:  of  the  wrappings.  In  the 
there  will  in  most  cases  be  no 
ng,  although  there  will  be  an 
-mous  gain,  perhaps,  viz.,  the 
sacting  of  business  on  a  plane 
bsolute  honesty  where  every 
er  knows  what  he  gets  and 
t  he  pays. 


ancy  Florida  salad  is  wanted, 
is  scarce.  The  price  ranges 
n  $3.50  to  $4  for  the  best,  but 
bulk  of  the  stock  on  the  mar- 
is  poorer  and  brings  only  $2 

3- 


Difference  of  Over  Three  Cents  Per  Pound 
Between  Net  and  Cross  Weight  of  Twine 

More  About  the  New  York  Campaign  to  Have  Twine  Sold  Net 
Instead  of  Gross.  Short  Weight  Sales  Made  to  Inspectors. 
An  Examiner  Found  18  Pounds  of  Wrappings  in  168  Pounds 
of  Twine,  Raising  the  Cost  Over  Three  Cents  Per  Pound. 


Every  grocer  and  general  store¬ 
keeper  who  buys  or  sells  twine  or 
wrapping  cord  will  be  interested 
and  move  or  less  affected  by  the 
campaign  at  present  proceeding 
in  New  York  City  >to  compel  the 
sale  of  twine  and  similar  products 
by  net  weight;  in  other  words, 
with  the  weight  of  the  wrappings 
not  included.  The.  campaign  is 
important  because  many  of  the 
large  manufacturers  and  dealers 
in  these  goods  are  located  in  New 
York  City,  and  what  they  do  for 
their  local  trade  they  will  do  for 
their  trade  everywhere. 

This  subject  was  referred  to  in 
the  correspondence  columns  last 
week.  There  is  in  New  York  a 
law  requiring  all  manner  of  mer¬ 
chandise  to  be  sold  by  honest 
weights,  and  the  New  York  City 


Bureau  of  Weights  and  Measures 
is  enforcing  this  against  sellers  of 
twine  who  charge  for  the  wrap¬ 
pings  at  the  full  rate.  Inspectors 
of  the  Bureau  recently  made  a 
number  of  visits  among  New 
York  wholesale  dealers  in  twine, 
and  have  filed  with  the  chief  of 
the  Bureau  the  following  sum¬ 
mary  of  the  short  weights  which 
they  discovered: — 

Jones  &  Skinner.  John  Foery, 
man  in  charge.  “Offering  and  de¬ 
livering  for  sale  1 2  pounds  of 
twine,  which  upon  testing  weighed 
only  11^2  pounds,  together  with  the 
wrappings.  Shortage,  one-half 
pound,  plus  wrappings,  which  were 
8  ounces.  Total  shortage,  one 
pound.” 

Travers  Twines  and  Cordage  Co. 
George  O’Hare,  man  in  charge. 
“Offering  and  delivering  for  sale 
15  pounds  of  twine,  which  upon 
testing  weighed  only  pounds, 

including  wrappings.  The  weight 
of  the  wrappings  was  10  ounces, 


making  a  total  shortage  of  14 
ounces.” 

Henry  C.  Kelley  Co.  T.  A.  Pierce, 
Jr.,  man  in  charge.  “Selling  a  quan¬ 
tity  of  twine  for  16  pounds,  which 
actually  weighed  15  pounds,  8 *4 
ounces,  being  7F2  ounces  short.” 

James  Thompson  &  Co.  .  Thomas 
P.  Curran,  man  in  charge.  “Selling 
a  quantity  of  twine  for  20  pounds, 
which  actually  weighed  19  pounds, 

3  ounces,  being  13  ounces  short.” 

Fulton  Bag  and  Cotton  Mill.  H. 

G.  Werner,  man  in  charge.  “In¬ 
sufficient  tare  allowed  for  reel  of 
twine.  Billed  at  63^  pounds  net. 
Upon  test,  found  only  62^2  pounds ; 
shortage  one  pound.” 

The  D.  P.  Winne  Co.,  New 
York  dealers  in  twine,  who  have 
been  leading  the  fight  for  sale  by 
net.  weight,  recently  examined 
and  figured  up  a  bale  of  ordinary 
twine,  which  was  sold  as  contain¬ 
ing.  168  pounds  at  30  cents  per 
pound.  The  bale  contained  56  3- 
pound  packages,  of  which  14 
pounds  proved  to  be  paper,  3 1/2 
pounds  burlap,  and  y2  pound 
rope.  In  other  words,  the  man 
who  thought  he  was  getting  168 
pounds  of  twine  here,  at  30  cents 
per  pound,  actually  got  only  150 
pounds,  and  his  cost  was  33.60 
cents  per  pound. 


Florida  squash  are  cheap  at 
$1.50  to  $2  per  crate.  The  de¬ 
mand  is  fair. 


TWO  PROFITS  INSTEAD  OF  ONE 

— that’s  precisely  what  you  get  when  you  sell  Dandelion  Brand  Butter  Color.  Your  first 
profit  comes  from  your  buttermaking  customer.  Your  second  profit  lies  in  the  selling  of 
his  butter. 

So,  aside  from  its  superiority  as  a  Butter  Color,  Dandelion  Brand  is  a  bully  good 
business  proposition. 

As  for  its  quality :  it  gives  the  richest  of  golden  shades.  And  it  is  this  shade  that 
sells  butter. 

Dandelion  Brand  never  turns  rancid  or  sour.  Nor  does  it  affect  the  taste,  odor  or 
keeping  qualities  of  butter — not  in  the  slightest  degree. 

If  you  care  for  your  customers’  interests,  and  for  your  own  added  profits,  you’ll 
order  Dandelion  Brand  Butter  Color  to-day. 


DANDELION  BRAND 

THE  BRAND  WITH 


BUTTER  COLOR 

THE  GOLDEN  SHADE 


We  guarantee  that  Dandelion  Brand  Butter  Color  is  PURELY  VEGETABLE  and  that  the  use  of  same  for  coloring  butter  is  permitted 
under  all  food  laws— State  and  National, 

WELLS  &  RICHARDSON  CO.,  Burlington,  Vt. 

Manufacturers  of  Dandelion  Brand  Butter  Dolor 
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Difficulty.  Arbuckle  Takes  Peculiar  Means 
Hand  Men*  Consumers’  Co-operative 
The  Bronx  Food  Show.  Department  Stores 
Market  Summary. 


The  Colored  Tea 
of  Getting  Right 
Buying  Clubs. 
Delivery  Costs. 


Special  Correspondence  of  “Grocery  World  and 
General  Merchant. ” 

New  York,  December  7,  1911. 

Press  despatches  have  said  that 
the  New  York  tea  importers 
failed  in  their  efforts  to  get  favor¬ 
able  action  on  the  part  of  the 
Washington  authorities  for  the 
microscopic  and  other  stringent 
tests  that  were  proposed.  How¬ 
ever,  the  committee  which  went 
to  Washington  takes  some  conso¬ 
lation  from  the  fact  that  the  au¬ 
thorities  granted  one  or  two 
minor  concessions  which  will 
make  the  examinations  a  little 
more  rigid,  and  anyway  the  tests 
are  to  be  uniformly  applied  at  all 
ports  so  there  is  an  end  to  the  un¬ 
certainty  that  in  itself  was  bad  for 
business. 

A  few  biting  communications 
on  the  tea  question  have  been 
passing.  John  J.  Barnicle  in  re¬ 
plying  to  Western  men  says  that 
their  attitude  is  purely  selfish. 

Before  the  Federal  food  law 
was  enacted,  Mr.  Barnicle  writes, 
everybody  in  the  trade  knew  that 
tea  was  artificially  colored  and 
doctored,  but  nobody  felt  any  re¬ 
sponsibility  for  the  evil  since  each 
dealer  felt  that  he  had  not  created 
it  and  each  took  things  as  they 
were  and  as  they  had  been  for 
many  years. 

When  the  food  law  came  the 
public  had  been  awakened  to 
evils  of  many  kinds.  Then,  says 
Mr.  Barnicle,  the  Eastern  tea 
importers  saw  a  new  light  as  a 
result  of  various  exposures  in 
other  lines  and  accepted  the  new 
standards  for  tea  in  good  faith. 
Their  buyers  accepted  nothing 
from  the  first  or  second  pickings 
of  China  green  because  these 
pickings  did  not  come  up  to  the 
requirements.  The  Western  im¬ 
porters,  on  the  contrary,  he  says, 
bought  heavily  of  the  second 
picking  and  thus  took  a  long 
chance  in  the  hope  that,  by  hook 
or  crook,  they  could  get  the  tea 
into  this  country.  The  rulings  of 
the  authorities,  unconsciously  on 
their  part,  made  the  Western  men 
winners, 


Now  the  Western  men  claim 
that  they  acted  in  charity  toward 
the  Chinese  growers  and  ship¬ 
pers,  says  Mr.  Barnicle,  and  he 
sarcastically  suggests  that  the 
missionary  societies  take  note  of 
this  lovely  spirit  and  call  on  these 
Western  tea  importers  for  good- 
sized  donations  to  the  various 
missions. 

The  following  statement  was 
made  by  the  committee  represent¬ 
ing  the  Eastern  importers:— 

The  committee  of  the  tea  trade 
of  New  York,  accompaniel  by 
their  counsel,  Lloyd  C.  Gris- 
com,  conferred  with  the  Secre¬ 
tary  of  the  Treasury  at  Wash¬ 
ington  on  Monday  of  this  week. 
As  a  result  of  this  conference  and 
the  continued  efforts  of  the  com¬ 
mittee  the  Treasury  Department  has 
issued  an  order  making  obligatory, 
as  a  part  of  the  chemical  formula 
prescribed  by  the  Department  for 
the  dectection  of  artificial  coloring 
and  facing  matter  in  teas,  the  use 
by  the  examiners  of  100  grams  of 
tea  instead  of  from  50  to  100 
grams  as  heretofore.  The  commit¬ 
tee  has  felt  that  the  use  of  from 
50  to  100  grams  of  tea — optional 
as  it  has  been  on  the  part  of  the 
examiners — has  been  largely  re¬ 
sponsible  for  the  great  variation  in 
the  results  of  such  examinations. 
Furthermore  the  order  also  insists 
that  the  use  of  the  formula  be  rig¬ 
idly  enforced  by  the  collectors  at 
the  various  ports  of  entry.  The 
Department  and  the  committee  feel 
that  the  above  order  will  tend  to 
a  more  uniform  and  satisfactory  en¬ 
forcement  of  the  tea  law. 

Wednesday  evening  there  was 
a  pleasant  social  affair  in  the  West 
Side  wholesale  district,  when  a 
dinner  was  given  to  E.  M.  Johns¬ 
ton,  the  senior  member  of  Johns¬ 
ton,  North  &  Co.,  who  announced 
a  few  days  before  that  he  will 
retire  from  active  participation  in 
the  business  January  1st.  The 
firm  has  long  been  active  in 
canned  goods  and  dried  fruit. 
Mr.  North  founded  the  firm  a 
quarter  of  a  century  ago  and  he 
has  been  in  the  business  for  33 
years.  The  dinner  was  given  in 
the  Arkwright  Club  by  the  jolly 
members  of  a  social  club  known  as 
the  Knockers’  Club.  Sig.  See- 
man,  the  president,  presided  at 
the  banquet.  A  number  of  men 
prominent  in  the  trade  were  pres¬ 
ent  and  extended  felicitations  and 
best  wishes  to  Mr.  Johnston. 


The  business  will  be  continued 
by  the  remaining  partners,  A. 
Lincoln  North  and  George  S. 
Dalzell,  under  the  name  of  North 
&  Dalzell. 

*  *  * 

A  mysterious  advertisement 
appeared  Sunday  in  the  Brooklyn 
papers  in  which  John  Arbuckle, 
the  coffee  and  sugar  merchant 
and  philanthropist,  advertised  for 
competent  assistants  so  as  to  en¬ 
able  him  to  give  more  of  his  time 
to  various  philanthropic  works. 
He  set  forth  how  several  of  his 
assistants  in  the  past  had  pros¬ 
pered  and  grown  wealthy. 

Mr.  Arbuckle  is  now  on  his  way 
back  from  Europe.  William  A. 
Jamison,  his  nephew,  who  is  the 
active  head  of  Arbuckle  Bros., 
had  no  information  as  to  the  plac¬ 
ing  of  the  advertisement  in  the 
papers. 

The  tone  of  the  advertisement 
created  some  amusement,  as  it 
seemed  to  intimate  that  it  was 
hard  to  get  competent  assistants. 
Usually,  too,  a  millionaire  em¬ 
ployer  does  not  feel  called  upon 
to  tell  of  the  success  of  his  old 
employees  in  order  to  coax  new 
men  to  enter  his  service — and 
with  papers  full  of  advertisements 
of  men  looking  for  work.  The 
advertisement  said,  the  first  para¬ 
graph  being  in  display  type: — 

One  million  dollars  and  over 
when  he  retired;  came  on  salary 
$700  a  year.  Three  thousand  dollars 
salary  when  he  came;  retired  with 
several  millions.  Three  dollars  per 
week  when  he  came;  has  large 
amount  now  to  his  credit. 

I  can  make  others  rich  if  I  can 
find  the  right  kind  of  men.  I  want 
several  men  who  have  already 
shown  ability  to  relive  me  in  a  very 
large  measure  so  that  I  can  give 
more  attention  to  my  Deep  Sea 
Hotel  and  my  Colony  for  Cripples 
and  Old  People  and  to  start  another 
colony  out  West. 

Ten  thousand  dollars  salary  for 
my  first  assistant  per  year,  $5,000 
salary  for  my  second  assistant  per 
year,  $2,500  salary  for  my  third  as¬ 
sistant  per  year. 

Men  from  wholesale  grocery 
houses  or  mail  order  houses  like 
Sears,  Roebuck  &  Co.,  or  Montgom¬ 
ery  Ward  preferred.  Answer  only 
by  letter  marked  “personal,”  which 
will  be  kept  strictly  confidential. 
Tolm  Arbuckle,  Arbuckle  Brothers, 
New  York. 

*  *  * 

Grocers  will  hardly  expect  any 
changes  of  consequence  to  them 
from  the  revolutionary  changes 
going  on  in  the  Standard  Oil  Co. 
This  week  the  resignations  were 
announced  of  John  D.  Rockefeller 
as  president  and  of  other  Rocke¬ 
fellers  and  members  of  the  “old 
guard”  from  various  offices  in  the 
company.  The  new  president,  J. 
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D.  Archbald,  and  the  other  net 

officers  have  been  the  men  ac 
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tually  in  charge  of  the  activ 
work  of  conducting  the  busines 
for  some  time.  All  are  old  oi 
men. 

There  does  not  seem  to  be  an; 
reason  for  expecting  cheaper  oi 
or  any  material  differences  ii 
methods  of  distribution. 

*  *  * 

Jobbers  have  received  notice 
of  the  new  cash  discount  plan  o 
the  Shredded  Wheat  Co.,  whicl 
now  gives  2  per  cent,  discoun 
when  remittance  is  made  withii 
10  days  from  the  date  of  invoice 
and  computes  the  2  per  cent.  01 
the  gross  or  selling  price  of  tb 
jobbers. 

One  of  the  jobbers  said  tha 
this  is  the  proper  way  of  comput 
ing  the  discount  for  the  same  rea 
sons  given  by  those  who  hol< 
that  a  merchant  should  alway 
compute  his  profits  on  the  basi 
of  his  selling  and  not  his  buying 
price.  Others  said  that  there  wa 
no  analogy,  but  anyway  the  com 
pany's  concession  is  highly  satis 
factory  to  the  jobbers. 

*  *  * 

Another  of  the  Sunday  paper 
had  an  article  this  week  on  “Mar 
ket  Clubs  and  Co-operative  Buy 
ing”  and  gave  a  lot  of  what  wen 
supposed  to  be  helpful  hints  as  t< 
forming  and  conducting  sucl 
clubs. 

Evidently  there  is  a  “run”  o 
these  articles  and  it  will  not  en< 
until  all  of  the  papers  and  maga 
zines  have  had  their  whack  at  th< 
subject.  Such  articles,  of  course 
must  inspire  quite  a  lot  of  peopli 
to  try  to  do  things  along  the  lim 
suggested,  and  the  retail  groce 
should  not  be  surprised  if  one  01 
two  customers  divert  some  o 
their  trade  elsewhere  for  a  slior 
time. 

In  the  article  of  last  Sunday  ; 
club  of  eight  families  was  de 
scribed.  The  members,  according 
to  the  story,  have  learned  iron 
experience  and  otherwise  how  tc 
get  the  advantages  of  low  price: 
in  the  wholesale  markets  and  tint: 
evade  the  profits  of  the  retail  gro¬ 
cer,  especially  on  various  so 
called  staples. 

*  *  * 

Grocers  who  have  a  champagm 
trade  will  be  interested  in  the  an¬ 
nouncement  sent  out  by  some  o: 
the  French  houses  of  advances  ii 
prices,  effective  January  1st.  Ii 
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claimed  that  the  vintage  this 
:ar  has  been  remarkably  small 
id  follows  small  and  poor  vin- 
ges  for  several  years.  But 
rtunately,  the  shippers  are  glad 
add,  this  year’s  vintage,  al- 
ough  small  in  quantity,  is  of  the 
rest  quality.  So  the  shippers 
id. to  pay  enormous  prices  to  the 
■owers  and  some  of  this  expense 
ust  now  be  met  by  tbe  buyers 
id  consumers. 

*  *  * 

The  Bronx  Food  Show,  con- 
icted  by  the  retailers’  associa- 
?n  of  that  borough,  awakened  a 
t  of  public  attention  in  that  part 
the  city  and  is  said  to  have 
;en  one  of  the  most  successful 
od  shows  ever  held  here.  One 
the  features  that  made  a  hit 
as  the  collection  of  moving  pic- 
res  showing  Niagara  Falls  and 
e  ‘‘Home  of  Shredded  Wheat.” 
he  exhibitors  included  : — 

The  Hecker-Jones-Jewell  Co., 
irnation  Milk,  Kirkman  &  Son, 
an  Praag’s  Peanut  Butter, 
halter  Baker  &  Co.,  Grady  Mfg. 
x,  Wayne  Co.  Produce  Co., 
e  Kellogg  Co.,  Borden’s 
andensed  Milk  Co.,  Popper, 
ray  &  Co.,  G.  B.  Seely’s  Son, 


Jell-O,  H.  Von  Lubken  &  Co, 
Waltemade  Bros,  Empire  Hard¬ 
ware  Co,  Gulden’s  Mustard  and 
Olives,  Wisconsin  Condensed 
Milk  Co,  Runkel’s,  F.  IT.  Leg¬ 
gett  &  Co,  Van  Camp  Packing 
Co,  the  H.  J.  Heinz  Co,  Muel¬ 
ler’s  Macaroni  and  Noodles,  Otto 
Stahl’s  Meat  Products  and  others. 
*  *  * 

This  week  the  first  food  show 
ever  held  in  the  Queensboro  Bor¬ 
ough  was  opened  in  Sclmetzen 
Park,  Astoria.  It  will  continue 
until  the  16th  with  a  representa¬ 
tive  number  of  exhibits. 

*  *  * 

New  incorporations  include : 

The  Suproco  Co,  to  manufac¬ 
ture  and  deal  in  sugar,  molasses, 
glucose  and  starch;  capital  stock, 
$25,000 ;  incorporators,  L.  Iva- 
maikv,  I.  Dubinbaum,  A.  E.  Lu- 
barsky,  all  of  New  York. 

Reynolds  &  Co,  to  deal  in  gro¬ 
cery  supplies,  butter,  eggs  and 
dairy  products;  capital  stock, 
$200,000;  incorporators,  W.  P. 
Benk,  A.  M.  Rasmusses,  Jersey 
City;  G.  E.  Pappert,  New  York. 

F.  A.  Cauchois  &  Co,  import¬ 
ers  and  jobbers  in  teas,  coffees 
and  spices;  capital,  $100,000;  in- 


NOTICE  ! 

If  you  do  not  already 

Dreyer 
Auto¬ 
matic 
Banana 
Rack 

write  at 
once, 
as  we 
have 
some¬ 
thing 
special 
to  offer 
you. 

This  offer  ends  January  /,  1912 

H.  G.  DREYER  &  SON 

2256  IVesf  95th  Street 
CLEVELAND,  OHIO 


Holiday 

Trade 


The  Grocery  Store 
which  is  decorated  in  a 
seasonable  fashion, which 
is  brilliantly  lighted — in¬ 
terior  and  e  x  t  e  r  i  o  r — 
which  means  Electrically 
lighted,  will  secure  far 
more  than  the  average 
share  of  the  holiday  trade. 

Electric  Decorative 
Lighting  Outfits,  used  in 
conjunction  with  greens, 
garlands,  wreaths,  etc., 
are  exceedingly  effective. 
Make  your  arrangements 
now.  Write  or  phone  to 


The  Philadelphia 
Electric  Company 


. .  "  ■  *  '  ^ 

The  Steady, 

Increasing  Demand 

FOR 

POSTUM 


since  it  was  put  upon  the  market,  16  years  ago,  is  the  natural  result  of  the  vast  benefit  it  has  done 
thousands,  yes,  millions  of  persons  in  all  parts  of  the  world. 

Continuous,  truthful  advertising  has  pointed  out  the  injury  coffee  does  to  many;  and  an  easy, 
pleasant  way  to  dismiss  coffee  ills. 


People  buy  Postum  and  become  steady  users  because  they  recognize  its  bene¬ 
ficial  effects;  and  the  grocer  who  supplies  the  demand  enjoys  the  excellent  profit 
generally  better  than  on  coffee — and  the  sale  of  Postum  is  guaranteed. 

"There’s  a  Reason” 

Attractive,  easy-to-put-in  Postum  Window  displays  increase  sales — sent  prepaid 
to  any  grocer  upon  request, 

POSTUM  CEREAL  COMPANY,  Limited,  Battle  Creek,  Michigan 
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corporators,  C.  A.  Smith,  J.  Gahn, 
Brooklyn ;  F.  Cauchois,  New 
York. 


*  *  * 


There  has  been  some  discussion 
among  dealers  of  the  testimony 
given  in  the  investigation  of  the 
express  companies  as  to  the  de¬ 
livery  expenses  of  one  of  the  New 
York  department  stores.  Accord¬ 
ing  to  the  statements  that  were 
made,  it  costs  the  company  6 
cents  for  each  package  delivered 
in  the  Bronx,  which  lies  just  to 
the  North  of  Manhattan  Borough. 
The  same  store  estimates  expen¬ 
ses  of  its  suburban  delivery  serv¬ 
ice,  that  is  to  towns  outside  the 
city  proper,  from  6}4  to  i6^3 
cents. 

It  is  remarked  that,  of  course, 
the  expenses-  of  delivery  ulti¬ 
mately  fall  on  the  customers 
and  buyers.  From  this  comes 
the  deduction  that  the  cost 
of  living  might  be  reduced 
by  eliminating  or  curtailing  the 
delivery  service  and  by  people 
carrying  home  their  own  bundles. 
The  reply  is  that  most  people  do 
not  wish  to  carry  home  their 
bundles  and  the  convenience  of 
the  delivery  system  is  well  worth 
what  it  costs.  The  same  argu¬ 
ments  apply  in  the  case  of  the 
corner  grocers  with  their  neigh¬ 
borhood  delivery  system  and 


order-taking  methods. 


Summarized  Market  Con¬ 
ditions. 


Spot  coffee  is  lower  this  week 
as  a  result  of  the  break  at  Santos 
and  the  decline  in  local  options. 
Holders  are  showing  a  disposi¬ 
tion  to  give  concessions  in  order 
to  bring  about  sales,  but  the  buy¬ 
ers  are  not  at  all  eager  to  take  ad¬ 
vantage  of  the  present  prices.  It 
is  evident  that  the  country  is 
looking  for  further  reaction.  Mild 
grades  are  easy  in  tone  with  little 
business. 

Refiners  have  been  cutting  the 
price  of  refined  sugar  which  has 
been  accumulating.  The  lower 
prices  did  not  immediately  stimu¬ 
late  business,  but  the  refiners  ex¬ 
pect  to  see  better  results  before 
the  end  of  the  week.  The  Federal 
and  the  Howell  refineries  cpioted 
5.75  cents  less  2  per  cent,  for 
standard  granulated  yesterday, 
but  the  American  did  not  go  be 
low  5.90.  It  is  said  that  as  the 
present  margin  of  profit  is  small, 
the  refiners  may  again  advance 


prices  if  they  should  succeed  in, 
booking  any  considerable  amount 
of  new  business.  The  cheap  raws 
are  still  some  weeks  off. 

Tea  prices  are  firm,  but  the 
market  is  quiet,  as  distributers 
are  going  slowly  in  making  pur¬ 
chases.  It  is  thought  by  local  im¬ 
porters  that  some  of  the  green 
teas  will  still  be  shut  out  as  a  re¬ 
sult  of  the  Treasury  Department’s 
concession  to  use  100  grams  in¬ 
stead  of  leaving  it  optional  to  usej 
50  grams  in  making  tests.  In 
other  respects  the  decision  was 
against  the  contentions  of  the 
local  importers. 

The  rice  trade  continues  q.uiet, 
but  it  is  believed  by  brokers  that 
a  more  lively  demand  will  be  seen 
after  the  distributers  get  through 
with  the  holiday  trade. 

Canned  tomatoes  are  firm,  but 


the  demand  at  the  present  high 
price  is  slow.  Reports  from  the 
South  are  to  the  effect  that  the 
quantities  in  packers’  hands  will 
scarcely  be  sufficient  to  carry 
them  over  to  the  new  pack.  The 
general  quotation  for  No.  3  stand¬ 
ard  is  $1.05  f.  o.  b.  Baltimore,  but 
some  sales  are  being  made  at  2 yz 
cents  less  for  odd  carloads.  Be¬ 
cause  of  the  scarcity  and  high 
price  of  the  Southern  stock,  some 
of  the  buyers  are  looking  to  Cali¬ 
fornia,  but  the  packers  on  the 
coast  are  said  to  have  little  to 
offer.  In  corn  the  market  appears 
to  be  in  the  buyer’s  favor,  espe¬ 
cially  in  ordinary  grades.  In 
fancy  and  strictly  standard  grades 
the  holders  are  inclined  to  await 
the  demand  in  the  later  part  of 
the  winter,  in  the  expectation  of 
getting  higher  prices  at  that  time. 


There  is  a  strong  tone  to  the  mar 
ket  in  peas.  Standard  and  fanc\ 
stock  are  scarce,  so  that  the  vol 
ume  of  actual  business  is  limited 
String  beans  are  quiet  but  firm 
Jobbers  appear  to  have  sufficien 
for  requirements,  but  are  not  try 
ing  to  resell. 

Canned  fruit  is  quiet  and  firm 
Little  stock  is  being  offered  Iron 
the  coast  and  the  local  receiver: 
are  not  showing  any  desire  to  re 
sell. 

California  dried  prunes  seen 
firmer  and  it  is  believed  that  re 
cent  speculative  purchases,  parti; 
for  export,  cleaned  up  a  larg< 
part  of  the  weak  holdings.  Tin 
limited  offerings  from  the  coas 
are  at  6J4  cents  bulk  base  for  50; 
to  90s,  or  close  to  that  figure 
with  a  quarter  cent  premium  01 
'  50s.  Currants  are  quiet,  but  im 
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Trenton,  N.  J.,  Dec.  1,  1910. 
Editor  “Science  of  Advertising.” 

Dear  Sir : — Please  help  me  out  of 
a  dilemma  if  it  is  in  your  power. 
About  three  months  ago  my  em¬ 
ployer  arranged  with  a  syndicate  in 
New  York  City  to  use  a  series  of 
advertisements  which  they  sold, 
consisting  of  cuts  and  some  read¬ 
ing  matter  underneath.  The  idea 
is  to  put  such  matter  as  the  gro¬ 
cer  wants  published  under  this, 
consisting  usually  of  goods  and 
prices,  the  reading  matter  sent  by 
the  syndicate  being  mostly  like  an 
introduction. 

We  have  been  using  these  adver¬ 
tisements  on  a  certain  day  in  a 
local  paper  here,  and  about  a  month 
ago  one  of  the  local  jewelry  stores 
started  to  use  the  same  cuts  and  read¬ 
ing  matter,  but,  of  course,  with  dif¬ 
ferent  matter  of  its  own  underneath. 
As  they  advertise  the  day  before  we 
do,  it  makes  it  very  unpleasant.  I 
have  charge  of  my  employer’s  ad¬ 
vertising,  and  have  had  several  talks 
with  the  jeweler,  but  with  no  re¬ 
sult.  He  will  not  agree  to  stop 
using  them  or  to  change  the  order 
in  which  he  runs  them.  We  have 
written  to  thg  syndicate,  but  they 
say  they  did  not  give  us  the  right  to 
use  the  cuts  exclusively,  and  refuse 
to  do  anything.  Is  t^iere  any  way 
out  of  the  difficulty  that  you  can 
suggest. 

Respectfully, 

B.  Porning. 


vertisements — cuts  and  reading 
matter  which  are  sent  out  as  just 
as  good  for  the  jeweler  as  for  the 
grocer.  How  can  they  possibly 


be  much  good  for  either? 


*  *  * 


I  can’t  see  how  you  can  do 
much  now.  As  I  see  it,  you  made 
your  first  mistake  in  buying 
ready-made  advertisements  in¬ 
stead  of  writing  your  own.  I 
have  an  exceedingly  firm  convic¬ 
tion  that  those  advertisements 
are  but  very  little  better  than 
none.  They  are  always  loosely 
put  together — they  must  be  to  fit 
all  businesses — and  for  the  same 
reason  they  can  never  contain 
anything  but  generalizing.  If  I 
were  a  procer  and  had  a  clerk 
that  I  felt  was  competent  to  take 
charge  of  '  my  advertising  I’d 
make  him  write  them  himself, 
perhaps  with  my  help. 


use  of  them  is  totally  robbed  0 
every  possible  chance  of  result: 
and  moreover,  you  are  doubtles 
being  subjected  to  unfavorabl 
comment  by  newspaper  reader 
who  see  you  apparently  copyinj 
another  merchant’s  advertising 
Provided  you  can’t  induce  th 
syndicate  to  send  the  cuts  to  yoi 
in  different  order,  so  that  you  am 
the  jeweler  will  not  receive  th 
same  ones,  I  should  stop  their  11s 
at  once.  It  ought  to  be  very  eas; 
for  the  syndicate  to  simpl; 
change  the  order  of  the  serie 
either  for  you  or  the  jeweler- 
have  you  asked  them  to  do  that 
*  *  * 

More  matter,  please. 


*  *  * 


The  time  to  get  out  of  difficul¬ 
ties  like  this  is  before  they  hap¬ 
pen.  This  shows  pretty  clearly 
the  real  value  of  these  stock  ad- 


The  second  mistake  was  in 
neglecting  to  arrange  with  the 
syndicate  not  to  sell  that  particu¬ 
lar  series  of  advertisements  to 
anybody  else  in  your  town.  Un¬ 
der  present  circumstances,  your 


Note. — This  Department  is  d« 
voted  to  the  criticism  of  advertis 
ing  matter  sent  in,  to  the  devisinj 
of  new  advertising  ideas  fo 
special  occasions,  upon  request 
and  to  the  suggesting  of  origina 
advertisements  when  data  is  sup 
plied.  All  communications  sen 
in  for  this  Department  should  b 
addressed  to  the  Editor  of  Scienc 
of  Advertising.  They  will  b 
filed  in  their  order  and  taken  u] 
in  strict  rotation. 
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orters  have  received  messages 
•om  Greece  reporting  that  the 
larket  there  is  advancing  and 
lat  a  speculative  movement  is  in 
rogress. 

Flour  continues  quiet  and  rep- 
;sentatives  of  the  millers  are 
ow  inclined  to  think  that  a  brisk 
•ading  may  not  start  until  the 
fiddle  of  January  or  •  so.  They 
[aim  that  at  present  prices  flour 
i-  very  cheap  and  buyers  in  this 
larket  are  told  that  it  will  be 
ood  judgment  to  place  orders  at 
resent  quotations. 

Butter  prices  apparently  went 
a  high  as  to  affect  the  demand 
>r  the  ordinary  fresh  table  grades 
nd  buyers  are  now  cautious, 
'hese  grades  are  hardly  as  firm 
s  they  were.  The  fancy  grades 
re  still  scarce,  however,  and  the 
ctual  consuming  demand  keeps 
hem  at  the  top  figures.  The  spe- 
ials  are  quoted  at  39  cents ;  ex¬ 


tras,  38;  firsts,  35  to  36^2;  sec¬ 
onds,  32  to  34.  The  held  butter  is 
4  to  5  cents  below  the  prices  of 
the  same  grades  of  fresh  butter. 
Process  butter  ranges  from  22j4 
to  27  cents. 

Receipts  of  new-laid  eggs  suit¬ 
able  for  the  highest  class  of  trade 
continue  light,  with  prices  firm. 
On  receipts  containing  a  consider¬ 
able  proportion  of  shrunken  eggs 
there  is  some  irregularity.  Stor- 
age  eggs  are  fairly  firm.  The 
fresh-gathered  Western  extras  arc 
quoted  at  43  to  46  cents;  extra 
firsts,  40  to  41  cents ;  firsts,  36  to 
39  cents;  seconds,  32  to  35.  Re¬ 
frigerator  eggs  of  the  best  grades 
bring  from  23  to  25  cents;  lower 
grades  may  be  had  down  to  15 
cents.  Nearby  white  hennery 
eggs  are  bringing  as  much  as  55 
to  60  cents  for  fancy  grades ;  fair 
to  good  bring  45  to  52  cents. 

Fred.  A.  McGill. 


Parcels  Post  Bill  to  be  Shortly  Introduced 


hairman  of  Post  Offices  and  Post  Roads  Committee  Says  He 
Will  Father  Measure  Allowing  Eleven*  Pound  Packages  to 
be  Mailed.  Pound  Packages  to  Go  for  Ten  Cents,  With 
Four  Cents  for  Each  Added  Pound. 


Ham  without  a  name  is  “just 
ham,”  and  has  no  uniform 
quality.  It  maybe  good  once, 
but  you  don’t  know  how 
it  will  be  the  next  time. 

Your  customers  can’t  de¬ 
pend  on  you  if  you  sell  that 
kind  of  ham. 

SWIFT’S  PREMIUM 

HAMS  are  uniform — always 
properly  cured,  tasty,  appe¬ 
tizing.  When  a  woman  gets 

a  PREMIUM  HAM  she 
wants  another  like  it  next 
time.  The  only  way  you  can 
be  sure  to  have  all  your  hams 
uniformly  good  is  to  see  that 
all  you  sell  are  SWIFT’S 
PREMIUM  HAHS. 

Swift  &  Company,  U.  S.  A. 


Increase  Your  Sales  of 

BAKER’S 
Cocoa  and 
Chocolate 

ANY  GROCER  who 
handles  our  prepa¬ 
rations  can  have  a 
I  beautifully  illustra¬ 
ted  booklet  of  choc¬ 
olate  and  cocoa 
recipes  sent  with 
his  compliments  to 
his  customers  en¬ 
tirely  free  of  charge. 

_  Ask  our  salesman 
Registered  or  write 

Walter  Baker  &  Co.  Ltd. 

DORCHESTER,  MASS. 


FLEISCHMANN’S 

COMPRESSED  YEAST 


pecial  Correspondence  of  “Grocery  World  and 

General  Merchant.” 

Washington,  D.  C., 

December  7,  1911. 

Senator  Bourne,  chairman  of 
he  Committee  on  Post  Offices 
md  Post  Roads,  which  has  been 
investigating  parcels  post,  and 
jefore  which  Secretary  John  A. 
Sreen,  of  the  National  Retail 
Grocers’  Association,  appeared 
n  opposition  to  the  plan  last 
week,  gave  it  out  on  Tuesday  that 
le  intended  shortly  to  introduce 
1  bill  providing  for  parcels  post, 
fhe  measure  will  authorize  an  in- 
:rease  to  11  pounds  in  the  size 
}f  fourth-class  mail  packages 
from  the  present  maximum  of 
tour  pounds  and  at  the  same  time 
provide  for  a  diminution  of 
charges  from  the  present  rate  of 
1  cent  an  ounce. 

Pound  packages  will  be  carried 
for  10  cents,  with  an  additional 
charge  of  4  cents  for  each  addi¬ 
tional  pound. 

■r  For  the  smallest  package  pro¬ 
vided  for,  weighing  eight  ounces, 
there  will  be  a  charge  of  6  cents. 
In  cases  in  which  the  package 
does  not  go  beyond  the  rural 
route  on  which  it  originates  the 


charge  will  be  reduced  one-half. 

Senator  Bourne  expresses  con¬ 
fidence  in  the  self-supporting 
character  of  the  bill.  *“In  view  of 
the  fact  that  practically  all  of  the 
carriers  of  the  42,000  rural  routes 
in  operation  could  carry  four 
times  as  much  matter  as  they 
now  carry  without  any  cost  for 
additional  equipment.  I  am  satis¬ 
fied  that  the  proposed  system 
would  pay  for  itself  from  the  be-  ( 
ginning,”  he  said.  “At  present 
75  per  cent,  of  their  energies  are 
wasted,  and  it  is  the  part  of  wis¬ 
dom  to  utilize  them." 

The  Senator  said  that  the  meas¬ 
ure  would  be  used  as  a  basis  for 
future  hearings.  “Heretofore  wit¬ 
nesses  have  spent  much  time  op- 
!  posing  features  which  never  were 
contemplated,”  he  said.  “We  will 
now  give  them  something  con¬ 
crete  to  talk  about  and  we  hope 
to  press  along  as  rapidly  as  the 
importance  of  the  subject  will 
justify.  I  hope  we  may  get  re¬ 
sults  before  the  close  of  the  ses¬ 
sion." 

In  Congressional  circles  here 
|  the  bill  is  regarded  as  almost 
sure  to  pass. 

Holt:  « 


They  Want  to 
Be  Shown 

<If  The  cleanest,  purest,  finest 
old  -  fashioned  gelatine  i  s 
Chalmers’.  The  dessert  for 
which  there  is  no  real  sub¬ 
stitute. 

<|f  Everybody  likes  gelatine, 
though  like  a  lot  of  other 
things,  they  don’t  always  re¬ 
member  to  buy  it,  unless 
they  see  it. 

C[f  Will  you  show  them 

Chalmers’  ? 

James  Chalmers’  Son 


Williamsville,  N.  Y. 

H.P.  TAYLOR,  JR.,SalesAgf.,  Richmond,  Va. 


HRS  NO  EQUAL 
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ry  package 
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.IVER  TROUBLES 

STRICT  DIET 

For  book 


MAPLEINE 

“The  Flavor de  Luxe" 

Fulfils  All  Pledges 
of  Quality 

Delicious  Flavor 

AND 

Maintained  Selling 
Price 

Order  from  your  jobber  or 

Frank  A.  Smith  Company 
105  South  Front  Street 
Philadelphia,  Pa. 

CrMoent  Mfk.  Co. 
■  CATTLK,  WASH. 


PATENTS 

and  Trade-mark*  procured  promptly  and 
properly  In  aU  conntrlee. 

Dails  &  Dills,  Washington,  D.  G. 
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CXXXII. — The  Law  of  Damages  Done  by  Delivery  Vehicles. 


I  find  one  question  of  law  re¬ 
ferred  to  me  for  advice  with  con¬ 
siderable  frequency — the  liability 
of  an  employer  for  damages  oc¬ 
curring  through  accidents  by  his 
delivery  vehicles,  either  ordinary 
wagons  drawn  by  horses  or  motor 
delivery  wagons.  These  acci¬ 
dents  occur  every  day,  and  very 
often  they  cause  damages  to 
somebody’s  person  or  property. 
The  active  agent  in  the  affair  is 
practically  always  the  driver,  al¬ 
most  never  the  employer,  and  the 
question  therefore  arises,  what  is 
the  employer’s  liability  for  dam¬ 
age  done  entirely  by  his  drivers? 

The  general  rule  of  law  which 
governs  such  cases  can  be  stated 
as  follows:  “The  employer  is  lia-' 
ble  for  all  injuries  to  the  person 
or  property  of  another  by  the 
negligent  act  of  his  drivers,  if  the 
act  which  caused  the  damage  was 
done  while  the  driver  was  on  his 
employer’s  business.”  This  rule 
will  be  enforced  even  if  the 
driver’s  act  was  not  necessary  to 
the  work  he  was  employed  to  do, 
and  even  though  it  was  not 
authorized  by  the  employer  or 
even  known  to  him.  But  it  must 
be  done  in  the  regular  course  of 
the  business  he  was  hired  for. 

A  constantly  increasing  num¬ 
ber  of  employers  Arc  ridding 
themselves  of  troubles  of  this 
character  by  carrying  liability  in¬ 
surance.  This  class  of  insurance 
protects  all  users  of  delivery  ve¬ 
hicles  from  damage  due  to  acci¬ 
dent,  and  I  have  reason  to  know 
that  it  is  one  of  the  best  invest¬ 
ments  in  the  line  of  insurance  pro¬ 
tection  that  a  business  man  can 
make.  Briefly,  the  requirement 
of  the  policy  is  that  the  person 
insured,  if  his  wagon  has  an  acci¬ 
dent  and  causes  damage  to  some¬ 
body,  shall  promptly  report  its 
details  to  the  insurance  company. 
The  latter  at  once  assumes  the 
burden  of  making  the  defence,  if 


suit  is  brought,  and  of  paying  all 
damages  that  may  be  recovered. 
However,  the  policy  of  most  lia¬ 
bility  insurance  companies  is  to 
settle  such  cases  out  of  court  for 
what  they  can. 

In  order  to  make  the  subject 
clear,  let  us  suppose  that  A  &  Co. 
are  wholesale  merchants  and  nse 
delivery  teams.  One  of  these  runs 
down  a  bicycle  rider,  demolishes 
the  bicycle  and  seriously  injures 
the  rider.  Whether  the  driver’s 
employer  is  liable  depends,  gen¬ 
erally  speaking,  on  three  main 
questions  :— 

First. — Was  the  driver  negli¬ 
gent?  Did  he  use  the  care  that  an 
ordinarily  prudent  man  would 
have  used  in  such  a  case?  If  he 
did,  there  was  no  negligence,  and 
neither  the  driver  nor  his  em¬ 
ployer  is  responsible,  no  matter 
what  the  damages  were. 

Second.1 — If  the  driver  was  neg¬ 
ligent,  was  the  bicycle  rider  also 
negligent?  In  other  words,  was 
the  rider  guilty  of  what  the  law 
calls  contributory  negligence, 
which  means  did  he  do  something 
which  helped  to  cause  the  acci¬ 
dent?  If  he  did,  then  neither  the 
driver  nor  his  employer  is  respon¬ 
sible,  even  though  the  driver  may 
have  himself  been  negligent. 

.  Occasionally  the  doctrine  of 
comparative  negligence  is  applied. 
Under  this,  if  the  rider  was 
guilty  of  contributory  negligence, 
but  his  negligence  was  not  as 
great  as  the  driver’s,  the  latter  or 
his  employer  is  still  responsible 
for  damages.  This  doctrine  now 
applies  only  in  Georgia,  though  it 
formerly  was  in  force  in  Illinois, 
Kansas  and  Oregon. 

Third. — If  the  driver’s  negli¬ 
gence  caused  the  accident,  and  the 
victim  was  not  guilty  of  contribu¬ 
tory  negligence,  wa,s  the  driver  on 
the  employer’s  Business  when  it 
happened?  This  is  one  of  the 
most  important  questions  of  all. 


To  make  the  employer  responsi¬ 
ble,  the  driver  must  at  that  time 
have  been  engaged  upon  his  em¬ 
ployer’s  business. 

For  instance,  suppose  the 
driver,  before  he  struck  the  bicycle 
rider,  had  completed  his  trip,  and 
had  gone  on  a  ways  further  on 
some  errand  of  his  own,  during 
which  the  accident  happened.  Or 
suppose  he  had  made  all  the  de¬ 
liveries  he  had  to  make  at  that 
time,  and  had  driven  his  car  to  his 
own  home  to  get  his  dinner  be¬ 
fore  taking  it  to  the  garage.  In 
all  such  cases  the  employer  would 
not  be  responsible,  for  the  driver 
was  not  engaged  upon  his  em¬ 
ployer’s  business.  The  liability  is 
his  own  entirely,  though  having 
an  action  against  the  average 
driver  is  not  as  a  rule  of  much 
value. 

If,  however,  the  driver  has 
driven  out  of  his  way,  though  still 
engaged  in  making  a  regular  trip, 
and  the  accident  happens  on  the 
detour,  the  employer  is  liable. 

Or  if  the  driver  \\fas  intoxicated, 
the  employer  is  still  responsible, 
if  the  driver  was  upon  his  employ¬ 
er’s  business.  It  is  the  employer's 
place  not  to  employ  intoxicated 
help. 

There  are  in  many  States  laws 
or  city  ordinances  which  provide 
that  drivers  shall  keep  to  one  side 
of  the  highway,  and  that  any  per¬ 
son  injured  by  the  driver’s  being 
out  of  his  place  shall  have  an  ac¬ 
tion  in  damages  against  him.  It 
has  been  held  in  many  cases,  how¬ 
ever,  that  this  does  not  deprive 
the  victim  of  his  action  against 
the  employer  also.  He  can  sue 
either  him  or  the  driver. 

In  addition  to  these  three  ques¬ 
tions,  there  is  another  which  is 
as  important  as  any  of  them, 
though  not  so  important  in  the 
discussion  of  this  phase  of  the 
subject.  It  is  the  question 
whether  the  driver’s  negligence 


the 


was  the  proximate — that  is, 
immediate — cause  of  the  accident. 
Of  course  if  it  was  not,  he  is  not 
responsible. 

( Copyright ,  December,  191T,  by  1 
Iilton  J.  Buckley.) 


Question:  H.  E.  Kelly,  Troy, 
X.  Y. — Please  inform  me  if  there 
is  any  law  prohibiting  the  selling 
of  white  beans  by  weight,  or 
must  they  be  sold  by  dry  meas-. 
ure? 

Also  the  selling  of  cranberries 
by  weight,  or  must  they  be  sold 
by  dry  measure  also? 

Please  inform  me  if  sour  krout 
must  be  sold  by  liquid  measure,  1 

Answer. — There  is  no  law 
regulating  any  of  these  matters  in 
New  York  State.  You  can  sell 
these  products  by  any  measure 
you  like,  provided  there  is  neither 
express  nor  implied  misrqjresen-j 
tation. 

Note. — Requests  for  informa¬ 
tion  in  this  Department  should 
tersely  set  out  in  full  all  the  facts 
bearing  on  the  case,  and  all  ques¬ 
tions  should  be  carefully  framed 
to  avoid  misconstruction.  Write 
on  one  side  of  the  sheet  only. 
Letters  should  be  received  at  this 
office  not  later  than  Tuesday  of 
each  week  to  ensure  an  answer 
in  the  Monday’s  issue  following. 
The  signature  and  address  of  the 
writer  must  accompany  all  in¬ 
quiries,  and  will  be  published  un¬ 
less  there  is  a  request  not  to  do 
so.  All  inquiries  received  will  be 
answered  without  charge.  Ad¬ 
dress  all  communications  to  Legal 
Editor  "Grocery  World  and  Gen¬ 
eral  Merchant.” 
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Retail  Meat  Dealers'  Status  Under 

Federal  Meat  Inspection  Daw.| 

An  interesting  decision  in 
meat  inspection  case  involving 
retail  butcher  was  handed  dov 
by  the  United  States  Court 
Trenton,  N.  J.,  during  the  week 
The  court  directed  the  jury  to  ac¬ 
quit  Charles  Borkholm  of  shi 
ping  interstate  meat  and  m 
products  not  properly  mark 
and  inspected.  By  the  decision^ 
which  was  rendered  in  the  Lhiited 
States  District  Codrt  at  Trenton 
N.  J..  retail  butchers  who  are  de-' 
liyering  meats  to  customers  are 
held  exempt  from  the  provisions 
of  the  Federal  meat  inspection 
law.  While  the  law  exempts 
butchers  who  are  shipping  inter¬ 
state  from  inspection,  it  pro-  - 
vides  that  they  shall  be  required 
to  use  exemption  certificates  and 
their  markets  and  places  subject 
to  a  certain  form  of  sanitary  in¬ 
spection,  Borkhom  was  up  on  an 
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ctment  charging  him  with  ex- 
ting  200  pounds  of  meat  and 
it  food  products  from  Bay- 
e,  N.  J.,  to  Port  Richmond, 
ten  Island,  N.  Y.,  this  being- 
interstate  shipment  of  un- 
-ked,  uninspected  meats.  The 
mse  did  not  enter  a  specific 
ial  of  this,  but  asserted  that 
defendant  was  well  within  his 
its  on  the  ground  that  he  was 
vering  meat  to  a  customer, 
u  if  the  act  did  not  enter  into 
rstate  commerce,  and  that  the 
'eral  inspection  laws  of  1906 
not  have  jurisdiction  over  that 
very.  This  opinion  was  up- 
1  by  the  Court,  which  instruc- 
the  jury  to  acquit  Borkholm. 


tanon  Merchants’  Plan  for 
Booming  Holiday  Trade. 

ing  of  Offering  Purse  to  Consumer 
lying  Largest  Number  of  Goods 
>m  Association  Members.  Pitts- 
rgh  Grocers  to  Have  Association 
Their  Own. 

al  Correspondence  of  “Grocery  World  and 
general  Merchant.’’ 

Erie,  Pa.,  December  7  1911. 
he  Meadville  Business  Men’s 
hange  is  getting  up  a  special 


shopping  week  to  attract  trade 
from  neighborhing  territory. 

*  *  * 

The  Lebanon  Association  has 
gotten  the  promise  of  the  super¬ 
intendent  of  the  local  street  rail¬ 
way  company  to  give  special 
service  to  the  holiday  shoppers  by 
giving  special  cars  for  merchan¬ 
dise  as  well  as  extra  special  car 
service.  Our  members,  will  use 
the  check  system  so  the  patrons 
can  have  their  goods  delivered  at 
the  waiting  room. 

H*  *!' 

Secretary  A.  L.  Krapf,  of  the 
Tamaqua  Business  Men’s  Associ¬ 
ation,  has  devised  the  following 
plan  of  booming  trade  during  the 
holiday  season.  His  own  de¬ 
scription  is  as  follows :  “I  sug¬ 
gested  to  our  members  that  they 
each  donate  towards  a  purse,  say, 
of  about  $25  or  $50  and  advertise 
that  the  person  of  Tamaqua  and 
vicinity  who  purchased  the  lar¬ 
gest  amount  of  goods  (cash  pur¬ 
chases  only  to  be  counted)  from 
members  of  our  association  would 
be  given  the  amount  to  be  de¬ 
cided  on  in  -time  for  Christmas. 
It  would  not  need  to  be  pur¬ 
chased  from  the  one  business 


man.  My  plan  was  to  group  the 
purchases  that  each  person  would 
buy ;  for  instance,  if  you  would 
buy  $5  worth  from  a  shoe  man, 
$25  worth  from  a  grocer,  $5 
worth  from  a  butcher,  all  mem¬ 
bers  of  our  association,  your  total 
would  be  $35.  The  time  would 
be  a  stated  period.  The  customer 
would  have  to  present  his  re¬ 
ceipted  bills  from  the  various 
business  men.” 

:j:  :|c 

The  retail  grocers  of  Pitts¬ 
burgh  are  in  the  act  of  organ¬ 
izing  an  association  to  which  none 
but  grocers  shall  belong.  The 
name  is  to  be  the  “Retail  Gro¬ 
cers’  Protective  Union  of  Pitts¬ 
burgh  and  Vicinity,”  and  it  will 
be  incorporated.  The  initiation  fee 
will  be  $1,  and  dues  $1  per  month. 
Meeting  nights  first  and  third 
Monday  nights  of  the  month. 

A.  M.  Howes, 

Secretary  Pennsylvania  Retail 
Merchants’  Association. 


Almeria  grapes  are  now  in 
good  demand,  due  mainly  to  the 
season.  The  range  in  price  for 
good  grapes  is  $4.50  to  $5.50  per 
keg. 


The  New  Pack 

That  new  carton  pack  we  are 
using  on  Wheatena  is  proving  a 
big  thing.  We  hear  a  good  deal  of 
enthusiasm  about  it. 

A  big  cardboard  carton  holding 
twelve  packages  of  Wheatena,  three 
cartons  being  packed  in  a  case. 
Absolute  protection  to  every 
package. 

Wheatena  is  so  good  we  want  to 
safeguard  it  to  the  end.  It  is  made 
entirely  from  the  hearts  of  selected 
wheat.  A  steady  seller. 

The  Wheatena  Co. 

Rahway,  N.  J. 
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PREPARED  AMD  SOLD  BTTMl 
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Figure  up  Your  Profit 

<|  Some  day  when  you  have  a  minute,  compare  the  profit  you 
can  make  on  Rumford  Baking  Powders  (prices  in  price  list) 
with  the  profit  you  make  on  the  powders  you  are  selling  now. 

€J  You  will  find  that  you  make  nothing  like  the  same  profit 
on  anything  except  a  cheap  powder.  Bvery  high-grade  powder 
in  your  stock  pays  less — and  is  a  poorer  powder  at  that,  for 
no  other  powder  is  so  wholesome,  so  pure  and  so  thoroughly 
satisfactory  a  leavener. 

CJYou’ll  sell  Rumford  Powders  some  day  as  sure  as  you  live. 

RUMPORD  CHEMICAL  WORKS,  Providence,  R.  I. 


BORDEN’S 


EAGLE  BRAND  EVAPORATED  MILK 

CONDENSED  MILK  peerless  brand 


By  recommending  these  Brands 
you  will  please  your  customers. 

They  are  the  best  that 
Science  can  produce. 


BORDEN'S  CONDENSED  MILK  CO. 

'Ludin  of 

Eat.  1187.  Naw  York 
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STROLLERS 

COLUMN 


By  gravy,  here  we  are  almost 
up  to  Christmas  again!  Gee 
whiz,  don’t  time  run  fast  when 
you  have  to  work  for  a  living? 

I  figure  out  I  ought  to  get  quite 
a  bunch  of  snifty  presents  this 
year.  Everybody  I  could  tell  it 
to  knows  I  want  stuff.  Me,  I 
aint  going  to  give  a  blamed  thing 
but  cards.  I  know  a  fellow  goes 
on  the  road  for  a  postal  card 
house  and  he’s  going  to  give  me 
a  lot  of  samples  his  house  don’t 
use  any  more.  I’m  going  to  send 
one  to  everybody  I  ever  heard  of. 

My  friends’ll  have  a  juicy 
Christmas  this  year,  all  right. 

I  always  like  to  give  cards, 
anyway.  All  my  friends  are 
plumb  busy  around  Christmas 
and  I  feel  like  I  was  doing  ’em  a 
service  when  I  save  ’em  the 
trouble  of  unpacking  regular  pres¬ 
ents.  All  they  have  to  do  with  a 
card  is  to  throw  it  away. 

That’s  what  I  do  with  all  I  get, 
believe  me. 

Quite  a  bunch  of  my  custom¬ 
ers  ought  to  come  across  with 
something  handsome  this  year. 
I’ve  been  a  friend  to  ’em  the 
whole  year — let  ’em  buy  goods 
of  me,  and  all.  It’s  a  big  thing 
to  have  a  fellow  that  knows 
everything  calling  on  ’em  every 
once  in  a  while,  like  I  do. 

There’s  Bob  Carter.  Bob  was 
a  clerk  when  I  first  knew  him  and 
he  started  in  for  himself  about 
two  years  ago.  Got  married  the 
same  day  he  opened  his  store — 
ain’t  that  some  nerve? 

I  always  liked  Bob,  and  I  felt 
as  if  I  wanted  him  to  get  along. 
So  after  thinking  it  over  I  agreed 
to  let  him  buy  goods  of  me.  I 
can  see  the  tears  in  his  eyes  now 
when  I  told  him  that.  The  Christ¬ 
mas  present  Mrs.  Bob  gave  him 
last  year  was  a  frisky^  little  black¬ 
haired  kid,  and  that’s  all  I’ve 
heard  about  for  a  whole  year. 
Bob  is  plumb  dippy  about  his 


Christmas  Presents  Wanted. 

baby  and  every  time  I  went  there 
he’d  fill  me  full. 

If  you  ask  me,  I  think  that 
when  an  important  business  king 
like  me  lets  a  fellow  talk  to  him 
for  a  whole  year  about  his  new 
baby,  something’s  coming  to  him. 

I’ve  got  another  customer 
that’s  stopped  an  order  on  me 
three  times  this  year.  Ordered 
goods  of  me  and  then  wired  the 
house  cancelling.  Don’t  you 
think  he  ought  to  hand  me  some¬ 
thing  for  not  cutting  his  throat? 
By  Jinks,  I  do! 

There’s  another  present  coming 
to  me  from  Charlie  Brooks.  Char¬ 
lie’s  a  good  merchant  and  he’s 
making  money.  Tends  to  his 
business  every  day  his  store’s 
open.  I  have  to  work  harder  to 
get  a  profit  on  my  goods  from 
Charlie  than  I  do  with  any  other 
man  I  call  on.  But  listen  here. 
I’ve  never  talked  with  him  yet 
when  he  didn’t  smell  of  rum. 
Not  drunk  at  all — he  told  me  once 
he’d  never  been  drunk  in  his  life 
and  I  believe  him.  He  merely 
goes  out  once  or  twice  in  a  while 
and  hits  one.  He  don’t  need  it — 
it’s  a  habit. 

Charlie  drinks  just  enough  to 
smell  up  his  talk. 

I  ain’t  a  drinking  man — never 
was  one — but  if  I  was,  and  was 
trying  to  put  the  brakes  on,  I'll 
bet  that  breathing  in  Charlie’s 
conversation  for  five  minutes 
would  set  me  hunting  for  the  big¬ 
gest  bundle  I  could  find.  There 
ain’t  a  bit  of  difference  between 
smelling  that  and  smelling  a  bot¬ 
tle  ! 

I  wonder  what  his  customers 
think  about  it.  I  know  what  I 
think — I  think  there’s  something 
coming  to  anybody  who  has  to  talk 
five  minutes,  let  alone  a  whole 
year,  with  a  fellow  with  a  whisky 
breath. 

If  Charlie  Brooks  don’t  hand 
me  something  big  it’s  because  he 


don't  know  what  I’ve  suffered 
from  him. 

I  ought  to  have  a  special  hand¬ 
some  present  from  a  fellow  I  call 
on  regular,  and  who,  though  I 
like  him  and  appreciate  his  trade, 
I’ve  wanted  to  smack  at  least  five 
times  every  call  I  made  on  him. 

He  has  a  way  of  talking  to  his 
clerks  that  gets  me  all  on  end. 
I’m  sure  he  don’t  mean  a  thing 
by  it,  but  holy  mackerel,  it  does 
sound  mean !  The  clerks  don’t 
seem  to  care,  so  it’s  none  of  my 
business — wouldn’t  be  my  busi¬ 
ness  anyway,  I  suppose — all  the 
same,  it  ain’t  right. 

I’ve  got  worked  up  so  many 
times  from  hearing  that  that  I  de¬ 
serve  something. 

I  don’t  ask  these  fellows  for 
muck.  All  Bob  Carter  need  give 
me  is  another  little  tike  like  his. 
I’m  jealous  for  one  of  ’em,  that’s 
what’s  the  matter  with  me.  And 
all  I  ask  of  the  fellow  that  stops 
his  orders  is  not  to  let  me  talk 
him  into  buying  if  he  ain’t  plumb 
sure  he  wants  the  goods.  As  for 
Charlie  Brooks,’  cut  out  the  drink, 
old  man,  and  I'll  thank  you 
mighty  kindly.  So  will  the  cus¬ 
tomers  that  you  wait  on,  believe 
me.  The  man  that  don’t  talk  to 
his  clerks  right — well,  he  needn’t 
give  me  anything,  but  he  ought 
to  give  his  clerks  something.  He 
ought  to  give  ’em  a  decent  tongue 
— the  same  treatment  that  one 
man  gives  another  when  he  don’t 
work  for  him. 

The  Stroller. 


Says  Free  Snsar  Would  Starve 
Home  Industry. 

At  the  hearing  of  the  sugar  in¬ 
vestigating  committee  of  the 
House  on  Tuesday,  W.  T.  W  il- 
lett,  a  Western  beet  sugar  man, 
expressed  the  opinion  that  free 
raw  sugar  would  “starve  the  beet 
sugar  men  to  death.”  Mr.  \\  il- 
lett  declared  that  the  United 


States  could  reduce  the  price  of 
sugar  by  increasing  and  encour- 
aging  the  production  of  beet  and 
cane  sugar  in  this  country.  The 
United  States,  he  said,  is  now 
compelled  to  draw  on  the  world’s 
sugar  supply  for  700,000  tons  an¬ 
nually  and  this  amount  could  be 
raised  in  this  country.  Irrigation 
of  vast  areas  of  land  suitable  for 
beet  sugar  would  make  it  possible 
to  double  the  production  of  the 
550,000  tons  of  beet  sugar  each 
year. 


Government  Attacks  National 
Cash  Register  Co. 

Suit  was  filed  in  the  United 
States  Circuit  Court  at  Cin 
nati,  Ohio,  last  Monday,  agai 
the  National  Cash  Register 
of  Dayton,  charging  that  the  coi 
pany  is  in  a  conspiracy  in  re¬ 
straint  of  trade,  and  that  it  be  en¬ 
joined  from  further  carrying  or 
such  illegal  practices.  The  Gov 
eminent  does  not  seek  to  destroj 
the  National  Cash  Register  Co. 
but  asks  that  it  be  prohibitec 
from  selling  cash  registers  anc 
other  registering  devices  in  1 
manner  that’  would  prevent  com¬ 
petition.  The  cash  register  coi 
pany  is  charged  by  the  Gov 
ment  with  controlling  95 
cent,  of  the  trade  and  commen 
in  cash  registers  and  it  is  char: 
that  it  used  high-handed  meth 
in  destroying  competition  and 
quiring  control  of  the  trade, 
bill  alleges  also  that  more  tha 
150  independent  cash  registe 
companies  have  been  destroys 
One  of  the  main  charges  con 
tained  in  the  petition  is  that  th 
company  sold  cash  registers  be 
low  the  cost  of  production  in  vari 
ous  instances  where  competitioi 
was  rife.  Besides  the  cash  regis 
ter  company,  the  others  named  a: 
defendants  are:  John  A.  Patter 
son,  president  of  the  company 
E.  A.  Deeds,  W.  S.  Dippus,  Rob 
ert  Patterson,  I7.  S.  Oswald,  S 
W.  Davis,  E.  A.  Bunstein,  A.  A 
Thomas,  T.  J.  Watson,  Josepl 
Rogers.  Alexander  Ilarned,  F.  S 
High,  W.  M.  Cummings,  Georgi 
E.  Morgan,  W.  C.  Howell, 
Snyder,  Walter  Cool,  E.  A.  Ep 
person,  G.  C.  Edgerton.  Georg< 
G.  Shaw,  H.  G.  Carnell,  M. 
Keefe,  J.  G.  Laird.  Pliny  Ebes 
A.  A.  Wentz,  C.  T.  Wormsley,  M 
N.  Jacobs  and  M.  G.  Lafley. 


•  s  Jgl 

Hothouse  radishes  are  in  mar 
ket  and  range  from  3  to  4  cent: 
per  bunch.  The  demand  is  good 
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THE  GROCERY  MARKETS 


Tea. 


rhe  tea  market  is  quiet.  As 
s  been  reported  from  time  to 
ie,  there  has  been  a  consider- 
le  business  done,  and  the  trade 
.  about  filled  up  for  the  time, 
lere  is  a  fair  every-day  move- 
;nt,  however,  at  prices  that 
ow  no  change  for  the  week. 

>w  grades  are  firm,  and  the 
fect  of  the  China  revolution 
>on  the  tea  situation  is  still  a 
ave  subject  of  discussion. 

Coffee. 

The  coffee  market  is  somewhat 
ck  and  weak.  There  is  very  lit- 
e  demand  at  the  moment,  and 
rices  are  undeniably  easy, 
/ithout  doubt  the  demand  for 
Dffee  is  at  its  lowest  ebb  in  a 
Dnsiderable  period.  All  grades 
f  Rio  and  Santos,  as  well  as 
bids,  are  dull  and  weaker.  Java 
ncl  Mocha,  however,  are  scarce 
nd  firm,  Mocha  especially  tend- 
ig  toward  higher  values. 

Sugar. 

The  sugar  market  is  weak, 
laws  are  not  especially  strong, 
.nd  during  the  week  all  of  the 
efiners  have  declined  refined 
>5  points  further,  which  makes 
granulated  5-75  Hst.  The  demand 
or  refined  sugar  is  fair  consider¬ 
ing  the  conditions.  More  or  less 
iomestic  beet  granulated  is  sell- 
ng  at  io  points  below  the  regu¬ 
lar  market. 

Syrup  and  Molasses. 

Glucose  shows  an  advance  of 
about  io  points  since  the  last  re¬ 
port.  and  compound  syrup  J4  cent 
per  gallon.  The  demand  for  com¬ 
pound  syrup  is  fair.  Sugai  syrup 
is  quiet  and  unchanged.  Good 
molasses  is  scarce  and  high. 

Fish. 

Mackerel  continues  strong  and 
prices  are  unchanged.  The  de¬ 
mand,  however,  is  comparatively 
light.  Cod,  hake  and  haddock 
are  steady  and  in  fair  demand. 
Domestic  and  imported  sardines 
are  very  dull  at  unchanged  prices. 
Salmon  continues  firm  and  quiet. 

Canned  Goods. 

Tomatoes  are  strong  and  show 
a  further  advance  of  5  cents  per 
dozen,  making  the  market  for 
Maryland  standard  3s  $1.05  f.  o.  b. 
in  a  large  way.  Stocks  both  in 
first  and  second  hands  are  un¬ 


doubtedly  small,  and  the  present 
outlook  is  for  further  advances. 

No  figures  as  to  the  1911  pack  are 
forthcoming  as  yet,  but  they  will 
almost  certainly  show  a  small 
production.  Corn  is  unchanged 
and  quiet.  Peas  strong  and  very 
high ;  demand  for  actual  wants 
only.  Apples  unchanged  and 
dull.  California  canned  goods 
show  no  change  and  no  particular 
movement.  Small  staple  canned 
goods  are  in  light  request,  though 
as  to  Baltimore  stocks,  the  supply 
is  smaller  than  for  many  years. 

Dried  Fruits. 

Prunes  are  unchanged  in  price 
and  in  moderate  demand.  The 
market  is  well  maintained. 
Peaches  are  dull  and  unchanged, 
and  so  are  apricots.  Raisins  are 
active,  as  indeed  they  should  be 
at  this  season.  Prices  are  un¬ 
changed.  Currants  in  fair  re¬ 
quest  at  ruling  prices.  The  sec¬ 
ond  direct  shipment  of  dates 
reached  this  country  during  the 
week,  and  sold  out  at  prices  at 
least  a  cent  a  pound  above  nor¬ 
mal,  speaking  especially  of  Hal- 
lowees.  Other  dried  fruits  quiet 
at  ruling  prices. 

Butter. 

There  has  been  a  very  active 
market  for  butter  during  the 
week,  with  a  general  advance  of 
1  cent  per  pound  on  all  grades, 
both  solid  packed  and  prints. 
The  make  of  fresh  butter  shows 
no  increase  and  the  supply  of 
storage  butter  is  very  light.  Con¬ 
sidering  the  high  prices,  the  con¬ 
sumptive  demand  is  good.  No 
large  change  seems  in  sight  at 
this  writing. 

Eggs. 

The  receipts  of  fresh  eggs  con¬ 
tinue  light  and  the  market  is  firm 
and  unchanged.  There  will  likely 
be  a  seasonable  increase  in  pro¬ 
duction  with  the  next  two  weeks, 
but  the  demand  should  absorb 
everything  as  it  comes  in,  and  no 
decline  in  price  is  likely  until 
after  the  first  of  the  year.  The 
market  on  storage  eggs  is  firm  at 
an  advance  of  1  cent  per  dozen. 
Stocks  appear  to  be  ample. 

Cheese. 

Cheese  is  firm  at  an  advance  of 
14  cent.  Stocks  are  very  light, 


and  the  market  is  but  lightly  sup¬ 
plied.  Cheese  in  storage  is 
smaller  than  has  been  the  case 
for  many  years.  The  above  ap¬ 
plies  to  all  grades,  and  the  market 
will  probaby  remain  firm  for 
some  time. 

Beans  and  Peas. 

Pea  beans  are  about  5  cents  per 
bushel  cheaper  than  a  week  ago, 
and  the  demand  is  very  fair.  Mar¬ 
rows  are  unchanged  for  the  week. 
California  limas  are  unchanged, 
and  the  first  hands  price  is  6.90 
cents  per  pound  in  a  large  way. 
Some  limas,  however,  can  be  ob¬ 
tained  for  less  than  that  fiom 
jobbers  who  bought  cheaper  and 
are  willing  to  take  a  profit.  Green 
and  Scotch  peas  continue  scarce 
and  very  high.  Demand  light. 

Provisions. 

The  demand  for  smoked  meats 
is  very  light.  Stocks  are  also 
light  and  the  market  steady  anc 
unchanged.  Pure  and  compounc 
lard  are  both  in  light  demand  and 
prices  are  barely  steady.  Bane 
pork,  canned  meats  and  dried  beef 
are  only  in  fair  demand  at  weak 
prices. 

Poultry. 

The  Thanksgiving  poultry 
business  was  done  on  a  somewhat 
lower  basis  than  a  year  ago. 
Very  fancy  turkeys  brought  as 
high  as  25  cents  per  pound,  but 
the  average  sold  around  22.  This 
is  about  3  cents  below  a  yeai  ago. 
Chickens  sold  at  16  cents  for 
fancy  stock,  and  at  15  cents  for 
the  average.  Ducks  were  quoted 
at  18  to  20  cents.  The  demand 
was  excellent  and  in  this  market 
stocks  mostly  cleaned  up,  though 
the  New  York  market  slumped. 
There  is  no  indication  of  very 
high  prices  for  the  holiday  trade. 


INDIVIDUAL  MARKET  REPORTS. 

Standard  Canned  Goods. 

In  our  last  letter  we  said  the 
tomato  market  was  waiting  like 
Micawber— for  something  to  turn 
up.  It  came  a  little  bit  sooner 
than  was  expected  for  on  last 
Monday  and  Tuesday  the  market 
became  active,  quite  active,  and 
the  orders  for  tomatoes  came 
pouring  in  from  nearly  all  sec¬ 
tions,  in  lots  ranging  all  the  way 
from  one  carload  up  to  many 


thousand  cases.  The  offerings  of 
No.  3  standards  from  95  cents  up 
to  $1  were  speedily  cleaned  up, 
and  the  demand  for  them  was  not 
vet  satisfied.  Under  such  cir¬ 
cumstances  the  market  prices  ad¬ 
vanced  very  rapidly,  as  a  matter 
of  course,  and  the  renewed  de¬ 
mand  for  the  goods  on  V  ednes- 
dav  and  the  remaining  days  of  the 
week  carried  the  market  prices  up 
to  $1.0214  f.  o.  b.  Peninsula  ship¬ 
ping  point  and  $1.05  f.  o.  b.  Bal¬ 
timore.  At  the  close  of  the  mat 
cet  last  week  the  demand  at  the 
prices  that  prevailed  earlier  in 
he  week  was  still  unsatisfied,  and 
the  jobbers  commenced  to  take 
hold  more  freely  at  the  higher 
range  of  prices.  The  outlook  for 
this  week  is  toward  a  stronger 
and  a  higher  market  because  of 
the  fact  that  the  weaker  holders 
were  sold  out  during  last  week, 
at  least  to  a  very  large  extent, 
and  the  goods  are  now  in  the 
hands  of  those  who  can  afford  to 
carry  them  and  await  the  demand 
that'  they  feel  sure  will  continue 
throughout  the  winter  months 
and  well  into  next  spring.  The 
publication  of  the  official  statis¬ 
tics  of  the  annual  pack  of  toma¬ 
toes,  to  be  made  this  week  prob¬ 
ably,  has  ceased  to  exert  much  in¬ 
fluence  in  the  minds  of  either  the 
canners  or  the  jobbers.  Both 
sides  seem  to  agree  that  canned 
tomatoes  will  advance  and  they 
are  trimming  their  sails  accord¬ 
ingly.  .  . 

There  was  little  or  no  activity 
during  last  week  in  the  other 
lines  of  vegetables,  excepting  in 
sweet  potatoes,  which  were  again 
strong  and  active,  from  the  ordi¬ 
nary  brands  of  standards  up  to 
the'  highest-priced  brands  of 
fancy  quality.  Everyone  in  this 
section  expects  a  higher  market 
for  sweet  potatoes  during  the  win¬ 
ter  months.  String  beans,  though 
quiet  last  week,  are  firmer,  and 
standard  green  lima  beans  con¬ 
tinue  strong  because  of  the  light 
offerings  comparatively.  Sauer 
kraut  is  one  of  the  other  items 
that  shows  a  disposition  to  ad¬ 
vance.  In  the  remainder  of  the 
list  of  vegetables  there  were  no 
developments  of  interest  during 
last  week. 

The  demand  for  canned  apples 
continues  to  make  that  article  the 
leader  in  the  list  of  fruits,  and  it 
certainly  looks  like  a  reaction 
from  the  low  prices  now  prevail¬ 
ing  is  in  order.  Pears  nearly  al¬ 
ways  follow  the  lead  of  apples 
and  they  were  also  firmer  last 
week,  without  any  special  in¬ 
crease  in  the  demand  for  them. 
There  are  some  excellent  bar¬ 
gains  in  choice  quality  pears  to  be 
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picked  up  here  at  the  prevailing 
prices.  In  the  other  lines  of 
canned  fruits,  berries,  pineapples, 
peaches,  cherries,  etc.,  there  was 
nothing  doing  beyond  the  usual 
run  of  small  assorted  everyday 
orders  at  the  lowest  prices. 

There  is  a  strong  undertone  to 
the  market  for  cove  oysters  which 
may  show  itself  in  the  shape  of 
higher  prices  during  this  week, 
but  there  were  no  advances  in 
them  up  to  the  close  of  last  week. 
It  looks  like  a  good  time  to  buy 
cove  oysters  foi*  your  require¬ 
ments  until  next  spring. 

Thos.  J.  Meehan  &  Co. 

Baltimore,  Md. 


Spices. 

The  market  is  rather  quiet  dur¬ 
ing  this  week  and  no  great  activ¬ 
ity  is  expected  until  after  the  turn 
of  the  year. 

Pepper. — Black  pepper  is  very 
scarce  and  higher  values  are 
really  looked  for,  especially  if 
prices  in  Europe  should  advance 
during  this  month.  White  pep¬ 
per,  spot  demand,  is  rather  good. 
Prices  are  slightly  firmer  here  and 
may  go  higher  because  of  the 
very  narrow  stocks. 

Red  peppers  in  fair  demand. 
Prices  unchanged. 

Cloves. — There  is  no  definite 
information  as  to  the  total  crop. 
The  supply  here  is  very  limited 
and  prices '  are  on  a  fairly  safe 
level. 

Pimento  (Allspice)  very  steady 
and  in  excellent  demand.  Tend¬ 
ency  upward. 

Nutmegs. — Futures  are  active. 
Holland  prices  are  higher  than 
here.  We  consider  present  val¬ 
ues  very  safe  from  a  buyer’s 
standpoint. 

Mace. — Demand  is  very  good 
and  stocks  are  exceedingly  small. 
All  indications  point  to  higher 
prices. 

Cassias  in  fair  demand  at 
steady  prices.  Supplies  are  evi¬ 
dently  small. 

Gingers. — Spot  demand  fairly 
good.  Prices  are  unchanged  dur¬ 
ing  the  week. 

Tapiocas  in  very  good  demand 
at  unchanged  prices. 

Seeds,  Herbs,  Etc. — Prices  are 
generally  steady  and  there  is  a 
fairly  active  market  on  most 
grades.  Sage  is  selling  unusually 
well  and  Paprika  is  in  good  de¬ 
mand.  Seeds  are  unchanged  in 
price  during  the  week. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 


of  favorable  purchases  at  an  item 
below  general  market. 

Advices  from  the  South  note 
but  little  doing  on  the  Atlantic 
Coast,  although  better  movement 
is  expected  in  the  near  future.  At 
New  Orleans,  while  the  market 
is  steady  to  firm,  the  distributing 
demand  is  light. 

In  the  interior — S  outhwest 
Louisiana,  Texas  and  Arkansas — 
there  has  been  an  active  demand, 
and  large  sales  are  reported  to 
buyers  who  are  anticipating  a 
large  demand  for  distribution 
after  the  turn  of  the  year.  It  is 
claimed  that  Honduras  styles  are 
in  light  supply  compared  with 
normal  movement  for  the  year. 

Cables  and  correspondence 
from  abroad  note  strong  market 
on  all  deliveries,  both  spot  and 
forward. 

Dan  Talm age’s  Sons  Co. 

New  York  and  New  Orleans. 


scarce  the  demand  is  active.  The 
price  ranges  from  $3  to  $3.50  per 
crate. 


Bermuda  is  now  shipping  new 
potatoes  into  American  markets. 
No.  2s  range  from  $5  to  $6  and 
No.  is  at  about  $7.  The  demand 
is  very  fair. 


Long  Island  Cauliflower  is 
wanted  just  now.  The  price 
ranges  from  $1.75  to  $2  for  long| 
cut  and  $3.50  to  $4  for  short. 


AMONG  THE  TRADE. 


have  amounted  to  only  $21  for  th 
whole  season. 

It  was  very  natural  for  th 
Norwegian  exporters  to  do  every 
thing  in  their  power  to  preven 
such  a  disastrous  result  in  orde 
to  save  their  mackerel  fleet  fron 
complete  ruin,  it  being  alread’ 
now  difficult  to  get  sufficien 
hands  to  man  the  vessels  on  ac 
count  of  the  season’s  small  profi 
to  the  men. 

1  hanking  you  in  advance,  I  an 
dear  sir, 

1  he  Royal  Norwegian  Via 
Consulate  at  Philadel¬ 
phia, 

Christian  Moe,  \  ice  Consul 


*  *  * 


Imported  Fish  Specialties. 

The  Holland  herring  market  is 
decidedly  firmer.  Stocks  of  Hol¬ 
land  herring  are  limited.  In  Hol¬ 
land  they  are  decidedly  scarce 
and  prices  are  advancing,  while 
demand  is  good  and  improving. 

The  mackerel  market  in  gen 
eral  is  quiet.  Total  shipments  of 
Irish  mackerel  during  the  last 
week  were  674  barrels,  bringing 
the  total  shipments  of  autumn 
mackerel  to  date  to  16,253  barrels 
Imported  Oil  Sardines.— There 
is  no  change  in  the  situation. 
The  demand  continues  good  for 
Portuguese  and  for  Norway  sar¬ 
dines.  French  sardines  are  of 
course  out  of  the  running,  as 
stocks  are  very  small,  and  of  de¬ 
sirable  goods  practically  nothing 
to  be  had.  There  is  no  fishing  at 
the  present  time  in  Portugal  and 
the  fishing  in  Norway  is  rather 
poor  and  prices  paid  for  the  fresh 
fish  are  very  high. 

Strohmeyer  &  Arpe  Co. 
New  York. 


Frank  L.  Dickenson,  a  well- 
known  wholesale  grocer  of  Cam¬ 
den,  N.  J.,  died  last  Sunday  of 
acute  stomach  trouble.  He  leaves 
a  widow  and  one  son,  who  is  as¬ 
sociated  with  him  in  the  business. 


The  Frankford  Retail  Grocers’ 
Association  has  been  holding  a 
food  show  at  its  warehouse,  Penn 
and  Unity  streets,  Frankford, 
during  the  past  week. 


CORRESPONDENCE. 


MARKET  NOTES. 


Florida  grapefruit  is  ruling  at 
a  fairly  moderate  price  compared 
with  values  early  in  the  season. 
The  range  is  $4.50  to  $5  per  box, 
and  the  demand  is  good. 


Rice. 

Demand  for  the  week  has  been 
rather  fitful,  buyers  taking,  as  a 
rule,  only  as  seasonable  require¬ 
ments  dictate.  Receipts  last 
week  were  less  liberal  than  equal 
period,  past  few  weeks.  Prices 
are  fairly  well  sustained  in  sym¬ 
pathy  with  primary  markets,  al¬ 
though  some  holders  have  been 
willing  to  make  quick  disposition 


Florida  peppers  are  in  fair  de¬ 
mand  at  a  top  price  of  $3.  The 
quality  is  very  fair. 


Florida  eggplants  are  compara¬ 
tively  high— $2.50  to  $3.50  per 


crate.  The  demand  is  good. 


Cranberries  are  high,  and  the 
best  Cape  Cods  range  from  $9  to 
$11  per  barrel.  Good  fruit  is 
scarce. 


Florida  beans  are  coming  for¬ 


ward  and  as  they  are  somewhat 


Prom  the  Norwegian  Consul. 

Philadelphia,  Pa., 

December  6,  1911 
To  the  Editor. 

Dear  Sir: — I  beg  hereby  most 
politely  to  ask  you  to  kindly  give 
enclosed  report  or  letter  a' space 
in  your  valued  paper. 

As  your  esteemed  paper  is 
much  circulated  among  importers 
and  exporters,  also  in  the  diplo¬ 
matic  corps,  I  have  been  re¬ 
quested  by  my  Government  to  ask 
you  to  do  this  favor. 

In  reference  to  certain  mis¬ 
guiding  reports  in  some  of  the 
leading  American  trade  journals 
regarding  this  year’s  catch  of 
Norway  mackerel  and  the  sup¬ 
posed  artificially  high  prices  of 
the  same,  the  Norwegian  Direc¬ 
tor  of  Fisheries  states  that  the 
catch  in  1910  gave  the  fishermen 
a  net  profit  of  about  $50  per  man 
for  their  two  to  three  months 
hard  work  in  the  North  Sea. 

With  prices  averaging  50  per 
cent,  higher  the  men’s  earnings 
were  nevertheless  only  $45  per 
share  for  the  same  period  this 
year  owing  to  the  40  per  cent, 
smaller  catch. 

The  prices  f.  o.  b.  Norway  were 
for  No.  is,  from  $21.60  in  August 
t0  $25-30  i”  October;  No.  2s,  from 
$15.45  in  August  to  $20.35  in  Oc¬ 
tober;  No.  3s,  from  $10.50  in  Au¬ 
gust  to  $15.45  in  October;  No.  4s, 
from  $8.05  in  August  to  $i?  in 
October. 

If  the  fishermen  should  have 
been  paid  the  same  prices  this 
season  as  last  year,  their  “profit,” 
if  such  it  could  be  called,  would 


An  Idea  from  Ilingliamton. 

Binghamton,  N.  Y., 

December  5,  1911. 
To  the  Editor. 

Dear  Sir: — Wholesale  grocer: 
will  find  a  fruitful  suggestion  foi 
publicity  work  in  an  Industria 
Exhibition  held  by  the  Bingham¬ 
ton,  N.  Y.,  Chamber  of  Commerce 
Thanksgiving  week.  The  exhibi¬ 
tion  was  for  the  purpose  of  illus¬ 
trating  the  manufacturing  inter¬ 
ests  of  the  city  and  surrounding 
villages,  but  three  enterprising 
grocery  and  spice  houses,  Newell 
&  Truesdell,  M.  &  J.  Kellam  and 
the  S.  Mills  Ely  Co.  saw  that  if 
it  were  profitable  to  advertise 
goods  "made  in  Binghamton,”  it 
were  equally  advantageous  to 
give  publicity  to  goods  “sold  in 
Binghamton.” 

So  all  three  houses  engaged 
large  booths. 

Now  the  fact  of  a  grocery 
house  having  a  booth  at  an  indus¬ 
trial  exhibition  is  not  entirely  un¬ 
usual,  but  what  made  these 
booths  different  from  the  ordinary 
mn  of  such  exhibits  was  the  fact 
that  the  work  was  entered  upon 
with  vigorous  determination,  and 
every  means  of  demonstration 
was  employed  to  bring  the  offer¬ 
ings  of  these  houses  to  the  eyes 
and  ears  of  every  visitor  to  the 
show. 

No  one  went  out  of  the  exhibi¬ 
tion  but  knew  that  there  were  at 
least  three  live  grocery  and  spice 
houses  in  Binghamton. 

Grocery  houses  generally  will 
find  it  profitable  to  follow  in  these 
lines  when  seeking  to  promote 
sales. 

Respectfully, 

Binghamton  Chamber  of 

Commerce, 

By  B.  H.  Gitchell,  Secretarv. 
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Selling  Talks  With  Clerks 


BY  A  MAN  WHO  HAS  BEEN  ONE 


Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  &:  Co.’s 
Department  Food  Stores,  Trenton,  N.  J. 


but  play  the  popular  game  just 
the  same.  Trim  up. 


*  *  * 


For  Goodness  Be  Thorough.— You 
can’t  get  anywhere  unless  you 
are.  You’ve  heard  the  saying— 
“A  lick  and  a  promise.”  That  ex¬ 
pressed  slop-over  work.  Let  me 
tell  you  something— thoroughness 
is  in  demand. 

|  What’s  the  difference  if  you 
are  told  to  sweep  the  floor. 
Sweep  it  better  than  it  was  ever 
swept  before. 

I  Work  like  that  won’t  hold  you 


The  Two=Day  Idea. — Get  out  of 

that  two-day  idea  of  holiday  sell¬ 
ing.  Plum  pudding  and  fruit 
cake  and  mince  pies  are  made 
weeks  ahead  of  Christmas. 

Keep  the  material  under  their 
nose. 

Make  your  counter  display  sug- 


long 


But  if  you  skim  it  over  and 
lon’t  move  the  baskets  and  bar¬ 
rels  and  don’t  get  the  broom 
underneath  the  tables  there’s 
nothing  doing  higher  up. 

Reputation  for  being  thorough 
is  what  the  financial  people  call 
an  asset. 

An  asset  means  so  much  to 
your  credit. 

Thoroughness  is  honesty,  thor¬ 
oughness  is  loyalty,  thoroughness 
is  salesmanship,  thoroughness  in 
big,  little  and  half  little  things  is 
what  counts. 


you  know  that  they’re  short 
weight  cartons. 

It  isn’t  pleasant  to  tell  that,  but 
you  must  do  it  under  the  circum¬ 
stances. 

The  writer  believes  in  a  nation¬ 
al  uniform  package — and  so  do 
you.  But  that  proposition  isn’t 
entirely  up  to  us. 

*  *  * 

Displaying  Oranges.— D  U  in  ping 
oranges  out  of  a  box  into  another 
box  isn’t  displaying  them.  Make 
different  pyramids  and  tuck  the 
wrappers  in  between.  Handle 
them  one  by  one.  Nicety  counts. 
Art  attracts.  It’s  the  “lines”  here 
and  there  on  the  exterior  of  a 
house  that  makes  people  slow  up 
and  take  notice.  Same  with  your 
oranges  and  your  table  apples  and 
your  best  lemons.  Put  them  at 
their  prettiest.  The  world  re¬ 
sponds  to  decoration. 


gestive. 


Green  Tea  Stocks  Pile  Up  in 
China  Because  United  States 
Government  Won’t  Let 
Them  Come  Here. 


Thomas  Martindale  Says  Loss  of  Our 
Market  Has  Reduced  Prices  and 
Caused  Other  Markets  to  Take  Them 
in  Largely  Increased  Quantities. 


ooo  pounds  of  green  teas  and  this 
year  only  574, 100  pounds,  or  a  differ¬ 
ence  of  7,126,900  pounds.  Thus  the 
total  shipment  of  blacks  and  greens 
together  for  last  year  show  12.229,- 
100,  while  those  of  this  year  show 
only  6,853,800,  or  a  shrinkage  of 
5,375,300  pounds,  and  it  will  be 
borne  in  mind  that  on  the  31st 
of  last  October  there  were  but  338 
packages  of  black  teas  to  come  out, 
while  at  the ,  same  time  last  year 
there  were  11,051  half  chests  of 
Congou  in  stock,  or  close  to  1,000,- 
000  pounds.  It  should  be  noted 
that:  France,  Russia,  North  African 
ports,  Bombay  and  others  took 
last  year  from  the  same  port,  25,- 
962,800  pounds  blacks;  15,067,500 
pounds  in  greens;  while  this  year 
the  same  buyers  took  26,453,900 
pounds  blacks,  21,696,700  pounds 
-greens,  an  increase  in  greens  of 
6,629,200  pounds,  and  a  total  in¬ 
crease  in  blacks  and  green  of  7,111,- 
300  pounds.  These  figures  show 


QERALDSON’S  FIGS 

AND  OTHER 

DRIED  FRUITS  IN  CARTONS 


*  *  * 


Raisins  Again. — “You’re  high  on 
raisins.”  “I  can  buy  them  for  10 
cents  and  you  ask  12.”  You’ve 
been  up  against  that.  Of  course, 


*  *  * 


Trim  Up. — Laurel  leaves  don’t 
cost  much.  A  wreath  here  and 
there  counts.  Get  them  over 
things. 

Fall  in  line  with  the  “Christ¬ 
mas  spirit.” 

Oh,  your  store  will  “get  the 
business  anyway.”  Maybe  so, 


In  recent  issues  the  falling  off 
in  the  importation  and  sale  of 
green  teas  in  this  country,  as  the 
result  of  the  rule  excluding  teas 
if  artificially  colored,  has  been 
discussed  in  its  various  aspects. 
Thomas  Martindale,  the  Philadel¬ 
phia  expert  on  tea,  gave  out  some 
striking  figures  during  the  week 
which  are  directly  apropos.  Ac¬ 
cording:  to  Mr.  Martindale,  whose 
firm  has  representatives  in  all  the 
tea-growing  countries,  there  is  an 
enormous  stock  of  green  teas  in 
China  which  had  it  not  been  for 
this  Government’s  ruling  would 
have  come  here.  Mr.  Martin- 
dale’s  statement  is  as  follows : — 


are  the  best  sellers  ever  offered  to  the 
grocery  trade.  Have  many  advantages 
over  other  style  packages.  Write  for 
prices,  and  try  a  trial  order. 

GERALDSON  FRUIT  CO. 

WINTERS,  CALIFORNIA 


MANY  GROCERS 


Find  it  pays  them  to  read  the 
“good  stuff”  in 

The  Advertising  World 


Columbua,  Ohio 


Saaple  tree,  or  faur  mosthi’  trial  far  II  eaata 


Last  year  there  were  shipped  to 
the  United  States  from  Shanghai 
4,628,100  pounds  of  black  teas  and 
this  year  6,279,700  pounds,  an  in¬ 
crease  of  1,651.600;  but  last  year 
we  took  from  the  same  port  7,601,- 


TRLL  TOUR  CUSTOMERS  THAT 


RAE’S 

Lucca  Olive  Oil 


is  the  product  of  perfectly  aound,  ripe, 
freshly  picked,  freshly  crushed  and 
pressed  olives,  pown  in  Tuscany,  Italy, 
the  one  place  in  the  world  where  the 
olive  reaches  perfection.  You  will  not 
only  please  them  but  yon  will  bnild  up 
a  splendid  trade  on  Lucca  Oil  at  a  good 
profit.  Prices  in  Prices  Current. 


H.  Kellogg  &  Sons 

Philadelphia 


It  will  pay  you  to  buy  of  us,  our  long  years  of  experience  count  for  something.  We  endeavor  to 
handle  only  such  goods  as  we  know  will  please  your  customers  and  enable  you  to  hold  their  trade. 


208  NFEL  AWARE  AVE 

•1  andAG  -Y 

209  N.  WATER  S,T. 

'r?H  IL/\O^V 


.  vdi  me  and  MOLASSES— We  give  this  line  special  attention,  and  our  brands  of  Syrups  are  well  known.  Are  you  handling  our  Royal  Table  Syrup.  it  is 
SYRUPS  AND 11™OLTrY’ffir mi nd  I  handle  the  full  line  of  Mixed  and  Pure  Sugar  Syrups.  See  our  samples  and  get  our  prices.  In  New  Orleans  Molasses, 
a  great  seller.  Be  ...  ,  experience  and  the  goods  we  offer  you  are  selected  for  flavor  as  well  as  color.  Ingleside  Pfanfaficn,  in  barrels  only  , 

canrot  be  beat,  p'rice  per  gal.;  St.  Thomas  Fancy,  per  gal.  42c.;  Cruiser,  per  gal.  29c„  or  m 

haH  bbls.,  at  42c.  ? Richland  Plantation,  choice,  per  gal.  37c.  Send  us  your  orddr  for  Molasses. 


half  bbls.,  at42C.;  Kicniana  rianrar/on,  cuuicc,  o/'--  - - -  . 

mA  v  finnns  Cluster  Raisins  Fancy,  W-lb.  cartons.  24  lbs.  to  box.  at  15c.;  Cal.  Figs,  12  pkgs.,  per  box,  at  90c  ;  Layer  Figs,  12-lb.  boxes,  at  13c.; 

HOLIDAY  GOODS  -Cal.  1 Cluster  •  £  J  /  Irnitation  Snow  (Christmas  decoration),  50  5c.  pkgs.,  per  can  Si  50  ;  Shelled  Peanuts  (sailed), 

?“£  *,  M  •  Xncy  CaJ^  Cod  Cranberries,  per  bbl.  »,o;  Candy  Toys,  40-lb.  tins,  band  tn.de,  a.  »#<•.;  Hnllo.ee  Daies,  at  ««c;  Paid  Dates, 

1 2-lb.  boxes’ at  9^c.;’Fairhill  Cream  Chocolates,  per  lb.  9c. 


12-lb.  boxes,  at  9%c.;  i-airmu  uwui  ...  .  . 

flPFFN  CiAGE  AND  EGG  PLUMS— New  York  State  has  the  reputation  of  packing  finest  quality  of  Egg  Plums  and  Green  Gages,  possibly  excepting  Cal- 
fformA  wl  offefthe  Golden  Wedding  Brand,  No.  3  cans,  packed  by  a  reliable  firm,  fine  fruit  and  cans  well  filled,  extra  quality,  per  dev  5,  20. 


KIRK,  FOSTER  4.  CO. 


WHOLESALE 

GROCERS 


NORTH  WATER  STREET 

PHILADELPHIA  -  PENNSYLVANIA 
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conclusively  that  other  countries  are 
taking  the  greens  in  excess  of  their 
requirements  of  formef  years,  be¬ 
cause  of  their  cheapness  from  hav¬ 
ing  lost  to  the  American  market;  in 
addition  to  this,  the  increased  con¬ 
sumption  all  over  the  world  does 
surely  show  that  to  many  the  al¬ 
most  prohibitive  price  of  coffee  is 
driving  coffee  drinkers  to  the  use  of 
tea. 

The  above  data  is  at  this  time 
especially  interesting  as  showing 
what  we  may  reasonably  expect 
values  to  be  in  the  near  future,  no 
matter  how  the  “green  tea  muddle” 
may  be  settled,  as  the  quantity  of 
greens  that  can  reasonably  be  ad¬ 
mitted  into  this  country  under  the 
existing  restrictions  cannot  have 
any  permanent  depressing  effect 
upon  the  market  in  view  of  the 
increased  consumption  and  the  de¬ 
pleted  stocks. 


United  States  Says  Its  Test  for 
Colored  Tea  is  Good  Enough. 

The  request  of  Eastern  tea  im¬ 
porters  that  the  Treasury  Depart¬ 
ment  adopt  a  more  stringent  test 
of  tea  to  detect  artificial  coloring 
was  denied  by  the  Secretary  of 
the  Treasury  last  Tuesday.  The 
present  method  of  analysis  adopt¬ 
ed  in  October  and  uniform 
throughout  the  United  States  will 
not  be  altered.  An  appeal  prob¬ 
ably  will  be  taken  to  the  Customs 
Court.  The  tea  importers  say  the 
Government  test  is  so  loose  that 
it  lets  in  tea  artificially  colored. 


An  Alleged  Combine  to  Push  Up 
Fig  Prices. 

News  from  Smyrna  is  to  the 
effect  that  the  Turko-Italian  war 
and  its  attendant  financial  crisis 
have  brought  about  a  combina¬ 
tion  in  the  fig  industry  which  the 
promoters  have  been  striving  for 
since  1907.  The  fig  trust  is  said 
to  have  been  formed  with  a  capi¬ 
tal  of  $1,000,000.  Charles  Missir, 
an  American,  is  the  principal  fig 
packer  who  has  fought  hard  for 
this  combination,  and  by  securing 
the  active  and  financial  support  of 
Harry  Giraud,  a  director  of  the 
carpet  trust  and  a  member  of  the 
Whittal  family,  the  leading  Brit¬ 
ish  family  in  this  colony,  he  has 
at  last  seen  his  scheme  reach  ma¬ 
turity.  In  future  the  growers  in 
the  interior  will  not  be  able  to  get 
fancy  prices  for  their  figs  and 
raisins,  as  one  buyer  will  take  the 
places  of  the  forty  or  fifty  that 
represented  the  chief  packing 
houses  under  the  old  conditions. 


Florida  oranges  are  starting  to 
come  forward  and  range  from 
$2.50  to  $4  per  box  for  fancy 
stock.  Most  of  the  receipts  are 
not  fancy. 


Practical  Questions  of  Store 
Management 


Conducted  by  HENRY  JOHNSON,  Jr. 


This  department  is  conducted  by  a  man  who  has  run  a  successful  retail 
grocery  store  for  years  and  who  ha«  also  had  much  experience  with  larger 
enterprises  which  Involved  the  selling  of  merchandise  to  retailers.  He  is, 
therefore,  informed  upon  both  sides  of  the  general  questions  of  store 
management  and  will  discuss  those  questions  from  week  to  week.  The 
central  thought  of  his  articles  will  be  “  getting  the  best  service  and  the  most 
money  out  of  a  retail  store.”  Subscribers  are  Invited  to  submit  queries  on 
any  and  all  subjects  within  the  scope  of  the  department. 


Complaints  and  Returned  Goods. 


What  is  the  Reasonable  Limit  of  Our  Duty?— Does  It  Pay  to  Stop  There? _ 

Marshall  Field— Patience  is  a  Profitable  Virtue. 


It  would  seem  to  be  almost  un¬ 
necessary  for  me  to  quote  instan¬ 
ces  of  the  unreasonable  com¬ 
plaints,  exchanges,  returns  of 
goods  and  all  that  with  which  we 
have  experience,  because  we  are 
all  so  familiar  with  their  charac¬ 
ter.  Here  is  one  that  is  some¬ 
what  unusual,  and  for  pure 
“nerve”  on  the  part  of  the  cus¬ 
tomer  might  seem  unique  : — 


GOT  DISHES  FOR  THRESHING. 

A  farmer’s  wife  whose  supply  of 
dishes,  although  large  enough  for 
ordinary  occasions,  was  too  small 
for  threshing  time,  contrived  to  get 
the  merchant  to  supply  her  for  the 
time  with  the  required  dishes. 

The  day  before  threshing  she  en¬ 
tered  the  village  store,  purchased  a 
big  supply  of  dishes  and  had  them 
charged.  Three  days  afterwards, 
when  the  threshing  was  over,  her 
son  appeared  at  the  shop  with  the 
dishes  and  a  note  saying  her  hus¬ 
band  had  purchased  dishes  the  same 
day  and  she  therefore  wouldn’t  need 
any.  A  request  was  made  to  mark 
them  off  the  books.  The  merchant 
afterwards  found  her  husband  had 
purchased  none  and  she  had  made 
use  of  his  merely  to  tide  her  over 
threshing  time. 

Next  year,  on  the  same  occasion, 
encouraged  by  the  former  success, 
she  again  came  to  the  store  to  pur¬ 
chase  dishes. 

What  would  you  do  in  such  a 
case? 


Reads  kind  of  raw,  does  it  not? 
But  wait.  Note  that  I  am  not 
umping  over  to  the  side  of  the 
merchant.  Fact  is,  I  am  not  sure 
that  he  would  not  best  serve  his 
interests  by  patiently  submitting 
to  the  same  imposition  again  and 
again  ;  remaining  apparently  blind 
to  the  trick  the  customer  was 
Maying  on  him.  And  I  say  this 
because  the  greatest,  most  as¬ 
tonishingly  successful  “merchant 
prince”  among  retailers  built  his 
Dtisiness  on  the  foundation  stone 
of:  “Never  antagonize  a  cus¬ 
tomer.”  Another  way  of  saying 
it  was :  “The  customer  is  always 


right.” 


A  Chicago  woman  visited  New 
York  and  bought  a  silk  dress  for, 
perhaps,  $85.  After  she  got  home 
she  wore  it  once  or  twice  and  then 
decided  she  did  not  like  it.  She 
went  to  Field's,  bought  some¬ 
thing,  and  then  requested  that 
Field  get  the  dress  and  return  it 
for  her  to  the  New  York  mer¬ 
chant.  Field's  asked  her  what 
she  had  paid  for  it  and  then  took 
it  from  her,  giving  her  full  credit, 
assuming  themselves  the  risk  of 
loss. 

Another  woman  bought  several 
loads  of  furniture  and  rugs.  It 
was  such  a  large  purchase  that 
the  delivery  cost  alone  was  up¬ 
wards  of  $50.  The  goods  were  all 
placed  and  the  buyer  had  a  re¬ 
ception.  Then  she  decided  that 
she  did  not  care  for  the  goods 
after  all ;  so  she  asked  Field  to  get 
them  back.  He  did  so  and  gave 
full  credit. 

Now,  what  do  you  know  about 
that?  Have  you  any  experience 
to  beat  these? 

I  am  not  going  to  make  any 
recommendation  to  the  man 
whose  china  was  used  and  re¬ 
turned  because  I  want  to  hear 
from  many  of  you  in  that  connec¬ 
tion.  It  is  probable  that  there  is 
a  limit;  but  what  is  it?  And  it 
will  not  do  for  us  to  fall  back  on 
any  question  involving  the  “just¬ 
ice”  of  the  customer’s  attitude,  for 
there  is  no  such  thing  in  the  prob¬ 
lem.  Our  sole  interest  is  to  make 
money  in  our  business — make 
more  than  we  lose,  and  then 
some.  So  the  question  resolves 
itself  into  one  concerning  the  best 
way  to  make  that  money.  If  we 
can  make  more  by  submitting  to 
things  which  are  “unjust”  in  the 
abstract  and  apparently  unreason¬ 


able  in  the  concrete  than  we  can 
through  “sticking  up  for  our 
rights”  in  these  matters,  why,  we 
must  surely  see  that  our  interest 
lies  in  submission.  So  get  out  of 
your  system  any  feeling  of  resent¬ 
ment — forget  that  “she  is  a  blank 
crank” — and  figure  how  you  are 
going  to  succeed  in  making 
money  out  of  her. 

Johnson’s  sent  a  fine  crate  of 
cherries  four  miles  out  to  the 
country  home  of  a  “particular” 
customer  one  hot  afternoon  this 
year.  They  were  returned  by  the 
same  wagon  with  no  sufficient 
explanation.  We  rang  up  to  ask 
if  they  had  not  seemed  good  and 
got  back  an  explanation  which 
seemed  to  really  to  show  that  the 
lady  had  changed  her  mind  about 
canning  cherries  that  afternoon;, 
but  all  we  said  was  that  we  had 
feared  the  cherries  were  not  satis¬ 
factory',  and  that  we  should  give 
full  credit  “of  course.”  She  has 
paid  for  the  cherries  several  times 
since  that  time.  Moreover,  she 
will  continue  to  pay  for  them.  Is 
that  not  better  than  to  stick  up 
for  “justice”  and  lose  the  busi¬ 
ness — bearing  in  mind  that  such 
things  do  not  stop  with  the  one 
customer,  but  travel  around  the 
circle  of  her  friends? 


When  in  doubt  about  such 
things,  I  am  inclined  to  think  we 
can  all  safely  take  a  hint  from  the 
life  of  one  who  buit  up  an  amaz¬ 
ing  business  on  the  lines  of  “The 
Customer  Is  Always  Right.”  Re¬ 
member,  finally,  that  Field  did 
this  in  the  big  city  of  Chicago,  a 
place  where  there  is  so  much 
transient  trade  that  ordinary 
merchants  do  not  consider  it 
“worth  while”  to  placate  any  dis¬ 
gruntled  customer.  Thus  the 
axiom  carries  redoubled  force  for 
us  who  deal  with  the  same  little 
circle  of  customers  dayr  after  day, 
year  in,  y-ear  out.  If  Field  could 
not  afford  to  have  a  customer  say 
that  his  service  was  not  good,  or 
“satisfactory,”  or  that  Field  was 


‘not  obliging.”  how  much  less 


can  you  and  I  afford  it? 

Think  it  over  and  let  me  hear 
from  you. 


Florida  tomatoes  are  scarce. 
The  range  is  $2. 50  to  $4  per  crate. 
California  tomatoes  are  about 
cleaning  up  and  the  range  is  $1 
to  $1.15  a  carrier.  Florida  toma¬ 


toes  are  wanted  if  good. 
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Two  Holiday  Windows. 

No.  i. 

A  few  weeks  and  Christmas^  is  here  again,  the  season  when  fine 
indow  displays  are  made  of  almost  everything  imaginable.  The 
rocer  and  dealer  in  green  truck  can  have  some  very  neat  and  attractive 
indows  if  he  follows  out  these  suggestions  and  designs.  One  in 
articular  will  create  a  great  deal  of  attention — the  display  of  peanuts 
ad  popcorn  in  the  form  of  a  balloon  or  airship.  It  requires  a  lot  of 
atience  and  time,  but  I  feel  sure  when  it  is  complete  you  will  be  repaid 
ir  your  effort.  As  the  old  and  true  saying  is,  We  can’t  accomplish 
aything  without  labor. 

To  make  the  airship,  first  construct  the  frame  of  wood.  I  used 
vo  lids  of  large  baskets,  sixteen  inches  in  diameter,  and  thin  strips 
f  wood  twenty-four  inches  long  were  nailed  between  them,  leaving  a 
pace  of  about  two  inches  between  each  strip  of  wood.  This  makes  a 
finder.  Nail  two  blocks  of  wood  on  each  flat  end  of  the  cylinder 
ad  in  the  centre  have  them  about  four  inches  apart.  Now  make  the 
ads  or  points.  Nail  a  strong  piece  of  wood,  about  one  or  two  inches 
lick,  in  the  centre  of  a  lid  from  a  peach  basket.  The  stick  should  be 
bout  one  foot  high.  Nail  four  small  sticks  from  the  edge  of  the  lid  to 
le  stick  at  the  top.  Cut  the  edges  down  with  a  sharp  knife  so  they 
'ill  be  a  perfect  point.  This  will  form  a  cone.  Now  nail  the  cone  to 
le  two  blocks  of  wood  at  the  end  of  the  cylinder.  By  making  the 
ads  like  this  they  will  be  a  perfect  cigar  shape  or  sloping  effect.  When 
le  frame  is  all  complete,  get  some  very  heavy  wire  and  fasten  a  strong 
)op  to  the  large  lid  at  each  end.  To  those  loops  you  will  suspend  it 
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vhen  in  place.  Be  sure  to  use  strong  wire  and  secure  it  firmly  to  the 
rame,  as  it  is  very  heavy  when  complete.  Along  a  stick  at  each  side 
eave  five  small  loops  of  invisible  wire,  to  which  you  will  fasten  the 
trings  of  popcorn.  After  you  have  this  finished  cover  it  with  paste¬ 


board  (large  advertising  sign  cards  will  do)  and  fasten  it  with  small 
tacks.  Use  glue  and  strong  paper  to  fasten  down  the  rough  edges, 
especially  at  the  points  where  the  pasteboard  is  cut  very  often  to  make 
it  fit  over  the  frame.  Having  this  all  complete,  glue  peanuts  over  the 
whole  balloon.  If  you  don’t  care  to  spend  the  time  or  use  peanuts  on 
it,  cover  it  with  gilt  paper.  The  rigging  or  ropes  are  strings  of  popcorn. 
Some  peanuts  strung  on  a  wire  are  used  on  the  bottom  part.  Bend  the 
two  ends  up,  which  will  answer  for  the  steering  gear.  In  front  place 
a  small  doll  dressed  as  Santa  Claus,  in  red  flannel  and  trimmed  with 
white  cotton.  Back  of  him  place  a  small  canvas  bag  stuffed  with  white 
cotton.  Have  a  tube  of  glue  handy  when  you  suspend  it  so  you  can 
replace  the  peanuts  that  drop  off  in  handling. 

Now  to  arrange  the  display.  First,  use  pine  branches  at  the  .side 
walls;  if  you  can’t  obtain  them  use  green  and  red  crepe  paper.  Then 
make  the  background  decoration  at  the  top  of  the  window  in  the  rear. 
Use  some  invisible  wire  first  and  then  cover  with  twisted  red  and  green 
crepe  paper.  Cover  the  space  where  the  letters  and  numbers  are  with 
green  crepe  paper  and  make  the  letters  and  numbers  of  bright  red 
glazed  paper.  Paste  them  on  the  green  crepe  paper  with  a  few  drops 
of  glue.  Suspend  two  red  paper  bells.  Now  suspend  the  airship. 
This  done,  make  a  slant  of  boards  in  the  bottom  of  the  window  about 
twelve  or  eighteen  inches  high  in  the  rear.  It  depends  on  the  depth 
of  the  window.  Nail  some  narrow  wood  strips  on  the  slant,  diamond 
shape,  fill  them  with  popcorn  about  one  inch  thick  and  between  the 
ends  display  different  kinds  of  nuts.  On  the  large  slant  space  at  the 
end  of  the  window  use  mixed  nuts.  At  the  top  of  the  slant  in  the 
rear  build  small  pyramids  of  empty  candy  boxes. 


No.  2. 

This  display  of  fruit  and  vegetables  is  a  neat  one.  To  arrange  this 
window,  first  cover  the  side  wall  with  pine  branches.  Then  make  the 
background  at  the  top  in  the  rear  of  the  window  as  described  in  the 
other  suggestion.  Now  cover  the  bottom  of  the  window  with  green 
crepe  paper.  Arrange  a  few  pumpkins,  cabbages,  potatoes,  etc.,  at  the 
bottom  of  the  pine  branches.  In  the  centre  build  a  pyramid  of  bottled 
goods  on  round  lids  covered  with  green  crepe  paper,  and  in  front  of  this 
place  a  dish  of  cranberries  and  at  each  side  display  some  sausage  and  a 


fine  dressed  turkey.  Back  of  these  display  pound  cake  and  fruit  cake 
on  high  stand  dishes,  and  at  the  end  of  the  window  all  kinds  of  fruit  in 
a  large  dish.  At  the  rear  build  pyramids  of  package  figs,  dates  and 
popcorn  for  popping.  Place  a  stalk  of  choice  celery  at  each  side  in  the 
rear.  Run  a  width  of  the  green  crepe  paper  across  the  window  in  the 
rear,  using  red  twisted  paper  at  the  top.  Place  a  large,  neat  sign  card 
like  in  illustration,  with  wording  suitable  to  your  display,  and  the 
window  is  complete. 
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WANT  DEPARTMENT 

Aunn  to  Waat  Adv*rtl»«»»«u  ImMrtxl  la  this  d«partB«at  mxy  b*  addnuvd  I*  tk*  '  Grocery  World 
ud  Ooaoral  Merchant"  whoa  dooirod,  provided  tho  adrortUoaont  la  aaooapaalad  by  10  oeata  la  paafaga  to 
pay  for  roraalllag  tho  lima.  Tho  prtco  ot  each  laaortloa  la  two  caata  par  ward  la  adraaea. 


FOR  SALE. 


FOR  SALE.— A  good  corner  cigar  and  con- 
fe<  tionery  store  ;  would  make  a  good  stand 
for  fresh  meats  and  p  ovisions,  or  delicates 
sen  store  ;  to  a  quick  buyer  will  sell  f  r  $750. 
S.  W.  corner  Fifty  fiist  and  Brown  streets, 
West  Philadelphia.  5 

FOR  SALF.. — Inte'nati<  na1  Auto  Truck  in 
use  only  three  months.  This  truck  is  in 
good  running  order  and  wib  do  the  work  of 
three  single  rigs,  which  we  offer  for  $500, 
cost  new  $800.  Reason  for  selling,  changing 
to  dry  goods  business.  For  full  description 
write  The  L.  A.  Leathers  Grocery  Co., 
Brookville,  Pa.  25 

FOR  SA 1  E  OR  RENT.— Old  established 
store  stand,  in  town  of  1,000  population  in 
Lancaster  County.  Rich  and  thickly  settled 
surrounding  farming  community.  With 
limited  stock  or  without  stock.  Annual 
ca  h  business  $20,000.  Can  be  increased. 
Modern  store  building  Other  interests 
reason  for  retiring.  W.  S.,  ‘  Grocery  World 
and  General  Merchant,”  927  Arch  Street, 
Philadelph  a,  Pa.  4 

FOR  '•ALE.— Stock  and  fixtures  of  an  cdd 
established  corner  grocery  and  provision 
store.  Will  sell  for  $1.2*0  if  sold  at  •  nee. 
Property  containing  sixteen  rooms  and  all 
co  veniences,  can  be  bought  for  $  5,000. 
Neighborhood  of  Fifty  second  and  Haver- 
ford  Avenue  West  Phi  adelphia.  M.  H.  W., 
“  Grocery  World  and  General  Merchant,” 
927  Arch  St.,  Philadelphia,  Pa.  4 

FOR  SALE.  An  old  established  <  orner 
gri  icerv  and  provision  store.  Would  do  well 
with  fresh  meats.  Wi  1  sell  to  a  quick  buyer 
for  $1,250.  Corner  Tenth  and  Ctearfield 
Streets,  Philadelphia,  Pa.  4 

FOR  SALE. — Stock  and  fixtures  of  grocery, 
provision,  cigar  and  confectionery  store’ 
doing  a  good  business.  Will  sell  to  a  quick 
buyer  for  $950.  Eleven  rooms,  all  conven 
iences,  rent  $25  per  month.  4065  Haverford 
Ave.,  West  Philadelphia.  3 


FOR  SALE.— Good  corner  grocery  store. 
Would  do  well  with  fresh  meats.  Will  sell 
stock  and  fixtures  for  $500.  Dwelling  con¬ 
tains  six  rooms  and  all  convenien  es.  Cor. 
Millick  and  Race  Sts.,  bet.  60th  and6ist  Sts., 
West  Philadelphia.  2 


FOR  SALE. — Stock  and  fixtures  of  a  good 
paying  corner  grocery  and  provision  store. 
Will  sell  to  a  quick  buyer  fur  $1,  00. 
Property  can  be  bought  for  $5,200,  eight 
rooms  and  all  conveniences.  4000  North 
Fairhill  Street,  Philadelphia,  Pa.  26 


FOR  SALE. — Stock  and  fixtures  of  grocery, 
provision,  cigars  and  candies.  Will  make  a 
good  store  for  fresh  meats.  Will  sell  to  a 
quick  buyer  for  j6oo.  Dwelling  has  eight 
rooms  and  all  conveniences.  Will  sell 
property  at  a  very  low  figure,  $5,000. 
Darby,  Pa.  G.  W.,  ‘‘Grocery  World  and 
General  Merchant,”  927  Arch  St.,  Philadel¬ 
phia  Pa.  25 

FOR  SALE. — Twenty-five  c  ntainers  of 
Post  To-.sti<-s  at  $2  a  case  and  ten  containers 
of  Qu  ker  Corn  FLkes  at  $i  50.  Bauer  & 
Harrison,  620  N.  Second  St.,  Philadelphia, 
jjL _  25 

FOR  SALE  — Great  bargain  if  sold  at  once, 
the  old  established  corner  grocery  and 
provisions  ore  Fifty-fi  stand  Folsom  Sts., 
West  Phi  adelphia  Low  renq  six  rooms 
and  bath,  all  conveniences.  M.  O.,  ‘‘Gro¬ 
cery  World  and  General  Merchant,”  927 
Arch  St.,  Philadelphia,  Pa.  9 

FOR  SALE. — Grocery  and  provision  store. 
Would  do  well  with  fresh  meats  and  fish. 
Will  sell  to  a  quick  bu  er  for  $325.  5030 
B  own  St.,  corner  of  Dearborn  St  ,  Phila¬ 
delphia,  Pa.  9 

FOR  SALE. — Cyclone  kraut  cutter.  Cost 
$60.  sell  fur  $20.  Good  condition.  Sherer. 
Gillett  grocery  display  counter.  Cost  $50, 
sell  for  $30  Verling  Harris,  136  N.  L. 
Market,  Washington,  D.  C.  24 

FOR  SALE. — One  second-hand  Gurney 
hot  water  boiler,  750  ft.  capacity.  $30  f.o.b. 
Lancaster.  F.  A.  Long,  Lancaster,  Pa. 


FOR  SALE. — An  old  corner  grocery  and 
provisions.  Would  do  well  with  fresh  meats. 
Will  sell  stock  and  fixtures  to  a  quick  buyer 
for  $1,1  so.  Dwelling  contains  ten  rooms 
and  all  conveniences.  Corner  Tenth  and 
Dauphin  Sts.,  Philadelphia.  1 

FOR  SALE. — Stock  and  fixtures  of  grocery, 
provision,  candy  and  cigar  store,  also  school 
suppl  es.  Would  make  a  good  corner  for 
fresh  meats  Will  sell  to  a  quick  buyer  for 
$975.  Dwelling  contains  eight  rooms  rent 
$20  per  month.  Corner  Sixty- second  and 
Delancey  Sts.,  West  Philadelphia.  1 

FOR  SALE. — An  old  established  corner 
grocery,  meat  and  provisions.  To  make  a 
quick  sale  will  accept  $875.  Rent  $25  per 
month.  Corner  Fifty-fourth  and  Lancaster 
Ave.,  West  Philadelphia.  1 

FOR  SALE. — Fine  set  of  Troemner’s  half 
chest  tea  bins,  also  coffee  bins  to  hold  about 
100  lbs.  Same  in  first-class  condition.  Value 
new,  $10  each.  Also  electric  coffee  mill. 
H.  F.  Heacock,  51  N.  Second  St.,  Philadel- 
phia,  Pa. _ tf 

FOR  SALE. — An  old  corner  grocery  and 
provision  store.  Would  make  a  good  stand 
for  fresh  meats.  Will  sell  for  $1,500.  Will 
sell  property  for  $7,500.  ten  rooms  and  all 
onven  ences  also  stable.  N.  W.  corner 
Sixth  and  Venango  Stieets,  Philadelphia, 
Pm _ 4 

FOR  SALE. — Stock  and  fixtures  of  a  good 
cor>  er  groc  ry  and  provisio  store.  Would 
make  a  good  stand  for  fresh  meats.  Will 
sell  to  a  quick  buyer  for  $725.  Dwelling 
contains  s<-ven  rooms  and  bath  Call  cor. 
Twenty-third  and  Hage  t  St ,  Philadelphia 
Pa.  8 


FOR  SALE. — A  first-cl  ss  paint  store,  doing 
a  good  business  in  the  northern  part  of 
Philade  phia.  Fine  location  on  a  main 
business  thoroughfare.  Apply  H.  F.  Hea¬ 
cock,  51  N.  Second  St.,  Philauelphia,  Pa.  tf 

FOR  SALE. — Sweitzer  cheese  slicer  for 
sale  Been  used  only  a  short  ime  Cost  $3, 
w  11  sell  for  $  <.  Cash  Grocery  Co.,  1801 
Venango  St  ,  Phil-idelpbia,  Pa.  3 


BUSINESS  OPPORTUNITIES. 


0000000000000000000000000 
o  o 

o  DO  YOU  WANT  TO  SELL  o 
o  YOUR  BUSINESS?  o 

o  We  find  buyers  for  grocery  and  o 
o  general  store  businesses  —  nothing  o 

o  else.  We  are  specialists  In  that  and  o 
o  we  know  what  we  are  about.  o 

o  In  the  term  “grocery  stores”  we  o 
o  include  butter  and  egg  stores,  tea  o 
o  and  coffee  stores,  green  groceries  and  o 
o  anything  else  in  the  same  line.  o 

o  If  you  want  to  sell  your  business,  o 
o  we  have  a  customer.  If  you  want  to  o 
o  buy  one,  we  know  where  something  o 
o  is  that  we’re  sure  will  suit  you.  o 

o  Write,  call  or  telephone  o 

o  WARNER  &  CO.,  o 

o  927  Arch  Street,  Philadelphia,  Pa.  o 

o  Phones  :  Bell,  Filbert  3286.  o 

o  Keystone,  Race  746.  o 

o  o 

0000000000000000000000000 


GROCERY,  MEAT  AND  PROVISION 
STORES. 

EVERY  ONE  A  GOOD  CHANCE. 

No.  602. — We  have  to  offer  the  best  gro¬ 
cery  in  large  town  in  Northumberland 
County,  doing  $35,000  yearly,  practically 
a  cash  business.  On  account  of  executors 
desiring  to  settle  the  estate,  this  business 
can  be  bought  at  an  inventory  price,  about 
$3.5°°  required.  Can  either  be  paid  for  in 
cash  or  partly  cash  and  good  security. 

No.  603  — Meat  busiuess,  doing  $300  a 
week,  all  cash.  Can  be  purchased  at 
inventory  price.  This  business  is  located 
in  a  good  business  section  of  Germantown 
Ave.,  Philadelphia,  has  very  little  competi¬ 
tion  and  rent  and  fixed  charges  very  low. 


About  $450  required.  Owner’s  reason  for 
selling  is  on  account  of  ill  health. 

No.  604. — Grocery  and  produce  business 
in  thriving  town  about  ten  miles  from  Phila¬ 
delphia.  Doing  $15,000  yearly,  but  can 
easily  be  Increased  by  proper  party  taking 
hold.  Business  has  been  established  for 
twenty  years  and  commands  a  trade  in 
which  there  Is  a  good  profit.  Will  take 
about  $1,000  to  buy  entire  proposition. 
Worth  investigation. 

No.  606  — In  West  Philadelphia,  delica¬ 
tessen  and  grocery  business,  doing  $200 
weekly,  all  cash,  of  which  there  is  eighteen 
per  cent,  net  profit  above  all  expenses. 
Carries  a  stock  of  about  $900,  which  can 
readily  be  reduced.  Rent  and  other 
expenses  low  Ill  health  causes  selling. 
About  $1,500  required. 

No  616 — Groceiy  and  meat  business  in 
T  oga,  Philadelphia,  doing  $200  a  week, 
mostly  cash.  On  account  of  owner  desiring 
to  move  in  another  section  of  the  city,  will 
sacrifice  business.  About  $1,000  will  buy. 

No.  622 — In  Monroe  Co.,  Pa.,  general 
store  doing  over  $40,000  yearly,  all  cash,  on 
which  there  was  a  net  profit  of  $3,600  last 
year  and  business  is  growing  each  year. 
Expense  of  conducting  very  low  Rem 
only  $50  monthly  and  on  account  of  being  a 
summer  resort  the  bulk  of  business  is  done 
with  low  expense  for  help.  About  (n  o*o 
will  be  required  to  buy  siock  and  fixtures, 
but  this  can  be  reduced  a  great  deal.  Bus! 
ness  is  open  to  investigation.  Full  informa 
tion  will  be  given  on  request. 

No.  623. — General  merchandise  busines 
.in  Warren  Co.,  N.  J.,  doing  over  $17,000 
yearly,  all  cash.  Can  easily  be  increased 
Expenses  very  low.  Rent,  $35  monthly. 
Clerks,  $15  weekly.  Business  has  been 
established  thirty  years.  Always  a  money 
maker.  Write  for  information. 

No.  630. — Grocery  and  meat  store  in  small 
town  in  Burlington  Co.,  N.  J..  doing  $251 
week'y,  mostly  cash.  A  most  deshable 
location.  Exclusive  trade,  which  can  be 
increased.  Owner  desires  to  st  11  on  account 
of  Government  position.  About  $900  will 
buy. 

No  633. — In  New  Jersey  town  about 
twenty  miles  from  Camden,  general  store 
doing  an  average  of  $20,000  for  the  last  five 
years,  and  on  the  increase,  of  which  75  per 
cent,  is  cash,  balance  good  credit.  Business 
now  netting  10  per  cent,  profit  above  all 
expenses  Carries  about  $5,000  stock,  which 
can  be  reduced  to  about  $3,000.  Business 
will  be  sold  at  inventory.  Full  information 
given  on  request. 

No.  634  — Grocery  and  meat  business  in 
West  Philadelphia  doing  over  $400  weekly 
business,  mostly  cash  Business  has  been 
increased  each  year  for  the  last  four  years 
and  still  increasing.  Expenses  low.  This 
business  shows  a  net  profit  of  8  per  ceni. 
Anyone  desiring  the  business  can  go  in  and 
investigate  before  buying,  as  it  will  stand 
any  test  the  business  is  put  to.  About  $1,600 
will  buy. 

No  635. — Fine  established  general  store 
in  Lancaster  Co.,  doing  a  yearly  business 
of  $2o.oco,  netting  a  clear  profit  of  $2, coo,  J 
which  can  be  shown  to  any  buyer.  Expenses 
low  and  old  established  business  command 
ing  the  best  trade  of  a  town  of  3,000  in 
centre  of  rich  farming  district.  About  j 
$7,000  to  $8,000  required. 

No.  637. — Lancaster  Co.  general  store, 
with  small  stock,  doing  nearly  $30,000 
yearly,  90  per  cent.  cash.  Stock  is  in  good, 
clean  condition  and  the  business  is  in  such 
good  shape  that  purchaser  can  step  into  a 
money  maker  from  the  day  he  takes  hold 
of  business.  Expenses  low.  About  $5,000 
will  buy. 

No.  638. — General  store  located  a  few 
miles  from  Trenton,  N.  J.,  in  prosperous 
town  of  1,000  catering  to  large  farming 
district.  Does  a  business  of  $22,000  yearly, 
of  which  75  per  cent,  is  cash,  on  which  there 
is  a  big  margin  of  profit.  Carries  stock  of 
about  $6,000.  Business  will  be  sold  at  an 
inventory  price,  Investigate. 

No.  630.—  General  store  on  the  outskirts 
of  Philadelphia,  doing  a  large,  profitable 
business.  Plenty  of  new  business  to  be 
secured  by  new  owner.  Builoing  operations 


under  way.  Owner  wishes  to  go  South  the 
only  reason  for  selling.  $1,200  will  buy. 

No.  640. — Grocery  and  meat  business  just 
started,  having  one  of  the  best  store  rooms 
in  the  city,  in  a  locality  that  will  patronizes 
good,  first-class  store.  This  place  must  be 
seen  to  understand  the  bargain.  Owner  is 
sick,  reason  for  selling. 

In  all  of  these  the  cause  of  selling  is 
good  and  the  fullest  investigation  courted. 
Every  one  paying. 

WARNER  &  CO., 

927  Arch  Street  Philadelphia,  Pa. 

- 3 


MISCELLANEOUS. 


PREMIUM  U'ER’'  — Send  f  r  cata’ogue  1 
best  and  cheapest  Rockers  on  the  maikr 
$10  per  dozen  up.  Ohio  Chair  Co.,  W 
liam-burg  Ohio. 


HELP  WANTED. 


WANTED. — Manufacturers  of  food  produc 
desiring  to  introduce  their  goods  in  tb 
Philadelphia  market  are  requested  to  cob 
with  “Broker,”  “Grocery  i\o>ld  and  <• 
eral  Merchant,”  927  Arch  St  ,  Philadelph 
Pa. 


vVANTED — Sales  agents  to  handle  com¬ 
plete  line  of  automatic  computing 
<elf-measuring  gasoline  and  oil  tanks_ 
cheese  cutters.  Exclusive  territory, 
opportunity  for  high  grade  men.  Lacy 
Noblit,  1220  Filbert  St.,  Philadelphia,  P* 


THIS 

CUSPIDOR 


No.  42  Cuspidor — 6‘4-inch 


in  hand  painted  • 
at  $8.50  per  gross,  1 
dray  age  charge, 
package  charge;  thee 
tire  gross  is  your* 
$3.50,  plu*  the  freig 
The  PETERS  A  RE 
POTTER!  CO. 

ZANESVILLE,  OHIO 


The  One  Pure  Sugar  Syrup 


Lyle’s  Golden  Syrup — perfectly 
clear,  a  beautiful  golden  color,  so 
neutral  micro-organisms  can’t  live 
in  it.  Absolutely  free  from  preser¬ 
vatives.  A  product  which  every  one 
keeps  buying  If  yon  want  to  please 
your  trade  tell  them  about  it. 

26<*>  PROFIT 

Sure  sales  and  pleased  customers.. 

H.  Kellogg  &  Sons 

Philadelphia 


John  Scott  Co. 

INCORPORATED 

PHILADELPHIA 

WHOLESALE  GROCERS 

and  Direct  Importers  of 

Ceylon  and  Assam  Teas 

These  Teas  are  becoming 
more  popular  every  day. 

'•Our  prices  are  always  correct’’ 


Bouillon 

Capsules 


SEE  THEM  MELT! 


Put  a  package  of  these  on  your  counter, 
with  a  little  card  telling  what  they’re  are 
good  for.  and  they'll  melt  away  like  snow. 
ANKER’S  BOUILLON  CAPSULES  make 
bouillon,  soup  or  beef  tea,  and  everybody 
likes  one  of  the  three,  especially  when 
they’re  so  delicious  as  they  are.  Ten 
capsules  in  a  box— drop  one  in  hot  water. 

Good  goods  and  f  good  profit. 


ROYAL  SPECIALTY  CO.,  Sole  Manufacturers  92 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


This  Woman  Went  Into  a  Plan  to  Buy 
Produce  Direct  From  Commission 
Merchants 


A  Few  Experiences  That  Attended  Her  Efforts  to  Buy  Unse¬ 
lected,  Undiscriminated  Goods  Instead  of  Goods  Selected 
by  a  Retail  Dealer.  Saved  a  Little  Money  But  Encountered 
All  Sorts  of  Snags. 

[The  following  statement  has  been  made  by  a  woman  member  of  a 
consumers’  cooperative  buying  organization  which  started  recently  in  St. 

Louis,  Mo.  The  plan  has  since  disbanded.] 


The  plan  of  buying  such  things 
as  produce  direct  from  the  com¬ 
mission  merchant  looked  so  prac¬ 
tical.  I  read  the  market  reports 
in  the  papers  and  I  figured  out 
that  at  wholesale  a  head  of  let¬ 
tuce  cost  only  a  cent  and  a  bunch 
of  radishes  cost  another  cent.  I 
was  in  the  habit  of  getting  a  head 
of  lettuce  and  a  bunch  of  radishes 
or  spring  onions  for  15  cents.  We 
like  a  baked  Hubbard  squash  once 
in  a  while,  and  I  never  get  one  for 
less  than  15  cents.  I  found  out 
that  by  taking  them  in  crates  you 
could  buy  them  for  a  trifle  over  4 
cents  each.  Eggplant  and  cauli¬ 
flower  were  about  the  same,  ex¬ 
cept  that  the  saving  wasn’t  quite 
so  great.  As  for  eggs,  by  taking 
them  in  thirty-dozen  crates  I 
could  save  10  cents  a  dozen  on 
them  right  along,  and  sometimes 
as  much  as  18  cents  a  dozen. 

I  never  got  a  broiler  from  my 
butcher  for  less  than  60  cents, 
and  we  went  in  together  and  took 
a  coop  of  two  dozen  chickens,  and 
had  the  commission  man  kill  and 
dress  them  for  us;  because  we 
didn't  any  of  us  want  to  handle 
live  chickens.  My  two  came  to 
exactly  38  cents  each,  and  I’d 
saved  44  cents  on  that  part  of  my 
dinner.  The  next  time  I  tried  it 
it  turned  out  that  one  of  my 
spring  chickens  was  a  little  old 
Leghorn  hen  that  must  have  been 
at  least  6  years  old.  That’s  the 
first  disillusionment  that  came. 
If  I’d  bought  that  skinny  old  hen 
from  the  butcher  at  the  price  of 
spring  chicken,  he’d  have  had  to 
make  good.  I  told  the  commis¬ 
sion  man  about  it,  and  he  just 
laughed  and  said  the  farmer 
would  slip  a  litte  old  hen  over  on 
you  once  in  a  while  when  you 
weren’t  looking. 

The  next  difficulty  we  had  was 
with  apples.  We  found  that  we 
could  get  them  at  $1.75  a  barrel, 


and  that  a  barrel  was  guaranteed 
to  contain  three  bushels.  That 
was  a  peck  for  each  of  the  mem¬ 
bers,  and  with  the  cost  of  hauling 
the  apples  came  to  just  15  cents 
a  peck.  Well,  we’d  been  paying 
40  cents  a  peck  for  them  from  the 
huckster,  and  not  very  full  pecks 
at  that.  I  went  to  help  select  the 
barrel,  and  I  was  perfectly  aston¬ 
ished  when  the  man  told  me  we 
had  to  select  that  barrel  from  the 
outside.  We  couldn’t  tell  what 
we  were  getting  at  all,  except  by 
the  label.  When  we  opened  the 
barrel  we  found  that  the  top  layer 
of  apples  was  fine.  Those  at  the 
bottom  were  the  same,  but  the 
ones  in  the  middle  were  wormy, 
knotty,  rotten  things  that  none  of 
us  would  carry  home.  We  al¬ 
most  had  a  quarrel  over  the  dis¬ 
tribution  of  that  barrel  of  fruit, 
and  when  we  came  to  figure  it 
right  down,  we  didn’t  save  so 
very  much  on  it. 

I  saw  in  the  paper  that  cauli¬ 
flower  was  $1.25  a  case.  That’s 
two  dozen  heads,  and  with  the 
delivery  it  ought  to  come  to  about 
6  cents  each,  or  12  cents  for  each 
lady’s  share.  I’ve  been  in  the 
habit  of  paying  20  cents  for  a 
cauliflower,  or  more  if  it  was  a 
very  big  one,  even  up  to  40  cents, 
so  I  was  immensely  tickled  at  the 
prospect  of  getting  them  for  6. 
But  when  all  the  expenses  were 
figured  in  they  cost  me  14  cents 
each. 

I’ve  always  bought  nice,  clean 
celery.  The  first  time  we  got  a 
crate  of  it  for  the  club  it  was  sim¬ 
ply  covered  with  mud  .and  there 
were  great  bunches  of  leaves  that 
were  either  rotten  or  withered, 
and  it  looked  so  horrid  that  I  felt 
as  if  I  never  wanted  to  eat  cel¬ 
ery  again. 

We  three  went  into  the  back 
room  of  one  of  the  big  commis¬ 
sion  houses  where  they  were  un¬ 


crating  and  cleaning  the  celery, 
and  it  all  looked  like  that  lot  that 
we  bought.  The  room  looked  like 
a  feeding  pen  for  hogs.  They 
have  great  knives  that  they  use 
to  hack  off  the  rotten  and  with¬ 
ered  leaves  and  the  bunch  of  dirty 
roots,  and  then  they  lay  the  Stalks 
on  a  big  rack  and  turn  the  hose 
on,  and  the  water  that  runs  down 
into  the  sewer  from  that  rack  is 
like  the  Missouri  after  the  spring 
floods,  except  that  it’s  black  in¬ 
stead  of  brown. 

We  simply  love  string  beans 
at  our  house,  and  I’ve  had  such  a 
time  to  get  good  ones  this  sum¬ 
mer.  Had  to  pay  30  cents  for  a 
second  measure,  and  that’s  sup¬ 
posed  to  be  half  a  gallon,  but  it 
isn’t.  According  to  the  market 
report,  green  beans  were  $2.40  a 
bushel.  That  would  be  at  least 
sixteen  second  measures — and  a 
good  deal  more,  because  there 
wouldn’t  be  so  much  air  space  in 
the  box.  We  had  to  divide  our 
box  of  beans  into  twelve  parts, 
so  that  gave  me  ever  so  much 
more  than  I  was  in  the  habit  of 
buying  for  one  meal  for  my  fam¬ 
ily.  I  never  saw  such  worms  in 
my  life.  Didn’t  know  worms 
ever  got  into  string  beans.  Most 
of  them  were  like  slim  caterpil¬ 
lars,  and  they  ate  the  whole  in¬ 
side  out  of  the  bean.  I  made  a 
trip  to  the  market  that  day  to 
find  out  about  it.  The  commis¬ 
sion  man  told  me  that  we  had 
simply  been  unfortunate  in  what 
we  bought.  Unlucky,  -he  called 
it.  He  said  there  had  been  a  per¬ 
fect  pest  of  bean  moths  this  sum¬ 
mer,  owing  to  the  very  dry  sea¬ 
son.  He  says  those  moths  al¬ 
ways  bother  the  beans,  but  a 
heavy  rain  kills  most  of  them, 
and  this  year  we  didn't  have  any 
rains  at  the  right  time,  so  they 
were  positively  awful.  The  un¬ 
scrupulous  farmer  picked  the 
wormy  beans  along  with  the  good 
ones,  and  when  you  buy  a  box 
you  can't  tell  for  the  life  of  you 
whether  it’s  a  good  one  or  not. 
He  says  the  grocers  refused  to 
buy  any  but  the  guaranteed  beans 
this  summer,  because  they  lost 
too  much  on  the  unopened  boxes. 
In  that  case  the  loss  had  to  be 
borne  by  the  agent  who  bought 
up  the  produce  from  the  farmers. 
Buying  guaranteed  beans  he  said 
made  the  price  higher. 

I  used  to  think  that  the  only 
bad  eggs  were  cold  storage  eggs, 
and  that  if  you  could  be  sure  of 


getting  them  right  from  the  coun¬ 
try  they’d  have  to  be  good.  The 
first  case  we  got  was  perfect. 
We  had  two  dozen  and  a  half 
each,  and  those  didn’t  last  very 
long.  Then  we  ordered  another 
case,  and  I  was  so  sure  of  them 
that  I  had  soft  boiled  eggs  for 
breakfast  the  morning  after  my 
daughter’s  fiance  arrived  on  a 
visit  to  us.  He  told  me  he  always 
ate  his  egg  in  the  English  style, 
right  out  of  the  shell,  and  I  gave 
him  the  prettiest  cup  I  own,  and 
the  silver  egg  scissors  to  take  off 
the  top  of  the  shell,  and  the  sec¬ 
ond  egg  he  opened  was  bad. 

I  went  straight  to  the  man  we 
got  the  eggs  from  and  told  him 
about  the  decayed  egg.  He  said 
I  was  lucky  to  find  only  one  in  a 
case  that  hadn't  been  candled.  I 
flamed  up  at  that  and  told  him 
that  eggs  that  had  to  be  candled 
couldn't  be  strictly  fresh.  Then 
he  informed  me  that  if  all  farmers 
were  honest  the  commission  mer¬ 
chant  wouldn’t  be  put  to  the  labor 
and  expense  of  candling  all  his- 
guaranteed  eggs.  He  explained 
to  me  that  some  farmers  pur¬ 
posely  hoard  up  their  eggs  tiff 
the  price  gets  high  enough,  and 
others  don't  scruple  to  include  a 
nest  of  a  dozen  or  two  that  they 
find  in  the  hay  mow  or  out  in  the 
berry  patch.  They  haven't  any 
idea  how  long  ago  the  hen  stole 
her  nest  out  there,  and  they  don't 
take  the  trouble  to  find  out 
whether  the  eggs  are  a  day  or  a 
month  old. 

We  saved  some  money  through 
the  plan,  but  very’  little,  every¬ 
thing  considered. 

*  *  *  * 

St.  Louis,  Mo., 

December  12,  1911. 


The  market  for  Florida  oranges 
is  in  the  seller’s  favor.  The  aver¬ 
age  grade  of  fruit  ranges  from 
$2.50  to  $3  per  box,  and  fancy- 
fruit  $3  to  $4.50.  The  receipts,  are 
in  fair  volume,  but  there  is  no  ex¬ 
cess.  The  demand  is  good. 


ELTON  J.  BUCKLEY 

Editor  “Grocery  World  end  General  Merchant" 


Attorney  and  Counselor  at  Law 

Lind  Title  BnUdin|,  Phil*.,  Pa. 


Telephone*  j 


Bell,  Spree*  MM-MM 
Keystone,  Race  741 


Corporation  Practice,  Cases  Under  Food  Lawa 
Trade-Mark  Keghtratloa 
Geaeral  Practice 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


1 


How’s  This  for  a  Food  Show  Idea? 


Mr.  Manufacturer,  if  you  have  an  idea  that  food  shows  aren’t 
good  advertising,  read  about  this  food  show  idea. 

Not  a  food  show  in  some  large  central  hall,  visited  by  swarms  of 
floaters  who  mean  no  business  at  all — 

But  a  food  show  away  from  the  centre,  in  the  purely  residential 
districts,  where  real  people  live  and  buy  what  they  eat. 

Not  a  food  show  that  sells  space  to  every  Tom,  Dick  and  Harry — 

But  a  food  show  that  sells  space  to  nobody  whose  goods  aren’t  first 
approved  by  Harry  P.  Cassidy,  Special  Philadelphia  Agent  of  the 
Pennsylvania  Dairy  and  Food  Department.  Being  in  a  show  like 
that  is  a  guarantee  of  purity  and  class. 

We  open  in  West  Philadelphia,  at  American  Hall,  Market  Street 
above  39th,  February  6th,  1912,  and  stay  there  till  the  10th.  Next  in 
Kensington,  Columbia  Hall,  Second  and  Norris  Streets,  February  13th 
to  17th,  1912.  Other  equally  choice  districts  later. 

Hr.  Retail  Grocer: 

Send  your  clerks  to  these  Food  shows  and  come  yourself.  They 
will  be  expositions  of  new  goods,  of  pure  goods,  of  goods  that  will  be 
popular.  There  is  business  for  you  in  them,  as  well  as  ideas  which  will 
make  more  business.  Read  the  coupon  in  the  corner. 


Write  for  rates  and  all  information  to 

The  Pure  Food  Exhibition  Co. 


Retail  Grocers’  Coupon 


German-American  Bldg.,  Broad  and  Arch  Sts. 
PHILADELPHIA 


Two  weeks  in  advance  of  these  shows  a 
coupon  will  appear  in  this  space  entitling  any 
grocer,  or  his  clerk,  to  free  admission  at  any 
hour  if  he  will  present  it,  with  his  card  or 
letterhead,  at  the  door. 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 
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Says  He  Thinks  Parcels  Post  Won’t  Hurt 
Country  Merchant,  But  No 
Matter  if  it  Does 


Senator  Bourne,  of  Committee  on  Post  Offices  and  Post  Roads, 
Tries  to  Answer  Country  Merchant’s  Charge  that  Parcels 
Post  Will  Hurt  Him  and  Help  Mail  Order  Houses.  Says 
that  Even  if  it  Does  Hurt  Him  the  Public  Has  Right  fo  it. 


The  undoubted  leader  of  the 
movement  in  Congress  to  pass  a 
parcels  post  law  is  Senator  Jona¬ 
than  Bourne,  Jr.,  of  Oregon, 
chairman  of  the  Senate  Commit¬ 
tee  on  Post  Offices  and  Post 
Roads.  Senator  Bourne’s  com¬ 
mittee  has  granted  several  hear¬ 
ings  on  the  parcels  post,  hearing 
among  others  the  representatives 
of  the  retail  merchants  of  the 
country,  who  as  readers  hereof 
know, are  universally  opposed  to 
opening  the  mails  to  heavy  pack¬ 
ages  at  rates  which  would  give 
mail-order  houses  the  entree  to 
every  nook  and  corner  of  the 
country. 

Nothing  that  has  been  said  in 
opposition,  however,  has  made 
any  difference.  The  Senate  Com¬ 
mittee  is  determined  to  introduce 
a  bill,  and  its  chairman  has 'be¬ 
come  an  active  partisan  in  the 
movement.  He  reveals  this  very 
clearly  in  an  article  written  for 
the  last  issue  of  the  “Saturday 
Evening  Post,”  on  “A  Practical 
Parcels  Post.”  In  that  article 
Senator  Bourne  takes  the  posi¬ 
tion  that  parcels  post  will  help 
rather  than  hurt  the  country  mer¬ 
chant.  The  following  extracts 
have  been  taken  from  the  article 
in  question  : — - 

It  is  a  very  natural  belief  and  one 
very  generally  entertained  by  coun¬ 
try  merchants,  that  the  establish¬ 
ment  of  a  general  parcels  post 
would  very  greatly  increase  the 
business  of  mail-order  houses,  with 
ruinous  results  to  the  small  retail¬ 
ers  throughout  the  country.  This 
impression,  however,  I  believe  to  be 
groundless.  Both  reason  and  expe¬ 
rience,  in  my  opinion,  prove  that 
there  is  no  cause  for  apprehension 
on  the  part  of  the  country  mer¬ 
chant. 

In  view  of  the  demonstrated  fact 
that  the  mail-order  houses  of  the 
United  States  have  grown  up  with¬ 
out  the  aid  of  a  modernized  parcels 
post,  it  is  manifestly  impossible  to 
ascribe  their  success  to  a  govern¬ 
mental  service  or  to  assume  that 
their  continued  success  would  be 
materially  affected  thereby.  An  in¬ 
quiry  into  their  methods  of  doing 
business  proves  that  their  success, 
so  far  as  it  relates  to  transportation, 
has  been  achieved  through  use  of 
freight  rather  than  mail  service. 
These  establishments  get  their  or¬ 
ders  by  mail,  but  they  ship  their 


goods  by  freight  or,  in  the  case  of 
small  shipments,  by  express. 

It  is  true  that  the  mail-order 
house  has  an  advantage  in  the  fact 
that  its  catalogue,  even  if  weigh¬ 
ing  five  pounds,  can  be  sent  through 
the  mails  at  I  cent  for  two  ounces, 
or  eight  cents  a  pound,  but  this  is 
not  a  parcels  post  rate.  A  package 
of  merchandise  must  now  be  limited 
to  four  pounds  and  postage  thereon 
paid  at  i  cent  an  ounce  or  16  cents 
a  pound. 

Instructions  given  in  the  catalogue 
of  every  mail-order  house  show  the 
methods  by  which  these  enterprises 
have  developed  their  business.  Cus¬ 
tomers  are  urged  to  ship  by  freight, 
and  since  railroads  make  a  mini¬ 
mum  charge  based  on  a  ioo-pound 
shipment,  purchasers  are  encour¬ 
aged  to  order  goods  enough  to  make 
a  ioo-pound  shipment,  or  get  their 
neighbors  to  join  in  the  order  and 
thus  secure  the  relatively  low 
freight  rate.  One  resident  of  a 
community  thereby  becomes  a  solic¬ 
itor  of  business  for  the  firm  he 
wishes  to  patronize.  This  would 
not  be  true  if  he  could  secure  his 
goods  in  small  shipments. 

Under  a  general  parcels  post,  as 
at  present,  many  of  the  forces  in¬ 
fluencing  human  action  would  favor 
the  country  storekeeper  rather  than 
the  distant  metropolitan  store.  A 
customer  desiring  any  particular  ar¬ 
ticle  usually  wants  it  as  quickly  as 
possible,  and  whenever  he  can  ob¬ 
tain  it  there  the  local  store  will  have 
his  patronage. 

The  average  person  would  rather 
inspect  his  purchases  before  finally 
accepting  them,  and  this  he  can  do 
more  conveniently  by  trading  with 
the  local  dealer.  He  would  rather 
use  the  telephone  or  give  his  order 
personally  than  write  a  letter. 
Presumably  he  will  have  less  trouble 
in  buying  on  credit  from  his  neigh¬ 
bor  and  friend  than  in  borrowing 
the  cash  at  a  bank  or  in  opening 
an  account-  with  a  large  metropol¬ 
itan  store.  Most  customers  realize 
that  they  can  return  an  unsatisfac¬ 
tory  article  more  easily  if  they  buy 
it  locally  on  credit  than  if  they  pay 
cash  for  it  and  its  return  means  re¬ 
transporting  it  a  considerable  dis¬ 
tance. 

The  country  merchant,  further¬ 
more,  would  participate  in  an  im¬ 
proved  and  cheapened  method  of 
transportation  which  would  enable 
him  to  conduct  his  business  with 
less  capital  or  to  carry  a  greater 
variety  of  goods. 

Even  if  country  merchants  were 
not  mistaken  in  the  position  which 
many  of  them  have  taken  and  would, 
in  fact,  be  injured  to  the  full  ex¬ 
tent  of  their  fears,  I  should  not  con¬ 
sider  their  antagonism  as  necessarily 
fatal  to  parcels  post  legislation.  In 
my  opinion  the  desideratum  of  all 
legislation  should  be  improvement 
of  the  general  welfare — the  great¬ 
est  good  to  the  greatest  number. 
The  rights  and  interests  of  indi¬ 
viduals  must  be  considered.  When¬ 
ever  it  is  clear  to  the  mind  of  the 
legislator  that  an  improvement  can 


be  made  that  will  greatly  benefit  the 
general  welfare  of  the  whole  com¬ 
munity,  although  its  adoption  means 
jnjury  to  individual  interests,  his 
action  should  depend  solely  on 
whether,  in  his  opinion,  the  general 
welfare  is  sufficiently  compensatory 
to  justify  the  individual  injury. 

Improved  transportation  is  one  of 
the  chief  factors  in  advancing  civili¬ 
zation.  Our  Post  Office  Depart¬ 
ment  is  our  largest  governmental 
enterprise.  We  are  proud  of  it  as 
a  means  for  the  transportation  of 
letters  and  papers,  and  I  hope  soon 
to  see  the  day  when  we  shall  be 
proud  to  compare  our  parcels  post 
with  that  of  any  other  country. 
I  believe  absolutely  in  the  practica¬ 
bility  and  desirability  of  a  general 
parcels  post  at  least  equal  to  the 
best  enjoyed  by  any  country.  As 
long  as  I  remain  in  Congress  my 
vote  and  efforts  will  be  steadfastly 
directed  toward  the  development 
and  improvement  of  this  govern¬ 
mental  function  to  which,  in  my 
opinion,  the  people  of  the  United 
States  are  entitled. 


Grocers  Must  Mark  Broken 
Packages  of  Dried  Fruits. 


So  Says  Pennsylvania  Commissioner 
Foust,  Who  Starts  Five  Suits  Against 
Dealers  Who  Failed  to  Do  It.  Pres¬ 
ence  of  Bleach  Must  Be  Revealed 
to  Buyer. 

The  Pennsylvania  Dairy  and 
Food  Commissioner  has  brought 
to  the  front  again  the  pure  food 
question  whether  a  grocer,  in  or¬ 
der  to  comply  with  the  law,  must 
mark  every  package  of  goods  re¬ 
quiring  marking  as  the  original 
package  is  marked.  The  question 
was  discussed  in  the  last  issue  in 
connection  with  some  work  which 
is  being  done  by  the  Wholesale 
Grocers’  Association  of  Pennsyl¬ 
vania,  New  Jersey  and  Delaware. 
It  has  always  been  a  mooted 
question  not  only  in  Pennsylvania, 
but  in  every  other  State  which 
has  food  laws. 

Apropos  of  the  subject,  Com¬ 
missioner  F'oust  has  sent  this 
journal  the  following  statement 
during  the  past  week : — 

Five  suits  have  been  started  in 
western  counties  by  Dairy  and  Food 
Commissioner  Foust  against  deal¬ 
ers  who  have  sold  evaporated 
peaches  and  anricots  bleached  and 
preserved  by  use  of  sulphur  dioxide, 
without  stating  on  the  package,  as 
the  law  requires,  that  the  fruit  con¬ 
tains  this  preservative. 

When  the  Legislature,  in  response 
to  the  pleas  on  behalf  of  the  pro¬ 
ducers  of  evaporated  fruits,  gave 
the  qualified  permission  for  their 
sale,  provided  they  did  not  contain 
injurious  quantities  of  that  power¬ 
ful  substance,  sulphur  dioxide,  it 
was  not  intended  that  the  public 
should  not  be  induced  to  buy  with¬ 
out  knowledge  fruits  so  preserved 
and  bleached.  Accordingly,  there 
was  coupled  with  the  permission  the 
requirement  that  the  presence  of 
this  chemical  product  should  in  all 
cases  be  made  known  to  the  buyer 
by  a  plain  declaration  stamped  on 
each  package. 


Dealers  who  ignore  this  reason-  * 
able  requirement  deserve  that  the  A 
full  penalty  of  the  law  be  visited  1 
upon  them,  and  it  is  the  Commis-  { 
sioner’s  purpose  to  bring  all  persons  J 
found  engaging  in  this  evasion  be-a 
fore  the  courts  for  judgment 
■  — 

Revenue  Commissioner  Says 
Oleo  Frauds  Are  Now  Con¬ 
fined  to  Retailers. 


Believes  High  Tax  on  Colored  Oleo 
Responsible.  Says  Manufacturers 
Are  Mostly  Obeying  the  Law,  But 
Claims  That  Retailers  Are  Still  Work¬ 
ing  All  Sorts  of  Schemes. 

The  Federal  Internal  Revenue 
Commissioner  has  now  joined  the 
ranks  of  those  who  are  demand¬ 
ing  that  the  tax  on  colored  oleo¬ 
margarine  be  reduced  from  io 
cents  to  2.  The  Commissioner 
has  just  filed  his  annual  report, 
in  which  he  charges  that  frauds 
are  still  rampant  in  the  oleo  busi¬ 
ness,  not  so  much  among  manu¬ 
facturers,  who  are  now  generally 
obeying  the  law,  but  among  re¬ 
tailers.  These  frauds  the  Internal 
Revenue  Commissioner  charges 
to  the  large  tax. 

The  following  is  taken  from  the 
report : — 

Under  the  law  the  oleomargarine 
is  permitted  to  be  packed  by  the  ' 
manufacturers  and  sold  in  large  fir¬ 
kins  or  tubs  containing  about  sixty  "j 
pounds,  with  a  stamp  on  the  out¬ 
side  showing  proper  tax  payment.  - 
The  retail  dealer  would  huy  a  small 
number  of  tubs  of  artificially  col¬ 
ored  oleomargarine,  tax  paid  at  io  , 
cents  a  pound.  He  would  then  pro-  3 
ceed  to  buy  large  numbers  of  tubs,  t 
tax  paid  at  ]/i  cent  a  pouhd.  He 
would  then  pay  the  special  tax  as 
a  dealer  in  colored  oleomargarine. 

The  retail  dealer,  therefore,  would 
sell  from  his  tubs  of  colored  prod¬ 
uct,  and,  in  general,  the  product 
would  be  sold  as  butter,  and  when 
a  certain  number  of  tubs  would  be 
nearly  empty  the  dealer  would  re¬ 
move  them,  together  with  a  cor¬ 
responding  number  of  tubs,  tax 
paid  at  the  lower  rate,  to  some 
place  in  his  private  residence,  or  other 
place  securely  guarded,  and  there 
simply  mix  a  little  coloring  mat¬ 
ter  in  the  white  goods,  refill  the 
tubs  in  which  had  been  colored  oleo¬ 
margarine,  destroy  the  stamps  on 
the  tubs  emptied  of  their  white  con¬ 
tents,  take  the  refilled  tubs  back 
to  his  place  of  business  and  con¬ 
tinue  selling  therefrom. 

Field  officers  discovered  this  done 
in  numbers  of  cases.  Great  diffi¬ 
culty  has  been  experienced  in  se¬ 
curing  convictions  even  where  the 
facts  of  manipulation  have  been  un¬ 
disputed. 

By  the  simple  process  the  retail 
dealer  can  add  9-H  cents  to  every 
pound  manipulated  and  by  furnish¬ 
ing  this  to  his  customers  when  they 
call  for  butter,  he  can  sell  the 
product,  which  cost  him  from  12 
to  15  cents  per  pound,  for  from  ' 
25  to.  40  cents  a  pound. 

The  comparative  immunity  from 
detection  and  punishment  and  the 
great  financial  profit  growing  out 
of  the  transaction  have  proved  suffi¬ 
cient  inducement  to  cause  thousands 
of  otherwise  reputable  grocery^  mar- 
ketinen  and  dealers  to  engage  in  the 
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nefarious  business  of  defrauding 
the  Government  of  its  revenue  and 
perpetrating  a  fraud  on  their  cus¬ 
tomers. 

It  is  confidently  believed  that  the 
oleomargarine  law  is  at  this  time 


corrupting  and  debauching  more 
taxpayers  and  affords  the  oppor¬ 
tunity  for  greater  fraud  upon  the 
public  than  any  other  statute  with 
which  the  Internal  Revenue  Bureau 
has  to  deal* 


Vhat  the  “Federated  Marketing  Clubs’’ 
of  Illinois  Expects  to  Do 


atest  Consumers’  Co-operative  Buying  Enterprise  Says  Retail 
Prices  Are  50-500  per  Cent.  Higher  Than  They  Need  to 
Be.  Compiles  List  of  Producers  and  Jobbers  and  Will  Ask 
for  Bids  on  Food  for  Co-operative  Distribution. 


Some  information  has  reached 
lis  journal  during  the  week  re- 
irding  a  rather  important  cam- 
lign  to  buy  food  products  in 
rge  quantities  over  retailers’ 
2ads,  which  is  taking  form  in 
linois.  The  promoters  of  the 
lan  have  given  it  the  name  of 
ie  Federated  Marketing  Clubs. 
For  about  six  months  the  back¬ 
's  of  this  scheme  have  been 
laking,  so  they  say,  a  thorough 
ivestigation  into  food  conditions, 
hey  have  just  given  it  out  that 
le  quality  of  the  general  food 
ipply  is  much  poorer,  even, 
lan  people  think  it  is,  and  that 
Tail  prices  are  from  50  to  500 
2r  cent,  higher  than  they  would 
2  if  distribution  was  properly 
rganized. 

The  Federated  Marketing 
lubs  are  going  about  getting 
leir  own  supplies  in  a  thorough- 
r  business-like  fas'hion.  The 
roduct  of  the  different  manufac- 
irers  is  being  examined,  and 
ids  are  shortly  to  be  asked  for. 
C ith  the  facts  and  the  figures  in 
leir  possession,  the  problem  of 
istribution  will  be  tackled.  The 
rst  step  in  the  promoter’s  plan 
as  been  to  compile  a  list  of  food 
rodueers  or  jobbers  in  various 
nes,  which  is  reproduced  below 
s  a  matter  of  trade  interest: — 

Apple  shippers  and  wholesal¬ 
ers  .  1,280 

Baking  powder  manufactur¬ 
ers  .  290 

Bee  keepers  .  1,683 

Beef  and  pork  packers .  1,010 

Candy  and  confectionery  man¬ 
ufacturers  .  956 

Canners  (vegetable  and  fruit)  2,448 

Canners  (meat,  fish)... .  739 

Catsup  manufacturers .  234 

Cereal  manufacturers  .  278 

Cheese  and  butter  manufac¬ 
turers  .  3,680 

Chocolate  and  cocoa  manu¬ 
facturers  . 84 

Cider  and  vinegar  manufac¬ 
turers  . 1,130 

Coffee  and  spice  mills .  390 

Coffee,  cereal  and  extract 

manufacturers  .  61 

Cordials  .  28 


Condensed  milk  manufactur¬ 
ers  . 

Cornstarch  manufacturers  . . 
Cracker  and  biscuit  manufac¬ 
turers  . 

Creameries  and  dairies . 

Essential  oils  and  flavoring- 

extract  manufacturers . 

Flour  mills  . 

Fruit  evaporators . 

Fruit  growers  . : . 

Fruit  shippers  . 

Gelatine  manufacturers . 

Ginger  ale  manufacturers  . . . 

Glucose  manufacturers  . 

Grape  growers  and  shippers. 

Grocers’  sundries  . 

Jelly  manufacturers  . 

Lard  refiners  . 

Macaroni  and  vermicelli  man¬ 
ufacturers  . 

Mincemeat  manufacturers  .  . . 

Mineral  water  bottlers  . 

Molasses  and  syrup  manufac¬ 
turers  . 

Mustard  manufacturers  . 

Noodle  manufacturers  . 

Nut  dealers,  wholesale  . 

Oatmeal  manufacturers  . 

Oleomargarine  manufacturers 

Oyster  packers  . 

Pickle  manufacturers  . 

Poultry  breeders . 

Poultry  dealers  . 

Poultry  supply  houses . 

Potato  chip  manufacturers... 
Preserves,  jellies  and  jam 

manufacturers . 

Rice  mills  and  brokers  . 

Soda  manufacturers  . 

Tea  and  coffee  dealers,  whole¬ 
sale  . 

Vegetable  shippers . 

Vinegar  and  cider  manufac¬ 
turers  . 


41 

143 

202 

9,167 


5io 

2,960 

600 

10,400 

6,658 

62 

160 

15 

2,120 

385 

195 


285 


25° 

169 

1,075 

257 

120 

250 

52 

97 

50 

189 

429 

1,310 

9,100 

171 

32 

195 

189 

49 

380 

7,985 

1,130 


Failures  Show  Increase  in 
November. 


Business  Disasters  Both  in  Grocery 
and  General  Store  Lines  Were  Larger 
in  November  1911  Than  in  November 
1910. 


The  official  record  of  grocery 
and  general  store  failures  for 
November  has  been  received,  and 
shows  an  increase  in  both  lines. 

The  figures  are  as  follows: — 

General  Store  s. — November, 
1911,  106;  liabilities,  $918,505; 

November,  1910,  78;  liabilities, 
$718,907. 

Groceries. — November,  1  9  1  1, 
182;  liabilities,  $690,538;  Novem¬ 
ber,  1910,  176;  liabilities,  $902,464. 


"How’s  That  tor 

a  Minute’s  Work?" 

What  woman  could  fail  to  get  a  great 
deal  of  satisfaction  from  her  ability  to  make 
a  delicious  dessert  in  a  minute  ? 

It  is  done  with 


There  are  other  preparations  of  the  jelly  powder 
order,  but  they  are  not  Jell-O,  and  no  woman  will  ever 
tolerate  the  other  kind  after  once  using  Jell-O. 

Nothing  else  is  quite  so  easy  to  make  up  or  so 
delicious  when  made  up. 

Seven  Jell-O  flavors:  Strawberry,  Raspberry,  Lemon,  Orange, 
Cherry,  Peach,  Chocolate. 

THE  GENESEE  PURE  FOOD  CO., 

Le  Roy,  N.  Y.,  and  Bridge  burg,  Can. 

The  name  Jell-0  is  on  every  package  in  big  red  letters.  I(  it  isn’t  there,  it  isn’t  Jell-O. 


FLEISCHMANN’S 

COMPRESSED  YEAST 

HRS  NO  EQUAL 


MAPLEINE 

"The  Flavor de  Luxe” 

Fulfils  All  Pledges 
of  Quality 

Delicious  Flavor 

AND 

Maintained  Selling 
Price 

Order  from  your  jobber  or 

Frank  A.  Smith  Company 
105  South  Front  Street 
Philadelphia,  Pa. 

CrMoaat  Mft.  Go. 

SEATTLE,  WASH. 


PATENTS 

and  Trade-mark*  procured  promptly  and 
proparly  la  all  oonntrla*. 

Divls  &  Davis,  Wishlniton,  D.  C. 


TBLL  YOUR  CUSTOMERS  THAT 

RAE’S 

Lucca  Olive  Oil 

U  the  product  of  perfectly  lound,  ripe, 
freshly  picked,  freshly  crushed  and 
pressed  olives,  grown  In  Tuscany,  Italy, 
the  one  place  in  the  world  where  the 
olive  reaches  perfection.  You  will  not 
only  please  them  but  yon  will  build  up 
a  splendid  trade  on  Lucca  Oil  at  a  good 
profit.  Prices  In  Prices  Current. 


H.  Kellogg  &  Sons 

Philadelphia 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  "GROCERY  WORLD  AND  GENERAL  MERCHANT” 
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The  consumer,  after  all,  is  king, 
or  would  be  if  he  thought  so,  or 

somebody  coulc 

Practical,  but  get  him  together. 
Startling  Suggestions.  'Phe  Consumers 

consumption 
alone  makes  distribution,  and  dis¬ 
tribution  alone  makes  markets. 
Three-fourths  of  the  modern 
tastes  of  consumers  are  artificial 
and  could  be  dropped  at  one 
hour’s  notice.  If  somebody  could 
organize  consumers,  or  even  a 
good  percentage  of  them,  into  an 
engine  which  could  be  operated 
with  one  throttle,  he  would  have  a 
power  that  nothing  on  earth 
could  stand  against. 

Just  as  a  trifling  indication  of 
what  the  consumer  can  do,  the 
course  of  the  butter  and  egg  mar¬ 
ket  during  the  past  week  will 
serve  for  the  want  of  something 
better.  Butter  and  eggs  have 
been  very  high.  They  were  get¬ 
ting  out  of  many  people’s  reach, 
and  the  usual  newsaper  talk  has 
begun  about  them  in  connection 
with  the  high  cost  of  living. 

Without  any  organized  move¬ 
ment  whatever,  the  demand  fell 
off,  and  both  butter  and  eggs  de¬ 
clined  4  cents  within  one  week. 
If  the  demand  does  not  improve, 
both  will  decline  further,  and  if 
the  demand  were  to  shrink  as 
much  as  50  per  cent.,  there  would 
be  a  crash  in  the  butter  and  egg 
markets  wbich  would  reach  to 
Europe. 

Can  anybody  conceive  what 
would  happen  to  fresh  meat  if 
even  a  minor  percentage  of  con¬ 
sumers  stopped  eating  it  for  one 
week?  The  storehouses  would 
not  hold  a  fraction  of  the  surplus, 
and  the  bottom  would  drop  out  of 
the  market  so  quickly  that  thou¬ 
sands  of  operators  would  be 
crushed  beneath  it.  It  would  be 
no  hardship  to  the  average  con¬ 
sumer  to  abstain  from  meat  for 
seven  days;  there  are  many  other 
foods,  and  not  only  is  there  not 
one  that  could  not  be  dispensed 
with  to  gain  an  object,  but  the 
majority  could  be  dispensed  with 
at  one  time. 

There  is  no  parallel  to  the 
mighty  power  of  the  consumer 
over  the  markets  for  necessaries 
of  life,  if  he  only  had  the  imagina¬ 


tion  to  exercise  it.  Let  him  in 
sufficient  numbers  agree  to  ab¬ 
stain  from  the  use  of  a  given 
thing  for  even  a  few  days,  and  in 
most  cases  the  inevitable  result 
would  be  complete  destruction  of 
the  market. 

The  writer  trusts  that  this 
power  will  never  be  exercised 
within  his  lifetime,  for  if  not  con¬ 
trolled  it  would  bring  fearful 
wreck  and  ruin  to  everything  it 
touched.  Nevertheless,  in  our 
view,  any  month  may  see  such  a 
movement  born. 


It  is  a  never-ending  mystery  to 
the  writer  why  there  should  be 
any  uncertainty 
over  the  retail- 

A  Mystery.  ,  .  ,  ,  , 

er  s  duty  to  mark 
broken  packages. 
That  the  law  imposes  such  a  duty 
upon  him,  if  the  original  package 
was  marked,  is  so  absolutely  clear 
as  to  be  not  debatable.  Yet  no 
question  is  less  settled  and  no 
rule  more  generally  ignored. 

For  instance,  take  a  50-pound 
box  of  evaporated  peaches  which 
are  bleached  with  sulphur.  The 
law  says  they  can  be  bleached  if 
a  statement  to  that  effect  appears 
on  the  label.  Why  this  require¬ 
ment?  Because  the  buyer  may 
not  like  fruit  bleached  with  sul¬ 
phur,  and  in  all  fairness  he  must 
be  told  that  this  is  that  kind,  so 
if  he  wishes  he  can  let  it  alone. 

The  50-pound  box  is  sold  to  a 
retailer,  opened  and  sold  from  in 
small  lots.  There  are  persons 
foolish  enough  to  contend  that  it 
is  not  necessary  for  the  retailer — 
the  small  way  dealer — to  do  what 
the  jobber — the  large  way  dealer 
— had  to  do,  viz.,  put  a  notice  to 
the  buyer  on  the  package.  In 
other  words,  if  the  50-pound  box, 
sold  by  the  jobber,  bore  the  notice, 
nothing  else  was  necessary,  and 
the  retailer  could  send  out  his 
packages  bearing  no  notice  what¬ 
ever,  as  the  consumer  was 
charged  with  knowledge  of  what 
the  50-pound  box  bore,  though  he 
never  saw  it ! 

Of  course  this  is  supremely 
ridiculous,  but  the  food  depart¬ 
ments  of  many  States  have  recog¬ 
nized  it  by  not  strictly  en¬ 
forcing  the  law  against  retailers 


who  thus  violated  it.  That  the 
consumer,  with  his  almost  total 
lack  of  knowledge  concerning 
food  manufacturing  methods, 
should  be  even  more  entitled  to 
notice  of  bleach  than  the  grocer, 
is  as  clear  as  anything  can  be. 
Yet  the  Dairy  and  Food  Commis¬ 
sioner  of  Pennsylvania  has  found 
it  necessary,  as  reported  in  an¬ 
other  column,  to  criminally  prose¬ 
cute  five  grocers  who  didn’t  see  it. 


Senator  Bourne  and 
Hi»  Viewi  on 
Country  Merchants 
and  Parcels  Post. 


Evening  Post” 
Parcels  Post.” 


In  another  column  this  journal 
reproduces  a  portion  of  an  article 
written  by  Sena¬ 
tor  Jonathan 
Bourne,  Jr.,  for 
the  “Saturday 
on  “A  Practical 
Senator  Bourne 
is  the  chairman  of  the  Senate 
Committee  on  Post  Offices  and 
Post  Roads,  and  as  reported  last 
week,  has  announced  his  intention 
of  shortly  introducing  a  bill  al¬ 
lowing  11-pound  packages  to  be 
mailed  at  very  low  rates. 

In  his  article  Senator  Bourne 
admits  that  country  merchants 
believe  that  parcels  post  would 
ruin  or  greatly  curtail  their  busi¬ 
ness,  but  airily  says  he  believes 
this  fear  to  be  groundless,  for  the 
following  reasons: — 

1. — The  mail-order  houses  have 
succeeded  without  a  parcels  post 
and  would  therefore  continue  to 
succeed  without  it.  They  have 
succeeded  with  the  use  of  freight 


transportation  and  will  probably 
continue  to  use  freight  transpor¬ 
tation. 

2.  — When  customers  of  a  mail¬ 
order  house  have  their  goods 
shipped  by  freight,  as  now,  they 
need  to  make  the  shipment  large 
in  order  to  get  a  rate.  Therefore 
they  solicit  business  from  their 
neighbors.  Parcels  post  would 
lose  the  mail-order  houses  some¬ 
thing  in  this  respect,  for  it  would 
make  it  unnecessary  to  solicit 
business  from  neighbors  in  order 
to  get  a  low  rate.  This  loss  would 
be  the  retailer’s  gain.  . 

3.  — The  average  consumer 
wants  a  thing  more  quickly  than 
he  can  get  it  from  the  mail-order 
house. 

4.  — He  would  rather  see  it  be¬ 
fore  he  buys  it. 


5.  — He  would  rather  order  ver¬ 
bally  or  by  telephone  than  by  let¬ 
ter. 

6.  — His  credit  will  be  better 
with  his  local  dealer  than  with 
the  mail-order  house. 

7.  — He  can  more  easily  return 
an  unsatisfactory  article  to  his 
local  dealer  than  to  the  mail-order 
house. 

8.  — The  country  retailer  would 
also  have  the  advantage  of  the 
lower  parcels  post  rates. 

There  isn’t  a  grain  of  strength 
in  the  last  six  of  these  reasonsli 
They  look  plausible  on  their  face,! 
but  if  they  had  the  weight  one 
would  naturally  give  them  they  ' 
would  have  hampered  the  mail¬ 
order  houses’  progress  before  ■ 
now.  In  spite  of  them  all,  the 
mail-order  business  has  grown 
and  prospered  until  it  yearly^ 
takes  millions  of  dollars  from  i 
local  stores  all  over  the  land. 

The  writer  is  equally  inclined  ' 
to  dismiss  the  first  two  reasons,! 
though  the)-  may  be  more  worthyj 
of  consideration,  because  they! 
have  not  been  tested  like  theJ 
others.  However,  while  the  mail-! 
order  houses  have,  as  Senatorl 
Bourne  saj-s,  succeeded  without  j 
cheap  postage,  they  could  obvi¬ 
ously  succeed  a  great  deal  better  * 
with  it,  for  the  reason  that  mail 
rates  are  the  same  for  one  mile  or  * 
a  thousand,  while  the  further  one  . 
freights,  the  more  he  pays.  This 
gives  them  the  United  States  for 
a  territory  and  surely  more  than 
makes  up  for  any  loss  they  might 
have  through  the  fact  that  cus-  • 
tomers  would  no  longer  need  to 
solicit  among  their  neighbors  in 
order  to  get  cheap  transportation. 

Short  Weight  Butter  in  Xew  Jersey 

In  a  statement  made  on  Wed-  „ 
nesday  last,  State  Superintendent 
of  Weights  and  Measures  Wil¬ 
liam  L.  Waldron,  of  New  Jersey,  * 
declared  that  the  people  of  New 
Jersey  are  defrauded  annually  of 
fully  Si. 000.000  through  the  sale 
of  short  weight  butter.  He  said 
that  the  shortage  in  the  weight  of 
butter  prints  averages  from  five- 
eights  to  two  ounces  on  the 
pound.  About  70,000,000  pounds 
of  butter  are  consumed  in  that 
State  every  year. 
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'ritten  for  the  “Grocery  World  and  General  Merchant.” 

>ays  Figuring  Profits  on  Cost  Price 
Brought  Disaster  to  Indiana  Retailer 


,  Western  Contributor  Tells  of  Case  in  Which  a  Retail  Mer¬ 
chant  Who  Thought  He  Would  Make  $2500  This  Year, 
Outside  of  His  Salary,  Has  Really  Lost  $1125.  Blames  It 
on  Figuring  Profit  on  Cost  and  Says  It  Should  Be  Figured 
on  Selling  Price. 


Here  is  an  incident  which  sug- 
ests  a  reason  for  the  many  fail- 
res  among  retailers.  The  story 
-as  told  in  a  letter  to  the  service 
epartment  of  a  large  manufac- 
irer  of  store  equipment. 

The  retailer,  whose  name  can- 
ot  be  given  because  it  might 
ffect  his  credit,  is  in  business  in 
idiana.  He  thought  until  a 
eek  or  so  ago  that  he  was  going 
)  make  a  good  profit  this  year  in 
Edition  to  his  salary,  but  lie  has 
iscovered  that  he  has  actually 
ist  $1,125. 

“I  started  the  year,”  he  said, 
with  $1,100  in  the  bank  and  a 
:ock  inventory  of  $3,450-  Doing 
cash  business,  I  had  no  out- 
:anding  accounts,  and  my  ac- 
Dunts  payable  amounted  to  only 
550.  Assets  $4,550.  Liabilities 
550. 

“My  business  for  the  year  ag- 
regated  $40,600.  My  stock  in- 
entory  at  the  end  of  the  year  is 
3,250.  My  bank  balance  is  $600. 
.ccounts  payable  against  me  ag- 
regate  $975.  I  have  drawn  noth- 
lg  from  the  business  except  my 
ilary  of  $100  a  month.  Assets 
3,850.  Liabilities  $975. 

“I  found  that  my  cost  of  doing 
usiness  was  22  per  cent.,  includ- 
lg  my  salary.  I  figured  that  I 
lould  make  a  profit  of  10  per 
;nt.  and  marked  all  my  goods  for 
lat  profit. 

“I  made  my  purchases  carefully 
5  that  my  stock  did  not  pile  up. 
handled  only  such  goods  as  I 
•as  able  to  move  and  could  make 
le  10  per  cent,  profit  on. 

“But  I  find  my  inventory 
nailer,  my  bank  balance  smaller, 
nd  my  debts  bigger  at  the  end 
f  the  year. 

“I  expected  a  profit  above  ex- 
enses  of  $2,500.  I  thought  I  had 
lat  profit,  but  my  year-end  state- 
lent  shows  that  I  have  lost 

1,125. 

.“Can  you  tell  me  the  answer  to 
lis  puzzle?” 

His  mistake  was  this :  He  took 
is  cost  of  doing  business  and  his 


'  profit  from  the  cost  price.  He 
should  have  taken  both  from  the 
selling  price. 

He  has  less  money  in  the  bank. 
He  owes  more.  He  has  less  stock. 
He  has  not  made  10  per  cent. — 
that  is  plain.  Instead,  he  has  lost 
the  amount  of  the  decrease  in 
stock  and  cash  and  the  amount  of 
the  increase  in  debts. 

Why?  The  service  department 
of  the  manufacturer  to  whom  he 
wrote  figured  out  the  problem  for 
him.  He  thought  he  was  adding 
10  per  cent,  for  profit,  but  in  real¬ 
ity  he  did  not  add  anything  for 
profit. 

Suppose  an  article  cost  him 
$2.25.  Suppose  his  cost  of  doing 
business  was  22  per  cent,  and  it 
was  desired  to  fix  a  price  that 
would  allow  10  per  cent,  profit. 
He  added  32  per  cent,  to  the  cost 
price  of  $2.25,  and  thought  he 
was  adding  10  per  cent,  for  profit ! 

He  had  estimated  his  cost  of 
doing  business,  of  course,  as  22 
per  cent,  on  his  gross  business, 
or  on  the  selling  price  of  the  arti¬ 
cle.  Instead  of  allowing  22  per 
cent,  on  the  selling  price  for  cost 
of  doing  business,  he  added  49.5 
cents  to  the  cost  price.  Instead 
of  allowing  10  per  cent,  on  the 
selling  price  for  profit  he  added 
22.5  cents  to  the  cost  price.  It 
really  cost  him  almost  73  cents  to 
sell  the  article,  1  cent  more  than 
both  the  amounts  he  added. 

Here  is  the  difference:  The 
artice  was  sold  for  $2.97  or  prob¬ 
ably  $3,  when  it  had  to  be  sold 
at  $3.31  to  get  10  per  cent,  profit. 
He  needed  a  gross  business  of 
over  $50,000  on  the  same  whole¬ 
sale  cost  to  make  his  10  per  cent, 
profit. 

Prove  the  figures :  22  per  cent, 
on  $3.31  is  nearly  73  cents;  10  per 
1  cent,  on  $3.3!  is  a  little  over  33 
cents.  Adding'  73  and  33  gives 
$1.06.  Adding  this  to  $2.25  gives 
us  $3.31. 

W.  E.  Leever. 
j  Detroit,  Mich., 

December  12,  1911. 
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The  New  York  Letter 

Mincemeat  Manufacturers  Dispute  Official  Standard.  Mr. 
Arbuckle’s  Need  for  Assistants.  Various  Trade  Items  and 
Market  Summary. 

Special  Correspondence  of  “Grocery  World  and 
General  Merchant.” 


New  York,  Dec.  14,  1911. 

VVliat  is  mincemeat?  That  is 
one  of  the  late  questions  that  lias 
been  raised  and  it  seems  timely 
at  this  season  of  the  year. 

The  manufacturers  have  or¬ 
ganized  at  a  meeting  in  this  city 
and  take  issue  with  the  official 
definitions  that  have  recently  been 
made  and  also  question  the  right 
of  the  official  body  to  create  or 
enforce  standards. 

The  principal  issue,  from  a 
practical  point  of  view,  seems  to 
be  whether  or  not  mincemeat 
must  have  at  least  10  per  cent,  of 
meat  in  its  composition.  This 
the  manufacturers  deny  and  they 
claim  that  they  ought  to  know 
something  of  what  materials  are 
really  required.  They  claim  also 
that  if  mincemeat  must  contain  10 
per  cent,  of  meat  it  will  cost  much 
more  than  at  present  and  many 
people  will  cease  to  buy  it  if  it 
gets  too  dear.  One  of  the  manu¬ 
facturers  estimated  that  from  5 
to  7  per  cent,  is  the  proportion  of 
meat  in  about  three  quarters  of 
the  mincemeat  now  sold. 

If  the  product  must  be  made 
richer  in  meat,  it  is  argued  that 
there  will  be  practically  no  mince¬ 
meat  for  the  poor  man.  It  is  also 
pointed  out  that  if  the  authorities 
now  have  a  right  to  require  a  pro¬ 
portion  of.  10  per  cent,  there  is 
nothing  to  prevent  them  from 
raising  the  standard  to  15  or  20 
per  cent,  a  little  later. 

The  decision  requiring  10  per 
cent,  was  made  by  the  Board  of 
Food  and  Drug  Inspection,  of 
which  Dr.  H.  W.  Wiley  is  chief, 
and  was  promulgated  as  a  ten¬ 
tative  decision. 

The  Board  admits  in  its  state¬ 
ment  that  the  subject  presents 
'difficulties,  as  there  necessarily 
must  be  wide  differences  in  opin¬ 
ion  and  practice  among  makers  of 
mincemeat  as  well  as  among  the 
consumers.  The  Board  concluded, 
however,  to  stand  by  the  prior 
definition  promulgated  by  the  As¬ 
sociation  of  Agricultural  Chem¬ 
ists  and  adopted  by  the  Associ¬ 
ation  of  State  and  National  Food 
and  Dairy  Departments  three 
years  ago. 


This  definition,  it  is  claimed,  is 
based  on  informaton  obtained 
from  a  large  number  of  grocers, 
bakers,  hotelkeepers  and  house¬ 
keepers.  It  is  further  claimed  by 
the  Pure  Food  Board  that  the 
decision  is  fair  and  reasonable 
and  will  assure  a  wholesome  prod¬ 
uct  of  substantial  food  value. 
The  definition  is: — 

Mince,  mincemeat,  is  a  mixture 
of  not  less  than  10  per  cent,  of 
cooked  commutated  meat,  with 
chopped  suet,  apple  and  other  fruit, 
salt  and  spices,  and  with  sugar, 
syrup  or  molasses,  and  with  or 
without  vinegar,  fresh  concentrated 
or  fermented  fruit  juices  or  spiritu¬ 
ous  liquors. 

The  manufacturers  met  in  the 
Hotel  Rector  Saturday  and 
adopted  a  letter  of  protest  against 
the  decision.  This  letter  will  be 
sent  to  the  Commissioners,  com¬ 
prising  the  Board,  and  it  is  hinted 
that  the  manufacturers  may  ap¬ 
peal  further  if  their  present  pro¬ 
test  is  not  effective. 

Walter  J.  Carlin  is  counsel  for 
the  manufacturers  and  explained, 
after  the  conference,  the  nature  of 
their  objections  to  the  proposed 
ruling. 

Mr.  Carlin  said  that  Congress 
has  refused  to  give  Dr.  Wiley’s 
Board  power  to  decide  and  en¬ 
force  standards,  but  the  doctor 
has  always  claimed  the  right  to 
promulgate  definitions.  The  pres¬ 
ent  decision,  said  the  attorney,  is 
an  effort  on  the  part  of  the  Board 
to  do  indirectly  by  means  of  a 
tentative  decision  what  it  has  no 
power  to  do  directly. 

Objection  was  also  made  by 
the  manufacturers  to  the  diver¬ 
gence  in  State  laws  which  were 
said  to  make  it  almost  a  hopeless 
tangle  for  the  manufacturers  try¬ 
ing  to  comply  with  all  of  the  regu¬ 
lations. 

There  was  aso  criticism  at  the 
conference  of  the  legal  methods 
of  the  Pure  Food  Board.  This 
Board,  it  was  said,  when  it  loses 
a  case  against  a  food  manufac¬ 
turer  instead  of  appealing  to  a 
higher  court,  as  is  done  in  other 
departments,  simply  drops  the 
case  and  begins  another,  involv¬ 
ing  practically  the  same  issues,  in 
another  court  or  in  another  part 
of  the  country. 

The  conference  appointed  an 


Executive  Committee  to  consider 
ways  and  means  to  form  a  perma¬ 
nent  national  organization  of 
mincemeat  manufacturers  in  this 
country.  The  Executive  Com¬ 
mittee  is  as  follows:  Temporary 
chairman,  Richard  B.  Beamont, 
New  York  ;  temporary  secretary, 
W.  B.  Cherry,  Syracuse,  N.  Y. ; 
II.  II.  Logan,  Boston,  Mass.;  W. 
B.  Gere,  Syracuse,  N.  Y.,  and  W. 
J.  Carlin,  counsel,  New  York. 

The  following  concerns  took 
part  in  the  meeting:  Logan- 
Johnson,  Boston,  Mass.;  Gordon 
&  Dilworth,  New  York;  Wood  & 
Selleck,  New  York;  Richard  B. 
Beamont,  New  York;  Atmore  & 
Sons,  Philadelphia,  Pa.;  Whipple 
Co-operative  Co.,  Natick,  Mass.; 
H.  C.  Gutchess,  Port  Byron, 
N.  Y. ;  J.  E.  Brick,  Crosswicks, 
N.  J.;  American  Preserving  Co., 
Philadelphia,  Pa.;  Ervin  A.  Rice 
Co.,  Chicago,  111.-;  W.  H.  Marvin, 
Urbana,  Ohio;  Merrell-Soule  Co., 
Syracuse,  N.  Y. ;  Hirsch  Brothers 
&  Co.,  Louisville,  Ky. ;  Joseph 
Middleby  Co.,  Inc.,  Boston, 
Mass. ;  Goodwin  Preserving  Co., 
Louisville,  Ky.,  and  Armour  & 
Co.,  Chicago,  Ill. 

*  *  * 

That  letailers  are  not  responsi¬ 
ble  for  the  high  cost  of  living  was 
the  subject  of  an  exhaustive  ad¬ 
dress  delivered  at  Tuesday  even¬ 
ing’s  meeting  of  the  Lfnited  Retail 
Grocers’  Association  of  Brooklyn, 
by  B.  Bischof,  the  Court  street 
grocer,  who  was  formerly  the 
president  of  the  association. .  Mr. 
Bischof  reviewed  the  present  con¬ 
ditions  thoroughly  and  showed 
that  retail  grocers  are  making  no 
exorbitant  profits,  and  that  the 
increased  cost  of  living  is  not  to 
be  placed  on  their  shoulders. 

*  *  * 

Secretary  Monagle,  of  the 
American  Specialty  Manufactur¬ 
ers’  Association  has  returned 
from  a  Western  trip,  at  which  he 
attended  meetings  of  the  auxiliary 
associations  in  Buffalo,  N.  Y. : 
Cleveland,  Ohio;  Detroit,  Mich., 
and  Pittsburgh,  Pa.  In  all  these 
cities  he  reports  that  there  was  a 
gratifying  attendance  and  inter¬ 
est.  Banquets  were  given  in  Buf¬ 
falo,  Pittsburgh  and  Cleveland. 
Addresses  were  made  at  these 
banquets  by  members  and  by  rep¬ 
resentatives  of  the  manufactur¬ 
ers  and  jobbers. 

The  association's  new  executive 
committee  has  been  appointed  by 
the  president  in  pursuance  of  a 


resolution  adopted  at  the  recent 
convention  and  this  committee 
will  hold- its  first  meeting  Friday 
of  this  week  in  order  to  take  up 
various  lines  of  work  and  make 
plans  for  carrying  into  effect  the 
resolutions  of  the  convention.  1 

The  new  committee  is  com¬ 
posed  of  Walter  H.  Lipe,  of  the 
Beech-Nut  Packing  Co.,  presi¬ 
dent ;  Louis  II.  Soule,  of  the  Bon 
Ami  Co.,  treasurer;  C.  E.  Pickett, 
of  the  Pacific  Coast  Borax  Co.;  E.  1 
E.  Gridley,  of  the  Minute  Tapioca 
Co.,  Orange,  Mass.;  Craig  At¬ 
more,  of  Atmore  &  Son,  Philadel¬ 
phia;  A.  R.  Wendell,  of  the 
Wheatena  Co.,  Rahway,  N.  J. ;  F.J 
E.  Ruhling,  of  the  Anger  Baking 
Co.,  New  York. 

*  *  * 

Another  company  with  a  big 
■capital  stock  was  incorporated  in 
the  last  week.  It  is  the  National 
Pure  Foods  Co.,  Jersey  City.  The 
certificate  of  incorporation  names 
as  the  incorporators  B.  S.  Mantz,  ' 
L.  I  I.  Gunther,  J.  R.  Turner,  all  of  ' 
Jersey  City.  The  authorized 
capital  stock  is  $5,000,000. 

A  certificate  has  -been  filed  in- 1 
corporating  the  Hillis  Cereal  Mfg.  | 
Co.,  Brooklyn,  N.  Y. ;  incorpo-1 
rators,  R.  Hillis,,  XV.  ’J.  Hillis,  J. 
A.  Willis,  all  of  Brookvn. 

*  *  * 

A  warm  compliment  was  paid 
to  its  officers  by  the  New  York 
Retail  Grocers’  Union,  which  at 
its  meeting  in  the  last  week  re— 
elected  the  entire  list.  The  mem¬ 
bers  were  of  the  opinion  that 
there  was  no  room  for  improve¬ 
ment,  so  no  change  was  made.  ■ 
George  Stadtlander,  the  president, 
and  his  associates,  were  naturally 
pleased  with  this  manifestation  of 
confidence  and  approval. 

*  *  * 

Water  in  canned  goods  is  get¬ 
ting  the  attention  of  the  Federal 
Pure  Food  Board.  It  is  said  that 
the  Board  has  several  agents  col¬ 
lecting  data  as  to  the  proper  pro¬ 
portion  of  water  to  be  allowed  in 
canned  fruits  and  vegetables  and  • 
that  a  report  on  the  subject  will 
be  forthcoming. 

*  *  * 

A  fine  of  $500  was  imposed  this 
week  in  the  Court  of  Special  Ses¬ 
sions  on  Isaac  Silverman,  25  \  er- 
non  avenue  Brooklyn,  a  milkman 
who  had  been  convicted  of  the 
sale  of  adulterated  milk.  It  was 
said  that  this  was  the  fifth  time 
that  he  had  been  before  the  court 
on  similar  charges. 
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John  Arbuckle,  the  sugar  and 
:offee  merchant,  returned  from 
lurope  last  week  and  was  asked 
.bout  his  advertisement  calling 
or  capable  assistants.  He  said 
hat  his  nephew,  William  A. 
amison,  who  represents  him,  lias 
>een  working  too  hard.  Mr.  Ar- 
mckle  said  that  before  he  went 
iw-ay  lie  spoke  of  getting  assist¬ 
ance  for  Mr.  Jamison,  but  did  not 
:xplain  his  plans  for  getting  such 
issistance. 

He  said  that  he  expects  to  get 
lome  first-class  men  who  will  be 
iqual  to  the  job. 

He  said  that  it  is  his  intention 
o  go  to  Washington  and  fight  for 
l  reduction  in  the  sugar  duties. 
Wide  he  feels  that  he  is  not  wil¬ 
ing  to  work  ten  hours  a  day,  as 
ormerly,  yet  he  says  that  he  can 
mt  in  six  hours  a  day  of  as  good 
vork  as  he  ever  did.  He  has  no 
ntention  of  retiring  from  active 
msiness,  but  wishes  to  give  more 
ime  to  various  philanthropic 
:auses  in  which  he  is  especially 
nterested. 

*  *  * 

The  American  Sugar  Refining 
Jo.  has  been  defeated  in  a  prelimi- 
lary  round  in  the  legal  battle  be- 
[un  by  the  Government  for  its 
lissolution.  The  United  States 
Jircuit  Court  this  week  overruled 
he  demurrer  of  the  defendants. 

The  case  will  accordingly  go  to 
rial.  The  Government  claims 
hat  in  the  year  preceding  the  be¬ 
ginning  of  the  suit  the  defendant 
tncl  the  29  subordinate  and  asso¬ 
rted  companies  sold  and  dis- 
xibuted  70  per  cent,  of  all  sugar 
sold  in  this  country.  Illegal  com- 
bnation  and  conspiracy  to  control 
lie  trade  are  alleged. 

*  *  * 

A  letter  has  been  sent  out  by 
R.  G.  Wagner,  Milwaukee,  Wis., 
die  president  of  the  Wisconsin 
Sugar  Refinery,  saying  that  the 
mopoganda  for  tariff  reduction 
Dn  sugar  is  not  supported  by  the 
grocery  trade,  but  by  the  Federal 
Sugar  Refining  Co.  and  other  re¬ 
fining  interests  who  wish  to  check 
the  growth  of  the  domestic  beet 
sugar  industry.  He  said  that  it 
is  the  coming  into  the  market  of 
the  domestic  beets  that  has 
checked  the  recent  high  prices 
and  interfered  with  the  plans  of 
speculators  for  making  big  specu¬ 
lative  profits  in  sugar;  and  that 
after  the  industry  gets  its  full  and 
proper  growth  extraordinary 
profits  will  be  made  impossible, 


and  thus  the  consumers  will  be 
fuly  protected. 

*  *  * 

Facts,  causes  and  remedies  in 
connection  with  the  cost  of  living 
are  to  be  examined  by  an  inter¬ 
national  commission  if  a  resolu¬ 
tion  of  the  New  York  Chamber  of 
Commerce  meets  with  response 
in  other  countries.  The  Commit¬ 
tee  on  Finances  and  Currency  has 
charge  of  the  subject,  as  a  result 
of  action  taken  at  the  regular 
meeting  of  the  Chamber  Monday. 

When  the  Chamber  of  Com¬ 
merce  does  anything  there  is  sure 
to  be  a  vast  amount  of  informa¬ 
tion  and  statistics  collected  and 
so  there  is  a  prospect  of  the  sub¬ 
ject  receiving  considerable  il¬ 
lumination. 

Summarized  Market  Con¬ 
ditions. 

In  the  spot  coffee  market  the 
conditions  are  quiet  and  appar¬ 
ently  are  not  much  affected  by 


MANY  OROCERS 

Find  it  pays  them  to  read  the 
“good  stuff"  in 

The  Advertising  World 

Columbus,  Ohio 

Sample  free,  or  feur  moathe’  trial  for  10  eeat* 


Be  an  Expert 
on  Hams 


You  will  be  surprised  to  see 
how  many  hams  you  can  sell 
by  being  able  to  guarantee 
every  one.  Each  and  every 
one  of  SWIFT’S  PREM¬ 
IUM  HAMS  Will  back  up 
the  strongest  guarantee  you 
can  give  it. 

You  can  satisfy  your  trade 
and  increase  it  by  selling 

SWIFT’S  PREMIUM 
HAMS  because  their  quality 
never  fails. 

We  keep  PREMIUM 
HAMS  well  advertised,  and 
that  makes  them  easy  to  sell. 

* 

Swift  &,  Company,  U.  S.  A. 


Use  Duplicate 
Salesbooks 


Save  one-half  your 
Bookkeeping. 

Avoid  Errors  and  Dis¬ 
putes  with  your  Custom¬ 
ers. 

Two  bills  at  one  writing 
— they  must  correspond. 

The  customer  gets  one 
— you  have  the  other. 

We  print  your  busi¬ 
ness  card  on  each  sheet 
and  number  each  sheet 
in  duplicate. 

We  furnish  you 
Leather  Covers  for  each 
Salesman  free. 

Our  Factory  is  equip¬ 
ped  with  all  the  latest 
and  improved  Machinery, 
and  you  will  be  surprised 
at  the  very  low  price  we 
can  quote  you  on  these 
books. 

Write  us  for  sample 
and  prices. 

E.C.Fell  Manufacturing  Co, 

1112*14  Sansom  Street 
Philadelphia,  Pa. 


Holiday 

Trade 

The  Grocery  Store 
which  is  decorated  in  a 
seasonable  fashion, which 
is  brilliantly  lighted — in- 
t  e  r  i  o  r  and  e  x  t  e  r  i  o  r — 
which  means  Electrically 
lighted,  will  secure  far 
more  than  the  average 
share  of  the  holiday  trade. 

Electric  Decorative 
Lighting  Outfits,  used  in 
conjunction  with  greens, 
garlands,  wreaths,  etc., 
are  exceedingly  effective. 
Make  your  arrangements 
now.  Write  or  phone  to 

The  Philadelphia 
Electric  Company 

TENTH  AND  CHESTNUT  STS. 


NOTICE  ! 

If  you  do  not  already 
use  a 

Dreyer 
Auto¬ 
matic 
Banana 
Rack 

write  at 
once, 
as  we 
have 
some¬ 
thing 
special 
to  offer 
you. 

This  offer  ends  January  1,  1912 

H.  G.  DREYER  &  SON 

2256  West  95th  Street 
CLEVELAND,  OHIO 
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recent  speculative  activity  in  fu¬ 
tures.  From  some  parts  of  the 
country  there  is  said  to  be  in¬ 
creased  inquiry  for  prompt  de¬ 
livery,  but  in  -small  lots.  The 
distributers,  as  a  rule,  seem  to  be 
buying'  only  for  present  require¬ 
ments.  The  small  deliveries  to 
the  interior  indicate  the  generally 
cautious  disposition  that  prevails. 
Mild  grades  are  easy  in  tone,  re¬ 
flecting  the  reports  of  an  active 
crop  movement. 

The  demand  for  tea  covers  the 
list  at  steady  prices.  Among  the 
brokers  more  attention  is  being 
paid  to  low  grade  Congous,  as  it 
is  supposed  that  the  Chinese  revo¬ 
lution  may  affect  the  manufacture 
o:f  brick  tea  for  the  Russian  trade 
which  will  then  turn  to  other  sup¬ 
plies.  In  most  respects,  the  mar¬ 
ket  is  quiet,  as  is  usual  at  this 
season. 

In  spices,  an  increased  demand 
for  black  pepper  is  reported,  with 
firmer  prices  as  a  result  of  some 
especially  heavy  sales. 

Canned  vegetables  are  moving 
slowly.  There  is  little  movement 
in  any  line  at  present.  Prices  of 
canned  tomatoes  appear  to  be  too 
high  for  much  speculative  buying, 
and  as  retailers  are  sparing  in 
their  orders,  jobbers  are  taking 
supplies  only  as  required.  The 
general  quotation  of  standard  No. 
3  Marylands  is  $i.io,but  occasion¬ 
al  carloads  may  be  had  for  2j4  to 
5  cents  below  this  figure.  Hold¬ 
ers  as  a  rule,  however,  have  firm 
views  as  to  values  and  are  not 
anxious  to  sell.  There  is  no  spe¬ 
cial  demand  for  corn,  which  is 
steady  in  price.  Fancy  grades 
are  especially  firm.  Peas  are 
somewhat  in  demand,  but  the  vol¬ 
ume  of  business  at  the  high  prices 
is  small.  Other  staples  are  quiet 
and  firm. 

There  is  a  light  jobbing  demand 
for  California  fruits.  The  spot 
supplies  are  light  and  there  is  no 
selling  pressure  from  the  coast  so 
that  prices  are  firm.  Southern 
fruits  are  in  light  supply  at  steady 
prices. 

Hints  have  been  received  here 
of  a  speculative  movement  in 
dried  peaches.  The  movement  is 
apparently  engineered  at  primary 
sources  and  aims  probably  at 
closer  concentration  of  the  re¬ 
maining  portion  of  the  present 
year’s  crop.  There  is  a  firm  feel¬ 
ing  as  to  apricots,  although  sales 
are  small.  Spot  prunes  are  strong 
with  an  upward  tendency.  The 
reports  from  the  coast  are  to  the] 


effect  that  the  supply  on  hand  is 
the  smallest  on  record  for  this 
time  of  year.  Europe  is  said  to 
continue  its  purchases  at  full 
prices.  California  raisins  of  all 
kinds  are  firmly  held,  but  the 
amount  of  business  is  light. 
Foreign  raisins  are  firm,  but  not 
in  much  demand,  because  of  the 
high  prices.  Currants  are  quiet 
•but  firm.  Dates  are  active. 

Flour  is  quiet  and  it  is  gener¬ 
ally  expected  that  the  dull  condi¬ 
tions  will  last  for  a  few  weeks. 
The  low  prices  may  attract  some 
trade,  however,  from  time  to  time. 
Stocks  are  said  to  be  generally 
low  in  distributers’  hands  and  this 
is  taken  to  mean  that  there  must 
be  steady  buying  to  meet  the  ac¬ 
tual  consuming  demand  so  that 
the  total  may  make  a  good  aver¬ 
age.  The  prices  of  the  spring 


wheat  patents  range  from  $5  to 
$5.25  in  wood.  Winter  wheat 
patents  sell  from  $4.80  to  $5. 

Butter,  after  a  lively  advance 
last  week,  fell  back  a  little.  The 
trading  is  now  cautious  and  the 
tone  of  the  market  is  steady. 
Buyers  are  more  critical  as-  to 
quality  of  arrivals.  Storage 
creamery  is  so  near  to  the  price 
of  fresh  butter  that  it  has  not 
been  selling  well,  but  holders 
have  confidence  in  the  future  de¬ 
mand.  The  specials  are  now 
bringing  35  cents.  Extras  are 
freely  offered  at  34  and  firsts  at 
32  to  33  cents.  The  held  butter 
is  ]/2  cent  to  a  cent  less  for  these 
grades.  There  is  some  sale  of 
process  specials  at  2634  to  27 
cents. 

After  the  recent  activity  there 
has  been  a  cautious  tendency  in 


the  egg  trade.  Prices  are  not  as 
high  as  they  were.  Rqiorts  are 
received  of  large  shipments  in 
transit,  but  actual  arrivals  of 
fresh  eggs  of  good  grades  are 
light.  Storage  eggs  are  dull. 
Many  dealers  bought  freely  dur¬ 
ing  the  flurry  and  are  now  hold¬ 
ing  off.  The  fresh  gathered  ex¬ 
tras  are  bringing  38  to  40  cents; 
extra  firsts,  34  to  35;  firsts,  31  to 
33  cents.  The  refrigerator  eggs, 
special  marks,  are  held  at  24  to 
25  cents;  firsts,  storage  paid  for 
season,  2234  to  23.  The  nearby 
fresh  gathered  eggs  get  high 
prices,  especially  the  hennery 
whites,  the  fancy  large  grades  of 
which  bring  48  to  50  cents.  Fair 
to  good  grades  of  these  white 
eggs  are  quoted  at  40  to  45  cents; 
ordinary  grades,  35  to  40  cents. 

Fred.  A.  McGill. 


- N.’Y.,  Dec.  ii,  1911. 

Editor  “Science  of  Advertising.” 

Dear  Sir: — Please  give  me,  con¬ 
fidentially,  your  views  on  a  plan 
which  has  just  been  submitted  to 
me  as  well  as  to  other  local  mer¬ 
chants  in  all  lines.  We  do  not  want 
our  name  or  address  published. 

We  have  no  local  paper  published 
here,  although  both  of  the  county 
papers  have  a  fair  circulation  here. 
As  we  have  a  population  of  nearly 
1,500,  however,  we  feel  that  we 
ought  to  have  a  sheet  of  our  own, 
and  the  proposition  has  been  put 
up  to  the  local  business  men  to 
finance  same.  The  backer  is  a  young 
newspaper  man  from  Albany,  who 
claims  to  have  complete  experience 
in  the  newspaper  business.  He  esti¬ 
mates  that  he  can  start  a  weekly  paper 
with  a  capital  of  $1,500  cash,  and 
he  will  put  in  $350  of  his  own.  The 
balance  would  be  subscribed  for  by 
the  local  people,  mostly  merchants, 
in  sums  of  about  $100  each.  The 
promoter,  as  an  extra  inducement, 
agrees  to  give  all  the  business  men 
who  subscribe,  their  advertising  for 
one  year  at  actual  cost.  I  am  very 
favorable  to  the  plan,  but  being  new 
at  such  things,  write  to  ask  for  your 
opinion.  The  paper  would  be  issued 
every  Saturday  and  would  have  four 
pages.  The  promoter  seems  like  an 
energetic  young  fellow  and  I  be¬ 
lieve  he  would  make  it  go. 

Respectfully  yours, 

*  *  *  * 

I  have  had  some  experience  in 
enterprises  similar  to  this,  and  be¬ 
lieve  this  one  ought  not  to  be 
looked  on  as  an  investment  at  all. 


It  ought  to  be  looked  at  from  the 
standpoint  of  local  pride.  If  your 
town  needs  a  paper  it  ought  to 
have  it,  but  it  might  never  get  it 
if  the  local  merchants  didn't  help. 
They  ought  to  help  not  as  one 
helps  the  Pennsylvania  Railroad 
by  buying  its  stock,  expecting  a 
regular  dividend,  but  as  .one  gives 
to  a  public  movement,  which  may¬ 
or  may  not  bring  money  returns, 
but  whose  very  existence  is  a  sub¬ 
stantial  return. 

*  *  * 

The  plan  of  giving  merchants 
who  subscribe,  their  advertising 
for  a  year  at  cost  is  a  bad  thing 
in  my  judgment.  For  a  while  the 
paper  will  get  nothing  but  local 
advertising,  and  if  the  majority  of 
local  merchants  subscribe,  the 
paper  will  be  carrying  most  if  not 
all  its  business  without  profit. 
The  subscribers  should  not  agree 
to  this,  in  my  opinion.  They' 
will  be  doing  themselves  and  the 
paper  a  far  better  service  if  they 
insist  upon  paying  the  paper, 
from  the  very  beginning,  a  fair 
margin  over  cost,  for  they  will 
give  the  paper  a  much  better 


1  chance  for  success,  which  is  a 
benefit  to  themselves  as  well. 

*  *  * 

As  an  advertising  medium  the 
only  local  paper  in  a  town  of 
1,500  might  well  have  consider¬ 
able  value.  Not  only'  could  it  cir¬ 
culate  in  the  town  itself,  but  there 
is  always  territory  outside  into 
which  it  could  go.  Naturally  as 
1,500  people  means  only  about 
300  families,  its  circulation  within 
the  town  would  be  limited  to  that 
number,  but,  including  outside 
territory,  it  should  eventually 
reach  500  copies.  A  carefully 
read  circulation  of  500  copies 
ought  always  to  bring  results 
from  the  right  sort  of  advertising, 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 
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Selling  Talks  With  Clerks 

BY  A  MAN  WHO  HAS  BEEN  ONE 


Conducted  by  W.  E.  Sweeney,  Manager  for  L.  Lehman  9c.  Co.’a 
Department  Food  Stores,  Trenton,  N.  J. 


“I  Don’t  Care,  It’s  Up  To  Him.”— 

Did  you  make  that  remark  lately  ? 
[f  you  did  let  it  be  the  last.  It 
ivas  made  by  a  certain  clerk  a  few 
lays  ago  openly  in  the  private 
office.  Being  an  open  confession 
ind  the  fellow  himself  being 
somewhat  mistrained  in  his  pre¬ 
vious  position,  a  little  instruction 
vas  in  order.  This  is  what  he 
vas  told :  Whenever  a  man  says, 
‘I  don’t  care”  he’s  ready  for  an¬ 
other  job.  But  you’re  an  excep¬ 
tion.  You  are  young  and  have 
lever  been  taught  the  broad  side 
>f  business. 

Our  men  do  “care” — and  so  will 

fOU. 

You  are  now,  relatively,  as 
nuch  a  part  of  this  concern  as 
VOU  are  that  of  the  family  of  five 
joys  and  girls  that  you  say  your 
lome  consists  of. 

We  want _you  to  give  us  pro¬ 
portionate  loyalty.  Do  you  think 
the  money  you  will  get  to-morrow 
light  in  your  envelope  is  merely 
i  recompense  for  waiting  upon 
the  people  that  come  to  your 
:ounters?  Not  at  all. 

It’s  for  that — and  more.  It's 
tor  your  help  to  make  every  detail 
jf  this  business  a  credit  to  you 
ind  us.  This  is  your  first  lesson 
jy  us  in  what  is  called  business 
ithics.  Do  you  understand  it? 
ifes,  sir. 

*  *  * 

LITTLE  THINGS  THAT 
PLEASE. 

Fold  Your  Bags  and  tie  them 
;quarelv,  especially  when  the 
jundle  is  to  be  carried  by  the  cus¬ 
tomer. 

*  *  * 

Wrap  Up  the  Printed  Coffee  or 
Pea  Bag.— No  matter  how  artistic 
t  may  be,  people  don’t  like  the 
dea  of  advertising  your  specials. 

“I  can  send  that  package  with 
four  order  and  save  you  carrying 
t.” 

i  “May  I  tie  those  other  bundles 
together  for  you?  I  see  you  have 
tjuite  a  number.” 

“Don’t  bother — I'll  send  it  out 


to  the  trolley,  which  won't  be  due 
until  5  minutes.” 

“I  see  your  automobile  is  in 
front.  The  boy  will  take  this 
out.” 

“I  notice  some  very  fine  endive 
out  front.  I  thought  you  would 
like  to  know  we  had  it.” 

“Why,  how  do  you  do,  Mrs. 
Murphy?  How  is  everybody  at 
your  house?” 

“Good  afternoon,  Mrs.  Cohen. 
Do  you  know,  I  thought  of  you 
the  other  morning  when  that  to¬ 
mato  sale  was  on  and  put  you 
down  for  a  dozen  cans.” 

“Hello,  Mr.  Wilson.  Just  the 
man  I  want  to  see.  I  have  a  case 
price  on  canned  goods.” 

'k 

Selling  io=Cent  Corn. — Don't 
spread  yourself  on  io-cent  corn 
nor  on  anything  indeed  unless 
quality  is  back  of  it.  A  clerk 
said  not  long  ago,  “This  corn  at 
io  cents  is  just  as  good  as  the  15 
cent.”  You’d  call  that  a  pretty 
bad  break. 

But  it  was  later  discovered  that 
this  clerk  “himself”  was  a  bolter. 

A  bolter  is  an  individual  who 
has  teeth  in  his  mouth  because 
they  grew  there.  When  his  dish 
of  corn  is  passed  to  him — down 
it  goes. 

Of  course  the  10  is  as  good  as 
the  15 — to  him. 

The  best  corn  is  chewable  and 
has  a  creamy  taste.  The  “cheap,” 
as  you  have  noticed,  is  fibery  and 
in  desperation  you  let  it  go  down. 

But  it  doesn’t  do  to  tell  every¬ 
body  this. 

Keep  the  fibery  story  for  the 
right  people.  The  wife  of  the 
man  that  digs  for  his  dollars  will 
be  apt  to  go  over  the  way  if  you 
spring  much  creamy  corn  talk  on 
her. 

Do  you  see  the  point? 


Florida  grapefruit  has  advanced 
owing  to  scarcity,  the  present 
range  being  $4  to  $6.  The  qual¬ 
ity  of  grapefruit  is  very  fine  this 
year. 


Merrell  Soule 
None  Such 
Mincemeat 
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Merrell  Soule 
None  Such 
Mincemeat 

Merrall-SouloCo  Sjr'ocuse  NV 


Merrell -  Soule 

NoneSuch 

flnKEffar 

The  grocer  who  makes  a 
study  of  his  mince  meat 
trade  will  push  Merrell-Soule 
None  Such  Mince  Meat,  not 

only  because  it  pays,  and 
is  a  tight,  clean,  handy 
package  to  pass  out,  but 
because  he  finds  that  it 
always  satisfies. 

We  guarantee  it  to  con¬ 
form  to  all  food  laws,  and 
we’ll  buyback  any  package 
that  spoils. 

BEEN  AT  IT  SINCE  1884 

MERRELL  SOULE  (2 

SYRACUSE,  N.Y. 


Merrell  Soule 
None  Such 
Mincemeat 
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Merrell  Soule 
None  Such 
mincemeat 

M*rr»«l  Soul*  Co  Sy’tCvt*  »  » 


More  and  More 

The  Demand 

is  growing,  for  reliable 
goods,  for  widely  ad¬ 
vertised  goods  which 
must  be  good,  or  they 
could  not  be  advertised 
year  after  year.  “You 
can’t  fool  the  people  all 
the  time.” 


Lowney  s  Cocoa 

and  Premium  Chocolate  for  baking  and  cook¬ 
ing  are  the  kind  that  the  public  believes  in.  The 
Lowney  name  has  been  favorably  known  for 
twenty-five  years.  We  are  constantly  telling 
them  that  we  make  superfine 
goods  and  they  have  had  the  best 
reasons  to  believe  it.  The  grocer 
gives  his  customer  satisfaction  and 
makes  a  fair  profit  too  in  Lowney’s. 
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Almost  every  business  man, 
large  or  small,  uses  bills  of  lading 
more  or  less,  either  by  receiving 
them  when  he  ships  goods,  or 
having  them  forwarded  to  him 
when  he  receives  goods,  yet  my 
experiences  show  that  there  is 
very  little  accurate  information  as 
to  what  a  bill  of  lading  really 
means.  By  most  users  it  is  looked 
on  as  a  receipt,  which  indeed  it 

is,  but  it  is  more — it  is  the  sole 
contract  between  the  transporta¬ 
tion  company  and  the  person 
shipping  the  goods. 

Here  is  a  good  working  defini¬ 
tion  of  a  bill  of  lading:  “A  writ¬ 
ten  acknowledgment  signed  and 
given  by  a  railroad  (or  boat) 
company,  that  it  has  received  cer¬ 
tain  goods  which  are  described  in 

it,  from  the  shipper,  which  goods 
are  to  be  transported  on  the  terms 
therein  expressed,  to  the  described 
place  of  destination,  there  to  be 
delivered  to  the  consignee  also 
named  therein.” 

Practically  all  transportation 
companies,  meaning  especially 
railroad  and  steamship  companies, 
issue  bills  of  lading  when  goods 
are  received  for  shipment.  They 
are  frequently  written  up  in  a 
very  careless  manner,  however, 
and  sometimes  the  blame  for  this 
lies  with  the  road  and  sometimes 
it  lies  with  the  shipper.  Con¬ 
siderable  experience  in  these  lines 
has  taught  me  that  the  most  fruit¬ 
ful  cause  of  the  many  legal  con¬ 
troversies  which  are  constantly 
arising  over  the  carriage  of  mer¬ 
chandise  is  the  failure  to  proper¬ 
ly  describe  the  property  shipped 
in  the  bill  of  lading.  Railroad 
clerks  or  agents  are  often  careless 
about  this,  but  other  times  the 
shipper  is  at  fault  for  not  supply¬ 
ing  sufficient  details.  A  bill  of 
lading  should  plainly  contain  the 
names  of  the  consignor  and  con¬ 
signee,  the  place  of  destination, 
and  in  addition  to  these  items  it 


should  set  forth  a  complete  and 
adequate  description  of  the  kind, 
quantity,  value,  quality  and  con¬ 
dition  of  goods  shipped.  No  ship¬ 
per  should  accept  a  bill  of  lading 
which  does  not  contain  these  de¬ 
tails,  provided  he  has  sup¬ 
plied  them  to  the  railroad  com¬ 
pany. 

A  shipper  can  either  set  forth 
the  name  of  the  consignee  in  the 
bill  of  lading,  or  he  can  consign 
the  goods  to  himself,  including  a 
provision  to  notify  the  person 
who  is  really  the  consignee,  upon 
arrival.  This  is  frequently  done 
in  order  that  the  shipper  can  keep 
title  to  the  goods  in  himself  until 
such  time  as  he  can  safely  let  it 

go- 

The  law  is  very  clear  that  the 
bill  of  lading  is  the  contract  be¬ 
tween  the  parties,  and  that  the 
shipper  is  bound  by  its  contents  if 
he  accepts  it,  even  if  he  doesn’t 
read  a  line.  And  as  a  matter  of 
fact  I  have  never  yet  found  a  ship¬ 
per  who  did  read  his  bill  of  lad¬ 
ing.  I  have  many  times  had  oc¬ 
casion  to  ask  whether  given  ship¬ 
pers  had  read  the  provisions  of 
their  contract  with  the  railroad 
company,  but  never  yet  have  I 
found  one  who  had.  There  may 
be  some,  but  I  haven’t  come  in 
contact  with  them. 

The  weight  of  judicial  decision 
is  that  the  shipper  who  accepts  a 
bill  of  lading  from  a  railroad  com¬ 
pany — and  of  course  he  accepts  it 
as  it  is  his  only  receipt — he  is 
bound  by  everything  it  contains, 
even  though  he  doesn’t  sign  it. 
This  includes  the  fine  print  on  the 
back,  which  he  may  not  even  see. 
If  he  accepts,  the  law  considers 
that  he  has  assented  to  all  the 
terms. 

The  carelessness  of  shippers  in 
unthinkingly  allowing  themselves 
to  be  put  into  positions  like  this  is 
all  the  more  remarkable  when  it 
is  remembered  that  the  railroad 


companies  always  introduce  into 
their  bills  of  lading  all  the  pro¬ 
visions  they  can  possibly  crowd 
in  there  to  relieve  themselves  of 
responsibility.  Among  these  are 
provisions  regulating  the  time 
within  which  claims  are  to  be 
made — a  point  which  it  is  vital¬ 
ly  necessary  for  shippers  to 
know. 

A  bill  of  lading  is  almost  as  ne¬ 
gotiable,  though  not  quite,  as  a 
promissory  note.  That  is  to  say, 
it  can  be  passed  from  hand  to 
hand,  and  each  time  the  title  to 
the  goods  it  represents  passes 
with  it.  Usually  a  bill  of  lading 
is  transferred  by  endorsement  and 
delivery  to  the  person  who  is  to 
take  it,  but  it  can  be  transferred 
by  delivery  alone  if  the  intention 
is  to  pass  title  to  the  goods. 

A  favorite  method  of  transfer¬ 
ring  the  bill  of  lading  in  this  day 
is  to  send  a  draft  on  the  consignee 
through  some  bank,  attaching  the 
bill  of  lading  to  the  draft.  The 
consignee  pays  the  draft  and  the 
bill  of  lading  is  delivered  to  him, 
whereupon  he  can  go  to  the  rail¬ 
road  and  get  the  goods. 

A  railroad  will  practically  al¬ 
ways  deliver  the  goods  to  the  per¬ 
son  holding  the  bill  of  lading,  if 
they  have  not  been  stopped  en 
route. 

I  shall  say  something  about 
stopping  them  en  route  in  the 
next  article. 

( Copyright ,  December,  igu,  by 
Elton  I.  Buckley.) 

Question :  Gold  &  King,  Wil¬ 
liamsport,  Pa. — Will  you  kindly 
advise  us  on  this  subject:  We 
bought  three  cars  of  corn  from  a 
broker  in  the  Bourse.  Two  cars 
were  delivered  on  time  and  the 
last  one,  when  the  time  came, 
was  not  delivered.  In  thirty  to 
forty  days  we  advised  him  and 
he  told  us  he  had  no  corn  in  sight, 
but  said  we  should  buy  a  car  and 
charge  him  the  difference.  Can 
we  collect  same,  or  (what  bearing 


does  it  have  on  him  as  a  mem¬ 
ber  of  Bourse  floor  doing  busi¬ 
ness?  Is  this  claim  collectible? 
We  hold  the  confirmation  of  the 
sale. 

Answer. — Your  claim  is  per¬ 
fectly  good  and  collectible,  al¬ 
ways  provided  the  broker  is  finan¬ 
cially  responsible.  As  a  matter 
of  fact,  he  has  simply  agreed  to 
give  you  the  damages  which  the 
law  would  compel  him  to  give  you 
anyway.  In  other  words,  when 
a  seller  defaults  in  the  delivery  of 
goods  sold,  the  buyer  can  sue  him 
for  the  difference  between  the 
price  at  which  the  goods  were 
sold  to  him  and  the  price  which  he 
would  have  to  pay  if  he  bought 
elsewhere.  Obviously  that  repre¬ 
sents  the  damages  he  has  sus¬ 
tained  by  the  seller’s  violation  of 
contract.  So  that  when  the 
broker  told  you  to  buy  your  car 
elsewhere,  and  if  you' had  to  pay 
more,  to  '  charge  him  with  the 
difference,  he  merely  agreed  to 
give  you  your  legal  damages. 

My  advice  is  to  do  exactly  as 
he  directs,  and  to  send  him  a  bill 
for  the  difference. 

Question :  *  *  *,  New  York. — 
I  have  this  day  made  an  agree¬ 
ment  (copy  enclosed)  with  the 
McCall  Pattern  Co.  I  have  con¬ 
sidered  over  the  matter  and  am 
sorry  I  made  the  agreement.  If 
I  cancel  the  order  and  refuse  to 
take  it  what  can  they  do  with  me? 

Answer. — Do  you  think  this  is 
quite  fair?  The  time  to  “consider 
over”  a  contract  is  before,  not 
after,  you  sign  it.  Presumable 
you  did  give  it  some  consideration 
before  you  signed  it,  and  if  you 
then  signed  it,  you  ought  to  stand 
by  your  bargain. 

The  contract  is  one  to  become  a 
sort  of  agent  for  McCall’s  pat¬ 
terns,  on  terms  set  forth.  The 
clause  regarding  the  penalty  for 
violation  provides  that  the  party 
violating  shall  become  liable  for  a 
sum  equal  to  two-thirds  of  the 
agreed  charge  for  all  goods  the 
contract  provides  shall  be  deliv¬ 
ered  during  the  remaining  term  of 
the  contract  after  said  violation 
takes  place.  That  is,  you  have 
bound  yourself  to  pay,  in  case  of 
violation,  two-thirds  of  the  sum 
you  would  be  obliged  to  pay,  dur¬ 
ing  the  balance  of  the  contract,  if 
you  complied  wth  it. 

Jf  you  can  get  your  cancella¬ 
tion  in  before  they  ship  you  any 
goods,  the  chance  is  they  will  do 
nothing  about  it,  though  I  repeat, 
your  attitude  is  hardly  one  you 
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'ould  want  a  party  to  a  contract 
)  take  with  you. 

Note. — Requests  for  informa- 
on  in  this  Department  should 
:rsely  set  out  in  full  all  the  facts 
earing  on  the  case,  and  all  ques- 
ions  should  be  carefully  framed 
d  avoid  misconstruction.  Write 
n  one  side  of  the  sheet  only, 
.etters  should  be  received  at  this 
ffice  not  later  than  Tuesday  of 
ach  week  to  ensure  an  answer 
i  the  Monday’s  issue  following, 
’he  signature  and  address  of  the 
writer  must  accompany  all  in- 
uiries,  and  will  be  published  un- 
sss  there  is  a  request  not  to  do 
o.  All  inquiries  received  will  be 
nswered  without  charge.  Ad- 
!ress  all  communications  to  Legal 
Editor  “Grocery  World  and  Gen- 
:ral  Merchant.” 


ontributed. 

he  Retail  Grocer,  the  Trusts 
and  the  Mail  Order  Houses 

resident  National  Retail  Grocers’  Asso¬ 
ciation  Says  if  All  Trusts  Were  Like 
Oil  and  Tobacco  Trusts  Retail  Grocers 
Would  be  Killed  Off  in  Short  Order. 
Grocers  and  High  Living  Cost.  The 
Manufacturers  and  the  Mail  Order 
Houses. 


The  oil  and  tobacco  trusts  are 
he  most  greedy  the  retail  mer- 
hant  has  to  purchase  from  be- 
ause  they  generally  sell  the  con- 
umer  and  retailer  at  about  the 
ante  price.  They  maintain  retail 
tores  in  nearly  every  city  in  the 
ountrv.  If  the  other  manufac- 
urers  of  the  country  adopted  the 
actics  of  the  trusts  mentioned  the 
:nd  of  the  present  year  would  see 
he  end  of  the  retail  business  in 
his  country,  with  perhaps  higher 
mces  to  the  consumer,  as  they 
:ake  all  the  consumer  will  stand 
iow  without  driving  him  on  the 
varpath.  There  are  some  others 
,vhom  I  might  mention  would 
:ime  permit  who  are  just  as  bad. 
rhe  retailer  has  to  handle  the 
commodities  produced  by  these 
trusts  for  the  accommodation  of 
his  customers.  They  are  sold  by 
him  on  credit  at  a  loss. 

The  retail  price  of  package 
goods  is  generally  fixed  by  the 
manufacturer,  who  advertises 
broadcast  in  every  conceivable 
manner  so  that  “he  who  runs  may 
read.”  That  price  generally  pro 
vides  a  living  profit  for  the  re 
tailer.  Unfortunately  there  are 
exceptions,  like  the  trusts  men¬ 
tioned,  who  hog  all. 

It  is  reported  in  the  newspapers 
that  Congress  is  again  going  to 
probe  the  retail  business  with  a 


view  of  finding  the  cause  of  high 
prices.  The  last  probe  was  in-] 
serted  among  the  poorer  classes! 
who  buy  groceries  and  meat  by  [ 
the  ounce,  fuel  by  the  peck,  and 
on  credit.  These  tests  were  abso¬ 
lutely  unfair  to  the  average  retail 
merchant  who  sells  goods  in  lar-j 
ger  quantities  and  at  much  lower 
prices  of  course.  1  his  evidence 
all  appeared  in  the  Congressional 
record  and  at  that  time  it  was 
boldly  announced  in  the  daily 
papers  and  magazines  that  Joe 
Cannon’s  committee  was  on  a 
fresh  scent  and  in  close  pursuit  of 
the  cause  of  high  prices  and  likely  1 
to  capture  him  at  any  moment 
and  save  the  country.  The  only 
mystery  I  ever  saw  about  the  re¬ 
tail  business  is  that  there  are  not 
more  failures.  The  commercial] 
agencies  now  report  that  8  per 
cent,  of  the  retail  merchants  are  | 
making  a  living. 

The  straw  that  broke  the  cam- 1 
el’s  back  was  put  on  me  the  other 
day  when  a  friend  of  mine  I 
wrought  in  a  big  catalogue  to 
prove  that  the  consumer  buys  the 
same  goods,  by  the  single  case,  as 
cheap  in  Chicago  as  1  could  buy 
it  in  St.  Paul  by  the  carload. 
Then  I  did  agre^  with  Shake¬ 
speare  when  he  said,  “What  fools 
we  mortals  be.”  Because  I  knew 
that  the  mail-order  houses  would 
oive  one  hundred  times  more  for 

o 

the  scalp  of  a  manufacturer  than 
they  would  for  the  scalp  of  a  re¬ 
tailer,  and  yet  it  is  strange  that 
some  of  the  manufacturers  who 
have  walked  hand  in  hand  with 
the  retailer  for  the  past  fifty  years 
and  accumulated  a  fortune 
through  this  connection  should 
now  nurse  -the  mail-order  viper  to 
their  bosom  until  they  are 
strangled  by  allowing  these 
houses  to  use  their  well  advertised 
brand  as  a  leader  until  such  time 
as  they  have  educated  the  con¬ 
sumer  to  the  use  of  their  own 
brand. 

John  W.  Lux, 

President  National  Retail  Gro¬ 
cers’  Association. 

St.  Paul,  Minn., 

December  14,  1911. 


QERALDSON’S  FIGS 

AND  OTHER 

DRIED  FRUITS  IN  CARTONS 

are  the  best  sellers  ever  offered  to  the 
grocery  trade.  Have  many  advantages 
over  other  style  packages.  Write  for 
prices,  and  try  a  trial  order. 

GERALDSON  FRUIT  CO. 
WINTERS,  CAUFORNIA 


SKIPPER  SARDINES 

A  GOOD  THING 

SKIPPER  SARDINES  are  the  fine*  Norwegian 

Sardines  that  come  to  thia  country,  from  a  land 
that  packs  the  finest  Sardines  in  the  world.  Ten¬ 
der,  spicy  little  fish  in  pure  olive  oil  or  tomato 
aaace.  Your  customers  are  sure  to  like  them. 

There  has  never  been  a  Sardine  success  like 
SKIPPER  SARDINES;  why?  First,  because 
of  quality,  of  course,  but  second,  because  we 
guarantee  both  the  sale  and  your  profit 


Atiffua  Wat»on  &  Co. 

■OLE  PROPRIETOR!  "Skipper”  Sardines. 
IOII  Chcctnut  8tr«atf  Philadelphia^  P*. 

Bruch  »f  Aim  WibM  A  Cc.,  N.wc«*ll»-«s*»-Tym*,  EagUad 


Nothing  Like 
the  Real  Thing 


If  you  have  let  real  gela¬ 
tine  slip  to  make  place  for  some 
of  its  substitutes,  you  will  be 
surprised  to  see  how  eagerly 
people  take  it  up  again. 

<]f  Nothing  is  like  pure  old- 
fashioned  gelatine,  of  which 
Chalmers’  is  the  leader.  The 
finest,  cleanest,  purest  materials. 

<j|  Try  just  a  little  of  it  on  your 
trade. 

JAMES  CHALMERS’  SON 

WILLI AMSV1LLE,  N.  Y. 

H.  P.  TAILOR,  JR.,  Sales  Agent,  Richmond,  Va. 


Mr.  Grocer,  of  course  you  have  noticed 
the  Heinz  advertisements  appearing  in  the 
different  magazines  throughout  the  country, 
during  the  past  few  weeks. 

Are  you  explaining  to  your  customers  the 
difference  between  Heinz  Mince  Meat  and  the 
kinds  usually  made  ? 

Do  you  realize  that  by  keeping  in  stock  an 
assortment  of  the  57  Varieties,  it  helps  to  create  an 
impression'with  your  customers  that  you  wish  to 
cater  to  the  best  trade  ? 

Remember  that  Heinz  goods  are  guaranteed 
to  please ,  and  that  you  are  authorized  to  refund 
full  purchase  price,  should  any  of  your  customers 
fail  to  be  pleased  with  them. 

Heinz  Mince  Meat  and  Heinz  Plum  Pudding 
are  being  extensively  advertised  just  now,  and  a 
good  stock  of  these  should  be  kept  on  hand  to 
supply  the  demand. 

Other  seasonable  goods  are  Heinz  Apple 
Butter,  Preserves,  Tomato  Soup,  etc. 

H.  J.  Heinz  Company 
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THE 

STROLLER'S 

COLUMN 


I  had  a  little  argument  with  a 
food  inspector  in  a  store  up  State 
last  week,  but  as  it  came  out  after¬ 
ward,  he  was  right  and  I  was 
wrong.  I  ain’t  often  wrong,  and 
when  I  am  I  always,  come  right 
out  like  a  man  and  admit  it — after 
the  thing  is  proved  up  on  me. 

This  was  a  grocery  store,  and 
the  inspector  got  in  just  after  I 
did.  It  was  about  noon  and  there 
wasn’t  any  customers  about — I 
was  standing  at  the  counter  talk¬ 
ing  with  the  boss. 

The  inspector  handed  over  his 
card  and  the  grocer  told  him  to 
go  as  far  as  he  liked.  Then  he 
\jjent  on  talking  to  me. 

The  inspector  browsed  around 
the  store,  and  in  a  minute  he 
called  out : — 

“Here,  you’ve  got  no  right  to 
sell  these  pickles.” 

The  grocer  went  back  and  the 
inspector  pointed  to  about  a 
dozen  bottles  up  on  the  top  shelf. 

“You  must  have  had  them  in 
stock  for  two  years,”  he  said. 
“They  were  condemned  long  ago. 
Got  too  much  alum  in.” 

“I  have  had  them  on  hand  for  a 
good  while,”  said  the  grocer,  “but 
not  two  years,  I’m  sure.  They 
didn’t  sell,  so  I  put  them  up  there 
out  of  the  way.” 

“Makes  no  difference,”  said  the 
inspector.  “You’ve  got  no  right 
to  have  ’em  in  your  store.  They’re 
bad  goods.  You  ought  to  have 
known  that.” 

This  is  where  your  uncle  butted 
in.  I  wouldn’t  have  done  it  if  he 
hadn’t  looked  straight  at  me. 
You’ve  run  up  against  that  sort  of 
fellow  that  takes  everybody  into 
his  conversation,  whether  he 
knows  ’em  or  not?  This  was  one 
of  that  kind,  and  as  he  thought  he 
could  talk  to  me  without  having  a 
knock-down,  I  thought  I  could 
do  the  same  to  him. 

“How  could  he  know  ?”- 1  asked. 

“Easy,”  said  the  inspector.  “It 


What  D’ye  Know  About  This? 

was  published  that  they  had  to 
pay  a  fine.  That’s  enough,  ain’t 
it?” 

“Whereabouts  was  it  pub¬ 
lished  ?” 

“In  the  State  Bulletin.” 

“I  never  saw.  any  State  Bul¬ 
letin,”  put  in  the  grocer. 

“That’s  your  fault,”  said  the  in¬ 
spector.  “You  could  have  seen  it 
— every  other  grocer  in  the  State 
sees  it.  Why  don’t  you  send  your 
name  in  ?” 

“To  tell  the  truth,”  said  the 
grocer,  “I  never  thought  about 
it.” 

“AT,”  said  the  inspector.  “But 
you  ought  to  have  thought  about 
it.” 

“How  was  he  even  to  know 
there  was  a  bulletin?”  I  put  in 
again. 

“How  was  he?”  came  back  the 
inspector,  “don’t  he  read  the 
‘Grocery  World.’  That  paper 
prints  about  the  bulletin  all  the 
time.  Chance  is  they  printed 
about  these  pickle  people  paying 
fines,  too.  Don’t  you  read  that 
paper?” 

“I  haven’t  been,”  said  the  gro¬ 
cer. 

“You  see  it’s  your  own  fault  en¬ 
tirely,”  said  the  inspector.  “You 
haven’t  kept  posted.  I’ll  bet 
there’s  a  big  lot  of  stuff  in  your 
store  that’s  just  as  bad  as  the 
pickles.  I  could  haul  you  up  for 
them,  but  I  ain’t  going  to  this 
time,  I’ll  simply  warn  you.  You’d 
better  get  rid  of  ’em  before  I  come 
around  again,  .though.” 

Then  he  went  out.  He  was 
real  sharp  about  it,  and  his  man¬ 
ners  were  on  the  bum,  but  nobody 
couldn't  say  he  wasn’t  right. 

“Old  man,  he  had  the  goods  on 
you,”  I  said  when  the  inspector 
had  gone. 

He  was  all  worked  up. 

“You  take  it  from  me!”  he  said, 
and  his  voice  actually  wobbled, 
“I’m  going  to  get  out  of  this  busi¬ 


ness!  It’s  as  bad  as  living  over 
a  volcano!  How  am  I  to  know 
what’s  good  and  what’s  bad?” 

“He  told  you  how  you  could 
know,”  I  said. 

“Well,  I  can’t  spend  the  whole 
day  reading  up !”  he  said,  “I’m  a 
busy  man.” 

“You’ll  be  busier  if  he  comes 
along  next  week  and  carts  you  off 
to  the  police  station,”  I  said,  try¬ 
ing  to  soothe  him.  “There  ain’t 
a  bit  of  help  for  it — you  can’t 
buck  those  people.  Why  don't 
you  get  a  guarantee  with  every¬ 
thing  you  buy?  Didn’t  you  get  a 
guarantee  with  those  pickles?  If 
you  did,  why  didn’t  you  show  it 
to  him  ?” 

“It’s  been  so  long  ago  I  don’t 
know  anything  about  it.” 

“It's  a  big  mystery  to  me,”  I 
said,  “that  you  ain’t  been  pinched 
before.  You  simply  ain’t  paid 
any  attention  at  all,  have  you?” 

“I  buy  my  goods  of  what  I  be¬ 
lieve  to  be  good  people,  and  I  sup¬ 
posed  they  guaranteed  every¬ 
thing,”  he  said. 

“D’ye  mean  you’ve  never 
watched  out  for  the  guarantees  at 
all?”  I  said. 

“No,  I  haven’t,”  he  said. 

“Well,  by  George!”  I  said,  “it’s 
a  wonder  you  ain’t  gone  to  the 
pen  for  life  !  The  Lord’s  certainly 
been  good  to  you  all  right !  Liv¬ 
ing  over  a  volcano!  Gee  whiz, 
you've  been  camping  right  in  its 
mouth !  The  best  thing  you  can 
do  is  to  go  over  your  stock  from 
beginning  to  end — I  wouldn't  lose 
a  minute!” 

What  d’ye  know  about  that, 
anyway?  I  didn’t  know  there 
was  a  grocer  as  careless  as  that 
left  in  the  whole  State. 

The  Stroller. 


Fred.  Mason  Now  Vice  President 
Shredded  Wheat  Co. 

At  the  meeting  of  the  Board  of 
Directors  of  the  Shredded  Wheat 


Co.,  held  in  Niagara  Falls  last 
week,  the  general  manager,  Mr. 
Fred.  Mason,  was  elected  “vice- 
president  and  general  manager” 
of  the  company.  Mr.  Mason  will 
still  continue  as  general  manager, 
the  position  he 'has  filled  with 
ability  and  success  during  the 
past  year,  but  as  vice-president  he 
now  also  becomes  one  of  the 
officers.  The  Directors  declared 
the  usual  quarterly  dividend  of 
il/i  per  cent,  on  preferred  stock 
and  i  per  cent,  on  common  stock, 
which  is  at  the  rate  of  6  per  cent, 
and  4  per  cent,  respectively.  Fur¬ 
thermore.  in  view  of  very  satis-- 
factory  business,  the  Directors 
felt  warranted  in  declaring  an 
extra  dividend  of  i  per  cent,  on 
the  common  stock,  payable  as  of 
January  ist.  This  extra  dividend 
together  with  the  regular  divi¬ 
dends  will  be  paid  out  of  the  earn~g 
ings  of  the  company  for  1911. 


MAGAZINE  NOTES. 


A  delectable  mental  repast,  with  a 
fine  Christmas  flavor,  is  offered  to  the  1 
literary  epicurean  by  the  December 
"Lippincott's.”  It  is  strong,  interest¬ 
ing  and  well-balanced. 

The  complete  novel  is  an  unusual  . 
story  by  Charles  Egbert  Craddock,.' 
author  of  “The  Fair  Mississippian.” 
"The  Prophet  of  the  Great  Smoky  « 
Mountain,”  and  other  well-known 
books.  The  title  is  “The  Ordeal,”  and 
the  scenes  are  laid  in  the  South,  local  . 
color  and  the  peculiar  characters  of  the  . 
region  being  depicted  with  rare  fidelity. 
The  theme  of  the  story  is  a  decided  ] 
novelty,  and  the  interest  is  intense  un-j 
til  the  very  striking  denouement. 

There  is  other  fiction  in  plenty,  somej 
of  the  short  stories  worthy  of  especial 
mention  being  “The  Child  Who  Had  1 
Everything  But,”  a  whimsical  Christ-1 
mas  tale  by  John  Kendrick  Bangs  ;j 
“Red  Bird.”  a  charming  story  of  an  old-- 
Southerner’s  love  for  his  horse,  by-j 
Elizabeth  Maury  Coombs;  “The  Fash-- 
ioning  of  Florence  Isabel,”  about  an » 
English  slavey  and  the  queer  things^ 
she  does,  by  Edith  Ayrton- Zangwill ; 
"The  Whistle,”  descriptive  of  circus  life, 4 
by  George  L.  Knapp;  and  “Christmas  j 
Eve  at  Sedecake  Hall.”  a  social  satire,  { 
by  J.  J.  Bell.  Two  delightful  sketches 
which  are  really  fictional  in  quality  are 
“A  Hole  in  the  Wall.”  by  Mrs.  John  * 
Kendrick  Bangs,  and  “The  Christmas  j 
Book.”  by  Edwin  L.  Sabin.  In  the  * 
Department,  “Short-Story  Master¬ 
pieces,"  will  be  found  Ludovic  Halevy’s  ! 
"The  Insurgent,”  with  an  introduction 
by  the  editor. 

_ 

Send  for  this  Money-making 
Book. 

The  American  News  Co.  inform  us  • 
that  they  will  be  pleased  to  supply  any 
storekeeper  interested  in  periodicals 
with  the  American  Subscription  Cata¬ 
logue.  which,  if  judiciously  distributed, 
would  act  as  an  accommodation  to  their 
customers,  besides  affording  profit  to. 
the  storekeeper. 

Send  your  request  to  the  above-men¬ 
tioned  company  for  these  catalogues,  and 
it  will  be  given  prompt  attention. 
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THE  GROCERY  MARKETS 


L, 


Tea. 

The  tea  market  is  unchanged 
>r  the  week,  all  grades  being  at 
iast  steady  and  the  lower  grades 
eing  steady  to  firm.  The  current 
emand  for  tea  is  fair  for  the  sea- 

311. 

Coffee. 

The  coffee  market  is  still  very 
ull  and  inclined  to  be  weak, 
'he  demand  is  reduced  to  that 
lade  necessary  for  actual  wants, 
nd  buyers  are  even  reducing 
leir  wants  to  the  smallest  possi- 
le  compass.  Nominally,  there 
as  been  no  change  in  prices  dur- 
lg  the  week,  but  at  the  present 
he  market  is  without  doubt  in 
uyer's  favor.  Mild  grades  are 
in  changed  and  quiet.  Java  and 
locha  are  still  firm,  unchanged 
nd  quiet. 

Sugar. 

The  sugar  market  shows  no 
hange  for  the  week.  Raws  are 
[uoted  about  the  same,  and  re¬ 
ined  sugar  is  on  the  same  basis 
s  a  week  ago.  It  may  or  may 
lot  go  lower  during  the  balance 
if  the  year,  but  the  weight  of 
ipinion  seems  to  be  that  it  has 
lot  yet  reached  bottom.  New 
"uban  raw  sugar  has  been  offered 
it  considerably  above  last  year’s 
irices,  which  is  not  because  the 
Diban  prospects  are  smaller,  for 
hey  are  actually  larger,  but  be¬ 
muse  the  word’s  sugar  markets 
ire  firmer  and  stronger.  The  de- 
nand  for  refined  sugar  is  very 
'air. 

Syrup  and  Molasses. 

Glucose  has  declined  again 
;ince  the  last  report.  A  stupid 
jrror  made  last  week's  market  re¬ 
port  an  advance  instead  of  a  de¬ 
fine.  All  told,  glucose  has  de¬ 
fined  about  40  points  since  it 
started,  compound  syrup  descend¬ 
ing  with  it.  The  last  decline  was 
10  points,  and  compound  syrup 
declined  1  cent  per  gallon.  Sugar 
syrup  is  unchanged  and  quiet. 
Molasses  firm  for  good  stock,  and 
in  good  demand. 

Fish. 

Mackerel  is  dull  at  the  moment, 
owing  to  the  season.  Prices  are 
well  maintained,  however,  on  a 
steady  to  firm  basis  on  all  grades. 
Cod,  hake  and  haddock  are 
wanted  to  some  extent  at  un¬ 


changed  prices.  Domestic  sar¬ 
dines  are  very  dull  and  unchanged 
in  .price.  Imported  sardines  sta¬ 
tistically  strong,  but  unchanged 
in  price  and  quiet.  Salmon  un¬ 
changed,  high,  firm  and  dull. 

Dried  Fruits. 

Prunes  are  unchanged  on  the 
coast,  and  still  high  and  strong. 
Occasional  jobbers  who  bought 
much  below  to-day’s  market  arc 
cutting  the  first  hands  market 
and  taking  their  profit,  but  in 
spite  of  this  the  undertone  is  still 
strong.  Peaches  and  apricots  are 
unchanged  and  quite  dull.  Rais¬ 
ins  are  in  moderate  demand,  with 
some  holders  on  the  coast  asking 
y l  cent  more.  Currants  moder¬ 
ately  active  at  ruling  prices. 
Dates,  figs  and  citron  in  good 
consumptive  demand,  but  quiet  in 
first  hands. 

Canned  Goods. 

Tomatoes  are  undoubtedly  very 
firm.  Stocks  appear  to  be  very 
small  everywhere,  and  the  market 
is  strong  at  $1.05  to  $1.10  for 
Maryland  3s  in  a  large  way, 
though  the  supply  obtainable  at 
the  lower  figure  would  probably 
be  light.  Holders  are  confidently 
predicting  a  price  of  $1.25  within 
two  months  in  carload  lots.  The 
demand  for  tomatoes  is  light. 
Corn  and  peas  are  unchanged  and 
quiet.  Apples  quiet  at  ruling 
quotations.  California  canned 
goods  are  unchanged  and  from 
first  hands  quiet,  though  they 
seem  to  be  going  into  consump¬ 
tion  much  earlier  this  year  than 
usual,  owing  to  the  partial  failure 
of  the  Eastern  fruit  crop.  Small 
staple  canned  goods  are  un¬ 
changed  and  dull. 

Beans  and  Peas. 

Domestic  pea  beans  are  a  shade 
easier  than  a  week  ago,  owing  in 
part  to  the  warm  weather.  Do¬ 
mestic  marrows  are  unchanged 
and  quiet.  California  limas  made 
a  slight  further  advance  on  Fri¬ 
day.  The  spot  price  has  grad¬ 
ually  worked  up,  and  the  market 
is  firm.  Green  and  Scotch  peas 
are  still  very  high,  and  quiet  on 
that  account. 

Butter. 

The  recent  high  prices  greatly 
interfered  with  the  demand  for 
butter,  and  in  consequence  the 


price  has  declined  4  cents  per 
pound  during  the  week,  both  on 
solids  and  prints.  The  demand  is 
fairiy  active  at  the  revised  quo¬ 
tations,  and  butter  is  showing  im¬ 
proved  quality.  The  price  is  still 
high,  even  at  the  decline,  and  the 
supply  is  about  normal  for  the 
season.  If  there  is  any  further 
change,  it  seems  reasonable  to  ex¬ 
pect  it  to  be  a  slight  decline. 

Eggs. 

There  has  been  some  increase 
in  the  receipts  of  fresh  eggs  dur¬ 
ing  the  week,  and  the  available 
supply  has  therefore  increased  to 
a  considerable  degree.  The  re¬ 
sult  is  a  decline  of  4  cents  per 
dozen,  and  the  market  is  hardly 
steady  even  at  the  decline,  owing 
to  the  extent  to  which  the  high 
prices  have  curtailed  the  con¬ 
sumption.  At  the  reduced  prices 
there  will  probably  be  a  better  de¬ 
mand,  but  the  receipts  are  likely 
to  increase  even  more  than  the 
demand,  and  prices  should  go 
lower.  The  quality  of  the  eggs 
now  arriving  is  very  good  for  the 
season. 

Cheese. 

The  cheese  market  is  firm  anc 
unchanged:  The  consumptive  de¬ 
mand  is  light,  as  is  usual  at  the 
season,  and  stocks  are  reporter 
small.  The  market  is  firm  at 
present  quotations.  Under  grades 
are  very  scarce  and  selling  close 
to  the  price  of  fancy.  No  change 
seems  in  sight  at  this  writing. 

Provisions. 

As  usual  at  this  season,  the  de¬ 
mand  for  everything  in  smokec 
meats  is  very  light,  and  prices  are 
barely  steady.  No  increase  in  the 
demand  is  likely  until  after  the 
first  of  the  year,  and  probably  no 
further  change  in  prices.  Both 
pure  and  compound  lard  are  dul 
and  prices  range  about  J4  cent 
below  a  week  ago.  Dried  beef, 
barrel  pork  and  canned  meats  are 
all  dull  and  unchanged. 

Poultry. 

A  few  days  may  make  so  much 
difference  to  the  poultry  market 
that  it  is  not  easy,  even  within  a 
week  of  the  holidays,  to  forecast 
the  market.  Indications  as  to 
turkeys  are  for  a  normal  supply 
at  moderate  prices.  The  present 
average  is  22  cents  per  pound. 


Prices  may  go  no  higher,  but  it 
depends  on  the  weather  and  the 
consequent  demand.  T  here  is 
no  present  prospect  of  any  radi¬ 
cally  high  prices,  however. 
Chickens  are  selling  at  a  compara¬ 
tively  low  price,  fully  2  cents  be- 
ow  last  year.  The  quality  is 
very  good  and  the  supply  large. 
Ducks  are  scarce  and  the  market 
firm  at  around  20  cents  per  pound. 
Geese  are  also  scarce  and  com¬ 
paratively  high  at  13  to  14  cents. 


INDIVIDUAL  MARKET  REPORTS. 


Evaporated  Apples,  Etc. 

The  evaporated  apple  market 
las  held  very  firm  on  account  of 
a  continued  demand  which  has 
come  in  from  Europe  almost 
every  day.  While  we  have  had  a 
very  large  crop  of  apples  here 
this  season  stocks  have  been  very 
greatly  reduced,  and  there  is  not 
much  more  on  hand  locally  as 
there  was  a  year  ago,  when  prices 
were  considerably  higher.  More 
goods  have  been  shipped  to  the 
consuming  markets  the  last  sea¬ 
son,  and  it  is  on  this  account  that 
orders  from  the  domestic  trade 
have  not  been  so  plentiful. 

Prime  quality  is  quotable  at  8p2 
cents  in  50-pound  boxes ;  choice 
J4  cent  per  pound  higher.  These 
prices  have  been  paid  by  the  ex¬ 
porters  the  last  few  days. 

Cores  and  skins  have  been 
meeting  with  very  slow  sale  and 
are  quotable  at  $1.50  to  $1.60  in 
bags,  with  the  demand  very  lim¬ 
ited. 

Chopped  apples  are  also  dull 
and  are  quotable  at  from  2j4  to 
2%  cents  in  bags. 

C.  C.  Hall. 

Rochester,  N.  Y. 

Imported  Fish  Specialties. 

The  market  for  Holland  her¬ 
ring  is  rather  quiet,  although 
with  a  hand-to-mouth  demand 
and  with  prices  unchanged. 

Scotch  Herring. — Particularly 
large  sizes  continue  to  sell  nicely 
and  stocks  of  large  fulls  are  al¬ 
most  exhausted.  The  warm 
weather  has  had  some  effect  on 
the  herring  trade,  but  demand  is 
likely  to  improve  again  as  soon 
as  the  weather  gets  cold  again. 

Imported  Oil  Sardines. — Of 
course  there  is  no  change  in  the 
French  situation,  as  the  catch  is 
over  and  there  is  practically  no 
stock  of  French  sardines  any¬ 
where,  except  a  few  ]/2  boneless, 
which  are  selling  very  slowly. 

In  Portugal  there  is  no  catch 
at  present,  but  demand  for  Por- 
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tuguese  sardines  continues  good 
and  is  very  satisfactory.  Nor¬ 
wegian  sardines  are  selling  very 
nicely.  The  catch  is  still  going 
on,  athough  in  a  moderate  way, 
but  prices  for  the  fresh  fish  are 
rather  high. 

StROH MEYER  &  ARPE  Co. 

New  York,  N.  Y. 

Spices. 

'1'he  market  is  only  fairly  ac¬ 
tive,  with  urgent  trading.  Stocks 
are  generally  short  and  there  has 
not  been  as  many  concessions 
made  in  closing  out  lots  previous 
to  inventories  as  has  been  the 
custom  in  years  past.  Present 
conditions  are  likely  to  last  until 
next  month. 

Pepper  somewhat  firmer,  but 
practically  unchanged  in  price. 
White  peppers,  however,  are  a 
little  higher. 

Red  peppers  very  firm  in  price. 
Demand  only  fair. 

Cloves. — Prices  are  higher  for 
new  arrivals.  Spot  stock  con¬ 
tinues  very  scarce. 

Pimento  (Allspice)  very  steady, 
but  unchanged  during  the  week. 
Prices  we  believe  will  not  be 
lower.  -  • 

Nutmegs  generally  unchanged 
and  in  fair  demand.  It  is  pre¬ 
dicted  prices  are  more  likely  to 
advance  rather  than  decline. 

Mace. — Stocks  here  are  almost 
out,  and  supply  in  Holland  is  re¬ 
ported  short.  Higher  prices  are 
very  likely. 

Cassias  much,  firmer,  especially 
in  China.  Prices  are  steady. 

Gingers  in  steady  demand  at 
unchanged  prices.  There  has 
been  considerable  activity  in  new 
crop  African. 

Tapiocas  fairly  steady  at  un¬ 
changed  prices. 

Seeds,  sweet  herbs,  etc.,  all 
steady  with  rather  quiet  trading, 
except  sage  and  sweet  herbs, 
which  are  in  very  good  demand. 
Celery  seed  slightly  easier  during 
the  week.  Poppy,  caraway,  cori¬ 
ander  unchanged. 

Paprikas. — Hungarian  in  fair 
-demand  at  steady  prices.  Span¬ 
ish  grade  steady  but  unchanged 
•during  the  week. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md, 

Standard  Canned  Goods. 

Belated  buyers  of  tomatoes 
have  tired,  apparently,  of  waiting 
for  a  reaction  that  does  not  come. 
During  last  week,  on  a  smaller 
volume  of  business,  the  market 
prices  were  stronger,  and  at  the 
close  they  were  a  shade  higher 
than  at  the  opening  of  the  week, 
with  an  increasing  demand  for 
lots  of  one  or  two  cars.  No.  2 
standard  tomatoes  advanced  5 
cents  a  dozen  to  85  cents,  and  No. 
2  seconds  closed  at  75  cents,  while 
No.  10  standards  range  from  $3.50 
to  $3.75.  It  is  becoming  in¬ 
creasingly  difficult  to  buy  full 
standard  No.  3  tomatoes  at 
$i.o 2x/2  factory,  and  a  large  num¬ 


ber  of  the  holders  have  marked  up 
their  price  at  $1.10  f.  o.  b.  Balti¬ 
more.  Unlabeled  tomatoes  of 
high  class  for  buyers’  private 
labels  are  quite  scarce  even  at  the 
top  price.  The  advance  in  the 
market  prices  has  now  reached  a 
point  where  the  canners  who  are 
fortunate  enough  to  have  some  of 
the  goods  on  hand  should  be 
satisfied  to  take  their  profits  and 
send  along  their  tomatoes  into  the 
channels  for  consumption. 

Sweet  potatoes,  string  beans 
and  sauer  kraut  were  all  fairly  ac¬ 
tive  last  week,  and  they  improved 
in  prices  with  an  upward  tend¬ 
ency  at  the  close.  Standard 
green  lima  beans  are  firmer  also 
because  of  light  offerings.  There 
was  a  small  demand  for  the  differ¬ 
ent  grades  of  peas,  but  the  de- 


East  Mauch  Chunk,  Pa., 

December  8,  1 91 1 . 
To  the  Editor. 

Dear  Sir: — Last  April  I  bought 
4  barrels  of  vinegar  from  H.  N. 
Crosby  Co.,  South  avenue  and 
Walker  street,  Pittsburgh,  at  16c., 
with  the  understanding  I  would 
receive  a  dollar  apiece  for  the 
empty  barrels.  I  shipped  them 
and  sent  a  bill.  Hearing  nothing 
from  them  I  sent  another  bill 
about  four  weeks  ago ;  still  no  re¬ 
ply.  What  do  you  think  of  that? 
Respectfully, 
William  A.  Rehrig. 

O11  the  surface  it  looks  as  if  the 
Pittsburgh  concern  was  extremely 
negligent  in  taking  care  of  its 
business.  The  writer  suggests 
sending  them  a  registered  letter 
stating  that  you  had  made  tip 
your  mind  to  collect  the  $4  as  a 
matter  of  principle,  regardless  of 
the  expense,  and  that  unless  they 
remitted  at  once  you  would  retain 
a  Pittsburgh  attorney  to  go  after 
them.  Was  the  ‘‘understanding” 
that  you  should  get  the  rebate  in 
writing? 

*  *  * 

Wanted,  a  Window  Dressing 
Magazine. 

Garden  City,  Kan.,  Dec.  5,  1911. 
To  the  Editor. 

Dear  Sir: — I  wrote  the  “Ladies’ 
Home  Journal’’  for  some  infor¬ 
mation  as  to  where  I  could  get  a 


mand  for  soaked  peas  at  the  pres¬ 
ent  low  prices  still  continues  for 
medium-sized  lots  well  scattered. 
Corn  was  almost  at  a  standstill 
during  the  week  and  there  were 
no  new  nor  interesting  develop¬ 
ments  in  any  other  lines  of  vege¬ 
tables. 

A  reaction  from  the  prevailing 
low  prices  for  canned  apples  is 
overdue,  and  from  present  indica¬ 
tions  it  is  not  far  off.  There  was 
less  demand  for  pears  during  the 
week,  but  they  seemed  to  be 
grounding  along  the  bottom 
prices,  too.  The  scarcity  of  pine¬ 
apples  of  all  grades,  not  only  here 
but  everywhere  else,  is  becoming 
more  apparent,  and  the  strictly 
fancy  quality  sliced  pineapples,  in 
heavy  syrup,  have  been  entirely 
sold  out  in  this  market.  Berries 


journal  or  magazine  on  decorating 
grocery  windows  and  shelving 
and  they  referred  me  to  you. 

Please  advise  me. 

Yours  truly, 

Edw.  Ingram. 

There  used  to  be  a  window 
dressing  magazine  published  in 
Chicago,  but  the  writer  hasn’t 
heard  of  it  for  several  years.  Try 
writing  the  “Window  Dressing 
Magazine,”  Chicago.  Ill. 

*  *  * 

A  Grocers’  Cyclopaedia. 

New  York,  Dec.  11,  1911. 
To  the  Editor. 

Dear  Sir: — -Will  you  kindly  in¬ 
form  us  if  you  can  give  us  any 
information  regarding  publication 
of  a  book  entitled  “Grocers’  En¬ 
cyclopaedia”? 

We  were  informed  of  this  as  a 
de  luxe  edition  and  would  ap¬ 
preciate  any  information  that 
would  lead  to  our  securing  a  copy. 

Yours  truly, 

The  Crandall  Pettee  Co. 

No  grocers’  cyclopaedia  worth 
the  name  has  ever  been  published 
in  this  country.  Years  ago  there 
were  one  or  two  books  published, 
but  they  had  no  success  because 
they  merited  none,  and  soon  got 
out  of  print.  There  is  a  grocers’ 
cyclopaedia  published  in  England, 
but  it  proved  on  recent  examina¬ 
tion  by  the  writer  to  be  wholly 
unsuited  to  American  needs. 


and  cherries  were  about  as  dull 
as  they  could  well  be  during  last 
week. 

A  higher  range  of  prices  for 
cove  oysters  is  more  than  likely 
from  now  on,  because  of  the  in¬ 
creased  cost  of  the  rawr  stock  and 
the  lighter  offerings  of  the  canned 
article.  It  looks  like  a  good  time 
to  buy  cove  oysters. 

Thos.  J.  Meehan  &  Co.  * 
Baltimore,  Md. 


MARKET  NOTES. 

Florida  salad  is  still  running: 
poor,  and  the  range  of  the  market 
is  $1.50  to  $2  per  hamper.  The 
demand  is  not  large. 

Florida  green  peppers  range 
from  S3. 50  to  $4  per  crate,  and 
the  demand  is  good. 

Almeria  grapes  are  about  un¬ 
changed— $3  to  $5.50  per  keg. 
The  demand  is  good. 

No  good  tomatoes  are  in  mar¬ 
ket  except  hothouse.  Some  Flor- 
idas  are  coming,  and  the  price 
averages  $3  per  crate,  but  the 
quality  is  poor.  A  few'  California 
tomatoes  are  still  coming  forward 
and  selling  at  $1.25  per  4-basket 
carrier.  Hothouse  are  w'orth 
around  25  cents  per  pound. 

Florida  beans  are  scarce  and 
high,  the  price  reaching  $5  per 
bushel  box  during  the  w'eek.  The 
demand  is  good. 


To  Stop  Waste  in  the  Meat 
Department. 

The  method  adopted  by  L.  B. 
Tarr,  Greenfield,  Mo.,  to  stop  the 
leakage  in  the  preparation  of  such 
meats  is  worthy  of  adaptation  by 
other  retailers.  After  careful  fig¬ 
uring  as  to  the  w’aste  by  careless 
cutting  of  meats,  Mr.  Tarr  looked 
up  the  reason  for  such  waste,  and 
then  mailed  the  following  letter 
to  each  of  his  six  clerks,  his  part¬ 
ner  and  himself : — 

notice  to  clerks. 

You  are  losing  your  old  partner 
money  by  the  way  you  are  hand¬ 
ling  the  meat  business.  Use  vour 
head,  and  let’s  eliminate  that  scrap 
pile. 

In  slicing  bacon,  don't  cut  the 
piece  to  a  half-pound  slug,  but  leave 
a  nice  piece  of  a  pound  or  over, 
then  work  them  in  on  .next  order 
for  unsliced  meats. 

In  cutting  lunch  ham  and  bologna, 
it  is  easy  to  cut  and  not  leave 
scraps.  A  customer  wants  10  cents’ 
worth,  and  there  is  a  small  end, 
just  cut  another  small  piece,  making 
the  required  amount;  there  you  have 
everything  cleaned  up.  If  it  is 
higher  bacon,  find  out  first  if  your 
customer  is  particular  to  have  ex¬ 
act  amount.  If  so,  cut  a  little  less 


We  would  be  pleased  to  have  for  publication  in  this  column  the  ideas  of  our  readers  upon  trade  topics 
it  being  understood  that  we  do  not  hold  ourselves  responsible  for  any  views  expressed  therein.  All  com¬ 
munications  must  be  accompanied  by  the  writer’s  name  and  address  as  an  evidence  of  good  faith,  but  not 
necessarily  for  publication.  All  inquiries  within  our  power  to  answer  will  also  te  noticed  in  this  department. 
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than  asked  for.  Keep  the  small 
pieces  worked  off.  Get  busy,  and 
let’s  get  rid  of  that  pile  of  scraps 
forever.  You  will  be  worth  more 
money  to  the  boss. 

We  have  the  best  store  in  town, 
and  the  best  store  ought  to  have 
the  best  men,  and  good  men  won  t 
have  the  meat  pile  looking  like  a 
scrap  heap.  Watch,  now,  and  let 
us  get  results. 

Your  friend, 

L.  B.  Tarr. 


More  Cases  Brought  Under 
Federal  Food  Law. 


overnment  Sends  More  Case  Reports 
to  this  Journal  Covering  Adultera¬ 
tions  and  Misbranding. 


The  following  reports  of  cases 
fought  by  the  Federal  Govern- 
ient  under  the  Federal  Food  and 
irugf  act  have  been  certified  to 
lis  journal  by  the  United  States 
lepartment  of  Agriculture: — 

Judgment  No.  9 37 — Adulteration 
and  Misbranding  of  Tomato 
Catsup. 

On  or  about  November  19,  1909, 
The  Pressing  &  Orr  Co.,  Nor¬ 
walk,  Ohio,  shipped  two  consign¬ 
ments  of  a  food  product  from  the 
State  of  Ohio,  one  into  Maryland 
and  the  other  into  Iowa.  The 
product  shipped  from  Ohio  into 
Maryland  was  labeled  “Omega 
Brand  Tomato  Catsup.  Made  from 
tomatoes  and  parts  of  tomatoes, 
vinegar,  sugar,  salt  .  and  spices. 
To  prevent  fermentation  1-10  of 
1  per  cent,  benzoate  of  soda  is 
used.  The  Kenneweg  Co.,  Cum¬ 
berland.  Md.  Branch  houses, 
Myersdale,  Pa.,  Romney,  W.  Va., 
and  the  product  shipped  from  Ohio 
into  Iowa  wals  labeled:  “Wilton 
Brand  Catsup.  Made  from  toma¬ 
toes  and  parts  of  tomatoes,  vinegar, 
sugar,  salt  and  spices.  To  prevent 
fermentation  1-10  of  1  per  cent, 
benzoate  of  soda.  The  Pressing 
&  Orr  Co.,  Norwalk,  Ohio.” 
Samples  were  examined  and  found 
to  be  adulterated,  because  it  con¬ 
sisted  in  whole  or  in  part  of  a 
filthy,  decomposed  and  putrid  veg¬ 
etable  substance. 

The  claimant  was  fined  $25  and 
costs. 

Judgment  No.  967 — Misbranding  of 
Vinegar. 

The  Leroux  Cider  and  Vinegar 
Co.,  Toledo,  Ohio,  shipped  from 
Ohio  into  Indiana  51  barrels  of  a 
product  labeled  :  “The  Leroux  Cider 
and  Vinegar  Co.  Fermented  apple 
cider  vinegar.  Red  Star  Brand, 
Toledo,  Ohio.”  “The  purity  of  these 
goods  guaranteed.  The  Leroux 
Cider  and  Vinegar  Co.r  Toledo, 
Ohio,  December  I,  1909”  A  sample 
was  analyzed  and  the  product  was 
found  to  consist  of  an  imitation  of 
•  cider  vinegar,  said  label  being  such 
as  to  mislead  and  deceive  the  pur- 
■chaser. 

The  court  compelled  the  claimant 
to  file  a  bond  to  sell  the  vinegar 
i  according  to  law. 

Judgment  No.  944 — Adulteration 
of  Shelled  Peanuts. 

■r* 

On  or  about  October  5  and  7, 

•  1910,  the  Gwaltney-Bunckley  Pea¬ 
nut  Co..  Smithfield,  Va.,  shipped 
from  Virginia  into  Maryland  two 
consignments  of,  respectively,  33 
and  10  bags  of  shelled  peanuts. 
The  product  contained  in  the  first 
;  -was  labeled  “Spanish  Shelled  Pea¬ 
nuts,  J.  E.  Schaeffer,  Baltimore, 


Md.,”  and  that  in  the  second  “No. 

2  Gwaltney’s  Screened  and  Hand¬ 
picked  Shelled  Peanuts.  J.  E. 
Schaeffer,  Balto.,  Md.”  Samples 
were  examined  and  the  product 
contained  in  the  first  of  these  ship¬ 
ments  was  found  to  contain  10. S 
per  cent."  of  worm-eaten  nuts,  one 
live  worm,  5.2  per  cent,  lumps  of 
dirt  and  stones,  and  0.6  per  cent, 
of  sticks,  while  that  taken  from 
the  latter  shipment  was  found  to 
contain  25  per  cent,  worm  or  in¬ 
sect  eaten  nuts,  while  5.7  per  cent, 
of  the  nuts  were  shrunken  and  0.5 
per  cent,  dark  and  rancid. 

The  claimant  was  compelled  to 
file  a  bond  to  clean  the  nuts  before 
selling. 

Judgment  No.  966 — Misbranding  of 
Lemon  Extract. 

The  Chas.  L.  Heinle  Specialty  Co., 
a  corporation,  Philadelphia,  Pa., 
shipped  from  Pennsylvania  into 
New  Jersey  a  quantity  of  a  food 
product  labeled:  “Heinle  s  Con¬ 
centrated  Lemon  Extract.  * 
Charles  L.  Heinle  Specialty  Co., 
manufacturing  chemists,  Philadel¬ 
phia,  Pa.”  A  sample  was  analyzed 
and  the  produet  was  found  to  mis¬ 
lead  the  purchaser  into  the  belief 
that  the  product  was  a  concentrated 
lemon  extract,  and  as  such  con¬ 
tained  not  less  than  2  per  cent,  of 
oil  of  lemon,  when  in  truth  and  m 
fact  the  product  was  not  a  concen¬ 
trated  extract  of  lemon,  but  a  di¬ 
lute  extract  containing  less  than 
one-fourth  of  1  per  cent,  of  oil  of 
lemon. 

On  March  15,  19TI,  the  defendant 
entered  a  plea  of  guilty  to  the  above 
information,  whereupon  the  court 
imposed  a  fine  of  $50- 

Judgment  No.  959 — Misbranding  of 
“Pineapple”  Oranges. 

S.  J.  Sligh  &  Co.,  Jacksonville, 
Fla.,  shipped  from  Florida  into  Lou¬ 
isiana  a  consignment  of  355  boxes 
of  oranges  labeled  on  one  end  of 
each  box  “Pineapple  Oranges,”  with 
an  additional  qualifying  label,  read¬ 
ing  “Golden  Russet”  on  about  one- 
half  of  the  shipment,  and  “Bright 
on  the  other  half.  An  investigation 
made  by  the  Bureau  of  Chemistry. 
United  States  Department  of  Agri¬ 
culture,  showed  that  the  oranges  in 
question  were  not  of  that  grade 
commercially  known  as  Pineapple 
Oranges,”  but  consisted  of  other 
and  inferior  grades. 

The  court  compelled  the  claimant 
to  file  a  bond  to  sell  the  fruit  for 
what  it  is. 

Judgment  No.  958— Adulteration 
of  Coffee. 

The  Grandy  Jobbing  Co.,  Norfolk, 
Va.,  shipped  from  Virginia  into 
New  York  seven  bags  and  1,164 
mats  of  green  coffee  labeled  “Dutch 
East  Indies,”  with  various  marks 
and  numbers,  among  which  were 
“P.S..”  “P.W.S.”  and  “G.S.”  Sam¬ 
ples  were  procured  and  examined 
from  all  of  the  bags  and  eight  of 
the  mats,  and  the  coffee  contained 
in  the  bags  was  found  to  consist  of 
the  berry  known  to  the  trade  as 
“Black  Jacks,”  while  the  coffee  in 
the  mats  contained  approximately 
10  per  cent,  of  “Black  Jacks.”  As 
it  appeared  that  the  product  was 
adulterated  in  that  it  consisted  in 
whole  or  in  part  of  a  filthy,  decom¬ 
posed  or  putrid  vegetable  substance, 
the  court  ordered  the  claimant  to 
clean  the  coffee  and  to  sell  it  only 
for  what  it  was. 

Judgment  No.  957 — Adulteration 
of  Shelled  Peanuts. 

The  Bain  Peanut  Co.,  Suffolk, 
Va.,  shipped  from  Virginia  into 
Maryland  10  bags  of  a  food  product 
labeled  “No.  2  Spanish  Shelled  Pea- 
I  nuts.”  A  sample  was  procured  and 


examined  and  the  nuts  were  found 
to  possess  a  rancid  odor  and  92.5 
per  cent,  of  them  were  found  to  be 
worm-eaten. 

The  court  ordered  the  goods  de¬ 
stroyed. 

Judgment  No.  956 — Adulteration 
of  Tomato  Catsup. 

The  Philadelphia  Pickling  Co., 
Philadelphia,  Pa.,  shipped  from 


zoate  soda.”  A  sample  was  pro¬ 
cured,  analyzed  and  examined  mi¬ 
croscopically  and  the  product  was 
found  to  be  adulterated  because  a 
cereal  had  been  mixed  with  the 
product  so  as  to  reduce  and  lower 
the  quality  and  strength  thereof,  and 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION 


“Goodwill” 


NATIONAL 

BISCUIT 

COMPANY 


Mr.  Dealer — if  you  were  to 
sell  out  tomorrow,  at  what 
valuation  would  you  place 
the  “Goodwill’ ’  attached  to 
your  name  and  business  ? 

The  law  says — “Goodwill 
is  the  habit  of  the  trade. 

Then — what  an  asset  to 
make  a  part  of  your  busi¬ 
ness  the  “Goodwill”  that  is 
associated  with  the  various 
products  of  the  National 
Biscuit  Company. 

The  “Goodwill”  associated 
with  Uneeda  Biscuit, 
Nabisco  Sugar  Wafers, 
Zu  Zu,  Oysterettes,  Graham 
Crackers,  etc.,  will  increase 
“ the  habit  of  the  trade ” 
and  bring  new  customers 
to  your  store.  This  “Good¬ 
will”  we  offer  you. 


m 


~TlfpT 


Ming  So  M  ns  This 

<jf  Wheatena  (the  tender  hearts  of  se¬ 
lected  wheat)  packed  in  the  new  way,  is 
the  best  cereal  proposition  a  grocer  has 
ever  been  offered. 

<]f  It  has  never  yet  failed  to  win  popular¬ 
ity  among  the  best  and  most  discriminat¬ 
ing  trade,  and  packed  12  packages  to  a 
carton  and  three  cartons  to  the  case,  it 
comes  to  you  in  absolute  safety. 

.THE  WHEATENA  GO.,  Rahway,  N.  J. 
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Practical  Questions  of  Store 
Management 

Conducted  by  HENRY  JOHNSON,  Jr. 

This  department  is  conducted  by  a  man  who  has  run  a  successful  retail 
grocery  store  for  years  and  who  ha*  also  had  much  experience  with  larger 
enterprises  which  involved  the  selling  of  merchandise  to  retailers.  He  is, 
therefore,  informed  upon  both  sides  of  the  general  questions  of  store 
management  and  will  discuss  those  questions  from  week  to  week.  The 
central  thought  of  his  articles  will  be  “  getting  the  best  service  and  the  most 
money  out  of  a  retail  store.”  Subscribers  are  invited  to  submit  queries  on 
any  and  all  subjects  within  the  scope  of  the  department. 


Retailers’  Investments. 

New  Year  Resolutions— Shaping  Future  Plans — Your  Duty  to  Include 

Business  Insurance. 


because  said  catsup  consisted  in  part 
of  filthy  and  decomposed  tomatoes, 
and  praying  seizure,  condemnation 
and  forfeiture  of  the  product. 

The  court  ordered  the  goods  de¬ 
stroyed. 

Judgment  No.  955 — Adulteration 
of  Tomato  Catsup. 

The  American  Preserve  Co.,  Phil¬ 
adelphia,  Pa.,  shipped  from  Penn¬ 
sylvania  into  Maryland  4  barrels 
of  a  food  product  labeled:  ‘‘Oriole 
Brand  Catsup.  Ingredients,  tomato 
pulp,  sugar,  vinegar,  onions,  salt, 
spices,  cereals.  Preserved  with  1-10 
of  1  per  cent,  benzoate  soda.  The 
American  Preserve  Co.,  Philadel¬ 
phia,  Pa.”  A  sample  was  procured, 
analyzed  and  examined  microscop¬ 
ically  and  the  product  was  found  to 
be  adulterated  because  sand  had 
been  mixed  with  the  product  so  as 
to  reduce  and  lower  its  quality  and 
strength,  and  because  the  product 
consisted  in  part  of  filthy  and  de¬ 
composed  tomatoes,  and  praying 
seizure,  condemnation  and  forfeit¬ 
ure  of  the  product. 

The  court  ordered  the  goods  de¬ 
stroyed. 


AMONG  THE  TRADE. 

The  Association  of  Manufac¬ 
turers’  Representatives  held  its 
annual  dinner  at  Kugler’s  on  Fri¬ 
day  evening  last,  too  late  to  pub¬ 
lish  details  in  this  issue. 

The  following  were  nominated 
by  the  Grocers’  and  Importers’ 
Exchange  on  Wednesday  to  serve 
as  officers  for  the  ensuing  year: 
President,  Isador  Levin;  first 
vice-president,  Ellsworth  L. 
Posey;  second  vice-president, 
three  to  be  elected,  William  C. 
Halper,  Herman  Schwacke  and 
Samuel  A.  Reibel ;  secretary,  John 

E.  Poore ;  treasurer,  Robert 
Cofnly.  Board  of  Directors,  ten 
to  be  chosen  :  Frank  Halpen,  John 
W.  Cooper,  William  T.  Kirk,  Jr., 
Henry  A.  Fry,  George  Nowland, 

F.  William  Hofmann,  Charles  W. 
Shaw,  Alexander  Henry,  N.  J. 
Schmucker,  Marvin  M.  Eavenson, 
John  C.  Danenhower,  William 
J.  Young,  Charles  E.  Caldiwell, 
Samuel  Cowan,  James  H.  Huston, 
John  S.  Engart,  George  G.  Mont¬ 
gomery,  Charles  D.  Joyce,  Henry 
E.  Kram,  William  J.  McCahan, 
Jr.,  Richard  S.  Pomeroy,  Albert 
M.  Warren,  H.  G.  Peddle,  Liv¬ 
ingston  E.  Jones,  Joseph  Thomp¬ 
son,  William  D.  Weikel,  Lewis  J. 
Link,  Hugh  Wilson,  John  Scott, 
C.  L.  Raynor. 


ECHOES. 


Inclosed  find  check  as  per  state¬ 
ment.  We  like  the  “Grocery 
World  and  General  Merchant” 
and  are  very  much  pleased  with 
it.  It  contains  valuable  informa¬ 
tion.  No  merchant  should  be 
without  it. — Hess  Bros.,  Jean¬ 
nette,  Pa. 


January  First  has  long  been  re¬ 
garded  as  the  right  time  to  take  a 
fresh  start — to  plan  anew — to 
look  back  for  guidance  to  the  past 
and  thus  wisely  shape  our  future 
course. 

That  is  why  I  am  writing  again 
on  this  subject  of  paramount, 
most  tremendous  importance.  I 
want  you  to  make  the  beginning  of 
a  surplus.  I  want  you  to  start 
your  business  insurance.  As  I  have 
already  said,  this  is  done  by  tak¬ 
ing  a  stated  sum  out  of  your 
business  each  month — $50,  $75  or 
$100;  more  or  less  than  any  of 
these  sums — putting  it  away  and, 
for  the  present,  simply  hoarding  it. 

One  in  authority  who  has  made 
a  big  success  along  the  lines  in¬ 
dicated  says,  in  words  of  wisdom  : 

“When  it  comes  to  investigat¬ 
ing  a  surplus,  there  are  two  points 
to  be  considered :  What  to  do,  and 
what  not  to  do.  There  are  vastly 
more  disasters  in  business  as  a 
result  of  going  too  fast  than  of 
going  too  slow.  There  woidd  be 
very  little  money  lost  if  people  woidd 
realise  that  one  of  the  best  ways  to 
make  money  is  TO  KEEP  IT.” 

So  let  yonr  very  first  resolution 
be  to  take  a  certain  sum  out  of 
your  business  at  the  beginning  of 
each  and  every  month  during  1912 
and  put  it  away.  Do  this  in  1912 
and  I  shall  have  to  choose  a  new 
subject  for  this  date  next  year — 
for  you  will  never  have  to  be 
urged  again  to  confirm  yourself  in 
this  splendid  habit  of  systematic 
thrift. 

*  *  * 

From  the  Far  West  I  have  the 
following: — 

Henry  Johnson,  Jr., 

1261  Broadway,  New  York. 

Dear  Sir: — I  have  been  reading 
with  much  pleasure  your  articles 
on  store  management.  Eespecially 


was  I  interested  in  your  last  ar¬ 
ticle  and  will  take  advantage  of 
your  liberal  offer  to  secure  fur¬ 
ther  information  in  reference  to 
4G  per  cent,  high-grade  bonds.  I 
should  like  to  buy  some  high-grade 
bonds  bearing  about  that  rate,  but 
do  not  know  just  how  to  go  about 
purchasing  them.  There  is  a  very 
reliable  concern  here  and  they  have 
been  trying  to  interest  me  in  some 
local  bonds  bearing  7J4  per  cent, 
interest.  The  company  is  thor¬ 
oughly  reliable  and  claims  the  bonds 
are  absolutely  safe,  but  I  feel  that 
there  is  some  hitch  connected  with 
them.  In  other  words,  I  feel  ‘hat  I 
would  have  to  sell  those  bonds  at 
a  greatly  reduced  price  if  I  wanted 
to  turn  them  into  cash.  I  would 
sooner  have  my  money  in  a  gilt- 
edge  bond  which  is  safe  as  anything 
could  be,  and  which  at  the  same 
time  could  be  turned  into  cash  at 
face  value. 

Yours  very  truly, 

*  *  *  * 

I  wrote  this  man  some  sug-gres- 
tions,  based  on  my  own  consider¬ 
able  experience,  naming  him  some 
good  bonds,  and  told  him  where  I 
had  got  mine. 

I  advised  him,  as  I  had  written 
in  that  article,  to  begin  on  bonds 
of  the  highest  character.  Such 
securities  net  \l/2  to  4J4  per  cent. 
This  is  from  \2]/2  to  50  per  cent, 
more  than  savings  banks  pay. 
But  there  is  more  to  that.  In  the 
first  place,  savings  bank  interest 
is  computed  every  six  months.  If 
you  withdraw  between  dates  you 
sacrifice  interest  accrued  from  the 
last  period.  This  may  lose  you 
anywhere  from  J4  to  il/2  per  cent. 
On  the  other  hand,  bonds  are  al¬ 
ways  sold  “at  price  and  interest,” 
so  that  you  get  interest  to  the 
minute  the  bonds  are  sold.  Again, 
in  times  of  “tight  money” — times 
when  we  are  apt  to  more  keenly 
feel  the  need  of  ready  funds  than 
at  any  other  time — the  savings 
banks  may  have  to  demand  the 
30-day  or  60-day  “notice” ;  and 
that  may  mean  that  your  money 
is  useless  to  you  when  you  most 


need  it.  But  at  just  such  times 
strictly  high  grade  bonds  are 
about  the  one  and  only  security 
on  which  you  can  immediately 
borrow,  or  realize,  with  the  least 
depreciation — often  with  no  de¬ 
preciation  at  all,  and  always  with 
interest  paid  up  to  the  minute.  ] 

Let  there  be  no  misunderstand¬ 
ing  about  this.  I  do  not  for  a 
minute  seek  to  question  the  sav-; 
ings  banks.  They  are  about  the 
best  things  in  the  country,  and 
generally  absolutely,  indubitably 
safe.  Nor  do  I  say  that  even  if 
they  should  withhold  your  money 
from  you,  it  would  be  lost.  No. 
The  fact  of  withholding  would 
show  conservative  management 
and  true  watchfulness  of  your 
best  interests.  But  with  the 
bonds,  you  have  all  that  security, 
all  that  stability,  and  you  add  the 
invaluable  feature  of  constant 
availability  and  convertibility 
which  is  the  true  basis  of  Busi¬ 
ness  Insurance. 

*  *  * 

Make  the  beginning.  When 
you  have  bought  your  first  $1,000 
gilt  edge  bond  you  will  hardly 
know  yourself  for  the  same  man. 
You  will  have  a  feeling  of  solid¬ 
ity,  stability  and  personal  power 
which  will  astonish  you.  And  the 
best  of  it  will  be  that  you  will 
then  be  started  on  the  true  road  to 
prosperity  of  the  securest  char¬ 
acter. 

If  I  can  help,  do  not  hesitate  to 
write  to  me. 


An  Electric  Lighted  Scale. 

Nothing  in  the  way  of  mechanical 
improvement  in  store  fixture  equip¬ 
ment  has  attracted  more  attention  or 
has  been  more  favorably  commented 
upon  than  the  “Silent  Beaming”  elec¬ 
trically  illuminated  computing  scale 
now  being  placed  upon  the  market  by 
The  Computing  Scale  Company,  of 
Dayton,  Ohio. 

This  company,  which  has  constantly 
led  in  all  matters  pertaining  to  the 
computing  scale  art,  is  again  in  the 
limelight  with  its  latest  triumph. 

The  scale  refered  to  is  lighted  auto¬ 
matically  only  when  in  use,  i.  e..  the 
moment  any  load  is  placed  on  it  the 
scale  becomes  a  blaze  of  illumination, 
outlining  all  its  value  and  weight  indi¬ 
cations.  so  that  they  can  be  read  on 
the  darkest  day  or  night  in  the  darkest 
corner  of  the  store. 

The  advertising  feature  of  this  il¬ 
luminated  scale  has  proved  a  great  at¬ 
traction  for  customers.  On  the  cus¬ 
tomer’s  side  of  the  scale  is  an  open,  il¬ 
luminated  space  for  featuring  any  par¬ 
ticular  staple.  This  sign  fis  flashed  be¬ 
fore  the  eyes  of  the  observing  and  dis¬ 
cerning  customer  as  a  gentle  reminder 
of  special  bargains.  Almost  any  single 
phrase  that  will  fit  into  the  space  of 
fourteen  inches  in  length  can  be  used.  . 


Florida  cucumbers  range  from 
$2.50  to  $4.  The  demand  is  light. 
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Two  Holiday  Windows. 

No.  i. 

Two  more  attractive  holiday  window  suggestions  for  the  grocer 
d  dealer  in  green  truck  and  poultry.  They  are  both  neat  and  very 
sy  to  arrange.  The  fruit,  vegetable  and  poultry  display  is  arranged 
follows :  First  make  the  decoration  at  the  top  of  the  window  in  the 
ar.  Nail  a  narrow  stick  in  the  centre  at  the  bottom.  To  the  ends 
this  stick  fasten  the  ends  of  both  arches,  which  are  made  of  heavy 
ire  and  easily  bent  in  the  form.  Support  and  hold  them  in  position 


y  using  some  fine  wire  fastened  in  the  ceiling.  Now  make  the  lattice 
rork  of  green  and  red  crepe  paper  cut  in  strips  about  two  or  three 
iches  wide.  Twist  some  around  the  arched  wire  and  also  the  stick  in 
le  centre.  Now  cover  the  bottom  of  the  window  with  green  crepe 
aper.  Fasten  a  small  pine  tree  to  the  stick  in  the  centre  and  elevate 
from  the  floor  about  fourteen  or  eighteen  inches.  Around  the  base 
f  it  make  a  mound  or  slant  and  cover  this  well  with  cranberries.  Place 
row  of  package  dates  and  figs  along  the  window  about  one  foot  from 
le  front  and  divide  it  in  small  spaces  with  strips  of  wood.  Fill  the 
paces  nearest  the  glass  with  all  kinds  of  nuts  and  the  other  spaces 


toward  the  centre  of  the  window  with  popcorn.  The  packages  of  dates 
and  figs  will  prevent  the  popcorn  from  spreading  in  the  window.  At 
each  side  in  the  centre  on  a  platter  place  a  large  dressed  turkey  and  a 
duck  and  garnish  the  turkey  with  head  lettuce  and  the  duck  with 

endive. 

Now  arrange  the  fruit  and  vegetables  in  a  pyramid  at  each  side. 
Place  the  large  vegetables  at  the  bottom  and  the  fruit  on  top.  Stand  a 
row  of  celery  across  in  the  rear.  Run  a  width  of  the  green  paper 
across  in  the  rear  and  finish  on  top  by  twisting  a  strip  of  the  red. 
Suspend  a  large  cluster  of  grapes  under  each  arch ;  by  tying  several 
bunches  to  one  string  you  can  make  it  appear  like  one  large  bunch. 
Trim  the  tree  with  nuts,  strings  of  cranberries  and  popcorn. 

No.  2. 

The  display  of  groceries  is  arranged  as  follows :  First  make  the 
decoration  at  the  top  in  the  rear  as  described  in  the  other  suggestion. 
Cover  the  bottom  of  the  window  with  green  crepe  paper.  Make  a 
calendar  sheet  in  the  centre  by  building  a  little  slant  of  boards  from  the 
centre  stick.  Make  the  square  in  front  about  two  feet  wide  and  about 
the  same  in  height,  if  the  window  space  will  permit  it.  Run  a  slant 
of  boards  along  the  sides  also.  Nail  a  narrow  strip  of  wood  or  paste¬ 
board  around  the  edge  of  the  square  in  front ;  it  should  be  about  one- 
half  inch  high.  Now  fill  this  square  space  with  granulated  sugar  and 
mahe  the  letters  and  figures  of  cranberries.  Fill  the  side  slants  with 


prunes,  apricots,  peaches,  etc.  I  must  not  forget  to  mention  that  the 
sugar  on  the  slant  must  be  at  least  one-half  inch  thick  so  the  cranber¬ 
ries  can  be  held  firm.  In  the  centre,  in  front,  on  paper  napkins  display 
different  kinds  of  nut  kernels.  In  dishes  along  the  front  and  at  each 
side  display  citron,  lemon  and  orange  peel.  Back  of  them,  at  each 
side,  peanut  butter,  preserves,  olives,  salad  dressing,  etc.,  Nabiscos, 
afternoon  tea,  etc.  On  high  stand  dishes  display  small  cakes  and 
pound  cake.  Build  a  pyramid  of  finest  canned  fruit  iathe  rear.  Finish 
in  the  rear  like  in  other  window.  Suspend  two  large  red  paper  bells 
under  the  arches. 


rew  York  Chamber  of  Commerce  to 
Examine  High  Cost  of  Living. 

The  New  York  Chamber  of 
Commerce  last  week  took  under 
:onsideration  a  resolution  asking 
he  United  States  to  take  the  lead 


in  the  creation  of  an  international 
commission  on  the  cost  of  living. 
The  suggestion,  which  is  declared 
to  have  the  support  of  leading 
economists,  financiers  and  states¬ 
men  here  and  abroad,  was  pre¬ 


sented  in  a  resolution  proposing 
that  a  commission  be  called  by 
the  invitation  of  the  United 
States  to  other  governments  for 
the  following  purposes : — 

First. — To  gather  all  available 


facts  as  to  recent  changes  in 
wages,  cost  of  living  and  prices 
generally  throughout  the  world  and 
to  make  international  comparisons. 

Second. — To  obtain  evidence  as  to 
the  main  causes  of  these  changes 
and  international  differences. 

Third. — To  discuss  possible  reme¬ 
dies. 
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WANT  DEPARTMENT 


Aunn  to  Wont  AdrortUomoBI*  Imortod  ta  this  doyutmoat  Bay  bo  addrsssad  to  tho  'Om«J  W«rld 
ud  General  Merchant”  who*  desired,  provided  tho  adTertieem.nt  U  wcoapealad  by  jo  MB  la  poor*  to 
pay  for  r  emailing  tho  hbo.  Tho  prico  ot  each  Inoottloa  la  two  coats  pox  word  la  advaaae. 


FOR  SALE. 


FOR  SALE. — A  good  corner  cigar  and  con¬ 
fectionery  store;  would  make  a  good  stand 
for  fresh  meats  and  provisions,  or  delicates¬ 
sen  store  ;  to  a  quick  buyer  will  sell  for  $750. 
S.  VV.  corner  Fifty  first  and  Brown  streets, 
West  Philadelphia.  5 


FOR  SALE.— International  Auto  Truck,  in 
use  only  three  months.  This  truck  is  in 
good  running  order  and  will  do  the  work  of 
three  single  rigs,  which  we  offer  for  $500, 
cost  new  $800.  Reason  for  selling,  changing 
to  dry  goods  business.  For  full  description 
write  The  L.  A.  Leathers  Grocery  Co., 
Brookville,  Pa.  25 


FOR  SALE  OR  RENT.— Old  established 
store  stand,  in  town  of  1 ,000  population  in 
Lancaster  County.  Rich  and  thickly  settled 
surrounding  farming  community.  With 
limited  stock  or  without  stock.  Annual 
ca<-h  business  $20,000.  Can  be  increased. 
Modern  store  building  Other  interests 
reason  for  retiring.  W.  S.,  Grocery  World 
and  General  Merchant,”  927  Arch  Street, 
Philadelptra,  Pa.  4 


FOR  SALE.— Stock  and  fixtures  of  an  old 
established  corner  grocery  and  provision 
store.  Will  sell  for  $1,200  if  sold  at  once. 
Property  containing  sixteen  rooms  and  all 
conveniences,  can  be  bought  for  $15,000. 
Neighborhood  of  Fifty-second  and  Haver- 
ford  Avenue  West  Phi  adelphia.  M.  H.  W., 
‘‘Grocery  World  and  General  Merchant,” 
927  Arch  St.,  Philadelphia,  Pa.  4 


growing  part  of  West  Philadelphia.  Will 
sell  to  a  quick  buyer  for  $850.  6116  Market 
St.,  Philadelphia,  Pa.  10 


FOR  SALE.— An  old  established  corner 
grocery  and  provision  store.  Would  do  well 
with  fresh  meats.  Wi  1  sell  to  a  quick  buyer 
for  $1,250.  Corner  Tenth  and  C'earfield 
Streets,  Philadelphia,  Pa.  4 


FOR  SALE. — Stock  and  fixtures  of  grocery, 
provision,  cigar  and  confectionery  store, 
doing  a  good  business.  Will  sell  to  a  quick 
buyer  for  $950.  Eleven  rooms,  all  conven 
iences,  rent  $25  per  month.  4065  Haverford 
Ave.,  West  Philadelphia.  3 


FOR  SALE. — Good  corner  grocery  store. 
Would  do  well  with  fresh  meats.  Will  sell 
stock  and  fixtures  for  $500.  Dwelling  con¬ 
tains  six  rooms  and  all  conveniences.  Cor. 
Millick  and  Race  Sts.,  bet.  60th  and  61st  Sts., 
West  Philadelphia.  2 


FOR  SALE. — Stock  and  fixtures  of  a  good 
paying  corner  grocery  and  provision  store. 
Will  sell  to  a  quick  buyer  for  $1,200. 
Property  can  be  bought  for  $5,200,  eight 
rooms  and  all  conveniences.  4000  North 
Fairhill  Street,  Philadelphia,  Pa.  26 


FOR  SALE. — Stock  and  fixtures  of  grocery, 
provision,  cigars  and  candies.  Will  make  a 
good  store  for  fresh  meats.  Will  sell  to  a 
quick  buyer  for  $600.  Dwelling  has  eight 
rooms  and  all  conveniences.  Will  sell 
property  at  a  very  low  figure,  $5,000. 
Darby,  Pa.  G.  W.,  “Grocery  World  and 
General  Merchant,”  927  Arch  St.,  Philadel¬ 
phia,  Pa.  25 


FOR  SALE. — One  second-hand  Gurney 
hot  water  boiler,  750  ft.  capacity.  $30  f.o.b. 
Lancaster.  F.  A.  Long,  Lancaster,  Pa. 


FOR  SALE. — An  old  corner  grocery  and 
provisions.  Would  do  well  with  fresh  meats. 
Will  sell  stock  and  fixtures  to  a  quick  buyer 
for  $1,150.  Dwelling  contains  ten  rooms 
and  all  conveniences.  Corner  Tenth  and 
Dauphin  Sts.,  Philadelphia.  1 


FOR  SALE. — Stock  and  fixtures  of  grocery, 
provision,  candy  and  cigar  store,  also  school 
supplies.  Would  make  a  good  corner  for 
fresh  meats.  Will  sell  to  a  quick  buyer  for 
$975.  Dwelling  contains  eight  rooms,  rent 
$20  per  month.  Corner  Sixty-second  and 
Delancey  Sts.,  West  Philadelphia.  1 


FOR  SALE. — Twenty-five  containers  of 
Post  Toasties  at  $2  a  case  and  ten  containers 
of  Quaker  Corn  Flakes  at  $1.50.  Bauer  & 
Harrison,  620  N.  Second  St.,  Philadelphia, 
Pa.  25 


FOR  SALE. — Great  bargain  if  sold  at  once, 
the  old  established  corner  grocery  and 
provision  store,  Fifty-first  and  Folsom  Sts., 
West  Philadelphia.  Low  rent,  six  rooms 
and  bath,  all  conveniences.  M.  O.,  “  Gro¬ 
cery  World  and  General  Merchant,”  927 
Arch  St.,  Philadelphia,  Pa.  9 


FOR  SALE. — Grocery  and  provision  store. 
Would  do  well  with  fresh  meats  and  fish. 
Will  sell  to  a  quick  buyer  for  $325.  5030 
Brown  St.,  corner  of  Dearborn  St  ,  -Phila¬ 
delphia,  Pa.  9 


FOR  SALE. — Large  three-story  property, 
with  grocery  business,  doing  a  nice  cash 
business.  Will  sacrifice  stock,  fixtures  and 
property  if  sold  this  month.  Call  Tuesdays 
or  Thursdays,  A.  M.,  at  897  N.  Fiftieth  St., 
Philadelphia,  Pa.  4 


FOR  SALE. — Stock  and  fixtures  of  grocery 
and  provision  store.  A  good  corner  in  a 


FOR  SALE. — An  old  established  corner 
grocery,  meat  and  provisions.  To  make  a 
quick  sale  will  accept  $875.  Rent  $25  per 
month.  Corner  Fifty-fourth  and  Lancaster 
Ave.,  West  Philadelphia.  1 


FOR  SALE. — Fine  set  of  Troemner’s  half 
chest  tea  bins,  also  coffee  bins  to  hold  about 
100  lbs.  Same  in  first-class  condition.  Value 
new,  $10  each.  Also  electric  coffee  mill. 
H.  F.  Heaccck,  51  N.  Second  St.,  Philadel¬ 
phia,  Pa.  tf 


FOR  SALE. — An  old  corner  grocery  and 
provision  store.  Would  make  a  good  stand 
for  fresh  meats.  Will  sell  for  $1,500.  Will 
sell  property  for  $7,500,  ten  rooms  and  all 
cor.venences,  also  stable.  N.  W.  corner 
Sixth  and  Venango  Streets,  Philadelphia, 
Pa.  4 


FOR  SALE. — Stock  and  fixtures  of  a  gocd 
corner  groc  ry  and  provision  store.  Would 
make  a  good  stand  for  fresh  meats.  Will 
sell  to  a  quick  buyer  for  $725.  Dwelling 
contains  seven  rooms  and  bath.  Call  cor. 
Twenty-third  ar.d  Hage  t  St ,  Philadelphia, 
Pa.  8 


FOR  SALE.— A  first-class  paint  store,  doing 
a  good  business  in  the  northern  part  of 
Philade’phia.  Fine  location  on  a  main 
business  thoroughfare.  Apply  H.  F.  Hea- 
cock,  51  N.  Second  St.,  Philadelphia,  Pa.  tf 


FOR  SALE. — Sweitzer  cheese  slicer  for 
sale.  Been  used  only  a  short  time.  Cost  $3, 
will  sell  for  $j.  Cash  Grocety  Co.,  1801 
Venango  St ,  Philadelphia,  Pa.  3 


BUSINESS  OPPORTUNITIES. 
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o  DO  YOU  WANT  TO  SELL 
o  YOUR  BUSINESS? 

We  find  buyers  for  grocery  and 
general  store  businesses  —  nothing 
else.  We  are  specialists  in  that  and 
we  know  what  we  are  about. 

In  the  term  ‘‘grocery  stores”  we 
include  butter  and  egg  stores,  tea 
and  coffee  stores,  green  groceries  and 
anything  else  in  the  same  line. 

If  you  want  to  sell  your  business, 
we  have  a  customer.  If  you  want  to 
buy  one,  we  know  where  something 
is  that  we’re  sure  will  suit  you. 

Write,  call  or  telephone. 

WARNER  &  CO., 

927  Arch  Street,  Philadelphia,  Pa. 
Phones  :  Bell,  Filbert  3286. 
Keystone,  Race  746. 
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GROCERY,  MEAT  AND  PROVISION 
STORES. 

EVERY  ONE  A  GOOD  CHANCE. 

No.  602. — We  have  to  offer  the  best  gro¬ 
cery  in  large  town  in  Northumberland 
County,  doing  $35,000  yearly,  practically 
a  cash  business.  On  account  of  executors 
desiring  to  settle  the  ’estate,  this  business 
can  be  bought  at  an  inventory  price,  about 
$3,500  required.  Can  either  be  paid  for  in 
cash  or  partly  cash  and  good  security. 


No.  603  — Meat  business,  doing  $300  a 
week,  all  cash.  Can  be  purchased  at 
inventory  price.  This  business  is  located 
in  a  good  business  section  of  Germantown 
Ave.,  Philadelphia,  has  very  little  competi¬ 
tion  and  rent  and  fixed  charges  very  low. 
About  $450  required.  Owner’s  reason  for 
selling  is  on  account  of  ill  health. 

No.  604. — Grocery  and  produce  business 
in  thriving  town  about  ten  miles  from  Phila¬ 
delphia.  Doing  $15,000  yearly,  but  can 
easily  be  increased  by  proper  party  taking 
hold.  Business  has  been  established  for 
twenty  years  and  commands  a  trade  in 
which  there  is  a  good  profit.  Will  take 
about  $1,000  to  buy  entire  proposition. 
Worth  investigation. 

No.  606 — In  West  Philadelphia,  delica¬ 
tessen  and  grocery  business,  doing  $200 
weekly,  all  cash,  of  which  there  is  eighteen 
per  cent,  net  profit  above  all  expenses. 
Carries  a  stock  of  about  $900,  which  can 
readily  be  reduced.  Rent  and  other 
expenses  low.  Ill  health  causes  selling. 
About  $1,500  required. 

No.  616  — Grocery  and  meat  business  in 
Tioga,  Philadelphia,  doing  $200  a  week, 
mostly  cash.  On  account  of  owner  desiring 
to  move  in  another  section  of  the  city,  will 
sacrifice  business.  About  $1,000  will  buy. 

No.  622. — In  Monroe  Co.,  Pa.,  general 
store  doing  over  $40,000  yearly,  all  cash,  on 
which  there  was  a  net  profit  of  $3,600  last 
year  and  business  is  growing  each  year. 
Expense  of  conducting  very  low.  Rent 
only  $50  monthly  and  on  account  of  being  a 
summer  resort  the  bulk  of  business  is  done 
with  low  expense  for  help.  About  $11,000 
will  be  required  to  buy  slock  and  fixtures, 
but  this  can  be  reduced  a  great  deal.  Busi¬ 
ness  is  open  to  investigation.  Full  informa¬ 
tion  will  be  given  on  request. 

No.  623. — General  merchandise  busines.3 
in  Warren  Co.,  N.  J.,  doing  over  $17,000 
yearly,  all  cash.  Can  easily  be  increased. 
Expenses  very  low.  Rent,  $35  monthly. 
Clerks,  $15  weekly.  Business  has  been 
established  thirty  years.  Always  a  money¬ 
maker.  Write  for  information. 

No.  630.— G-ocery  and  meat  store  in  small 
town  in  Burlington  Co.,  N.  J.,  doing  $250 
weekly,  mostly  cash.  A  most  desirable 
location.  Exclusive  trade,  which  can  be 
increased.  Owner  d  esires  to  se  11  on  account 
of  Government  position.  About  $900  will 
buy. 

No.  633. — In  New  Jersey  town  about 
twenty  miles  from  Camden,  general  store 
doing  an  average  of  $20,000  for  the  last  five 
years,  and  on  the  increase,  of  which  75  per 
cent,  is  cash,  balance  good  credit.  Business 
now  netting  10  per  cent,  profit  above  all 
expenses.  Carries  about  $5,000  stock,  which 
can  be  reduced  to  about  $3,000.  Business 
will  be  sold  at  inventory.  Full  information 
given  on  request. 

No.  634  —  Grocery  and  meat  business  in 
West  Philadelphia  doing  over  $400  weekly 
business,  mostly  cash.  Business  has  been 
increased  each  year  for  the  last  four  years 
and  still  increasing.  Expenses  low.  This 
business  shows  a  net  profit  of  8  per  cent. 
Anyone  desiring  the  business  can  go  in  and 
investigate  before  buying,  as  it  will  stand 
any  test  the  business  is  put  to.  About  $1,600 
will  buy. 

No.  635. — Fine  established  general  store 
in  Lancaster  Co.,  doing  a  yearly  business 
of  $20,000,  netting  a  clear  profit  of  $2,000, 
which  can  be  shown  to  any  buyer.  Expenses 
low  and  old  established  business  command¬ 
ing  the  best  trade  of  a  town  of  3,000  in 
centre  of  rich  farming  district.  About 
$7,000  to  $8,000  required. 

No.  637.— Lancaster  Co.  general  store, 
with  small  stock,  doing  nearly  $30,000 
yearly,  90  per  cent.  cash.  Stock  is  in  good, 
clean  condition  and  the  business  is  in  such 
good  shape  that  purchaser  can  step  into  a 
money  maker  from  the  day  he  takes  hold 
of  business.  Expenses  low.  About  $5,000 
will  buy. 

No.  638. — General  store  located  a  few 
miles  from  Trenton,  N.  J.,  in  prosperous 
town  of  1,000,  catering  to  large  farming 
district.  Does  a  business  of  $22,000  yearly, 
of  which  75  per  cent,  is  cash,  on  which  there 
is  a  big  margin  of  profit.  Carries  stock  of 
about  $6,000.  Business  will  be  sold  at  an 
inventory  price,  Investigate. 

No.  639. — General  store  on  the  outskirts 
of  Philadelphia,  doing  a  large,  profitable 
business.  Plenty  of  new  business  to  be 
secured  by  new  owner.  Building  operations 
underway.  Owner  wishes  to  go  South  the 
only  reason  for  selling.  $1,200  will  buy. 

No.  640. — Grocery  and  meat  business  just 
started,  having  one  of  the  best  store  rooms 
in  the  city,  in  a  locality  that  will  patronize  a 
good,  first-class  store.  This  place  must  be 
seen  to  understand  the  bargain.  Owner  is 
sick,  reason  for  selling. 


In  all  of  these  the  cause  of  selling  is 
good  and  the  fullest  investigation  courted, 
Every  one  paying. 

WARNER  &  CO.,  M 

9*7  Arch  Street  Philadelphia,  Pa. 
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MISCELLANEOUS. 


PREMIUM  USERS. — Send  fur  catalogue  of 
best  and  cheapest  Rockers  on  the  market. 
$10  per  dozen  up.  Ohio  Chair  Co.,  Wil¬ 
liamsburg.  Ohio.  25 


HELP  WANTED. 


WANTED. — Manufacturers  of  food  produc 
desiring  to  introduce  their  goods  in  th 
Philadelphia  market  are  requested  to  con 
with  "  Broker,”  “Grocery  World  and 
eral  Merchant,”  927  Arch  St  ,  Philadelp 
Pa. 


WANTED. — Sales  agents  to  handle  con 
plete  line  of  automatic  computing  acali 
jelf-measuring  gasoline  and  oil  tanks 
cheese  cutters.  Exclusive  territory, 
opportunity  for  high  grade  men.  Lacy 
Noblit,  1220  Filbert  St.,  Philadelphia,  Ps 


No.  42  Cuspidor — 6J4-inch 


THIS 

QU5FIDOI 

in  hand-painted  coU 
at  $8.50  per  grc 
drayagc  charge,  l 
package  charge;  thee 
tire  gross  is  your» 
$8.50,  plus  the  fref 
The  PETERS  A  R1 
POTTEBT  CO. 

ZAN  ESVILLC,  OHIO 


The  One  Pure  Sugar  Syrup 


Lyle’s  Golden  Syrup  —  perfectly 
clear,  a  beautiful  golden  color,  so 
neutral  micro-organisms  can't  live 
In  it.  Absolutely  free  from  preser¬ 
vatives.  A  product  which  every  one 
keeps  buying.  If  you  want  to  please 
your  trade  tell  them  about  it. 
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and  Direct  Importers  of 

Ceylon  and  Assam  Teas 

These  Teas  are  becoming 
more  popular  every  day. 

'•Our  prices  are  always  correct* 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


Ex-President  Bischoff,  of  Brooklyn  (N.Y.), 
Shows  Why  Grocers  Are  Not  Respon¬ 
sible  for  High  Food  Prices 


Makes  Careful  Analysis  of  Cost  of  Living,  Showing  that  Only 
a  Few  Food  Products  are  Higher  than  Usual.  Main  Cause 
of  High  Prices  is  Fact  that  Everybody  is  Living  More 
Expensively.  Papers  Unfairly  Consider  Only  Advanced 
Cost  of  Goods  Sold  by  Grocers. 


[In  last  week’s  New  York  letter  it  was  announced  that  ex-Presidett 
Bernhard  Bischoft,  of  the  Brooklyn  Retail  Grocers’  Association,  had  a  day  or 
two  before  delivered  an  address  before  his  association  on  the  high  cost  of 
living  and  the  grocer’s  share  in  it.  This  journal  has  secured  a  verbatim  copy 
of  this  address  and  presents  the  greater  part  of  it  below.  It  is  the  most 
careful  analysis  of  the  real  cause  of  high  prices  that  has  emanated  fiom  any 
tradesman.— Ed  ] 


Is  the  cost  of  living  really  so 
high  as  the  newspapers  want  to 
make  us  believe?  I  would  say, 
no.  At  least  not  as  far  as  pro¬ 
visions  are  concerned. 

Let  us  take  groceries  first: — 

All  the  staple  articles  in  that 
line  are  as  cheap  or  cheaper  to¬ 
day  than  ever  they  were  with  the 
exception  perhaps  of  butter, 
cheese,  lard  and  eggs,  for  reasons 
which  I  will  touch  upon  later. 

Sugar  is  just  about  one-half  the 
price  of  what  it  was  25  years  ago, 
which  I  can  prove  by  an  old 
ledger  that  I  found  in  my  cellar, 
where  7  pounds  of  sugar  were 
charged  at  78  cents.  Coffee  has 
been  cheaper  the  last  few  years 
than  ever  before  except  the  last 
few  months  owing  to  the  action 
of  the  Brazilian  Government  and 
consequent  speculation  of  large 
importers  and  dealers.  Tea  is 
cheap  enough,  I  am  sure,  for  you 
can  buy  1  pound  of  it  for  from  25 
to  50  cents  (except  for  very  fancy 
grades)  at  any  grocery  or  tea 
store. 

Condensed  milk  is  much  cheaper 
now  than  in  former  years.  I  re¬ 
member  myself  selling  Eagle 
brand  for  20  cents  and  I  have 
been  told  that  at  one  time  it  sold 
as  high  as  25  cents  and  more  a 
can.  Now  you  can  buy  a  good 
can  of  condensed  milk  for  9  or  10 
cents.  Fresh  milk  in  glass  bot¬ 
tles  has  sold  for  8  cents  in  the 
summer  and  9  cents  in  the  winter. 

Canned  goods  of  all  varieties 
are  no  higher  now  than  they  have 
been  for  the  last  eight  or  nine 
years  and  a  great  deal  cheaper 
than  they  were  twenty-five  or 
thirty  years  ago. 

Flour  is  cheaper  now.  I  have 
sold  flour  for  over  $10  per  barrel. 

Meats  and  poultry  are  con¬ 


siderably  higher;  butter  has  been, 
in  former  years,  higher  in  the 
winter  and  cheaper  in  the  sum¬ 
mer.  About  fifteen  or  twenty 
years  ago  it  would  always  go 
over  40  cents  a  pound  in  the  win¬ 
ter  and  down  to  20  and  25  cents 
in  the  summer.  The  last  few 
years  it  seldom  reached  the  40- 
cent  mark  in  the  winter  or  went 
much  below  30  cents  in  summer. 

Eggs  acted  pretty  much  in  the 
same  manner. 

Of  the  fresh  fruit,  apples  and 
peaches  have  been  higher.  Or¬ 
anges  and  grapefruit  lower  than 
in  former  years. 

Why  are  meats  and  poultry 
higher?  In  the  first  place  we 
must  consider  that  some  of  the 
Western  States  that  were  for¬ 
merly  the  homes  of  the  cowboys 
and  their  cattle  herds  have  now 
become  agricultural  States  and 
the  cattle  men  are  driven  further 
West  and  their  grazing  area  has 
become  less.  Which  reason  I 
think  also  holds  good  for  the  high 
prices  of  horses,  for  in  spite  of  the 
great  number  of  car  horses  that 
have  been  displaced  by  electric 
cars,  and  work  and  pleasure 
horses  by  automobiles,  the  price 
of  horses  is  now  almost  double 
what  it  was  twenty  or  thirty 
years  ago. 

Then  comes  the  phenomenal 
growth  and  the  enormous  popu¬ 
lation  of  our  large  cities,  whose 
millions  upon  millions  of  inhabi¬ 
tants  are  all  consumers  and  non¬ 
producers  of  food  products  and 
must  rely  upon  the  country  for 
the  supply  of  foodstuffs. 

Added  to  this  the  fact  that  so 
many  farmers’  sons  in  our  East¬ 
ern  States  are  leaving  their  home¬ 
steads  for  the  big  cities,  render¬ 
ing  their  farms  unproductive  and 


adding  still  more  to  the  multi¬ 
tudes  of  consumers  and  non¬ 
producers  of  farm  products. 

Also  must  we  not  lose  sight  of 
the  fact  that  this  country  is  de¬ 
veloping  fast  from  an  agricultural 
one  into  an  industrial  one,  and 
that  all  countries  of  an  industrial 
character  must  of  necessity  pay 
more  for  their  farm  or  food  prod¬ 
ucts  than  an  agricultural  one. 

Another  reason  why  meat  is 
high  is  (as  a  farmer  told  me  him¬ 
self)  that  in  former  years  every 
farmer,  small  or  large,  used  to 
raise  a  few  sheep,  pigs  and  a  few 
heads  of  cattle  for  his  own  use, 
or  to  sell  to  the  village  butcher, 
but  now  they  don’t  do  this  any 
more ;  they  want  Western  beef 
and  mutton  because  it  is  tenderer 
and  better.  This  again  makes 
more  consumers  and  less  pro¬ 
ducers. 

If  farm  products  are  higher 
now  than  in  former  years  the  rea¬ 
son  for  it  lies  a  good  deal  in  the 
fact  that  labor  of  all  kinds  is  much 
higher.  A  few  years  ago  the 
farmers,  at  least  on  Long  Island 
and  Jersey  (of  which  I  know) 
used  to  do  a  good  deal  of  their 
harvesting  with  the  help  of  wdiat 
we  may  call  semi-tramps  whom 
they  would  pay  about  50  cents  per 
day  and  their  meals,  now  they 
must  pay  from  $2  to  $2.50  per  day 
or  so  much  a  bushel,  bag  or 
basket. 

Butter,  milk  and  eggs  are  high¬ 
er  for  several  reasons.  In  former 
years  we  had  enormous  quanti¬ 
ties  of  butter  come  in  ferkins, 
half  ferkins,  pails  and  pots,  made 
by  farmers,  and  dairy  butter,  and 
you  could  pick  out  any  grocer  and 
price  to  suit  your  trade  from 
about  10  cents  a  pound  up  to  18 
and  20  cents  a  pound. 

Some  ten  or  twelve  years  ago 
butter  and  egg  stores,  and  I  pre¬ 
sume,  grocery  stores  also,  sold  a 
large  quantity  of  oleomargarine 
and  butterine,  all  of  which  helped 
to  keep  down  the  price  of  fine  but¬ 
ter.  At  the  present  time  nobody 
wants  anything  but  the  finest 
creamery  butter. 

Milk  is  higher  because  in  for¬ 
mer  years  the  bulk  of  it  was 
shipped  and  sold  in  bulk  (or  loose, 
as  we  say).  To  sell  it  in  bottles 
requires  more  labor,  more  ice  and 
extra  cost  for  bottles,  of  which 
many  are  lost  or  broken.  Deliv¬ 
ery  also  is  more  expensive,  drivers 
demand  higher  wages,  horses, 
wagons  or  autos  cost  more. 


Eggs  are  probably  higher  fo: 
the  same  reasons  that  butter  is 
but  more  so  because  a  better  qual 
ity  is  demanded. 

Trusts  and  the  combination  o 
large  capital  have  something  t( 
do  with  higher  prices  since  i 
enables  them  to  control  the  mar 
ket  and  corner  commodities  tha 
are  naturally  scarce,  and  cold  stor¬ 
age  houses  aid  them  in  this  point 
since  through  them  they  can  kee; 
their  goods  for  a  long  time.  Bu 
we  must  not  forget  that  they  hav< 
their  good  as  well  as  evil.  If,  fo 
instance,  it  weren’t  for  storag< 
houses  you  would  probably  hav< 
eggs  selling  for  4  or  5  cents  pe: 
dozen  in  the  spring  or  early  sum 
mer  and  everybody  would  be  ful 
of  eggs  up  to  their  necks  and  me 
likely  wouldn’t  be  able  to  get  ar 
for  a  dollar  or  two  dollars  a  doz 
in  the  winter. 

The  same  with  apples  and  otht 
fruit ;  they  would  be  so  cheap 
the  fall  that  it  would  barely 
to  pick  them  off  the  trees,  wl 
in  the  late  winter  and  early  sprii 
they  would  be  hard  to  find. 

Quite  some  agitation  has  b< 
going  on  about  doing  away 
the  middlemen.  They  are  ma 
the  sinners  and  scapegoats, 
for  the  farmers  to  directly  supj 
the  consumers.  But  in  my  op 
ion,  while  this  might  work  in 
small  towns  where  they  could 
around  from  house  to  house 
might  have  a  square  set  aside 
them  where  housekeepers  coi 
go  and  buy  their  supplies 
carry  them  home,  but  would 
work  in  large  cities.  Even 
they  establish  one,  two  or  thr 
or  even  a  dozen  of  depots  or  m 
kets,  what  lady  or  house\ 
would  take  a  basket  and  travel 
20,  25  blocks  or  more  to  buy  the* 
supplies  and  carry  them  home 
and  they  couldn’t  get  their  serv 
ants  to  do  it  like  they  do  in  son* 
town's  in  Germany.  If  they  havt 
to  deliver  their  products  the] 
must  have  horses  and  wagons  01 
automobiles,  drivers,  salesmen 
office  staff,  etc.,  and  that  woult 
mean  expense  and  a  very  larg< 
expense. 

(Continued  on  page  it.) 
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The:  GROCER  who  tries  to  keep  his  busi¬ 
ness  in  his  head  can’t  keep  ahead  in  his 

business* 


H  is  brain  can’t  stand  the  strain — 
it’s  built  to  remember  facts — not 
figures. 

The  human  mind  is  never  com¬ 
pletely  accurate. 

The  National  Cash  Register  thinks 
with  a  brain  of  steel. 


It  keeps  track  of  every  detail  of 
every  sale — stops  leaks  and  checks 
losses. 

A  store  using  a  National  Cash 
Register  is  run  on  system  — 
it’s  bound  to  yield  profit  to  its 
owner. 


‘Get  a 

Over  One  Million  have  been  sold 

Write  for  Booklet 

“Get  a 

Receipt ” 

The  National  Cash  Register  Company 

Dayton,  Ohio 

Receipt 
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One  Concern  That  Soon  Felt  the  Retailers’ 

Resentment 


Illinois  Hosiery  Manufacturer  Allowed  Sears-Roebuck  to  Adver¬ 
tise  His  Goods  at  Cut  Prices.  Illinois  State  Secretary 
Passed  Word  Along  and  the  Manufacturer’s  Business  in 
Illinois  at  Once  Had  Shock.  Orders  Mail  Order  House 
Not  to  Do  Any  More  Advertising.  Forthcoming  Bill  to 
Reduce  Oleo  Tax. 


Special  Correspondence  of  "Grocery  World  and 
General  Merchant.” 

Cleveland,  Ohio, 

December  20,  1911. 

Evidently  the  Burson  Knitting 
Co.,  of  Rockford,  Ill.,  thinks  more 
of  the  small  retailer’s  business 
than  it  does  of  all  the  catalogue 
houses,  as  the  following  corre¬ 
spondence  between  the  company 
and  the  Illinois  State  Association 
will  show.  Its  action  of  eliminat¬ 
ing  their  goods  from  mail-order 
catalogues  also  shows  that  the  re¬ 
tailers  of  the  land  have  a  tremen¬ 
dous  power  to  correct  trade 
abuses  as  they  now  exist. 

There  has  been  no  “boycott”  on 
the  part  of  the  Kansas  Retailers’ 
Association  as  the  Burson  com- 


We  have  arranged  with  Sears, 
Roebuck  &  Co.  to  discontinue  the 
advertising  of  Burson  hose.  We 
cannot  prevent  them  from  handling 
the  goods  if  they  see  fit,  as  they  can 
secure  them  from  any  one  of  a 
thousand  sources.  They  have  prom¬ 
ised  us,  however,  that  if  they  do 
handle  them,  to  take  off  all  marks 
identifying  them  as  Burson  hose, 
and  to  make  no  mention  of  them  in 
their  catalogue.  This  is  all  that  we 
can  possibly  do,  and  being  the  case, 
should,  we  think,  be  sufficient. 

We  cannot  for  a  moment  believe 
that  your  association  has  taken  any 
such  action,  although  we  have  been 
informed  that  such  is  the  case.  If 
the  report  is  true,  we  would  re¬ 
spectfully  request  that  you  recon¬ 
sider  your  action  as  promptly  as 
you  can,  as  such  a  course  would 
be  the  only  one  that  would  be  fair 
to  us  or  to  the  dealers. 

Kindly  let  us  hear  from  you,  and 
oblige, 

Respectfully  yours, 

W.  E.  Hinchliffe, 
Secretary  and  Treasurer. 


their  grievance  to  the  manufacturers 
and  note  results. 

*  *  * 

Word  reaches  us  direct  from 
Washington  that  the  House  Com¬ 
mittee  on  Agriculture  appointed  a 
sub-committee  on  the  morning  of 
December  6th  to  consider  oleo¬ 
margarine  legislation  and  to  draft 
a  bill.  The  sub-committee  con¬ 
sists  of  Representatives  Lever, 
Beall,  Heflin,  Plumley  and  Hau¬ 
gen. 

It  is  probable  that  this  com-, 
mittee  will  be  prepared  to  re¬ 
port  to  the  full  committee  after 
the  holidays,  and  we  feel  confident 
that  a  report  will  be  made  to  the 
House  early  in  January  recom¬ 
mending  the  repeal  of  the  tax  of 
10  cents  a  pound  on  colored  oleo¬ 
margarine. 


Mr.  J.  F.  Paulding,  secretary  of 
the  Los  Angeles,  Cal.,  Retail  Gro¬ 
cers’  Association,  writes  the  fol¬ 
lowing  letter  telling  of  some  of 
the  accomplishments  of  his  asso¬ 
ciation  : — 

We  handled  fourteen  cars  of  fu-  4 
ture  canned  goods  this  year,  have  J 
bought  several  cars  of  other  grocer-  ] 
ies  and  are  doing  a  business  of 
about  $40,000  a  month.  We  have  ! 
1,500  members  and  are  doing  much  J 
good  for  the  entire  trade.  Other 
associations  might  think  of  our  plan 
of  buying  goods  through  the  asso-  3 
ciation  and  paying  their  insurance  ' 
money  into  a  fund  where  they  can 
use  it  to  buy  goods  with  in  place  j 
of  paying  it  out  to  some  old  line 
company.  We  have  several  thou-  1 
sand  dollars  of  our  insurance  money  < 
working  for  us  all  the  time  in  place  "] 
of  sending  it  East  to  some  insur-  J 
ance  concern. 

John  A.  Green, 
Secretary  National  Retail  Gro¬ 
cers’  Association. 


Pennsylvania  State  Secretary  Tells  of 
Successful  Co-operative  Advertising  j 

Plan 


How  Buffalo  Jewelers  Do  It.  Erie  Grocers  Forswear  Holiday 
Turkey  Raffling.  New  Lebanon  Officers.  Hanover  to  Start 
Trading  Scheme  of  Its  Own. 


pany  states.  They  simply  men¬ 
tioned  the  fact,  with  others,  in 
their  bulletin  that  Sears,  Roebuck 
&  Co.  were  selling  the  50-cent 
Burson  hose  at  39  cents  and  the 
25-cent  brand  for  19  cents,  and 
that  the  retailers  should  correct 
the  evil,  saying: — 

Local  secretaries,  as  well  as 
merchants,  should  do  their  part  in 
correcting  these  evils.  All  should 
write  to  the  firms  mentioned.  They 
want  the  good  will  of  the  retailer 
and  will  cut  out  the  mail-order 
houses  if  they  think  they  are  going 
to  lose  the  retailer. 

The  Burson  Company’s  letter 

follows : — 

Arthur  Rector, 

State  Secretary  Retail  Dealers’ 
Association, 

Wichita,  Kan. 

Dear  Sir: — We  are  advised  by 
one  or  more  wholesale  dry  goods 
houses  in  your  vicinity,  who  doubt¬ 
less  get  their  information  from  their 
traveling  men,  that  the  Retail  Deal¬ 
ers’  Association  of  Kansas  has 
“boycotted  Burson  hosiery,  on  ac¬ 
count  of  the  goods  being  sold  by 
Sears,  Roebuck  &  Co.”  We  write 
to  ask  if  this  is  true,  as  if  it  is 
true,  we  consider  it  an  unjust  action 
on  your  part.  If  your  association  is 
going  to  boycott  all  the  goods  han¬ 
dled  by  Sears,  Roebuck  &  Co.,  and 
the  mail-order  houses,  then  you  will 
have  nothing  with  which  to  do  busi¬ 
ness,  for  they  handle  practically  all 
lines  of  stuff  used  by  the  people. 
However,  there  seems  to  be  no  use 
arguing  this  matter,  as  we  do  not 
for  one  moment  believe  that  you 
have  taken  this  position.  It  would 
be  entirely  unfair  to  us. 


THE  ANSWER. 

Burson  Knitting  Co., 

Rockford,  Ill. 

Dear  Sir : — Replying  to  yours  of 
the  27th  ult.,  will  say  that  Kansas 
Retailers’  Association  has  not  “boy¬ 
cotted”  Burson  hosiery.  How¬ 
ever,  I  will  state  that  it  informed 
its  members  through  its  weekly 
“Bulletin”  that  Burson  hosiery  was 
being  catalogued  by  Sears,  Roebuck 
&  Co.,  and  under  your  trade-marked 
label — at  19  cents  for  the  25-cent 
grade  and  39  cents  for  the  50-cent 
brand;  that  this  was  a  trade  evil 
that  could  and  should  be  corrected; 
that  the  manufacturer  wanted  the 
good  will  of  the  retailer  and  that 
you  would  cut  out  the  mail-order 
houses  rather  than  lose  the  retailer. 
It  was  also  suggested  that  they  take 
the  matter  up  with  your  firm  by 
letter.  From  your  letter  it  appears 
as  if  they  had  taken  it  up  with  the 
traveling  salesmen  instead. 

Your  action  in  withdrawing  your 
goods  from  the  catalogue  mentioned 
is  commendable,  so  much  so  that  I 
am  running  your  letter  of  the  27th 
verbatim  in  our  “Bulletin,”  issued 
to-day.  Our  members  are  very  fair 
minded,  and  this  letter  will  be  the 
means  of  informing  them  of  your 
action.  You  can  rest  assured,  if 
these  goods  are  withdrawn  from  the 
catalogue  immediately,  that  you  will 
not  only  regain  your  old  business, 
but  will  be  in  a  position  to  acquire 
new  business,  by  reason  of  having 
shown  your  desire  to  treat  the  re¬ 
tailer  fairly. 

Again  assuring  you  of  the  fair¬ 
ness  of  the  Kansas  Retailers’  Asso¬ 
ciation  in  this  and  all  trade  rela¬ 
tions,  I  am, 

Very  truly  yours, 

T.  Arthur  Rector, 
State  Secretary. 

Let  the  State  Secretaries  for  the 
retailer  in  their  lines  of  goods  take 


Special  Correspondence  of  “Grocery  World  and 

General  Merchant.” 

Erie,  Pa.,  Dec.  21,  1911. 
The  Buffalo  Retail  Jewelers’ 
Association  has  been  conducting 
a  co-operative  advertising  cam¬ 
paign  with  a  view  to  educating 
their  organization.  The  associ¬ 
ation’s  seal  appears  in  every  ad¬ 
vertisement  with  a  list  of  the  as¬ 
sociation  jewelers  who  use  the 
“seal  of  quality.”  Here  are  some 
of  their  slogans: — 

“The  sweetness  of  low  price 
never  equals  the  bitterness  of  poor 
quality.” 

“Why  do  thousands  of  people  go 
to  a  reliable  jeweler  and  ask  for 
an  empty  box  bearing  the  jeweler’s 
name  ?” 

“Answer. — Because  they  desire  to 
give  forth  the  impression  that  the 
gift  has  been  purchased  from  some 
reliable  jeweler.” 

“Our  seal  of  quality  is  the  sign  of 
the  reliable  jeweler.” 


stunt  makes  the  price  quite  rea¬ 
sonable  to  each  participant,  and 
has  for  its  object  the  establish¬ 
ment  of  a  recognized  standard  of 
quality  in  the  retail  jewelry  busi¬ 
ness  of  Buffalo. 

*  *  * 

At  a  special  meeting  of  Advis¬ 
ory  Council  on  December  12th  the 
Erie  Business  Men’s  Exchange 
adopted  the  following  resolutions : 


Resolved,  That  all  members  of 
the  Exchange  be  requested  to  re-  1 
frain  from  poultry  raffling,  die 
operation  of  slot  machines  involv-  < 
ing  lot  of  chance. 

Resolved,  That  all  persons  ob-  , 
serving  gambling  methods  in  use  in 
trade,  as  referred  to  herein,  be  re-  1 
quested  to  refrain  therefrom  and  to 
report  violators. 

Resolved,  It  is  the  sense  of  this 
meeting  that  violators  be  first 
warned,  and  if  they  do  not  desist, 
that  they  be  vigorously  prosecuted,  ; 
and  the  Erie  Business  Men’s  Ex¬ 
change  pledges  its  co-operation  to 
that  end. 

*  *  * 

At  the  last  meeting  of  the 
Lebanon  Business  Men’s  Associ¬ 
ation  the  following  officers  were 
elected  to  serve  for  the  coming 
year:  President,  Frank  G.  Heisev; 
first  vice-president,  S.  F.  Arnold  t 
second  vice-president,  C.  J.  Rhen; 
treasurer,  R.  S.  Shirey;  secretary, 


C.  W.  Rettew,  L.  C.  Harpel,  J.  G 
Schmidt  and  J.  D.  Miller. 

*  *  * 

Hanover  will  organize  a  co¬ 
operative  stamp  movement  as  the 
remedy  for  S.  &  H.  green  trading 
stamps,  fighting  fire  with  fire. 

A.  M.  Howes, 

Secretary  Pennsylvania  Retail 
Merchants’  Association. 


T.  J.  Burkey;  attorney,  J.  E. 
This  co-operative  advertising  Reinoehl ;  directors,  J.  H.  Cilley, 
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Look  Out  for  This  Soap  Fake 

rocers  of  Erie,  Pa  ,  Beaten  by  Fraud  Salesman  for  Alleged 
New  York  Soap  Manufacturer  Who  Doesn’t  Exist.  Used 
Fine  Sample  and  Got  Many  Orders,  But  Soap  When 
Delivered,  Was  Trash.  One  Arrest  Made. 


A  soap  fake  has  just  been 
orked  with  great  effect  on  the 
:tail  grocers  of  Erie,  Pa.,  and 
ill  probably  find  its  way  to  other 
:ctions.  It  is  a  fraud,  pure  and 
mple,  and  should  be  watched 
>r. 

The  fakers  represent  them- 
dves  as  agents  -of  Joseph  H. 
Penney  &  Sons,  manufacturers  of 
arax  soap,  196  William  street, 
lew  York.  There  is  no  such 
ancern  in  the  mercantile  agency 
iting  books. 

The  chief  salesman  of  the  al- 
:ged  Kenney  concern  canvassed 
le  retail  trade  and  showed  a 
imple  of  particularly  fine  borax 
Dap.  He  obtained  a  large  num- 
er  of  orders,  all  of  which  were  to 
0  through  jobbers.  There  was  a 
remium  offered  with  5-box  or- 
ers.  Later  it  developed  that  the 


offer  to  bill  through  a  jobber  was 
only  a  ruse.  The  soap  was  deliv¬ 
ered  and  collected  for  by  another 
alleged  Kenney  representative, 
whose  explanation  was  that  the 
jobber  had  decided  not  to  stock 
the  goods  just  now.  The  anxiety 
of  the  gang  for  money  was  shown 
by  the  fact  that  if  the  retailer  who 
had  ordered  5  or  10  boxes  didn’t 
happen  to  have  that  much  money 
they  would  take  less. 

The  soap  was  delivered  shortly 
after  the  orders  were  taken,  by  a 
different  man  than  the  original 
solicitor.  Then  came  an  exami¬ 
nation  of  the  soap  and  the  swindle 
disclosed  itself.  The  soap  was 
not  what  had  been  represented. 
It  was  but  a  poor  article  of  grease, 
with  a  large  amount  of  saltpeter 
mixed  in  it.  All  endeavor  to  pro¬ 
duce  a  lather  with  it  was  of  no 


avail  and  in  one  instance  where 
clothes  were  washed  with  it,  they 
turned  a  deep  red.  It  also  has  a 
peculiar  effect  on  the  hands  and 
in  one  instance  produced  sores 
when  a  woman  attempted  to  wash 
with  it. 

After  the  horse  was  stolen  the 
local  association  attempted  to 
lock  the  door  by  notifying  the 
Erie  police  officials,  who  arrested 
a  man  named  Clausen,  who  went 
to  bank  with  a  bunch  of  the  gro¬ 
cers’  checks  to  be  cashed.  He 
said  he  had  simply  been  hired  by 
the  real  workers  of  the  scheme  to 
act  as  bank  runner.  The  police  of 
other  cities  will  be  notified  at 
once. 


Proposed  Combine  to  Fix 
Highest  Prices  Members  Will 
Pay  Grocers  for  Food. 


Breaks  Out  in  Altoona,  Pa.,  But  After 
Consideration  Is  Changed  Into  Co¬ 
operative  Buying  Exchange.  Member 
Says  They  Are  Buying  at  Wholesale. 
Query  Is  Where? 

Some  time  ago  an  item  ap¬ 
peared  in  nearby  daily  papers  to 
the  effect  that  certain  organiza¬ 
tions  of  Altoona,  Pa.,  intended 
forming  a  combination  to  reduce 


the  cost  of  living  on  entirely  new 
lines.  They  would  look  over  the 
markets  and  fix  the  price  at  which 
they  were  willing  to  buy.  This 
price  would  be  offered  to  mer¬ 
chants,  and  if  he  refused  to  take 
it  there  would  be  no  deal.  The 
members  of  the  combination 
would  then  make  such  other  ar¬ 
rangements  as  they  could. 

This  journal  has  been  endeavor¬ 
ing  to  run  this  statement  down, 
and  has  at  last  secured  the  follow¬ 
ing  authoritative  explanation  of  it 
from  a  man  who  is  a  part  o:  the 
movement : — 

While  it  was  the  original  inten¬ 
tion  of  this  organization  (Chamber 
of  Commerce,  Altoona,  Pa.)  to  fix 
the  prices  which  members  would  pay 
to  merchants,  this  plan  as  you  will 
readily  understand,  was  found  im¬ 
practicable,  and  it  has  now  been 
changed  to  a  co-operative  buying 
scheme,  the  members  clubbing  to¬ 
gether  and  buying  their  groceries  at 
wholesale. 

A  similar  movement  has  been 
started  in  the  local  shops,  but  as 
yet  has  not  assumed  any  great  pro¬ 
portions.  It  is  impossible  of  course 
to  predict  the  outcome  of  this 
movement,  but  unless  the  methods 
employed  in  the  handling  of  it  dif¬ 
fer  very  greatly  from  those  em¬ 
ployed  in  earlier  similar  movements, 
it  is  doomed  to  a  short  life. 

Query — What  jobber,  if  anv,  is 
selling  these  people  their  grocer¬ 
ies  “at  wholesale”? 


BORDEN'S 


EAGLE  BRAND 
CONDENSED  MILK 


EVAPORATED  MILK 

PEERLESS  BRAND 


By  recommending  these  Brands 
you  will  please  your  customers. 

They  are  the  best  that 
Science  can  produce. 

BORDEN'S  CONDENSED  MILK  CO. 

of  Quality" 

Eat.  1857.  Now  YoA 


If  You  Sell  Any 
Kickers,  Read 
—This 


Every  grocer  has  kickers  among  his  custom¬ 
ers,  and  all  feel  particularly  happy  when  they 
know  they  art  selling  a  product  that  nobody  can 
kick  about. 

Gurnse  butter,  for  example.  We  maintain  that 
nobody,  however  particular,  or  critical,  or  fault¬ 
finding  iJb  is,  can  honestly  find  fault  with  Gurnse 
butter,  because  there  is  no  fault  there.  It  is  an 
absolutely  perfect  high-grade,  dairy  butter.  We 
know  all  about  it,  as  we  make  it,  and  we  say 
that  no  butter  can  be  any  finer. 


Packed  in  20,  30  and  50-pound  boxes  — pounds  and  half  pounds  —  46  cents. 
Prices  subject  to  market  changes. 


P.  F.  BROWN  &  CO.,  39-41  -43  South  Front  St.,  Philadelphia,  Pa. 
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WITH  THE  EDITOR 


When  local  merchants  start  to 

do  co-operative  advertising,  with 

the  expectation 

The  Trouble  With  Co- 0f  getting  tangi- 
operative  Adver-  ,  ,  -  . , 

ti8cn£.  blc  results,  they 
are  subjecting 
advertising  to  just  about  the 
hardest  task  that  can  possibly  be 
given  it.  The  reason  is  the  ex¬ 
treme  vagueness  of  the  appeal. 

Take  for  example  the  co-oper¬ 
ative  advertising  plan  of  the  Buf¬ 
falo  jewelers,  as  briefly  described 
elsewhere  by  State  Secretary  A. 
M.  Howes.  The  object  is  to  in¬ 
duce  people  to  trade  exclusively 
with  members  of  the  Buffalo  Re¬ 
tail  Jewelers’  Association,  a  fear¬ 
fully  difficult  thing  to  begin  with, 
if  there  are  jewelers  outside  the 
association  as  good  as  there  are 
in.  If  there  are  not  as  good  ones 
outside,  their  inferior  quality 
should  be  evident  without  any  ad¬ 
vertising,  and  if  it  hasn’t  been 
evident,  advertising  won’t  help  it 
become  so. 

Obviously  co-operative  adver¬ 
tising,  to  get  trade  for  the  mem¬ 


bers  of  a  certain  group  of  mer¬ 
chants,  such  as  an  association, 
has  nothing  to  work  on  unless 
the  merchants  sought  to  be  pre¬ 
ferred  can  offer  something  which 
the  others  cannot.  It  is  very  hard 
to  find  a  case  where  the  members 
of  a  merchants’  association  have 
anything  exclusive  to  offer,  either 
in  location,  quality  of  goods, 
service,  or  particularly  in  price. 
Advertising  merchants  whose 
only  point  of  difference  is  their 
membersnip  in  an  association,  is 
of  a  piece  with  the  advertising 
recently  undertaken  by  the  Na¬ 
tional  Canners’  Association — 
without  the  smallest  possible  re¬ 
sult — to  exploit  “canned  goods” 
as  a  whole.  Remembering  that 
there  are  good,  bad  and  indiffer¬ 
ent  canned  goods,  advertising 
them  all  together  and  expecting 
to  get  anywhere  seems  almost  in¬ 
conceivably  stupid. 

The  merchants  of  a  given  town 
can  advertise  co-operatively  to 
keep  trade  from  going  to  other 
towns,  because  they  can  use  sev¬ 
eral  concrete  arguments,  such  as 
a  comparison  of  stocks,  prices, 
and  convenience  of  shopping. 
And  the  members  of  an  associa¬ 


tion  can  advertise  co-operatively, 
as  those  of  the  Philadelphia  Re¬ 
tail  Grocers’  Association  propose 
to  do,  by  advertising  certain 
goods  which  all  their  stores  will 
sell  at  one  time.  These  situations 
allow  a  strong  appeal.  But  an 
appeal  to  patronize  me  because  I 
am  a  member  of  the  association, 
without  being  able  to  truthfully 
claim  that  I  am  any  better  on  that 
account,  is  to  make  an  appeal  that 
will  usually  fall  on  deaf  ears. 


Apropos  of  last  week’s  sugges¬ 
tion  that  the  consumer,  if  organ¬ 
ized,  has  the 
strength  and  the 

An  Instance  in  Point. 

power  to  abso¬ 
lutely  dominate 
the  food  markets,  and  that  the 
time  is  probably  not  far  distant 
when  he  will  realize  and  exercise 
that  power,  comes  the  following 
news  dispatch  from  Cleveland, 
Ohio : — 

Cleveland,  December  16. 

The  30-cent  egg  crusade  is  on. 
According  to  reports  from  the  head¬ 
quarters  of  the  Thirty-Cent  Egg 
Club,  more  than  25,000  Clevelanders 
ate  eggless  breakfasts  Friday  and 
to-day.  Bacon  was  eaten.  My,  yes, 
but  not  many  eggs  with  it.  Even 
housewives  called  Frank  S.  Krause, 
president  of  the  club,  by  telephone 
and  told  him,  he  says,  that  they 
served  up  unsettled  coffee  because 
they  had  no  eggs  to  put  in  it. 

Krause  waved  his  hand  over  a 
pile  of  letters  that  lay  before  him 
and  said:  “All  followers  and  mem¬ 
bers  of  the  club.  They  are  com¬ 
ing  our  way.  Here,”  and  he  ex¬ 
hibited  a  letter  containing  the  sig¬ 
natures  of  more  than  a  dozen  prom¬ 
inent  Cleveland  business  men,  “is  an 
example  of  the  class  of  people  we 
have  as  members.  Good,  intelligent 
men.  They  won’t  eat  any  eggs  nor 
anything  containing  eggs  for  three 
weeks.  There’s  an  example  for 
you.” 

Mr.  Krause  does  not  expect  to 
hear  cries  of  alarm  from  the  egg 
dealers  for  several  days.  “We’ve 
just  got  well  started,”  he  said.  “A 
week  or  so  will  tell.” 

In  the  meantime  Mr.  Krause  is 
going  to  conduct  the  crusade  from 
his  office. 

“Eggs,”  he  said,  “I  can  see  eggs 
everywhere.  But  they  are  going  to 
stay  thereti  The  price — that  will 
not  stay.  It  will  fall  and  break 
as  quickly  as  an  egg  dropped  from 
this  window.  Watch  it.” 

Egg  prices  on  the  local  market 
were  not  visibly  affected  the  first 
day  of  the  strike. 

All  these  little  movements, 
usually  ineffective  in  themselves, 
are  steps  in  the  direction  which 
the  writer  indicates.  There  are 
substantially  560,000  people  in 
Cleveland,  divided  into  about 


112,000  families.  Can  there  be 
the  slightest  doubt  what  would 
happen  to  the  egg  market  there  if 
a  third  of  those  foreswore  eggs 
for  only  two  weeks?  As  a  mat¬ 
ter  of  fact,  a  later  dispatch  from 
there  says  that  as  a  result  of  the 
movement  the  price  dropped  from 
59  to  40  cents. 

The  writer  has  the  deepest  re¬ 
spect  for  the  sincere  type  of 
church  Christian, 

The  Church  at  a  Com-  who  WOrks  in  and 
petitor  of  the  Local 

Merchant.  O  U  t  O  I  SCclSOn 

without  reward, 
except  that  which  comes  from  the 
simple  joy  of  doing.  The  true 
Christian  is  humble,  generous  and 
invariably  keen  to  admit  and  re¬ 
spect  the  rights  of  others. 

There  is  another  type  of  church 
worker  who  is  personified  gall. 
He  never  considers  the  rights  of 
others  if  the  interests  of  the 
church  intervene.  Any  scheme 
is  good  if  it  will  make  a  few  dol¬ 
lars  for  the  church,  regardless  of 
what  it  does  to  merchants  and 
others  interested.  For  instance, 
the  members  of  a  certain  Eastern 
church  have  recently  sent  out  the 
following  letter: — 

Gentlemen : — The  First  - 

Church  of  our  city  recently  bought 
a  new  pipe  organ.  The  ladies  of 
the  church  are  trying  to  raise  the 
money  to  make  the  last  payment  on 
this  instrument. 

At  an  early  date  they  are  going 
to  have  what  they  call  “A  Sam¬ 
ple  Sale.”  They  are  asking  all  of 

the  merchants  of  -  to  write 

to  all  of  their  wholesale  dealers 
soliciting  contributions  for  this  sale. 

If  you  will  send  me  some  article  for 
this  purpose  I  will  consider  it  a  per¬ 
sonal  favor;  the  gifts  will  be  appre¬ 
ciated  by  the  ladies.  You  will  be 
aiding  a  worthy  cause  and  at  the 
same  time  be  advertising  your 
goods. 

The  ladies  will  be  glad  to  display 
any  advertising  matter  you  may 
send,  in  addition  to  speaking  a  good 
word  for  your  house  as  they  sell 
the  articles  you  contribute  to  this 
sale. 

Thanking  you  in  advance  for 
whatever  you  may  send, 

Yours  truly, 

*  *  *  * 

P.  S. — They  are  receiving  all 
kinds  of  groceries. 

The  writer  has  many  times  ex¬ 
pressed  his  opinion  of  these 
schemes  that  put  a  church  into 
competition  with  its  local  mer¬ 
chants,  with  stocks  which  the  saute 
merchants  have  mostly  contributed. 
They  are  submitted  to  be  wholly 
indefensible  from  any  standpoint. 


Merchants  would  be  justified  in 
refusing  every  request  of  this 
kind  that  comes  to  them.  If  the 
church’s  own  members  can’t  sup¬ 
port  it,  there  isn’t  room  for  it  and 
it  ought  to  combine  with  some 
other  and  retire  from  independent 
existence. 


Justice  may,  as  is  sometimes 
charged,  move  on  leaden  wings, 
but  in  the  great 

The  Trial  of  the  majority  of  cases 

Meat  Packer!.  she  has  a  way  Qf 

eventually  reach¬ 
ing  her  goal.  Take  the  criminal 
prosecution  against  the  Western 
meat  packers,  now  on  trial  in  Chi¬ 
cago.  These  men,  including  the 
Armours,  the  Swifts  and  the  Mor-. 
rises,  are  among  the  multi-million-] 
aires  of  the  land.  For  nine  years 
they  have  been  accused,  through 
one  tribunal  or  another,  of  de-^ 
stroying  competition  in  the  sale  of 
fresh  meats,  and  for  nine  years" 
they  have  prevented  a  test  of  the 
truth  of  that  charge.  Their  lasF 
preventive  ruse  has  been  sprung, i, 
however,  and  to-day  they  face , 
their  fate  in  court.  It  is  the  al¬ 
most  universal  opinion  that  if  I 
convicted  they  will  go  to  jail. 

Not  a  soul  doubts  that  the ' 
packers  have  dominated  the  mar-^ 
kets  and  by  absolutely  suppres-j 
sing  competition  have  enhanced  , 
the  price  and  made  unholy  mil-3 
lions  for  themselves.  But  whether 
the  Government  can  prove  it  re-1 
mains  to  be  seen.  A  summary  of  1 
the  Government’s  charges  is  as 
follows : — 


That  the  combination  represented 
by  the  ten  Chicago  meat  packers, 
under  indictment,  is  the  most  pow¬ 
erful  engine  for  the  suppression  of 
competition  and  the  fixing  of  prices 
ever  known  in  the  history  of  the  in¬ 
dustrial  world. 

That  the  system  is  so  ingeniously 
devised  and  so  closely  guarded  that 
the  men  in  the  lower  grades  of  em¬ 
ployment  are  made  to  believe  that 
the  corporations  in  the  combination 
are  actual  competitors. 

That  the  indicted  packers  or  their 
predecessors  have  dominated  the 
meat  industry  of  the  country  and 
fixed  prices  since  1880. 

That  the  real  purpose  and  design 
of  the  National  Packing  Co.,  which 
was  organized  by  members  of  the 
combination  March  18,  1903.  is  to 
continue  the  work  “accomplished  by 
the  old  pool,”  which  was  abandoned 
when  the  Government  got  too  sus¬ 
picious  about  it. 

That  the  key  to  the  system  is  the 
uniform  method  used  by  the  mem- 
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jers  in  figuring  the  test  cost  of 
;he  product. 

That  this  test  cost,  arrived  at  by 
ldding  the  killing  charges  to  the 
mce  of  cattle  on  the  hoof  and  de¬ 
luding  allowances  for  hide  and  fat, 
s  in  excess  of  the  real  cost  and 
jives  the  packers  a  larger  margin 
>f  profit  than  their  own  figures  in- 
Ucate.  . 

That  the  country  was  divided  un- 
ier  the  old  pooling  system  into  dif¬ 
ferent  divisions  and  each  member 
of  the  pool  allotted  a  certain  per- 
:entage  of  the  business,  and  that  ia 
similar  system  is  still  in  existence. 

That  formerly  the  representatives 
of  the  combination  met  every  Tues¬ 
day  in  the  office  of  a  Chicago  law¬ 
yer  and  fixed  the  prices  of  meat. 

That  since  the  organization  of 
the  National  Packing  Co.  the  direc¬ 
tors  of  that  organization  held  meet¬ 
ings  at  which  the  price  of  the  prod¬ 
uct  is  fixed. 

That  a  specially  devised  code  of 
trade  terms  was  used  at  these 
meetings  where  prices  were  made. 

An  interesting  feature  of  this 
ial  is  that  the  jury  which  is  to 
icide  the  packer’s  fate  is  cont¬ 
used  of  men  who  all  eat  meat 
id  who,  if  the  charge  is  true, 
ive  all  been  personal  sufferers. 

:  may  seem  a  little  unfair  to  try 
le  case  before  such  a  jury,  but 
dvv  can  it  be  avoided?  The  prod- 
ct  of  these  packers  is  of  uni- 
ersal  consumption,  and  if  they 
ave  sinned  at  all,  they  have 
nned  against  every  man,  woman 
nd  child  in  the  United  States. 


EX-PRESIDENT  BISCHOFF 

(Continued  from  page  6.) 

Another  item  which  helps  to 
make  higher  prices  is  the  cost  of 
labor.  Of  course  we  are  all  glad 
to  see  the  laborer  get  well  paid 
for  his  work,  and  nobody  grudges 
him  his  wages,  but  just  the  same 
it  enters  into  everything  we  eat, 
drink  or  use  in  our  households, 
for  it  all  passes  through  the  hands 
of  the  workingman. 

Also  must  we  consider  that 
money  is  cheaper  than  it  was 
thirty  or  forty  years  ago,  and  a 
dollar  will  not  buy  as  much  now 
as  it  did  then. 

The  one  cause,  however,  which 
has  more  to  do  with  the  high  cost 
of  living  than  any  other  is  the 
way  people  live — the  state  and 
manner  in  which  they  live.  If 
they  were  satisfied  to  live  the 
same  way  as  they  lived  thirty 
years  ago  they  could  live  just  as 
cheap,  but  what  were  considered 
luxuries  then  have  beome  necessi¬ 
ties  now. 

It  is  not  so  much  any  single 
cause,  or  any  one  particular  rea¬ 
son,  however,  that  makes  the  cost 
of  living  high,  but  rather  a  com¬ 
bination  or  aggregation  of  causes, 


and  it  is  not  so  much  the  actual 
necessities,  but  the  luxuries  of 
life  which  make  it  so. 

People  live  better  than  they 
used  to  some  years  ago,  and  what 
were  considered  luxuries  then 
have  become  necessities  now. 
Take  the  item  of  rent.  From  the 
modest  sum  of  $12,  $15  to  $25  per 
month  for  a  floor  or  flat  in  former 
years,  to  the  almost  incredible 
amount  of  $1,200,  $1,500  and 

$2,000  a  year  in  some  of  the  swell 
apartments  in  uptown  New  York. 

Take  clothes  and  dresses  for 
both  women  and  men,  they  dress 
better,  or  at  least  more  expen¬ 
sively  than  formerly.  Silk  stock¬ 
ings  for  men,  finer  shoes,  finer 
shirts  and  underwear  and  more 
tailor-made  clothes.  Silk  stock¬ 
ings,  pretty  coats  and  dresses  fox- 
ordinary  people;  very  expensive 
laces  and  gowns  costing  thou¬ 
sands  of  dollars  for  millionaires’ 
wives,  not  counting  diamonds  and 
jewelry  to  the  tune  of  hundreds  of 
thousands. 

And  then  the  hats.  The  wives 
of  us  older  fellows  and  the  moth¬ 
ers  of  us  younger  ones,  no  doubt 
bought  many  a  one  at  from  $3  to 
$5  and  thought  it  was  fine,  where¬ 


as  many  girls,  and  not  only  mil- 
ionaires’  daughters  either,  spend 
from  $25  to  $50  for  one,  although 
they  can  still  buy  one  for  $5  if 
they  desired. 

Then  take  our  line  of  goods. 
In  former  years  people  were  satis¬ 
fied  with  eating  turnips,  carrots, 
onions,  squash  and  celery  up  to 
about  New  Year’s,  occasionally  a 
little  spinach  in  the  winter  time. 
Now  they  want  lettuce,  celery,  to¬ 
matoes,  cucumbers,  green  beans, 
radishes,  etc.,  all  year  around, 
also  tropical  or  hothouse  fruits  as 
well  as  domestic  fruits  in  the  mid¬ 
dle  of  winter  or  early  spring. 

Also  the  people  of  to-day  spend 
a  great  deal  of  money  for  ready 
cooked  or  prepared  foo  ls.  Take 
for  instance,  soups  in  cans  or 
baked  beans  in  cans.  Where  a 
housewife  pays  about  30  cents  for 
a  quart  can  of  soup,  while  if  she 
would  buy  that  much  worth  of 
soup  meat  and  bones,  together 
with  a  few  scraps  she  might  have 
around  the  house  she  could  make 
a  gallon  or  two  of  soup.  The 
same  way  with  baked  beans  and 
a  number  of  other  articles,  but  of 
course  they  save  time  and 
trouble. 


QuicK  Sales 


Good  Profit — 

POSTUM 

It  is  not  advertising-  alone  that  has  put  POSTUM  where  it  is  to-day — the  vast  benefit  it  has 
done  thousands— yes,  millions— is  the  real  secret  of  Postum’ s  steady  sale  in  every  part  of  the  world. 

The  people  buy  Postum  because  they  like  and  need  it,  and  it  pays  the 
retailer  to  supply  that  want— pays  him  well. 

"There’s  a  Reason” 

POSTUM  CEREAL  COMPANY,  Limited,  Battle  Creek,  Michigan 
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Another  item  which  adds  large¬ 
ly  to  the  cost  of  living  is  the  item 
of  amusement. 

How  much  money  is  there 
spent  for  amusement? 

What  makes  me  sore  is,  that 
the  articles  in  the  press  dealing 
•with  this  subject  are  usually 
headed  “high  cost  of  living,”  but 
when  you  read  them  they  seem  to 
deal  only  with  that  part  of  living 
which  consists  of  eating  and 
drinking,  and  those  articles  pur¬ 
chased  from  the  grocer,  butcher 
and  baker  (more  to  the  grocer) 
as  if  they  were,  or  made  up  the 
whole  living,  when  in  fact  it  is 
only  a  part,  and  a  small  part  at 
that,  of  the  whole;  and  never 
mention  all  the  other  numerous 
things  that  are  necessary  for  a 
living. 

Why  so  much  hunting,  looking 
and  searching  for  a  cause  when  it 
is  so  near  at  hand.  I  can  name  it 
in  one  short  sentence  of  three 
words:  “People  live  better,”  and 
to  live  well  costs  more  than  to 
live  poorly.  It  is  not  so  much  the 
necessities  of  life  as  it  is  the  lux¬ 
uries  that  makes  living  higher. 

We  often  hear  the  expression 
“everything  is  going  up  except 
wages.”  This  is  not  true,  for 
wages  certainly  have  gone  up. 
Take  our  clerks,  for  instance,  we 
must  pay  them  now  double  what 
we  used  to.  When  I  first  entered 
the  business  I  got  $5  a  month  and 
my  board,  some  even  less,  and  the 
grocer  could  always  get  German 
boys  at  from  $12,  $15  to  $18  amonth 
and  board,  now  many  of  us  pay 
from  $15  to  $20,  or  even  more, 
a  week  (without  board),  but  of 
course  a  more  efficient  help  is  de¬ 
manded,  and  while  the  former 
were  boys,  the  latter  are  men. 

Why  should  the  papers  rail  and 
cry  at  the  poor  little  grocer  and 
point  at  us  as  the  thief  when  there 
is  so  much  bigger  game  to  shoot 
at.  Our  profits  are  surely  not  too 
large.  Most  any  one  of  us  will 
sell  a  lady  a  barrel  of  potatoes  at 
a  profit  of  25  cents.  For  that  he 
carts  it  from  the  market  or  carries 
it  from  his  cellar  into  his  wagon, 
drives  it  to  her  house  and  again 
carries  it  into  her  cellar  and  in 
some  instances  gives  her  a  barrel 
to  put  them  into,  while  many 
times  she  gives  an  express  driver 
25  cents  to  carry  a  trunk  upstairs 
for  her. 

Advertising  is  a  big  item  in  the 
cost  of  goods. 

I  have  been  told  of  one  little 


article  which  sells  for  $5  and  the 
manufacturer  pays  one-half  of 
this  for  advertising,  or  rather  the 
people  who  buy  this  article  pay 
$2.50  for  the  thing  itself  and  $2.50 
for  advertising,  an  increase  of  100 
per  cent,  of  the  cost  of  same,  by 
reason  of  it  being  advertised. 

How  much  would  you  give  for 
what  is  spent  for  advertising  by 
such  firms  as  the  H.  J.  Heinz  Co., 
Royal  Baking  Powder  Co., 
Quaker  Oats  Co.,  Shredded 
Wheat  Co.,  Walter  Baker  Co., 
and  all  the  other  chocolate  and 
cocoa  manufacturers,  automobile 
concerns,  whisky  people  and  our 
large  department  stores  and  the 
thousands  of  others  that  use  the 
press  to  advertise  their  goods? 

Plere,  by  the  way,  is  a  clue  for 
our  Government  which  has  talked 
a  good  deal  of  probing  into  the 
cause  of  the  high  cost  of  goods. 
Let  the  committees  look  into  this 
matter  of  advertising  and  I  be¬ 
lieve  that  they  will  find  that  the 
difference  between  the  cost  of 
manufacture  and  retail  price  is 
largely  due  to  the  cost  of  adver¬ 
tising,  and  oftentimes  this  ex¬ 
pense  is  larger  than  our  profit  on 
such  goods  as  oatmeal,  baking 
powders,  Heinz  pickles,  cocoa  and 
well  known  brands  of  whiskies, 
etc. 

A  word  as  to  Mrs.  Bangs  (or 
Banks)  who  in  a  recent  issue  of  a 
New  York  paper  claims  she  has 
bought  apples  for  $1.25  per  barrel 
and  cauliflower  at  2)^  cents  a 
piece.  If  Mrs.  Bangs  is  after 
cheap  prices  she  need  hardly  go 
to  Wallabout  market,  she  can  get 
them  in  Columbia  street,  Myrtle 
avenue,  Smith  street  and  Fifth 
avenue,  in  grocery  stores  or  vege¬ 
table  stands,  or  the  peddlers  in 
the  streets.  She  can  also  buy  so- 
called  best,  or  finest  butter  for  30 
cents  a  pound,  and  so-called' 
fresh-laid  eggs  fifteen  for  25  cents, 
and  some  canned  goods  for  7  or 
8  cents  per  can,  at  these  same 
places,  but  they  are  of  a  quality 
that  grocers  with  a  better  class  of 
trade  cannot  sell,  because  people 
who  think  something  of  their  pal¬ 
ates  and  stomachs  will  not  buy 
them  or  eat  them. 

Then  again  let  Mrs.  Bangs  place 
herself  in  the  position  of  the 
farmer  who  raised  these  apples 
and  cauliflowers,  who  spent  his 
time  and  labor  ploughing,  plant¬ 
ing,  harvesting,  buying  and  pay¬ 
ing  for  the  barrel,  paying  freight 
and  commission  and  then  getting 


about  25  to  50  cents  for  his 
trouble. 

I  wonder  if  she  would  think  it 
was  paying  her? 

Conditions  will  sometimes  arise 
when  things  will  sell  for  almost 
nothing  on  the  docks  owing  to 
late  arrival  or  a  glut  in  the  mar¬ 
ket. 

Last  summer,  for  instance, 
some  commission  man  went  over 
to  New  York  and  bought  100 
half-barrel  baskets  of  string  beans 
for  $5.  Five  cents  a  basket. 
They  surely  cost  the  shipper  at 
least  $1  or  more  per  basket  and 
the  rest  he  had  to  lose. 

These  are  abnormal  conditions, 
however,  and  don’t  last  but  a  day. 

I  saw  by  other  papers  that  a 
committee  is  to  try  to  find  out 
where  it  comes  in  that  there  is 
such  a  difference  between  the 
price  the  farmer  gets  and  the  con¬ 
sumer  pays  for  fruit  and  vege¬ 
tables. 

In  some  cases  there  is  and  in 
some  there  is  not. 

My  farmer  tells  me  he  has  been 
getting  60  cents  per  dozen  for 
eggs  right  on  his  place  for  over  a 
month  back. 

Potatoes  are  selling  now  on  the 
island  for  $1.25  per  bushel,  3  to  a 
barrel,  makes  $3.75  per  barrel 
right  at  home. 

Compare  this  with  the  prices 
the  grocers  ask  in  the  city  and 
the  difference  is  not  so  great 
when  you  figure  loading,  freight, 
the  dealers’  profit  and  the  gro¬ 
cers’  profit. 

As  to  the  produce  that  passes 
through  the  markets,  we  must  re¬ 
member  that  the  people  who  have 
stands  there  must  pay,  some  of 
them,  $100,  $200  and  $300  rent  a 
month ;  must  pay  their  drivers 
about  $20,  their  salesmen  $25, 
their  buyers  still  more  a  week, 
must  have  horses  and  trucks  or 
autos  and  support  themselves  and 
families;  and,  of  course,  all  this 
must  be  added  to  the  cost  of  the 
goods. 

To  illustrate  this,  let  us  suppose 
a  lady  wants  a  barrel  of  earth,  of 
dirt,  which,  of  course,  is  dirt 
cheap — cost  nothing.  But  then 
she  would  have  to  buy  a  barrel 
for  20  or  25  cents.  She  would 
have  to  give  the  man  who  fills  it 
for  her  10  or  15  cents.  She  would 
have  to  give  10  or  15  cents  to  have 
it  taken  to  the  depot  for  her,  pay 
30  to  35  cents  freight,  pay  the  ex¬ 
press  company  50  cents  to  bring 
it  to  her  house  and  again  pay  a 


man  10  or  15  cents  to  take  it  into 
the  back  yard.  So  that  the  bar¬ 
rel  of  dirt  costs  her  about  $1.50  at 
her  house.  This  is  one  of  the  dis-i 
advantages  of  living  in  a  large 
city. 

Probably  not  all  marketmen,  | 
and  possibly  not  all  grocers,  are 
free  from  all  sin,  but  I  believe  the 
great  majority  of  them  are  hon¬ 
est  men  and  do  not  ask  or  get 
more  than  a  legitimate  profit  on 
their  goods — many  of  them  a 
mere  living  and  no  more. 

To  find  the  offender  we  must 
again  look  for  the  a  little  higher 
up.  It  is  the  large  dealer  and 
speculator  that  sometimes  makes 
a  fortune  in  one  season. 

I  have  been  told  that  some 
men  made  $40,000  to  $50,000  on 
apples  last  year  by  buying  up  all 
they  could  get  and  putting  them 
in  storage. 

This  year  it’s  celery.  One  man 
is  reported  to  have  made  $30,000 
by  buying  all  celery  in  sight. 

Bernhard  Bischoff. 

Brooklyn,  N.  Y., 

December  21,  1911. 


How  the  Breakfast  Foods  Stood  in  a 
Small  Country  Town  Test. 

The  New  York  agent  of  a  large- 
cereal  concern  recently  tested  the 
question  of  the  relative  sale  of 
patent  breakfast  foods  as  distinct 
from  rolled  oats,  by  having  his 
salesmen  make  a  house-to-house 
canvass  in  several  typical  small 
country  towns  in  Connecticut  and 
New  Jersey,  not  letting  the  house¬ 
wife  know  his  purpose  or  identity, 
but  merely  asking  what  breakfast 
cereal  the  family  used.  It  turned 
out  that  of  475  families  canvassed 
369  still  use  oatmeal  of  one  kind 
or  another,  hominy  two  and  rice 
one.  Of  the  patent  branded 
breakfast  foods  the  showing  was 
as  follows:  Kellogg’s  Toasted 
Corn  Flakes,  186;  Cream  of 
Wheat,  133;  Shredded  Wheat, 
1 12;  Farina,  50;  Post  Toasties, 
39;  Wheatena,  37;  Puffed  Rice, 
34;  Force,  26;  Grape  Nuts,  21; 
Puffed  Wheat,  7;  Maple-Flake,  5; 
Malt  Breakfast,  4;  Washington 
Crisps,  E.  C.  Corn  Flakes,  Rice 
Flakes  and  Pettijohn,  3  each; 
Ralston's,  2;  Educator  Food,  Zest 
and  Apitezo,  1  each. 


New  Bermuda  white  potatoes 
are  in  good  demand  at  $5  to  $5.50 
for  No.  2s  and  $7  to  $8  for  No. 
is.  There  are  no  Florida  potatoes 
as  yet. 
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igh  Living  Cost  in  Limelight  Again.  Women  Form  Another 
Scheme  to  Buy  Co-operatively.  More  Food  Cases  Against 
Small  Grocers.  Market  Summary. 


>ecial  Correspondence  of  “Grocery  World  and 
General  Merchant.” 

New  York,  December  21,  1911. 

All  the  papers  are  again  giving 
leir  attention  to  the  question  of 
le  high  prices  of  meats  and  gro- 
eries.  The  dailies  have  long 
tories  comparing  the  prices  now 
nd  at  other  periods,  a  month  ago 
nd  a  year  ago,  with  comments, 
laturally,  the  writers  endeavor  to 
lake  their  stories  interesting  to  the 
;eneral  reader,  and  there  is  no 
asier  way  of  doing  so  than  to 
harge  that  some  class  of  dealers, 
wholesale  or  retail,  are  making  ex- 
-rbitant  profits,  or  that  high  prices 
ire  the  result  of  a  corner. 

The  figures  and  the  facts  are 
lOmetimes  put  together  quite  loose- 
y  and  many  readers  get  incorrect 
mpressions  about  the  grocery  busi- 
less  in  general. 

One  of  the  papers  has  been  after 
:he  retail  markets,  and  charges  that 
vhile  the  wholesale  price  of  meats, 
md  of  pork  in  particular,  has  gone 
lown,  the  marketmen  have  not  low¬ 
ered  their  prices  at  all  in  propor¬ 
tion. 

Aside  from  the  meat  products, 
the  most  attention  is,  of  course, 
given  to  butter,  eggs  and  milk. 
Eggs  are  unusualy  high  and  butter 
has  been  getting  up  to  top  figures. 
One  of  the  claims  made  by  whole¬ 
sale  dealers  is  that  the  new  restric¬ 
tions  on  the  storage  business  and 
the  threats  of  further  regulation, 
resulted  in  a  great  reduction  in  the 
quantity  of  butter  and  eggs  put  in 
storage  this  year,  and  this  is  one 
of  the  causes  of  the  present  high 
prices.  In  addition,  there  are  said 
to  be  natural  causes  connected 
with  weather  conditions  last  sum¬ 
mer.  It  is  predicted  that  if  the 
new  year  should  start  with  stormy 
weather,  then  even  higher  prices 
are  coming  for  the  two  staples. 

In  the  wholesale  market  some  of 
the  brokers  are  predicting  50-cent 
butter  at  retail  before  the  winter 
is  over.  The  best  grades  have  been 
selling  at  40  to  45  cents,  and  in 
some  of  the  stores  having  an  ex¬ 
clusive  trade,  more  is  now  obtained 
for  especially  fancy  grades. 

There  is  also  talk  of  the  milk 
companies  putting  up  the  prices  to 


a  uniform  rate  of  10  cents  a  quart. 
At  present  most  of  the  companies 
are  charging  9  cents,  and  one  big 
company  now  has  a  10-cent  rate. 

Some  companies  have  been  cut¬ 
ting  the  rate  to  8  cents  and  selling 
milk  that  has  not  been  pasteurized, 
but  has  been  bottled  at  the  farms  in 
this  and  nearby  States. 

How  the  milk  companies  can  get 
to  a  uniform  price  in  view  of  the 
prosecution  recently  started  against 
the  so-called  Milk  Trust,  it  is  not 
easy  to  understand. 

These  and  other  developments 
give  the  dailies  plenty  of  mater¬ 
ial.  The  retail  grocer  hears  many 
questions  from  customers  who 
think  that  they  are  being  charged 
too  much.  Of  course,  the  retailer 
has  to  "put  it  up”  to  the  whole¬ 
salers  and  trust  that  the  customer 
will  believe  him. 


*  *  * 

Almost  every  week  brings  to  the 
front  some  movement  among  the 
women  for  combating  high  prices 
and  the  frauds  on  the  part  of  dis¬ 
honest  dealers.  This  week  it  is 
the  Housewives’  League,  organized 
at  the  home  of  Mrs.  Julian  Heath, 

6  West  Ninety-first  street,  who  has 
been  elected  the  president. 

This  league  is  to  oppose  exces¬ 
sive  prices,  dishonest  weights  and 
measures  and  unsanitary  conditions 
of  food  and  of  stores.  It  is  to 
work  by  means  of  neighborhood 
branches,  at  which  members  are  to 
meet  from  time  to  time  and  ex¬ 
change  their  views  and  experiences 
in  the  different  stores. 

It  is  not  the  intention  to  com¬ 
plain  regularly  to  the  authorities  of 
any  violation  of  the  laws  that  may 
be  observed,  but  this  will  be  done 
sometimes.  As  a  rule,  however,  it 
is  supposed  that  the  neighborly 
talks,  at  which  the  members  will 
tell  of  the  prices  they  pay,  the 
conditions  and  facilities  of  the 
stores,  etc.,  will  suffice  to  bring 
about  such  desired  improvements. 

As  an  instance,  the  housewives  in 
a  neighborhood,  at  their  meeting, 
will  each  tell  what  they  pay  for 
eggs  and  if  one  of  the  grocers  is 
selling  fine  eggs  lower  than  any¬ 
body  else,  it  will  thus  become  known 
all  through  that  part  of  the  city, 


and  he  wil  get  a  lot  of  new  trade, 
unless  the  other  grocers  meet  his 
figures. 

To  an  outsider  this  seems  to  be 
an  effort  to  make  use  of  the  gos¬ 
siping  of  which  women  are  said 
to  be  so  fond,  in  order  to  serve  a 
useful  purpose,  or  what  is  expected 
to  prove  useful.  It  will  be  ad¬ 
mitted  by  all  that  this  would  surely 
be  a  most  effective  weapon  in  some 
ways.  What  grocer  would  like  to 
have  his  store,  his  personality,  his 
methods  and  his  prices  dissected  at 
a  women’s  meeting?  Suppose  that 
he  has  an  enemy  who  wants  to  in¬ 
jure  him  by  talking  against  him 
at  such  a  conference!  The  mere 
idea  would  cause  a  shiver  to  run 
down  the  spine  of  the  busy  grocer 
as  he  recalls  what  a  sharp  tongue 
can  sometimes  do  in  hurting  busi¬ 
ness. 

*  *  * 

Several  of  the  small  grocers 
were  in  the  group  of  dealers 
brought  Monday  before  the  court 
of  Special  Sessions  for  selling  bad 
eggs,  adulterated  milk  and  similar 
products.  Most  of  the  cases  were 
against  bakers  for  using  bad  eggs. 

A  fine  of  $500  was  imposed  on 
F.  E.  Rosebrock  &  Co.,  dealers  in 
bakers’  supplies,  at  Washington 
and  Duane  streets.  They  were  ac¬ 
cused  of  selling  rots  and, spots  in 
liquid  form  to  the  bakers  for  use 
in  making  cakes.  The  assistant 
corporation  counsel,  who  appeared 
for  the  prosecution,  asked  for  the 
maximum  sentence,  and  said  that 
this  was  one  of  the  worst  cases 
ever  brought  before  the  court. 

The  same  firm  was  fined  $250  a 
year  ago,  when  the  authorities  ex¬ 
posed  the  rotten  egg  business  and 
claimed  that  they  had  broken  it  up. 
The  present  case  and  other  similar 
actions  of  late  seem  to  indicate 
that  the  business  is  sometimes  kept 
up  after  the  fines  are  paid. 

*  *  * 

The  American  Sugar  Refining 
I  Co.  has  a  plan  under  consideration 
for  giving  pensions  to  aged  and 
disabled  employees.  The  pensions 
are  not  to  exceed  $100  a  month 
and  the  minimum  will  be  $12  a 
month.  The  plan  is  to  be  sub¬ 
mitted  to  the  stockholders  for  ap¬ 
proval. 

a|e  5|c  j|c 

Among  the  exhibitors  at  the  suc¬ 
cessful  Pure  Food  Show  which  the 
Queens  Borough  Retail  Grocers’ 
Association  has  been  holding,  are 
|  Borden’s  Condensed  Milk  Co.,  the 
Heinz  Co.,  the  C.  F.  Mueller  Co., 

(Continued  on  page  17.) 


Increase  Your  Sales  of 

BAKER’S 
Cocoa  and 
Chocolate 

ANY  GROCER  who 
handles  our  prepa¬ 
rations  can  have  a 
beautifully  illustra¬ 
ted  booklet  of  choc¬ 
olate  and  cocoa 
recipes  sent  with 
his  compliments  to 
his  customers  en¬ 
tirely  free  of  charge. 


Registered. 
U.  3.  Fat.  Oft. 


Ask  our  salesman 
or  write 


Walter  Baker  &  Co.  Ltd. 

DORCHESTER,  MASS. 


PATENTS 

and  Trade-marks  procured  promptly  and 
properly  in  all  countries. 

Davis  &  Davis.  Washlncton.  D.  C. 


That  trad 

Cresc 
Crystal 


f  OK  CASES  OF  STOM 


Unlike  other  f 

FARWELL 


pacJugt 


AND  DESSERT 
FOODS 

a  Liver  T nonius 

*11. 

igmple,  write 

WATERTOWN,  N.  V,  U.  S.  A. 


MAPLEINE 

"The  Flavor de  Luxe” 

Fulfils  All  Pledges 
of  Quality 

Delicious  Flavor 

AND 

Maintained  Selling 
Price 

Order  from  your  jobber  or 

Frank  A.  Smith  Company 
105  South  Front  Straot 
Philadelphia,  Pa. 

Crweant  Mfg.  Co. 
SEATTLE,  WASH. 


TJJLL  YOUR  CUSTOMERS  THAT 

RAE’S 

Lucca  Olive  Oil 

U  the  product  of  perfectly  sound,  ripe, 
freshly  picked,  freshly  crushed  and 
pressed  olive*,  grown  In  Tuscany,  Italy, 
the  one  place  in  the  world  where  the 
olive  reaches  perfection.  You  will  not 
only  please  them  but  you  will  build  up 
a  splendid  trade  on  Lucca  Oil  at  a  good 
profit.  Prices  In  Prices  Current. 

H.  Kellogg  &  Sons 

Philadelphia 


MANY  GROCERS 

Find  it  pays  them  to  read  the 
“good  stuff”  in 

The  Advertising  World 

Columbus,  Ohio 

|  guigli  fraa,  *r  l.nr  asntks'  trial  far  IS  cats 
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Greenfield,  Mass.,  Dec.  14,  1911. 
Editor  “Science  of  Advertising.” 

Dear  Sir : — I  inclose  a  couple  of 
circulars  for  your  criticism. 

I  am  generally  pretty  successful 
with  them  in  securing  direct  and 
pleasing  results.  Sometimes  I  fall 
flat.  Wherein  do  I  fail? 

Yours  truly, 

Chas.  A.  Gay. 

Mr.  Gay  sends  two  circulars, 
both  well  printed  in  black  on  good 
white  paper.  One  measures  about 


This  could  be  improved  typo¬ 
graphically,  though  I’m  not  pre¬ 
pared  to  contend  that  these 
changes  would  importantly  affect 
the  getting  of  results.  I  should 
have  put  the  name  and  address  at 
the  bottom,  and  made  a  regular 
heading.  The  object  of  a  heading 
is  to  attract  attention  to  the  ad¬ 
vertisement — will  the  name  and 
address  of  the  store  do  that  as 


have  been  a  suggestive  heading, 
utilizing  a  thought  brought  out  in 
the  introduction. 

*  *  * 

The  general  appearance  of  this 
circular  is  pretty  good.  Perhaps 
the  boldface  is  a  little  too  big  and 
black,  but  as  the  typography  is 
clean  this  does  not  materially 
smut  up  the  appearance.  The  cir¬ 
cular  would  have  a  cleaner  look  if 
smaller  type  was  used,  but  as  I 
have  already  said,  I’m  not  pre¬ 
pared  to  claim  that  this  affected 
the  business-getting  features  of 
the  advertisement.  I  see  not  the 
smallest  reason  why  this  circular 
shouldn’t  have  produced  results, 
if  it  was  circulated  to  -the  right 
people.  The  matter  is  well  writ¬ 
ten.  It  is  possible,  however,  to 
brighten  the  whole  circular  by 
using  headlines  instead  of  the 
names  of  the  articles  for  the  small 
paragraphs.  For  instance,  instead 
of  “Salt  Pork,”  use  “Pork  You’ll 
Like.”  If  the  circular  had  a  main 
headline  with  some  snap  in  it,  in¬ 
stead  of  name  and  address,  and 
each  paragraph  had  its  own  sug¬ 
gestive  head,  the  circular  would 
look  much  more  interesting,  and 
would  stand  to  get  more  business. 
Mr.  Gay  says  sometimes  he  gets 
results,  and  sometimes  he  doesn’t 
— where  is  he  at  fault?  I  can’t 
tell.  Nobody  can  tell.  Getting 
results  from  advertising  is  an  ex¬ 
tremely  uncertain  business.  Even 
those  who  have  been  in  the  busi¬ 
ness  for  years  confess  themselves 
largely  in  doubt  as  to  why  some 
advertisements  pull  and  others 
don't.  It  is  easy  to  theorize  about 
it,  but  just  where  the  spot  is  that 
made  the  advertisement  an  appar¬ 
ent  failure  is  an  eternal  mystery. 
The  kind  of  advertising  Mr.  Gay 
is  doing  ought  to  bring  returns, 
and  as  a  rule  it  will,  I  feel  sure.  I 
say  this  with  some  reservations, 
however,  for  to  get  results  adver¬ 
tising  must  be  adapted  to  the 
people  it  is  aimed  at,  and  must 


DAVENPORT 

BLOCK 


CHAS.  A.  CAY 


MILES  STREET 
GREENFIELD 


Specials  for  Greenfield  Fair  Week 

Prices  on  Pure,  High  Quality  Groceries  that  will  save  you  money  enough  have  a  royal 
good  time  at  the  fair. 

It  wiH  pay  you  to  buy  liberally  of  them.^  Prices  good  for  one  week  only,  commencing, 
Monday,  September  18,  1911. 

Orders  of  $3.00  or  over  delivered  free  in  Turners  Falls  and  Montague  City. 


Squire’s  Smoked  Shoulders 

Leau  lender  and  sweet.  Weigh  from  4  to  9  lbs. 
Plenty  of  small  ones.  Two  cents  less  gM  gM 
than  a  year  ago.  Buy  plenty,  they  will  H  II 
keep.  Special  per  pouud 

Sweet  Potato  Special 

Large,  sound,  yellow  potatoes, 

Dry  cookers.  The  choicest  quality  ■■  H 
Special  for  Fair  week,  10  pound* 

Squire’s  Pure  Lard 

You  are  just  nestliog  up  to  the  finest  quality  when  you 
buy  Squire's  lard.  Nothing  better  1 

•  even  at  18c  a  pound,  the  regular  price  |  JL 

Special  this  week  only,  10  pounds 

Creamery  Butter 

Sweet  fresh  made  butler  from  ,  . 

Vermont.  Come  and  test  it. 

Quality  til  for  any  table.  Per  lb. 

Gold  Medal  Flour 

A  popular  flour.  The  price  ie  very  low  for  the  present 
market  It  is  time  to  buy.  Special  dt 
for  'this  week  Wednesday  aud  y 

Thursday  only.  .Per  barrel 

Peter’s  Famous  Cocoa 

Everybody  says  it  far  excels  in  deliciousness  and  flavor 
any  cocoa  at  25c  a  half  pound  caD.  gM 

It  is  genuine  Peter’s  cocoa.  Special  ■ 
full  pound  25c,  half  pound  | 

17  Pounds  Sugar  $1.00  To  puchasersof  a  barrel  of  Challenge  flour  during  this  week  only. 


Yellow  Eye  Beans 

Clean,  tender  cooking  beans  of 
the  highest  quality.  Regular  price 
12operqt.  Special  price  *"f  * 

10c  qt.,  pk.  §  \/C 

Peanut  Butter 

Extra  quality,  fresh  aod  moist. 
Elsewhere  18c  pound,  fy  #■» 
special  15c  lb.  2  lbs.  mDC 

Challenge  Flour 

Good  rich  flour.  Makes  better  bread 

than  other  flours.  Costs  more  than 
other  flour®  but  is  cheap  at  this 
price 

$7.00  bbl. 

Fancy  Rice 

Finest  quality  grown  large  whole 
kernels,  white  and  clean  A  g 

4  pounds  <wDC 

A- 

Cottolene  Low 

No  4  pail,  medium  site,  53c 

No  10  pail,  large  sire,  $1.29 

New  Raisins 

Large  newly  seeded  raisins,  cost  do 
more  than  the  old  ones  ^  £» 

2  paokages  ZrDC 

Fancy  Bacon 

Squire’s  extra  quality,  liberally 
streaked  with  lean.  1 

This  week  only,  pound  X  /  2  V* 

Success  Coffee 

Rich  and  savory  equal 

any  38c  coffee.  Pound  m/C 

Parlor  Brooms 

Bamboo  bandies,  good  corn  stock 
regular  6O0  broom,  ^ 
special  this  week  .  ^  DC 

Sage  Cheese 

Come  in  and  try  it.  Unlike  any 
cheese  sold  around  here  /y  sy 
per  pound  dMMW 

Salt  Pork 

Handsome  quality, thick  firm  pieces, 
regular  18c  kind,  all  this  -|  ^  _ 
week,  pound  X 

Vanilla  Extract 

Strong  pure  Vanilla  in  large  60 
cent  bottles  during  this  fy 

week  j3C 

Lenox  Soap 

Box  of  100  bars  this  week  only  at  a 
price  you  will  not  get  1 

again.  Box  A  ^ 

Compound  Lard 

Clean  wholesome  lard  sub-  Q  *7 
stitute  special  priw,10  lba  /  /  C 

7  x  12,  and  the  other  about  8  x  13. 
I  reproduce  the  larger  one  con¬ 
siderably  reduced. 


well  as  some  strong  and  snappy 
line?  “How  to  Make  Your  Fair 
Money  Without  Work”  would 


exploit  goods  in  which  they  could 
reasonably  expect  to  be  inter¬ 
ested.  Furthermore,  it  must  be 
circulated  properly. 

Note. — This  Department  is  de¬ 
voted  to  the  criticism  of  advertis¬ 
ing  matter  sent  in,  to  the  devising 
of  new  advertising  ideas  for 
special  occasions,  upon  request, 
and  to  the  suggesting  of  original 
advertisements  when  data  is  sup¬ 
plied.  All  communications  sent 
in  for  this  Department  should  be 
addressed  to  the  Editor  of  Science 
of  Advertising.  They  will  be 
filed  in  their  order  and  taken  up 
in  strict  rotation. 


Why  Prunes  Are  High  in  Face 
of  Very  Large  Crop. 

Crop  175,000,000  Pounds  as  Against 
75,000,000  Pounds  in  1910,  But  Sur¬ 
plus  Has  Gone  Abroad  to  Make  Up 
Foreign  Crop  Shortage. 

There  has  been  considerable 
speculation  in  the  trade  as  to  why 
the  prune  market  should  be  so 
high  in  the  face  of  a  crop  more 
than  twice  as  large  as  last  year. 
The  reason  is  the  very  short  crop 
abroad,  which  has  absorbed  a 
great  deal  of  the  California  pro¬ 
duction. 

The  prune  crop  last  year  was 
not  much  over  75,000,000  pounds, 
and  prices,  as  readers  hereof 
know,  soared  higher  than  ever  be¬ 
fore.  This  year’s  crop  is  about 
175,000,000  pounds,  and  had  the 
foreign  crop  been  normal,  prices 
in  this  country  would  have  been 
low.  A  number  of  operators  who 
expected  prices  to  be  low  anyhow, 
have,  with  their  customers,  been 
badly  caught  by  holding  off  until 
the  market  had  considerably  ad¬ 
vanced. 

This  year’s  prune  crop  in  Eu¬ 
rope  was  a  failure,  and  almost 
every  foreign  country  that  con¬ 
sumes  prunes  has  made  demands 
for  the  California  products.  The 
shipments  of  California  prunes 
abroad  during  the  last  few 
months  have  been  enormous. 
They  have  kept  the  market  in  this 
country  high  and  firm,  and  have 
not  only  prevented  the  accumula¬ 
tion  of  any  surplus  in  California 
or  in  second  hands,  but  have  cre¬ 
ated  an  actual  scarcity. 

The  prices  for  prunes  on  the 
coast,  in  a  large  way,  have  ruled 
around  a  7  to  8  cent  basis,  which 
is  much  below  the  price  reached 
last  year,  though  considerably 
above  what  it  would  have  been 
had  the  foreign  crop  been  good. 
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Selling  Talks  With  Clerks 


BT  A  MAH  WHO  HAS  BEEN  ONE 


Conducted  by  W.  E.  Swesnkt,  Manager  for  L.  Lehman  4  Co.’s 
Department  Food  Stores,  Trenton,  N.  J. 


Working  in  “P.  Ms.”— P.  Ms.  in 

lie  department  store  means  pre- 
liums  on  sales.  "W  ith  grocers 
^e  usually  style  it  commission  on 
ales.  If  your  firm  sees  fit  to  al- 
yw  you  temporarily  or  perma- 
lently  of  I  per  cent,  on  your 
ales  in  addition  to  your  salary 
rou’re  going  to  do  some  hustling. 

You’re  not  going  to  allow  the 
nan  beside  you  to  earn  $5  and 
,-ou  earn  only  $1.50. 

Both  of  you  earn  your  “P.  Ms 
m  merit. 

Yet  he  gets  $3.50  more  than 
you  get. 

If  you’re  a  wise  young  fellow 
you  won’t  console  yourself  with 
any  excuses. 

You’ll  look  the  thing  squarely 
in  the  face  and  size  up  his  tactics 
— and  go  and  do  likewise. 

Don’t  say  it’s  because  lie  is 
an  older  employee.  Don’t  say  it 
comes  from  his  longer  experience. 
These  things  are  true  because 
you  fall  to  them. 

They  don’t  count  in  the 
“office’.” 

And  the  “office”  loves  a  big 
commission  winner. 

*  *  * 

i5=Cent  Toraatoe  s. — Don’t  be 
afraid  to  talk  15-cent  tomatoes. 
They’ll  bring  you  more  business. 
Their  use  will  put  you  in  as  a 
man  that  knows  what  he’s  talking 
about. 

These  tall  3s  at  15  cents  are 
cheaper  than  the  standard  3s  at 
10  cents,  aren’t  they  ?  Still,  it 
doesn’t  do  to  talk  15-cent  toma¬ 
toes  to  everybody.  The  bargain 
woman  should  be  left  alone — till 
you  get  acquainted  with  her. 

*  *  * 

Confidential  Tea  Talk. — Don’t  go 
roughly  at  the  prospective  tea 
customer.  Be  personal.  Find  out 
her  tea  taste.  That’s  a  great 
thing  to  do.  Formosa  is  poison 
to  some  people,  yet  may  be  a 
“joy  forever”  to  another.  Assam 
to  the  Irish  is  like  baked  beans  to 
the  Bostonians.  Ceylon  to  the 
English  is  like  marmalade  to  the 
Scotch. 


Yet  you’ll  find  lots  of  old  coun¬ 
try  people  that  think  good  tea 
can’t  be  had  in  America  at  any 
price. 

What  a  chance  for  the  salesman 
that  knows  his  business. 


FLEISCHMANN'S 

COMPRESSED  YEAST 

HRS  NO  EQUAL 


*  *  * 

A  Talk  on  Corn. — To  us  here  in 
the  East,  Maine  gives  us  the  best 
corn.  It’s  more  creamy,  more 
chewable,  therefore  more  swal- 
lowable  than  that  of  other  States 
subject  to  the  receipts  of  this  mar¬ 
ket.  Big  and  all  as  New  York 
State  is,  she  can’t  boast  of  corn 
perfection. 

But,  gentlemen,  every  woman 
can’t  afford  the  same  price. 

As  a  matter  of  fact  every  one 
doesn’t  buy  corn  for  the  same 
purpose.” 

Some  buy  it  for  stewing,  some 
for  fritters,  some  for  succotash 
and  some  even  for  soup. 

Don’t  you  see  the  importance  of 
talking  to  people  and  finding  out 
their  idea  of  things? 

That’s  what  makes  the  real 
salesman.  That’s  what  qualifies 
the  man  we  referred  to  who  made 
the  big  commission. 


*  *  * 

Get  That  Broom  Straight.— You’ve 
seen  men  lift  a  broom  out  of  a 
rack  with  the  strands  all  broken — 
a  weeping  willow  affair. 

But  did  you  ever  see  a  woman 
warm  up  to  a  sick  broom  ? 

Get  it  out  of  the  way. 

Show  her  something  that  looks 
like  work. 

Take  that  working  broom  and 
stroke  it. 

Then  give  it  a  thud  and  a  swipe 
on  the  floor  where  you  stand  anc 
say,  “That’s  the  kind  of  a  broom 
that  will  clean  up  things.” 


QERALDSON’S  FIGS 

AND  OTHER 

DRIED  FRUITS  IN  CARTONS 


are  the  best  sellers  ever  offered  to  the 
grocery  trade.  Have  many  advantages 
over  other  style  packages.  Write  for 
prices,  and  try  a  trial  order. 

OERALDSON  FRUIT  CO. 

WINTERS,  CALIFORNIA 


jtfn/gz*  Bouillon  Capsules 


It's  little  sellable 
specialties  like  these 
that  fill  up  the  thin 
places  in  your  prof¬ 
its.  Make  delicious 
Beef  Bouillon,  Beef 
Tea  or  Soup.  Ten 
in  a  box,  one  to  be 
dropped  in  a  cup  of 
hot  water.  Every¬ 
body  buys  them. 


Sole  Manufacturers 

ROYAL  SPECIALTY  CO. 

92  Rea de  Sf.  NEW  YORK 


You  know,  yourself,  how 
much  cheaper  you  could  sell 
Tea  if  you  didn’t  have  to 
use  clerks.  Who  pays  the 
cost  of  your  clerks?  Isn’t  it 
added  to  your  cost  figure? 

That’s  exactly  our  case. 
We  don’t  use  salesmen,  and 
we  therefore  save  you  the 
cost  of  their  salaries.  Make 
us  prove  that  by  quoting 
you  some  prices.  Both  Tea 
and  Coffee. 


DURYEE  &  BARW1SE 


Roasters  and  Packers  Teas  and  Coffees 

89  FRONT  STREET,  NEW  YORK 


BSTRBLISHBD  1897 


New  Year 


Policy 


The  Grocery  Store  which 
does  not  pursue  a  progressive 
policy,  which  permits  equip¬ 
ment,  business  methods,  etc., 
to  stand  still,  is  sure  to  lose 
trade.  The  Grocery  Store 
that  maintains  antiquated 
methods  of  lighting  and  ad¬ 
vertising  is  certain  to  suffer 
a  falling  off  of  business. 

Why  not  start  the  new 
year  right,  by  immediately 
obtaining  estimates  for  a 
complete  Electric  service  in¬ 
stallation?  We  will  obtain 
such  estimate  for  you  with¬ 
out  charge  if  you  but  say 
the  word. 


The  Philadelphia 
Electric  Company 


TENTH  AND  CHESTNUT  STS. 


<< 


Pays  That  Kind 
of  a  Profit 


Substitutes  for  gelatine  may  be  all  right  for  a  change,  but  every¬ 
body  who  likes  gelatine  at  all  comes  back  to  it  in  the  end. 

Nothing  is  quite  like  pure,  old-fashioned  gelatine,  and  no  other 
pure,  old-fashioned  gelatine  is  quite  like  CHALMERS’. 

Sell  it,  use  it,  praise  it.  It’s  an  honest,  high-grade  product,  and 
pays  that  kind  of  a  profit. 


JAMES  CHALMERS’  SON 


H.  P.  TAYLOR,  JR..  Sales  Agent 
Richmond,  Va. 


WILLIAMSVILLE,  N.  Y. 
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In  the  last  article,  which  dis¬ 
cussed  the  legal  phases  of  a  bill 
of  lading,  I  announced  that  the 
subject  of  this  one  would  be  the 
right  of  the  seller  of  goods  which 
were  in  transit — on  their  way  to 
the  buyer — to  order  the  railroad 
company  not  to  deliver  them. 
This  is  called  the  right  of  stop¬ 
page  in  transitu,  and  is  one  of  the 
most  peculiar  doctrines  known  to 
the  law.  It  is  totally  at  variance 
with  all  fundamental  principles, 
and  is  a  subject  that  every  busi¬ 
ness  man,  large  and  small,  should 
know  something  about. 

The  right  of  stoppage  in  tran¬ 
situ  is  peculiar  for  this  reason : 
It  is  fundamental  that  when  A 
sells  goods  ,to  B,  and  delivers 
them  either  to  B  or  to  B’s  agent, 
title  passes  to  B,  the  goods  are 
his,  and  A  cannot  retake  them. 
The  right  of  stoppage  in  transitu 
admits,  when  A  sells  goods  to  B, 
and  delivers  them  to  the  railroad 
company  for  transportation  to  B, 
that  that  is  legal  delivery  to  B, 
but  it  still  gives  A  the  right  to 
seize  the  goods  again  at  any  time 
until  they  get  actually  into  B’s 
hands  or  custody. 

The  way  in  which  the  legal 
principle  often — in  fact,  almost  al¬ 
ways — arises,  will  be  seen  from  a 
reference  to  a  recent  case  that  was 
brought  to  me  for  an  opinion.  I 
have  summarized  the  facts  as  fol¬ 
lows  : — 

B  &  Co.  are  wholesale  dealers  do¬ 
ing  business  in  Philadelphia.  A  is 
a  retail  dealer  doing  business  about 
too  miles  outside  of  Philadelphia. 

C,  D  and  E  are  creditors  of  A,  and 
the  case  was  brought  to  me  by  them 
in  concert.  A  purchased  about  $800 
worth  of  merchandise  of  B  &  Co. 
and  same  was  shipped  over  the 
Pennsylvania  Railroad.  It  was 
bought  on  ordinary  commercial 
terms,  and  was  therefore  not  paid 
for  when  the  case  reached  its  crisis. 
While  the  goods  were  on  the  road 
it  developed  that  A  was  going  to 
fail.  _  Pie  called  a  meeting  of  his 
creditors  and  presented  a  statement 
of  assets  and  liabilities,  including 
among  the  assets  the  $800  worth  of 
goods  bought  from  B  &  Co.  The 


latter  at  once  exercised  the  right 
of  stoppage  in  transitu,  and  served 
notice  on  the  railroad  not  to  deliver 
the  goods,  but  to  return  them.  The 
question  involved  was — whose  goods 
were  they?  If  title  passed  to  A 
when  the  goods  were  delivered  to 
the  railroad,  and  B  &  Co.  no  longer 
had  any  right  over  them,  then  they 
were  properly  a  part  of  A’s  assets, 
and  B  &  Co.  could  simply  recover 
their  pro  rata  share.  But  if  B  & 
Co.  had  the  right  of  stoppage  in 
transitu,  in  spite  of  the  fact  that 
title  had  passed  for  ordinary  pur¬ 
poses  upon  delivery  to  the  railroad, 
then  B  &  Co.  could  seize  the  goods 
and  they  were  not  a  part  of  A’s 
assets. 

The  conclusion  was  reached 
without  hesitation  that  B  &  Co. 
had  acted  upon  their  undoubted 
right.  That  title  did  pass  to  A 
upon  delivery  to  the  railroad,  but 
in  spite  of  that  B  &  Co.  could 
seize  the  goods  while  en 
route. 

The  doctrine  rests  on  the  very 
fair  principle  that  when  the  seller 
is  unpaid,  and  is  likely  to  remain 
so,  he  has  a  better  right  to  the 
goods  than  the  insolvent  buyer. 
In  other  words,  the  seller’s  goods 
should  not  go  to  pay  the  buyer’s 
debts. 

Before  a  seller  can  seize  goods 
in  this  way,  three  facts  must  be 
present  in  the  case : — 

First. — The  goods  must  be  un¬ 
paid  for. 

Second. — They  must  be  en 
route  to  the  buyer. 

Third. — The  buyer  must  be 
insolvent. 

Let  me  discuss  these  briefly  in 
their  order. 

The  requirement  that  the  goods 
must  be  unpaid  for  explains  itself. 
This  does  not  mean,  however, 
that  they  are  considered  paid  for 
if  notes  should  have  been  taken. 
There  are  a  number  of  cases  on 
record  to  the  effect  that  even  if  a 
seller  has  taken  notes  from  the 
buyer  for  the  full  amount  of  his 
claim,  and  discounted  them,  he 
can  still  stop  the  goods  in  transit, 
and  he  doesn’t  need  to  first  offer 
to  give  the  notes  back. 


Unpaid  Bills. 

The  second  requirement  doesn’t 
mean  that  the  goods  must  neces¬ 
sarily  be  on  board  the  train  or 
boat,  moving  toward  their  desti¬ 
nation.  They  are  considered  en 
route  any  time  after  they  have 
been  delivered  to  the  railroad,  or 
any  time  after  they  have  been  de¬ 
livered  to  a  forwarding  agent,  or 
to  a  packer  or  a  warehouseman 
with  instructions  to  forward. 

The  goods  can  be  stopped  any 
time  between  the  minute  they  are 
given  to  the  railroad,  and  the  time 
when  they  reach  their  destination. 
Confusion  often  arises  over  what 
their  destination  is.  The  destina¬ 
tion  is  the  place  where  both  seller 
and  buyer  intended  the  goods  to 
end  their  journey.  They  can  be 
seized  even  then  if  they  remain  in 
the  custody  of  the  railroad’  but  if 
they  are  delivered  immediately  to 
the  buyer,  or  to  any  one  repre¬ 
senting  him  in  any  way,  all  right 
of  stoppage  is  gone. 

A  very  important  factor  is  the 
third — that  the  buyer  must  be  in¬ 
solvent  in  order  to  allow  the 
seller  to  stop  the  goods.  Insolv¬ 
ency  doesn’t  mean  that  he  should 
have  committed  any  public  act  of 
insolvency,  such  as  going  into 
bankruptcy,  or  making  an  assign¬ 
ment,  but  simply  that  he  should 
have  shown  inability  to  pay  his 
debts  in  the  ordinary  course  of 
business.  The  insolvency  can 
arise  after  sale  and  before  the  ar¬ 
rival  of  the  goods  at  their  destina¬ 
tion,  or  it  can  have  arisen  before 
the  sale,  but  then  it  must  have 
been  unknown  to  the  seller  when 
he  sold. 

Inasmuch  as  the  right  of  stop¬ 
page  only  arises  in  case  of  the 
buyer’s  actual  insolvency,  and 
will  lead  to  suit  for  damages  if 
exercised  against  a  buyer  who 
turns  out  to  be  solvent,  the  ques¬ 
tion  of  insolvency  becomes  ex¬ 
ceedingly  important.  There  are 
cases  which  hold  that  a  seller  is 


justified  in  assuming  that  the 
buyer  is  insolvent  if  he  has ' 
stopped  paying  his  debts.  The 
buyer’s  mere  failure  to  pay  for 
these  particular  goods,  however, 
or  the  fact  that  an  attachment  has 
been  issued  against  him,  is  not 
considered  sufficient  evidence  of 
insolvency,  and  even  the  fact  that 
he  has  absconded  is  not,  unless  he 
has  converted  his  property  into 
money  or  made  way  with  it. 

If  there  is  clear  evidence  of  in¬ 
solvency,  such  as  making  an  as¬ 
signment,  or  filing  a  petition  in 
bankruptcy,  the  seller  can  stop 
the  goods  no  matter  what  has 
been  done.  His  right  is  good 
even  though  the  buyer’s  creditors 
attach  these  very  goods  or  seize 
them  under  execution. 

As  I  have  said,  the  exercise  of 
the  right  to  stop  the  goods  will 
prove  a  boomerang  against  the 
seller  if  the  buyer  turns  out  to  be 
solvent,  for  in  that  case  the  buyer 
can  not  only  compel  the  seller  to 
deliver,  but  he  can  recover  dam¬ 
ages  for  the  failure  to  deliver. 
The  buyer  can  also  sue  the  rail¬ 
road  for  non-delivery,  and  if  com¬ 
pelled  to  pay  damages  the  rail¬ 
road  can  recover  them  in  a  suit  of 
its  own  against  the  seller. 

The  way  to  stop  the  goods  is 
merely  to  give  notice  to  the  rail¬ 
road  not  to  deliver.  The  notice 
can  be  in  any  form  whatever,  if 
its  provisions  are  clear. 

There  are  two  ways  in  which 
the  seller’s  right  to  stop  the  goods 
is  completely  destroyed — by 
transfer  of  the  bill  of  lading,  and 
by  resale  of  the  goods  before 
shipment.  To  explain,  A  buys 
goods  of  B,  they  are  delivered  by 
B  to  the  railroad  for  shipment, 
the  railroad  issues  a  bill  of  lading, 
which  gets  to  A  before  the  goods 
do.  A  at  once  transfers  the  bill  of 
lading  to  C,  thereby  passing  title 
to  the  goods.  B  cannot  then  stop 
the  goods  in  transit  if  the  transfer 
was  bona  fide. 

The  second  method  is  akin  to 
the  first.  A  buys  the  goods  of  B,  | 
and  before  they  are  shipped  re-  * 
sells  them  to  C.  B  then  delivers 
them  to  the  railroad  for  shipment 
to  C.  If  A  becomes  insolvent 
while  the  goods  are  en  route,  B 
has  no  right  of  stoppage,  because 
the  title  to  the  goods  has  passed 
out  of  his  debtor. 

( Copyright December,  1911,  by 
Elton  J.  Buckley .) 

Question:  *  *  *,  Lansdale, 
Pa. — In  reference  to  a  judgment 
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te,  how  long  must  it  be  entered 
on  court  records  before  claim 
n  be  made  for  collection  .  of 
me?  Or  can  claim  be  made  im- 
;diately  after  it  is  entered  up? 

Answer. — You  can  issue  execu- 
>n  on  a  judgment  note  as  soon 
judgment  is  entered  upon  it. 
dgment  will  be  entered  on  it  as 
on  as  it  is  due. 

Note. — Requests  for  informa- 
>n  in  this  Department  should 
rsely  set  out  in  full  all  the  facts 
:aring  on  the  case,  and  all  ques- 
ms  should  be  carefully  framed 
avoid  misconstruction.  Write 
1  one  side  of  the  sheet  only, 
etters  should  be  received  at  this 
fice  not  later  than  Tuesday  of 
ich  week  to  ensure  an  answer 
the  Monday’s  issue  following, 
he  signature  and  address  of  the 
riter  must  accompany  all  in¬ 
juries,  and  will  be  published  un- 
ss  there  is  a  request  not  to  do 
>.  All  inquiries  received  will  be 
nswered  without  charge.  Ad- 
ress  all  communications  to  Legal 
Editor  “Grocery  World  and  Gen- 
ral  Merchant.” 


THE  NEW  YORK  LETTER 

(Continued  from  page  13.) 

e  Wisconsin  Condensed  Milk  Co., 
oxie,  Schultz  Bread,  the  Fleisch- 
an  Co.,  F.  H.  Leggett  &  Co.,  B. 

.  Babbitt,  E.  Pritchard,  Drake 
ros.  Co.,  Hecker’s,  Grady  Mfg. 
o.,  Chas.  Gulden. 

Summarized  Market  Con¬ 
ditions. 

The  spot  coffee  market  is  flat  as 
le  result  of  the  recent  weakness 
nd  declines  in  options.  Business 
in  only  be  done  by  the  brokers 
iving  concessions.  It  is  supposed, 
owever,  that  stocks  in  various 
arts  of  the  country  are  getting 
3w  and  that  a  more  lively  business 
dll  come  when  the  trading  in  fu- 
ures  becomes  more  settled.  Job- 
>ers  and  roasters  are  indifferent  to 
aild  grades,  which  are  heavy  in 
ympathy  with  Brazils.  Holders  of 
hese  grades  are  also  inclined  to 
nake  concessions  in  order  to  book 
>rders. 

As  usual,  just  before  the  holi- 
lays,  the  tea  trade  has  been  quiet, 
rhere  is  a.  steady  movement,  how¬ 
ever,  for  current  needs  and  a  better 
Tade  is  expected  to  start  after  the 
turn  of  the  year.  The  brokers  say 
that  the  stocks  are  relatively  small 
as  the  result  of  the  Chinese  ship¬ 
ments  being  below  normal,  and 
with  any  speculation,  prices  would 
be  likely  to  go  higher.  Much  interest 
is,  of  course,  taken  in  the  progress 
of  the  Chinese  revolution  and  its 


probable  effect  on  the  next  tea  crop. 

Refined  sugar  is  moving  to  con¬ 
sumption  in  a  routine  way  at  steady 
prices.  All  interests  quote  5.75 
cents,  less  2  per  cent.  Refiners  are 
not  trying  to  push  new  business. 

Rice  has  been  coming  in  larger 
quantities,  swelling  the  warehouse 
stocks,  and  the  assortments  are 
now  more  satisfactory  than  they 
were.  Prices  are  steady. 

While  the  demand  for  canned  to¬ 
matoes  is  only  light,  there  is 
enough  to  encourage  holders  in  de¬ 
manding  full  prices.  Prices  in  the 
primary  market  for  No.  3  Mary- 
lands  range  from  $1.10  to  $1.15, 
some  packers  not  being  at  all  anx¬ 
ious  to  sell  under  the  top  figures. 
Efforts  to  pick  up  lots  for  less  than 
$1.10  have  not  been  successful  in 
the  last  day  or  two.  The  Califor¬ 
nia  tomatoes  are  showing  an  up¬ 
ward  tendency,  but  there  is  less  in¬ 
terest  in  them  than  in  the  Mary- 
lands.  Corn  is  slow,  but  packers 
|  look  for  an  active  demand  after  the 
New  Year  begins,  and  so  are  in¬ 
different  as  to  making  sales  at 
present.  Peas  are  selling  in  a  hand 
to  mouth  way  at  firm  prices,  and 
this  is  true  also  of  string  beans. 
Other  canned  vegetables  are  dull. 

The  offerings  of  California 
canned  fruits  at  first  hands  are 
limited  and  dealers  are  not  show¬ 
ing  any  desire  to  resell.  So  prices 
are  steady,  although  there  is  only 
a  small  volume  of  business.  South¬ 
ern  canned  fruits  are  also  inactive, 
but  prices  are  firm. 

Jobbers  and  brokers  seem  to 
have  no  surplus  stocks  of  Cali¬ 
fornia  dried  prunes,  the  stocks  be¬ 
ing  only  sufficient,  it  seems,  for 
their  regular  trade.  As  a  conse- 
|  quence,  the  offerings  are  light.  Re¬ 
ports  indicate  that  the  packers  have 
no  large  lots  to  sell  and  the  smaller 
packers  are  practically  sold  up. 
Those  who  have  supplies  on  hanc 
are  inclined,  it  is  said,  to  hold  them, 
in  the  expectation  of  getting  higher 
prices  before  the  winter  is  over. 
Dried  peaches  and  apricots  are  get¬ 
ting  little  attention,  but  there  is  no 
selling  pressure,  and  so  prices  are 
firm.  There  is  little  interest  in  rai 
sins  of  any  kind,  although  reports 
from  the  coast  are  to  the  effect 
that  some  of  the  packers  have 
raised  their  quotations  on  loose  anc 
seeded  muscatel  raisins.  Interior 
markets  have  been  buying  more 
freely  than  New  York.  Imported 
raisins  are  dull,  but  firm.  Dates 
are  firm,  with  small  offerings. 
Figs  have  an  easy  tone. 


In  the  flour  market  there  are 
complaints  from  brokers  of  cutting 
by  some  big  mills.  Reports  indi¬ 
cate  that  buyers  have  been  replen¬ 
ishing  their  stocks  to  a  considerable 
extent  at  the  recent  low  prices.  At 
the  Produce  Exchange  there  have 
been  some  quite  heavy  sales  of 
spring  patents  in  wood  at  $5.25  to 
$5.30.  The  mills  are  generally  ask¬ 
ing  $5  for  the  patents  in  jute,  but 
there  is  much  bargaining. 

Butter  has  been  tending  upward 
after  a  brief  decline.  The  quality 
of  the  arrivals  is  irregular  and 
there  is  so  little  of  the  butter  com¬ 
ing  up  to  the  highest  marks  for 
specials  that  the  competition  among 
the  buyers  has  sent  up  the  fancy 
grades.  In  the  middle  of  the  week 
the  inside  price  for  specials  was 
39  cents  and  for  extras  38  cents, 
these  quotations  coming  from  the 
Mercantile  Exchange.  First  moved 
up  to  35  to  36J4  cents.  Storage 
creamery  is  selling  in  a  satisfactory 
way  at  36  cents  or  more  for  the 
specials,  although  some  nice  stock 
is  going  at  34^2  to  35  cents  and ; 
other  ordinary  grades  range  down 
to  30  cents.  Process  butter  is  j 
steady  and  quiet,  the  specials  bring- 1 
ing  from  26  J4  to  27  cents. 

The  egg  market  is  excited  and 
irregular.  The  receipts  of  fresh- 
gathered  eggs  are  light,  but  any 
increase  would  probably  send  down 
prices  from  their  present  high  level. 
As  a  result,  the  receivers  are  care¬ 
ful  to  close  out  arrivals  as  promptly 
as  possible.  Neighboring  cities 
and  more  distant  points  are  begin¬ 
ning  to  respond  to  the  demand 
from  this  city,  so  that  there  is  some 
prospect  of  larger  arrivals  in  the 
next  day  or  two.  The  fresh-gath¬ 
ered  extras  are  quoted  at  44  to  46 
cents.  Extra  firsts  have  been  sell¬ 
ing  at  40  to  42^4  cents  and  firsts 
at  39  to  40  cents.  Refrigerator 
eggs  are  firm  and  are  helping  out 
the  demand.  The  sales  are  mostly 
at  24  cents  and  downward,  accord¬ 
ing  to  grade,  but  a  few  fancy  lots 
have  brought  25  to  26  cents. 

Fred.  A.  McGill. 


$50 
a  Year 
More 

The  other  day  a  grocer 
figured  up  and  found  he 
could  make  $50  more  a  year 
selling  Rumford  Baking 
Powders  than  by  selling  the 

powdershe  washandling  then. 

And  he  actually  did  better 
by  his  customers  when  he 
made  the  change,  for  the 
powders  he  was  selling  were 
not  to  be  compared  in  health¬ 
fulness  and  leavening  power 
with  Rumford  Powders 
which  contain  nothing  but 
food  substances — pure  phos¬ 
phates,  starch  and  soda. 

If  a  grocer  can  make  a 
better  profit  by  selling  better 
merchandise  is  he  a  wise 
merchant  if  he  neglects  the 
opportunity  ? 

Rumford 
Chemical  Works 

Providence,  R.  I. 


Wholesale  Grocers  Directory. 

The  Official  Wholesale  Grocers  Di¬ 
rectory  of  the  United  States  and  Can¬ 
ada  for  1912  is  just  off  the  press.  (The 
18th  edition).  A  copy  before  us  shows 
3,040  names  in  United  States  and  169 
in  Canada  with  financial  rating.  The 
chain  stores  and  combination  stores  are 
designated.  There  have  been  nearly  200 
changes  within  the  last  twelve  months. 
It  is  complete  and  absolutely  correct. 
Those  who  desire  a  mailing  list  or  a 
guide  for  traveling  salesmen  will  find 
it  by  addressing  Orrin  Thacker,  Colum¬ 
bus,  Ohio.  The  price  is  only  $1  per 
copy  and  the  volume  is  well  worth  it. 
It  is  the  most  complete  yet  issued. 
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Here’s  Wishing  You  Many  of  ’Em. 


Merry  Christinas,  old  boss,  and 
hope  you  have  many  of  ’em. 
Let's  go  have  a  mug  o’  milk. 

Hope  you  got  all  your  old  bills 
collected  up  and  had  the  best  tur¬ 
key  in  your  stock  for  yourself. 

That  reminds  me  of  a  kick  a 
grocer’s  wife  made  to  me  a  couple 
of  years  ago  right  after  Christ¬ 
mas.  She  helps  in  the  store,  and 
I  see  her  when  I  go  there. 

I  made  a  little  trip  out  there 
between  Christmas  and  New 
Year’s  and  handed  over  some  of 
the  usual  stuff  about  hoping  they 
had  a  good  Christmas,  and  so  on. 

“We  did,  all  but  the  dinner,” 
she  said.  “What  do  you  think 
Ben  did?  He  sold  every  turkey 
we  had  in  stock  except  one  that 
was  so  poor  nobody  would  buy  it. 
That’s  what  we  had.” 

“I  ain’t  going  to  eat  what  I  can 
make  a  profit  out  of !”  said  Ben 
defiantly.  The  way  he  said  it 
showed  me  they  had  had  a  few 
happy  talks  about  it  before. 
“Profits  are  too  scarce  nowadays 
to  lose  any.” 

I  didn’t  say  anything,  for  I 
hadn’t  got  my  order  yet  and  any¬ 
way  I  don’t  see  any  place  for  little 
uncle  in  other  couple’s  scraps. 
But  I  had  something  I  could 
have  said.  I’d  have  had  a  good 
dinner  if  the  sheriff  was  to  sell  me 
out  the  next  day !  If  I’d  been  in 
the  grocery  business  for  a  whole 
year  I’d  feel  that  I’d  earned  one 
good  dinner  anyway. 

Of  course,  at  the  time  I’m  writ¬ 
ing  this  I  don’t  know  exactly 
what  I’m  going  to  get  for  Christ¬ 
mas.  Except  a  lot  of  “please  re¬ 
mits” — Pin  sure  to  get  them  all 
right.  But  I  do  know  plumb  well 
that  the  thing  I  want  most  of  any¬ 
thing  on  earth  I  ain’t  going  to 
get,  and  I  ain’t  sure  I’ll  ever  get  it. 

That’s  a  prosperous  little  gro¬ 
cery  store  in  a  town  of  5,000  or 
6,000  people.  Gee  whiz,  but  I  am 
eternal  hungry  for  that!  If  I 


could  get  it  I’d  leave  the  road  to¬ 
morrow.  I’ve  got  a  heap  of  good 
friends  on  the  road,  and  I  suppose 
I’m  making  a  little  more  money 
out  of  it  than  a  retail  store  would 
pay  me,  but  I’m  so  sick  of  rooting 
about  that  I’d  set  fire  to  every 
railroad  train  in  the  country  if  it 
wasn’t  so  much  trouble. 

Notice  I  said  a  “prosperous” 
little  store.  You  know  there  are 
a  few  of  ’em  left.  I  don’t  mean 
the  kind  of  store  I  get  into  every 
once  in  a  while,  where,  if  every¬ 
thing  works  right,  and  all  -the 
money  conies  in,  and  none  of  the 
trade  drops  away,  the  owner  will 
just  make  both  ends  meet.  I  don’t 
want  to  carry  a  bundle  of  worry 
on  my  shoulders  every  hour,  and 
every  day,  and  every  week,  and 
every  night.  Excuse  me\  I’d 
rather  be  a  lawyer’n  do  a  thing 
like  -that.  Let’s  see,  though, 
would  I?  Yes — it’s  a  close  ques¬ 
tion — but  I  believe  on  the  whole  I 
would. 

The  grocer  that  it  costs  a  thou¬ 
sand  a  year  to  live,  and  whose 
business  is  worth  only  a  thousand 
a  year  to  him,  is  sitting  on  the 
edge  of  a  hot  stove,  and  any  min¬ 
ute  somebody  may  come  along 
and  shove  him  over  where  he’ll 
burn  his  pants.  None  of  that  for 
me — I’ll  stick  to  the  road  until  I 
lose  all  my  hair  before  I’ll  let  my¬ 
self  in  for  anything  like  that. 

Honest  to  goodness,  I  never  go 
in  some  of  these  stores  and  see 
the  poor  worried  fellows  that  keep 
’em  without  feeling  so  sorry  for 
’em  I  could  shed  tears.  They're 
in  hard  luck.  They  run  on  so 
close  a  margin  that  there’s  never 
any  room  to  spare  and  if  they 
have  a  good  year  this  year  there’s 
always  that  awful  dread  that  next 
year  they’ll  pay  up  for  it. 

Not  on  your  life — I  mean  one 
of  those  tight  little  stores  where 
there’s  just  enough  competition 
to  keep  things  from  going  to 


sleep,  but  not  too  much.  I 
see  a  good  many  of  ’em.  The 
owner  takes  a  good  living  out  of 
his  store  right  along — the  best 
stuff  he  has,  not  what’s  left — and 
has  some  coin  in  bank  besides. 

Maybe  he  has  a  little  car  or 
a  buggy.  He’s  darned  near  al¬ 
ways  fat.  Why  shouldn’t  he  be 
— he’s  having  a  hen  of  a  good 
time.  Don’t  need  to  worry  over 
anything,  his  business  holds  up, 
and  there’s  no  reason  why  it 
shouldn’t  always  do  it  if  he  tends 
to  it. 

A  fellow  like  this  can  sit-down 
any  time  and  think  on  his  good 
luck.  There’s  nothing  wrong  any¬ 
where.  Everything  is  going 

AMONG  THE  TRADE. 

New  prices  on  olives  were 
issued  by  some  of  the  large  pack¬ 
ers  during  the  week  on  goods  for 
future  delivery.  On  both  bulk 
and  bottled  goods  they  are  about 
8  per  cent,  below  former  prices. 
For  instance  the  regular  10-cent 
size,  which  has  been  quoted  at 
82^4  cents,  can  be  bought  for  fu¬ 
ture  delivery  at  7754  cents.  The 
new  crop  shows  a  shortage  in 
large  sizes. 

The  annual  dinner  of  the  Phila¬ 
delphia  Association  of  Manufac¬ 
turers’  Representatives,  which 
was  held  at  Kugler’s  on  Friday 
night  last,  was  the  largest  and 
most  elaborate  yet  given.  There 
were  about  175  diners,  nearly 
twice  last  year’s  number.  The 
dinner  itself  was  well  chosen  and 
well  served,  and  the  same  jollity 
and  good  feeling  prevailed  which 
have  made  the  dinners  of  this  or¬ 
ganization  m  emorable.  The 
speakers  were  Director  Herman 
Loeb,  of  the  Philadelphia  Depart¬ 
ment  of  Supplies;  A.  C.  Monagle, 
secretary  American  Specialty 
Manufacturers’  Association ;  Al¬ 
bert  Kaiser,  president  Philadel- 


ahead  all  right — he’s  comfortab, 
Gee  whiz!  Gee  whiz! 

I  never  go  out  of  that  sort  of  a 
store  without  wanting  it.  Maybe 
I  wouldn't  be  that  kind  of  a  gro¬ 
cer  at  all.  I  might  get  a  store 
like  that  and  run  it  into  the 
ground  in  a  year.  You  never  can 
tell — us  fellows  that  think  we 
know  it  all  are  often  the  punkiest 
sort  of  piffles  when  it  comes  to 
trying  it  out. 

Between  you  and  me,  though, 
don’t  believe  I  could  ever  get  hole 
of  a  store  like  that  even  if  I  ha 
the  price,  for  I  notice  they  ain 
for  sale.  Nobody  who  has  one 
ever  wants  to  sell  it  unless  he’s  i 
fool,  or  has  to  go  to  California  t< 
claim  a  legacy  of  ten  million  dol 
lars,  or  something. 

Oh,  shucks,  what  in  tarnation’: 
the  use  of  me  running  on  thi: 
way.  I’ll  never  get  any  store 
Except  one  of  these  movable  de 
partment  stores  that  sell  collai 
buttons,  suspenders  and  string 
There’s  nobody  about  to  hand 
me  out  any  real  luck.  I  ought  to 
shut  up  and  think  cheerful 
thoughts  around  Christmas. 

Well,  I’ll  be  finishing  my  milk 
and  moving  on,  I  guess.  So  long. 

The  Stroller. 


phia  Retail  Grocers’  Association; 
A.  M.  Graves,  secretary  Tri-State 
Wholesale  Grocers’  Association; 
Isidore  Levin,  president  Grocers’ 
and  Importers’  Exchange;  Chas. 
Glocker,  president  Wholesale 
Grocers'  Salesmen’s  Association; 
D.  O.  Everhard,  president  New 
York  Association  of  Manufactur¬ 
ers’  Representatives,  and  George 
H.  Carter,  president  New  Eng¬ 
land  Association  Manufacturers’ 
Representatives.  The  last  named 
made  one  of  the  most  remarkable 
speeches  ever  heard  before  the 
dinners  of  the  Philadelphia  Asso-  " 
ciation.  His  voice  was  a  delight 
and  his  diction  unusually  fine  for  •; 
a  man  not  a  professional  speaker. 
The  toastmaster  was  President 
George  Nowland,  of  the  asso-.* 
ciation,  who  presided  as  grace¬ 
fully  as  usual,  and  illumi¬ 
nated  the  proceedings  with  the 
celebrated  Nowland  smile.  The. 
Committee  on  Entertainment  was 
C.  A.  Wilsey,  H.  P.  Voorhees,  S. 
H.  Frowert  and  H.  G.  Lord.  On 
reception,  Frank  A.  Smith,  E.  L. 

T upper,  W.  H.  Rohr  and  H.  G. 
Flint.  A  feature  of  this  year’s 
dinner  was  the  presence  of  whole¬ 
sale  grocers  from  many  interior 
sections  of  the  State. 
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THE  GROCERY  MARKETS 


Tea. 

There  has  been  no  change  in 
re  tea  market  during  the  week, 
'rices  on  the  entire  list  are  well 
laintained  and  steady  to  firm,  es- 
ecially  on  the  lower  grades.  The 
emand  for  tea  has  slackened  of? 
onsiderably,  and  will  remain 
uiet  until  after  the  first  of  the 
ear. 

Coffee. 

The  coffee  market  is  still  dull 
nd  inclined  to  be  easy.  There  is 
nore  or  less  uneasy  fluctuations 
n  options,  but  actual  coffee  has 
emained  about  unchanged, 
hough  the  market  at  present  is 
vithout  doubt  in  the  buyer’s 
avor.  All  grades  of  Rio  and 
jantos,  together  with  milds,  are 
lominally  unchanged,  but  none 
oo  strong.  Java  and  Mocha  are 
inchanged  and  steady  to  firm. 

Sugar. 

There  has  been  no  radical 
:hange  in  the  sugar  market  dur- 
ng  the  week,  but  some  sales  of 
raws  have  been  made  at  a  slight 
decline.  The  tone  of  the  market 
is  rather  easy,  though  refined  has 
not  changed  and  will  probably  not 
change  until  after  the  first  of  the 
year  anyway.  Refined  sugar  is 
in  fair  demand. 

Syrup  and  Molasses. 

Since  the  last  report  glucose 
has  declined  io  points,  but  syrup 
did  not  as  usual  go  off  with  it. 
The  demand  for  compound  syrup 
is  fair  and  for  sugar  syrup  small. 
Good  sound  molasses  is  scarce 
and  the  price  has  advanced  sev¬ 
eral  cents  per  gallon  during  the 
week.  The  demand  is  good. 

Fish. 

Mackerel  is  dull,  on  account  of 
the  holiday  season,  but  prices  are 
well  maintained.  There  will  be 
mo  particular  demand  for  mackerel 
until  after  the  turn  of  the  year. 
Cod,  hake  and  haddock  are  in  fair 
demand  at  unchanged  prices.  Do- 
unestic  sardines  are  exceedingly 
dull  at  ruling  prices,  and  imported 
brands  are  little  better.  Salmon 
shows  no  change.  Stocks  are 
small,  prices  very  high,  and  the 
demand  fairly  active  under  exist¬ 
ing  conditions. 

Canned  Goods. 

.Packers  are  out  with  future 
offerings  already.  Tomatoes  are 


offered  at  80  cents  f.  o.  b.  in  a 
large  way,  though  some  packers 
want  82p2  and  others  refuse  to 
sell  at  all.  Last  year’s  opening 
price  was  75  cents.  Corn,  peas, 
strine-  beans,  etc.,  are  also  offered, 
everything  but  peas  being  priced 
about  the  same  as  a  year  ago. 
Peas  are  from  10  to  12*4  per  cent, 
higher  than  a  year  ago,  and  are 
probably  in  for  a  very  high  sea¬ 
son.  There  will  likely  be  no  10- 
cent  peas  at  all,  as  the  cheapest 
peas  that  have  so  far  been  offered 
have  been  87 cents  in  a  large 
way,  and  there  have  been  only  a 
few  of  these.  Spot  tomatoes  are 
forging  up,  under  the  press  of  un¬ 
doubted  scarcity,  and  practically 
nothing  can  now  be  obtained  for 
less  than  $1.10  per  dozen  f.  o.  b. 
in  a  large  way.  Stocks  every¬ 
where  are  light.  Corn  and  peas 
are  unchanged  and  quiet,  the  lat¬ 
ter  being  much  stronger  than  the 
former.  Apples  are  unchanged 
and  quiet.  California  canned 
goods  are  q uiet  and  unchanged. 
Small  staple  canned  goods  in  fair 
demand  at  ruling  prices. 

Dried  Fruits. 

Prunes  are  still  maintained  on 
a  high  basis,  and  the  demand  is 
fair.  Peaches  and  apricots  are 
dull  at  unchanged  prices.  Raisins 
are  in  moderate  demand  at  un¬ 
changed  prices.  Currants  fairly 
active  and  unchanged.  Dates, 
figs  and  citron  are  all  in  good 
demand  at  unchanged  prices. 

Beans  and  Peas. 

Domestic  pea  beans  are  about 
unchanged  on  spot  for  the  week, 
and  the  demand  is  fair.  Domestic 
marrows  are  about  unchanged 
and  in  fair  demand.  California 
limas  are  unchanged,  but  the  spot 
price  is  a  little  below  the  coast 
parity.  Green  and  Scotch  peas 
are  scarce,  high  and  quiet. 

Butter. 

There  has  been  a  very  active 
market  on  all  grades  of  butter 
during  the  week.  The  receipts 
of  all  grades  have  been  very  light, 
and  stocks  in  storage  are  also 
lighter  than  usual  at  this  season. 
In  consequence  of  these  condi¬ 
tions  the  market  has  advanced  2 
cents  per  pound  during  the  week. 
The  consumptive  demand  seems 
rather  extraordinarily  good,  con¬ 


sidering  the  extreme  high  prices. 
No  increase  in  the  make  is  likely 
in  the  near  future,  and  prices  will 
depend  very  largely  on  the  con¬ 
sumptive  demand. 

Eggs. 

The  receipts  of  fresh  eggs  con¬ 
tinue  light,  and  the  consumptive 
demand  good.  No  increase  of 
consequence  in  the  production  is 
likely  until  after  the  first  of  the 
year,  and  the  production  will  then 
depend  on  the  weather. 

Cheese. 

Cheese  continues  very  firm  and 
the  wholesale  market  is  34  cent 
higher  than  a  week  ago.  As  usual 
at  this  season,  the  consumptive 
demand  is  dull.  Stocks  in  storage 
are  light.  No  important  change 
in  cheese  is  looked  for  in  the  im¬ 
mediate  future. 

Provisions. 

Everything  in  smoked  meats 
continues  very  dull,  and  the  mar¬ 
ket  is  steady  and  unchanged.  No 
change  is  likely  in  the  near  future, 
or  until  after  the  first  of  the  year, 
when  the  price  will  depend  on  the 
consumptive  demand.  Pure  and 
compound  lard  are  barely  steady, 
with  only  a  fair  consumptive  de¬ 
mand.  Barrel  pork,  dried  beef 
and  canned  meats  are  unchanged 
and  steady. 

Poultry. 

Turkeys  are  in  good  demand, 
and  stocks  of  fancy  selected  birds 
have  been  quite  ample.  The 
average  price  brought  by  good 
stock  has  been  23  cents.  The 
quality  of  this  year’s  turkeys  has 
been  very  good.  Chickens  and 
fowls  have  ruled  at  1534  to  16 
cents  per  pound ;  demand  good. 
Ducks,  20  cents  and  geese,  16  to 
17  cents;  demand  light. 


INDIVIDUAL  MARKET  REPORTS. 

Evaporated  Apples. 

Trading  on  evaporated  apples 
has  quieted  down  somewhat 
owing  to  the  usual  holiday  dull¬ 
ness.  Desirable  qualities,  how¬ 
ever,  are  hard  to  obtain. 

Prime  rings  in  50-pound  boxes 
are  quotable  at  from  834  to  8-}4 
cents.  Choice,  >4  cent  per  pound 
higher. 

Owing  to  the  scarcity  of  the 
goods  it  is  expected  that  we  wil 
have  a  gradual  advance  a  gooc 
deal  the  same  as  last  season,  al¬ 


though  there  is  no  manipulation 
in  the  market. 

C.  C.  Hall. 

Rochester,  N.  Y. 

Imported  Fish  Specialties. 

Holland  Herring. — The  fishing 
in  Holland  seems  to  be  closed 
or  the  season.  The  vessels  have 
lately  just  caught  Spents,  which 
as  a  rule  is  a  sign  that  the  fishing 
is  at  an  end.  Here  are  the  statis¬ 
tics  for  this  season  compared  with 
a  few  previous  seasons:  1911 
catch,  633,745  barrels;  1910  catch, 
750,557  barrels;  1909  catch,  739,- 
924  barrels;  1908  catch,  630,049 
barrels. 

The  demand  for  Holland  her¬ 
ring  in  this  market  is  just  fair. 
Prices  are  rather  firm  without  any 
decided  tendency  to  go  higher. 
Still,  it  is  very  likely  that  after 
the  turn  of  the  year,  when  new 
demand  may  spring  up,  prices 
may  show  an  advance. 

The  mackerel  market  is  rather 
dull ;  price  well  maintained,  but 
demand  is  only  fair  in  a  hand-to- 
mouth  way. 

Imported  Oil  Sardines. — The 
fishing  of  sardines  in  France  of 
course  has  ended  long  ago.  The 
fishing  of  sprats  ought  to  be  in 
full  swing  now  and  still  only  a 
few  very  small  sprats  have  been 
caught,  much  too  small  to  be  of 
any"  use  for  this  market.  In  Bel¬ 
gium  they  have  just  started  tak¬ 
ing  in  a  few  sprats  and  our  people 
have  cabled  that  they  have  started 
racking.  We  hope  that  this  will 
continue. 

In  Norway  the  fishing  is  only 
fair  and  cannot  be  called  good. 
Besides  prices  are  high.  Demand 
here  for  all  kinds  of  sardines  is 
very  good  indeed  in  spite  of  the 
holiday  season,  which  usually  re¬ 
stricts  demand  for  sardines,  but 
buying  in  the  line  of  sardines  and 
sprats  is  decidedly  better  than 
from  hand-to-mouth  and  orders 
are  coming  in  very  nicely. 

Strohmeyer  &  Arpe  Co. 
New  York. 

Standard  Canned  Goods. 

The  feature  in  the  market  last 
week  was  the  continued  activity 
in  tomatoes  and  a  further  advance 
in  the  prices  of  them,  with  strong 
indications  of  a  higher  range  of 
quotations  early  in  the  new  year, 
based  on  reports  of  light  stocks 
carried  by  the  canners  as  well  as 
the  jobbers,  which  appear  to  be 
well-founded.  It  is  an  axiom  in 
the  trade  that  a  sustained  advance 
in  the  prices  is  seldom  experi¬ 
enced  while  a  large  percentage  of 
the  season's  pack  remains  in  the 
hands  of  the  canners,  hut  the 
course  of  the  market  so  far  proves 
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the  rule.  Not  only  lias  the  ad¬ 
vance  in  prices  been  fully  sus¬ 
tained  up  to  this  date  without  the 
slightest  sign  of  any  reaction  at 
any  time  excepting  once  since  the 
canning  season  opened  in  August 
last,  but  it  has  all  the  earmarks  of 
permanency.  Surprising  state¬ 
ments  are  being  made  concerning 
the  small  stocks  of  tomatoes  re¬ 
maining  in  the  hands  of  canners 
in  Maryland,  Delaware  and  New 
Jersey,  and  they  come  from  relia¬ 
ble  sources,  but  there  is  no  way 
to  verify  them  absolutely,  at  least 
not  until  the  official  statistics  of 
the  National  Canners’  Association 
are  published,  which  by  the  way 
are  expected  to  be  issued  any  day 
now. 

Sweet  potatoes  were  active  and 
stronger  again  last  week,  and  a 
number  of  the  canners  were  re¬ 
ported  sold  out.  They  look  like 
going  higher  shortly.  String 
beans  are  stiffening  up  again  and 
they  are  worth  attention,  as  well 
as  lima  beans,  because  of  lighter 
offerings.  Kraut  continues  strong 
and  fairly  active.  Corn  continues 
dull,  and  the  other  lines  of  canned 
vegetables  were  less  active  and 
unchanged  as  to  prices. 

Apples  were  the  only  article  in 
the  line  of  canned  fruits  that  was 
active  last  week,  and  they  continue 
to  show  signs  of  some  reaction 
coming  shortly.  The  low  prices 
for  pears  will  make  them  a  good 
seller  by  and  by,  and  the  steady 
run  of  small  orders  for  them  will 
wear  away  the  stocks  on  hand. 
The  stocks  of  all  kinds  of  pine¬ 
apples,  peaches,  berries  and 
cherries  are  almost  ridiculously 
small  in  this  market  for  this  time 
in  the  year,  especially  pineapples 
and  peaches. 

Thos.  J.  Meehan  &  Co. 

Baltimore,  Md. 

Salmon. 

There  are  a  few  packers  from 
whom  we  have  not  heard  and  we 
have  been  compelled  to  estimate 
their  packs;  we  think,  therefore, 
that  the  total  Alaska  salmon  pack 
will  run  very  close  to  three  mil¬ 
lion  cases. 

In  comparing  this  year’s  pack 
with  the  packs  of  previous  years 
you  will  note  that  this  is  the  lar¬ 
gest  pack  of  Alaska  salmon  ever 
put  up.  The  large  increase  con¬ 
sists  entirely  of  pinks  and  chums. 
The  largest  pack  of  Alaska  pinks 
and  chums  heretofore  in  any  one 
season  amounted  to  880,000  cases, 
whereas  the  pack  of  these  two 
grades  this  year  in  Alaska  alone 
amounted  to  1,300,000,  or  about 
400,000  cases  more  than  in  any 
previous  year.  In  addition  to  this 
the  Puget  Sound  pack  of  pinks 
and  chums  amounted  to  over 
1,000,000  cases,  or  500,000  cases 
more  than  any  previous  pack  of 
these  grades.  Consequently  the 
total  pack  of  pinks  and  chums  in 
Alaska  and  on  Puget  Sound  this 
year  amounts  to  nearly  a  million 
cases  more  than  was  packed  in 


any  previous  year,  and  it  is  more 
than  gratifying  to  know  that  it 
has  practically  all  been  marketed. 
Stocks  of  chums  are  very  light, 
and  at  the  very  outside,  we  don't 
believe  there  are  to  exceed  150,000 
cases  of  all  grades  of  pink  salmon 
unsold.  Outside  of  pinks  and 
chums,  the  market  on  the  coast  is 
practically  bare  of  every  grade  of 
salmon,  with  the  exception  of  a 
few  Oregon-Washington  medium 
red. 

Griffith-Durne'y  Co. 

San  Francisco,  Cal. 

Rice. 

Only  fair  demand  characterizes 
the  distribution  of  the  week.  Re¬ 
ceipts  are  fairly  liberal,  mostly 
going  into  warehouse,  so  that  the 
spot  stocks  are  liberally  assorted. 
Prices  are  steady  to  firm,  under 
sustaining  advices  from  primary 
markets.  Quite  liberal  purchases 
have  been  made  for  delivery  after 
the  turn  of  the  year,  when  higher 
prices  are  anticipated. 

Advices  from  the  South  note 
improved  demand  on  the  Atlantic 
Coast.  At  New  Orleans  the  dis¬ 
tribution  is  light,  but  large  sales 
of  both  rough  and  cleaned  have 
been  made  to  millers  at  full  fig¬ 
ures. 

In  the  interior — 'S  outhwest 
Louisiana,  Texas  and  Arkansas — 
a  brisk  demand  is  reported.  Hold¬ 
ers  are  firm,  some  withdrawing 
samples  in  view  of  probable  ad¬ 
vance  later  on;  others  unwilling 
to  part  with  goods  unless  full 
prices  are  obtained.  Large  pur¬ 
chases  of  rough  have  been  made 
by  the  mills  and  planters  are 
holding  their  product  firmly  at 
published  rates. 

Cables  and  correspondence 
from  abroad  note  strong  markets 
on  all  deliveries.  The  generally 
conceded  shortage  of  foreign  pro¬ 
duction  last  year  is  confirmed  by 
the  fact  that  the  quantity  “arrived 
and  afloat”  for  European  markets 
is  nearly  200,000  tons  (equal 
4,500.000  pockets)  less  than  last 
year  at  equal  date. 

Dan  Talmage’s  Sons  Co. 

New  York  and  New  Orleans. 

Spices. 

The  market  has  reacted  some¬ 
what.  There  seems  to  be  a  very 
urgent  demand  for  immediate  as 
well  as  January  requirements. 
Prices  generally  are  firm  and 
many  articles  are  really  higher. 

Pepper. — Demand  has  been  un¬ 
usual  and  the  small  supply  here 
has  been  cleaned  up  pretty  well. 
The  stocks  in  our  country  at  pres¬ 
ent  are  smaller  than  they  have 
been  in  many  years  and  we  can 
safely  say  the  consumption  is  far 
greater  than  ever  before. 

Red  peppers  much  firmer,  but 
without  special  features. 

Cloves  are  higher.  The  demand 
is  unusual.  Spot  supply  contin¬ 
ues  very  small. 

Nutmegs  are  slow  sale  during 
the  week.  Prices  unchanged. 


Pimento  (Allspice)  somewhat 
firmer  and  in  better  demand. 
Prices  very  steady. 

Mace  in  big  demand  for  1912. 
Stocks  here  and  in  Europe  are 
greatly  reduced.  Higher  prices 
seem  probable. 

Cassias  in  better  demand.  Mar¬ 
ket  has  a  stronger  tone. 

Gingers  unchanged  for'  spot 
stocks.  Futures  are  slightly 
firmer.  We  hear  reports  of  poor 
crops  of  Cochin. 

Tapioca  somewhat  firmer  and 
higher  for  arrival. 

Seeds,  herbs,  etc.,  very  steady, 
with  fairly  active  trading.  Dutch 
Poppy  is  very  scarce  on  spot; 
Celery  unchanged  during  the 
week. 

Paprika. — Hungarian  rather 
quiet  and  steady.  Spanish  in  bet¬ 
ter  demand  at  unchanged  prices. 

McCormick  &  Co.,  Inc. 

Baltimore,  Md. 


New  Patent*  and  Trade-mark*  In  the 
Grocery  Line. 

Messrs.  Davis  &  Davis,  Washington 
patent  attorneys,  report  the  grant  this 
week  of  the  follounng  patents : — 

Washington,  D.  C.,  Nov.  14  1911. 

1,008,602.  Cereal  percolator.  G.  Lake, 
Cleveland,  Ohio. 

1,008,639.  Method  of  and  apparatus 
for  mixing  dough.  H.  Gottschalk,  Burn¬ 
ham,  Pa. 

1,008,700.  Folding  crate.  J.  R.  Crow¬ 
der  and  A.  C.  Sansbury,  Louisville,  Ky. 

1,008,813.  Counter  guard.  C.  A. 
Gloekler,  Pittsburgh,  Pa. 

1.008,861.  Percolator.  J.  Piaseczny, 
Holyoke,  Mass. 

Washington,  D.  C.,  Nov.  21,  1911. 

1,009,142.  Percolator.  T.  L.  Ferrall, 
Rochester,  N.  Y. 

1,009,451.  Egg  receptacle.  M.  Su- 
bert.  New  York,  N.  Y. 

1,009,610.  Process  of  decaffeinizing 
coffee  beans.  K.  H.  Wimmer,  Bremen, 
Germany. 

1,009,670.  Apron  for  confectionery 
machinery.  T.  and  D.  Kihlgren,  Spring- 
field,  Mass. 

TRADE-MARKS  PUBLISHED  FOR 
OPPOSITION. 

Ser.  No.  44.495.  “Chocolate  Cream” 
for  coffee.  Western  Grocery  Co.,  Mar¬ 
shalltown,  Iowa. 

Ser.  No.  51,026.  “Yours  Truly”  for 
cereal,  coffee,  etc.  Stanley  Clague,  Chi¬ 
cago,  Ill. 

Ser.  No.  53,907.  “Forest  City”  for 
canned  goods.  Geo.  W.  Lowden,  Savan¬ 
nah,  Ga. 

Ser.  No.  58,363.  “Black  Crows”  for 
candy.  Mason  &  Co.  Confectionery 
Mfg.  Co.,  Brooklyn,  N.  Y. 

Ser.  No.  58,762.  “Decoration”  for 
wheat  flour.  Moseley  &  Motley  Milling 
Co..  Rochester,  N.  Y. 

Ser.  No.  52,695.  “Alcalde”  for  canned 
goods.  Goldberg,  Bower  &  Co.,  San 
Francisco,  Cal. 

Ser.  No..  55,243.  “Big  Tour”  for 
canned  goods.  The  Tour  Co.,  Inc., 
Norfolk,  Va. 


MARKET  NOTES. 


Florida  grapefruit  are  steady  to 
firm,  but  prices  show  no  change 
for  the  week — $4  to  $5.50  per  box. 
The  demand  is  active. 

Florida  oranges  are  a  little 
easier  than  they  have  been,  the 
present  range  being  $2.75  to  $4.50 


per  box.  The  holiday  demand 
has  been  good. 

Florida  cucumbers  are  in  active 
demand  at  $4  to  $4.50  per  box. 
Hothouse  cues  are  $1  to  $1.25  per 
dozen  and  wanted. 

California  tomatoes  seem  to 
have  the  call  still,  the  range  being 
$1.25  to  $1.50  per  carrier.  The 
quality  is  good.  Hothouse  toma¬ 
toes  are  worth  30  to  35  cents  per 
pound. 

Almeria  grapes  are  about  un¬ 
changed  and  range  from  $2.50  to 
$6  per  keg.  The  crop  is  heavy 
and  prices  comparatively  low,  but 
the  demand  has  been  good. 

Cranberries  are  up  around  $10 
per  barrel  for  the  best.  The  quo¬ 
tation  per  crate  is  $2.50  to  $3.50, 
which  is  equivalent  to  $9  to  $10 
per  barrel. 

Florida  beans  are  coming  for¬ 
ward  at  $4  to  $4.50  per  crate, 
which  price  is  only  possible  be¬ 
cause  beans  are  scarce.  The  de¬ 
mand  is  good. 

Florida  eggplants  range  from 
$3  to  $4  per  crate,  which  is  high. 
The  demand  is  fair. 

Florida  salad  is  off  and  is  not 
very  actively  wanted.  The  range 
is  $1.50  to  $2.25. 

Hothouse  radishes  are  about, 
selling  for  3  to  4  cents  per  bunch. 


Taft  Recommends  Parcels  Post. 

In  a  message  sent  to  Congress 
on  Thursday  last,  President  Taft 
comes  out  flatfootedly  for  parcels 
post  in  the  recommendation  that 
appears  below.  He  does  not 
think  parcels  post  will  hurt  the 
country  merchant: — 

Steps  should  be  taken  immedi¬ 
ately  for  the  establishment  of  a 
rural  parcel  post.  In  the  estimates 
of  appropriations  needed  for  the  I 
maintenance  of  the  postal  sendee  J 
for  the  ensuing  fiscal  year  an  item  | 
of  $150,000  has  been  inserted  to  ' 
cover  the  preliminary  expense  of  es¬ 
tablishing  a  parcel  post  on  rural 
mail  routes,  as  well  as  to  cover  an 
investigation  having  for  its  object 
the  final  establishment  of  a  general 
parcel  post  on  all  railway  and 
steamboat  transportation  routes. 
The  department  believes  that  after 
the  initial  expenses  of  establishing 
the  system  are  defrayed  and  the 
parcel  post  is  in  full  operation  on 
the  rural  routes  it  will  not  only 
bring  in  sufficient  revenue  to  meet 
its  cost,  but  also  a  surplus  that  can 
be  utilized  in  paying  the  expenses  of 
a  parcel  post  in  the  city  delivery 
service.  • 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


21 


It  is  hoped  that  Congress  will  au¬ 
thorize  the  immediate  establishment 
of  a  limited  parcel  post  on  such 
rural  routes  as  may  be  selected,  pro¬ 
viding  for  the  delivery  along  the 
routes  of  parcels  not  exceeding 
eleven  pounds,  which  is  the  weight 
limit  for  the  international  parcel 
post,  or  at  the  post-office  from  which 
such  route  emanates,  or  on  another 
route  emanating  from  the  same 
office.  Such  preliminary  service  will 
prepare  the  way  for  the  more  thor¬ 
ough  and  comprehensive  inquiry 
contemplated  in  asking  for  the  ap¬ 
propriation  mentioned,  enable  the 
department  to  gain  definite  informa¬ 
tion  concerning  the  practical  oper¬ 
ation  of  a  general  system,  and  at 
the  same  time  extend  the  benefit  of 
Jhe  service  to  a  class  of  people  who, 
above  all  others,  are  specially  in 
need  of  it. 

The  suggestion  that  we  have  a 
general  parcel  post  has  awakened 
great  opposition  on  the  part  of  some 
who  think  that  it  will  have  the 
effect  to  destroy  the  business  of  the 
country  storekeeper.  Instead  of 
doing  this,  I  think  the  change  will 
greatly  increase  business  for  the 
benefit  of  all.  The  reduction  in  the 
cost  of  living  it  will  bring  about 
ought  to  make  its  coming  certain. 


CORRESPONDENCE. 


To  Introduce  Cheese  Rennet. 


New  York,  December  20,  1911. 
o  the  Editor. 

Dear  Sir: — We  are  desirous  of 
Producing  a  new  cheese  rennet, 
id  not  being  very  familiar  with 
lis  article,  you  would  greatly 
blige  us  by  suggesting  the  best 
avs  and  means  by  which  you 
link  our  aim  could  be  reached  in 
le  best  and  quickest  manner. 
The  rennet  which  we  want  to 
itroduce  on  the  American  mar- 
et  is  a  Danish  make,  and  al- 
liough  the  article  has  only  been 
i  the  market  for  a  few  months 
:  has  secured  an  enormous  de- 
iand,  not  only  on  the  home  mar- 
et.  but  also  in  England,  Russia 
nd  other  cheese  manufacturing 
ountries.  The  renjiet  which  we 


can  offer  is  light  in  color,  abso¬ 
lutely  pure  (free  from  acids),  and 
furthermore  absolutely  free  from 
any  smell. 

It  is  our  intention  and  desire 
to  get  hold  of  one  good  and  re¬ 
liable  party  in  each  of  the  cheese 
manufacturing  States,  as  we  our¬ 
selves  are  not  at  all  prepared  to 
handle  the  proposition,  our  busi¬ 
ness  being  entirely  in  the  export 
line. 

If  you  should  be  able  to  sug¬ 
gest  how  to  handle  this  matter 
by  bringing  us  in  touch  with  the 
right  people,  you  would  greatly 
oblige  us.  We  feel  positive  that 
we  have  the  goods. 

Thanking  you  in  advance  and 
trusting  soon  to  be  favored  with 
your  kind  information,  we  re¬ 
main, 

Yours  very  truly, 

Melchior,  Armstrong  & 

Dessau, 

J.  Jergens. 

The  writer  isn’t  particularly 
well  posted  on  matters  connected 
with  the  manufacture  of  cheese, 
but  he  assumes  that  cheese  rennet 
is  a  substance  used  to  hasten  the 
formation  or  coagulation  of 
cheese.  If  this  is  so,  the  question 
of  its  distribution  should  be  taken 
up  with  seme  one  familiar  with 
the  cheese  industry.  This  corre¬ 
spondent  is  advised  to  write 
either  to  “Chicago  Dairy  Pro¬ 
duce,”  Chicago,  Ill.,  or  “Produce 
Review,”  New  York. 


Co.”  The  development  of  this 
end  of  their  business  will  make 
the  Larkin  Company  the  third 
largest  mail-order  house  in  the 
country.  It  will  build  a  big  plant 
in  Chicago  to  handle  its  Western 
business. 


Written  for  tlie  “Grocery  World  and  General 
Merchant.” 


Says  Dirty  Stores  Breed  More 
Weevils. 


Cereal  Manufacturer  Says  While 
Weevils  Originate  in  Breakfast  Foods, 
They  Go  Outside,  Propagate  in  Un¬ 
sanitary  Surroundings  and  Infect 
Fresh  Cartons. 


Larkin  Co.  Now  Regular  Mail  Order 
Merchandise  House. 


The  Larkin  Co.,  of  Buffalo, 
N.  Y.,  has  branched  out  into  the 
mail-order  business,  having 
formed  the  “Consumers’  Whole¬ 
sale  Department  of  the  Larkin 


I  have  been  attracted  to  a  dis¬ 
cussion  which  recently  went  on  in 
your  journal  regarding  the  de¬ 
velopment  of  weevils  in  breakfast 
foods.  .My  recollection  is  that  it 
was  suggested  that  weevils  come 
more  from  the  unclean  condition 
in  which  some  grocery  stores 
were  kept  than  from  deterioration 
of  the  cereals  themselves.  Your 
opinion  was  that  they  came  from 
the  cereals  themselves,  and  that 
the  condition  of  the  stores  was 
not  responsible. 

I  disagree  with  you  in  part  on 
this  point.  Without  doubt  weev 
ils  do  develop  in  breakfast  foods, 
by  reason  of  unfavorable  weather 
too  long  keeping  and  so  on.  The 
manufacturer  does  everything  in 
his  power  to  prevent  this,  but 
nothing  can  prevent  it  absolutely, 
owing  to  the  nature  of  the  grain. 
But  if  all  grocers  were  to  keep 
their  stores  in  a  cleanly  and  sani 
tary  condition  there  would  be 
fewer  weevils  than  there  are,  for 


without  doubt  the  few  which  de¬ 
velop  in  the  cereal  for  reasons 
which  are  not  under  anybody’s 
control  are  greatly  enlarged  by 
the  many  that  find  their  way  into 
the  cartons  from  the  store  prem¬ 
ises.  It  seems  to  be  clear  that 
weevils  develop  in  cereals  while 
on  the  grocer’s  shelves,  that  they 
find  their  way  outside,  propagate 
there  by  reason  of  unsanitary 
conditions  and  then  hunt  other 
cartons  to  conquer.  If  a  grocer 
would  see  that  his  shelves  and 
woodwork  were  kept  immaculate 
he  would  find  that  his  percentage 
of  loss  on  perishable  goods  would 
ye  very  greatly  reduced. 

A  Cereal  Manufacturer. 

*  *  *  *  *}  p)ec.  20,  1911. 


New  Jersey  Fruit  Men  Say  Cold 
Storage  Law  Hurts  Instead 
of  Helping. 

New  Jersey  fruiti  men  have  de¬ 
cided  to  ask  the  incoming  Legis¬ 
lature  for  measures  that  will  give 
them  relief  from  certain  restric¬ 
tions  of  the  new  cold  storage  law, 
which  it  is  said  interfere  with 
their  giving  the  public  the  best 
service.  The  feature  of  the  law 
most  objectionable  to  the  fruit 
growers  is  that  which  forbids 
them  from  repacking  apples, 
pears  and  other  fruit  between  the 
time  it  is  placed  in  the  cold  stor¬ 
age  and  sold  to  the  consumer. 
This  legislation  was  particularly 
aimed  at  egg  dealers,  and  as  such 
would  halt  to  a  considerable  ex¬ 
tent  the  traffic  in  “rots  and  spots. 
The  legislation  being  general,  the 
same  restrictions  affected  the 
packing  of  fruit. 


Cruiser  Brand 


TOSJER  S^qq 


^CROC^^S. 


HIGH-GRADE  CANNED  GOODS 


208  N  OEL  AWARE  AVE 

AND'  ' 

209  N.  WATER  ST. 


CRUISER  BRAND  Tomatoes,  selected  from  choicest  New  Jersey 

slock,  finest  goods  packed,  extra  weight  cans  averaging  lbs.,  ^ 

ozs.,we  challenge  competition.  Price,  per  doz., .  ’ 

CRUISER  BRAND  Corn,  choicest  New  York  State  stock,  Fancy  ^ 
Grade,  a  fine  corn,  guaranteed  to  please.  Price,  per  doz.,  .  .  .  • 

CRUISER  BRAND  Small  Sifted  Peas.  Extra  choice  quality,  early  _5 
packing,  small  and  tender.  Price,  per  doz.,  •  •  •  *  •  *  *  *  ’ 

CRUISER  BRAND  Telephone  Sugar  Peas.  Thw  is  an  extra  fine 

quality  large  sugar  pea.  Telephone  variety,  one  of  the  most  popular  ^  ^ 
peas  in  the  market.  Price,  per  doz.,  ...  ■  •  *  *  '  ‘  ’ 

CRUISER  BRAND  Early  June  Peas.  An  extra  quality  Early  June 
Pea,  sifted  and  of  fine  flavor.  Price,  per  doz., . 

KIRK.  FOSTER  &  COT 


1.66 


CRUISER  BRAND  Stringless  Beans.  Extra  choice  quality,  young 

and  tender,  and  packed  for  the  finest  trade.  Price,  per  doz.,  .  .  .  .  $1.60 

CRUISER  SMALL  LIMA  BEANS.  These  are  a  choice  variety  small 
Lima  Beans,  about  the  size  of  your  thumb  nail.  They  are  selected  and 
packed  with  great  care,  being  strictly  high  grade.  Price,  per  doz.  .  . 
CRUISER  SUCCOTASH.  A  choice  dish,  being  strictly  high  grade. 

Made  of  the  choicest  varieties  of  Corn  and  Lima  Beans.  Price,  per  doz., 
CRUISER  WHITE  WAX  STRING  BEANS.  This  is  an  extra  qual¬ 
ity  Golden  Wax  Stringless  Bean.  Finest  variety  of  its  kind  and 
highly  recommended.  Price,  per  doz.,. .  1,25 


1.30 


WHOLESALE 

SROCERS 


NORTH  WATER 
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Practical  Questions  of  Store 
Management 

Conducted  by  HENRY  JOHNSON,  J*. 

This  department  is  conducted  by  a  man  who  has  run  a  successful  retail 
grocery  store  for  years  and  who  haa  also  had  much  experience  with  larger 
enterprises  which  involved  the  selling  of  merchandise  to  retailers.  He  Is, 
therefore,  informed  upon  both  sides  of  the  general  questions  of  store 
management  and  will  discuss  those  questions  from  week  to  week.  The 
central  thought  of  his  articles  will  be  “  getting  the  best  service  and  the  most 
money  out  of  a  retail  store."  Subscribers  are  invited  to  submit  queries  on 
any  and  all  subjects  within  the  scope  of  the  department. 


Watch  the  Fractions. 


The  Bankers’  Profits— Comparison  by  Details— Solid  Structure  of 
Customer  Confidence. 


A  wise,  broadminded  lawyer 
said  this  to  me  many  years  ago: 

“A  banker  makes  all  his  money 
by  little  charges — ten  cents  ex¬ 
change  here — six  per  cent,  per 
annum  on  a  loan  of  $25  for  thirty 
days  there — all  penny  business. 
That  is  why  banking  is  such  a 
narrowing  occupation.” 

It  set  me  thinking.  The  more 
I  thought,  the  closer  seemed  to  he 
the  analogy  between  banking  and 
the  grocery  business.  Moreover, 
it  seemed  to  me  that  if  bankers 
could  roll  up  net  profits  of  20  per 
cent,  to  30  per  cent. — or  more — 
through  conserving  dimes,  nick¬ 
els  and  pennies,  I  could  do  better 
than  they  did  because  I  handled 
so  many  more  penny  margin 
transactions.  I  do  not  know  the 
average  transaction  in  a  bank, 
though  I  am  going  to  find  out  and 
report  on  it;  but  some  time  ago 
I  figured  over  my  business  and 
found  that  the  average  sale  was 
not  far  from  34  cents.  In  a  busi¬ 
ness  of  approximately  $200  per 
day  this  would  mean  just  over 
588  transactions.  One-half  cent 
variation  on  each  sale  would  fig¬ 
ure  $2.94  per  day,  $911.40  per 
year.  One-cjuarter  cent  variation 
would  amount  to  $1.47  Per  day; 
$455.70  per  year.  Cut  the^p  fig¬ 
ures  in  two  for  the  average  gro¬ 
cery  business  and  it  will  be  ap¬ 
parent  that  such  variation  one 
way  or  the  other  will  cut  a  seri¬ 
ous  figure.  Since  then  no  detail 
of  cost  or  handling  or  slight  vari¬ 
ation  of  margin  has  failed  to  com¬ 
mand  my  most  careful  attention. 
And  you — you — Mr.  Reader,  can¬ 
not  afford  not  to  put  your  best 
thought  into  this  thing. 

'k  'J1 

I  talked  with  the  manufacturer 


of  a  scouring  compound  a  few 
days  ago  and  told  him  what  satis¬ 
faction  I  had  in  pushing  his 
goods.  I  showed  him  that  his 
product  paid  me  30  per  cent. ;  and, 
by  the  way,  I  had  to  stop  to 
demonstrate  that  it  was  not  43 
per  cent.,  as  he  thought  and  stated 
it  was.  Then  I  told  him  how  we 
had  no  trouble  in  always  getting 
full  10  cents  per  package  for  his 
goods — never  thought  of  running 
it  3  for  25  cents  or  anything  like 
that.  Finally,  that  it  always  did 
the  work  so  well  that  each  intro¬ 
duction  meant  a  new  permanent 
outlet  for  it,  so  that  his  work  and 
mine  were  both  well  and  profit¬ 
ably  done  every  time  I  made  a 
sale. 

He  was  interested — naturally, 
but  he  was  also  surprised,  he  said, 
to  find  a  grocer  who  thought  in¬ 
telligently  about  his  business. 
“All  you  say  is  true,  Mr.  John¬ 
son  ;  but  do  you  know  that  we 
find  it  the  hardest  work  to  get  a 
grocer’s  interest.  It  seems  that 
the  dealer  will  spend  all  the  time 
the  salesman  will  give  him  on 
canned  tomatoes,  something  he 
buys  in  quantity  and  sells  stead¬ 
ily  ;  but  scouring  soap  seems  all 
to  look  alike  to  him.” 

I  always  stick  up  for  the  gro¬ 
cer,  and  did  in  this  case ;  but  I 
won’t  try  to  tell  you  that  you  are 
all  right,  for  I  know  better.  I 
know  this  man  told  me  just  what 
generally  happens;  that  some  fool 
spectacular  thing  like  25  or  50 
cases  of  tomatoes  or  corn  will  set 
you  figuring  and  bargaining,  un¬ 
der  the  impression  that  you  are 
showing  yourself  “a  close  buyer,” 
while  a  hundred  steady-selling 
staples  about  your  store  are 
passed  over  in  a  rush — you  have 


“no  time”  to  analyze  their  results 
to  see  if  you  are  really  getting 
yours. 

I  told  this  manufacturer  to 
change  the  “spiel”  of  his  men  and 
get  them  to  talk  margins  to  all  of 
you  from  both  ends.  That  is,  to 
tell  you  that  his  product  would 
pay  you  43  per  cent.,  as  you  would 
probably  figure,  or  30  per  cent., 
as  he  would  more  honestly  and 
conservatively  figure  it.  That 
will  get  the  attention  of  any  gro¬ 
cer  who  is  not  a  mummy.  More¬ 
over,  it  will  educate  him,  through 
setting  him  to  thinking,  and  the 
man  who  starts  another  man 
thinking  on  logical  lines  is  never 
forgotten  by  the  thinker;  hence, 
this  product  would  thereafter  re¬ 
ceive  some  intelligent  attention. 

*  *  * 

Suppose  a  proposition  were 
made  to  you  to-morrow  whereby 
you  might  make  a  slight  change 
in  your  method  of  handling  flour 
which  would  result  in  your  re¬ 
ceiving,  say,  2  cents  extra  on  each 
49-pound  bag  and  \]/2  cents  on 
each  24^-pound  bag,  with  pro¬ 
portionately  larger  fractions  on 
smaller  packages — would  you 
pass  it  up  carelessly,  or  would  it 
strike  you  as  important?  I  am 
inclined  to  think  you  would  be 
“too  busy.” 

Yet  see  what  this  means:  On 
a  car  of  600  j4-barrel  sacks  this 
means  $12.  if  1,200  j4-barrel 
sacks  this  would  mean  $18.  The 
average  between  the  two  is  $15. 
If  you  handle  two  cars  a  year  this 
saving  will  cover  your  telephone 
bill ;  if  four  cars,  you  will  save 
your  telephone,  postage  and  sta¬ 
tionery  accounts — and  something 
more ;  if  you  sell  a  carload  a 
month  here  is  half  your  cashier’s 
pay.  And  I  need  not  tell  you  that 
a  variation  of  $10  or  $15  on  the 
price  of  a  car  of  flour  would  at¬ 
tract  your  attention  so  completely 
that  you  would  spend  hours  fig¬ 
uring  whether  any  other  consider¬ 
ation  might  offset  this  saving.  So 
I  urge  you  to  overlook  nothing — 
not  even  3  cents  on  a  box  of 
clothespins.  See  that  every  frac¬ 
tion  is  made  or  saved,  for  you 
need  these  in  your  business. 

¥  4* 

There  is  still  that  other  point 
on  which  I  have  insisted  for  all 
these  years:  That  no  merchant 
can  better  his  own  condition 
through  taking  thought  without 
becoming  a  better  merchant,  a 
better  citizen,  a  broader  man. 


For,  if  you  think  about  the  details 
of  your  business  and  form  the 
habit  of  considering  all  points,  j 
you  will  serve  your  customers  1 
better:  thus  be  more  valuable  to  1 
them ;  thus  hold  them  more  se-  J 
curely. 

Chain  Tea  Co.  Sued  for  State  Taxes. 

Suit  has  been  filed  in  Little 
Rock,  Ark.,  by  attorneys  for  the 
State  against  the  Great  Atlantic 
and  Pacific  Tea  Co.,  to  recover 
8331,000  in  penalties  for  failing  t  > 
comply  with  the  law  requiring  the 
payment  of  fees  for  doing  busi¬ 
ness  in  that  State.  One  of  the 
suits  was  brought  under  the  act  j 
of  1907,  which  provides  a  penalty  ’ 
of  Si, 000  a  day  foj-  every  day  a 
foreign  corporation  engages  in 
business  in  the  State  without  pay-  ' 
ing  the  entrance  fee.  In  this  case 
the  defendant  is  charged  with . 
being  illegally  engaged  in  busi¬ 
ness  from  August  1.  1910,  to 
March  8,  1911,  inclusive,  a  period  * 
of  222  days  for  which  penalties 
aggregating  $220,000  are  asked. 
The  other  suit  is  brought  under 
the  act  of  1911,  which  repealed 
portions  of  the  former  act  and  re¬ 
duced  the  daily  penalty  from 
$1,000  to  S500.  In  this  case  the 
defendant  is  charged  with  vio¬ 
lating  the  law  since  March  7.  1 
1911,  and  that  it  is  still  violating 
the  law,  the  period,  the  complaint 
alleges,  being  222  days,  for  which 
penalties  amounting  to  $110,000 
are  asked. 


Chain  Cigar  Store  Co  Makes  Enor¬ 
mous  Earnings. 

The  United  Cigar  Stores  Co.  is 
soon  to  pay  a  dividend  of  250  per 
cent.,  according  to  reports  in  1 
financial  circles.  The  plan,  ac¬ 
cording  to  the  report,  will  call  for  ' 
the  distribution  of  $50  in  cash  on 
each  share  outstanding  and  $100 
in  common  and  $100  in  preferred 
stock.  This  would  total  250  per 
cent.,  as  the  par  value  is  $100.  ; 
A  string  will  be  attached  to  the  J 
cash  dividend,  however,  it  is  said,  J 
as  it  will  under  the  terms  of  the  ■ 
distribution,  revert  to  the  com- 1 
pany’s  treasury  for  the  purpose 
of  taking  up  bonded  debt  held  by 
the  American  Tobacco  Co.  The 
United  Cigar  Stores  Co.  is  sup¬ 
posed  to  do  a  business  of  $35,000,- 
000  a  year. 

Why  not  show  your  interest  in  an 
up-to-date  self-measuring  oil  system  by 
writing  to  S.  F.  Bowser  &:  Co..  Inc., 
Fort  Wayne.  Ind..  asking  for  their  il¬ 
lustrated  book  No'.  95.  It  will  pay  you 
to  do  so.  '  - 
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Special  on  Cocoa. 

Cocoa  is  always  a  staple  article.  If  you  wish  to  introduce  a  new 
ind  or  reduce  a  large  stock,  run  a  special  on  it  for  one  day.  Make 
le  price  on  the  different  kinds  and  sizes  to  suit  yourself,  at  a  figure 
lat  you  know  will  make  plenty  of  sales.  It  is  arranged  as  follows : 
'irst  make  a  narrow  platform  at  the  rear  of  the  window.  The  height 
f  it  is  about  sixteen  inches.  From  the  edge  of  this  run  a  slant  of 
oards  down  to  the  front  and  the  same  at  each  side.  The  platform 
hould  be  made  in  width  and  depth  according  to  the  size  and  shape  of 


Jello  Display. 

Every  grocer  sells  Jello  or  some  other  similar  dessert  product. 
This  suggestion  illustrates  a  very  neat  way  to  display  all  the  different 
flavors.  It  is  arranged  as  follows  :  First  cover  the  bottom  of  the  window 
with  white  crepe  paper  and  in  the  front,  in  the  centre,  place  a  long,  neat 
sign  card  with  lettering  like  in  cut.  At  each  side  on  a  plate  have  some 
of  the  Jello  turned  out  fresh  from  a  mould.  Now  place  three  small 
boxes  about  in  the  centre  and  cover  them  all  around  with  crepe  paper 
by  tacking  it  fast  around  the  top  and  spreading  it  out  around  the 


the  window.  Cover  the  platform  and  slant  with  brown  crepe  paper. 
The  lettering  is  made  with  loaf  or  domino  sugar.  In  the  centre  of  the 
platform  spread  a  white  napkin,  on  which  place  a  chocolate  pot,  cup 
and  saucer  and  a  bowl  of  sugar.  At  each  side  in  front  place  a  row 
of  cocoa  in  small  cans ;  back  of  these  two  rows  and  in  the  rear  large 
cans.  Place  a  neat  price  tag  at  the  end  of  each  row  towards  the 
centre.  Run  a  width  of  the  brown  crepe  paper  across  at  the  rear  and 
finish  on  the  top  with  a  twisted  strip  of  white  crepe  paper  and  fasten  a 
large  bow  of  it  at  each  side. 


bottom.  At  the  back  arrange  the  paper  fan  shape.  Use  dilferent 
colors;  for  instance,  the  box  on  which  the  packages  of  lemon  Jello  are 
displayed  is  covered  with  lemon  yellow  crepe  paper  and  also  the  fan 
shaped  decoration  in  the  back  of  each  box.  The  chocolate  with  brown, 
the  orange  flavor  with  orange  color  paper,  and  so  on.  The  other  four 
flavors  in  the  rear,  for  which  you  will  have  to  use  pink  and  red,  will 
show  up  very  well.  Cut  the  letters  for  the  name  of  each  flavor  from 
black  glazed  paper.  A  drop  of  tube  glue  or  paste  will  hold  them  in 
position.  Use  white  crepe  paper,  curtain  effect,  for  the  background. 


Oleo  Output  Smaller  Than  Last 
Year. 

The  output  of  oleomargarine  in 
the  Chicago  district  for  the  month 
of  November  was  169,139  pounds 
of  colored  and  7,437,784  pounds  of 
uncolored,  or  a  total  of  7,606.923 


pounds,  against  220,928  pounds  of 
colored  and  10,180,416  pounds  of 
uncolored,  or  a  total  of  10,401,344 
pounds  for  the  same  month  in  1910. 
This  shows  a  falling  off  of  2,794,- 
923  pounds  from  the  same  month 
a  year  ago,  The  output  for  the 


previous  month,  October,  was 
138,612  pounds  of  colored  and 
5,663,232  pounds,  or  a  total  of 
5,801,844  pounds  or  a  gain  for  the 
month  of  November  over  October 
of  1,805,079  pounds.  There  were 
684  licenses  taken  out  to  sell  the 


tin  colored  and  seven  to  sell  the 
colored,  against  470  and  three  re¬ 
spectively  for  the  same  month  a 
year  ago.  The  output  of  reno¬ 
vated  butter  was  2,210,504  pounds, 
against  1,208,000  pounds  for  the 
same  month  in  1910. 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


WANT  DEPARTMENT 

Auwtn  tc  Wu!  AdnrtiaMuita  tumtad  la  tkU  d*partm«at  say  b*  addiwad  to  tk»  '  Oronry  Warld 
ud  Otaaral  Merchant”  wku  duirad,  prorldad  tk*  idnrtlMmmt  la  aaooaputod  by  »  Mali  la  yMO|«  to 
pay  for  rvmalUag  thi  aim*.  Tb»  prlco  od  aacfc  Inaartiaa  li  two  Mall  par  word  la  idruoo. 


FOR  SALE. 


FOR  SALE. — Stock  and  fixtures  of  an  old 
established  con  er  grocery,  meat  and  pro¬ 
vision  store.  Will  sell  to  a  quick  buyer  at 
the  low  figure  of  f  1,450.  Dwe  ling  contains 
seven  rooms  and  bath,  rent  $25  per  month. 
South  -ast  corner  Sixtieth  ana  Vine  Streets, 
West  Philadelphia.  Pa.  11 


FIXTURES  FOR  SALE.— Americ  n  Slic¬ 
ing  Macnine  for  dried  beef,  baton,  »tc., 
co^t  $  00,  is  good  as  new,  will  sell  cheap 
Also  Bundy  Time  Clock  in  perfect  order, 
will  sell  cheap.  Also  Smith  Premier  Type¬ 
writer,  No.  2,  w;th  iron  stand,  in  perfect 
order,  will  sell  cheap.  M.  H  G.,  “Grocery 
World  and  G  netal  Merchant,”  927  Arch 
Street,  Philadelphia,  Pa.  1 

FOR  SALE. — A  good  corner  cigar  and  con- 
fei  tionery  store  ;  would  make  a  good  stand 
for  fresh  meats  and  p  ovisions,  or  delicates 
sen  store  ;  to  a  quick  buyer  will  sell  for  $750. 
S.  W.  corner  Fifty  first  and  Brown  streets, 
West  Philadelphia.  5 

FOR  SAi  E  OR  RENT.— Old  established 
store  stand,  in  town  of  1,000  population  in 
Lancaster  County.  Rich  and  thickly  settled 
surrounding  farming  community.  With 
limited  stock  or  without  stock.  Annual 
ca-h  business  $ 20,000 .  Can  be  increased. 
Modern  store  building  Other  interests 
reason  forretiring.  W.  S.,  “  Grocery  World 
and  General  Merchant,”  927  Arch  Street, 
Philadelphia,  Pa.  4 


FOR  SALE.— Stock  and  fixtures  of  an  old 
established  corner  grocery  and  provision 
store.  Will  sell  for  $1,200  if  sold  at  once. 
Property  containing  sixteen  rooms  and  all 
co  veniences,  can  be  bought  for  $15,000. 
Neighborhood  of  Fifty-second  and  Haver- 
ford  Avenue  West  Philadelphia.  M.  H.  W., 
“Grocery  World  and  General  Merchant,” 
927  Arch  St.,  Philadelphia,  Pa.  4 

FOR  SALE. — An  old  established  corner 
grocery  and  provision  store.  Would  do  well 
with  fresh  meats.  Wi  1  sell  to  a  quick  buyer 
for  $1,250.  Corner  Tenth  and  Clearfield 
Streets,  Philadelphia,  Pa.  4 


FOR  SALE. — Stock  and  fixtures  of  grocery, 
provision,  cigar  and  confectionery  store, 
doing  a  good  business.  Will  sell  to  a  quick 
buyer  for  $950.  Eleven  rooms,  all  conven 
iences,  rent  $25  per  month.  4065  Haverford 
Ave.,  West  Philadelphia.  3 


FOR  SALE. — Good  corner  grocery  store. 
Would  do  well  with  fresh  meats.  Will  sell 
stock  and  fixtures  for  $500.  Dwelling  con¬ 
tains  six  rooms  and  all  conveniences.  Cor. 
Millick  and  Race  Sts.,  bet.  60th  and  61st  Sts., 
West  Philadelphia.  2 


FOR  SALE. — Stock  and  fixtures  of  a  good 
paying  corner  grocery  and  provision  store. 
Will  sell  to  a  quick  buyer  for  $1,200. 
Property  can  be  bought  for  $5,200,  eight 
rooms  and  all  conveniences.  4000  North 
Fairhill  Street,  Philadelphia,  Pa.  26 


FOR  SALE. — Great  bargain  if  sold  at  once, 
the  old  established  corner  grocery  and 
provision  store  Fifty-first  and  Folsom  Sts., 
West  Philadelphia.  Low  rent,  six  rooms 
and  bath,  all  conveniences.  M.  O.,  “Gro¬ 
cery  World  and  General  Merchant,”  927 
Arch  St.,  Philadelphia,  Pa.  9 


FOR  SALE. — Grocery  and  provision  store. 
Would  do  well  with  fresh  meats  and  fish. 
Will  sell  to  a  quick  buyer  for  $325.  5030 
Brown  St.,  corner  of  Dearborn  St  ,  Phila¬ 
delphia,  Pa.  o 


FOR  SALE. — Large  three-story  property, 
with  grocery  business,  doing  a  nice  cash 
business.  Will  sacrifice  stock,  fixtures  and 
property  if  sold  this  month.  Call  Tuesdays 
or  Thursdays,  A.  M.,  at  897  N.  Fiftieth  St., 
Philadelphia,  Pa.  4 


FOR  SALE. — Stock  and  fixtures  of grocery 
and  provision  store.  A  good  corner  in  a 
growing  part  of  West  Philadelphia.  Will 
sell  to  a  quick  buyer  for  $850.  6116  Market 
St.,  Philadelphia,  Pa.  10 

FOR  SALE. — An  old  corner  grocery  and 
provisions.  Would  do  well  with  fresh  meats. 


Will  sell  stock  and  fixtures  to  a  quick  buyer 
for  $1,150.  Dwelling  contains  ten  rooms 
and  all  conveniences.  Corner  Tenth  and 
Dauphin  Sts.,  Philadelphia.  1 

FOR  SALE. — One  second-hand  Gurney 
hot  water  boiler,  750  ft.  capacity.  $30  f.o.b. 
Lancaster.  F.  A.  Long,  Lancaster,  Pa. 

FOR  SALE. — Stock  and  fixtures  of  grocery, 
provision,  candy  and  cigar  store,  also  school 
supplies.  Would  make  a  good  comer  for 
fresh  meats.  Will  sell  to  a  quick  buyer  for 
$975.  Dwelling  contains  eight  rooms,  rent 
$20  per  month.  Corner  Sixty- second  and 
Delancey  Sts.,  West  Philadelphia.  1 

FOR  SALE. — An  old  established  corner 
grocery,  meat  and  provisions.  To  make  a 
quick  sale  will  accept  $875.  Rent  $25  per 
month.  Corner  Fifty-fourth  and  Lancaster 
Ave.,  West  Philadelphia.  1 

FOR  SALE. — Fine  set  of  Troemner’s  half 
chest  tea  bins,  also  coffee  bins  to  hold  about 
100  lbs.  Same  in  first-class  condition.  Value 
new,  $10  each.  Also  electric  coffee  mill. 
H.  F.  Heacock,  51  N.  Second  St.,  Philadel- 
phia,  Pa. _ tf 

FOR  SALE. — An  old  corner  grocery  and 
provision  store.  Would  make  a  good  stand 
for  fresh  meats.  Will  sell  for  $1,500.  Will 
sell  property  for  $7,500,  ten  rooms  and  all 
<  onveniences.  also  stable.  N.  W.  corner 
Sixth  and  Venango  Streets,  Philadelphia, 
Pa- _ 4 

FOR  SALE. — Stock  and  fixtures  of  a  good 
corner  groc  ry  and  provision  store.  Would 
make  a  good  stand  for  fresh  meats.  Will 
sell  to  a  quick  buyer  for  $725.  Dwelling 
contains  seven  rooms  and  bath.  Call  cor. 
Twenty-third  and  Hageit  St.,  Philadelphia, 
Pa.  8 


FOR  SALE. — A  first-class  paint  store,  doing 
a  good  business  in  the  northern  part  of 
Philadelphia.  Fine  location  on  a  main 
business  thoroughfare.  Apply  H.  F.  Hea¬ 
cock,  51  N.  Second  St.,  Philadelphia,  Pa.  tf 

FOR  SALE. — Sweitzer  cheese  slicer  for 
sale.  Been  used  only  a  short  time.  Cost  $3, 
will  sell  for  $».  Cash  Grocery  Co.,  1801 
Venango  St ,  Philadelphia,  Pa.  3 


BUSINESS  OPPORTUNITIES. 


GROCERY,  MEAT  AND  PROVISION 
STORES. 

EVERY  ONE  A  GOOD  CHANCE. 

No.  630. — Grocery  and  meat  store  In  small 
town  In  Burlington  Co.,  N.  J.,  doing  $250 
weekly,  mostly  cash.  A  most  desirable 
location.  Exclusive  trade,  which  can  be 
increased.  Owner  desires  to  sell  on  account 
of  Government  position.  About  $900  will 
buy. 

No.  633. — In  New  Jersey  town  about 
twenty  miles  from  Camden,  general  store 
doing  an  average  of  $20,000  for  the  last  five 
years,  and  on  the  increase,  of  which  75  per 
cent,  is  cash,  balance  good  credit.  Business 
now  netting  10  per  cent  profit  above  all 
expenses.  Carries  about  $5,000  stock,  which 
can  be  reduced  to  about  $3,000.  Business 
will  be  sold  at  inventory.  Full  information 
given  on  request. 

No.  634.— Grocery  and  meat  business  in 
West  Philadelphia  doing  over  $400  weekly 
business,  mostly  cash.  Business  has  been 
increased  each  year  for  the  last  four  years 
and  still  increasing.  Expenses  low.  This 
business  shows  a  net  profit  of  8  per  cent. 
Anyone  desiring  the  business  can  go  in  and 
investigate  before  buying,  as  It  will  stand 
any  test  the  business  is  put  to.  About  $1,600 
will  buy. 

No.  635. — Fine  established  general  store 
in  Lancaster  Co.,  doing  a  yearly  business 
of  $20,000,  netting  a  clear  profit  of  $2,000, 
which  can  be  shown  to  any  buyer.  Expenses 
low  and  old  established  business  command¬ 
ing  the  best  trade  of  a  town  of  3,000  In 
centre  of  rich  farming  district.  About 
$7,000  to  $8,000  required. 

No.  637.— Lancaster  Co.  general  store, 
with  small  stock,  doing  nearly  $30,000 
yearly,  90  per  cent.  cash.  Stock  is  in  good, 
clean  condition  and  the  business  Is  in  such 
good  shape  that  purchaser  can  step  Into  a 
money  maker  from  the  day  he  takes  hold 


of  business.  Expenses  low.  About  $5,000 
will  buy. 

No.  638. — General  store  located  a  few 
miles  from  Trenton,  N.  J.,  in  prosperous 
town  of  1,000.  catering  to  large  farming 
district.  Does  a  business  of  $22,000  yearly, 
of  which  75  per  cent,  is  cash,  on  which  there 
is  a  big  margin  of  profit.  Carries  stock  of 
about  $6,000.  Business  will  be  sold  at  an 
inventory  price,  Investigate. 

No.  639.— General  store  on  the  outskirts 
of  Philadelphia,  doing  a  large,  profitable 
business.  Plenty  of  new  business  to  be 
secured  by  new  owner.  Building  operations 
under  way.  Owner  wishes  to  go  South  the 
only  reason  for  selling.  $1,200  will  buy. 

No.  640. — Grocery  and  meat  business  just 
started,  having  one  of  the  best  store  rooms 
in  the  city,  in  a  locality  that  will  patronize  a 
good,  first-class  store.  This  place  must  be 
seen  to  understand  the  bargain.  Owner  is 
sick,  reason  for  selling. 

In  all  of  these  the  cause  of  selling  Is 
good  and  the  fullest  Investigation  courted. 
Every  one  paying. 

WARNER  8t  CO., 

9*7  Arch  Street  Philadelphia,  Pa. 


MISCELLANEOUS. 


PREMIUM  USERS. — Send  fir  catalogue  of 
best  and  cheapei-t  Rockers  on  the  maiket 
$10  per  dozen  up.  Ohio  Chair  Co.,  Wil¬ 
liam-burg  Ohio.  25 


HELP  WANTED. 


WANTED. — Manufacturers  of  food  products 
desiring  to  introduce  their  goods  in  the 
Philadelphia  market  are  requested  to  confer 
with  “Broker,”  “Grocery  World  and  Gen¬ 
eral  Merchant,”  927  Arch  St.,  Philadelphia, 
Pa.  tt 


WANTED. — Sales  agenta  to  handle  com¬ 
plete  line  of  automatic  computing  scales, 
self-measuring  gasoline  and  oil  tanks  and 
cheese  cutters.  Exclusive  territory.  Good 
opportunity  for  high  grade  men.  Lacy  & 
Noblit,  1220  Filbert  St.,  Philadelphia,  Pa.  tf 


THIS 

CUSPIDOR 

in  hand-painted  colors, 
at  $8.50  per  gross,  no 
dr  ay  age  charge,  no 
package  charge;  the  en¬ 
tire  gross  is  yours  for 
$8.50,  plus  the  freight. 
The  PETERS  A  REED 
POTTERY  CO. 

No.  42  Cuspidor— 6^-inch  Zanesville,  Ohio 


The  One  Pure  Sugar  Syrup 

Lyle’s  Golden  8yrup  —  perfectly 
clear,  a  beautiful  golden  color,  so 
neutral  micro-organisms  can’t  live 
in  it.  Absolutely  free  from  preser¬ 
vatives.  A  product  which  every  one 
keeps  buying.  If  you  want  to  please 
your  trade  tell  them  about  it. 

26%  PROFIT 

Sure  sales  and  pleased  customers. 

H.  Kellogg  &  Sons 

Philadelphia 


John  Scott  &  Co. 

INCORPORATED 

PHILADELPHIA 


WHOLESALE  GROCERS 

and  Direct  Importers  ot 

Ceylon  and  Assam  Teas 

These  Teas  are  becoming 
more  popular  every  day. 

"Our  prices  are  always  correct1* 


NOTICE! 


If  you  do  not  already 
use  a 


Dreyer 

Auto¬ 

matic 

Banana 

Rack 

write  at 
once, 
as  we 
have 
some¬ 
thing 
special 
to  offer 
you. 


This  offer  ends  January  1 ,  1912 


H.  G.  DREYER  &  SON 

2256  West  95th  Street 
CLEVELAND,  OHIO 


The  “Premium”, 
Brand  on  Ham 


WE  must  make  EVERY 
ham  that  bears  “S  WIFT’S 
PREMIUM”  brand  give  satis¬ 
faction,  or  the  brand  would 
cease  to  mean  anything. 

And  you  should  have  that 
ham  if  you  want  to  satisfy 
your  trade  and  build  up  a 
good  ham  business. 

SWIFT’S  PREMIUM 
HAMS  are  always  tender,  de¬ 
liciously  flavored,  properly 
cured.  What  we  tell  you 
about  them  you  can  tell  your 
customers  with  confidence. 

PREMIUM  HAMS  we  keep 
well  ad  vertised  ,  and  that 
makes  it  easy  for  you  to  sell 
them. 

Swift  &  Company,  U.  S.  A. 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  "GROCERY  WORLD  AND  GENERAL  MERCHANT 


New  York  and  Pittsburgh,  December  25,  1911 


Ex-president  of  the  Brooklyn  (N. 
Y.)  Retail  Grocers’  Association 
Proves  That  Grocers  Are  Not 
Responsible  for  High  Living 
Expenses. 

Warning  Against  Another  Soap 
Fake  Appearing  in  Western 
Pennsylvania. 

Manufacturer  Who  Allowed  Mail 
Order  House  to  Advertise  His 
Goods  Brought  Down  by  Mer¬ 
chants’  Association. 


There  is  nothing  in  the  world  to  compel  a  retail  merchant  to  sell  goods 
without  a  profit,  except  his  own  ignorance  of  how  to  figure  it,  or  his  lack  of 
courage  to  exact  it. 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


Runkel’s  Cocoa 


and  Chocolate 


SELL 

THE 

RIGHT 

SOAP 

POWDER 

JIT  So  many  women 
^  are  using  soap 
powders  for  washing 
because  the  idea  is 
right ,  and  rejecting 
one  after  another  be¬ 
cause  the  powder  is 
wrong ,  that  it  will 
pay  you  to  start 
your  customers  on 
Snow  Boy  Washing  Pow* 
der.  It  is  a  pure 
soap  powder — all  the 
women  know  it  won’t 
hurt  the  skin — because 
it  contains  no  free 
alkalies.  Your  cus¬ 
tomers  find  it’s  the 
right  powder  for  them 
to  use,  so  you  know 
it’s  the  right  one  for 
you  to  sell. 

LAUTZ  BROS. 
&  CO. 

BUFFALO,  N.  Y. 


have  an  established  sale  because  of  their  purity  and 
flavor,  and  you  can  always  depend  on  them  pleasing 
your  customers.  The  name  “Runkel”  stands  for  a 
complete  line  of  cocoas,  cooking  and  eating  chocolates 
including  “Red  Ribbon,”  “Vienna,”  “Dairy  Milk,” 
“Vanilla  Sweet,”  “Premium  Baking  Chocolate,”  etc., 
each  one  as  good  as  we  know  how  to  make  it.  Look 
for  Hamilton  Retailer’s  Bonds  in  each  case — save 
them  to  exchange  for  furniture  or  store  fixtures. 
Hamilton  Coupons  in  packages  can  be  redeemed  for 
premiums  by  your  customers.  To  get  a  better  and  more 
profitable  cocoa  and  chocolate  trade — Push  Runkel’s. 

RUNKEL  BROTHERS,  Incorporated 

445  W.  30th  Street,  New  York,  N.  Y. 

Branch  Offices  in  Chicago,  Philadelphia,  Boston  and  Denver 


HIRES 

Silver  Brand  Condensed  Milk 


Will  make  permanent  customers  for  you,  because 
of  its  quality,  and  the  splendid  premiums  given  in 
exchange  for  labels. 


Tell  your  customers  to  write  us  for  complete 
catalogue  of  premiums. 

Hires  Silver  Milk  for  Sure  Sales 


Hires  Condensed  Milk  Company 

10  Chestnut  Street,  Philadelphia,  Pa. 


This  Tells 
the  Tale 


A  product  which  has  been  on  the 
market  fifty-eight  years  is  a  product 
which  has  stood  the  hardest  of  all 
tests — the  test  of  time.  “Knight  i 
Cooking  Extracts  ”  is  a  phrase  familiar 
to  man,  woman  and  child,  from  the 
Atlantic  to  the  Pacifi'c  and  from  the 
Lakes  to  the  Gulf.  It  is  easy  to  tell 
why  ;  no  housewife  ever  had  a  bot¬ 
tle  go  back  on  her  and  no  house¬ 
wife  ever  will.  Good  extracts  must 
be  on  your  shelves.  Grocers,  if 
you  sell  Knight’s  Extracts  we  need 
say  nothing  more  to  you  ;  if  you 
don’t,  we  want  one  order  from  you 
. — we  are  sure  of  more.  You  are 
certain  of  their  absolute  purity  and 
a  good  profit. 

KNIGHT’S 

Cooking  Extract  Co. 

No.  211  ARCH  STREET 

PHILADELPHIA,  PA. 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT" 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


r 


We’ve  Had  to  Turn 
Down  Some  Contracts 

We’ve  had  to  reject  some  contracts  for  space  offered  us  in  the 
West  Philadelphia  and  Kensington  food  shows.  The  manufacturers 
wanted  to  come  in,  but  Special  Food  Agent  Cassidy  couldn’t 
approve  them,  so  we  were  compelled  to  leave  them  out. 

These  food  shows  are  going  to  be  a  hall  of  fame,  so  far  as 
purity  is  concerned.  We  accept  no  contract  for  space  at  any  price 
without  Mr.  Cassidy’s  approval. 

We  told  you  about  the  new  food  show  plan  last  week.  The 
show  will  open  in  West  Philadelphia,  American  Hall,  Market  street 
above  Thirty-ninth,  February  6-ioth,  and  in  Kensington,  Columbia 
Hall,  Second  and  Norris  streets,  February  1 3—1 7th.  The  idea  is 
to  go  to  the  home  districts,  where  we  are  close  to  the  people  that 
count.  There’s  more  business  in  twenty  such  people  than  in  a 
thousand  from  the  centre  of  the  city. 

Another  good  thing  about  these  shows  is  that  we’re  going  to 
make  the  grocer’s  interest  a  part  of  it.  If  we  can  interest  the 
people  in  buying  your  goods,  and  at  the  same  time  interest  the 
grocer  in  selling  them,  we’ve  done  better  work  than  any  food  show 
ever  did  before.  See  the  coupon  in  the  corner. 

Write  for  rates  and  all  information  to 


The  Pure  Food  Exhibition  Co. 


Retail  Grocer’s  Coupon 


German-American  Bldg.,  Broad  and  Arch  Sts. 
PHILADELPHIA 


Two  weeks  in  advance  of  these  shows  a 
coupon  will  appear  in  this  space  entitling  any 
grocer,  or  his  clerk,  to  free  admission  at  any 
hour  if  he  will  present  it,  with  his  card  or 
letterhead,  at  the  door. 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT ’ 
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FRANKLIN 

POWDERED 


*  Standard  of  Purity- 

REFINED  FOR 

FRANKLIN 
SUGAR  REFINING  CO. 

PHILADELPHIA. 


Losing  Trade  for 
Foolish  Reasons 

One  great  big  thing  about  Franklin  Pow¬ 
dered  Sugar  is  its  regularity. 

Sugar  doesn’t  always  run  regularly.  When 
it  doesn’t,  the  customer  complains. 

Complaints  aren’t  good  for  a  grocery  store, 
no  matter  how  foolish  they  are.  Trade  lost  for  a 
foolish  reason  is  as  surely  gone  as  if  the  reason 
was  good. 

Franklin  Powdered  Sugar  is  a  remarkably 
fine  pulverized  sugar  of  the  very  highest  quality. 

It  is  especially  for  cakes,  ice  cream,  or  sweet 
drinks,  and  for  all  such  things  will  give  splendid 
satisfaction. 

Packed  in  one-pound  sealed  and  air-tight 
cartons,  lined  in  paraffine  paper.  Franklin 
Cartons  are  an  enormous  aid  to  selling  and 
profit-saving. 

The  Franklin  Sugar  Refining  Co. 

PHILADELPHIA,  PENNA. 


o-Operative  Advertising 

WORTH  WHILE  SPECIALTIES 


Hotel  Astor  Coffee 


CINOALA  CEYLON 


QUEEN  QUALITY 


PACKAGE  TEAS 

A  VERY  INTERESTING  PROPOSITION 
FOR  THE  DEALER  AND  CLERKS 
MAY  WE  TELL  YOU  MORE  ABOUT  IT? 


We  want  your  orders  for 


RICE 


B.  FISCHER  &  CO  190  Franklin  St.,  New  York 
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927  Arch  St.  Philadelphi  a 

1261  Broadway,  NEW  YORK  Worn**’,  Temple  Bu.ld.ng,  CHICA 


IN  WRITING  TO 


ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT- 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


THOMAS  P.  SULLIVAN 

Former  President  of  the  National  Association  of  Retail  Grocers 
Now  Western  Manager  of  the  C.  M.  Wessels  Co. 

Grocers  everywhere  will  be  glad  to  learn  of  the  latest  step  taken  by  Mr.  Sullivan  .One  nfade  arrangements  to  have^ep^r 
did  during  his  term  as  President  of  the  National  Association  of  Retail  wp  :  to  t^e  Treasury  of  the  National 

cent,  of  all  money  spent  for  grocery  paper  advertising  through  The  C.  M.  WESSELS  Co  paid  mto  th Tr  W  position  to 

Association.  This  plan  has  already  paid  the  National  Association  several  thousand [folios  With  Mr  Sulh  Co  _ 

help  the  work  it  will  pay  more.  He  has  given  up  his  own  business  to  devote  his  ^tire  tim® =  J  ena^e  it  to  accomplish 
because  he  feels  that  by  increasing  the  income  of  the  National  Association  roug  P  ...  other  parties  interested, 

many  things  that  will  benefit  retail  grocers  everywhere  and  reward  them  for  their  co-operation  with  the  other  para 
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Grocery  World  and  General  Merchant  Prices  -Cnrrent. 


CORRECTED  WEEKLY.  DECEMBER  25,  1911. 


COL. 

Ammonia .  x 

Axle  Grease . a 

Baking  Powder .  a 

Blacking — Shoe .  a 

Bluing — Dry .  3 

Bluing — Liquid .  4 

Brushes .  38 

Butchers*  Sundries .  ax 

Butter .  4 

Crackers  and  Cakes .  xo 

Candles . 4 

Canned  Goods .  5 

Canned  Meats .  6 

Catsup . 4 

Cereal  Specialties .  14 

Cheese .  13 

Chewing  Gum .  33 

Chocolate  and  Cocoa .  8 

Cider . 23 

Clams . 16 

Cocoanut .  17 

Corn  Starch .  26 

Condensed  Milk .  9 

Cottolene  .  12 

Coffee  Essence  and  Chicory .  3 

Delikatessen .  10 

Dried  Fruits .  16 

Dressed  Meats .  20 

Dressed  Poultry .  ai 

Drugs . 22 

Evaporated  Milk . 9 


COL. 

Eggs .  xa 

Fancy  Groceries. .  13 

Flour .  23 

Farinaceous  Goods .  13 

Fresh  Fish . 16 

Green  Coffee .  3 

Gelatine  and  Prepared  Desserts .  14 

Horseradish . . .  17 

Honey .  27 

Ink .  ,7 

Jars  and  Jar  Rubbers .  4 

Ketchup .  4 

Lamp  Goods .  x7 

Lime  .  18 

Lye  and  Potash .  18 

Lard  and  Compounds  .  20 

Live  Poultry .  21 

Laundry  Soaps .  25 

Laundry  Starch  .  26 

Macaroni . 15 

Matches . .' .  18 

Mince  Meat . . 18 

Maple  Syrup .  27 

Nuts .  20 

Oysters .  16 

Oils . .  19 

Olives .  29 

Package  Coffee .  1 

Paper .  9 

Pure  Olive  Oil .  19 

Peanut  Butter .  29 


COL. 

Pickled  Meats  and  Fish .  J0 

Pickles . .. .  20 

Popping  Corn . 

Provisions . 2o 

Plum  Pudding . / . .  2x 

Preserves,  Jellies,  Jams  and  Marmalades .  21 

Polishing  and  Cleaning  Compounds .  25 

Roasted  Coffee  in  Bulk .  3 

Rice . 23 

Refined  Molasses  and  Syrups . . .  27 

Rope,  Tie  Yarn,  etc .  27 

Sugar .  x 

Shoe  Dressing .  2 

Sardines .  5 

Saratoga  Chips . x6 

Soups .  7 

Smoked  Fish,  Codfish  and  Mackerel .  25 

Sauer  Kraut . 2x 

Salt . . 24 

Salad  Dressing .  24 

Sal  Soda . 24 

Sauces . 24 

Seeds . x6 

Soda — Bi-Carb .  24 

Soft  Drinks .  24 

Specialties' . 30 

Spices . . ......  26 

Stove  Polish .  36 

Sundries . a6 

Syrup  and  Molasses . .. .  27 


Smoking  Tobacco . 

Tea .  . 

Toilet  Soaps . 

Tobacco — Plug . 

COL. 

.  28 

;:;:;E:E  zi 

Vinegar . 

Wood  and  Willow  Ware . 

.  20 

.  27 

.  28 

Yeast  Cakes . 

ADVANCES. 

Butter . . . . . . . . .  ,, 

E*g* . - . .-I.!"!""""  la 

Flour,,,,,.,,,,,,,, . . . . .  || 


DECLINES. 


ADDITIONS. 


SUGAR. 


Barrels.  Halves 


Cut  Loaf . 

6.70 

7.00 

Eagle  Tablets . . 

7-3o 

Crystal  Dominoes, 

<1 

24  5 -lb.  pkgs . 

8.35 

60  2-lb.  pkgs . 

8.85 

Cubes . 

6.10 

6  30 

Lozenge . 

6.00 

6. 20 

Powdered . 

6.00 

6.20 

44  2-lb.  pkgs.,  cases . 

6.40 

Granulated,  fine  or 

stand.,  McCahan. 

5.80 

6.00 

«  it 

Franklin... 

5.80 

6.00 

A  Crystal.. 

A  Confectioners 

A  No.  1 . 

A  No.  2 . 

Extra  B . 

Extra  C . 

C..  . . 


special  fine . 

fine,  2-lb.  bags . 

44  a-lb.  pkgs.,  cases  ... 

44  5-lb.  bags . 

44  xo  10-lb.  bags . 

41  35-lb.  bags . 

44  xoo-lb.  bags . 

coarse . 

extra  coarse . 


5  85 

6.  xo 

6.00 

6.00 

5-95 

5.85 
5. 80 
5.80 

6.20 
5-85 
5-65 
5  60 
5-55 
5-40 
5.30 

5.20 


100-lb 
Bags 
5- 60 
5-55 
5-40 
5-3° 
5.20 


TEA. 


Formosa — 

Extra  choicest,  %  and  ^  chest. . 

Choice,  54  »nd  %  chests . 

Finest,  54  and  54  chests . 

Fine,  54  and  54  chests . 

Oolong,  Black- 

Extra  choice.  54  and  54  chests . 

Choice,  54  and  54  chests . 

Finest,  }4  and  %  chests . 

Superior,  54  and  %  chests . 

English  Breakfast  Black — 

First  Picking,  54  and  54  chests . 

Choicest,  54  and  54  chests . 

Good  to  Superior,  54  chests . 

First  Crop,  about  25-lb.  original  boxes 
Gunpowder,  Green — 

Extra  Firats,  54  chests . 

Firsts,  54  chests . 

Seconds  54  and  54  chests . 

Special  Seconds,  54  chests . 

Imperial.  Green — 

Extra  Firsts,  54  chests . 

First.,  54  and  ^  chest. . 

Seconds,  J4  chests . 

Japan,  Green — 

May  Picking.,  54  chests . 

First  Crop,  54  chests . 

Second  Crop,  54  and  54  chests . 

Basket  Fire,  uncolored,  needle  leaf,  54 

chests . 

Yeung  Hyson,  Green — 

Extra  Firsts,  54  chests . 

Firsts,  \4  and  V  chests . 

Seconds,  54  and  54  chests . 

Hys  on.  Green — 

Extra  Firsts,  54  chests . . . 

Firsts,  54  chests .  . 

Seconds,  54  chests . 

Awn,  Black — 

Cnolce  54  chests . 

Fine,  54  chests . 

Tetley  s  India  and  Ceylon,  Black — 

»5-lo.  boxes . 

54  or  54-lb.  tin  foil  pkgs . 


Per  lb. 
•4»  --45 
•35  --3* 
■a7  --30 
.33  -.25 


•3»  --35 
.25  -.28 

.32  -.34 

.16  -.18 


■30  -.35 

.30  -.35 

.13  -.15 

.30 


•4»  -45 

•3*  --35 
.35  -.38 

.S3  -..5 


•35 

•31 


•  40 
3a 
•24 


.38  -.40 
•3°  --35 
.28  -.30 


•30  *•35 


•35  -.40 
.28  -.30 
.22  -.25 


•25 


.30 

•23 

.18 


.27 

•24 


.26 

•45 


AMMONIA. 

Per  doz. 

Victoria,  s  doz . . 

Pincus,  3  doz . 90 

Oakdale,  z  doz . 75 

O.  K.,  3  dos . 45 

Viol  o*.,  Victoria,  a  doz . 90 


Parsons,  3  doz.  pints .  1.55 

“  Dime,  3  doz . 95 

Banner  Dry  Ammonia . case  of  50s  3 . 70 

. case  of  35s  1.00 

“  “  . 1  doz.  .95 

AXLE  GREASE. 

Frazer's,  xs-lb.  palls  . per  doi.  .80 

Mica,  yK  gross . per  gross  8  10 


BAKING  POWDER. 

Sea  Foam —  per  doz. 

K  |N  4  doz . 95 

1  lb. ,  1  doz .  ■,  40 

Davis’  OK— 

54  lb.,  4  doz . 45 

V*  lb.,  3  doz . . 

1  lb.,  2  doz .  x .05 

5  lb.,  Y  doz . . .  7.20 

Cleveland’s — 

ioc.  size,  4  doz . 84 

Y  lb.,  4  doz .  2.23 

Leslie's — 

Nickel,  4  doz . .45 

Y~ lb.  cans,  2  doz . 90 

x-lb.  cans,  1  doz .  1.65 

5  lb.  cans,  Y  doz . 

Sea  Gull,  6  oz.  glass,  4  doz . 45 

Parrot  and  Monkey,  4  doz . 45 

Rumford  Yeast  Powder — 

4-oz.  glass,  2  doz . 8254 

6-oz.  glass,  2  doz . ; .  1.07 

6-oz.  glass,  6  doz .  1.03 

6-os.,  1  gross  in  bbl .  1 .02 

Rumford  Baking  Powder — 

5c.  tins,  4  doz . 45 

ioc.  cans,  2  doz . 90 

J4-lb.  cans,  2  doz .  1.25 

1 -lb.  cans,  x  doz .  2.  so 

Royal — 

ioc.  size,  4  doz . 86 

541b.,  4  doz . . .  1 . 30 

54  lb.,  3  doz .  2 . 40 

1  lb.,  1  doz .  4.65 


— J— 

Easy  Bright,  ladies' . 85 

“  waterproof . 1.25 

Admiral  Russet  Combination . 70 

“  •  Shoe  Dressing . 70 


GREEN  COFFEE. 

Java,  extra  lancy,  genuine . 

Mocha,  genuine,  finest,  Y  and  V\  bales.. 

Mocha  Seed  Santos,  fancy,  choice . 

Caracas,  fancy7  washed . 

Maracaibo,  strictly  fancy,  mild,  choice.. 

Santos,  Peaberry,  extra  fancy . 

Santos,  fancy . 

Rio,  Golden,  fancy . 

Rio,  prime . 


—4— 


BLUING— Li^aM. 


Boyar’s  Bengal,  No.  I,  54  gro*s._ . 

French  Laundry,  large,  >4  gross  in  bbl. . 

Admiral,  4  01 . . 

“  8  oz . 

“  16  oz . . 


Per  gToee 

...  ,8. 


MO 


4  00 
6  50 
9. SO 


Per  lb. 


.2054 
•*9  K 
■754 
.19 

.1854 

.>854 
•  i854 

.18 

•x7 


BLACKING — She*. 


Per  doz. 

Mason’s,  No.  1,  54  gross . . 70 

“  No.  2,  54  gross . 80 

“  No.  3,  54  gross . 9o 

0,  V  ,  No.  4,  54  gross .  1.35 

T.  M.,  French .  i.IO 

Shinola  (premiums) . Per  gross  10.00 


SHOE  DRESSING. 


Mason's — 

Black  Dressing,  medium . 

Per  doz. 

"  regular . 

Combination  BJack . 

41  Russet .  7c 

Black  Shine,  No.  2 .  45 

No.  3 .  75 

Tan  Shine,  No.  2 . 

No.  3 . if 

Acme,  1  doz . 

Bixby's  Royal  Polish,  x  doz . 

0  Jet  Oil  Polish . 

. 85'“ 

Brown  s  Shoe  Dressing,  1  doz . 

44  Army  and  Navy,  x  doz. . 

Boyer’s  French  Dressing . 

"  Oil  Polish . 

. 85 

. 65 

ROASTED  COFFEE  IN  BULK. 

Java,  extra  fancy,  genuine . 26Y 

Java,  fancy,  50  lb.  lots . 265^ 

Mocha,  finest . 25*4 

Mocha  Seed,  Santos . 23 

Caracas,  extra  fancy,  washed . 24 

Maracaibo,  extra  fancy . 24 

Santos,  Peaberry,  extra  fancy . 23^ 

Santos,  extra  fancy . 23 

Rio,  Golden,  extra  fancy . 22^ 

Rio,  prime . 2i y2 


PACKAGE  COFFEE. 

100  lbs.  60  lbs. 

Ariosa . i . 

Pon-u: . axK 

Seven  Day . 


BUTTER. 

Tub  Butter — 

Creamery,  extra,  60-lb.  tubs . 

"  first,  "  . 

44  second,  44  . 

"  third,  '•  . . 

“  dairy,  extra,  bakers’  use,  30 

60  lbs . ...r. 

“  5  and  10-lb.  rolls,  60  and  xoo- 

lb.  boxes- . - . 

Print  Butter — 

Star  or  S.  D.  1  lb.,  20-50  lb.  boxes . . 

B.  B.,  E.  D.,  20-50  lb.  foxes . .". . 

J.  J.,  C.  V.,  Gilt  Edge,  Gold  Medal,  90- 

50  lb.  boxes . 

Sheaf  C‘400"),  Elgin,  20-50  lb.  boxes . 

Sheaf.. . . 

Milhen  Farm,  lbs.  and  %  lbs . 

Gurnse,  lbs.  and  Y  lbs . 

Honebe . . . . . 

White  Rock . 


Psr 

•42 

•41 

.40 

•39 


H 


•*5--3° 


•35-43 


•4' 

•45 


•44 

•4> 

•35-- 40 
.48 

46 

•3t 

•47 


CANDLES. 


P.  &  G.,  Is,  30  lb« . . . .  .  I0jx 

“  16s,  30  lbs . ,,B 

Paraffine,  4s,  6s,  8s  cartons,  36- lb.  cases . 0754 

Searchlight,  hotel,  16s,  30  lbs . . 0654 

Peerless,  hotel,  16s,  30  lbs . .  .0854 

Bright  Light,  16s.  30  lbs . per  box  1.10 


COFFEE  ESSENCE  AND 
CHICORY. 

Pfeiffer  &  DUler’s  ’’Kosyr"— 

50  tins  in  box . per  box 

X2  44  . per  carton 

a-lb.  tins . per  doz. 


4X5 

1.00 

575 


BLUING— Dry. 

Par  gross 

Barlow’s,  small,  4  doi .  a  75 

“  large, jdoz .  540 

Sawyer’s,  No.  1,  6  doz .  1.75 

u  No.  3,  3  doz .  4  .00 

Colburn’s,  No.  1,  4  doz .  1.65 

•'  No.  3,  3  doz .  a. 65 

“  A,  No.  6,  is  oz.  boxes,  j  oz.  free...  4.80 

•‘  Ball  Blue.  No.  1,  3  doz .  a  60 

“  «  No.  3, 3  doz .  4.80 

Reckitt’s,  5c.  and  ioc.  asst.,  8  lbs....  ....per  lb.  .30 

Sunshine,  39c.  doz . 3  doz.  cat*  1  17 

“  39c.  doz... . 6  doz.  case  334 


4.50 

Per  lb. 

.80 

•75 


JARS  AND  JAR  RUBBERS. 

Mason’s—  Per  erosa 

Half  gallons . .  765 

Q.u*rts . - .  475 

Pints . . . . 

Jar  Rubbers — 

Double  lip,  wide.  1  doz.  cartons.... per  gross 

Single  lip  wide,  1  doz.  cartons .  44 

Acme,  wide,  1  doz.  canons,  5  gross  boxes, 
a  .  Per  gross 

Acme,  medium,  x  doz.  cartonj,  5  gross 

boxes . per  gro-s 

Lightning,  pure  rubber,  bulk . 47 

Reliable,  white  rubber,  wide . 26 Y 

44  44  medium.. .  26)$ 

Black  rubber,  medium . 25 

25-lb.  lots  1  cent  per  lb.  less 
Jar  Tops—  Per  gross 

Y  gross  boxes,  no  rubbers .  x.  45 

5-gross  lots . ^ .  1.42# 

Jelly  Glasses,  fluted,  bbls.  21  doz . per  doz.  .17 


45 


•  40 


CATSUP. 

Per  da«. 

Campbell’* — 

Tomato,  ioc.  size . 90 

Tobasco,  ioc.  size . 9. 

Snider’s — 

Half-pints,  a  doz .  1.3a 

Pints,  3  doz .  a.  10 

Quarts,  1  doz_ .  j.sj 

Gallons,  6  jugs  In  crate . per  jug  .la 

' 

KETCHUP. 

Curtice’s,  "Blue  Label,”  Tomato—  Per  caae 

Small,  25  bottles . *.75 

Medium,  35  bottles .  4.1] 

Large,  za  bottles  . . — .  J.a| 
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CLEAN,  AMERICAN-MADE 

Macaroni,  Spaghetti,  Pastels 
and  Noodles 

More  profit  for  you.  Greater  satisfaction  in  sell¬ 
ing;  them,  because  their  cleanliness,  purity  and  fine 
flavor  will  please  your  customers.  You  can  sell  more 
of  these  than  the  imported,  because  people  like  them 
better  and  will  therefore  buy  them  oftener. 


VIENNA  BAKING  COMPANY 

Philadelphia,  Pa. 


An  Eagle,  wounded  by  an  Archer,  bewailed  the  fact  that  his 
feathers  had  been  used  to  guide  the  fatal  arrow.  The  Grocer’s 
money  goes  into  the  Free  Deal  and  then  his  business  is  hurt  by 
selling  goods.  He  has  a  .hard  time  to  recover  his  investment 
his  customers  are  dissatisfied.  It  is  wiser  to  buy  in  small  quan- 
,  which  can  be  sold  out  quickly,  thus  turning  your  money  faster 
rUf-acino-  vnnr  customers  with  fresh  broods.  Better  “Stick  to 


QlHour 


SfcMtUBl 


KELWGGTOAsftD 
battle  cr. 


“RNFIakeco 
Uk.mich.  } 


“Won  its  FAVOR 
through  its  FLAVOR 


turn  &<> 


ivegPrm 
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CANNED  GOODS. 

Tomatoes —  Per  doz. 

Peerless,  extra  fancy,  Jersey,  wrapper  label. 

No.  3.  sanitary' cans . , .  *.xa)<* 

Jersey  King  No.  a,  extra  fancy .  1.07*4 

Seal  of  Delaware  No.  3.  ext  a  ->Unda’d .  10 

Baoy  Brand,  N*».  3,  standard  cold  packed..  .82 )£ 

Greenwich,  No.  3,  extra  fancy,  Jersey .  1.07^ 

Rose  Hill, .No.  3,  standard . 97# 

Laurel  Valley,  No.  3,  fancy,  Jersey .  x.05 

Golden  Rule,  No.  3,  off  standard . 92# 

Lima  Beans — 

Valley,  No.  2  N.  Y.  State . 80 

Plantation,  No.  2 . 

String  Beans —  Per  doz. 

Swatara,  No.  2,  baby,  stringless .  1.3 2% 

Acorn,  Moore  &  Brady,  No.  a . 60 

Spring  Garden,  No.  a . 57)4 

Baked  Beans — 

Blue  Bell,  No.  3,  sauce .  .90 

"  No.  3,  plain . 90 

B.  &  M.,  No.  3,  sauce .  x.6o 

No.  3,  plain .  1.45 

“  No.  2  sauce .  x  25 

“  No.  2,  plain .  1.15 

44  Picnic,  sauce . . . 70 

Campbell's,  No.  2,  sauce . 95 

Cruikshank ,  sauce,  2  lb. ,  3  doz .  x  . 35 

"  medium,  3  doz . 95 

Knighthood,  No.  2,  plain . 85 

“  No.  2,  sauce . 85 

Morris  Best,  No.  1,  sauce . 45 

Van  Camp’s,  No.  2,  sauce,  2  doz . . .  1.35 

No.  1,  sauce,  4  doz . 90 

Valley,  No.  2,  plain  or  sauce .  X.X5 

Victory,  No.  1,  sauce,  4  doz . 45 

Wagner's,  No.  3,  sauce .  x.25 

“  No.  3,  plain .  x  25 

“  No.  x,  sauce,  4  doz . 48 

Red  Kidney  Beans — 

Valley,  No.  a .  x  .00 

Corn — 

Paris,  No.  2,  extra  fancy  Maine .  1.05 

Poland,  No.  a,  extra  fancy  Maine . 97)4 

Mountain  View,  No.  2,  fancy,  Maine  style..  .82)4 

Halcyon,  No.  2,  fancy  New  York . 85 

Baker  s,  No.  2 . 77)4 

Cream  of  Susquehanna,  extra  fancy  shoe  peg  .87)4 

Susquehanna,  fancy  shoe  peg . 85 

Peas — 

Kelson,  genuine  French,  extra  fins,  100 

cans . per  case  16.50 

Kelson,  genuine  French,  fins,  100  cans  “  14.50 

Billets,  French,  fins.  100  cans .  “  14-25 

)4  cent  per  can  advance  on  French  Peas 
in  less  than  case  lots 

Arbutus,  No.  a,  Wisconsin,  standard,  Early 

June .  x**2)4 

Narcissus,  No.  2,  Wisconsin,  sifted,  Early 

June .  z.30 

Boyer’s,  Midgets,  No.  2 .  1.90 

Boyer’s,  sifted.  Early  June,  No.  2 .  1.50 

Boyer's,  standard,  Early  June,  No.  2 .  1.30 

Yale,  Pride  Michigan,  Sweet  Wrinkle,  No.  2  x.25 

Hermit,  No.  a . 65 

Beets — 

Silver  Lake,  No.  3,  fancy,  small .  1.20 

Succotash 

Little  Quaker,  No.  a . ,  1.12% 

Farmsiae  No.  2,  extra  fancy  New  York x.17 )4 

Poland,  No.  s,  fancy  Maine .  1.02)4 

Asparagus — 

Mammoth,  .  *  85 

Large,  *54» .  3-3J 

Oak,  large,  a  Us . . .  a.  30 

Fancy  Tips,  No.  3,  square .  1.85 

Extra  standard,  No.  x,  square .  1 .72% 


Callf&rnifi  Caauurf  Fndt. 

Apricots—  Per  doz. 

Tioga,  extra  standard .  a  xo 

Columbus,  extra  standard .  1.95 

Ajax,  extra  standard . . .  x.90 

Marine,  standard .  1.82)4 

Morgan  Hill,  standard .  1.65 

Bartlett  Pears 

Tioga,  extra  standard .  2  25 

Marine  standard .  1  95 

Gilroy  Valley,  standard .  x  .85 

Cherries,  White — 

Tioga,  extra  standard,  No  2)4  . a..  2.40 

“  No.  1. 4  doz.  .  X.20 

Maraschino,  Dottles,  quarts,  x  doz .  6  50 

“  “  pints,  2  doz .  3.75 

44  “  )4-pints,  4  doz .  2.25 

"  "  U-pints,  4  doz .  x.35 

Peaches,  Lemon  Cling,  Sliced— 

Tioga,  extra  standard . . . 

Agate,  standard  .  x.8o 

Peaches,  Lemon  Cling — 

Tioga,  extra  standard .  a. 00 

Meadow  Lark  extra  standard .  1.95 

Park  extra  standard .  x.90 

Sunset  standard . . .  x.85 

Agate,  standard .  x.80 

Family,  econds .  1.65 

Peach  s.  Craw  ord,  Yellow — 

Ti  ga,  extra  standard . . .  x.75 

Agate  standard .  1.70 

Paloma,  standard .  1 .55 

Pie  Peaches.  California — 

Lake  View,  No.  3,  «  doz . 


Domestic  Gmm4  Pndt 

Apples — 

Royal  Gem,  fancy.  No.  io,  x  doz . 

Spring  Garden  No.  3 . 83 

Blackberries  - 

Ayes  heavy  svrup.  No.  7 .  *-37)4 

Silver  Lake  good  syrup.  No.  a .  1.27 )4 

Blue  errie 

Maine.  Eagle.  No.  2 .  1.37)4 

Cherries — 

Ayre's.  A  brand,  pitted,  extra  heavy  ayrup. 

No.  a  . . . .  a. 30 


Eventide,  red,  pittrd.  heavy  syrup,  No.  2...  2.00 

Silver  Lake,  pit. cd  No  2 .  1.95 

Webs  er,  v  hi  e,  exira  heavy  syrup  No.  2...  3.45 
Lake  Ontario,  white,  heavy  syrup.  No.  2..  ..  1  •  37)4 

Progress  heavy  syrup  No.  2 .  1.25 

Pea*  lies— 

Maryland  Leader,  yellow .  1  25  # 

Alpha,  pie,  No.  3 .  1  .co 

Pears — 

Silver  Lake,  No  10,  1  doz . 

44  good  syrup.  No.  3 .  x.15 

Jenkins,  No  3 . . . 90 

Plums  — 

Lake  Ontario,  Egg,  No.  3 .  1 . 17)4 

Green  Gage,  No.  3 .  1.17)4 

Pineapples— 

Nysa,  standard  Hawaiian . 

Phonograph,  grated.  No.  a. .  1  90 

Bull's  Head,  extra,  sliced .  1.75 

Gold  Seal,  fancy,  grated,  No.  2 .  1  70 

Terrapin,  sliced,  No  2 .  x.45 

James,  pie,  grated.  No.  3 .  1 .05 

P  &  B.,  pie,  grated,  No.  3 . 95 

Rh  ubarb - 

Silver  Lake,  No.  3,  a  doz . 8x 

Strawberries— 

Silver  Lake,  extra  preserved,  No.  a .  1.62)4 

Progress,  extra  preserved,  No.  2 .  x  .60 


Canned  Crabs,  Clams,  Lobsters, 
Shrimps,  Mackerel,  Kippered 
Herring  and  Oysters. 

Crabs,  with  shells —  Per  doz. 

McMenamm’s,  Daviled,  No.  x,  a  dot .  3.30 

u  "  No.  a,  a  doz .  3.55 

Clams — 

Star,  No.  x,  4  das . . . 95 

Reserve  brand.  No.  1,  4  doz . 92)4 

Lobster — 

B.  &  M.,  No.  x,  tall,  a  doc .  4.85 

44  No.  1,  flat,  4  doc .  4  90 

C  “  No.  54,  flat,  4  doz .  1. 55 

Star,  No.  54,  flat,  4  doz .  1.55 

Shrimp* — 

Dunbar,  plckla,  No.  i,  4  dot... . 

Mackerel — 

Plckert’z,  soused,  No.  1,  4  do*. .  1.50 

"  "  No.  a,  a  doz . 

"  “  No.  3,  1  doz . . . 

Underwood,  loused,  No.  z,  50  cans . 

“  “  No.  1,  4  doz . 

Oyster* — 

Boyer’z,  No.  z,  a  doz . 90 

"  No.  a,  s  doz. . . 1.6254 

Victory,  No.  1,  a  doz . 85 

Kippered  Herring — 

Maconache’s,  plain .  1.30 

Salmon — 

Hapgood’s,  No.  1,  tall .  2.20 

“  No.  1,  flat .  2.1754 

Alaska .  1.95 


SARDINES— Imported. 

Boneless  and  peeled,  %% .  29.00 

**  D.  &  G.,  )4» .  26.50 

“  Ispa,  )4* .  28.00 

14  Gondolier,  )4> . xoo  17.00 

“  Landell,  Us . xoo  8.50 

'*  Martel,  %s . xoo  10.50 

41  44  )4* . 14.00 

"  Loyal,  )4« . . . xoo  9.50 

Ar^onautes,  Us . ’. . xoo  14.00 

Orion,  amokea,  U*>  key . xoo  8.00 

Tomato  sauce.  Us . .. .  15.00 

Truffled,  Us,  key . ...xoo  12.50 

Skipper,  Us . .....xoo  xx.50 

“  U*,  tomato  sauce  . . xoo  11.50 

Royanette,  oval,  U* . xoo  9.60 

Angus  Watson  &  Co. — 

Skipper,  Us,  oil .  xx.50 

“  Us.  oil .  xo.75 

44  Us,  tomato  sauce .  xi .  50 

44  jjs,  tomato  sauce .  xo.75 

Sea  Queen,  Us,  oil .  9.30 

Sea  Pearl,  Us,  oil. .  8.00 

American  Oil — 

No.  a,  U* . xoo  3.00 

K*»keY . 100  3X5 

Irma,  U9  . 4.00 

Pickert's  Rival  Brand,  carton,  Us . xoo  3.75 

Mustard — 

Irma,  Us . .....xoo  3.85 

. XOO  3.15 

.  50  a. 75 

Continental,  key .  48  3.00 

Irma,  fancy,  U* .  50  3.80 

Gold  Label,  Ms .  50  4.50 

44  U* . xoo  7.00 

T T . . to  A. 2% 

Pickert's  Crown  Brand,  %s .  48  4.00 

Pickert’s  Columbias,  Us .  48  3.00 


CANNED  MEATS. 
Corned  B««f. 


Morris  &  Co's  Suprama  1 

No.  x,  key,  a  doz.... .  x.85 

No.  a,  key,  x  doc .  3.30 

No.  6,  key,  1  doz . 33.00 

No  14.  key,  %  doc  . . . .  27. 50 

Libby’s — 

No.  x,  key,  a  doc .  x.85 

No.  a.  key,  x  dos.„ . . . .. .  3.30 


CUpp«d 


Libby’*— 

No  54.  •  doz . — . .... 

No.  x.  t  doz, . . . . 

No.  54,  gla*s,  *  doz . . 


1.40 

•35 

>«S 


Sliced  Bao»a. 


Beechnut — 

Medium,  glass  jar* . . 

Large,  glut  jar* . . 


1  80 
3.00 


Roast  Beef. 

Morris  8t  Co’*  Supremo  Brand- 

No.  1,  2  doz . . .  Z.I5 

No.  2,  I  dOZ .  2.20 

Libby's — 

No.  x,  z  doz . . . .  1.9] 

No.  2,  1  doz .  ». jo 

Kingin'* — 

No.  x,  2  doz . . . .  1.5754 

No.  a,  1  doz . . 

Lunch  Tongue. 

Morrli  &  Co’s,  Supreme,  No.  x,  a  do*... .  3.35 

Llbby’i,  No.  1,  a  doc .  a. 75 

No.  )4,  a  doc . .  1.85 

Whole  Ox  Toaxue. 

Falrbank’z,  No.  z,  x  do* .  g.oo 

Libby’*,  No.  *54,  x  do z .  10.00 


Potted  er  Deviled  Meats. 

Libby’ • — 

No.  54,  4  doz . . . 48 

No.  J4,  4  doz . . . 90 

R.  &  R.— 

No.  54.  4  doz . . .  1. 15 

No.  g,  ado* .  *  9j 

Potted  Chicken  »r  Turkey. 

Llbby’z — 

No.  54,  4  doz . 

N0.J4,  a  doz . 

R.  ft  R.,  No.  54,  4  doz . .  z.73 


Boned  Meat*. 

Curtice  Brother*,  “Blue  Lab«l’’  la  tlaa — 

Chicken,  No.  54 .  3.30 

“  No.  1 . I.M 

Turkey,  No.  54 .  3  50 

*•  No.  1 .  6. bo 

Whole  Rolled  Ox  Tongue,  No.  .  , , , ,  *3.00 

Boneless  Whole  Ham,  No.  1 54 .  8.75 

“  “  No.  *54 .  12. 50 

All  of  the  above  packed  2  dozen  In  case,  except 
Whole  Rolled  Ox  Tongue  and  Bonalesa  Ham,  which 

are  >  doaen. 


Deviled  Meats, 

Curtice  Brother*,  “Blue  Label”— 

No.  5  oz.  No.  10  oz. 

Ham . 1.30  *.80 

Tonrue. . . .  1.30  *.80 

Chicken . *.00  3.30 

Turkey . *.00  3.30 

No.  s  01.  packed  4  doaea.  Wo.  zo  01.  pocked  a 
dozen  In 


Petted  Meats. 

Curtice  Brother*,  “Blue  Label”— 

No.  54  Tin.  No.  54  Tin. 

Haxn... . ..4,  1.45 

.  *-4J  »-45 

Chicken. .  z.95  *. 9s 

Turkey . — .  >.«S  »9S 

No.  J4  packed  4  dozen,  No.  54  pocked  a  dozen  In 


Campbell1* —  Per  do*. 

Azparagut . 90 

Beef . 90 

Bouillon .  .90 

Celery . . 

Consomme  . . . 

Chicken . 95 

Chicken  Gumbo  (Okra) . 90 

Clam  Bouillon . 90 

Clam  Chowder . ., . 90 

iullenne . 90 

lock  Turtle  . 90 

Mulligatawny...,,,. . . . . . . .  .90 

Mutton  Broth . . 

Ox  Tail . lo 

P«* . 90 

Pepper  Pot . 90 

Printanier . 90 

Tomato . 90 

Tomato  Okra . 90 

Vegetable . 90 

V  ermicelli-T  omato . 90 

No.  xo  cans.  Tomato  only .  6.50 

SPECIAL  ASSORTMENTS. 

(Order  by  number.) 

No.  x  contains — 

a  Beef,  a  Bouillon,  2  Celery,  \  Chicken,  3 
Chicken  Gumbo  (Okra),  2  Conaomme,  a 
Clam  Chowder,  3  Moclc  Turtle,  a  Mulli¬ 
gatawny,  2  Mutton  Broth,  4  Ox  Tail,  a 
Rea,  8  Tomato  2  Tomato  Okra,  a  Vermi¬ 
celli  Tomato,  6 Vegetable  and  x  Asparagus. 

No.  2  contains — 

ia  Chicken,  ao  Tomato  and  16  Vegetable. 

No.  q  contains — 

6  Chicken,  6  Ox  Tall,  24  Tomato  and  xa 
Vegetable. 

No.  4  containa — 

6  Chicken,  a  Clam  Chowder,  4  Mock 
Turtle,  6  Ox  Tail,  ao  Tomato  and  xo 
Vegetable. 

No  extra  eharg-e  for  Chicken  Soup  in 
Nee.  x,  3  er  4. 


Curtice  Brother*,  “Blue  Label”— 

Consomme . 

Bouillon . 

Beef . 


Pea. 


Chicken  . 


Quart*. 

Pint*. 

M  Pint..- 

•  3  x5 

>•75 

*  *5 

•  3  »S 

>■75 

*  *5 

•  3‘S 

>•75 

>  *5 

■  3-J5 

>•75 

>  *5 

•  3«5 

>•75 

1  *5 

.  3.15 

>•75 

«.*s 

.  3. xs 

>•75 

*»5 

.  3«5 

>•75 

...5 

•  3  >5 

>•75 

i*5 

■  3«5 

>•75 

*  25 

•  3-,S 

*•75 

1.  *5 

.  3.15 

>•75 

>»S 

-  3-»S 

>•75 

>  *5 

.  3.15 

>■75 

1.25 

.  3. is 

>■75 

x.*5 

..  3  >5 

*•75 

>»5 

.  3-»S 

*•75 

>  »S 

3-50 

a.  00 

V  7  25 

3-75 

a. *5 

..  7.2s 
lb.,  4  dox.. 

3-75 

a. *5 

•1 

CHOCOLATE  AND  COCOA. 

Walter  Baker  &  Co’, —  Per  lb 

Premium,  54*,  X2  to  *3  lb*_ . . 

"  54*,  1*  lb* . . 

Caracas,  zweet,  6  lb*  ,  %  and  54 -lb.  cake*... 

German's,  sweet,  1*  lb* . 

Auto,  sweet,  6  lbs . . . . 

Cocoa,  54 -lb.  cant,  xi  Iba . . 

“  54-lb.  cam,  <  lb*. . „. 

W.  H.  Baker’*— 

Beat  Cocoa,  54-lb.  »l*e . 

“  H*>  »1« . 

Premium  Chocolate,  54*.  1*  lb. . 

"  K»,  *»  !*- . 

Best  Sweet  Chocolate,  if,  <  Iba . . 

“  “  54*,  6  lba._ . . 

Vanilla  Chocolate,  >4*,  6  lb* . . . 

Herzhey’i —  Per 

Milk,  48  5c. . . . . .  1 .60  ] 

Van  Houten’a —  Per  1 

Cocoa,  x*-lb.  boxes,  x-Ib.  thu . ........... . 7* 

“  z*-lb.  boxes,  54-lb.  tin*. . . . 

*  6-lb.  boxes,  tf-lb.  tln*_. . . . . 

"  square  tin*,  4lla  box . . . 

Benzdorp’s  Royal  Dutch  Cocoa,  xs-lb.  case* — 

Par  can.  Pc 

a-oz.  oral  can* . 078 

5-0*.  “  .185 

54-lb.  round  can* . *9 

i-lb.  "  . .  -57 


1 


4* 

84 

Perl 

U 


5-l«-  . . . *73 

Bens  dorp'*  Chocolate*,  (4b.  boxes,  *4  boxen 
in  case — 

Milk,  6  to  lb . . . . 

Queen,  4  to  lb . . . . 

Sweet  Vanilla,  4  to  lb.„ . . . 

"  8  to  lb . . . 

Tower*’  Milk  Chocolate — 

3-lb.  boxes . . . .............. 

54-lb.  boxes,  90  to  case  . . . . . . 

6  to  lb.  . . — . . 

Tnrlno*.  j-lh.  bene*  . . . 

Blooker'*  Cocoa —  Per  ( 

J4-lb.  dn»,  a  doz .  1  68 

54-lb.  tins,  *  doz . . . 

1 -lb.  tin*,  1  do* . . 

3-lb.  tins,  1  doz . . . . . per  lb. 

10-lb.  bags,  1  doz .  " 

Runkel’z — 

Decorated  Cocoa,  54*,  6  and  za-Ih.  boxes., ... 

Lab.  Cocoa,  is,  6  and  s*-lb.  boxes . 

Improved  Soluble  Cocoa,  V*>  6-lb.  boxes... 

Eagle  Ground  Chocolate,  5*7  z  and  3-lb.  tine, 

6,  xa  14,  30  and  60-lb.  boxes. . 

Chocolatlna,  24  cans  to  box . . per  box 

Premium  Chocolate,  54s,  6  and  xt-lb.  box** 
Chocolate  Dee.  Marquise,  54*.  6  and  xa-Ib. 

boxes . . . . 

Unique  Ten  Chocolate,  54 -ib> .  cakes,  6-lb. 

ooze* . . . . ...per  box 

Rad  Ribbon  Sweet,  U -lb.  cake*,  6  and  ie- 

lb.  boxes . . 

Dairy  Milk  Chocolate,  *4  and  48  cakes  to 

box . . . per  box 

Vanilla  Sweat,  54*.  *4,  48  and  96  cake*  to 

box . per  box 

Vanilla  Sweet,  54*>  6  and  ie-lb.  boxes . 

Vienna  Sweet,  54-lb.  cakes,  6  and  xs-lb. 

boxes . . . . 

Vienna  Sweet,  54»,  packed  48  to  box,  per  bx 
Almond  Milk  Chocolate,  *4  to  box,  per  box 
Wilbur's  Cocoa — 

ioc.  tins,  tz-lb.  box** . 

~  ’-lb.  tins,  6-lb.  boxes . 

-lb.  tin*,  6-lb.  boxes . . . 

Ibur's  Premium  Chocolate — 

lb.,  xa-lb.  boxes... . 

lb.,  xe-lb.  boxen... . . . . 

iut's  Sweet  Clover  Chocolate — 

48  cake*.  5c.  size .  1. 

*4  cakes,  10c.  alia. . . .  1.50 

Lowney's —  Per  lb. 

Premium  Chocolate,  6-lb.  boxen,  in  boxns  in 

Premium  Chocolate,  is-lb.  boxes,  6  boxes  in 

case,  54-lb.  package*  . 

Vanilla  Sweet  Chocolate,  6-Ib.  boxes,  sa 

boxes  In  cue.  54-lb.  package*. . 

Vanilla  Sweet  Chocolate,  61d.  boxes,  ia 

boxe*  in  case,  54-lb.  packages.. . 

Boston  Chocolate,  50  s-cent  packages  in 

box . per  box 

Cocoa,  6-lb.  boxes,  is  boxes  in  case,  J-lb. 

tins . 

Cocoa,  is-lb.  boxes,  6  boxes  in  case,  i-lb. 

tins . 

Cocoa,  is-lb.  boxes,  6  boxes  In  cue,  54-lb- 

tint . none#*.* . . 

Crott’s  Cocoa  and  Chocolate — 

Swiss  Milk  Cocoa,  )4-lb.  jars,  6  and  xa-lb. 

boxes . . . . . . 

Cocoa,  is,  a  dot .  *. 

Iba . . . 

lb* . 


IOC. 

J 

si! 


43 

*1 

al 


J* 

«l 


2 S0 

6.50 

•3* 


■37 

33 

•43 

•4 

»S 

■7 

33 

.60 


1.60 

1.60 

•*7 

■  as 
1.40 
.80 
Perl 

3» 

•3* 


Perl 


5« 

3« 

36 


boxes . 

>coa,  is,  t  d 

"  K‘.  4  1 
-  ft-lb' 


Premium  Chocolate,  54ft>  Ia  lb 

Swim  Milk 


Bt.a 

4»»e. 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


iom  SELLS  THE  OTHE 


Maillard’s 
Cocoa  and  Chocolate 

will  be  extensively  advertised  in  magazines  and  news¬ 
papers.  This  means  that  many  of  your  customers  will  buy 
one  or  the  other  at  your  suggestion.  Whichever  they 
buy  they  will  be  so  pleased  with  its  flavor  and  quality  they 
will  also  buy  the  other,  which  is  just  what  you  want,  be¬ 
cause  both  pay  you  good  profits. 

Why  not  take  intelligent  advantage  of  the  work  we 
are  doing  by  making  a  good  display  of  Maillard’s 
Cocoa  and  Chocolate  and  catch  the  sales  we 
are  sending  to  you? 


Maillard’s,  New  York 


Hii  iiiitf 


AV 


jftEHTERPHISE  j 


liillliiaiiilliiiSllr 

1  II  ™  ® 


LD  style  grocers  find  a  call  for  molasses  usually 
annoying— it  often  means  a  trip  down  into  the 

cellar;  handling  of  sticky  measures — impossible  to 
measure  accurately.  How  different  when  equipped 
with  the 

“  ENTERPRISE” 

Self-Priming  and  Measuring 

PUMP 

THE  NEW  TOTAL  REGISTERING  DEVICE  keeps  tabs  of  the  bar¬ 
rel’s  contents— you’re  never  “out  of  molasses.’’  And  the  pump  is  positively 
accurate— “Enterprise”  make  — 4  revolutions  of  the  crank  and  you  have  a 
pint — no  more — no  less. 

We  manufacture  a  large  line  of  Coffee  Mills  for  hand,  steam  and  electric 
power  and  other  specialties  for  the  modern  grocer.  Ask  for  our  catalog. 


mm  ; 


The  Enterprise  Mfg.  Co.  of  Pa. 


Extended  tube  can  be  furnished 
connecting  Pump  in  store  to  . 

barrel  in  cellar.  21  Murray  Street,  New  York 


PATENTED  HARDWARE  SPECIALTIES 

Philadelphia,  Pa.,  U.  S.  A. 

544  Van  Ness  Avenue,  San  Francisco 
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PAPER. 

Paper,  Manila- 
All  No.  x  Manila  paper,  full 
sheets  to  the  ream. 

15x20,  5  reams  in  bundle . 

20x30,  5  reams  in  bundle . 

count,  480 

Per  ream 

. 48 

. 9° 

a4X36,  5  reams  in  bundle . 

BuUcr  Paper,  Parchment — 

8x11,  1000  sheets . 

per  package  .60 
per  package  .68 
1200  sheets 

per  lb.  .xo 
Per  ream 

18x24,  5o  lb.  bundles  of  about 

Paper,  Straw — 

GROCERY  WORLD  AND  GENERAL  MERCHANT 


15x20,  5  reams  in  bundle . a6 

20x30,  5  reams  in  bundle .  50 

Paper,  Toilet—  Per  case 

Extra  quality,  100  rolls .  5.75 

Good  quality,  200  rolls .  5.35 

Butter  Paper,  Wax —  Per  pkg. 

9x12,  about  400  sheets . 1 3 

Paper,  White  Tea—  Per  ream 

12x16,  10  reams . 15 


Paper  Bag-;. 

prices  per  M- 

Original 

Panther 

Lynx 

Sizes 

Bundles 

Ex.  Heavy 

Heavy 

Contain 

Yellow 

Drab 

%  lb. 

15M 

•39 

.25 

%  lb. 

10M 

.46 

•3° 

i  lb. 

8M 

.  62 

.42 

2  lb. 

6M 

•79 

•47 

3  |b. 

5M 

x  .00 

.63 

4  lb. 

4M 

*.I5 

•74 

5  lb. 

tM 

1  -35 

•85 

6  lb. 

3M 

1.58 

1.02 

8  lb. 

2M 

1.90 

1.22 

xo  lb. 

2M 

2.05 

1  33 

12  lb. 

2M 

2.50 

x.62 

14  lb. 

iM 

3-30 

2. 12 

16  lb. 

xM 

3-55 

2-35 

aj  lb. 

iM 

3-95 

2.6j 

a<  lb. 

iM 

4.T5 

2.80 

Paper  Flour  Sacks,  Satchel  Bottom— 

Majestic 

Plain 

Ex.  Heavy 

per  ioc 

22^  lbs.,  V 

h  bbl . 

— 10 — 

HIRES  CONDENSED 
MILK  p_ 

Silver .  4.80 

Hire*  .  4. so 

Queen .  4.50 

Premium  .  4.20 

Blue  Ribbon...  4.20 
Gold  (Baby)  ..  2.85 

Oold,  tall .  3.85 

Gold,  family...  3.10 

Banquet .  4.50 

St.  Elmo .  3.70 


Boxes 

.09 

■07% 


24 %  lbs.,  %  bbl.. 

29  lbs.,  bbl . 

Paper,  No.  2,  Manila- 

Light  weight,  12  in.  rolls . 

"  15  in.  *'  . 

“  18  in.  •*  . 

20  in.  "  . 

"  24  in.  "  . 

Paper,  Silk  Fibre- 

Silk  Fibre,  No.  1,  9  in.  rolls . 

"  12  in.  "  . 


15  in. 
18  in. 
20  in. 
24  in. 
30  in. 


•7-> 
1.40 
Per  lb. 
•  02  % 
■ 02 Vi 
■02% 
■ 02 % 
.02% 
Per  lb. 
.02% 
■  02% 
.02% 
• 02 y. 
.02% 
.C2% 
.02% 


CONDENSED  MILK. 

BORDEN’S 

CONDENSED  MILK  CO. 

Manufacturer  of  the  Celebrated 


t»  votm  0  *  n  - 


EAGLE 


BRAND 

Condensed 


Milk 


PEERLESS 

BRAND 

Evaporated  Milk 


SEE  F-RICE  LIST 


Eagle,  4  dox . 

"  s  dos . 

Challenge,  4  dox . 

Magnolia,  4  dos . . 

Rose,  4  dox . 

Dime,  4  dos . 

Baby,  1  dos.,  glass . 

Red  Cross . . 

Peninsular . 

Star,  4  dot . 


Pet  case 

.  *6.25 
■  *3- «5 

•  *4-30 
.  *4.65 

•  *4- *5 
.  *3.80 

•  *»-95 

•  485 
.  4-73 

•  485 


EVAPORATED  MILK. 


Peerless,  family  size,  4  doz . 

"  udl  size,  4  doz . 

“  small  size,  6  doz . 

"  hotel  size . 

"  confectioners'  size . . 

Columbian,  family  size..... . 

.  *3-50 

.  *3-5® 

St.  Charles,  family  size,  4  doz . 

"  tall,  4  doz . 

5C.  size,  4  doz . 

.  3-05 

.  3- 65 

Silver  Cow,  5-c.  sirs,  6  doz . 

“  family  size,  4  doz . 

P.t,  tall,  4  doz . 

"  s-c.  size,  6  doz . 

.  a  50 

.  2.90 

.  3.60 

Vau  Camp’s,  small,  6  doz . 

44  hotel,  2  doz . 

.  a-75 

.  2-85 

•'  tall,  4  doz . 

Sharp's,  tall,  4  dos . 

—  U.ddes . 

Globs,  tall,  4  doz. ... 

.  3-9° 

.  3-90 

.  3  85 

. .  ®-75 

'*  small,  6  do*.  ... 

.  3'Z5 

Xvsryday,  tall,  4  doz . 

baby,  t  doz.  . . . ] 

.  3  65 

.  2.65 

■oS% 

■06% 


.09 
.08 
.  xo 
.10 
.xo 
.xo 

•07K 

•°9 

.08 

.  12 

•33 

•°9 

•°7K 

.10 

.09 

.09 

.09 

.07 

.  10 

.  12 

.07 

.09 

.  10 

.o7% 

.09 

.09 

.07 

Per  dot. 
•45 
•  75 


CRACKERS  AND  CAKES. 

J.  S.  Ivins’  Son—  Bbls. 

Assorted  Jumbles . 0854 

Bar  Dclile . . 

Brown  Edge  Water . 

Cocoanut  Ripple . 

Fruit  Gem . 74 

Graham  Wafer . 

Grandma  Cookies . 09% 

Honey  Jumbles,  XX . . . 09% 

Iced  Honey  Jumbles . 

Iced  Vedette  Wafer . 07 

Lemon  Bar . 08% 

Lunch  Biscuit . 07% 

Lunch-on-thins,  10-ib.  tin  pail . 

Lunch-on-thins,  3-lb.  tin  pail . 

Man-ra-the-Moon . 

Molasses  Cookies . . 

Newtons,  12-lb.  box . 

Newtons,  24-lb.  box . 

Penny  Mixed . 08% 

Orange  Cookies . 08% 

Oyster  Dot  or  Square . 06 % 

Penny  Honey . 

Saltines . 

Soda  Biscuit,  XXX. . .06% 

Spiced  Wafers . o$% 

Sugar  Cookies . 09% 

Sugar  Crimp . . 

Sweethearts . 

Toast  Biscuit . 

Water  Crackers . . 

White  House  Cookie . .'  .07 

Package  goods — 

Animals . 

Cracker  Meal,  large . ’ 

“  smaU . ,, 

Fairy  Oysters . 

Gingerettes . 00 

Gold  Medal  Soda,  small .  ,  - 

“  “  large . 

Graham  Wafers .  ,  2, 

Milk  Lunch . ;;;;;;;;;;;; 

Our  Ginger  Snaps .  . 

Pink  Tea  .  . . . “""""""Z  ,'qo 

Sugar  Snaps . 

Saltona  Biscuit . 

Freight  paid  on  3  boxes  to  Pennsylvania,  New  York 
New  Jersey,  Delaware  Maryland,  District  of  Colum- 
bia,  Connecticut,  Rhode  Island,  Massachusetts  out¬ 
side  points  will  be  shipped  f.  o.  b.  Philadelphia,  iess  a 
freight  allowance  of  25  cents  per  100  lbs. 

ADEf‘on  *  C,°~  Bbl‘-  Boxes 

Butter  Crackers . 0giz  ^ 

Oyster  Crackers .  ogiz  <2 

Wine  Scroll .  ;iog  'JJ 

Cracker  Dust . 08j|  08% 

Packages  free.  To  wholesale  dealers  and  jobbers  a 
discount  will  be  made  on  lots  of  j  barrels  and  upwards 


DELIKATBSSBN. 

Weiii  Senf,  Prepared  Mustard, 

Stone  pots,  small,  2  do z . per  doz.  i 

“  with  Horseradish...  “  x 

large,  i  doz . ••  x 

*  with  Horseradish...  "  x 

Wein  Senf,  bbls . per  gaj 

x-gal.  stone  jars . per  jar 

5-gal.  kegs . per  keg  a 

Prepared  Mustard,  bbls . per  gal. 

15-gal.  kegs .  “ 

xo-gal.  kegs .  *• 

5-gal.  kegs.., 
alls  .. 


— II— 

Muenster  .  ik 

Brick,  No  i . 

English  Dairy  . . *”  •• 

Pineapple,  picnic  size.  6  in  box . per  box 

44  gem  size,  6  in  box. .  •• 

Royal  Luncheon — 

Dinner  size,  x  doz . . . per  do*. 

Lunch  size,  a  doz .  •• 

Picnic  size,  a  doz . . .  .  •• 

Trial  size .  *• 

MacLaren  Imperial,  club  size .  11 

44  14  No.  x  size .  " 

“  Roquefort,  large  size .  ** 

44  **  small  size .  " 

Fromage  de  Brie,  M.  C.  C.,  x  in  box. ..per  box 
Fromage  d’lsigny,  M.  C.  C.,  6  in  box..  “ 

Wm.  'i  ell  brand,  ia  in  box . . .  *% 

Neufchatel,  Cow  brand,  as  in  box......  •• 

Star  Cream  or  Phila..  ia  In  box .  ** 

Miniature  Cream  or  Phila.,  xa  in  box..  ** 

Hand,  8  doz .  <f 

“  4  doz . " 

"  Thuringer.  4  doz .  «« 

Farmer  Hand,  a  doz .  « 

Schutzen,  za  in  box . ",  •• 

American  Mountain  (Alpen  Kasej,  jo  i-lb. 
package* . per  lb. 


-il 

.it 

.21 

3°° 
a. 25 

4- 5« 
2  40 
»-35 
1. 00 
z.oo 
1.40 
>95 
*•45 
*•55 
*•55 
1.40 
1. 00 
*.90 
z.oo 
*•35 
•7* 
■«5 
*■45 
3.25 

.*8 


and 


•  49 

4-75 

2.75 

•3* 

.48 

4.00 

•65 

3.00 

.28% 

.29 


3. 40 


Imported  and  American  Meats 
Sausages. 

Westphalia  Ham  (marked  weight) . per  lb. 

Weiner  Wurstel,  16  in  tin . per  doz 

“  8  in  tin .  '* 

Carlsbad  Speck  (Imported  Bacon]  . per  lb. 

Imported  Cervelat  Sausage  (RolfTs) .  *' 

Imported  Frankfurters . per  doz. 

Goose  Breast,  imported  (marked  wtlgnt)....lb. 

Pate  de  fois  Gras,  small . per  doz. 

American  Holsteiner  ..by  bbl.,  .17;  less,  per  lb 

"  *4  long .  " 

"  Mortadella,  dry . .  ** 

44  Knackwurst,  35  In  box,  per  box, 

4-75 . per  doz. 

Cervelat  (E),  50  and  xoo-lb.  boxes, 

26 ;  less . 25 

44  Corvelat,  Blue  Ribbon,  jo  and  xoo- 

lb.  boxes.  .35;  less . . 

44  Cervelat,  Crescent,  50  And  100-lb. 

boxes,  .30;  less . . 

44  Cervelat,  Tip-Top,  50  and  xoo-lb. 

boxes,  .  •  less . 

44  Cervelat  (E),  Goth&er,  50  and  xoo- 

lb.  boxes,  .39;  less . 30 

u  Salami  (E),  50  and  xoo-lb.  boxes, 

.36;  less . 2$ 

14  Salami,  Blue  Ribbon,  50  and  xoo- 

lb.  boxes,  .36;  less .  91 

44  Salami,  G.  A.  P.,  50  and  xoo-lb. 

boxes,  .30;  less . 

44  Tongue  Sausage . per  lb. 

“  Smoked  Braunscbweiger  Liver  Sau- 

,  »a£« . per  lb. 

Lachs  Ham .  *• 

44  Petit  Del icat ess  Frankfurters,  plain, 

per  doz. 

*  Petit  Dellcatess  Frankfurters,  with 

Sauer  Kraut . per  doz. 

44  Lebanon  Beef  Balogna . per  lb. 

44  Paprika  Speck .  •• 

Mettwurst,  half-round .  -• 

Liver  Sausage  (special),  truffle,  goose,  or  sar- 

ddlen . .  lb. 

Smoked  Thuringer  Blutwurst . „ .  “ 

Pfefferwurst...*, .  ** 


M 

.16% 

•37 


1. 00 

*5 

.ti 

•*s 

•*5 

.18 

•*9 


PtckM  Meats 

.  .  _  _  P«r  dot 

Lamb  Tongue*,  Derby  brand,  pint  glass  jar*..  4 . 80 
"  “  quart  glass  Jar*  5.75 

lo-oa.jarm .  a.  50 

“  In  glass .  x.6o 

Calves' Head,  round  tins . 

Pickled  Meats,  Tripe,  Ox-Heart,  Beaf  Ssilad, 

Pig’s  Feet,  In  glass .  J  oo 

Beef  Salad,  In  glaaa .  j .  oc 

*  pints . . . . 

"  "  . . 


Holland  and  Scotland  Horrings. 

Holland-  Keg*  or  Palls 

Xbbl .  «5-85 

. 75-- 8j 


— IS — 

Russian  Sardines. 

Imported,  Wallkoff  brand.... . per  keg 

•<  5',u-  pai|* . P*r  P111 

Cut  Spiced,  xo-U).  pails . . . . .  ** 

Ruse lan,  In  glass  jars . p«,  go,. 


•  65 
•55 
z.05 
•75 
»  75 
s.sj 


.  M., 


2-gal.  palls . per  pail 

x-gal.  pails  . .  “ 

Prepared  Special,  with  spoon,  a  doz. ..per  doz. 

4  sifting  top,  a  doz .  •• 

44  with  Horseradish,  a  do* .  n 


25- 


•40. 

.40 

•97 


■a7%  | 

.28 

.33 

•36 

•34 

•85 

.26 


Imported  and  American  Fancy 
Cheese. 

Emmenthaler  Swiss,  selected,  tub . 

“  “  loaf. . 

Sap  Sago,  3  to  lb - cask,  per  lb.,  .  iS,  less 

Roquefort . ia  in  case,  per  lb.,  .34,  less 

Parmesan,  about  30  lbs . loaf,  .32,  cut 

Edam,  is  in  case . case,  9.50,  single 

,  . — — . per  lb. 

i-lb.  tins . per  case  3  75 

Camembert,  wood  boxes . per  dor.,  a.75-a!8c 

Sap  Sago,  grated,  ready  for  use,  xo-oz.  bottles, 

_  .  per  doz. 

Parmesan,  grated,  ready  for  use,  small  bottles, 

per  doz. 

Olmutzer  Hand,  xoo  In  box . . 

Edelweiss,  Romatour  and  Bier-ka9e..per’doi' 

American  Swiss,  No.  s . loaf,  .so,  cut 

"  sqnare  loaves,  No.  1,  about 

15  lbs.  each . . .  per  lb 

Lim burger,  No.  1 . box  i«u' 

h  bo«,  »6H;  . . 


Mixed,  V.  ™  t,  uu, . 

Milkers,  Y.  M.,  %  bbl.... 

Mixed,  standard,  bbl . 

"  %  bbl., . 

Milkers,  standard,  bbla . 

“  ft  bbla . 

Scotland — 

Mixed,  large,  fulla,  bbla . 

"  “  %  bbla . 

Milkers,  ••  VbU . 

"  "  %  bbls . 

Marinin*  Herring,  imported,  about  40  in  pail. 

Roll  Harring,  Imported,  about  13  in  pall . 

Spiced  Herring,  imported,  about  4s  In  poll’.'... 

Norway  Stockfish,  dry . . . per  lb. 

Matje*  Herring . piece 


Bismarck  Harring. 

Round  tin*,  with  key,  pint . 

44  44  quart . 

M  It 

»  quart*. . 

“4  quarts . 


»  9° 


I.SJ 
Z  .00 
z.oo 
•*S 


Per  tin 
.ax 
•35 
•55 

1.10 


i-45 

*•75 

3.35 
4  00 

*4 

.ax 


Smoked  Delicatessen  Fish,  in  Season. 

Roll  Mops,  4-quart  tin . 

* -quart  tin . 

1  quart  tin . 

Bismark  Hazing,  4-quart  tin . 

•-quart  tlu . 

.  quart  da. . . . . 

fngilsh  Smarts,  |6  buacha. ....... ...... per  hiss 

K>UC«’i  Rofl  Brut  Haziag.  oval  thu,  4os. 


z.ie 
.60 
•5» 
1. 10 
.6* 


Norway  Anchovies. 

Original  package . per  ft  bbl. 

Repacked,  5-lb.  pails . per  pail 

xo-lb.  pails . 

"  1?P1Jct*a . - . -per  keg 

“  X-lb.  tall  tins .  . P  » 

"  x-lb.  tall  tins .  •<  x  00 

— - - J 

■  a  a=r— — s 

Salt  Sardellen. 

Original  packages,  1902 . ....per  anker  16.00 

Repacked,  kegs,  about  I  lbs . per  keg  3.7c 

\\  Pint  jars . per  doz.  6.00 

large  tins .  *• 


5  5* 
.63 

«xo  % 

3.75 

95 

1.50 

3.00 


Jge  tins., 
small  tilns.. 


3  6e 

»  4» 


18.00 
9  So 
475 
*25 

Size. 


Russian  Caviar. 

J  |l" . . . P**  do*. 

-lb.  tins . * .  u 

H*ib.  tins . . . 

German  Dill  Pickles— Regular 

60-gal.  casks,  about  2000 . per  cask 

50-gal.  bbls.,  about  iaoo . per  bbl 

15-gal.  keg,  about  500 . per  100 

10-gal.  keg,  about  300 .  ••  ,  „ 

5-gal.  keg,  about  . .  " 

10-Ib.  pail,  about  50 . .  p u 

Domestic  Sourkrout — Long  CuL 


9  60 


60-gal.  casks  ... 

48-gal.  bbls . 

10-gal.  kegs . 


. . per  cask  10 . 5s 

. per  bbl.  6.50 

. per  keg  s.g. 


. pm  pall  .7. 

Imported  Lebkuchen. 

Dampfnusse  (Pfefiernusse) . per  lb. 

Spltzkugeln .  << 

Lebkuchen  and  Bread. 

Small  Basler  Lebkuchen,  6  in  pkg. ..per  bundle  slU 
Basler  Lebkuchen,  No.  1,  6  in  pkg  " 

“  No.  s,  6  in  pkg.;  *• 

No.  3,  6  in  pkg.,  " 

Amandines,  9-lb.  tins . per  tin 

"  small  rin» . . .  a 

Pickles  and  Onions  in  Vinegar. 

Mixed  Pickle*  and  Chow-chow,  5-gal.  keg ,  so 

“  "  ro-gal.  keg 4.  J. 

Sundries. 

German  Egg  Potatoes,  bags  110  lb* . per  bag 

Green  Kern . . 

Potato  Flour. . . . . 

German  Dried  Pears . 

Dried  Mushrooms . . 

Juniper  Berries . 

St.  John’s  Bread . 

Bay  Leaves, . 


*•75 

•*4 

■60-1.00 

•I 

^3 


COTTOLENB. 

Cases,  small,  medium  or  large  . . 

Tierces,  about  350  lbs . 

%  bbls..  about  x8o  lbs . 

Tubs,  about  65  lbs . 


CHEESE. 

New  York,  Axil  cream,  naw,  fancy,  4*  Iba.... 

"  “  cboic.,  ists,  40  lb.... 

. . cream,  new,  isu,  40  ibs._... 

Picnics,  full  craam,  new,  fancy,  13  lb* . 

Swiss,  domestic,  mw.  joo  lb* . 

McLaren’*,  medium,  2  doz . per  doz. 

club,  2  doz .  " 

Red  Edam . . each 

Philo  Cream,  1  dor.,  xo  cent  six. . per  dor. 

Elkhorn  Pimento,  1  dox .  “ 


6.60 

.08K 

-.8X 

■•9H 


•*7 

--*6« 

•«7M 

x6 

*•35 
1 .00 

•95 

•95 

1.40 


Fez  doz. 

Nearby,  candled  aad  selected,  y>  dot . ,» 

Wmtera,  a^Ktod . . .  3 

Milhan  Farm  . . " 


•J? 

•43 


FANCY  GROCERIES. 

Almond  Staple  Paste.  ;-lb.  cans . p«r  lb. 

Anchovies,  in  oil,  %  bottle*.. . . . . 

“  "  56  bottles . 

Bouillon,  Burnham,  pints,  s  do* . 

"  "  %  pints,  s  dos . 

Capers,  Noupxu-ell,  >4-gal.  keg* . 

quart,  glass . per  dos. 

'*  bottled,  H  sis. .  “ 

"  U  si**..._  •« 

“  “  V  sis. .  " 

Canton  Ginger,  large  pots,  6  to  case  ...per  caa. 

medium,  is  to  case  ...  " 

small,  *4  to  caa* .  ’• 

Cherries  In  Maraschino,  glass,  1  doz..  " 
Clam  Chowder,  Burnham,  4  dos.  i-lb_sw  dos. 
"  “  s  dos. 

Currls  Puwdm,  ptuta. . . .  » 

44  4  OS . ir  mi  1  1  1  ti  1  is  * 


si 

4  J® 

3-  *5 
3  75 
s.oo 
1. jo 
«  *5 
s.40 
2.00 

I  so 

4- «J 
I  00 
4.7 5 
y.*« 

■9® 

s  *0 

IP 
•  ss 
Id® 
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McMEN AMIN’S  CRABS 

Save  Your  Customer’s  Time 


They  mean  “deviled  crabs  without  bother”  because  we  have  done  the  cooking 
and  picking  which  would  take  a  woman  about  two  hours.  She  can  have  DEVILED 
CRABS  in  a  few  minutes,  or  take  her  choice  of  thirty  dainty  crab  meals  from  the 
recipes  in  our  booklet.  Lots  of  your  customers  will  buy  McMENAMIN’S  CRABS  every  week  if  you 
told  them  the  above  points.  We’ll  help  you  get  them  started  by  sending  you  a  quantity  of  our 
“Crab  Books”  to  hand  to  them  or  slip  into  orders.  Remember,  too,  they  are  prepared  from  the 
sweet  white  meat  of  selected  crabs,  under  ideal  sanitary  conditions  and  contain  absolutely  no  pre¬ 
servative.  Natural  shells,  clean  and  ready  for  use,  FREE  with  every  can. 


“Try  them  at  our  expense ” — write  to-day  for  sample  can  and  booklet 

ALL  JOBBERS 


TEA,  COFFEE  and  SPICE 


Made  of  the  heaviest  tin,  tinned  steel 
and  sheet  iron.  Elegant  and  dura¬ 
ble.  Tea  and  Coffee  Bins  a  speci¬ 
alty.  Base  Delivery  Canisters 
with  revolving  doors  are  the  best. 

We  import  Chinese 
Scenery  Paper  for 
Tea-store  Decoration 


TROEMNER’S  5CALES  and  the 
“Star”  Coffee  Mills,  Electric  Coffee  Mills 


CANISTERS,  BINS  and  CABINETS 


WRITS  POR  CATALOGUE 

MORGAN  &  CORNELL 


311  DUAINE  ST. 

NEW  YORK 
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Frmch  Pe*»,  extra  fin* . per  case  16.00 

“  fins .  "  14-0° 

••  Moyen’s .  "  ia.<» 

Hill's  Irish  Oatmeal,  10  14-lb.  tins .  "  >3 -5° 

Huntley  &  Palmer’s  Petit  Beurre  Biscuit. ..lb.  .28 

««  Dinner  Biscuit . "  .38 

'•  Breakfast  Biscuit . "  .36 

Packed  7  and  5  lbs.  In  a  can. 

Red  Pepper,  ring,  pints . per  doz.  1 . 25 

<*  “  54  pints .  “  .60 

Salt,  stone  iars,  4 doz . .  ».75 

Extract  of  Beef,  Morris’  ,40s . per  doz.  6.50 

"  “  2  oz .  “  3  55 

"  Anker’s,  120  vials .  4-°° 

»  “  4  oz . per  doz.  4.00 

«<  •*  8oz .  "  7.25 

«<  *'  16  oz .  11  13. 50 

Theodore  Marquett  Mushrooms — 

First  choice .  24.00 

Choice,  100  tins . per  case  20.00 

Extra,  100  tins .  27.00 

Hotel,  100  tins .  17.00 

Truffles,  A, . P«‘ln  *5 

“  5? .  "  -95 

“  % .  "  *-85 

Shrimps,  pickled,  small  size . .  x •  *5 

**  Dunbar’s,  a  doz . /. . per  doz.  2.25 

Figs  in  Cordial,  Dunbar’s,  1  doz .  “  5*75 

“  Bishop’s,  x  doz .  "  6.50 

Crystallized  Ginger,  1  lb.  tins .  4* 00 

“  3^ -lb.  tins .  “  2.25 

Lime  Juice,  Rose’s .  “  3*6° 

Victor  Rose  Water .  2.25 

44  Peach  Water .  2.25 

Pitted  Olives . ••••••••; .  “  t>5  55 

Armour’s  Solid  Extract  of  Beef —  °oz. 

Size  a  jars,  1  doz .  4*45 

•*  4  jars,  x  doz .  8,30 

44  8  jars,  x  doz .  15*9° 

11  16  jars,  Yi  doz .  29.75 

Armour’s  Fluid  Beef  Extract — 

Size  4  bottles,  x  doz .  4-45 

14  8  bottles,  1  doz .  8  30 

11  x6  bottles,  %  doz . 1600 

Armour’s  Beef  Extract  and  Vegeuble  Tablets— 

Small  boxes,  xa  tablets,  1  doz . - .  2.25 

Medium  boxes,  36  tablets,  1  doz .  6.00 

Large  boxes,  72  tablets,  1  doz .  xo.oo 

Armour’s  Frencn  Bouillon — 

Size  4  bottles,  1  doz .  4-*° 

44  16  bottles,  1  doz . .  14.00 

Armour’s  Asparon — 

Size  4  bottles,  1  doz .  2.50 

4t  xa  bottles,  x  doz . .  7 -20 

44  5  battles . per  bottle  3.50 

44  a  fancy  jugs . P°r  juF  *•5° 

Armour’s  Tomato  Bouillon- 

Size  4  bottles,  1  doz .  *-45 

44  xa  bottles,  x  doz . 7*xo 

*<  5  bottle. . per  bottle  3.45 

"  2  fancy  jug. . . . per  jug  2. 52}$ 


FLOUR. 

Per  bbl 

King  Midas .  4  7° 

Millboume .  4 -35 

On  Top . 

Cere.ot* .  4  •  4° 

Pillsbury’.  Best .  4 -4° 

Taylor’.  Fancy . 

Semper  Idem .  4  - 80 

Pride  of  the  Weit .  5  00 

Sunbeam .  4  9° 

Bridal  Veil .  4  *5 

Pride  of  the  West .  5-°° 

Quaker .  6  2S 

Blue  Seal  . . .  5-75 

Sunny  White .  4  ■ 30 


8(if.RaItli|  Flour. 


Franklin, 


<n,  30  pkgs . 

H.cker'a  3up.rl.tiv.,  16  pkg... 


Pancake  Flour. 


Aunt  Jemima,  3*  pkg. .  3  ■  80 

Aunt  J emlma’.  P.ncnke  Flour,  36. .  a  •  80 

“  Buckwheat  Flour,  36. . 

<1  *•  i8» . 

1 '  Specif  Cxk.  and  Pastry 

Floor,  36. 

»•  Sped.!  Otic.  and  Pastry 

Flour,  it. 

Old  Homestead.  Flapjack,  18  pkg* .  1 . 45 

Uncle  Jerry,  36  pkgs . per  case  2.80 


Bnclcwhaat  Flaw. 


Hecker’.,  36  pkg. . 

<•  32  pkg. . . . . . 

Fancy  Pennsylvania,  125-lb.  sacks . per  100 

Uncle  Jerry,  36  pkgs . _ . per  case 


3-5° 

2.80 


1.70 

1.92M 

x.92  A 


Hominy— 

Lea’s  Breakfast,  xo  pkgs . per  case 

Pearl,  xoo-lb.  bags.... . per  bag 

Grits,  100-lb.  bags.. . per  bag 

Ralston  Hominy  Grits,  36  as  (s  pkgs.  free 

with  every  case) . - 

Barley — 

No.  s,  xoo-lb.  bags . 

No.  3,  xoo-lb.  bags .  4  35 

Noodles—  Per  case 

Smith’s,  15-lb.  box .  i-9° 

"  54s,  1  j-lb.  box .  1  ■  9° 

Oatmeal — 

B,  barrels . per  bbl. 

B,  100  lbs  . per  keg 

Rolled  Oat. — 

Avena,  180  lb. . per  bbl. 

90  lb* . .per  keg 


“  90  lbs . per  wii 

Tapioca — 

Instantaneous,  50  . . °7n 

Colburn’s  Hasty,  36  pkg. . °4K 

Pearl,  150  lbs . °554 

'*  leu  quantity . 

Minute,  j  dos- . per  case  «  75 


FARINACEOUS  ROODS. 

Corn  Meal—  100  lb» 

Quaker  Com  Meal,  24  2-lb.  packages  .  1.60 

Lea’s,  white,  fine  100  lbs .  2.05 

Lea’s,  yellow,  granulated,  ioo  lbs .  2.00 

Lea’s,  yellow,  fine,  too  lbs .  x-95 

Western,  yellow,  granulated,  100  lbs .  1.72 

Western,  yellow,  fine,  ioo  lbs .  i.fo 

Farina — 

Hecker’a  Cream  (silver  spoon)  36  cartons .  4.4° 

Beans—  Pet  bushel 

California  Lima,  fancy . per  lb.  06M 

Manows,  fancy,  N.  Y.  State,  grain  bags .  a  9*54 

Michigan  Pea,  bags  about  a}4 bush .  2.60 

Red  Kidney. .  3-47^ 

Peas — 

Green...* . .  **95 

Scotch  . .  3*  x5 

Spilt,  yellow . . .  2.35 


3. 2° 


5-75 

3.OO 

a.  75 


CEREAL  SPECIALTIES. 

Ralston  Breakfast  Food,  3*  a. . per  ca*e  *4.5. 

Egg-O-See,  36  pkg. .  3-35 

“  Cora  Flake.,  36  pkg. .  «-35 

Mapl  Flake,  24  pkg. .  *2.60 

Postum  Cereal — 

1  doz.  io-oz.  and  54  doi.  ao-oz.  pkg. .  ..55 

1  doz.  io-oz.  pkg. .  3-35 

2  doz.  io-oz.  pkg. . .  *  7° 

3  doz.  ao-oz.  pkg. .  4  75 

Grape  Nuts — 

a  doz.  i-lb.  pkg. .  3 -7° 

3  doz.  x-lb.  pkg. . . . . 

Post  Toasties — 

2  doz.  family  size .  2 . 80 

3  doz.  popular  size .  *  80 

Shredded  Whole  Wheat,  36  pkg. .  3 . 60 

Cream  Wheat,  36  pkgs . 4-5° 

Triscuit,  30  pkgs .  a .  50 

Wheatena,  36  pkgs .  4-35 

Malted  Breakfast  Food,  36  a-lb.  pkgs .  4.50 

“  “  18  2-lb.  pkgs .  2.25 

Kellogg’s  Toasted  Corn  Flakea,  36  pkg»._ .  a .  80 

Quaker  Oat.  Co.,  The — 

Oaten  Good.—  Per  case 

Quaker  Oats,  regular,  18. .  1 . 45 

“  family,  reg.  a».t,,  m .  4.25 

“  “  no  china,  20. .  3 . 70 

“  tins,  36s .  4  00 

”  family,  tins,  no  china,  15....  4.60 

Quaker  Scotch,  regular,  t8> .  1  ■  45 

Rolled  Avena,  18s .  1  •  45 

Quaker  Oatmeal,  24. .  a .  75 . 

Victory  Toy  Oats,  z8. .  1 . 25 

Old  Fashion  Scotch  brand  Oatmeal,  24s...  2.60 

Mother’s  Oats,  regular,  18. . 

* ‘  family,  regular  asst. ,  aos. . 

“  “  no  china,  aos . 

Royal  Seal,  36. . . . 

Mother’s  Steel  Cut  Oat  Meal,  24a .  2 . 60 

Cora  Good. — 

Quaker  Cornmeal,  yellow  or  white,  241. ...  1.80 

'*  family,  yellow,  10. .  1.90 

Schumacher  Hominy,  pearl  or  gran.,  24a..  1.70 
“  “  10...  1.70 

Mother’s  Cornmeal,  yellow  or  white,  No. 

2,24. .  1.80 

Mother’s  Hominy,  pearl  or  gran.,  24. .  1.70 

“  “  io. .  1.70 

Wheat  Goods — 

uaker  Cracked  Wheat,  241 .  2.45 

ettijohn’s  Breakfast  Food,  i*a . . .  x-9754 

1  uaker  F.  S.  Farina,  24s .  1.45 

ilver  Farina,  spoon  in  pkg.,  24* .  «.8e 

Parched  Farinose,  24. .  a .  70 

Saxon  Wheat  Food,  24. . .  3.00 

Mother’s  Wheat  Hearts,  18s .  1.90 

Flaked  and  Puffed  Goods— 

Quaker  Cora  Flakes,  36s . 2.75 

Mother’*  Corn  Flakes,  36s .  2 . 75 

Puffed  Rice,  36s . . .  4-35 

“  Wheat,  36* .  *.85 

Sundries — 

Quaker  Breakfast  Biscuit,  241.. . .  1 .  >5 

Apetlzo,  241 . - .  3  00 

Quaker  Whole  Wheat  Flour,  10s .  1 . 93 

Schumacher  XXX  Graham,  10  zm-so  5a..  a.  js 

Scotch  brand  Pearl  Barley.  24s .  a .  10 

Mother’s  Graham  Flour,  aos .  2.75 


1-45 

4-25 

3-7° 

3-95 


8U 

Pel 

Qu 

Sil 


dos. 


GELATINE  AND  PREPARER 
DESSERTS. 

Per 

Beechnut  Granulated,  1  doz .  z.ao 

.  I 'S 

.  6.25 

. . 12.50 


54  gross.. 

M  gross. 


Lentils —  Perlb 

000000,  xxo-lb.  bags . °4n 

Loss  quantity.. . - . •jH 

Choker  Corn — 

FaZXOy,  bblS. 

LIS  <JttaJktity« ... eeeeee.ee iww 


i.  ee.eeeee  eeal 


x  gross . xa. 

Knox’s  Crystal .  1 . 

“  Acidulated. .  1 . 

Cox’s,  large .  1 

“  .mall . 

Plymouth  Rock,  pink  or  white .  1 . 

Nelson's . - .  x 

Bromangelon,  assorted,  3  doz . - . 

Jellycon.  assorted  Savors,  s  doz... . 

Chalmers . 

Mothers’,  small,  z  doz. . * . . 

“  large,  t  doz . 

Cooper's . 

Tryphosa . 

Gelatine,  McKinley’s . . 

Wetmore's,  double  refined,  36  10C.  pkgs . 

Puddine,  assorted,  e  do*. . _ . per  came  1 

Minute  Gelatine,  plain.. . per  groes  ze 

••  "  . — . perdoe.  1 


*5 

9754 

*5 

50 

.90 

.90 

•95 

•45 


-I|- 


Jell-0 


The  Dainty  Dessert 


Assorted  Case, 
Assorted  Case, 
Lemon  (Straight) 
Orange  (Straight) 
Raspberry  (Straight) 
Strawberry  (Straight) 
Chocolate  (Straight) 
Cherry  (Straight) 

Peach  (Straight) 

Weight  7  lbs-  to  case. 


Contains  4  doz. .$.3. GO 
Contains  2  doz-.tl.SO 
Contains  2  doz..$1.80 
.Contains  2  doz.41.S0 
Contains  2  doz.41.S0 
Comaing  2  doz.4i.8O, 
Contains  2  doz.. $1.80 
Contains  2  doz.41.80 
Contains  2  doz. .51.80 
freight  rate,  3d  class. 


Assorted  Case,  Contains  2  doz..$1.80 
Chocolate  (Straight)  Contains  2  doz..$1.80 
Vanilla  (Straight)  Contains  2  doz.. $1.80 
Strawberry(Straight)  Contains  2  doz.. $1.80 
Lemon  (Straight)  Contains  2  doz.41.80 
Unflavored  (Straight)  Contains  2  doz..$1.80 
Weight  lOlbs.  to  case.  Fr’ghtrate,  3d  class. 


POPPING  CORN. 

Cases,  50  io-oz.  pkgs . . .  z  oo 

xoo  io-oz.  pkgs . . .  3  75 

24  20-oz.  pkgs .  x.90 

48  20-oz.  pkgs .  3-75 

xo  16-oz.  pkgs.  (“I-X-L”) .  2.5° 

White  Rice,  shelled,  sacks  about  150  lbs.  .03^-  .04 
44  on  the  cob,  40-lb.  basket*....  1.60 

“  44  bbl* . 04  -  .05 


MACARONI. 
Imported  Best  Beriesex. 


Long,  25  is . . 

Short,  25  is . 

Cubes  or  Elbows,  24  is . 

Spaghetti,  25  it. . 

Vermicelli,  *5  is . 

Alphabet,  *5  is . 


Per  lb. 
•  °9 
•°9 
•09 
.09* 
•°9 

•07 


Demotic, 


Fancy,  long,  25  is . 

"ilbows,  24  i 


Cubes  or  E 
Spaghetti.  25  is. 

Vermicelli,  25  xs, 

Freihofer’s,  36s,  all  styles . 

10-cent,  all  styles 


■  07M 
•°7M 
.07^ 
•07% 

.09 

•07K 


Chelce  Grade*. 

Macaroni,  ehort,  25  is . 

“  50  54-lb.  pkgs . 

Cubes  or  Elbows,  14  is.. 

Spaghetti,  a}  is.. 


Spaghetti.  15  is . °7 

Vermicelli,  as  I* . - . °7 


SMOKED  FISH.  CODFISH  AND 
MACKEREL. 


Shredded  Ged. 


Beardsley — 

Dime  cartons,  t  dos.  in  case . per  dos. 

Tine,  Keyed  (Jewel),  a  dos.  In  case,  “ 
Large  cartons  or  tins,  a  dos.  In  case,  " 

Dime  Tumblers,  1  dos.  In  case .  “ 

Bulk,  15  lbs . . . —-per  lb. 


.90 

•90 

a.  00 
.90 

•  13 


Thredded  FUk. 

Thistle,  24  packages . 

New  Mackerel. 


Count 
(about) 
New.  to  bbl. 

Ex. Norway, No.  X...170-190 
Ex.Norway.No.  a. ..030-06® 
Ex. Norway, No.  3. ..300-360 
Ex.Norway.No.  4...  400-450 
Summer. 

Fey.  Bloaters, XXXioj-iio 
Fancy  Shore,  No.  1..130-1J0 
Ex.  Shore,  No.  1.... 1*0-150 

Large,  No.  1 . 110*140 

Medium,  No.  1 . 000-230 

Extra  Irish,  No.  *...300  340 
Medium  Irlsh.No.e..i3o-400 

Irish.  No.  4 . 410-450 

Small  Irish . 450-500 

New  Medium  Shore. 160-180 
New  Large  Shore ...110-130 

Large,  No.  a . _aio-ai* 

Cape  Shore . 110-140 

Holland . 400-450 


Dressed  Boneless 

Favorite,  Cod,  40  lb* . . 

Our  Choice,  40  lbs . 

Gilt  Edge,  40  lbs . 

Favorite,  Middies,  60  lbs... . 


Gilt  Edge,  a-lb.  brick*,  40  lb*.  . 
Wh . 


*00  lb. 

xoo lb.  50  lb. 

10  lb. 

36.00 

x8.6o 

9-5° 

*.OJ 

*6.00 

13.69 

7.00 

3*55 

20.00 

10.60 

5-5° 

1. *5 

l8.00 

9.60 

j  00 

1. 15 

40.00 

2*. 60  IS. 50 

*  35 

35*  °® 

18. xo 

9-»5 

2.00 

30.00 

15.60 

1.00 

«-75 

x8.oo 

9.60 

J.OO 

X.IJ 

17.5° 

9-55 

4.80 

»  15 

17.00 

9.  xo 

4*73 

1.10 

Snow  White,  x-lb.  bricks,  so  lb* . 

Favorite,  Cod,  a-lb.  brick*,  40  lb*. ..... 


Hsrrls* 

00  lb.  100  lb. 

8.00  4.60 
6.50 

7.00 


3  85 

4.10 


Lab.  Split,  Lg.  No.  x... 

Lab.  Split,  Lg.  No.  a... 

Shore,  Round,  Large.. 

Shore,  Round,  Med. — 

Ocean  Fish . .  S-5»  5  55 

Shad,  No.  i,  Mas* .  14.00  7.60 

Shad,  No.  s,  Men - ie.se  (.<0 

Haddock,  Pickled. - 

Rod  Salmon . — 

Fancy  Mo.  1  lehm^  „ 


jelb.  10 lb.  Sib 


Fish. 


■°954 

.e8 

.e«54 

•  *4 


Dressed  Fish  Bricks. 


Star  Brand  Boneless  Herrins. 

Bcardfley — 

Tim,  large  size,  1  and  1  doz.  In  case  ..........  1.50 

"  small  size.a  doz.  In  caae  . 90 

Small  Tumblers,  s  doz.  in  case . .  90 

Large  Jars,  sealed,  s  dos.  in  caae . .  1.5* 


Loose  Codfish. 


Extra  Large  Georges  Cod . . 

Large  Bail,  Cod . 

Medium  Bank,  Cod. . 

Pollock . . . . . 

Hak*  ...  . . 

In  origin*!  case*,  450  lb*.,  £c.  U**. 


:  354 

_  .a 


Smoked  Fish. 


New  Extr*  Scaled  Herring . per  box 

Boneless  Herring,  fancy  xo-lb.  boxes. ..per  lb.  .14 

Smoked  Salmon,  whole  fish .  "  .*7 

Cromarty  Bloater*,  50* . . . . per  box  i.xo 


FRESH  FISH. 


Pet  lb. 


Halibut . 

Frozen  Bass.. 


Salmon,  fresh . 

Eastern  Cod . 

Croakers . . 

Large  Hake . . . 

Haddock . 

White  Cat  Fish . . 

Red  Catfish _ _ 

Spanish  Mackerel*..—*— w—, 
Saappera...— . — — . 


.*2 

.07 

.20 

.08 


.07 

.06 


.16 

X2 


Rock 

Lobster* . — **.. — 

Fiona  den  «  «2 2  »*•»•«  lltUMtl m.WtMWMSt  >*«««■ 

Perch . — . . . 

Sea  Bass . ***** 

Porgies . 

Fresh  Mackerel . * . . . each 

King  Fish../ . . . 

Weak  Fish . ol 

Butter  Fish . 

Steak  Flab  %  cent  per  lb.  additional. 


•35 

.2* 

.08 

•  *5 
.xi 


.jo 
•  x5 
.12 
07 


OYSTERS. 


8.50 

4.00 


Absecoma,  Primes . . . 

“  Culls . . . 

Tuckerton,  Primea . 

“  Culls . 

Cove,  Prime . .  . .  9  °° 

“  Culla .  4-50 

Blue  Points . . . . . 

Rockaway . bbls. 

“  . . . boxes 


-  9.00 
“  4  50 

-  9.00 

-  4  5° 
-xo.oo 

-  4  75 

-  5-°° 

-  5  *5° 

-  5-75 


CLAMS. 

Clxms . p«rM.  7.30  -  »  J* 

Ntckt . .  "  5  «»  -  •  •• 


SARATOGA  CHIPS, 


Barrels,  30  lbs . . . . . 

Cases,  17  lbs . .'. . 

“  16  i-lb.  cartons . 

"  32  54-lb.  cartons . 

10-cent  size . ......... 


Per  lb 
.20 
.20 


.20 


. p«r  doz.  x.oo 


SEEDS. 


,.p*r  lb. 


Caraway . 

Celery . . .  ” 

Poppy . .  ". 

Canary . . . pef  bush. 

Rape .  “ 

Hemp . . .  “ 

Millet- . jo  lb*.,  " 


DRIED  FRUIT. 
Domestic. 


Applet,  Evaporated — 
Fancy  N.  V.,  48  pkgs... 
“  "  25-lb  box 


Per  lb 
.095, 


•x9> 


.16 

.14 

•  xsJ 

•x5 


25-lb  boxes . «... 

'*  “  50-lb.  boxes . 

Pennsylvania  Sun  Dried,  50-lb.  bags . 

Apricots — 

Extra  fancy  Moorpark,  25  lbs.« . 

Fancy  Moorpark,  25  lbs„ . 

Fancy  Royal,  25  lbs . 

Extra  choice,  25  lbs . . . 

Choice,  25  lbs . . 

Extra  fancy  slabs,  25  lbs . . 

Fancy  slabs,  25  lbs . 

Cherries — 

California,  pitted,  Royal  Ann,  *5  lbs. . 

“  unpitted,  Royal  Ann,  25  lbs . 

44  44  Black  Tartarian  . . . 

Pennsylvania,  pitted,  red  and  black,  *5  lba.. 
Peaches— 

Extra  fancy,  pared,  25  lbs . 

Fancy,  pared,  25  lbs..... . . . . 

Extra  fancy  Jumbo  Muirs,  15  lb*. . . . *4 

**  44  Yellow  Crawford,  *5  lb*.  .13 

Fancy  Muir*,  25  lbs . . . . . x3 

Fancy  Yellow  Crawford,  *5  lb* . . . x3 

Extra  choice  Muirs  25  lna. . . . xaM 


.19* 

•  x7* 

•  *7H 


Extra  fancy  California  Bartlett,  tj  lb*.-.. 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


Mr.  Grocer  : 

It  is  now  time  to 
lay  in  your  fall  and 
winter  stock  of 
lamp  chimneys  and 
before  placing  your 
order  elsewhere  we 
would  be  pleased  to 
quote  you  on  our 
"LUSTRE”  brand 
which  will  satisfy 
the  most  particular 
buyer.  We  carry  a 
large  stock  of  every 
shape  and  size  and 
all  are  packed  in 
cushion  tubes 
wrapped  in  paper. 
The  cut  shown  il¬ 
lustrates  a  package 
of  our  No.  2  Crimp 
top  packed  in  this 
manner  which  al¬ 
most  entirely  elimi¬ 
nates  breakage, 
and  does  away  with 
the  dirty  hay  and 
straw.  You  cannot 
appreciate  this  un¬ 
til  you  have  tried  a 
few  cases. 


Sold  by  SAMUEL  BELL  &  SONS 

THIRD  FLOOR  CENTRAL  TRUST  BUILDING 

N.  W.  Cor.  Fourth  and  Market  Streets,  Philadelphia 


SEND  FOR  OUR  ILLUSTRATED  CATALOGUES 

R.  E.  TONGUE  &  BROS.  CO.,  Inc. 

Allegheny  Ave.  &  Amber  St.,  PH1LA.,  PA. 

Bell  Phone,  Kensington  2698  Keystone  Phone,  East  172 

I,amps,  I.a m p  Chimneys,  Lamp  Goods,  Oil  Cans,  Lanterns, 
Gas  mantles  and  Gas  Lights  of  All  Descriptions. 

ELECTRIC  PORTABLES-8END  FOR  CATALOGUE. 

Glassware,  Crockery,  Fruit  Jars,  Jar  Rings,  Tumblers, 
Jardinieres  and  Earthenware. 


Both  Phones 


Losing  Your  Weights: 


? 


Get  a 
Troemner 
No.  24 
Ball  Scale 


Does  away  with  weights  absolutely.  The  balls  are  placed  in  the  holes,  thus 
weighing  from  one  to  fifteen  pounds,  with  the  sixteen  ounces  in  fractions  o-n  the 
side  beam,  giving  a  total  weighing  capacity  of  sixteen  pounds. 


HENRY  TROEMNER 

J-  A. 


IN  o  .  911  ARCH  STREET 

PHILADELPHIA,  PA*  jt  j» 

115  ADAMS  STREET,  CHICAGO,  ILL,  GENERAL  AGENTS  FOR  UNITED  STATES 


Greatest 

Improvement 

in  Rapid 
W  eighing 
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GROCERY  WORLD  AND  GENERAL  MERCHANT 


- - - ~ 

—17— 

Plums,  Pitted— 

Extra  fancy  Red,  25  lbs . 

Fancy  Yellow,  25  lbs . 

Fancy  R*d, 25  lbs . 

Ncciarincs— 

Primrose,  extra  choice,  25  lbs..* . 

Foreign. 

Citron,  to  lbs.,  boxes . 

Orange  Peel,  10  lbs . 11 

Lemon  Peel,  10  lbs . .  • 1 ' 

Currants  — 

Valca,  Vostizza,  40  pkgs . *?  . 

Crystal,  fancy,  4°  Pkffs,- . 

«  30  lbs.,  loose . 

Dates — 

Valca,  pitted,  30  pkgs . l\ 

Unpitted,  30  ioc.  pkgs . 00 

“  60  5c.  pkgs . 

Fard,  14  lbs  . . 

Hallowee,  70  lbs . . . . 

Figs 

Pulled,  8  lbs . . . 

Smyrna,  7  crown,  12  lbs . *3 

“  5  crown,  12  lbs . •* . 11 

California,  10  pkgs . Per  box  .93 


Fancy 

Ruby 


Fancy 

Silver 

•  15K 


•  i3'/i 

•**’/4 


PRUNES. 

Fancy 

Calif. 

15-  20,  25  lbs . 

20-  30,  25  lbs . x9 

30-  40,  25  lbs . . 

40-  50,  25  lbs .  •* Ix% 

50-  60,  25  lbs . 10 

60-  70,  25  lbs . °9>i 

70-  80,  25  lbs . °°lA 

80-  90,  25  lbs . 08 

90-100,  25  lbs . °1Yk 

40-  50,  50  lbs . 

50-  60,  50  lbs . 

60-  70,  50  lbs . 

70-  80,  50  lbs . 

80-  90,  50  lbs . 

90-100,  50  lbs . ••••• 

ioo-iio,  50  lbs . °° 


RAISINS. 

California  Clusters — 

Basket  Clusters,  20  pkgs . 

Clusters,  Imported-  Per  box 

Royal  Buckingham,  20  pkgs .  4  “5 

Extra  Desserts,  20  pkgs .  3  9° 

Imperial  Cabinet,  22  lbs . 

California  Seedless —  "er  lb- 

Thompson,  50  lbs . . . •••• .  . 

Bleached,  Sultana,  extra  fancy,  ’5  lbs . I2?A 

<•  “  6>-lb.  boxes . . °9% 

California,  Loose —  j. 

Muscatels,  4  crown,  50  lbs . A 

“  3  crown,  50  lbs . oo/s 

"  2  crown,  50  lbs.... . °b/4 

Valencias—  ,, 

Rogers,  Imported  Ondara  Layers,  28  lbs . 09)3 

Fancy  Ondara  Layers,  28  lbs . ■ 

Seeded-  ,  Per  PkS- 

Valca,  extra  fancy,  40  pkgs .  »** 

Owl,  fancy,  36  pkgs . °°4 

Golden  State,  fancy,  36  pkgs . 

Ensign,  fancy,  36  pkgs . 08/s 

Seedless— 

Valca,  Thompson,  40  pkgs . 11 

Not-a-Seed,  36  pkgs . . 

Crystal,  40  pkgs . °9 


C0C0ANUT. 


Dunham's — 

Per  lb. 

W  lb  ««  5_lb  “  . 

8  ib  11  xw-lb,  "  . 

U-lbl  «  zs-lb.  “  . 

^-lb.  »  15-lb.  “  . 

54  lb.  and  )4-lb.  packages,  zs-lb.  case . 

....  .98 

. . 

...  •*»« 

HORSERADISH. 

Tumblers,  10c.  size,  9  doz... . pel  doz.  .65 

"  5c.  size,  2  doz .  "  .45 

"  zoc.,  Lord's  Prayer.  *  doz.  " 

"  Imt.  cut  glass,  roc.,  a  dos.  “ 


8754 

■*7X 


INK. 

Arnold’s,  black.  32 . per  bottle  .48 

Continental,  red,  1  doz . 30 

"  black,  3  dez . 23 

Royal,  black,  3  doz . 23 

Royal,  black,  3  doz . 93 

Stafford,  Commercial,  32 . 35 

Thaddeus  Davids  Co. — 

Electro  Chemical  Writing  Fluid . perqt.  .60 

Square  Oriental  Red,  2  oz.  1  doz. ...per  doz.  .30 
"  Green,  Blue  or  Violet,  2  oz.,  “  .30 

"  Magic  Black,  s  oz.,  1  doz....  “  .30 

“  Electro  Chemical,  2  oz.,  1  doz.  “  .30 

Letterine,  show  card  ink' .  1.30 


LAMP  QOODS. 

Per  case  of  6  doz. 

Lamp  Chimneys —  No.  o.  No.  1.  No.  9. 

Macbeth.  Pearl  Top .  4.20  4.50  5.12 

Acme,  Victor  Top .  3.60  4. so  4.80 

Pure  Flint,  Lustre  Top .  2.70  3.30  3.90 

Crystal,  Crimp  Top .  a.  10  9.70  3.30 

No.  o.  Tubular  Lantern  Globes . 5  doz.  2.75 

Cold  Blast.... . 3  doz.  3.75 

No.  1.  No.  9 

Jumbo  Chimneys,  plain . per  doz.  .63  .75 

"  d««.,  aoy_  “  .00  1.00 

No.  o.  No.  t.  No.  a. 

Banner  Burners., . 41  -IS  -7* 

Ho  aharge  fee  packages. 


—II 


Oil  Cans— 

1 -gal. ,  glass . 

1 -gal.,  galvanized,  Pearl . 

5-gal.,  Lennox,  spout . . 

5-gal.,  '•  spigot . 

Per  doz. 

. 

.  1-65 

.  500 

Lanterns — 

No.  0,  Dash . 

Cold  Blast . 

LIMB. 

Chloride,  Acme,  sifting,  95-lb.  boxes,  1  lb .  z.55 

Banner  Chloride  of  Lime,  sifting,  23  zs . .  1.50 


LYB  AND  POTASH, 

Banner  Lye —  Per  case 

Case  of  4  doz .  3.55 

Case  of  2  doz . . .  1.80 

Babbitt's  Lye,  4  doz . . —  3.23 

Lewis'  Lye . . . - . .'.  3-*5 

Red  Seal,  2  doz . .  <  95 

"  4  doz .  3  •  80 


MATCHES. 

Double  Dip  Brands —  Per  cast 

Bird'e  Eye,  Die.  5  size,  zoo  bxs.,  4  cs.  lots..  3.35 
Black  Diamond,  Dla.  5  size,  zoo  bxs..  4  cs...  3.00 

S.  Light,  Dla.  s  size,  14a  bxs.,  4  cs.  lots .  4.S5 

Swift  &  Courtney, Dla. 3  size,  144  bxs.,4  cs.lots  3 . 75 

Crescent,  Dia.  3  size,  144  bxs.,4  **•  *ot* .  3-75 

Black  Swan,  Dia.  5  size,  14a  bxs.,  4  cs.  lots.  3 . 50 
Bull’s  Eye,  Dia.  1  sise,  14a  bxs.,  so  cs.  lots.  .95 
“  *•  “  gr.cs.,  8  cs.lots  9.35 

"  "  3  gr.  cs.,  4  cs.  lots.-  4.70 

Nsw  Fast  Mall,  Dla.  z  size,  144  bxs.,  10  cs..  .85 
“  "  “  "  jgT.ct., 7  cs.lots  t.3j 

<1  (i  <«  «  9  **  4  44  4*9S 

Domino,  Dla.  <  also,  |  gr.ca.,  4  ca.  lots -  s.30 

Parlor  Brands— 

Search  Light,  Dla.  3  also,  4  cs.  lots- .  4.13 

“  Dla.  z  slsa,s54  gr.ca. ,8c*.lots.  a. so 
“  "  “  3  gr.  cs.,  7  cs.lots.  a. 85 

••  *•  “  3  gT.  cs.,  4  cs.lots.  4.73 

Swift  &  Courtney,  Dia.8  size, 5  gr.ca., 4  cs.lots  3 . 50 
"  “  Dla. 5slze, 144  txs.,4C4. lots  3.75 

Chlpa,  Dla.  a  size,  50/3  bx.  pkgs.,  10  cs.  lota  1.05 
“  “  100/3  bx. pkgs.,  t  cs.  lots.  3.30 

Globe,  Dla.  z  size,  144  bxs.,  so  cs.  lots . 93 

“  “  “  3  gT.  cs.,  7  cs.  lots— .  a. 7* 

«  •*  ••  j  "  4  “  _....—  450 

Doric,  Dia.  z  also,  1  gr.  cases . —  .90 

<*  **  "  s  *•  4.30 

Big  Buffalo,  Dla.  B  site.  144  bxs .  j.ij 

Little  Stars,  Dla.  L  S.  sise, to  gr.es., a  cs.lots  3.80 

Vulcan,  Dia.  5  size,  144  bxs . „ . .  4-** 

Safety  Matches — 

Three  Noes,  Dia.  z  size.  3  gr.  os.,  4  as,  lots.  4.50 

Homo,  Dla.  8  size,  5  gr.  cs.,  4  cs.  lots- .  3.73 

<«  ••  6  “  s  "  4  “  - .  s.oo 

Orient.  Dla.  6  zizs,  5  gr.  cs.,  4  cs.  lots .  s.ej 

Red  Top,  Dia.  6  size.  5  gr.  os.,  4  cs.  lots....  s.30 
Aluminum,  Dla.  A.  L.  sise,  3  gr.  cs.,  4  ca...  s.oo 
«  u  <*  <•  10  «*  t  «•  t|t  3.8a 

Bisters,  Dla.  B  sise,  5  gr.  cs.,  4  cs.  lots .  s.sj 

Vulcan,  No.  a,  te  gr.  to  case .  aj.aa 

"  "  las  than  fogt . — per  gr.  .*0 


MINCE  MEAT. 

Atmore  &  Son — 

Extra  Family,  Seedless —  Per  ease 

No.  5,  6  glass  jars .  4.60 

No.  3,  6  glass  jars .  3.15 

Wooden  kits . per  lb.  .13)4 

Barrels,  halves,  quarters  and  kits...  "  .  1.54 

Family,  Seedless—  Per  box 

No.  5,  6  wooden  palls . 

No.  10,  6  wooden  pails . 

Celebrated  Seedless — 

Barrels,  halves  and  quarters . per  lb. 

Wooden  palls,  18,  37  and  68  lbs...._  ** 

Wooden  kits,  Nos.  ao-35 . —  " 

Keystone — 

Barrels,  halves  and  quarters . 08 

Wooden  palls,  18,  37  and  68  lbs . .  .0854 

Wooden  kits,  Nos.  00-33 . - . 0854 

Condensed  cartons,  3  doz.  to  case . gross  zz.oe 

“  **  654  dos.  to  case..  “  zt.oo 

Barrels,  halves  and  quarters.... . per  lb.  .zo 

Wooden  kits,  Nos.  20-35 .  11 

"  Nos.  23-40 .  "  .  1054 

Schlmmel’s — 

Barrels,  halves  and  30-Ib.  kits  . . ov)4 

18  and  37-lb.  kanakina . .  .0S54 

9-lb.  kanaklns,  6  to  crate . per  dos.  10.60 

5-lb.  "  6  to  crate . .  “  5.90 

5-lb.  glass  jars,  6  to  crate .  “  6.30 

Mrs.  Wells’,  barrels,  halves  and  30-lb.  kits . 06 

National,  barrels,  halves  and  3<>-lb.  kits . 06M 

Southwark,  barrels,  halves  and  30-lb.  palls  ....  .0654 

Brick’s  Nonpareil  Brand —  Per  lb. 

Barrels  440  lbs.,  %  barrels  230  lbs.,  54  bar¬ 
rels  125  lbt.,  %  barrels.  65  lbs . 

Tubs,  70  lbs.,  35  lbs.,  18  (bs . 

Charge  for  packages  as  follows  :  70  lbs., 60c.; 

35  lbs.,  40c.;  18  lbs.,  sje.  Returnable  if 
In  good  order. 

Tint,  5  lb..  54  dos.  in  crate . pee  crate 

Brick's  Old  Homestead — 

Barrels,  sS-lb.  palls,  etc.. . . . . . . 

31,  a8  and  zAlb.  tabs . . . . . 


Par  lb. 

z* 


— If 


is  OS  fin. 
is  "  * 


,  par  U  gr - - .........  s.85 

-  %  "  (3  packages  free).. 


1-7° 


MLB. 


Stove  Gasoline . 

Headlight,  250  test.. 


Per  gal. 


•LIVBB. 

Extra  Quaon — 

Imported,  No.  ze,  a  doa_.... _ 

"  “  >9,  * 

M  <1  ||  I  "  ssmisissmi 

K  U  g  -  II 

Cyldr.,  Imported.No.  ze,  s  dos.. 
Fancy,  No.  zi,  z  dot... 


MHMMMSMSI 


For  dos. 
s.40 

ts 

91 
*•45 

•  ■4» 

Special,  No.  14,  0  doz _ —..... .  1.65 

Stuffed- 

Ring,  4  doz . . . . . .  .95 

Fancy,  No.  15,  paael  bottls,  t  dot .  s.sj 

“  «  zo,  “  s  “  .  z.45 

Olivas  In  bulk —  1  gal. palls,  t  gal.  palls,  jgal.kcgi 


X . 

XX . 

XXX . 

xxxx . 

xxxxx... 

Mammoth... 

Palls,  Urge,  t  gallon.... 


z.s} 

—  i.je 

.  *-«l 

—  »-7* 

—  1.93 

•H 


•■33 

*51 
*•73 
•»S 
1  33 
4- 43 


l*o 

ST* 

‘I* 

8.90 

y.L 

■0.00 
..  >.80 


PURE  OLIVE  OIL. 

Flnsst  Sublims  Lucca  OUts  Oil —  Per  case 

Litre  (full  quarts) . — .  *3  *1 

S5-0S.  bottles .  9  71 

Large  bottles. .  1.73 

Medium  bottles . — ....  7.75 

Small  bottle# . 4-75 

za-oz.  flasks  (30  flasks) . S0.S5 

8-01.  flasks  (30  flasks) .  7-7f 

V-gal.  tins,  10  gal .  30.00 

54-gal.  tins,  10  gal . aS.so 

1 -gal.  tint,  zo  gal . . .  #7. 30 

5-gal.  tine,  to  gaL . 26.00 

Sublime  Lucca  OUva  Oil—  Per  cate 

it-oz.  flask#  (30  flaaka) . . .  f.jo 

8-oz.  flasks  (30  tasks) .  7.s{ 

tins,  10  gal . 18.30 

Jt-gal.  tins,  so  gal . . 

z-gal.  tins,  10  gal . 26.00 

3-gal.  tlni,  zo  gal .  *4-5° 

(Bulk  oil  la  packed  In  cases  of  zo  gal.  eack.  For  less 

Quantity  than  an  original  case  add  10  cts.  per  gal.) 

pedal  Importation,  large,  1  des.  case .  6.60 

*•  “  medium,  a  dos.  case 7.30 

**  “  small,  a  dot.  cast.. .  3.00* 

Trols  Croix,  Fzusck,  t-fd  gal.  cans,  cast .  za.eo 

**  “  **  glass,  small,  a  dos.case 

■1  m  s<  41  mad.,  11  M 

Doremua — 

Private  Estate,  In  i-gal.  sans . par  gal.  a. So 

Private  Estate,  In  z-qt  cans . per  gal.  a. 93 

Special  trial  cases  of  5  z-gal.  cans .  14. 00 

Special  trial  cases  of  so  i-qt.  cant.. .  14. 75 

Tabls  aad  Cooking  Oil—  Par  dos. 

Cottonseed,  large,  z  des,. . . . .  t.25 

"  medium,  a  dos . . . 90 

Wesson's  Caoklng,  jo— No.  t - fm  oaso  I  JO 


Ofi. 


Stobror’s,  No.  I,  a  dos . 

”  No.  zt,  s  do z . 

**  No.  is,  z  dos . 

Ksystono,  botuss,  t  dos . 


Par  dos. 
•53 

t.*M  .90 

.  Z.l5 

■r> 


PICKLED  MEATS  AND  PISH. 

Lamb’s  Tongue,  glass  jars,  plate. . per  dos.  4.  to 

"  “  quarts.....  **  s*<* 

"  zo-os.  Jars .  **  s.35 

*•  zo-lb.  palls . per'pnll  a. 50 

Tripe,  10-lb.  palls . .  "  .90 

“  J-I*1-  . -perke.  s.oo 

Pigs’  Feet,  10- lb.  palls . — . per  paD  1.05 

•'  5-gal.  kegu . per  keg  s.sj 

Pickled  Boef  Salad.  In  glass . .per  dot.  1.10 

«*  Tripe,  In  glass . .  "  z.io 

"  Ox  Heart,  in  glass .  *'  z.io 

**  Pigs’ Feet,  in  glass . . . "  z.io 

Russian  Sardines . . . . . ...per  keg  .  75 

"  3-lb.  pails . ...pm  pall  jo 

M  zn-lb.  paflo . .  ■'  r.03 


PEANUT  BUTTER. 

Beechnut— 

Larp .  *  4<> 

Medium .  1  4° 

Small . 9° 

McLaren’.-  P*r  doz. 

Small,  e  doz . 9° 

Medium,  s  doz.. . z.50 

Largo,  z  dos . s.75 

Peanutent,  No.  a  laiu,  s  del.... . 

“  No.  4  jars,  3  dot . . . . 

Bear  daisy’s —  For  dos 

Small  Jan  ,  S  dos.  •!* 

Medium  jars,  a  des.  _ _ _ _ _ —  >  «1 

Lazy  Jaw.  s  doa. - *-4 


NUTS. 

Almonds,  Cal.,  Nonpareil,  paper  shelled. . 

Ne  Plus  Ultra . 


Walnuts,  new.. 

Filberts . . . . . . 

Brazils,  large . 

Pecans,  large . 

"  medium . 

Mixed  Table  Nuts,  50  lb . . . 

«  “  13  lb . . 

Peanuts,  Green- 

Fancy  Hand  Picked . 

Virginia,  extra  choice. . 

Peanuts,  Roasted — 

Fancy  Hand  Picked . per  bu. 

Virginia,  extra  choice . per  bu. 

Big  Nickel,  too  cartons.. . 

Salted,  ss-lb.  pails . 


Per  b. 

•*3 

.21 

..854 

•  *3 
•*7 
•*4tf 
•*3 
.16 

•  i6>4 

.oCH 

05H 

*  .55 

*  35 
4.00 

•*3 


PICKLES. 

Cruik»hank's — 

Sweets 

16  gals.,  1750 . . .  xz  .00 

3a  gals.,  3500 . .  ax. 00 

48  gals.,  5150 .  31.00 

16  gals.,  2250 .  xa.oo 

3a  gals.,  4500 .  23.00 

48  gals.,  6750 .  34  °° 

x6  gals.,  5000 .  14.50 

32  gals.,  10000 . . . .  28.00 

x6  gals.,  7100 .  17  50 

Sweet  Mixed— 

16  gals . xo.oo 

xogals . 6.50 

5  gals .  3:a5 

Sour  and  Dills —  Sour.  Dills. 

x6  gals.,  600 .  5.00  5.25 

3a  gals.,  1200 . 9.00  9.50 

48  gals.,  1800 .  13.25  X4.00 

16  gals.,  800 .  5.25  5.50 

3a  gals.,  1600 . .  9.50  10  00 

48  gals.,  2400 .  X4.00  *4.75 

16  gals.,  1200 . 6.00  6.25 

32  gals.,  2400 .  xx  .75  xa.oo 

48  gals.,  3600 . 26.50  17-5° 

Chow  Chow — 

16  gals . . .  8  00 

xo  gals .  5  5° 

5  gals . *  3  00 

Cuban  Relish — 

16  gals . xo.oo 

10  gals .  6.50 

5  gals .  3  a5 

Williams  Bros. — 

No.  8,  Sour  Gherkins,  a  dos . .  8S 

No.  8,  Sweet  Gherkins,  a  dos . . .  x.oo 

No.  8,  Sour  Mixed,  a  dos . 

No.  8,  Chow-Chow,  a  dos. . . —  -8J 

Sweet,  mixed,  i  dos . . 


VINEGAR. 


Furs  a.  cider,  45  (nix. . ......... 

40  «  . .......... 

Distilled,  45  (nln . . . 

"  "  . . 

Fermented,  45  grain . . 

•*  40  **  . . . . 

Luts  It  Schramm  pur.  elder . . 

<•  dl stilled  white... 


Beechnut,  %  bbl . 

*•  1  bbl . . 


. . per  gal. 


Far  gul. 

■  ’,5& 

: 

.  •*« 

.  .19 

.  .13 

.20 
.20 
.18 


PROVISIONS. 

Hami,  skinback,  x8-ao  lbs . . . . . *3 W 

"  14-16  lbt . 1 3  ‘* 

•*  5-12  lbs . *35< 

Picnic#,  6-8  lb. . **K 

Dried  Beef,  seM,  city  smoked . #3 

“  tenden  and  knucks . . 

"  air  dried,  seta . .  -a 4 

••  "  tenders  and  knucks . -  .14 

Jersey  Pork,  butt . p«bbl.  19.00 

'*  family . —  *'  si.  50 

Breakfast  Bacon,  rib  In . . . . . » 

"  boneless . . . .  .■] 

S.  F.  Bellies.  14  lbs.  average. . zo)4 

Bologna,  a5-lb.  boxes . - 

Boiled  Bonelest  Ham . .  •** 

Beef  Tonguea,  smoked,  5-6  lbe . per  doz.  zo.ou 

Cooked  Compressed  Ham,  95-lb.  boxes . 

Covered  Hams,  54 -cant  extra;  Covered  Shoulder! 
Picnics  and  Bacon,  54-cant  extra. 


LARD  AND  COMPOUND!. 


tubs,  about  39a  lbs.... 

Pmre, 
per  lb. 

.  10 
.09  yA 

Compound 

per  lb. 

ilia,  60  lbs . 

.xx 

•*54 

.ti54 

.oSK 

tm  lbs.  . . «... 

•  **K 

•*9 

DRESSED  MEATS. 


10-lb.  tin  1 
S-lb. 

3-lb.  ’ 


City  Dressed - 

Choice,  native..... 

Common . . 

Western  Dressed - 

Choice,  native  cattle . «... . 

Common  to  fair . — . . 

City  Dratted  Veal — 

Prims . . 

Good  to  choice 


Per  lb. 

:3 

:3 

.zz  -.*4 
.si  -.14 
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fjeanset 


‘AT  YOUR  SERVICE 


to  make  quick,  easj, 
profitable  sales 

^  B.T.BABBITT,  Inc.,NewYork  A 


Why  Hooton’s 
Cocoa  Sells  to 
All  Classes  of 
Trade 


People  who  want  money’s  worth  buy  our 
ten-cent  can  because  it’s  the  biggest  can 
of  first  quality  cocoa  at  the  price.  People 
who  want  ‘  ‘The  Best’  ’  buy  Hooton’s  Cocoa 
because  its  quality  and  flavor  please  them. 
We’ll  show  you  how  to  get  all  your  cus¬ 
tomers  interested  and  sell  them  more  cocoa 
than  you  ever  sold,  by  pushing  Hooton’s 
Cocoa.  Write  for  particulars  of  our  plan. 


i(Ask  the  Man  Who  Uses  Walker  Bins  ’  * 


Suppose — JUST  SUPPOSE 


FRONT  OP  COUNTER 


REAR  OF  COUNTER 


That  you  could  equip 
your  store  with  bins 
like  these  without  it 
costing  you  a  cent — 
would  you  do  it  ? 
If  you  would  you  can 
find  out  how  such  a 
thing  is  possible  by 
writing  the 


WALKER  BIN  COMPANY 

121  Lake  Street,  Penn  Yan,  N.  Y. 

187  North  Dearborn  Street,  CHICAGO  24  South  7ib  Street,  PHILADELPHIA 


Accurate 
Oil 

Measure 

Do  you  know  that  most  hand  meas¬ 
ures  in  use  to-day  are  too  large — They 
are.  If  you  have  one  you  are  probably  giving  away  a  part,  if 
not  all,  of  your  profit  on  each  gallon.  That' s  Pure  Loss. 

To  insure  everybody  a  square  deal  buy  a 


fl®W§lEte 


Self-Measuring  System 

It  is  guaranteed  to  give  correct  measure,  U.  S.  Standard 
— (231  cubic  inches).  That  is  fair  to  you  and  to  the  cus¬ 
tomer  alike.  Then  it  does  away  with  measures,  funnels, 
barrels,  oil  odors,  contaminated  merchandise,  etc.  It 
saves  Space,  Time  and  Money. 

The  cost  is  so  slight  you  can’t  afford  to  do 
without  one — They  will  pay  for  themselves.  A  *  Bowser  &  Co.. 
Send  the  Coupon  NOW  for  our  Illustrated  Cat-  ^  inc.-i  am  inter 


S.  F.  BOWSER  &  CO.,  Inc. 

FORT  WAYNE,  1ND. 


Please  send  me  book 
No.  95  illustrating  com¬ 
plete  line.  This  without  ob¬ 
ligation  on  my  part. 


Name 


Atlanta  New  York  Boston  Philadelphia 
Minneapolis  San  Francisco  St.  Louis 
Dallas  Chicago  Toronto 


Address 
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I  No 

Pin . 

Hon.  henry . . 

i to  lb* . 

■'  i  to  lb* . 

“  140  lb® . 

Droned  Shoep  end  ] 

Lamb,  western,  food . 

1 .  culls . 

Sheep,  choice . 

“  medium . 


....  .o*  -.so 
....  .o®  -.ie 

.08  -.io 
.....  .08  -.io 
.el  -.io 


.10  -.is 
.10  -.is 
.07  -.09 
.07  -.09 


BUTCHERS’  SUNDRIES. 

. each 


Fresh  Steer  Tongues . 

Cow  Tongues . 

Calf  Heads,  scalded . 

Sweetbreads,  veal . 

“  beel . 

Calf  Livers . 

Beef  Kidneys. . 

Beef  Liven  . 

Ox  Tails . 

Hearts,  beef. . 

Rolls,  beef. . 

Tenderloin,  beef,  western 
Fresh  Pork,  loins,  city.... 
«  “  wester 


. per  pair 

. per  lb. 

i. 

....per  doi. 


•30 

•73 

•  *5 

•  »5 


. per  doz. 

. per  lb. 


.to 

.60 

-  -73 

-  .80 

-  .30 

-  -3° 
I -aS 

.07 

1 .30 

•°5 

I4-SO 

-  .14 

-  .15 


DRESSED  POULTRY. 

Turkeys —  Per  'b. 

Western,  young  hens,  8  to  10  lbs . as  -.35 

"  young  toms,  15  to  17  lbs . 33  -.35 

Old  hens  and  toms . 30  -.33 

Common  to  good . *6  -.30 

Broilers — 

Philadelphia,  fresh  killed,  3  lbs.  and 

under  to  pair,  fancy . ej  -.37 

Philadelphia,  fresh  killed,  334  to  4  lbs. 

to  pair . -*3  ••*7 

Philadelphia,  fresh  killed,  3  to  354  lbs. 

to  pair,  fancy . ”-*7 

Western,  4  to  4W  lbs.  to  pair,  fancy . 30  -.33 

“  3  to  3%  lbs.  to  pair,  fancy . ao  -.33 

«  fair  to  good . 15  —  *7 

Fowls— 

Western,  fancy . 16  ”•*7 

Heavy  Roasters,  4  to  5  lbs . 16  -.17 

Fair  to  good . .  *  •  *® 

Old  Cocks . **  -  *3 

Squabs—  Per  doz. 

Prime,  largo,  fancy .  5.00-7.00 

Mixed .  3.00-4.50 

Dark .  3. 00-3.75 


LIVE  POULTRY. 

Per  lb. 

Spring  Chickens,  nearby,  to  a  lbs . is  -.14 

Large  Springen . i»  -•  14 

Fowls . **  -  '3 

Roosters* . n  -•** 

Ducks,  young . 15  -•*# 

Ducks,  old . Ia  -.14 

SAUER  KRAUT. 

Extra  quality,  long  cut,  55  gal . per  tierce  6.75 

“  “  14  gal . per  keg  3.03 

**  **  10  gal .  4t  2.10 

•*  “  5  gal . .  u  1.25 


PLUM  PUDDINO. 

Richardson  ft  Robins —  Per  doz 

Individual  size,  X-lb . 95 

Round  conical,  with  key.  No.  1,  1  doz .  a.  30 

“  “  No.  a,  1  doz .  4.10 

*•  “  No.  3,  J4  doz .  6. 30 

"  "  No.  4,  doz .  8.15 

P.  P.  Sauce,  No.  1,  a  doz . .  1.50 

Atmore’s  Genuine  English,  seedless —  Per  case 

Individual,  a  doz .  1.90 

No.  s,  cans.  1  doz . .  a. 30 

No.  a,  cans,  1  doz .  4.10 

No.  1,  cans,  J4  doz .  3.80 

No.  4,  cans,  >4  doz .  4.50 


PRESERVES,  JELLIES,  JAMS 
AND  MARMALADES. 

Jellies—  Per  doz 

No.  4J4,  toy  palls...... . . . .  a. 55 

American,  pure  apple,  tumblers,  assorted 

slices . 88 

Schimmel’s,  No.  10,  tumblers  . 83 

National,  No.  10,  tumblers  . 72J4 

“  No.  6,  tumblers . 49 

Preserves —  Per  lb. 

Schimmel’s,  pure,  30-lb.  palls  . 14 

National,  30-lb.  pails . 09 

Southwark,  30-lb.  pails . . . 0634 

“  434-lb.  toy  pails,  54  doz .  4.00 

Fruit  Butters —  Per  doz. 

Apple,  No.  33,  jars . 98 

“  Southwark,  No.  3,  tins .  1.00 

“  No.  5,  toy  pails .  3.70 

“  30-lb.  pails  . per  pail  1.08 

"  30-lb.  crocks . per  lb.  .07^ 

“  Schimmel’s,  30-lb.  palls .  “  .06 

Prune,  30-lb.  pails .  "  .0734 

Peach,  30-lb.  pails .  “  .07 

Jams — 

Schimmel’s,  pure,  jars,  3  doz .  1.70 

Southwark,  assorted,  jars,  3  doz . 93 

Orange  Marmalade — 

Hartley's,  imported .  1 . 80 

Schimmel’s,  pure . -  1 . 65 

Warrock’s  Guava  Jelly — 

i-!b.  tumblers . . .  4-00 

X-lb.  “  . „  a.  35 


SC.  aa 

.  IOC.  ss. 

ssc.si. 

•45 

.80 

*■»! 

•43 

Is 

45 

&3 

I-93 

■  85 

1. 95 

-45 

-»5 

«-93 

■45 

.85 

*•95 

•45 

.85 

*  95 

•45 

.85 

*•95 

-45 

.85 

*■95 

.83 

*  95 

■63 

.85 

*•95 

.45 

.85 

*•95 

.85 

•45 

-85 

*•95 

•43 

•  85 

*•95 

•45 

85 

*•93 

•45 

.80 

*■95 

per  dos. 

.80 

. 

*•93 

dm  lota  assorted. 

ERIKS. 

PiflOjr  MmHcIsm. 

Guaranteed  Full  U.  S.  Strength. 

JC.  as 

Castor  Oil . 45 

Sweet  Oil . 45 

Spirits  Nitre . . 

Spirits  Camphor . 

Spirits  Painters’  Commercial. 

Paregoric . 45 

Glycerin . 43 

Syrup  Squills . . 

Syrup  Rhubarb . . 

Syrup  Ipecac . . 

Turlington  Balsam . 

Golden  Tincture . 43 

Tincture  Arnica . . 

Balsam  de  Malta . . 

Bateman  Drops',  rd  bota . 

Godfrey’s  Cordial,  rd  bots . 

Turpentine, . 

Laudanum,  10c.  size . 

“  35c.  size . 

3  per  cent,  discount  In  gross  lo 

Alnm . per  lb. 

Borax,  powdered,  bulk .  “ 

"  lump,  bulk. .  “ 

Butter  Color,  W.  ft  R . per  doz. 

Bluestone,  bulk . per  lb. 

Copperas .  “ 

Camphor,  gum,  i-oz.  blocks .  " 

lakes,  350-lb.  bbls .  " 

'*  "  less  quantity .  “ 

'*  Tar  Balls,  e5o-lb.  bhls .  " 

"  “  less  quantity .  “ 

Castorla,  Fletcher’s . per  doz. 

“  Pitcher’s .  “ 

Carbonate  of  Ammonia . per  lb. 

Epsom  Salts . “ 

Glauber  Salts . -  “ 

Glue,  ordlnaty .  " 

“  white .  “  .ao 

Gum  Arabic .  ”  .50 

Haarlem  OH . per  dos.  .35 

Husband’s  Magnesia .  “  a. 90 

iamaica  Ginger,  Hires’,  flasks .  ”  .90 

.lcorice,  P.  ft  S.,  5c.  stick,  imported,  “  .36 

“  M.  ft  R..  5-lb.  boxes . per  lb.  .13 

"  “  lozenges,  5-lb.  bxs.,  "  .37 

4s,  6s,  8s,  ias,  16s,  5-lb.bxs.,  “  .34 

"  root .  “  .ia 

Putty,  *5-lb.  cans . per  100  lbs.  1.60 

“  50-lb.  cans .  “ 

Petroleum  Jelly,  screw  top,  5c.  alze..per  dos 

“  “  10c.  size..  " 

Paris  Green,  ioo-is5-lb.  kegs 

packages . 


s 


Rosin . 


i-lb. 


If 

*•55 

>..per  dos 

•35 

•75 

M 

•  »4 

<1 

.*s 

II 

.so 

II 

•  »7 

II 

•  OJM 

.80 

..per  gross 

9.0® 

.80 

.06V 

06% 


Roachsault,  10c.  size . per  doz. 

Saltpetre,  crystal,  about  350  lb.  bbls... 

“  granulated,  about  100-lb.  kegs 

Sulphur,  flour,  175-lb.  bbls . per  100  lbs.  a. 55 

“  100-lb.  bags .  a. 35 

“  less  quantity . per  lb.  .03 34 

Venetian  Red .  “  .03 

Whiting .  "  .oa 

Goff’s —  Per  doz. 

Cough  Syrup,  35c.  size .  s  .00 

Herb  Bitters,  35c.  size .  s.oo 

Oil  Liniment,  35c.  size .  a. 00 

Sarsaparilla,  50c.  size .  4.00 

Worm  Syrup,  35c.  size .  a. 00 

Dyspepsia  Tablets,  zoc.  size . to 

Iron  Glue,  McCormick  ft  Co. — 

No.  5 . 40 

No.  10 . 75 

TubsV  . 73 

McCormick  ft  Co.,  Bee  Brand — 

Insect  Powder . .85 

Root  Beer . . . to 

Talcum  Powder .  s.oo 

Triangular  Quinine . 80 

Quinine  Capsules . -  .to 


DnssUtt'  Saadrlw. 

Acid  Phosphate,  Horsford'e . per  dos.  4.30 

Bath  Brick,  box  of  35  bricks . per  benj  .60 

Sealing  Wax .  “  .03 

Sliver  Sand . .per  bbl.  1 .  ao 

Tar,  pints . per  dox.  .75 

“  quarts . - . "  1.00 

"  gallons . each  .30 

“  y,  bbls .  "  3  60 

“  bbls .  "  *.00 

McCormick  ft  Co. — 

Jockey  Animal  Food,  3  dez.  i-lb.  packages 

and  premiums . per  case  3.75 

U.  S.  Nerve  and  Bone  Liniment,  35c.  size...  3.00 

McCord's  Magic  Medicine,  35c.  size .  3.00 

30c.  size .  4.00 

McCormick’s  Tasteless  Chill  Tonic,  35c.  size  3.00 

50c.  size  4.00 

McCormick’s  Watermelon  Syrup,  50c.  size  4.00 
Reliable  Brand  Headache  Powders,  10c.  size  .  80 

ao-Mule  Team — 

i-lb.  cartons,  34 lbs .  3.40 

54- lb.  cartons,  34  lbs .  a. 60 

34 -lb.  cartons,  34  lbe .  a. 80 


Extract*  an4  Eatevcaa. 

McCormick  ft  Co.,  Bee  Brand—  Per  doz. 

Vanilla,  Rose,  Pistachio,  No.  s  size . 90 

Ne.  3 size .  s.oo 

No.  4  size .  3.30 

Almond,  Apple,  Apricot,  Banana,  Black¬ 
berry,  Peaoh,  Pear,  Pineapple,  Rasp¬ 
berry,  Strawberry,  Violet,  No.  a  size . 85 

No.  3  size .  1.75 

No.  4  sise .  s.oo 

Lemon,  No.  3  size . . . 90 

Orange,  No.  a  size . 90 


SAUER  S 

PURL 

EXTRACTS 

r or  r lavokihcIci  s.Cakcs  Etc. 

Rc*>r  py  test.  At  youpGroct *siOcs.2$c 

7.111,1  M  s/,1  I  0»  Asvrpftfl--.  ‘ 


auer’s  Flavoring  Extracts — 

No.  1,  Lemon  and  Vanilla. . 

No.  3,  Vanilla  and  Rots . 

No.  a,  Lemon  and  assorted . 

No.  4,  "  «  . 

Ne.  4,  Vanilla . 

Assorted  cates,  Nes.  1  and  a . 

“  Nos.  z,  s  and  4 . 

Bulk.  pts.  qts. 

XXX  Vanilla .  1.50  3.0a 


Hgals 

6.00 


S.oo 

4.00 


JOO 

l-*o 


3. eg  4.00 


XX  Vanilla .  z.35  3.50 

X  Vanilla . .  z.oo  s.oo 

Lemon,  Ginger,  Wln- 
tergreen,  Cinnamon, 

Peppermint,  Clovet, 

Celery .  100  z.to 

Peach,  Rose,  Apricot, 

Violet .  1.  jo  s.  yj 

Orange,  Banana,  Pine¬ 
apple,  Almond,  Rasp¬ 
berry,  Pistache,  Nut¬ 
meg,  Mace,  Cherry, 

Strawberry,  Fruit .  x.sj 

Tea . . 

Mapletne,  Flavoring — 

Crescent  Brand,  in  bottles,  a  ot . 

"  "  “  4  oz . 

“  '*  "  8  oz . 

'•  "  "  1601 . 

**  "  "  ss  oz . 

Ingersoll’s  Flavoring  Extracts — 

High  Grade  Vanilla. . 

“  Lemon . . 

Select  Vanilla . 

"  Lemon  . . . 

”  assorted) . r. . 

'*  small  size . 


45 

X 

a.  00 
*  *5 
10.80 
xi  .80 
gals. 

13.00 

10.00 

1.00 


tee 

10.00 


7-30 

7.00 

Per  doz. 
3.00 
5X3 
9-3° 
18.00 
3500 


Liquid  RcMet  tmi  Tablets. 

Per  doz. 

Blair's  Llqnld  Rennet .  z .  10 

Rennet  Tablets,  3  dos . .  .75 

Shinn  ft  Kirk's  Liquid  Rennet .  1.50 

Hanson’s  Junket  Tablets,  3  dos . 80 


C WSSL 

Corson’t— 

Barrels . per  gal. 

A  barrels,  sS  gals . per  bbl. 

Kegs,  14  gals . 

Bottled  Cider—  Per  ease 

Duffy’s  184s  Apple  Juice,  z  doz.  qts . 

“  "  3  doz.  pts . - 

Anchor  Brand  Golden  Rueaet,  i  doz.  qts.  ... 

“  **  s  doz.  pte.  ... 

Mott’s' Brand;  Golden  Russet.  i  doz.  qts.  ... 

"  “  s  doz.  pts.  ... 


CHEWING  GUM. 

Adams,  senator  jars,  zoo  50.  packages . -  3.75 

“  boxes,  10  packages . 55 

Gee  Whiz,  73  packs . 47 

Fleer’s  Chlcklets,  3  lbs.  bulk .  z.35 

Spearmint,  so  packs,  zoo  pieces . „  .53 


RICE, 

Extra  Fancy  Head,  XXXX,  zoo  lb.  bags . 

Fancy  Head,  100-lb.  bags . . 

Choice,  ioo-!b.  bags . 

Prime,  100-lb.  bags . 

Japan  style,  fancy,  100-lb.  bags  . „ 

"  choice,  100-lb.  bags . 

B.  Fischer  &  Co’s  Package  Rice— 


Per  lb. 
■«5X 
.05 

•  04X 
•03 
•°4H 

•  04 


Fischer’s,  choicest  head,  1, 2  A  and  3-lb.  bags 
Queen  Quality, fancy  head,  1 ,  3  and  5-lb.  bags 
Imperial,  fanciest  Japan,  1,  3  and  5-lb.  bags 

Coronet,  selected  head,  1  and  3-lb  bags . 

Cracked,  head.  i-lb.  bags . 

Strictly  pure  uncoated ,  head,  1  and  3-lb.  hags 
Naja,  strictly  pure  uncoated,  i-lb.  bags . 


.06  J4 

.06 

■05 

•°s54 

■  05 


Kent  India,  hand,  i-lb.  bags . -...- . 

XXXX,  bncieet  head,  io»-Ib.  bags . 

Extra  fancy  head,  100-lb.  bags . — .... 

Fancy  head,  100-lb.  bags . . . 

Choice  head,  100-Ib.  bags . - . 

Head,  100-lb.  bags . 

Fancy  Java,  head,  100-lb.  bags . — .. 

Extra  fanciest  Patna,  100-lb.  bags . . 

Siam,  Patna  style,  roo-lb.  bags . 

Choice  screenings,  100-lb.  bags . 

No.  a  screenings,  ioe-lb.  bags . 

Extra  fanciest  Japan,  100-lb.  bags . 

Fancy  Japan,  100-lb.  bags . 

Ordinary  Japan,  100-lb.  bags . . . 


SALT. 

Worcester— 

Barrels,  contain  sSe  lbs . .  s .  je 

“  60  j-lb.  bags . .  4.0a 

“  ss  14-lb.  “  . . 

"  3010.1b.  "  . . 

“  iissk-lb.  «  . 

Quick  Freezing  Ice  Cream  Salt,  50  6e  to  the 

barrel,  zoc.  iiza  bags  list- . 

Irish  Linen,  sjo-lb.  bags . 

"  56-lb.  . . 

“  sB-ib.  '•  . . . 

Mermaid,  quick-dissolving  bathing  salt,  m 

10-lb.  bags,  in  bbls . ........per  obi. 

Pretzel,  380-Ib.  bbls . ...... 

"  180-lb.  sacks . 

Cheese,  380-lb.  bbls . . . . 

Packing,  70-lb.  cotton  bags . „. 

"  140-lb.  ••  . . . ... 

Ivory,  dime  size,  36  wooden  boxes  to  case . 

New  Ivory,  34  large  cartons  to  case . . . 

Less  than  5  barrels  the  list  net ;  5  to  o  barrels,  ] 
cent,  discount ;  10  barrels  or  more,  1%  par  cent, 
count  may  be  allowed. 
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SALAD  DRESSING. 

For  des. 

Durkee'a,  large,  1  doz . . .  4,35 

"  small,  3  doz.- . . . - .  s.75 

"  picnic,  a  doz . .  .93 

Schimmel’s,  small,  3  doz . -  .90 

My  Wife’s,  large,  1  doz . . .  e.30 

“  small,  e  doz .  s.je 

Snider's,  No.  3,  a  doz . 1.4a 

SAL  SODA. 

Barrels,  375  lbs . . . per  zoo  .6) 

Kegs,  170  lbs . per  ioe  .80 

Granulated,  36  2  54 -lb.  cartons . per  case  x.xijf 

Granulated,  60-lb.  boxes,  bulk . per  box  .5734 


SAUCES. 

Lea  ft  Perrins’ —  Per  doz. 

Worcestershire,  quarts . . .  7.50 

“  pints .  4 . 50 

”  %  pints .  3.65 

Snider's — 

Chili,  No.  z6, 1  doz . - . -  3.35 

“  No.  8,  1  doz . — .  1.40 

Oyster  Cocktail,  No.  16,  s  doz . . .  3.35 

11  No.  8,  a  doz . t  .40 

Worcester,  Campbell’s,  No.  8,  t  doz— . ee 

North  of  England,  No.  8,  a  doz . - . 85 

Chef,  a  doz . . . 75 

Holbrooks’  Imported  Worcestershire — 

Small  size . 1.90 

Medium  slxe . — . . . . — .  3-je 

Large  size . - . .  3.90 


SODA — BI-CARR. 

For  lb. 

Babbitt’s,  Ms,  as  lbs . ojM 

Arm  ft  Hammer,  i-lb.  pkgs.,  36  lbs . 04K 

<*  %.  ,r  36  lbs . ojH 

**  “  36  lbs . — .  .ejH 

•'  X-  end  M-lb.  pkgs.,  36  lba._  .05 

"  i-,X-and5d-lb.,pkgs.,361ba.  05H 

Dwights,  i-lb.  pkgs.,  36  lbs— . —  .04K 

“  ”  36  lbs . —  .os£ 

•'  X-  “t1  H'lb-  36  . *5lf 

'*  1-,  and  )4-lb.  pkgs.,  36  lbs . 05 

Swan,  110-lb.  kegs . os 

Bl-Carb,  bulk . .wM 


SOFT  DRINKS. 

Clicquot  Club  Co.—  Fer  case 

Ginger  Ale,  extra  dry,  pints,  t  dos .  s .  10 

Sarsaparilla,  extra  quality,  pintx,  a  dox .  s .  10 

Blood  Orange,  extra  quality,  pints,  a  dox.—  3.10 

Birch  Beer,  extra  quality,  pints,  a  doz .  s.io 

Lemon  Soda,  extra  quality,  a  doz .  a.  10 

Root  Beer,  extra  quality,  pints,  a  doz .  a.  10 

Root  Beer  Extract,  Hires  ,  1  doz .  1.55 

Hires’  Root  Beer,  Carbonated,  a  doz . 8754 

Hires’  Ginger  Ale,  Carbonated,  a  doz... . -  .8754 

Welch’s  Grape  Juice,  case  quarts,  i  doz .  4.1s 

“  "  "  pints,  a  doz .  4.75 

“  "  "  j4-pints,  3  dos.  — -  4.5® 

*•  "  "  4  ounce,  6  doz.  ..._  5.00 

“  "  "  34-gallons,  8  bottles  5.00 

Schuhle’s  Grape  Juice,  quarts,  1  dos . .  4.35 

“  *'  pints,  a  do* .  4.7$ 

"  “  naif-pints,  3  dox .  4. *5 

“  “  4  oz.,  6  doz . - .  5-0° 

a  per  cent,  discount  on  5-case  lots 
rape  Juice — 

Quarts,  s  doz . - .  4  5® 

Pints,  a  doz .  4  75 

Half-pints ,  3  doz .  4  ■  5° 

4  0z.,6doz .  5°° 

Half  gallon,  8  bottles . — .  5-35 

Gallons,  4  bottles . . . .  5  °® 

j  and  s  per  cent,  discount  on  5 -case  lots 
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Bought  Simply  Because  She 
Liked  the  Glass  Package 


It's  odd  what  little  things 
make  sales  sometimes.  A  gro¬ 
cer  told  us  the  other  day  that 
the  day  before  a  woman  had 
bought  ajar  of  Croft’s  Swiss 
Milk  Cocoa  simply  because 
she  liked  the  novelty  of  the 
glass  package..  She  didn’t 
ask  any  questions  about  the 
peculiar  characteristics  of  the 
cocoa;  she  liked  the  glass 
jar  and  bought. 

There  is  a  point  in  that  for 
grocers  who  study  the  public 
— the  useful  novelty  is  usually 
the  seller.  t 

Croft’s  Swiss  Milk  Cocoa, 
the  only  cocoa  packed  in 
glass,  has  a  smoother  flavor 
than  any  other  cocoa  made. 
That  is  because  our  exclu¬ 
sive  process  of  making  takes 
out  certain  substances  that 
other  manufacturers  leave  in. 

Will  you  mention  the  “Grocery 
World M  when  you  write? 

40  cents  a  pound 

Packed  In  %°lb.  jars,  6  and  12>lb. 
boxes 


CROFT  &  ALLEN  CO  ,  Pennsylvania  •  • 


RUBRO 


BUTTER- 

PUSH  IT - 


Will 

Please 

Your 

Customers 


Once  you  start  your  customers  buying  CRUBRO  APPLE 
BUTTER  its  flavor,  purity  and  nutritiousness  will  keep  them  buy¬ 
ing  it  always — at  a  good  profit  to  you. 

The  largest  can  of  absolutely  pure  apple  butter  on  the  market  at  the  price 

APPLE 


ASK 

YOUR 

JOBBER 


10c 

AND 

25c 

CANS 


CRUIKSHANK  BROS.  CO.,  •  Pittsburg,  U.  S.  A. 


Let  Us  Help  You 

this  year  to  increase  your  cash  trade ;  to  control  your  credit  accounts ;  to 
save  you  bookkeeping,  forgotten  charges,  disputes,  labor,  losses,  etc. 

Make  this  your  best  and  easiest  year.  Ask 
on  your  letter  head  and  by  next  mail  you 
will  get  free  samples  of  our 

Indexed  Coupon  Books 

together  with  a  handful  of  books,  gratis,  so 
that  you  can  prove  our  claims.  Best  and 
most  convenient  books  made.  In  use  for 
years.  All  sizes  and  laid  down  F.  O.  B. 
your  nearest  express  office.  Ask  for  the 
above  outfit.  We  want  to  send  it. 

J.  P.  FORBES,  SSSSSZ.  Coshocton,  Ohio 


* 


Sells  Because  It  Satisfies 


Many  times 
imitated  but 
never  equaled 

| 

>X 

BORAX  SOAP. 

One  of 
the  famous 
Three  Leaders 

m 

CHAS.  W.  YOUNG  &  CO 

Makers  of  Soaps  of  Merit 


Established  1877 


Philadelphia.  Pa. 


SWISS 

CHEESE 

SLICING 

MACHINE 

Also  used  for  Bologna 
and  Smoked  Meats 


PRICE,  $3.SO 

LARGE  LINE  OF  = 


SCALES,  COFFEE  MILLS,  TEA  AND  SPICE  CADDIES 

WRITE  FOR  ILLUSTRATED  CATALOGUE 

H.  F.  HEACOCK,  51  N.  2d  Street,  PHILA.,  PA. 


IP1 


An  Entirely 
Different  Product 

If  we  could  convince  you  how  different 
Wheatena  is  from  other  breakfast  foods,  you 
couldn’t  order  it  quick  enough. 

Wheatena  is  made  from  the  hearts  of  selected 
wheat,  and  is  the  most  delicious  cereal  on  the 
market.  Get  some  one  customer  to  try  it,  just  to 
convince  yourself,  and  watch  the  orders  come 
back  for  it  just  as  regularly  as  Saturday  comes. 

THE  WHEATENA  CO.,  Rahway,  N.  J. 

Member  ot  the  American  Specialty  Manufacturers’  Association 
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POLISHINQ  AND  CLEANING 
COMPOUNDS. 

Kleenatub . groat  a.  50 

Bon  Ami,  10c.  »iie . %  grosi  a. 50 

Electro  Silicon,  1  doz . per  doz.  .7a 

Putz  Liquid,  large,  3  doz . per  gross  16.50 

"  "  3  doz . per  doz.  1.45 

“  small . per  gross  7.00 

•'  "  . per  doz.  .6a 

Putz  Paste,  large. . per  doz.  .55 

LAUNDRY  SOAPS. 


Brand  and  Manufacturer. 
Acme.  Lauti  Bros . 


Description,  Less  than 
Bars.  Lbs.  5  boxes. 


Best,  B.  T.  Babbitt . 

Borax,  Dreydoppel . 

44  Naptha,  Eavenson . 

it  11  i< 

"  Pearl.  Young  &  Co . 

44  Novelty.  Day  &  Frick . . 


Big  Master,  Lautz  Bros . 

Circus  . . .  Joo 

Crystal,  Brooke . 


S-case  lots  . 


Grand  Pa  Wonder,  Beaver  Sp.  Co. 

ii  ** 

Glycerine  Tar . 

Ivory,  P.  &  G . .  100 


l'ndry  size 


Mayers,  Elkinton.. 


C.  &  C.,  Globe  Soap  Co... 


XOO 

3.25 

xoo 

1.85 

72 

90  2.90 

xoo 

3*85 

100 

3-85 

xoo 

75  3.80 

40 

40  2.70 

100 

br.l.  q.Qo 

100 

br.l.  4.90 

40 

40  2.80 

40 

40  2.85 

100 

...  4.00 

XOO 

3*9° 

7* 

...  2.85 

100 

325 

xoo 

...  3.80 

xoo 

...  4-05 

xoo 

75  4-°o 

3-95 

36 

36  X . 30 

72 

60  3-35 

5° 

large  3.25 

50 

small  1.95 

50 

1.95 

xoo 

10  oz.  7.00 

xoo 

6oz.  4.00 

xoo 

12  oz.  3  50 

50 

...  2.00 

100 

5  ct.  4.00 

100 

...  6.00 

xoo 

...  4.00 

50 

37 'A  2.00 

100 

3.25 

27 

I. OO 

60 

60  3.15 

100 

75  3-9° 

84 

60  3.50 

60 

60  2.00 

72 

60  3  50 

84 

60  3.50 

60 

60  3.30 

60 

50  a. 75 

60 

2.30 

60 

5Ct.  2  40 

xoo 

75  3-95 

120 

2.50 

60 

...  2.65 

100 

75  3-85 

xoo 

II  OZ.  3  50 

36s  gro.  9.00 

72s 

gro.  9.00 

100 

75  3  55 

100 

4.00 

48 

1.85 

xoo 

4.00 

100 

IO  OZ.  3  85 

100 

4.00 

50 

...  2.10 

xoo 

IOO  4  OO 

. . 

.  3-5° 

Swift  &  Co. — 

Pride,  xoo  ia  oz . 

Borax,  100  ia  oz .  3  95 

Naphtha,  100  ia  oz .  3.85 

Old  Mill,  100  ia  oz . . .  a. 95 

Wool,  xoo  6  oz .  4  00 

44  100  10  oz .  6.75 

Five  box  lots  and  over  delivered  freight  prepaid  to 
customer’s  nearest  railroad  station. 

Borax  Soap  Chips,  12  36-oz.  cartons. ..per  case  2.45 
44  44  48  14-oz.  cartons...  “  3.70 

Toilet  Soaps. 

American  Queen  Violets,  2  cakes  in  box, 

doz.  boxes  .75 

Bread  Box  assortment,  85  cakes .  3.00 

Buttermilk  Cosmo . per  gross  7.35 

Castile  Conti,  white . per  lb.  .17 

Add  one  cent  per  lb.  for  Castile  cut  in  cakes. 
Cutaneous  Medicated,  3  cakes  in  box,  per  doz.  .  70 
Elder  Flower,  5^'OZ.  cake,  x  doz.  box,  per  doz.  4.75 

Fairy,  xoo  cakes . .  4- 00 

Glycerine,  50  5c.  cakes . per  pail  2.00 

Hand  Sapolio,  gross . per  box  2.25 

Lava... . 100  cakes  385 

44  .  50  cakes  2.00 

Miller's . per  doz  .75 

Pumiss,  Tergens',  100  cakes . per  box  3.85 

44  Haskin’s,  36s .  1.40 

Sewing  Basket,  24  5c.  cakes . 88 

Sweetheart,  50  cakes . per  box  x.95 

44  xoo  cakes .  “  3.60 

Witch  Hazel,  3  cakes..  . per  gross  3.60 

Morrison  Soap  and  Talcum,  a  doz.  boxes, 

per  case  4.75 

Soap  Powder. 

Per  case 

Brytine,  48  cans . . . . .  3-3° 

Soapine,  No.  1,  36  is . . . .  a. 50 

44  No.  a,  xoo  7-oz .  a. 50 

41  No.  3,  xoo  ia-oz .  4-i° 

Pcarline,  36  10-cent  i-lb.  pkgs . .  a. 85 

44  72  5-cent  8-oz.  pkgs .  a. 85 

44  xoo  4-cent  6-oz.  pkgs .  2.75 

Gold  Dust,  24  4s .  4.50 

44  100  12-oz . 4.00 

Young’s  Pearl  Borax,  60s .  3.60 

Snow  Boy,  60  5-cent  size .  a. 40 

44  30  xo-cent  size. .  2.40 

"  24  family  size .  4.00 

Kirkollne,  24  4s .  3.65 

44  100s . 3.30 

Babbitt's  Cleanser,  5-cent  size,  100  cans .  3.85 

44  10-cent  size,  50  cans .  3.85 

Gran m a,  a  for  5.  x 00s .  2.10 

Bee,  xoo  x-lb.  pkgs .  3.90 

Earenson’s  Naptha  Borax,  brown,  xoo  io-oz...  3.90 
44  41  blue,  100  xa-01 .  4.90 


Imperial  Cleanser,  i  dot . . . per  4o> .  .45 

Star  Naptha,  100  j» .  3.75 

Miller's  Powcrlne,  xooa .  3.75 

Old  Dutch  Cleanser  48  cans . .  3.40 

L  I  X  R  Washing  Tablets .  5  »° 

Swift  &  Co. — 

Pride  Washing  Powder,  24  4s... .  4.00 

44  14  10019 . .  4.00 

44  44  xoo  5S....mm . .  3.50 

Pride  Cleanser ,  50  cans .  3 . 00 

Boraxo  Bath  Powder,  zoc.  size,  2  doz .  x.63 

44  44  25c.  size,  1  doz .  too 

SPECIALTIES. 

Anker’s  Bouillon  Capsules .  3  00 

Mustard — Prepared. 

Per  doz. 

Campbell’s,  jar,  a  doz . 

14  with  spoon,  new . 

Gulden’s,  No.  6,  with  spoon,  2  doz .  1 .05 

Beer  Mug,  fancy,  large  size,  2  doz . 75 

Milk  jar,  glass  top,  2  doz . 85 

Water  Tumblers,  glass,  No.  zo,  4  doz . 43 


SPICES. 

5°  lb. 

Ground —  Per  lb. 

Allspice . 

Cinnamon.  Bandor  Crystal... 

•18  K 


6,  10,  25  lb. 
Per  lb. 

•  uK 

•  *5/4 
•19 
•23 

■71 

•*3 

•31 

•  *9  , 
.20  J4 
•74 


"  Col  Cinnabar . 

“  Saigon . 

Cloves . 22  yi 

Cream  Tartar . 30M 

Ginger,  African,  Crystal . i8J£ 

“  Cochin . 20'X 

Mace . 

Nutmegs . . 

Pepper,  Singapore . 12  .13 

11  Butchers’ . 12^  .13 

“  Red . igH  -2o 

“  White . 2iji  .22 

Turmeric  . 09  .10 

Whole—  Per  lb. 

Allspice  (Pimento)  original  bags . 05)4 

"  less  quantity . , . 06 

Cinnamon,  Canton,  fancy . . 12% 

“  Java,  thin  quill,  about  5-lb.  rolls  .30 

“  Saigon . 55 

“  Mandalay,  stick,  48  5c.  cartons..  .38 

Cloves,  choicest  Zanzibar,  bags . 18 

“  “  less  quantity . 

Green  Ginger  Root . 

Mace,  choicest  Penang . 65 

Nutmegs,  medium . 17 

“  large . 19 

Pepper,  black,  original  bags . 12 

“  less  quantity . 12% 

Pickling — 

Mixed,  6  or  10-lb  boxes . to 

Mayflower,  10c.,  isinglass  front,  2  doz . 70 

“  5c.,  isinglass  front,  4  doz . 38 

Colburn’s  Ketchup  Spice,  10c.  tins,  2  doz...  .82 % 


CORN  STARCH. 

American  Starch  Co. — 

Penn,  40  IS . per  curt.  4.00 

Sterling .  “  3-5° 

Guarantee,  40  is .  “  6.00 

Davis,  48  5-cent  pkgs . per  case  1 . 80 

"  36  10-cent  pkgs .  "  ».7» 

Duryea’s,  40  i-lb.  pkgs . °7$ 

"  so  i-lb.  pkgs . 07U 

Niagara,  40  i-lb.  pkgs . .05^4 

Cream,  48  i-lb.  pkgs .  j.60 

Kingsford’s,  40  i-lb.  pkgs....i . 07W 

“  so  i-lb.  pkgs . 07 y, 

"  Rex,  40  is . 0354 

“  Best,  40  is . 03J4 


LAUNDRY  STARCH. 

American  Starch  Co. — 

Guarantee  Gloss,  12  6s . per  cwt.  7.00 

“  163s .  “  6.00 

Special  Gloss,  40  lbs .  “  3  60 

Penn  Gloss,  126s .  **  5  -5« 

“  163s .  “  4.00 

«•  24  is . - . per  cont.  .92 

Areo,  gloss,  24  5-cent  pkgs . 9s 

Gilbert’s  Laundry,  40-lb.  boxes . 0354 

“  Patent  Gloss,  12  6-lb.  boxes . 06 

"  Linen  Gloss.  3-lb.  cartons . 05 

Kingsford’s,  Pure,  3-lb.  cartons . o6J£ 

"  Pure  Gloss,  40  i-lb.  pkgs . 06M 

"  Sliver  Gloss,  is  6-lb.  boxes . 08% 

Duryea's,  Superior,  3-lb.  cartons . 06K 

'*  Satin  Gloss,  i-lb.  pkgs . .0754 

“  Superior  B,  bulk . 03J4 

"  Satin  Gloss,  12  6-lb.  boxes . 0854 

“  Best  Gloss,  50  lbs . 02V 

Niagara,  laundry,  50  lb.  bulk . 03V 

”*  48  i-lb.  pkgs . 05J4 

"  16  3-lb.  cartons . 0544 

"  6-lb.  boxes . 06 

Celluloid,  64  10-cent  pkgs .  4.75 

“  64  5-cent  plcgs . 

Elastic,  64  10  cent  pkgs .  5  so 

“  64  5-cent  pkgs .  2.60 

Dreydoppel’s  Mourning  Starch  for  black 

goods,  36  pkgs . perpkg.  .08 

Starch  Polish,  so  cakes . per  box  .60 


STOVE  POLISH. 

Per  gross 

Enameline  Paste,  small,  gross .  4.50 

“  “  large,  14  gross .  7.20 

"  Liquid,  large,  }4  gross .  7.20 

*'  '*  small,  H  gross .  ...  5.25 

Mason's,  large . . . perdos.  .80 

“  regular . )4  grosa  1.15 


Electric  Paste,  U -gross  boxen .  4.50 

Magic  Paste,  $/-gross  boxes .  4.75 

Climax  Enamel,  14  gross .  so. so 

Black  Jack,  14  gross .  7  . so 

Rising  Sun,  14  gross .  3.75 

"  Pasts,  5-cent  slsn . --  4.50 

"  "  10-cent  slza .  7.  so 

X-Ray  Stove  Polish— 

5-cent  size,  No.  5 . U  gross  5.00 

“  "  . 8  9  00 

"  "  14  dos.  to  gross .  5 .00 

10-cent  size,  No.  10 . 14  gross  1.95 

"  “  Hi™**  150 

"  "  gross  9.00 


SUNDRIES. 

Bird  Food— 

Kosenstein,  40  pkgs . per  pkg. 

Weikel’s,  24  pkgs . per  box 

Bird  Gravel — 

Red  or  white,  small  pkgs.... . per  doz. 

Red,  36  pkgs .  “ 

Silver,  30  pkgs .  44 

Bath  Brick,  25  bricks . per  box 

Toothpicks,  Eureka^  xoo  boxes . per  case 

Perfection,  2  doz . .  per  doz. 

David's  Liquid  Glue .  44 

44  Mucilage . 44 

44  Cone  General  Mucilage,  a 

oz.,  x  doz .  44 

L t  Page’s  Glue,  bottle .  41 

44  tube  . .  44 

Royal  Glue,  x  doz .  44 

Carpet  Tacks — 

Tinned,  6  oz .  “ 

44  8  oz .  M 

“  xo  oz .  “ 

Wooden  keg,  ^ -gross  case,  assorted,  6,  8, 

10s . per  case 

Matting  Tacks — 


.06X 

1.50 

:U 

.60 

•65 
1  «s 
•4»  J4 
•90 
•75 

.80 

.85 

•  25 
•3° 
•35 

1.80 


“  '  No.  11 . 

if 

•x7 

“  No.  12 . 

if 

.  xK 

Flinomor,  Fly  Ribbon . 

per  post 

3  60 

Fli-Stickon,  Fly  Ribbon . 

4.80 

“  5^-groes  display  carton. 

Fly  Paper,  Tanglefoot . 

. 

X  .20 

..per  case 

a. 70 

Sticky,  xo  cartons . 

a. 15 

Sticktite  Fly  Paper,  100 . 

3.00 

44  44  xo  cartons . 

*•35 

Flico,  fly  tape . 

Tanglefoot,  xo  cartons . 

per  gross 

2.40 

2.  70 

“  . per  carton,  as  double  sheets 

•30 

Wax,  white  and  yellow . 

•  29 

ROPE,  TIB  YARN 

Clothes  Lines — 

,  ETC. 

Per  doz. 

Cotton,  50  feet . 

.90 

"  60  feet . 

105 

"  75  feet . 

1  -35 

“  90  feet . 

1.50 

“  100  feet . 

*•75 

Coils  or  spools . 

.XX 

Jute- 

Coils  or  spools  . 

Per  lb. 
.08 

Tic  Yam — 

5-lb.  bales . . 

Per  lb. 
.26 

Colored  assortment . 

•3° 

Cones . 

.26 

SYRUP  AND  MOLASSES. 

All  Molasses  in  %  bbls.  3c.  per  gal.  additional 
Porto  Rico- 

Fancy,  A.  Sl  Co . . . . . 

Choice . 24 

Special . 21 

New  Orleans — 

Extra  fancy,  new  crop . 4a 

Fancy,  new  crop . 36 

Choice,  new  crop . 35 

Mixed  New  Orleans — 

Fancy  Gold  Mine . 33 

Extra  choice . .’. . 31 

Choice . 29 

Good . 26 

QllCtM. 

Bast,  for  confectionery .  *.60 


HONEY. 

Setter’s,  lunch  bottles,  s  doz . 

“  medium  bottles,  2  doz . 

Schlmmel’s,  10-oz.  bottles,  a  doz . . 

“  6-os.  bottles,  a  doz . 


Per  doz. 
.  95 

•  »-35 

.  1.45 

.  -95 


REFINED  MOLASSES  AND 
SYRUPS. 

Jockey  Club,  Mason  quart  jars —  Perdes. 

4  doz.  in  barrel . . . 95 

1  doz.  In  case . 95 

Lyle's,  imported,  No.  s  cans,  a  doz..... .  1.90 

Globe,  No.  a  tins,  3  doz . 85 

“  No.  aJ4  tins,  s  doz .  1.00 

“  No.  5  tins,  1  doz . '. .  1.95 

"  No.  10  tins,  >4  doz .  1.80 

Banner  In  jars,  compound . 92^4 

White  Clover,  in  jars,  compound . 95 

Karo,  10-cent  size,  a  doz . per  case  *1.90 

“  35-cent  size,  i  doz .  “  a. 35 

Duff’s  Molasses- 

Gallon  cans,  screw  cap,  )4  doz .  6.60 

54-gallon  cans,  screw  cap,  1  dos .  3.50 

Quart  cans,  screw  cap,  s  doz .  1.85 

Palmetto — 

No.  10  cans,  short  gallon,  screw  cap,  >4  doz.  5.15 
No.  5  cans,  short  % gallon, screw  cap,  1  doz.  a. 80 

Full  quart  cans,  plain  top,  a  doz .  1.4s 

No.  a  cans,  s-lb.  size,  plain  top,  3  dox . 97)4 

Red  River — 

No  a 54  cans  s>4-lb.  size,  plain  top,  a  dox...  1.00 
Stromeyer’a — 

Penn  Mar  Table  Syrup,  ia . .. .  1 .05 

“  <•  as .  i.lo 


MAPLE  SYRUP. 

Vermont,  gallon  tins . . . per  gallon  x  .25 

44  %  -gallon  tins . 7.75 

Hazen’s,  quart  bottiea . 4.00 

44  pint  bottles... . 8.40 

WOOD  AND  WILLOW  WARE. 
Broom*. 

Perdos 

No.  6,  R.  P.,  aacy . . . .  4  00 

44  7  14  44  A  If 

u  8.  Hurl _ _ _ _ _ _  3.90 

“  4*  “  . . ~ .  415 

Clipper.- . . . . — - - -  4. is 

WaikboarS*. 

Single  Zlne —  Par  dos. 

No.  1  go,  Northern  Quota,  Protector . j  9] 

“  zoi ,  Tidal  Wave . . .  a  70 

"  1  ss.  Seal  Globe . .  ..45 

"  786,  Leader . . . — .  *.35 

Double  Zinc —  Per  dos. 

No.  56,  Red  Cross  Soring,  Protector. „ 3.75 
"  80,  Double  Seal  Globe,  "  j.jo 

*■  «t,  Double  Stag,  Wld.  H«td . . .  j.oo 

"  687,  Double  Leader  Swing,  Protector-,  g.so 

Backets. 

Per  dos. 

Electric,  3  hoops,  cedar . . .......—  0.85 

Painted,  a  hoops,  flat .  1.60 

“  3  hoops,  flat . 1.70 

Galvanized,  io'quart . 1.60 

“  is  quart .  1.80 

Indurated  Fibre . s.co 

Matter  DUhco. 

No.  Per  M 

z,  Acme,  oval . . . - . .  i.»j 

».  "  . . .  I- SO 

3,  "  . . - . — 

S|  ««  . . . . . 

Clothes  /’la*. 

Per  box 

5  l^oss . 45 


BRUSHES. 

Scrah  Brash**. 

No.  Poz  «oo. 

1,  Extra  fancy  large  gran . — . .  s.io 

a,  Marble . - . . . . . . .  1.00 

3,  Medium— . . . . .00 

4,  Grass— . . -  .88 

Grass  — . . . - . — —  .41 

,  Grass  — . - . . — . —  1 .  z  j 

Stove  Brogues, 

Wood  Handles —  Per  dee. 

No.  33  Fibre,  strap  handies . . .  i.lo 

No.  34.  "  "  . - .  1 -OS 

Shoe  Brashes, 

With  Handles  and  Daubers —  Per  dos. 

No.  o,  AU  Mexican  fibre . . . . ff 

“  1,  Prepared  fibre.. . —  1.00 

“  7,  All  Dare  brisriee  and  ^R.. . .  1.S3 

“  16,  “  "  “  soclcet-feub, sol.bk.  a. 40 

Wall  Bnuhes. 

Par  do*. 

7-ln.  Tampico . . — — . 45 

No.  8,  Family . . . . -  ,|| 

“  8,  Hustler— . - .  i.zo 

"  8,  A . . . .  z.y| 

•*  10,  A . . .  e.zo 

Ductlnc  Brushes. 

No.  Par  dos. 

IX,  zoc.  size . . . . 13 

,  Gray,  patent  fibre . . . -  1.33 

18,  All  horse  hair— . .  s  90 

at,  “  “  “  white  tipped— .  e.aj 


TOBACCOS-PLUa 

Per  lb. 

Deer  Skin,  9  and  16  lbs- . 39 

eTar,  5,  10,  15  and  25  lbs . 40 

sboy . 40 

Old  Honesty . 44 

Piper  Heidsick. . - . . . 

Spear  Head . - . 44 

Standard  Navy . .37 

Toddy . 37 

Vinco . 39 

Town  Talk . .30 

SMOKING  TOBACCO. 

Par  gross. 

Duke's  Mixture . . .  5 .90 

Greenback . 

Honest . 4 

Polar  Bear . 

Sensation . - . - . .  5.9a 

Wild  Rose .  5  9a 

Omega . — .  5.83 

Union  Leader .  5.78 

Fashion . 

Miner’s  Extra,  10-cent  size .  10.60 

Pipe  Smoking  ”  ”  10.60 

Red  Indian . 

YEAST  CAKES. 

Compressed . perdos.  .z8 

Magic,  1  %  doz.  pkgs . per  box  .  58 

Yeast  Foam,  iJ4  doz .  **  .38 


IN  WRITING  TO  ADVERTISERS  KINDLY  MENTION  “GROCERY  WORLD  AND  GENERAL  MERCHANT” 


GROCERY  WORLD  AND  GENERAL  MERCHANT 


Cubes,  Powdered,  Granulated,  F® 
Granulated,  Coarse  Granulated 
Extra  A,  Confectioners’  A,  Extra  B  B, 
Extra  C  C,  Yellows,  1 1,  12,  13,  14,,  Eg 


Piers  68  and  69  South  Wharve# 
DELAWARE  RIVER 


SUOAR  HOUS 13 
Northwest  Corner 

Water  and  Morris  Street* 


Front  and  Chestnut  Streets 


"President,  W.  J.  McCAHAN  Treasurer,  R.  S,  POMEROY 

Secretary.  W.  J.  McCAHAN,  Jr.  Manager,  JAMES  M.  McCAHAN 
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RITTER  S  APPLE  BUTTER 

C&.n  be  sold  profitably  &.t  10c  per  pound 
Gives  satisfaction  to  the  consumer 


w. 


P  P  WINCHESTER,  VA, 


see*?- 

H.BAKERv 


1  ~  •.  WWcjr. 

CAjyvSr/i//^  •  > 

W'.  H. BAKER.  WinchestfijAa.  ' 
Manufacturer  of  Prtmu/m  C^ocfllafe  CoC<f*!TiA??r8Sfan-i^xNocoj 

Hi  W  V0»*<'^- 


*V>NO«CSTeB,VA 


W.  H.  BAKER  is  distinct  from  the  old  Chocolate 
Manufactory  of  WALTER  BAKER  &  COMPANY. 


Chocolate  and  Cocoa  Preparations 


United  States  Serial  No.  S2S7 

Guaranteed  Under  the  Food  and  Drugs  Act,  June  30,  1906 
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FPL.  S’  SOMP  1S  THE  ONLY  NHPTHR  SO 


ic  Bell  Brand  Tomatoes  and  Corn  Leave  aGood  Taste  in  Your  Mouth 

VI.  SILVER  &  CO.,  Inc.,  SntTcessors  to  StrVsbaugh,  Silver  &  Co, ,, Aberdeen,  Md. 


The  Finishing  Touch  to  Your 


FOURTEEN  AMERICAN  AND 
EUROPEAN  AWARDS 


10c.  and  25c.  Bottles 


Order  through  your  Jobber 


Brings  You  the 


fRAl>TO£. 


You  can  easily  start  your  customers  buying  Baker  S  Shred  LOCOanut  it  you  11 
explain  to  them  that  our  process  sterilizes  it  and  thus  retains  th  z.  full  flavor  and 
sweetness  of  the  freshly  opened  nut.  Baker’s  Shred  Cocoanut  keeps  sweet  and 
delicious  at  all  times.  You  can  depend  on  it  pleasing  your  best  customers  and 
selling  steadily  and  the  profit  will  pay  you  well  for  all  the  push  you  can  give  it. 
We’ll  send  you  a  quantity  of  our  “50-recipe”  booklets  to  get  your  customers 
interested  if  you’ll  write  us. 

The  Franklin  Baker  Company,  Philadelphia 


this 

WEEK 


DEPARTMENT 
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